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Black  Diamond  Chrome  Patent  Leather— 
is  being  produced  at  the  rate  of  3000  sides 
per  day.  Its  superior  quality  is  accountable 
for  such  a  demand. 

Tan  Gun  Metal  ^//—especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather—In  every  good  tannage. 

Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 

95  SOUTH  STREET,  BOSTON 

ST.  LOUIS  CINCINNATI 


NEW  YORK 
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"WINNER 

Don't  follow   the  crowd, 
handle  our  lines  and 

LEAD  THE  WAY 

We  specialize  in  Children's 
solid  Leather  Footwear. 


WINN  &.  CO 

MILTON        -  CANADA 


Black  Chrome  Sides 

Blue  Back  Waterproof  Slock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Exclusive  Selling  Agents : 

CHICAGO  TANNING  COMPANY 


130  W   Michigan  Street 


CHICAGO,  U.S. 


Dayton  and  Blackhaulk  Sis. 


1'BOSTON 
I2S  Summer 


GLOVERSVILLE,  N  1 
1 1  Cayadutta  St 


ST.  LOUIS.  MO 
811  Lucas  Ave 


If  After  all  has  been 
side,  the  final  test  of 
a  Shoe  is  its  Wear- 
ing Qualities    ::  :: 


being  madeof  solid  leatheris  not 
only  a  wearer,  but  also  a  trade 
winner  and   business  builder 


L.  HIGGINS  ®.  CO. 


Moncton 
Yarmouth 
Halifax 
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UPON  THE 

Raw  Rubber  Used 

depends  the  fit-retaining  quality 
of  the  finished  shoe. 

CJ  Because  first  quality  pure  Para 
rubber  is  used  in  Granbys  they 
never  lose  their  elasticity,  never 
"go  dead." 

Granby  Rubbers  closely  but 
gently  hug  the  foot  until  worn  out. 

AMES-HOLDEN  LIMITED 

Sole  Selling  Agents 
MONTREAL      TORONTO      WINNIPEG  VANCOUVER 
CALGARY      EDMONTON      ST.  JOHN,  N.  B. 
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"ENDURAL" 

A  WATERPROOF  CALF  SKIN 
WORTH  FRAMING 

Worth  framing  because  so  perfect. 

"Endural"  is  a  chrome  tanned  heavy  calf  for  winter  wear 
that  is  ABSOLUTELY  LMPERVLOUS  TO  WATER.  It 
is  moisture-proof  under  every  condition  to  which  shoe  leather 
may  be  subjected.  The  more  you  examine  it  the  more  does  its 
quality  appeal  to  your  judgment.  All  the  goodness  you  ever 
hoped  for  in  a  waterproof  calf  is  there  and  perhaps  a  little  more. 
And  "Endural"  leather  will  justify  your  judgment  when  it  is 
in  the  shoe  and  the  shoe  is  on  the  foot  for  'twill  mean  increased 
orders  for  your  products  and  more  and  more  of  the  good 
Canadian  coin.  „  , 

Be  done  with  imported  viscolized  leathers  because  Endu- 
ral"  will  serve  you  just  as  well  and  save  you  money.  F or  every 
foot  you  use  it  will  put  4c  into  your  pocket  and  possibly  more. 

Made  in  two  colors,  No.  22  and  No.  44,  and  four 
different  weights  which  include  one  substance  especially  for 

women  s  shoes.  . 

And  mind  you  every  "Eridural"  skin  is  just  the  same, 
ro  inspections  make  that  certain.  These  waterproof  skins  of 
ours  will  smooth  out  the  leather-worry  wrinkles  from  your  brow, 
Mr.  Shoemaker,  if  you'll  let  them.     Be  the  next  to  prove  it. 


DAVIS  LEATHER  CO.  LIMITED 

NEWMARKET,  ONTARIO 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.     -----      MONTREAL,  QUE- 


THE  CANADIAN  SHOE  AND  LEATHER  JOURNAL 


5 


Cat's  Paw  Rubber 
Heels  Will  Never 


Slip 


From  the  day  they  are  first  put  on 

until  completely  worn  out 
The  Patent  Canvas  Friction  Plug 
prevents  all  that,  even  on  the 
slipperiest  surface. 


O  It  is  vulcanized  right  into  the  rubber  near 
the  back  of  the  heel  and  extends  clear  through, 
so  that  no  matter  how  much  the  heel  is  worn 
the  canvas  plug  is  still  there  to  tightly  grip  the 
icy  pavement. 

Q  Without  in  the  slightest  affecting  the  buoy- 
ancy or  resiliency  of  the  rubber,  the  friction  plug 
adds  miles  of  walking  to  the  life  of  the  heel. 

ONLY  THE  BEST  OF  RUBBER  GOES  INTO 
.-.  .-.    .-.    .'.    CAT'S   PAW  HEELS    .".    .'•    •'•  •'• 

Walpole  Rubber  Co.,  Limited 


MONTREAL 


QUEBEC 


6 


THE  CANADIAN  SHOE  AND  LEATHER  JOURNAL 


FOOTWEAR 


STAPLES 


ST.  HYACINTHE  « 
CANADA. 


This  brand  does  not  go  on  a  single  shoe  until  we  know  that  the  shoe 
is  worthy  of  the  name. 

It  cost  us  a  great  deal  of  hard  work — both  head  work  and  mechan- 
ical— to  make 

YAMASRA  BRAND 

stand  for  quality  in  staple  footwear. 

So  you  can  depend  on  Yamaska  Boots  and  Shoes  because  we  couldn't  afford  to  make  them 
otherwise  than  dependable. 

J.  A.  &  M.  COTE 

ST.  HYACINTHE,  QUEBEC 


All  the  Bag  and 
Trunk  Makers 
want  fancy  leather 
embossed   on  the 

MOENUS 

Altera  Machine 


They  reject  weak 
imitations. 


Write  for  the  prices  on  the 

MOENUS 

Machine  Works 

Frankfurt  on  Main 
GERMANY 
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GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  A 

THIS  OUTFIT  contains  every  machine  required 
for  doing  repair  work  of  the  highest  grade 
economically  and  quickly.  They  are  all  mounted 
on  a  substantial  frame,  with  shaft  running  entire 
length,  from  which  all  machines  are  driven.  No 
overhead  shafting  is  required.  It  occupies  the 
smallest  possible  amount  of  room  consistent  with 
obtaining  the  best  results  and  has  the  following 
machines:  One  Goodyear  Rapid  Stitching  Machine 
making  lock-stitch,  one  Forepart  Trimming  Machine 
with  Shanking-out  Device  and  Cutter  Grinder,  one 
Buffing  Shaft  and  one  Finishing  Shaft. 

CL  We  would  be  pleased  to  send  descriptive  Folder 
and  any  information  regarding  it,  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 
LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS 


MONTREAL,  QUE 


244  Adelaide  Street  West,  TORONTO 


492  St.  Valier  Street,  QUEBEC 
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ONE  OF 
THE  MANY 

McCREADY'S 

A  high-class  Ladies'  Button 
Shoe,  in  a  beautiful  Velour 
Calf,  Goodyear  welted  sole 
and  two  inch  Cuban  heel. 
There  are  many  others 
just  as  nice. 

ASK  TO  SEE  THEM 


The  James  McCready  Co. 

Limited 

Montreal-Winnipeg-Calgary-Edmoiiton 

CLARENCE  F.  SMITH 
Vice-President  and  General  Manager 


McCREADY 

Satisfaction 


We  Aim 
To  Build 
Shoes 
Of  Such 
Genuine 
Merit 

The  Name 
McCready 
Will 

Always 
Be  A 

Guarantee 
Of 

Satisfaction 
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The  modern  shoe  man- 
ufacturer when  approached 
with  a  leather  proposition 
considers : — 

i  st— Quality 

2n(i— Cutting  Economy 

^rd — Delivery 

4th — Price 

"Davis  Pebble"  embodies 
all  four.  It  has  made  a 
reputation  for  itself 
throughout  the  trade,  in 
Appearance,  Feel  and 
Wearing  Properties. 

In  cutting  economy  it 
compares  more  than  favor- 
ably with  any.  We  aim  to 
have  our  stock  run  uniform 
in  substance  thro  bellies 
and  flanks. 

Our  increased  capacity 
enables  us  to  assure  cus- 
tomers of  prompt  deliveries 
at  all  times.  The  price 
is  right. 

If  you    are    a    user  of 
Pebble  you  can  afford  to 

CUt  NO  OTHER. 


A.  DAVIS  &  SON,  Limited 

KINGSTON  TANNERY 

KINGSTON    -    -  CANADA 


Gt  TO  THE  Jfcy 


Great  West 

Stylish,  Serviceable  Shoes 


The  designs  will  please 
you  from  all  points  of 
view,  and  they  will  bring 
trade  into  your  store 
season  after  season,  so 
completely  satisfying  are 
they  to  the  wearer. 


The  C.  E.  McREEN  Co. 


Makers  of  Fine  Shoes 
in  Welts  and  McKays 
QUEBEC.  QUEBEC. 
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KAUFMAN'S 

Life-Buoy  Rubbers 

have  many 
special 
features 


Notice  the  Reinforced  Heel 

NO   EXTRA  CHARGE 


Not  Made  by  a  Trust  or  Combine 


PROMPT      SORTING  FROM 


Montreal  Branch 

310  Craig  W. 


Truro  Branch 

Truro,  N.  S. 


Toronto  Branch       -       Ottawa  Branch 

76  YorK  Street  281  Wellington  Street  E. 

Charlottetown  Rubb.  Co.   -  Calgary  Branch     -     Winnipeg  Branch 

Charlottetown,  P.  E.  I.  J.  A.  Palmer,  Blow  Bldg.    G.  G.  Lennox,  159  Portage  Ave.  Geo.  StocKand 


Edmonton  Branch 
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FEW 

■■ft 

£bout 

EYELETS 

OETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes,  there 
D  mav  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to  the 
extent  of  its  none  too  reliable  coating  of  enamel ;  underneath  is  the  inevitable  brass 
of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  constructed 
a  hown  above"  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is  Fast  Color. 
They Tre  all  made  this  way,  with  celluloid  tops  of  solid  color  and  nickel  non- 
corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They  preserve  their 
bright  new  appearance  throughout  the  wear  of  the  shoe. 

'  You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way.  -Fast  Color  eyelets .  have  a  W 
diamond  ♦  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.    No  others 
do.   Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond  —  trade  mark— no  Fast  Color.   


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monlque  Sts.   -     MONTREAL,  QUE. 
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WOOD-MILNE  RUBBER  HEELS 

Are  the  Best  hence  the  largest  sale  in  the  world 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


Bread  and  Butter 
Line 

It  is  a  staple  line  of  Boots  and  Shoes  like 

The  SURPASS 

which  really  brings  you  your  "  bread  and  butter,"  aud  we  are  making 
Surpass  Shoes  so  well  and  selling  them  at  such  prices  as  make  them  in 
every  sense  of  the  word,  "  The  Bread  and  Butter  Line." 

The  Louis  Gauthier  Co.,  Limited 

QUEBEC,  P.  Q. 
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Solid  Leather  Shoes  for  Men 


Solid 
Leather 

Means 

Solid 
Wear 


Solid 
Wear 

Means 

Solid 
Profits 


WILLIAMS  SHOE  CO.  Brampton,  Ont. 
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Where 

Amherst 
make 


0«°fSTOCK 


EXCELS 


7  POINTS 

OUR  GUARANTEE 
ON  EVERY  PAW 


I 


QUAMTYcgiWES 

and  that  is  why  our 

SHOE  TACKS 
SHOE  NAILS 
SHOE  RIVETS 

give  such  universal  satisfaction. 

They  are  made  from  the  best  material  that  can 
beseemed  for  the  purpose  while  such  care  is 
given  to  each  process  of  manufacture  as  to  guar- 
antee the  production  of  goods  that  will  meet 
every  reasonable  demand  made  upon  them. 

The  Montreal  Rolling  Mills  Co. 

MONTREAL 


Ever  Increasing  Demand 
Is  a  Fitting  Testimonial 
To  the  Superiority  of 

New  Castle 
Kid 

When  a  steady  and  ever  increasing 
demand  for  a  shoe  upper  stock  makes 
the  doubling  of  the  capacity  of  an  al- 
ready immense  plant  absolutely  neces- 
sary, it  is  pretty  nearly  proof  conclu- 
sive, isn't  it,  that  that  stock  is  a  whole 
lot  better  than  others? 
That's  the  story  of  New  Castle  Kid. 
About  the  enlarging  of  the  plant,  we'll 
have  more  to  say  later,  but  what  you 
ought  to  bear  in  mind  now  is  this:— 
New  Castle  Kid  produces  better  shoes 
and  better  looking  shoes  at  a  less  cost 
grade  for  grade  than  any  other  kid 
upper  leather. 

Send    us   a   sample    order,   test  the 
leather  and  you'll  know  why. 

New  Castle  Leather  Co. 

61,  63,  65  South  Street 
Boston,  Mass.,  U.S.A. 


TRADE 


MARK 
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The  Tebbutt 
&  Leather 

The  Professor  Gold  Cross 
Shoe 

A  Cornless  Comfortable  Stylish  Shoe 

Built  to  give  proper  toe-room 
without  sacrificing  aPPea^*; 

An  effective  corn  cure  because 
it  removes  the  cause. 

Made  of  fine  soft  kid. 

A  medicated  cushioneted  inner 
sole  gives  a  soft  easy  tread. 


Shoe 
Co'y 


The  Doctor's  Antiseptic 

Is  The  Perfect  Winter  Shoe 

Made  in  Tan  Winter  Calf, 
Chrome  Box  Calf  and  Chrome 
BlacT  Storm  Calf.  Goodyear 
welted  with  three  soles  the  centre 
of  antiseptically  treated  thermal 
asbestos.    Antiseptic  linings  and 
inner  soles.     Soles  and  uppers 
waterproofed. 


THREE  RIVERS 
QUEBEC 


I 


>^%f*    PAT.N?"  119409 

GOLD  CROSS 
SHOE 
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SHREWD  BUYING 


and  a  careful  selecting  of  the  best  enables 
us  to  serve  you  well. 

Before  we  decide  to  handle  a  line  of  Boots, 
Shoes  or  Rubbers  we  ask  the  question, 
"Will  this  particular  brand  give  the  Shoe 
Dealers  of  Canada  the  most  that  Shoedom 
offers,  not  only  to=day  but  every  day." 

You  can  buy  nothing  from  us  that  does  not 
measure  up  to  that  high  standard. 


JAMES  ROBINSON 

182-186   McGILL  STREET       .       MONTREAL,  QUE. 
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Shoe  Machinery 


For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 


MARK 


GOODYEAR 
WELT  and  TURN 
SYSTEMS 


Consolidated 
HAND  METHOD 
Lasting  Machines 


MODEL=C 
IDEAL  CLICKING 
MACHINES 


RAPID  STANDARD 
SCREW 
MACHINES 


DAVEY 
HORN  PEGGING 
MACHINES 


Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,  Eyelets,   Shanks,   Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      =      MONTREAL,  QUE. 
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MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  217  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 


Staple  Footwear 

For  Men,  Women,  Boys,  Misses 
and  Children. 

In  Dongola  and  Box  Calf.  One  of  the 
most  serviceable  and  best  selling  lines  in 
the  country. 

the  G.  V.  OBERHOLTZER  CO.  "■'»'"» 

BERLIN,  ONTARIO 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 

TRIAL 

ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


McKAYS  &  TURNS 

for 

MEN,  WOMEN, 
LITTLE  GENTS. 

In  All  Sizes 
Styles  Up-to-date 
Material  And 
Workma  nship 
That  You  Can 
Depend  On. 

AIRD  &  SON 

Manufacturers 
to    the  Jobbers 

583 — 585  St.  Timothy  St.  Montreal. 


THE 
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MULE 


If  you  cut  "Split"  Gloves  and  Mittens  don't  forget  the 

P.  &  V.  Lines. 
Largest  Tanners,  widest  range  of  colors,  most  uniformly 

selected  and  always  soft. 

Try  Sample  Dozens 

PFISIER  &  VOGBL  LEATHER  CO. 


MELWADEEI 


WIS. 


BOSTON. 
NEW  YORK 
CHICAGO 


ST.  LOUIS. 
ST.  PAUL- 
CINCINNATI 


Distributors  : 
SAN  FRANCISCO. 
NEW  ORLEANS. 
GLOVERSVILLE. 


LONDON,  England. 
FRANKFURT,  O-M.,  Germany. 
PARIS,  FRANCE 


L«.  an  correspondence  to  Boston  o™,  SS-S9  Sou.  S„eet,   BOSTON,  MASS 


We  make  a  Specialty  of  Genuine  English  Pigskin 

Leather  Leggings 

IN  BLACK  OR  TAN 

a  rpnllitlP  Pipkin  Legging  cannot  be  surpassed  for  wear,  it  retains 
its  shape  a^d      the  m oft  satisfactory  legging  made  to-day. 
Our  best  seller  is  the  one  shown  in  cut  herewith. 
We  also  have  a  line  with  a  SPRING  FRONT  made  up  in  Tan 
Pigskin  only. 

For  a  good  high  quality  leather  legging  see  our 

Smooth  Grain  Cow  Riding  Legging 

Blocked  shape,  no  seam  at  back,  in  Tan  only.  Also  in  Black  and 
Tan  with  seam  on  back. 

L.  H.  Packard  &  Co.  Limited 

Montreal 

j  i               in  Canada      Write  for  our  illustrated  catalogue. 
Largest   manufacturers    of    Overgaiters  and  Leggings  in  Canada.      Write  ^^^^ 
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The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (St  CO., 

LYNN,  Mass.,  U.S.A. 


THE  MERCANTILE  AGENCY 


R.  G.  DUN  &  CO. 

Established  1841 

222  Offices  (14  in  Canada) 
Rates  of  subscription  quoted  on  application 

W.  C.  MATTHEWS,  Toronto,  Canadian  General  Manager 

Canadian  Offices  at  Toronto,  Halifax,  Hamilton,  London,  Ottawa, 
Quebec,  St.  John,  Montreal,  Winnipeg,  Vancouver, 
Calgary,  Edmonton,  Saskatoon,  Regina 


C  Parsons  &  Son 

LIMITED 

TORONTO 

AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

C  Parsons  «&  Son 

LEATHER  FINDINGS  limited 

79  Front  St.  East       Toronto,  Ont. 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in. 
to  building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travellers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUP0NT  &  FRERE 
301  Aird  Ave. 
MONTREAL 


Fred.  C.  A.  Mclndoe  &  Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agtnts  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


DUCLO*  ®.  PAY  AN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling-. 

Office  and  Factory,       Store,  224  Lemoine  St. 
ST.  HYACINTH E..  MONTREAL. 


Satisfaction  guaranteed 
by  factories  using 

Ullathorne's 


ENGLISH-MADE 

Shoe  Thread 

Stocked  by   all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 
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jf  Magnet  of  t/ie  SAoe  Trade 

Scholl's  "Foot-Eazers"  and  Foot  Specialties 

100%  Profit  For  You 


Dr.  Scholl's  "BUNION-RIGHT"  (trade 
mark)  is  a  practical  invention  that  instantly  and 
permanently  rights  bunion  troubles. 

A  soft,  pliable  device  so  constructed  that  by 
placing  it  between  the  great  and  second  toe, 
just  sufficient  outward  pressure  is  produced  to 
bring  the  toe  to  its  natural  and  true  position, 
the  irritation  to  the  ball  of  the  foot  is  immedi- 
ately cured  as  the  device  is  worn  during  the  day 
as  well  as  at  night. 

A  wonderful  seller.  Wholesale  price  $400 
per  dozen.    Retail,  50  cents  each. 

Dr  Scholl's  "TOE- RIGHT"  (trade  mark)  is 
a  wonderful  little  device  for  the  cure  of  foot 
troubles  such  as  cramped,  overlapping  or  under- 
lapping  ties,  hammer  toes,  soft  corns  between  the 
toes,  and  ingrown  toe  nails.  _ 

This  device  tends  to  straighten  out  overlap- 
ping or  crooked  and  cramped  toes,  and  is  a 
sanitary  and  practical  relief. 

Ingrowing  toe  nails,  which  are  often  caused 
bv  one  toe  crowding  into  the  other,  are  straight- 
ened and  all  pressure  removed. 

Hammer  toes  are  corrected  and  the  toot  le- 
stored  to  its  natural  usefulness. 

Sells  rapidly.  Wholesale  $3.00  per  dozen. 
Retail  35  cents  each. 


on  every  sale  of  a  .pair  of  "FOOT-EAZERS."  This  100  per 
cent  profit  is  worth  having.  Our  advertising  m  the  leading- 
magazines,  together  with  our  free  advertising  helps  furnished 
all  our  customers,  means  easy  sales.  You  should  handle  fUUl- 
EAZERS"  in  preference  to  any  other  form  of  so-called  supports. 

Because : 

They  offer  100  per  cent,  profit  on  every  sale. 
Scholl's  goods  are  made  right.    Are  easers  to  the  feet  and 
not  ache  producers. 

They  repeat  sale  after  sale.    They  make  new  customers. 
They  do  not  cut  or  gouge  the  insole  of  the  shoe. 
They  are  made  of  materials  the  very  best ;  finished  the  finest. 
Scholl's  goods  fit  all  cases— from  ordinary  weak  arch  to 
the  most  seriously  deformed  flat-foot. 

Scholl's  goods  are  advertised  in  all  magazines.    Sales  are 
made  easier  because  they  are  standardised. 
Scholl's  advertising  department  furnishes  literature,   e  ec 
trotyped  ads.,  eye-catching  signs  and  window  displays  free. 
The  Scholl  Arch  fitter,  a  $i5-00  machine,  is  given  free  to 
dealers  using  Scholl's  goods. 

Over  thirty  styles  of  arch  supports  and  specialties  for  the 
feet. 


10. 


Scholl's 


»,ch  Fm.r  ft..  .0  d.»!.rS.    Scholl's  «  F.o«-E.»r.»  ar.  M  b,  .,1  J.bbT,.    Send  i«  ,.«r  „rd.r  ».  .»c. 

&he  SCHOLL  MANUF'G  COMPANY 


472  King  Street  West,  TORONTO 


NEW  YORK 


CHICAGO 


SAN  FRANCISCO 
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JOSEPH  KINO 


DEALER  IN 


LEATHER  AND  SHOE  FINDINGS 
25  and  27  Scott  Street,  Cor-  g?££gton  TORONTO,  Ont. 

TELEPHONE  Main  1293. 


JAMES  PRICE, 

DEALER  IN 

HIDES,  CALF  SKINS  AND  PELTS 

23  and  25  Wellington  Street,  MONTREAL. 

Highest  Price  Paid  for  Hides,  Calf  Skills,  Pelts  and  Tallow 


THE  KING  BROS.  CO.,  OF  WHITBY, 

LIMITED 

Manufacturers  of  High  Grade  Upper  Leathers 

Chrome — Sides 

Combination — Smooth,  Boarded 
and  Grains 

Bark    Tans  —  Pebble,  Grains, 
Flexible  and  Wax  Splits 

FOR  HOME  AND  EXPORT  TRADE 


Factory- 
arid  Office 


-  WHITBY,  ONT. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 

Phone  E  3778 


BERLIN,  ONT. 

 Manufacturers  of  

vSolid  Leather  Shoes 

All  Lines,  All  Sizes,  from  Children's 
to  Men's 

j&   FINE  LINES  OF  SLIPPERS  & 


TYPEWRITERS  FOR  EVERYONE 

have  an  enormous  stock  of  rebuilt  typewriters 
of  every  make.  They  have  been  received  as 
part  payment  on  the  famous  Light  Touch,  long  wearing 
MONARCH.  Our  year  closes  with  December. 
We  do  not  want  to  carry  them  over.  During  the  next 
thirty  days  we  offer  them  at  greatly  reduced  prices  for 
cash  or  monthly  payments.  They  are  all  carefully  rebuilt. 
They  write  well  and  they  write  long.  They  are  ideal 
for  anyone  with  limited  correspondence.  A  fully 
illustrated  catalogue  is  now  ready.  Send  for  it  to-day 
and  get  first  choice. 


The  Monarch  Typewriter  Company,  Limited 


98  Ri»B  Street  West 


TORONTO 
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LOUlSLtl-LBREITHAO  PT:  Pres,d 


FOUNDED  IN 


JOHNC  BREiTHAUFT  ! 


Penetang,  Eagle  &  Listowel 

Sole  Leather 


Cut  Soles. 
Hastings  Grains. 
Hastings  Union  Oak. 
Harness  Leather. 
Address  all  Orders  to 

BERLIN    =   =    O  IN  T, 


CABLE  AD0RE3S  BREITHAUPT.  BERLIN 
WIDEBBOOK  COOP 


LINEN  THREADS  ^  COTTON  THREADS 

STANDARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 

A,So  Boot  and  Shoe  Laces  5££JT£2 

FRANK  &  BRYCE,  Limited  ™L 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.     Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 


LINDSAY,  ONT. 


W.  H.  Staynes  &  Smith,  LIATHER 

CASH  ADVANCED                       f   pirpster     Ellfi.  andat   Kettering,  Northampton 
ON  CONSIGNMENTS.          l^eiCeMer,  Frankfort-on-Mame. 

Cable  "HIDES,"  Leicester. 

'fm  "MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

I^Nl    MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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Make  $10  in  Two  Hours 

•J  This  is  i/our  opportunity.  Will  you  take  it  ?  Can  you 
do  any  better  than  this?  It  is  certainly  making  money 
fast — just  a  little  faster  than  selling  shoes,  eh?  Listen! 

^  You  or  someone  in  your  store  takes  greater  interest  than 
the  ordinary  assistant  in  the  appearance  of  your  window.  With 
effort  you  or  he  or  she  can  make  a  pretty  nice  showing.  The 
effort  must  have  some  incentive  to  make  it  most  effective.  We 
are  providing  a  little  extra  incentive. 


Two  Prizes  to  Every 
Province  for  the  three 
Best  Dressed  Felt  Shoe 
Windows. 

q  This  is  just  the  proper  season  to  give 
your  FELT  SHOES  the  most  publicity. 
It's  a  case  of  now  or  never. 

(|  We  have  already  seen  some  excellent 
windows  in  various  parts  of  the  country 
and  we  want  to  see  some  more  of  them. 
— and  we  are  willing  to  pay  for  the  sight 
of  them. 

IJ  Recognizing  that  conditions  are  so 
different  in  all  parts  of  the  country  we 
have  decided  to  give  the  added  incentive 
of  a  prize  in  every  province. 


We  will  pay  $10  for  the 
Best  Window  in  Every 
Province  and  $3  for  the 
next  best. 

<]|  The  only  conditions  are  that  you  be 
engaged  in  some  capacity  in  the  retail  shoe 
business,  that  the  window  be  dressed 
using  only  felt  shoes  and  their  accessories, 
that  you  have  the  photograph  in  our  hands 
by  Feb.  5th.  Those  are  very  simple  regu- 
lations. Why  can't  you  have  the  $10.00 
or  the  $3.00  that  goes  to  your  province. 

1$  Can  you  beat  that? — a  first  prize  for 
Nova  Scotia,  for  New  Brunswick,  for 
Quebec,  for  Ontario,  for  Manitoba,  for 
Saskatchewan,  for  Alberta  and  for 
British  Columbia — and  a  second  as  well? 


Remember  Competition  closes  in 
Toronto  Office  February  5th,  1911 

Acton  Publishing  Co.  Ltd. 

WINDOW  DRESSING  DEPARTMENT 

John  Street        -        -  Toronto 


THE  CANADIAN 


Vol.  XXV,  No.  1, 


TORONTO,  JANUARY,  1911. 


$1.50  per  Year. 


ACTON  PUBLISHING  CO.,  Limited 


Office  of  Publication 
Eastern  Office 
Chicago  Office 


-  59-61  John  Street,  Toronto,  Canada 
.  Coristine  Building,  Montreal,  Canada 
.    4057  Perry  Street,  Chicago,  Illinois 


THE  SHOE  JOURNAL  TWICE  A  MONTH. 

You  will  be,  we  hope,  pleased  to  hear  that  the 
Shoe  and  Leather  Journal  will  from  this  date  be 
published  twice  every  month— on  the  first  and  fif- 
teenth. This  step  has  been  taken  only  after  our 
readers'  opinions  were  expressed.  We  want  to  thank 
all  those  who  have  written  to  us  for  their  encouraging 
words  and  for  their  support  so  freely  pledged.  While 
a  more  difficult  task  is  before  us,  it  is  yet  a  more 
pleasant  one.  We  have  been  working  alongside  of  you 
for  almost  twenty-five  years,  coming  to  you  once  every 
month.  These  years  have  passed  most  rapidly  for  us. 
We  have  found  those  engaged  in  all  branches  of  the 
leather  trade  thoroughly  clean  business  men.  The 
Shoe  Journal  has  met  with  success,  for  we  have  always 
held  a  high  standard  before  us.  The  programme  for 
the  coming  year  given  elsewhere  is  even  a  higher  ideal. 
We  may  not  reach  our  goal,  but  hope  that  in  the 
striving  we  may  give  more  pleasure  and  profit  than 
ever  to  our  readers. 

OUR  MONTREAL  OFFICE. 

Recognizing  the  growing  importance  to  us  of  a 
complete  staff  in  Montreal,  which  is  to  quite  an  ex- 
tent the  centre  of  the  Shoe  Trade  in  Canada,  we  re- 
cently made  changes  of  no  little  import  to  us  and  to 
our  readers.  In  Montreal  now  we  have  completely- 
organized  circulation,  news,  editorial  and  advertising 
departments.  This  will  mean  that  every  branch  of 
our  magazine  that  can  give  greater  service  to  our 
readers  is  in  a  position  to  do  so  from  the  hub  of  the 
trade.  Every  item  will  be  fresh  from  the  griddle. 
We  were  fortunate  in  securing  the  services  of  J.  J. 
Gallagher,  a  Montreal  man,  for  the  executive  position 
in  this  office.  Mr.  Gallagher  has  had  experience  in  all 
branches  of  newspaper  and  periodical  publishing.  As 


well  as  knowing  business  conditions  in  Montreal  and 
Quebec,  he  has  had  unusual  opportunities  to  study 
European  and  American  trade  conditions.  Our  east- 
ern friends  will  find  him  a  man  who  knows  his  busi- 
ness well,  and  we  hope  all  our  readers  will  benefit  by 
the  work  of  his  staff  in  Eastern  Canada. 

A  NEW  RUBBER  COMPANY. 

It  is  a  pretty  safe  bet  that  before  the  year  is  out 
we  will  see  another  company  organized  for  the  manu- 
facture of  rubber  footwear  well  under  way.    This  will 
mean  that  in  a  little  more  than  a  year  from  now  there 
will  be  nine  large  manufacturers  of  high  grade  rubber 
shoes  in  Canada.    Something  doing,  do  we  hear  some 
reader  ask?    Well,  we  can  hardly  say.    The  manu- 
facturers aren't  quite  sure  themselves  but  we  believe 
that  everyone  concerned  will  try  to  produce  as  high 
class  an  article  as  is  possible.    With  the  Kaufman,  the 
Miner  and  the  latest  comer  operating  independently  of 
the  Consolidated  Factories  there  may  be  some  change 
in  selling  policy.      There  is  no  room  for  change  in 
price  and  as  lately  the  quality  of  all  factories  has  been 
good,  only  the  policy  of  the  concerns  can  be  effected. 
Here's  hoping  that  the  jobbers  will  not  so  totally  up- 
set everyone  as  they  did  last  season  and  that  they  will 
so  fix  things  that  everyone  will  be  on  the  same  foot- 
ing next  season. 

MORE  ABOUT  VELVETS. 

For  a  time  the  American  trade  seemed  to  be  on  the 
verge  of  a  new  craze  in  women's  shoes  and  Oxfords. 
Practically  every  manufacturer  showed  and  sold  vel- 
vets for  spring.  Even  in  Canada  a  few  manufacturers 
showed  them  and  many  retailers  bought.  Brother, 
beware  of  that  dainty,  appealing,  expensive  velvet 
article.  It  looks  fine  in  the  window  and  beautiful  on 
the  foot — but  when  the  wind  blows  and  the  rain  pours 
upon  the  once  beautifully  garbed  pedal  extremities  of 
your  best  hobble-skirted  customer  the  disappointment 
and  anger  that  will  be  hers  will  be  no  little  amount. 
You  will  be  the  one  to  be  blamed  for  those  shoes. 
She'll  never  think  of  the  fact  that  she  once  really  liked 
them.  She  will  tell  all  her  friends  that  "they're  simply 
horrid"  and  she  won't  forget  to  tell  them  she  bought 
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them  from  you,  either.    Our  advice  is  to  go  slow  on 
velvets  no  matter  how  nice  they  look  to  you  now. 

NEW  STYLES. 

Now  that  the  spring  season  selling  is  over  the 
st vies  that  will  be  widely  sold  next  spring  to  the  con- 
sumer can  be  lined  up.  In  men's  shoes  buttons  and 
bals  have  had  a  much  greater  run  than  is  usually  the 
case.  This  has  been  done  at  the  expense  of  the 
popular  Blucher  cut.  Don't  let  us  mislead  you. 
Bluchers  arc  still  popular  but  the  proportion  of 
Bluchers  to  buttons  and  laced  bals  is  considerably 
less.  The  high  heel,  short  vamp  and  high  toe  is  a 
popular  last,  but  of  course  did  not  anything  like 
dominate  the  sales.  The  variety  in  women's  shoes 
-old  has  been  appalling.  The  strongest  selling  high 
shoe  has  been  the  short  vamp  with  Cuban  heel.  The 
low  shoe  in  greatest  demand  outside  the  staple  Oxford 
has  been  the  high  toed,  one  ankle  strap  pump.  This 
last  one  will  be  a  great  seller  all  over  the  country.  The 
manufacturers  making  a  specialty  of  misses',  child- 
ren's or  infants'  footwear  all  report  a  fair  increase  in 
orders  taken.  The  lasts  in  these  lines  cannot  vary 
much,  but  their  growth  of  trade  indicates  the  popu- 
larity of  the  special  line  idea. 

THE  POPULAR  LEATHERS. 

The  leathers  ordered  by  the  retail  trade  for  spring 
delivery  have  not  been  so  varied  in  the  men's  line  as 
the  women's  and  even  in  the  case  of  women's  shoes  the 
variety  has  fallen  off.  The  man  who  bought  right  for 
spring  ordered  his  men's  shoes  made  in  all  patent  or 
patent  combinations  with  dull  black  tops  or  inserts, 
box  calf,  velour  calf,  and  vici — in  the  heavy  staples  of 
course  the  splits  and  grains  are  permanent.  The  wiser 
buyer  passed  by  the  lemon  colored  tans,  the  chocolates 
and  the  patents  with  the  colored  tops  or  inserts. 
Patent  tan  of  good  grade  is  made  by  a  couple  of 
Canadian  tanners  but  it  has  yet  to  prove  both  its  re- 
liability and  popularity.  In  women's  shoes  the  selec- 
tion was  spread  over  light  and  dark  tans,  vicis,  velours, 
patents  and  suedes.  The  suede  shoe  will  be  a  good 
seller  in  the  cities  and  larger  towns.  In  women's 
pumps  and  ankle  straps  the  tans,  patents  and  suedes 
will  be  equally  popular  but  a  few  light-colored  kids 
will  be  sold  to  the  better  trade.  We  strongly  advise 
against  the  purchase  of  velvets  and  would  suggest  that 
the  trade  140  easy  on  the  white  "bucks"  that  will  soon 
Ik  selling  extensively  in  the  United  States. 

PREPARING  YOUR  SPRING  ADVERTISING. 

As  the  rush  of  Christmas  trade  is  all  over  we 
would  draw  your  attention  to  the  fact  that  "Spring  is 
coming."  and  with  it  your  new  shoes  and  new  rush 
of  business.  When  the  demand  for  spring  shoes  be- 
gins to  make  itself  felt  you  will  want  to  feel  your 
share  of  it.  There  is  only  one  way  to  increase  your 
sales,  and  that  is  to  be  up-to-date  in  every  way.  The 


191 1  man  will  be  one  who  buys  the  right  goods,  places 
them  right  in  his  store  and  tells  the  people  that  he  has 
done  so.  Buy,  plan  and  advertise  and  the  greatest  of 
these  is  advertise.  Now  is  the  accepted  time  to  plan. 
You  must  not  grudge  a  few  hours  each  week  given  up 
to  planning  your  sales  campaign.  Think  not  of  the 
desk  before  you  with  its  array  of  circulation,  space 
and  expense  data,  but  rather  look  ahead  to  the 
glorious  harvest  in  April,  May,  June  and  all  the  other 
months  to  follow  that  will  be  yours  as  the  result  of 
a  few  patient  days  of  sowing-  now.  Be  wise  and  don't 
wait  till  the  last  minute.  Start  now.  Plan  your  work 
and  then  you  can  work  your  plan. 

HE  DOES  NOT  WANT  YOU. 

One  day  in  December  we  were  talking  to  a  large 
Canadian  manufacturer — we  are  not  saying  whether  he 
made  candy,  corsets  or  shoes.  We  took  up  the  ques- 
tion of  advertising  in  a  particular  trade  publication 
and  he  made  the  remark  that  he  had  absolutely  no 
use  for  it.  He  made  the  statement  that  he  had  no 
use  for  them  because  he  didn't  give  a  damn  for  the 
retailer  himself.  He  said  he  advertised  to  the  con- 
sumer and  the  retailers  he  wanted  had  to  buy  his 
goods  or  lose  many  sales.  Can  you  imagine  yourself 
for  any  reason  being  compelled  to  buy  the  goods  of 
a  manufacturer  who  wouldn't  advertise  in  his  trade 
magazine  because  he  didn't  give  a  damn  for  you? 
Think  it  over  and  you  will  come  to  the  conclusion  that 
the  man  who  uses  the  Shoe  Journal  values  your  good 
will  and  the  man  who  does  not  use  it  is  in  the  same 
class  with  the  manufacturer  we  mention  above.  Prob- 
ably this  conclusion  is  not  correct  in  application  to 
every  case,  but  you  can  be  most  certain  of  at  least 
the  part  of  it  referring  to  the  advertiser  and  act  ac- 
cordingly. 

RECIPROCITY  AGAIN. 

Great  things  from  little  causes  spring.  As  a 
three-hundred-pound  female  in  a  hobble  skirt  springs 
from  a  tiny  blind  mole  thinking  it's  a  real  rat.  so 
sprang  the  reciprocity  treaty  negotiators  apart  on  the 
announcement  of  the  recent  landslide  in  America's 
politics.  .  And  who  can  say  but  what  it's  best?1  \Ye 
may  be  very  sure  that  Uncle  Sam  isn't  going  to  offer 
us  a  slice  of  cake  unless  he  is  reasonably  sure  of 
getting  a  whole  piece  of  pie  in  return — and  then  he'd 
only  give  the  cake  because  he  didn't  want  it  anyhow. 
Take  the  duty  on  shoes  going  into  the  United  States 
for  example.  It  is  only  ten  per  cent.  That  looks  very 
low,  but  what  Canadian  manufacturer  is  going  to  or- 
ganize a  sales  force  to  cover  the  States  when  as  soon 
as  it  were  organized  a  prohibitive  duty  would  be  im- 
posed and  all  his  efforts  count  for  naught?  To  be 
sure  one  Canadian  manufacturer  is  making  a  little 
splash  over  there,  lint  what  effect  will  the  quantity 
of  shoes  that  one  man  may  sell  there  have  on  their 
trade?  Not  very  much — and  that's  the  reason  there  is 
only  a  ten  per  cent,  duty  against  shoes. 


The  Man  Who  Sells 

A  Bunch  of  Information  for  the  Salesman,  Comprising  a  Continuation  of  the   Series  on  Salesmanship 
Started  Some  Time  Ago,  Also  Hints  on  Card  Writing  and  Lay-out. 


The  Science  of  Selling. 

We  have  already  touched  briefly  upon  the  rela- 
tions betwen  the  clerk  and  the  customer,  the  proprietor 
and  the  customer,  and  the  proprietor  and  the  clerk, 
under  the  heading  of  "Personal  contact  in  business." 

The  customer  has  a  right  to  prompt  and  courteous 
attention  the  moment  he  enters  the  store.  The  clerk 
has  no  right  to  leave  this  to  the  proprietor ;  while  the 
proprietor,  if  he  has  his  own  best  business  interests 
at  heart,  should  not  only  show  the  customer  every 
personal  courtesy  called  for  under  the  circumstances, 
but  should  insist  that  the  salesman  do  the  same. 

The  matter  of  approaching  the  customer  is  natur- 
ally the  first  consideration.      It  is  not  necessary  to 
pounce  upon  a  person  the  moment  he  or  she  enters  the 
door,  it  may  not  even  be  necessary  to  leave  one's  post 
behind  the  counter,  if  the  department  is  furnished  with 
such.    Alertness,  the  attitude  of  attention,  the  polite 
inquiry  as  the  customer  approaches  within  speaking- 
distance,  are  the  important  points.    If  the  prospective 
customer  shows  any  signs  of  halting  near  the  door,  as 
though  in  doubt,  it  is  the  salesman's  place  to  step  for- 
ward.   Many  of  the  larger  departmental  and  other 
stores  have  a  man  stationed  inside,  and  within  a  few 
paces  of  the  door,  whose  sole  business  it  is  to  speak 
pleasantly  to  customers,  to  inquire  in  what  way  they 
can  serve  them,  or  to  direct  them  to  the  department 
required.    This  at  best  is  rather  cold  and  formal.  The 
ordinary  retail  store  has  an  immense  advantage  in  the 
fact  that  the  proprietor  can  meet  the  customer  per- 
sonally, even  if  he  should  not  require  to  actually  con- 
duct the  sale. 

The  clerk,  on  his  part,  must  exercise  his  powers 
of  personality  in  such  a  way  as  to  favorably  impress 
the  customer  and  inspire  confidence  in  his  own  abilities 
and  in  the  reliability  of  the  goods.  This  applies  to 
the  salesman  on  the  road  with  exactly  the  same  force 
as  to  the  one  in  the  retail  store  or  department.  There 
is  no  person  but  will  be  struck  with  the  extremely 
large  proportion  of  establishments  which  are  not  con- 
ducted along  these  lines.  Go  into  almost  any  store 
you  like  and  the  chances  are  about  even  that  you  will 
stand  around  for  several  minutes  before  anyone  takes 
any  notice  of  you.  You  will  probably  see  several 
clerks  discussing  something  in  a  distant  corner,  or  per- 
haps engaged  at  odd  jobs  close  at  hand.  The  attitude 
seems  to  be :  "just  wait  until  I  get  through,  if  you  wish 
to  get  anything  here."  The  person  entering  the  store 
is  made  to  feel  like  an  intruder  or  as  though  a  favor 
were  being  conferred  upon  him.  In  other  words,  the 
average  clerk  fails  completely  to  live  up  to  his  oppor- 
tunities. He  neglects  to  improve  his  business  ac- 
quaintanceships and  apparently  does  not  see  that  by 
furnishing  skilled  and  polite  service  to  his  customer 


he  is  building  up  and  cementing  a  valuable  business 
asset  both  for  himself  and  for  the  store. 

The  point  of  greatest  importance  is  that  no  cus- 
tomer should  be  allowed  to  enter  a  store  without  re- 
ceiving a  greeting  in  the  least  possible  space  of  time. 
If  the  salesmen  are  busy  with  other  customers,  the 
salesman  nearest  the  door  should  ask  the  latest  ar- 
rival to  be  seated  and  should,  by  his  manner,  indicate 
that  the  latter  is  welcome,  at  the  same  time  explaining 
briefly  that  he  will  receive  attention  at  the  earliest 
possible  moment.    Some  salesmen  endeavor  to  com- 
promise by  trying  to  wait  on  two  customers  at  a  time. 
It  is  safe  to  say  that  this  should  seldom  or  never  be 
done.    One  customer  is  all  that  a  salesman  can  safely 
or  satisfactorily  handle  at  a  time.   The  salesman  must 
be  on  hand  at  every  stage  while  the  sale  is  being  con- 
ducted.   Interest  is  bound  to  lag  if  the  prospective 
customer  is  left  to  look  over  the  goods  himself,  and 
thus  an  essential  point  is  neglected.    It  is  up  to  the 
proprietor  or  manager  to  see  that  the  sales  force  is 
sufficiently  large  to  meet  all  reasonable  demands.  At- 
tention to  this  would  practically  do  away  with  such 
unfortunate  situations. 

After  the  meeting  with  the  customer,  the  next 
point  is  to  secure  his  attention  and  arouse  an  interest 
in  the  goods.    Good  judgment  and  tact  are  both  re- 
quired here.  '  Do  not  judge  of  a  person  always  by  the 
clothes  he  or  she  may  happen  to  wear.    If  a  machinist, 
a  carpenter,  or  a  man  in  some  similar  line  of  employ- 
ment, happens  to  drop  in  in  his    everyday    suit  of 
clothes,  do  not  immediately  show  him  the  cheapest 
and  coarsest  line  of  goods  in  the  place.    An  instance 
of  this  kind  was  recently  noted  by  a  lady.    She  re- 
marked that  on  entering  one  of    the    larger  stores, 
dressed  in  a  very  plain  and  modest  street  costume, 
she  was  shown  the  cheaper  class  of  goods  first  and 
that  the  attention  given  was  not  of  the  best.  Having 
occasion  later  on  to  enter  the  same  store  wearing  a 
more  elaborate  costume,  she  was  accorded  every  at- 
tention and  was  shown  the  higher-priced  goods  at 
once. 

Cases  of  this  kind  should  never  occur  and  would 
ultimately  be  fatal  to  business  success.  Some  differ- 
ent standard  than  that  of  clothing  must  evidently  be 
employed,  although  dress,  to  a  certain  extent,  is  a  fac- 
tor in  the  sizing  up  of  the  customer.  It  would  be  safer 
possibly  to  show  a  medium-priced  line  first  and  then 
decide  from  this  whether  the  customer  would  prefer 
a  cheaper  or  dearer  article.  At  any  rate,  common 
sense  and  discretion  should  be  employed. 

An  important  factor  in  arousing  an  interest  is 
the  salesman's  confidence,  not  only  in  himself,  but  in 
the  goods  he  may  be  offering  for  sale.  If  he  is  lack- 
ing in  either  the  feeling  is  at  once  imparted  to  the  cus- 
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tomer  and  failure  will  be  the  result.  Knowledge  of  the 
goods  is  another  factor  in  securing  and  holding  in- 
terest. The  salesman  must  be  well  posted.  Nothing 
will  take  the  place  of  positive  information.  That  is 
what  the  customer  is  there  for.  He  wants  to  know 
the  reason  why  he  should  buy  one  line  in  preference 
to  another.  The  salesman  must  be  able  to  explain 
the  merits  of  the  goods,  as  well  as  answer  questions 
and  combat  objections. 

A  bad  impression  is  sometimes  made  by  the  clerk 
at  this  point  by  persistently  knocking  some  nearby 
competitor  and  making  derogatory  comparisons.  This 
seldom,  if  ever,  helps  to  effect  a  sale,  and  much  more 
frequently  disgusts  the  person  who  has  to  listen  to  it. 
If  the  question  of  comparative  prices  is  brought  up  by 
the  customer,  it  may  be  quite  right  and  proper  to 
show,  in  a  moderate  and  dignified  way,  that  better 
values  are  being  offered  in  that  line,  but  to  be  contin- 
ually harping  on  this  subject  is  hurtful  rather  than 
beneficial. 


tract  too  much  attention.  In  making  cards  for  the 
window  one  must  never  forget  the  function  of  the 
card.  It  must  not  detract  from  the  window  trim  nor 
attract  attention  that  the  goods  in  the  window  should 
have.  But  for  neatness,  elegance  and  effect,  in  a  word 
— for  business — black  lettering  on  white  is  the  card 
to  use. 

One  of  the,  most  important  essentials  to  neatness 
and  effect  lies  in  the  accuracy  with  which  the  work  is 
"laid  out"  previous  to  painting.  The  matter  should 
be  carefully  and  properly  "centered"  upon  the  card 
with  close  consideration  of  the  treatment  of  "white 
space"  and  spacing  both  of  letters  and  words.  Every 
detail  that  lends  to  the  appearance  of  the  card  should 
be  fully  decided  upon  before  the  work  is  commenced. 

Color  Suggestions,  Special  Sales. 

For  special  sales  or  occasions  where  a  strong  card 
is  required,  a  very  effective  one  can  be  made  as  fol- 
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From  "Sign  Painting,"  by  Atkinson 

Originality  in  Card  Writing,  Etc. 

While  it  is  all  right  for  a  beginner  to  copy,  he 
should  endeavor  to  work  out  a  style  of  his  own.  This 
can  be  done  by  first  attaining  proficiency  in  the  var- 
ious strokes  and  the  formation  of  standard  letters  such, 
as  Roman,  block,  etc.  Then  by  experiments  witl 
slight  variations  he  can  work  out  an  original  style. 
But  do  not  get  too  far  from  the  standard  styles — they 
have  stood  the  test  of  many  years  and  any  very  de- 
cided alteration  is  usually  at  the  expense  of  legibility. 

Cards  for  department  stores,  done  in  black  paint 
on  white  cardboard,  are  the  neatest  and  most  effective 
that  can  be  produced.  Colors  make  very  attractive 
show  cards  when  properly  handled — cards  that  will 
attract  a  great  deal  of  attention — frequently  they  at- 


lows:  Take  a  white  bristol  board  without  any  glaze. 
Uncoated  bristol  board  will  answer  the  purpose.  Next 
get  about  half  a  dozen  shades  of  dry  colors,  viz.,  ver- 
milion red,  burnt  umber,  chrome  yellow,  chrome  green. 
Prussian  blue  and  burnt  sienna.  Then  take  a  piece  of 
raw  cotton  batting  and  make  it  up  into  a  pad  about 
the  size  of  the  palm  of  your  hand ;  dip  it  into  the  color 
and  rub  into  the  surface  of  the  cardboard.  One  color 
only  may  be  used  on  a  card,  blended  from  a  deep  tone 
at  the  bottom  to  a  light  tint  at  the  top.  A  couple  of 
colors  may  be  combined  by  using,  for  instance,  a  light 
red  at  the  bottom,  working  toward  the  center  of  the 
card,  and  yellow  at  the  top  also  working  toward  the 
center.  Many  soft,  effective  color  combinations  can 
be  worked  out  in  this  manner. 


Stray  Shots 


Though  cleanliness  may  be  next  to  godliness  it  may  be- 
come as  vice  and  drive  people  to  the  devil.    There  are  women 
who  are  so  afflicted  with  the  virtue  of  clean- 
ORDER  ness   that  their   husbands  find  the  saloon  or 

A  VICE  the  club  preferable  to  home,  and  their  child- 

ren would  sooner  run  the  streets  than  run  the 
gauntlet  of  their  gospel  of  soap  and  feather  duster.  There  are 
men  who  are  more  concerned  about  keeping  their  stores  neat 
and  their  desks  properly  arranged  than  they  are  about  telling 
the  truth  or  giving  their  neighbors  a  square  deal.  It  doesn't 
follow  that  a  neatly-kept  or  over-regulated  establishment  does 
the  best  business  any  more  than  a  fussy  faultless  house  is  an 
indisputable  evidence  of  good  housekeeping.  Order  is  "heav- 
en's first  law,"  but  when  it  stands  in  the  way  of  results  or 
hinders  happiness  it  is  a  curse.  "Where  no  oxen  are  the  crib 
is  clean,  but  much  increase  is  by  the  strength  of  the  ox."  Some- 
times litter  is  as  commendable  as  neatness,  and  its  absence  as 
much  the  evidence  of  bad  management  as  of  good. 

You  can't  live  up  to  the  Golden  Rule  and  be  in  business? 
Then  you'd  better  not  be  in  business.    It  is  fashionable  these 
days  to  sneer  at  goodness  and  make  "liberal" 
SIN  A  allowance  for  divergence  from  the  straight  and 

JOKE  narrow  path.    When  you  find  yourself  making 

fun  of  the  "goody-goody"  and  "peculiar"  put 
the  straight-edge  on  your  own  life  and  see  if  it  is  because  you  are 
"waney."  When  a  man  begins  to  make  light  of  virtue  and 
mock  at  sin  he  is  on  a  fair  way  to  become  a  rascal.  "Eools 
make  a  mock  at  sin."  Sin  is  no  joke,  and  the  man  who  thinks 
it  is  has  an  empty  head.  The  man  who  wrote  "Whatsoever  a 
man  soweth  that  shall  he  also  reap,"  put  into  words  the  most 
cold-blooded  worldly  philosophy.  There  is  no  man  with  brains 
who  does  not  admit  its  truth.  The  man  who  makes  light  of 
wrong-doing  proclaims  his  shallowness. 

It  doesn't  follow  because  you  think  you  are  right  you  will 
not  bump  into  something  before  long  that  will  give  you  a  sore 

head  or  a  lame  leg.  Plenty  of  people  think 
THINK  themselves  into  a  course  of  action  that  lands 

RIGHT  them  in  the  penitentiary.     Get  your  thinking 

squared  with  something  or  somebody  you  can 
depend  upon.  A  man  with  a  crooked  square  or  an  untrue 
plumb-line  will  throw  a  building  out  of  true  more  than  the 
Tower  of  Pisa.  A  fellow  with  a  cross-eyed  view  may  not  only 
get  sadly  astray  himself  but  throw  a  whole  community  out  of 
kilter.  "There  is  a  way  that  seemeth  right  unto  a  man  but  the 
ends  thereof  are  the  ways  of  death."  Get  a  right  perspective 
Don't  follow  your  own  bull-headed  way  just  because  you  have 
"thought  it  out."  Get  off  a  little  way  and  take  a  side  view.  Be- 
cause you  think  you  are  right  is  no  guarantee  that  you  will 
not  run  into  something  before  you  get  to  the  end  of  your 
thinking. 

"Even  in  laughter  the  heart  is  sorrowful,  and  the  end  of 
that  mirth  is  heaviness."    There  is  a  back  wash  to  some  kinds 

of  hilarity.  The  kind  of  laughter  that  leaves 
HEAVY  a  bad  taste  in  a  fellow's  mouth  is  not  the  kind 

MIRTH  that  will  make  one  fat.    "I  never  laughed  so 

much  in  all  my  life,"  and  next  day  the  per- 
son who  says  it  yawns  when  he  thinks  of  what  made  up  the 
good  time.  Mirth  that  ends  in  heaviness  is  a  poor  imitation. 
When  you  get  fun  at  the  expense  of  your  self-respect  or  the 
happiness  of  someone  else,  call  it  by  the  right  name.  Even 
with  genuine  mirth  there  is  often  an  undertone.  A  gentleman 
once  called  on  a  well-known  London  physician  seeking  advice 
with  regard  to  insomnia,  accompanied  by  a  tendency  to  melan- 
cholia.   The  medical  man  advised  him  to  attend  the  seances  of 


a  popular  comedian  who  was  then  in  the  city.  Unfortunately, 
doctor,  said  the  patient.  I  am  that  very  comedian.  "The  end 
of  that  mirth  is  heaviness." 

It  is  a  good  thing  to  have  faith  in  people,  but  if  you  be- 
lieved every  word  you  hear  these    days,  you  will  either  get 
into  the  lunatic  asylum  or  the  poorhouse.  It 
BELIEVE  is  said  of  Mr.  Lloyd-George  that  he  and  a  friend 

EVERYTHING  who  were  visiting  in  Wales  went  out  together 
for  a  walk,  and  being  somewhat  uncertain 
of  their  location  and  how  to  get  back,  asked  a  peasant  whom 
they  met  how  far  they  were  from  the  place  they  were  stay- 
ing, and  which  was  the  right  way.  "You  are  two  miles  off,  but 
you  are  on  the  right  road,"  was  the  reply.  They  walked  on, 
chatting  earnestly,  and  when  they  thought  they  had  about  cov- 
ered the  two  miles  they  asked  another  pedestrian,  and  they 
were  again  told  they  were  on  the  right  road,  but  had  two 
miles  to  go.  They  trudged  patiently  on  and  at  the  end  of  half 
an  hour  made  the  same  enquiry,  and  met  with  practically  the 
same  answer.  They  looked  at  each  other,  and  laughed,  and 
Lloyd-George  remarked,  "Well,  thank  God,  we  are  on  the  right 
way  and  we  seem  to  be  holding  our  own."  The  simple  believe 
every  word,  but  "the  prudent  man  looketh  well  to  his  going." 

There  is  money  in  knowing  enough  to  bottle  your  wrath. 
The  fellow  who  allows  his  feelings  to  loosen  his  tongue  or 
direct  his  pen  throws  golden  dollars  into  the  fiery  furnace  of 

spite.  There  are  men  reading  these  wordf  who 
FOOLISH  have   dissipated   fortunes   by   giving     rein  to 

ANGER  passion.    They  have  let  themselves  be  lea  by 

the  nose  by  enmity  or  false  pride.  Men  have 
been  driven  into  lawsuits  or  made  stupid  property  and  business 
arrangements  just  to  carry  out  some  angry  whim.  "He  that 
is  soon  angry  dealeth  foolishly."  A  man  who  lets  his  temper 
rule  him  is  not  fit  to  run  a  peanut  stand.  The  man  in  business 
to-day  requires  an  even  mind  and  a  steady  hand  to  make  a  suc- 
cess with  the  odds  that  are  against  him.  Don't  give  your  neigh- 
bors, and  above  all,  your  enemies,  the  weapon  that  a  cantanker- 
ous disposition  on  your  part  affords  them.  Don't  do  yourself 
the  injustice  that  a  narrow-minded  revengeful  spirit  will  occa- 
sion in  your  own  life. 

People  get  pretty  well  what  is  coming  to  them  in  this 
world.  Men  do  not  "gather  grapes  of  thorns  nor  figs  of  thistles." 

When  you  see  a  man. reaping  a  crop  of  folly  you 
INHERITING  may  know  that  this  fellow  has  put  in  the  seed 
FOLLY  himself.    Sometimes  it  is  strong  drink,  some- 

times women,'  sometimes  deception  and 
sometimes  that  which  may  be  less  conspicuous  as  evil  seed. 
There  are  a  lot  of  men  broken  down  in  business  who  if  they 
had  given  proper  attention  to  things  when  they  were  coming  their 
way  would  have  been  on  "easy  street."  There  are  plenty  of 
men  broken  down  in  body  who  might  have  been  still  in  pos- 
session of  their  manly  vigor  if  they  had  used  common  sense 
in  their  methods  of  living.  "The  simple  inherit  folly."  We 
sow  neglect  and  reap  collapse.  Don't  go  whining  about  Provi- 
dence when  you  have  brought  misfortune  or  ill  health  upon 
yourself  by  imprudence. 


Rubber  Prices 


What  Do  You  Get  for  Your  Rubber  Shoes?— Is  it  a  Fa 

Xo  branch  of  the  shoe  business  in  Eastern  Can- 
ada was  on  a  more  unstable  basis  last  year  than  that 
of  rubber  shoes.  Discounts  innumerable  were  offered 
by  the  manufacturer  and  jobber,  until  the  below  cost 
record  was  reached.  The  retail  merchant  who  bought 
"rig-ht'"  last  season  should  stand  to  make  a  little  pile 
on  his  rubber  sales — we  say  should,  advisedly. 

It  is  a  peculiarity  of  all  of  us  to  want  to  take  all 
the  business  from  the  other  fellow.  We  want  to  hog 
all  the  trade  ourselves,  and  hog-like,  we  root  around 
with  our  snouts  to  the  ground.  That  is  just  how  you 
and  I  and  your  competitors  have  missed  seizing  the 
really  good  opportunities  about  us.  All  senses  bent 
on  "hogging"  it,  many  a  wholesome,  profit  tid-bit  has 
been  carried  past  us. 

The  manufacturer  or  the  jobber  of  rubber  shoes 
makes  a  list  price  from  which  the  discounts  are  figured. 
If  your  purchase  price  is  figured  from  the  list,  why 
should  not  your  selling  price  be  so  figured?  That 
sounds  reasonable. 

Further,  because  the  men  from  whom  you  pur- 
chased your  rubber  shoes  were  willing  to  sell  at  a 
ridiculously  small  profit  is  no  reason  for  your  not  se- 
curing an  additional  profit.  The  wise  manufacturer 
who  installs  labor-saving  machinery  (makes  a  reduced 
price  purchase  in  fact),  doesn't  turn  around  and  give 
it  all  to  you.    Not  much. 

He  takes  that  additional  profit  to  be  applied  on  the 
upkeep  expense  of  his  new  automobile.  Why,  then,  on 
the  other  hand,  are  you  willing  to  turn  over  to  your 
customers  the  difference  between  what  you  paid  for 
your  rubbers  and  what  was  a  fair  price?  You  are  in 
this  business  to  make  money — not  to  use  it  for  an  out- 
let for  your  philanthropic  sentiments. 

Business  consists  of  buying  and  selling  with  hon- 
esty of  endeavor  linking  the  two  processes.  To  be  hon- 
est with  yourself  you  will  purchase  from  the  most  ad- 
vantageous market.  To  be  honest  with  your  custom- 
ers you  will  not  sell  your  purchases  for  a  dollar  more 
than  they  are  worth.  To  be  honest  with  yourself  you 
will  sell  the  articles  you  have  bought  for  every  dollar 
that  they  are  worth. 

Taking  it  for  granted  that  the  list  price  of  rubber 
is  a  fair  basis  from  which  to  sell,  does  the  fact  that  you 
buy  them  this  season  for  less  money  than  last  season, 
with  rubber  higher  than  ever,  make  them  intrinsically 
worth  less  than  previously?  No.  Why,  then,  do  you 
sell  them  for  less?  There  is  no  man  who  will  answer 
truthfully  who  will  not  admit  that  his  chief  reason  is 
that  his  opposition  on  the  same  street  does  it,  and  he 
lias  to  follow  suit. 

Just  here  a  suggestion.  Some  of  the  tactics  of 
your  opposition's  predecessor  led  him  to  the  bank- 
ruptcy court.  Why  don't  you  follow  him  there?  Be 
all  or  nothing. 


r  Price?— Why  Isn't  It? — Are  You  Afraid  to  Ask  It? 

The  man  who  follows  his  competitor  just  because 
he  is  afraid  to  let  him  out  of  his  sight  will  in  the  end 
get  just  what  comes  to  the  man  in  the  rear — lots  of 
dirt  and  a  nasty  smell.  That  you  can  make  more 
money  by  selling  one  thousand  pairs  of  rubbers  at  sixty 
cents  per  pair  profit  than  selling  two  thousand  pairs 
at  thirty  cents  profit  is  self  evident.  The  additional 
storage  needed  and  extra  staff  required  to  handle  the 
larger  business  makes  considerable  difference  to  the 
comparative  profits  on  the  two  transactions. 

Why  not  then  be  content  with  a  smaller  turn- 
over and  a  greater  profit?  We  believe  the  cut-price 
habit  to  be  most  pernicious.  It  should  not  be  toler- 
ated outside  of  recognized  sales.  All  the  good  to  be 
derived  from  the  advertising  value  of  cheap  rubbers 
is  lessened  by  the  low-priced  habits  you  or  your  staff 
will  surely  form.  And  once  let  this  germ  of  unstable 
prices  gain  foothold  and  your  business  is  hurt  to  no  in- 
considerable degree. 

You  most  likely  are  handling  a  brand  that  many 
others  in  your  town  are  not  selling.  This  makes  it 
possible  for  you  to  talk  cjuality  as  against  the  other 
man's  price  argument.  We  do  maintain,  and  our 
observation  has  proved  that  the  majority  of  the  people 
whose  trade  is  worth  considering  as  profitable  will  buy 
on  the  quality  talk  every  time.  You  may  think  differ- 
ently, but  how  do  you  buy?  You  buy  as  cheaply  as 
you  can,  to  be  sure,  but  you  also  want  quality,  and 
when  you  want  or  are  made  to  want  quality  you  be- 
come willing  to  pay  for  it. 

Make  it  your  policy  to  show  your  trade  wherein 
lies  the  value  of  your  rubber  shoes  and  you  will  have 
no  difficulty  in  securing  your  own  price  from  enough 
of  them  to  make  your  rubber  business-  pay. 

Just  another  suggestion  before  we  leave  this  sub- 
ject. Next  season  rubber  shoes  at  wholesale  will 
probably  be  higher  than  ever.  By  all  natural  laws  they 
should  be.  If  the  wholesale  price  is  "jumped,"  on 
whom  will  come  the  strain  of  raising  the  retail  price? 
Will  it  come  upon  the  man  who  has  courageously  stood 
his  ground,  or  upon  the  price-cutter?  Verily  will  the 
laugh  be  on  the  latter. 

We  believe  that  you  should  obtain  more  for  your 
rubber  shoes  than  the  average  retail  merchant  is  get- 
ting to-day.  The  only  way  to  get  more  is  to  ask  more 
and  show  your  customers  why.  After  a  month  of  con- 
scientious work  by  your  staff  and  yourself  the  worst 
part  of  the  struggle  will  be  over. 

The  psychological  moment  for  strengthening  your 
prices  is  now — when  winter  is  with  us.  By  taking  the 
step  at  this  season  you  accustom  your  trade  to  the 
higher  level  and  by  spring  it  is  an  established  and  un- 
questioned condition.  Get  busy  in  January  and  reap 
the  profit  in  March. 


The  Call  of  the  People 

Billy  Smith  Hearkens  to  the  Demands  of  the  Public  Upon  His  Time  and  Talents. 


"It's  nothing  but  graft  these  days,  Billy.  From 
the  office  boy  to  the  cabinet  minister  everybody  has 
his  hand  out.  It's  'what  is  there  in  it  for  me'  every 
trip.  Right  here  in  this  little  burg  the  game  goes 
right  on  every  day  of  the  week.    How  do  you  sup 


is  in  politics.  But  the  dirty  side  of  politics  only 
proves  there  is  a  clean  side  and  the  fact  there  are 
crooks  in  office  only  makes  the  need  of  good  men 
the  plainer.  You  can't  surely  claim  there  are  no  good 
men  in  politics.    There  are  men  on  both  sides  that 


pose  those  crooks  up  the  street  were  allowed  to  fill     no  one  can  lift  a  finger  against  and  some  of  them  are 

doing  a  good  work  for  the  community  and  for  the 
country.  Take  our  town  council,  now,  that  you  call 
a  bunch  of  chumps  and  grafters  ;  I  don't  know  where 
you  get  your  idea.  There  are  one  of  two  that  might 
be  improved  upon,  but  as  a  whole  they  are  a  fairly 
decent  lot.  That  talk  about  graft  ought  to  have  got 
its  quietus  after  the  investigation  by  the  county 
judge  into  that  property  deal  some  time  ago,  in  which 
the  council  came  off  with  flying  colors." 

"Yes,  they  did,  Billy,  but  the  fellows  who  put 
through  that  same  deal  know  how  to  work  the 
grease.  There's  a  man  who  goes  to  my  lodge  who 
e-ot  five  hundred  dollars  to  do  the  trick  and  it  was 
done  so  slick  that  of  course  the  fellows  could  swear 
they  never  got  a  cent.  No,  it  wasn't  put  into  their 
fists,  but  all  we  know  is  that  the  council  flopped  after 
taking  a  stand  against  the  deal  and  it  was  between 
the  first  and  second  meeting  Smart  got  the  money 
from  the  directors  to  grease  the  wheels  of  state  or 
whatever  yOu  liked  to  call  it.  O,  yes,  there  are 
more  ways  of  getting  a  man  than  by  slipping  the 
lucre  to  him.    Smart  boasts  that  five  dollars  fixed  the 


the  sidewalk  with  packing  cases  and  plaster  them 
all  over  with  show  cards  if  they  didn't  have  a  stand-in 
with  somebody  in  the  council  or  the  police?  If  we 
left  a  case  of  goods  on  the  sidewalk  for  ten  minutes 
there  would  certainly  be  a  constable  after  us  with 
a  blue  paper,  don't  you  forget  it.  The  bunch  we 
have  in  that  council  would  make  a  sawhorse  laugh, 
anyway.  There  isn't  one  of  them  fit  to  run  a  buck 
saw  at  a  poorhouse."  And  Sam  gave  a  vicious  shake 
to  the  store  stove  that  threatened  the  pipes  with 
sudden  demolition. 

"Well,  what  can  you  expect,  Sam,  when  decent 
citizens  not  only  won't  give  their  time  to  public 
business,  but  even  stay  away  from  the  polls  on  elec- 
tion day.  You  know  you  wouldn't  go  out  to  vote 
yourself  last  January,  and  if  the  town  is  at  the  mercy 
of  a  lot  of  chumps  and  grafters,  whose  fault  is  it? 
There  are  lots  of  people  who  chew  the  rag  until 
election  time  comes  around  and  then  they  either 
don't  go  to  the  polls  or  follow  the  political  boss  like 
a  flock  of  sheep  to  the  shambles.  What's  the  use  of 
talking,  Sam,  the  way  to  clean  up  politics  is  to  get 


nun  to  run  that  are  straight  and  have  no  axes  to     biggest  kicker  in  the  bunch.    Anyway  he  switched, 


grind." 

"That's  all  right,  Billy,  but  folks  like  you  and 
me,  who  have  their  business  to  look  after  can't  afford 
to  get  into  that  kind  of  a  game,  and  besides,  I  don't 
think  it  does  a  man  any  good  any  way  you  look  at  it 
to  get  in  with  the  round-up  of  wire-pullers  and  cart- 
pushers  that  have  to  be  reckoned  with  in  town  or 
other  politics.  It's  all  right,  this  idea  of  getting  good 
men  to  run,  but  I've  never  known  a  good  man  yet 
who  got  into  politics  who  wasn't  worse  at  the  end  of 
his  experience  than  before.    There  was  Davidson,  a 


and  Smart  says  he  gave  a  five  spot  to  an  employe  in 
the  Town  Hall  who  said  he  could  arrange  matters 
for  him." 

"That's  just  the  reason,  Sam,  why  grafting  goes 
on.  Men  get  into  office  who  are  looking  after  num- 
ber one  instead  of  the  public  interests,  and  mean- 
while aood  men  do  nothing  but  kick  and  talk  about 


incompetence  and  graft. 


I've  been  doing  a 


aood 


deal  of  thinking  lately,  and  while  I  have  never  hank- 
ered after  public  life  and  in  fact  hate  the  idea  of 
getting  mixed  up  in  the  game,  I  am  inclined  to  con- 


big  man  in  the  church,  Sunday  school  superintendent     sider  the  invitation  some  of  my  friends  have  been 

pressing  upon  me  to  run  for  the  council." 

"Got  your  ear  to  the  ground,  Billy?  Well,  it 
mightn't  be  a  bad  move  for  somebody  outside  the 
gang  to  take  a  hand  in,  and  I  don't  know  as  it  will 
do  us  any  harm,  although  it  will  take  up  a  lot  of  your 
time  and  give  you  plenty  to  lay  awake  nights  if  you 
to  put  down.  No,  Billy,  a  good  man  should  keep  out  go  in  for  cleaning  up  some  of  the  funny  business  that 
of  politics  and  as  far  as  business  is  concerned,  I  think  «oes  on." 
he  is  better  off  if  he  lets  politics  alone.  The 
things  don't  go  together.  Business  is  business  and 
politics  is  politics,  even  if  it  isn't  worse." 

"I  don't  agree  with  you  though,  Sam.  It's  be- 
cause opinions  like  yours  prevail  that  so  much  dirt 


and  so  forth,  who  was  going  to  do  wonders  when  he 
got  into  the  local  house — how  did  he  pan  out?  In- 
side of  five  years  he  was  in  with  the  gang  up  to  the 
neck.  Had  to  shut  his  eyes  to  things  the  party  was 
doing,  and  it  wasn't  long  till  he  was  helping  his 
political  friends  to  do  some  of  the  things  he  went  in 


In  due  course  Mr.  William  Smith  of  Smith  and 
Johnson  consented  to  nomination  for  the  Town 
Council,  and  his  friends  set  about  securing  the  elec- 
tion of  the  "business  men's  candidate."  Smith  was 
inclined  at  first  to  leave  himself  "in  the  hands  of 
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his  friends"  and  without  giving  much  time  or  effort 
to  election  methods,  leave  his  acceptance  or  rejection 
to  unprejudiced  public  opinion.  He  soon  learned, 
however,  that  in  matters  of  this  kind  there  is  not 
much  sentiment  and  that  victory,  whatever  the  case 
may  be  in  other  lines,  is  to  the  swift  and  to  the 
strong. 

His  candidature  was  hardly  announced  until  the 
party  leaders  dropped  in  to  learn  his  political  lean- 
ings" They  smiled  when  he  announced  himself  as 
"independent,"  for  although  party  politics  are  usually 
tabooed  in  municipal  affairs,  in  this  town  the  poli- 
tical line  was  pretty  well  drawn. 

■'What  was  that  sucker  after?"  asked  Sam,  as 
Billy  opened  the  door  and  let  out  a  slouchy-looking 
customer  with  tobacco  juice  marking  the  corners  of 
his  mouth. 

'•Oh,  he  was  just  telling  me  he  had  a  corner  on 
forty  or  fifty  votes  in  the  east  end  and  wanted  to 
know  if  there  was  'anything  doin'."  He  was  after 
money  I  think,  but  hinted  at  a  corporation  job.  It 
would  make  a  hog  sick  the  things  a  fellow  is  up 
against  on  a  game  like  this.  Why,  there  was  a 
woman  stopped  me  on  the  street  yesterday  and  asked 
me  if  I  was  in  favor  of  establishing  a  hospital  for 
cats.    What  do  you  know  about  that?" 

Three  nights  a  week  were  taken  up  with  public 
meeting's  and  every  afternoon  with  canvassing  or 
visiting  committee  meetings  or  public  or  private  in- 
stitutions. The  candidate's  estimate  of  twenty-five 
dollars  for  election  expenses  gradually  crept  up  to 
the  two  hundred  and  fifty  mark  and  his  wife  as  well 
as  his  partner  came  to  the  conclusion  that  neither 
home  nor  business  could  count  on  Smith  much  while 
the  elections  were  on. 

••Never  mind,  we're  getting  a  lot  of  advertising, 
Sam.  and  that  won't  do  us  any  harm,"  was  Billy's 
rejoinder  when  his  partner  grouched  about  missing 
his  meals  and  having  to  post  up  the  sales  book  and 
do  the  buying  as  well  as  look  after  the  sales  depart- 
ment. 

"Here's  Christmas  right  on  top  of  us,  Billy,  and 
we'll  be  out  of  it  unless  I  get  a  chance  to  work  up 
some  window  trims.  I  know  you've  got  to  get  there 
now  you've  started  in,  but  I  wish  you  could  keep 
some  of  these  bums  and  suckers  out  of  the  store  and 
give  us  a  chance  to  do  something.  That  old  rooster 
Simpkins  who  is  trying  to  sell  the  town  a  new  road 
machine  spent  the  whole  of  the  afternoon  yesterday 
hanging  around  waiting  for  you.  He  says  he  has  a 
cinch  on  the  votes  of  the  boys  in  the  implement 
works  and  wants  you  to  go  down  there  and  give 
them  a  talk  at  noon  to-morrow." 

"Can't  do  it,  Sam,"  said  Smith,  consulting  his 
note  book.  "I'm  down  to  talk  to  a  luncheon  of 
suffragettes  at  twelve-thirty  to-morrow.  Will  have 
to  make  it  Monday.  Tell  him  that  if  he  comes  in 
again,  will  you  Sam?" 

"Here  comes  that  duffer  from  the  "Argus,"  Billy. 
Jle  says  he  doesn't  see  why  they  don't  get  some  of 


our  business  or  why  all  our  advertising'  should  go  to 
the  "Record."  He  hinted  that  if  you  expected  to  get 
the  Tory  vote  you  couldn't  expect  it  by  patronising 
one  side." 

"What's  eating  him,  Sam?    Haven't  they  got  my 
election  card?    What  more  do  they  want?" 

"Well,  you're  running  the  advertising,  Billy,  but 
I  think  perhaps  there's  something  in  what  he  says, 
and  although  I  don't  think  the  "Argus"  worth  a  bean 
to  us  for  store  advertising,  we  might  give  them  a 
whirl  on  our  Christmas  stuff." 

"All  right,  Sam,  but  remember  if  we  start  this 
kind  of  thing  it'll  mean  that  we  will  have  to  take  up 
all  the  programmes,  and  other  fakes  that  come  along. 
I  don't  want  this  election  business  to  butt  in  on  our 
regular  business  plans,  you  understand.  However, 
go  ahead  and  do  what  you  think  best.  I  suppose 
while  the  thing  is  on  we  might  as  well  get  all  we  can 
out  of  the  noise." 

"Well,  Billy,  I  hope  we  don't  get  anything  worse 
than  the  noise  out  of  it,  but  it  looks  as  though  there 
was  going  to  be  some  dirt  with  the  noise.  I  see  that 
the  gang  are  begining  to  rake  up  the  muck  already. 
They  are  trying  to  connect  you  up  with  attempts 
two  years  ago  to  form  a  retail  merchants'  protective 
association  and  say  you  advocated  a  combine  in  our 
line  to  keep  up  prices." 

"If  they're  saying  no  worse  than  that,  Sam,  I 
can  stand  it,  but  I  heard  this  morning  that  in  spite 
of  my  temperance  talk  I  was  seen  coming  out  of  the 
back  door  of  the  Queen's  after  hours  on  Saturday. 
How  does  that  get  you?" 

"Didn't  I  tell  you,  Billy,  that  politics  was  no 
place  for  a  decent  man?  They  will  take  the  shirt 
off  your  back  and  rub  all  the  dirt  their  slimy  fingers 
can  gather  in  order  to  beat  you  and  if  you  get  in 
they  will  do  all  they  can  to  make  you  as  dirty  as 
themselves.  The  bunch  that  is  in  the  game  in  this 
town,  as  I  told  you  before,  are  not  fit  to  carry  wood 
to  the  Devil.  You'll  find  that  out  before  you're 
through  with  them." 

So  the  battle  waged.  Most  of  the  time  that 
Smith  was  in  the  store  was  taken  up  with  election 
organizers  and  callers.  Johnson  had  to  work  over- 
time to  attend  to  customers  as  well  as  answer  as  far 
as  he  could  the  callers  that  were  looking  for  Smith 
when  the  latter  was  out. 

"I"  wish  the  thing  was  over  worse  than  Smith, 
and  I  guess  he  would  give  a  good  deal  to  get  back  to 
his  old  job.  It's  taken  fifteen  pounds  of  his  avoir- 
dupois already,  and  I  guess  before  he's  through  his 
church  friends  won't  know  him  in  more  ways  than 
one.  I  think  if  it  had  been  me  I'd  have  developed 
into  a  common  profane  pugilist  by  this  time.  What 
he  stands  from  these  suckers  he  runs  up  against  and 
what  he  takes  from  some  of  the  windbags  that  are 
running  the  election  would  start  me  to  the  bad. 
That's  all.  When  you  catch  me  running  for  a  public 
office  you  can  lassoo  me  and  put  me  in  the  Hamilton 
asylum.    You  bet !" 


Window  Display 


Artistic  Effects  Arrived  at  by  Two  Montreal  Merchants— G.  G.  Gales  and  Petermann  Shoes,  Limited- 
Advertising  Signs. 


One  thing  which  strikes  the  eye  at  once  in  the 
accompanying  window  is  the  intelligent  use  of  space. 
There  is  not  the  slightest  hint  of  that  crowding  appar- 
ent in  so  many  retail  shoe  windows.  This  is  one 
principle  which  Mr.  J.  A.  Portlance,  who  handles  this 
work  for  Petermann  Shoes,  Limited,  Montreal,  care- 
fully observes. 

He  is  aided  in  this  by  a  fine,  deep  window.  The 
width  of  the  window  also  allows  excellent  scope  for 
window  dressing.  The  top  of  this  window,  which  is 
only  slightly  shown  in  the  cut,  is  a  circular  dome  of 


A  point  worthy  of  note  is  the  variety  in  the  dis- 
play. The  coon  in  the  centre  gives  a  humorous  effect. 
This  is  largely  a  slipper  window  with  shoes  at  the 
bottom. 

A  permanent  background  of  the  kind  shown  is 
an  excellent  idea.  This  answers  for  a  stock  back- 
ground, or  for  general  purposes,  while  it  can  be 
covered  over  by  a  temporary  background  for  special 
or  seasonable  trims.  The  problem  has  been  solved 
here  of  putting  in  a  neat  and  effective  permanent  back- 
oround  which  will  answer  for  ordinary  occasions,  and 


Window  by  J.  A.  Portlance— Petermann  Shoes,  Ltd.,  Montreal 


leaded,  colored  glass,  while  the  upper  half  of  the  back 
is  heavy  pebbled  glass,  the  central  panel  leaded  and  the 
sides  plain. 

Note  the  very  effective  use  of  a  central  display 
form,  with  the  transparent  electrically-lighted  sign  in 
the  centre.  The  wording  of  this  is  so  arranged  as  to 
be  changed  at  will. 

The  fixtures  on  which  the  shoes  are  displayed  are 
all  of  dull  finish,  quarter-cut  oak.  The  floor  is  covered 
with  yellow  silk,  which  contrasts  well  with  both  the 
fixtures  and  the  goods.  At  the  back  is  a  handsome, 
yellow  plush  curtain.  One  large  tungsten  lamp  in  the 
centre  of  the  dome  supplies  the  light. 


at  the  same  time  admit  light  to  the  interior  of  the  store, 
instead  of  shutting  it  out  and  thus  helping  to  render 
one  end  of  the  store  dark  and  gloomy.  The  curtain 
helps  to  break  the  plainness  of  the  lower  half  of  the 
window  without  obscuring  the  light  to  any  extent. 

As  a  criticism  of  the  present  trim  we  would  sug- 
gest a  special  background  for  the  lower  two-thirds  of 
the  window,  choosing  a  color  which  will  contrast  in  a 
pleasing  way  with  the  goods  and  the  fixtures.  This 
would  assist  in  making  them  stand  out  strongly.  In 
the  present  instance  there  is  a  break  between  the  cur- 
tain and  the  upper  panels,  which  would  in  this  way  be 
removed. 


34 


THE  CANADIAN  SHOE  AND  LEATHER  JOURNAL 


A  good  look  at  this  strong,  yet  simple  display  of 
G.  G.  Gales  &  Co.  of  Montreal,  ought  to  act  as  a  tonic 
to  the  manv  shoe  retailers  who  believe  in  placing  a 
sample  of  everything  in  the  store  in  the  window  dis- 
plays.   This  display  is  a  convinc- 
ing proof  of  the  fact  that  careful 
planning  will   always  bring  re- 
sults.   Mr.  Daoust,  whose  work 
this  is.  does  not  get  the  above 
effect  without  much  thought  be- 
fore he  begins  to  put  his  plans 
into  practice.  How  can  a  window- 
dresser  go  ahead  without  a  de- 
tinite   plan,   any   more   than  an 
architect  or  an  engineer?  And  yet 
this  r'ule-of-thumb  work  in  win- 
dow displays  is  the  rule  rather 
than  the  exception. 

Let  us  dissect  the  above  re- 
production.    In  the  first  place, 
what  strikes  the  eye  at  once  is 
the  correct  proportion  of  all  the 
elements  making  up  the  display, 
the  floral  wreaths  and  pedestals 
upon  which  they  stand  are  exact- 
ly the  same  distance  from  the 
centre  and  from  the  top.  The 
large  show-card  was  exactly  in 
the  centre  of  the  window,  any 
apparent  difference  being  due  to 
the  slight  angle  at  which  the  pic- 
ture was  taken.    By  the  way,  this 
show  card  is  worthy  of  a  second 
"lance.    It  is  a  work  of  art,  and 

o  j  - 

when  seen  in  the  original  colors  it  is  very  pleasing  to 
the  eye. 

A  false  bottom  was  placed  in  this  window  when 
the     store    was    remodelled,    and    this    in  itself 
increases  the  strength  of  the  display.    It  will  be  noted, 
on  inspection,  the  lower  window  is  at  sidewalk  level. 
In  this  lower  portion  were  placed  some  of  the  regular 
lines  of  men's  shoes  carried  by  this  firm.    Note  also 
the  artistic  show  card  in  use  here.    Over  the  bottom 
(if  the  top  portion  of  the  window  were  placed  strips 
of  batting,  over  which  was  sprinkled  washing  soda  in 
fine  particles,  making  a  perfect  wintry  effect,  which 
was  very  appropriate  since  only  sporting  footgear  was 
featured  here.    Every  article  of  footwear  which  could 
possibly  appeal  to  those  interested  in  winter  sports 
is  represented,  and  the  effect  is  very  striking.  Mr. 
( .ales  states  that  this  display  was  productive  of  con- 
siderable business  in  these  lines.   In  fact,  he  says  that 
he  has  tried  every  way  of  arranging  his  windows,  and 
finds  that  invariably  the  window  that  is  the  least 
crowded  will  bring  the  best  results,  especially  if  the 
articles  used  are  high-class  in  every  particular. 

The  window  is  twice  the  height  shown  in  the  pic- 
ture.   The  sides  are  of  mirrored  glass,  and  the  rear 


With  the  holiday  decora- 
great  drawing  card  for 


woodwork  painted  white, 
tions  the  "ensemble"  was  a 

the  firm,  and  an  attraction  to  the  crowds  of  shoppers 
daily  passing  it. 


A  double-decker  window  that  pulled 

The  development  of  window  dressing  has  been  ex- 
tremely rapid  during  the  last  few  years,  and  has 
assumed  the  position  of  almost  an  exact  science.  At 
one  time  it  was  thought  that  almost  any  one  could 
dress  a  window.  It  is  now  recognized  that  a  very 
careful  course  of  training  is  necessary  in  order  to  mas- 
ter the  various  branches  of  the  profession.  The 
window  dresser  must  not  only  have  an  eye  for  color 
combinations  and  symmetrical  and  other  artistic 
arrangements,  but  he  must  also  master  the  technicali- 
ties of  draping  and  decorating  in  great  variety. 

The  existence  of  schools  of  window  dressing  show 
that  the  need  of  trained  window  decorators  has  been 
recognized  and  also  the  need  for  instruction  in  the 
more  advanced  methods  of  the  art. 

The  ancient  idea  of  window  dressing  seemed  to  be 
to  pack  as  many  articles  into  the  window  as  possible. 
Very  often  these  looked  more  like  a  side  show  at  a 
circus  than  anything  else,  while  the  large,  loud-colored 
show  cards  completed  the  illusion. 

In  most  cases,  the  holiday  conflagration  either 
starts  in  the  show  window  or  in  some  of  the  interior 
decorations  which  have  been  temporarily  wired  in 
connection  with  some  electrical  display. 


Restriction  of  Advertising  Signs 

Toronto  Civic  Legislation  and  Reception  Committees  Refuse  to  Endorse  the  Restriction  of  Signs— The 

Status  of  Sign-board  Advertising. 


Will  Not  Restrict  Signs. 

The  City  of  Toronto  recently  gave  a  knock-out 
to  sign  restriction  when  the  Civic  Legislation  and 
Reception  Committee  agreed  to  send  on  Aid.  Phelan's 
proposed  by-law  to  the  Council,  but  with  an  adverse 
report  on  it.    Aid.  Phelan  stuck  to  his  guns  pluckily, 
but  the  forces  of  progress  and  common  sense  were 
too  strong  for  him  and  for  those  who  were  behind  the 
movement.    It  is  to  the  credit  of  the  committee  which 
passed  upon  this  proposal  that  they  have  practically 
killed  it  in  its  inception  and  have  thus  prevented  the 
perpetration  of  a  crime  against  the  business  life  of 
Toronto.    Mr.  E.  L.  Ruddy,  of  the  Connor-Ruddy  Co., 
Ltd.,  makers  of  advertising  signs,  very  well  illustrated 
the  importance  of  this  business  to  the  merchants  of 
Toronto  when  he  presented  a  petition  against  the 
movement  representing  $150,000,000  invested  in  adver- 
tising signs.   Mr.  J.  G.  O'Donoghue  also  presented  the 
views  of  15,000  members  of  allied  trades  interested. 
Aid.  Phelan,  who  was  the  only  member  of  the  com- 
mittee present  who  voted  to  recommend  the  by-law 
to  the  Council,  in  referring  to  an  article  which  appear- 
ed  in   the  Canadian  Shoe    and  Leather  Journal  of 
August  last,  suggested,  we  are  informed,  that  the 
article  was  inspired  and  paid  for.    This  statement  is 
most  emphatically  denied,  though  we  must  admit  that 
we  were  prompted  by  an  interest  in  legitimate  adver- 
tising and  merchandizing  methods,  and  we  have  been 
abundantly  repaid  by  our  satisfaction  over  the  triumph 
of  those  who  have  their  money  invested  in  the  signs 
which  have  helped  materially  to  beautify  the  business 
portion  of  Toronto  and  other  cities  throughout  the 
Dominion.    The  item  referred  to  by  Aid.  Phelan  was 
one  of  a  series  dealing  with  the  restriction  of  signs 
in  various  places.    The  larger  places  are  no  doubt 
looked  up  to  in  many  cases  as  examples  in  the  line 
of  municipal  legislation  and  it  is  refreshing  to  see  sane 
views  prevailing  along  these  lines  in  Toronto,  Mon- 
treal and  other  Canadian  cities.    We  have  often  point- 
ed out  the  folly  of  many  of  the  arguments  used  in 
knocking  the  advertising  sign-board.    One  of  the  stock 
arguments  is  their  inflammability.    This  must  be  re- 
markably small,  however,  in  view  of  the  fact  that 
they  are  constructed  very  largely  of  sheet  iron  with 
iron  supports.    A  typical  lawyer's  argument  was  ad- 
vanced at  the  meeting  in  the  City  Hall,  Toronto,  when 
it  was  stated  that  advertising  sign-boards  add  to  the 
prices  paid  by  the  consumer.    This  would  apply  equal- 
ly to  all  advertising  methods.    What  a  pitiable  spec- 


tacle to  see  an  individual  so  far  behind  the  times  as  to 
make  a  statement  of  this  kind  !  We  would  suggest 
that  perhaps  the  non-advertiser  loses,  or  in  other 
words,  pays  something  when  the  other  fellow  gets  the 
bulk  of  the  business.  Among  all  the  arguments  which 
have  been  advanced  to  explain  the  present  cost  of 
commodities  few  can  be  found  so  foolish  as  to  include 
publicity.  In  Toronto  the  advertising  sign  writer 
must  satisfy  the  City  Architect,  the  Chief  of  the  Fire 
Department,  and  the  Fire  and  Light  Committee,  any 
one  of  which  can  refuse  to  sanction  the  construction 
of  a  sign.  This  the  authorities  very  wisely  consider 
sufficient  protection  to  the  public,  and  have  refused 
to  restrict  and  harass  the  commercial  interests  of  the 
city  in  the  manner  suggested. 

Are  Bill-boards  Going? 

Park  Commissioner  Wilson  is  reported  by  one  of 
the  Toronto  daily  papers  as  stating,  upon  his  return 
from  the  convention  of  the  American  Civic  Associa- 
tion in  Washington,  D.C.,  that  the  bill-board  nuisance 
is  on  the  wane.    We  are  pleased  to  hear  that   as  a 
nuisance  they  are  on  the  wane.    As  a  matter  of  fact, 
the  larger  companies  have  taken  exceptional  precau- 
tions to  exclude  anything  objectionable  to  the  public 
from  their  advertising  campaigns.     The  essence  of 
successful  advertising"  is  to  please  the  public,  and  no 
one  realizes  this  more  than  those  engaged  in  the  busi- 
ness.   In  many  cases  the  municipal  morality  officer 
or  department  is  appealed  to  for  an  opinion  and  any- 
thing even  remotely  suggestive  is  at  once  thrown  out. 
When  all  other  arguments  fail,  the  civic  beautification 
argument  is  always  trotted  out.    The  public  whose 
eyes  have  hitherto  feasted  upon  the  blank  sides  or 
roof  of  a  building  or  upon  some  old  board  fence,  are 
outraged  by  the  appearance  of  a  neatly  or  even  hand- 
somely painted  sign  calling  their  attention  to  some 
standard  commodity.    We  feel  sure  that  a  census  of 
sign  locations  would  show  that  in  over  fifty  per  cent, 
of  the  cases  noted  surroundings  are  improved  by  the 
sign.    The  quality  of  these  signs,  also,  is  steadily  im- 
proving from  an  artistic  point  of  view.  Arguments 
are  applied  to  the  subject  by  cranks,  which  they  are 
not  fair-minded  enough  to  apply  in  a  general  way. 
Do  we  pull  down  old  ramshackle  buildings  and  fences 
because  they  displease  the  eye  of  the  civic  beauti- 
ficator?    Hardly!    The  street  cars  are  allowed  to  kill 
an  average  of  one  or  two  people  a  week  and  yet  we 
hear  no  talk  of  doing  away  with  these. 


Let's  Have  a  Smile 


"Will  you  have  anything  on  your  face,  sir,  when 
I  am  through?"  asked  the  barber. 

-You  might  leave  my  nose  there,"  answered  the 
man  in  the  chair,  who  had  already  been  cut  several 
times. 

Tired  Timothy  entered  a  baker's  shop  shivering 
and  trembling  piteously. 

"A  loaf,  please,  mum."'  he  said,  putting-  the  money 

on  the  counter. 

The  woman  handed  one  to  him. 

As  he  took  it  he  said,  with  shaking  voice  - 

"Where"s  the  nearest  'ospital,  please,  mum?" 
"The  nearest  'ospital?"  she  ejaculated. 
"Yes.  mum  ;  I'm  feeling  very  bad.    I  believe  I'm 
sickenin'  for  something—the  scarlet  fever,  I  think.'^ 
"What?"  she  shrieked.    "Get  out  of  my  shop." 
He  turned  submissively  to  obey. 

"Here,  take  vour  filthy  lucre,"  she  cried. 

He  did  so,  and  proffering  the  bread,  said  humbly. 

"You'll  take  the  loaf,  won't  yer,  mum?" 

"Get  out  of  my  shop!" 

He  crawled  out.  and  with  bowed  head  went  round 
the  corner.  Presently  a  twin  monument  of  wretch- 
edness came  forward. 

"Well,  Bill?"  he  said. 

"Right  oh,  'Enery,"  came  the  answer.  "It  work- 
ed A i.  mate.  Now/you  do  it  for  a  bit  o'  bacon,  and 
we  can  have  lunch." 


The  doyen  of  Mississippi  pilots,  Horace  Bixey, 
is  still  at  the  wheel  at  eighty-two.  To  him  Mark 
Twain  served  his  apprenticeship,  it  is  said.  Recently 
a  Yicksburg  reporter  asked  Mr.  Bixey  a  recipe  for 

his  hale  old  age. 

"Temperance,  young  man,"  the  pilot  replied. 
"Intemperance  is  what  kills  us  off.  Oh,  the  victims," 
he  said  in  his  whimsical  way,  "the  sad  victims  of 
intemperance  I  have  seen!  Once  I  remember  a 
passenger  of  ours  fell  overboard.  We  fished  him  out 
with  a  boat  hook  after  he  had  been  soaking  on  the 
bottom  half  an  hour  or  so.  We  laid  him  limp  and 
sopping  on  the  deck,  and  a  steward  ran  for  the 
whiskey  bottle. 

"As  1  pried  the  man's  mouth  open  to  pour  some 
whiskey  down  his  throat,  his  lips  moved.  A  kind 
of  murmur  came  from  them.  I  put  my  ear  down 
.lose  to  listen,  and  I  heard  the  half-drowned  say: 

"  'Roll  me  on  a  br'l  fust  to  git  some  o'  this  water 
out.  it'll  weaken  the  licker.'  And  so  we  rolled  him 
on  a  barrel." 

*    *  * 

"Why  is  Maude  angry  with  the  photographer?" 

"She  found  a  label  on  the  back  of  her  photograph 

raying:  The  original  of  this  photograph  is  carefully 

,1  >  " 
preserved. 


A  college  student  had  pawned  a  suit  and  redeem- 
ed it  'ater  on  his  way  to  his  home.  His  mother, 
while  unpacking  his  trunk,  came  upon  the  coat  with 
the  tag  on  it. 

"John,"  she  inquired,  "what  is  this  tag  doing  on 

your  coat?" 

"Oh,"  he  answered,  "I  was  at  a  dance,  mother, 

and  checked  my  coat." 

Soon  she  came  upon  the  trousers  also  tagged', 
and  with  a  puzzled  look  she  inquired: 

"John,  what  sort  of  a  dance  was  that?" 

*    *  * 

Parson  Johnson  had  been  caught— red  handed— 
hugging  one  of  the  finest  "ewe"  lambs  of  the  flock, 
and  as  this  lamb  was  quite  popular  it  created  a  great 
.tir  among  the  good  sisters  of  the  church,  for  it  was 
quite  a  scandal  in  Zion.  So  "Brudder  Johnson"  was 
brought  before  the  church  for  trial. 

As  the  trial  progressed  the  deacons  and  good 
sisters  were  making  it  rather  warm  for  "Brudder 
Johnson,"  that  reverend  gentleman  arose  to  defend 
himself.    Turning  to  one  of  the  deacons  he  said: 

"Brudder  Deacon,  did  you  ebber  see  any  ecclesi- 
astical works  ob  art?" 

"Yes,  Sar,"  said  Brudder  Deacon. 
"Well,  continued  Brudder  Johnson,  "if  you  hab 
seen  dem  great  pictures  you  knows  dat  de  Great 
Shepherd  of  de  Sheep  am  always  pictured  wid  one 
ob  de  lambs  ob  de  flock  in  His  Arms." 

"Yes,  Parson,  dat  am  so,"  admitted  Brudder 
Deacon. 

"Den,  Brudder  Deacon,  what  is  wrong  in  de 
shepherd  of  dis  here  flock  taking  one  ob  de  lambs  ob 
de  flock  in  his  arms?" 

This  was  too  much  for  Mr.  Deacon— he  could 
not  answer  it— but  something  had  to  be  done,  so  he 
proposed  that  they  have  a  call  meeting  in  the  after- 
noon in  order  to  more  fully  discuss  the  matter  and 
reach  a  conclusion  if  possible.  So  the  meeting  was 
called  and  after  discussing  the  matter  from  every 
point 'of  view  the  church  drew  up  the  following 
resolution : 

"Resolved,  Dat  for  de  future  peace  ob  dis  here 
church,  dat  de  next  time  Brudder  Johnson  takes  a 
lamb  ob  de  flock  in  his  arms  dat  he  take  a  ram  lamb.' 


*    *  * 

"What  makes  my  hair  crackle  so?"  a  small  girl 
asked  her  mother  who  was  combing  it. 

"There's  electricity  in  it,  my  dear."  the  mother 
answered. 

With  awe  in  her  voice  the  little  miss  replied: 
"Oh  mother,  ain't  we  made  funny?    I  have  elec- 
tricity in  my  hair  and  grandfather  has  gas  in  his 
stomach." 


A  St  Thomas  Store  Interior 

An  Interior  Showing  Good  Arrangement  and  Lighting,  Up-to-date  Fixtures  and  Economy  of  Time  by  the 
Employment  of  a  Cashier  —  Good  Interior  Arrangements  an  Important  Item  in  Successful 

Merchandizing. 


The  interior  shown  is  typical  of  the  better  class 
of  Ontario  shoe-stores.  The  store  is  100  x  23  feet,  while 
the  finish  of  woodwork  and  fixtures  is  in  polished 
oak.  The  show  windows  have  a  depth  of  ten  feet, 
while  the  glass  is  set  in  polished  brass  frames. 


ploying  the  services  of  a  cashier.  The  tables  down  the 
centre  of  the  store  show  a  very  convenient  arrange- 
ment for  these  where  the  space  must  all  be  utilized  to 
advantage.  The  rack  with  the  travelling  bags  is 
somewhat  out  of  place  in  the  picture,  but  this  was 


Shoe  Store  Interior— F.  Sutherland,  St.  Thomas,  Ont. 


A  good  supply  of  light  is  admitted  by  the  windows 
at  the  rear  of  the  store,  as  well  as  by  the  show  win- 
dows themselves,  making  the  conditions  almost  ideal 
in  this  respect  during  the  day-time.  A  handsome  and 
conveniently  placed  series  of  electric  lights  guarantees 
good  lighting  when  artificial  light  is  required.  The 
light  finish  of  ceiling  and  side-walls  also  helps  to  make 
the  store  lighter. 

The  cashier's  desk  suggests  that  dealers  could 
often  with  advantage  economize  the  salesman's  time, 
especially  on  busy  days  or  in  the  busy  season,  by  em- 


probably  for  photographic  purposes  only. 

Mr.  Sutherland,  the  proprietor,  is  evidently  up 
against  the  familiar  trouble  of  lack  of  uniformity  in 
cartons.  He,  like  many  others,  would  no  doubt  be 
grateful  for  a  change  in  this  respect. 

The  store  as  a  whole  is  neatly  and  tastily  arrang- 
ed and  decorated,  and  shows  up-to-date  equipment  and 
management. 

The  public  appreciate  not  only  prompt  and  polite 
service,  but  comfortable  seats  and  a  well-lighted  store, 
such  as  we  have  in  this  instance. 


Oh,  You,  Bill! 

W.  Chamberlain,  the  Enthusiast  From  Gait. 


Our  artist  was  very  happy  in  his  selection  of  a 
subject  for  our  gallery  of  notables,  when  he  "snapped" 
Mr.  Win.  Chamberlain,  who  travels  for  Getty  & 
Scott  of  Gait,  Ont. 

Chamberlain  is,  indeed,  a  name  to  conjure  with, 
and  the  G.  &  S.  people  made  a  "lucky  strike"  when 
they  corralled  "Billy."  The  illustrious  right  hon- 
orable namesake  of  the  subject  of  this  sketch  is  no 
more  popular  with  his  Birmingham  admirers  than  is 
•'Billy"  amongst  his  clientele.  He  is  the  best  of  com- 
panions and  is  everywhere  regarded  as  the  "white- 
haired  boy."  Genial  and  happy,  "Billy"  is  'to  the  man- 
ner born.  He  is  possessed  of  few  eccentricities,  al- 
though he  is  not  without  his  peculiarities.  He  loves 
a  song,  but  is  no  canary.    He  enjoys  a  good  story  and 


pair  of  thoroughbreds  will  satisfy  his  esthetic  taste. 
When  it  comes  down  to  business  he  knows  the  boot 
and  shoe  trade  from  the  ground  up— at  least  so  he  says 
—and  is  particularly  fond  of  expatiating  upon  the  su- 
perior qualities  of  the  Getty  &  Scott  lines.    He  be- 
lieves in  getting  out  after  "big  game"  and  succeeds  in 
landing  enough  of  it  to  satisfy  even  Mr.  Getty  himself. 
Probably  the  fact  that  the  same  Mr.  Getty  is  a  little 
fond  of 'a  good  trotter  himself  forms  such  a  bond  of 
sympathy  that  he  is  easily  satisfied  with  "Bill'  and  his 
work.    But  say,  all  jokes  aside,  did  any  of  you  ever 
meet  "Bill"  when  he  was  blue?    We'll  wager  you 
didn't.    Our  artist  "caught"  him  on  Christmas  Day 
and  even  on  that  day  in  Gait  he  understood  that  "Bill" 
had  just  received  a  very  large  order— by  mail.  Pretty 


You  should  hear  Bill  on  "Gait  and  its  Houses." 


shines  in  monologue.  He  is  very  fond  of  children,  and 
always  carries  a  large  assortment  of  "kids."  Pie  makes 
an  art  of  smiling,  and  is  a  glad-hand  expert.  His  years 
-it  lightly  on  his  shoulders  and  he  is  as  optimistic  as 
the  morning  star.  As  the  Irishman  would  say,  he 
has  a  "strong  weakness"  for  the  ponies.  He  is  passion- 
ately fond  of  a  spanking  team.  It  is  the  delight  of 
his  heart  to  draw  a  tight  rein  over  a  pair  of  dashing- 
steeds.  Our  artist  was  fortunate  enough  to  "camenze" 
"Billy"  just  after  an  exhilarating  drive  through  the 
delightful  avenues  of  the  progressive  town  of  Gait. 
Ik-  is  a  good  judge  of  horseflesh  and  nothing  but  a 


And  he  savs  there 


nice  Christmas  gift,  wasn't  it? 
were  many  more  just  like  them. 

To  summarize  "Bill's"  likings  would  pretty  well 
fill  a  book— he  likes  everything  and  a  good  deal  of  it. 
too.  We  have  found  him  to  be  particularly  fond  of 
church  work,  fishing,  shooting,  sports  of  all  kinds, 
riding,  driving,  walking,  singing,  talking  and  selling 
shoes,  though  we  must  admit  he  doesn't  "do"  much 
at  any  of  them  but  the  last  two. 

Here's  luck  to  "Bill"  and  may  his  youthful  in 
spirit  and  white-crowned  head — the  result  of  early 
niety)  never  be  bared  to  the  blasts  of  cruel  adversity. 


Buying 


A  Simple  Method  of  Recording  All  Purchases,  by  A.  B.  Stevenson. 


The  subject  treated  in  this  article  is  one  that  may  be  ap- 
proached from  many  angles.  It  js  indeed  a  broad  subject,  but 
even  at  that  should  always  be  looked  at  from  the  narrow  view- 
point of  profit.  By  profit  we  do  not  necessarily  mean  imme- 
diate gain,  but  that  ultimate  profitable  business  building  as 
well  that  alone  is  what  really  counts. 

Making  rules  is  a  far  more  simple  process  than  keeping 
them,  but  we  are  going  to  suggest  a  few  lines  along  which  we 
think  you  will  admit  it  is  best  to  work.  If  you  are  aiming  for 
a  p-reater  success  in  191 1  there  are  a  few  plain  truths  about 
buying  that  you  should  impress  on  every  one  in  the  store — 
even  going  to  the  length  of  writing  them  clown  if  you  think  that 
necessary. 

The  first  absolute  rule  to  make  is  to  buy  always  and  only 
from  those  whose  shoes  represent  the  best  value,  of  course  con- 
sidering lasts,  patterns,  stock  and  service,  as  well  as  price  and 
terms.  Remember  when  the  genial  Harry  entertains  you  in 
his  sample  room  that  you  are  there  for.  the  sole  purpose  of  pur- 
chasing only  those  shoes  which  he  carries,  that  represent  the 
best  value  in  the  trade  for  you  in  your  particular  circumstance. 
It  is  good  shoes  you  are  there  to  buy,  and  not  Harry's  good 
will.  You  probably  could  get  along  very  well  without  the  latter, 
but  we  very  much  question  your  great  success  without  the 
former.  Treat  the  salesman  like  the  gentleman  he  is,  but  think 
of  his  shoes  as  impersonally  as  you  do  of  your  office  desk. 

The  next  suggestion  we  would  make  is  that  you  adopt  a 
system  for  accurately  recording  all  your  purchases  during  the 
year.  When  making  and  keeping  such  a  record,  you  should  do 
so  with  the  determination  to  keep  it  always  in  such  shape  that 
you  can  use  it  as  a  means  for  checking  your  invoices  as  to 
quantity,  for  checking  up  your  sales  sheets,  and  for  a  ready  re- 
ference to  use  when  ordering  the  following  year.  The  system 
outlined  here  is  one  that  is  very  elasfc.  will  lend  itself  to  change 
to  suit  your  own  ideas  and  is  quite  inexpensive. 

Purchase  two  hundredwbite  cards,  fifty  tuff,  fifty  blue  and 
fifty  salmon.  These  can  be  obtained  in  various  s^es  from  any 
office  supply  house.  A  large  card  about  7  inches  by  4  inches 
will  be  found  most  suitable. 


five  in  deep  blue  across  the  opposite  corner.  Also  have  twenty- 
five  printed  as  shown  in  figure  two,  in  a  fairly  strong  brown. 

You  must  keep  the  records  of  purchases  of  men's,  boys', 
youths',  women's,  misses',  children's  rubbers  and  findings  entirely 
divided,  and  because  for  the  purpose  of  ready  reference  yon 
must  keep  the  records  of  each  firm  with  whom  you  deal  to- 
gether, we  suggest  a  division  of  the  cards  somewhat  like  this  : 
Use  salmon  cards  for  findings;  buff  cards  for  rubbers;  blue 
cards  for  women's.  Then  use  white  cards  with  blue  corner  for 
misses',  white  card  with  red  corner  for  boys'  and  youths',  white 
with  brown  bar  for  children's,  plain  white  for  men's. 

Figure  3  is  a  style  that  would  be  found  convenient  for  re- 
cords of  everything  but  rubbers  and  findings.  The  ruling  will 
suit  ever)-  kind  of  shoe. 

Notice  that  our  illustration  is  for  "men':."  bals.  The  word 
"men's"  is  printed  on  the  cards  reserved  for  men's.    On  cards 
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Have  about  twenty-live  of  the  white  cards  printed  with  a 
heavy  red  corner  as  shown  in  figure  one,  and  another  twenty- 


reserved  for  other  lines  this  is  substituted  by  the  other  words 
such  as  "women's",  "children's",  and  so  on — the  ruling,  how- 
ever, being  the  same  for  each  line. 

The  word  "bals."  is  written  in  ink.  This,  of  course,  would 
be  "Oxfords,"  "pumps,"  etc.,  as  necessity  demanded. 

It  will  suit  some  of  you  to  add  the  name  or  number  of  the 
last  after  the  word  "bals.",  and  give  up  only  one  card  to  each 
last.    This  would  be  the  best  way  in  which  to  use  this  system. 

The  size  column  is  on  the  extreme  left.  Sizes  are  written 
in  ink  according  to  purchase.  All  records  of  full  sizes  should 
be  kept  in  the  half  division  above  the  dotted  line.  Half  sizes 
are  kept  below. 

In  the  top  line  "w,"  abbreviates  width,  "q"  abbreviates 
quantity,  "1"  abbreviates  leather. 

Note  that  our  card  only  admits  of  recording  ve  lines  from 
any  one  house.  That  is  on  a  card  such  as  this  you  could  list 
only,  say,  patent,  tan  calf,  box  calf,  velour  and  vici.  You  may, 
however,  by  condensing  your  space  or  lengthening  your  card, 
allow  for  greater  range. 

Refer  to  figures  again  and  note  the  "key"  printed  at  the 
bottom  of  the  card.  This  key  is  used  under  column  '%."  You 
should  make  up  your  own  key  and  have  it  printed  on  every 
card  for  quick  reference. 

Use  these  cards  only  for  your  first  order.  Then  for  each 
subsequent  one  use  another  card,  which  you  will  keep  imme- 
diately behind  the  record  of  the  preceding  order.  Of  course, 
if  single  pair  orders  are  frequent  you  should  set  aside  a  card 
for  this  style  of  order,  marking  it  "single  pair." 

Figure  4  illustrates  a  rubber  purchase  record  card.  As 
shown  here  it  is  extremely  simple.  The  word  "men's"  would 
b,e  replaced  by  "women's,"  "child's,"  "lumbermen's,"  as  the  case 
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might  be,  With  an  addition  of  "tennis/'  "sporting,    if  that  wer 
^0     Las s  or  styles  might  be  listed  on  the  extreme  left.  Sizes 
written  in  ink  in  the  top  blank  space.    Thus,  if  you  purchased 
do en  "Alice'-  last,  size  6.  and  "Alice"  was  the  first  on  your 
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NAME  .... 
ADDRESS 


Jdte  Of-  Order 


TlGufle 

list  of  styles,  you  would  write  "is"  in  the  column  sjven  to 
size  6  and  write  it  on  a  fine  parallel  with  Alice.  The  le 
Marks'  column  could  be  used  as  a  record  of  discounts,  terms 

a,Kl  keeping  track  of  findings  bought,  either  a  card  as  shown 

could  be  used.  .  ...  «  iietter 

[n  the  one  illustrated  the  proportions  could  be  a  it tk  bettei 
arranged.  "Article"  need  take  up  only  an  inch  n?  h  quan 
ritv  about  two  and  one-half  inches,  and  "remark,  the  balance. 
Tmis  if   "leggins"  was  the  article,  under  the  "quantity  column 
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  riauRE  —  5 

Just  let  us  step  aside  for  a  moment  from  the  cold 
blooded  purchase  record  and  tackle  the  problem  of 
buying  from  another  angle-a  more  pleasant  one  and 

profitable,  toe. 

We  have  found  that  in  many  stores  of  all  sizes 
there  is  one  man  who  practically  buys  every  pair  of 
shoes  every  novelty  and  even  the  laces  themselves. 
We  do  not  quite  agree  with  this  for  very  many 
reasons 

What  would  happen  if  right  in  the  middle  of- the 
buying  season  the  man  responsible  for  this  depart- 
ment were  to  become  so  ill  that  he  had  to  absent  him- 
self from  the  shop?  Who  would  take  his  place?  It 
would  be  much  better  to  have  two  or  three  m  the  store 
each  of  whom  knew  real  value  when  he  or  she  saw  it 
and  each  of  whom  had  seen  every  set  of  samples  that 
had  been  on  view  in  the  town.  Then  it  would  not 
matter  in  the  slightest  even  if  the  proprietor  were  him- 
self laid  up.  He  would  feel  that  everything  was  get- 
ting on  just  as  well  in  his  absence  as  if  he  were  on  the 

job.  .  . 

Then  again  what  would  happen  to  most  businesses 
if  the  owner  were  to  take  the  long  journey  to  the 
country  where  there  is  neither  marrying  nor  giving  m 
marriage,  where  there  is  neither  buying  nor  selling 
of  shoes?  If  his  assistants  are  not  well  posted  as  to 
the  value  of  shoes  and  have  not  been  taken  into  Ins 
confidence  sufficiently,  they  will  have  no  further  in- 
terest in  the  establishment  and  let  it  run  to  seed. 

Also  consider  the  value  to  the  "boss"  of  a  consulta- 
tion with  his  clerks  on  all  the  needs  of  the  business. 
The  owner  has  only  one  pair  of  eyes,  one  pair  of  ears- 
and  one  brain-even  if  he  sometimes  thinks  he  has 
more  His  helpers  can  each  supplement  these  m  like 
quantities.  And  what  is  that  old  saying  about  two 
heads  being  better  than  one?  Further,  the  assistants 
will  always  tackle  the  problem  of  purchasing  m  a 
different  manner  from  that  of  the  man  who  pays  the 
bills-that  is  only  natural.  The  proper  blending"  of 
the  two  mentalities  gives  the  best  results.     1  ik- 


scription  as  to  quality  and  price 

All  the  suggestions  given  heie    ma\  oc  vancu, 

All  tne  iu=b"  ,,.,„„  stnrf     Some  of  you  may  have 

hosiery,  which  is  ■»»  becoming  quite  a  feature  ot  c,ty 
hu  e  we  none  at  all  into  the  novelty  business. 

ate  method  of  so  keeping  T  total  previous 

moment's  not.ee  you  can  calculate  wnai  q{ 
season's  business  was  with  any  one  ^  ^  ^  just 

your  order  es  «  -    »  I    he  comes  along, 

in  what  quantities  to  talk  to  tnc  wi? 
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suguestcd  here. 


tne  two  uiciuattuv...  &-  

ant  is  alwavs  thinking  of  what  it  is  a  pleasure  to  sell, 
that  is,  what  his  customers  want.  The  proprietor  (on 
the  other  hand  is  thinking  of  the  bills  he  will  have  to 
pay  as  well  as  the  goods  he  will  be  able  to  display  m 

his  window.  • 

Every  good  salesman  has  his  own  betterment  m 
view  He  wants  his  trade  to  know  him  as  a  progres- 
sive young  man.  A  man  who  knows  what  good  shoes 
are  and  always  can  supply  them.  There  is  no  better 
wav  for  him  to  arrive  quickly  at  this  stage  than  by 
Having  an  active  interest  in  the  buying  operation^ 
He  will  become  personally  acquainted  with  all  the 
salesmen  who  are  the  distributors  of  shoe  news. 

The  shoe  journal  is  prepared  to  supply  the .cards  in  a 
out  in  Mr  Stevenson's  article  at  a  7//*  ^^T^oTe  you  in  various  quanti- 
Cos  System  Department  we  wm  biased      q  ^  ^  fi  ,  ^  ln  to 


Business  Boosters 


Stunts  That 

Oakville,  Ont. — 

Oakville  is  only  twenty  miles  from  To- 
ronto, and  a  shoe  merchant  there  for  some 
time  had  great  trouble  with  departmental 
store  competition.  He  claims  to  have  over- 
come it  by  agreeing  to  sell  anyone  who 
asked  or  wished  for  it  at  these  stores'  ad- 
vertised prices.  He  says  he  is  getting 
more  profit  than  ever  by  doing  it. 

Winnipeg,  Man. — ■ 

Winnipeg  is  a  well-lighted  city,  but  not 
so  well-lighted  that  a  Portage  Ave.  dealer 
could  not  draw  trade  by  lighting  his  store 
better  than  the  rest.  He  installed  a  new 
arc  light  at  the  top  of  his  window  inside, 
two  on  the  outside  and  four  inside.  He 
noticed  the  difference  in  his  trade  in  three 
weeks'  time. 

Nelson,  B.C. — 

We  were  troubled  in  a  dull  period  with 
too  many  standing  accounts.  By  accident 
our  cashier  sent  out  an  account  five 
months  overdue  for  two  dollars  more 
than  the  correct  amount.  The  very  next 
day  the  delinquent  came  in  in  a  great 
flurry  about  the  mistake.  We  rectified  it 
and  collected  the  right  sum '  in  full.  In- 
cidentally we  tried  a  half-dozen  more  in- 
tentionally overcharging  them.  Five  paid 
the  correct  bill  inside  of  three  days.  We 
now  have  practically  no  outstanding  bills 
to  worry  us.  We  know  how  to  collect 
them. 

Toronto,  Ont. — 

A  merchant  here  on  the  outskirts  of  the 
city  was  losing  too  much  children's  trade 
to  the  big  stores.  He  started  a  special 
sale.  He  had  a  small  "magic  lantern" 
outfit.  As  an  extra  attraction  he  fitted  up 
a  small  back  room  as  a  small  theatre,  ar- 
ranging plenty  of  seats  for  the  little  ones. 
In  response  to  his  neat  letter  to  the  par- 
ents, the  youngsters  started  to  drop  in 
after  school.  Then  they  came  in  crowds. 
Many  of  the  parents  dropped  in  as  well, 
and  the  resulting  sales  were  highly  satis- 
factory. 

Haileybury,  Ont. — ■ 

To  build  up  a  greater  felt  shoe  trade 
one  of  the  shoe  dealers  devoted  special  at- 
tention to  this  line  in  his  newspaper  ad- 
vertising. He  supplemented  this  with  a 
neatlv  printed  and  illustrated  folder,  and 
still  further  by  inserting  a  sheet  giving 
a  little  talk  on  felts  in  every  parcel  sent 
from  his  store.  His  sales  improved  won- 
derfully. 

Three  Rivers,  Que. — 
1  had  a  particularly  good  line  of  hockey 


Others  Found  Profitable  and  That  ' 

bals.,  and  wished  to  press  their  sale,  as 
the  season  was  so  limited.  One  of  the 
clerks  induced  me  to  procure  a  good  stock 
of  skates,  sticks,  straps  and  pucks.  I  let 
the  people  know  what  we  had.  We  agreed 
to  screw  on  all  skates  free.  As  well  we 
gave  two  checks  with  each  purchase,  good, 
if  presented,  for  two  sharpenings.  The 
idea  worked  well  with  the  family  trade, 
and  particularly  so  with  the  clubs. 

Amherst,  N.S.— 

A  dealer  here  was  troubled  with  a 
number  of  small  credit  accounts  that 
sometimes  ran  for  seven  or  eight  months, 
and  even  a  year.  He  discovered  that 
several  of  these  people  had  similarly  bad 
accounts  with  other  stores  in  the  town. 
He  started  to  clean  them  all  up,  and  at 
the  same  time  refused  further  credit  un- 
less they  would  do  business  his  way.  He 
agreed  to  carry  anyone  who  would  give 
him  all  his  trade.  He  was  close  to  many 
of  them,  and  was  able  to  estimate  the 
year's  trade.  If  the  customer  agreed  to 
stay  with  him,  he  in  turn  agreed  to  bill 
him  with  one-fifth  of  the  estimated  amount 
every  three  months  for  six  months, 
the  actual  balance  due  the  next  three 
months,  and  close  out  the  account  'abso- 
lutely at  the  end  of  the  year.  Most  of 
the  men  saw  that  this  would  free  them 
from  "duns,"  and  fell  for  it.  He  did  not 
make  this  offer  to  any  if  he  doubted  in 
the  slightest  their  ability  to  pay. 

Montreal,  Que. — 

One  who  makes  a  specialty  of  high- 
class  trade  secured  an  excellent  range  of 
good  hosiery.  He  was  careful  to  buy 
colors  that  he  could  match  with  shoes. 
The  better  class  saw  the  point  at  once. 
Now  he  not  only  has  a  large  profitable 
hosiery  trade  but  this  novelty  has  also  in- 
creased the  interest  in  his  high-grade 
fancy  shoes  and  slippers  in  which  there  is 
such  a  good  margin  of  profit. 

Hamilton,  Ont. — 

One  of  our  windows  was  really  too 
small  to  properly  show  enough  shoes  to 
make  the  display  tell.  We  purchased  a 
neat  revolving  stand  at  a  very  moderate 
price.  We  used  this  altogether  for  our 
women's  lines.  At  the  bottom  of  the 
stand  we  placed  the  heavier  and  plainer 
shoes,  gradually  working  up  until  we 
reached  the  finest  of  the  fine  at  the  top. 
The  stand  was  regulated  to  revolve  only 
once  a  minute.  This  was  slow  enough  to 
allow  of  close  inspection  and  yet  rapid 
enough  to  hold  the  interest  during  at 
least  one  whole  revolution.  The  interest 
it   held   for   the   women   folk   was  quite 
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apparent,  and  amply  repaid  us  for  the 
outlay. 

Moose  Jaw,  Sask. — 

A  merchant  here  is  always  personally 
the  first  one  to  meet  a  customer  as  he  or 
she  enters  the  store.  Although  apparently 
a  busy  man,  he  is  never  too  busy  to  be 
near  the  door  with  a  "from  the  heart" 
greeting  for  all  arrivals — no  matter  how 
young  or  how  poor  the  prospective  buyer 
may  be.  After  learning  just  about  what 
the  entrant  may  wish  he  excuses  himself, 
and,  if  his  clerk  be  free,  brings  him  for- 
ward with  a  courteous  request  that  he 
secure  what  the  customer  wishes.  He  now 
has  a  number  of  personal  friends  in  the 
town  whom  he  first  met  in  just  such  a 
way  and  has  found  that  personal  friends 
made  through  good  business  methods  are 
the  kind  that  remain  good  assets. 

St.  John,  N.B.— 

If  one  of  the  dealers  here  in  St.  John 
noted  a  clerk,  and  particularly  if  he  be  a 
new  one,  having  difficulty  in  satisfying  a 
customer,  he  stays  within  earshot  long 
enough  to  locate  the  trouble.  He  knows 
his  stock  perfectly,  and  walking  over, 
suggests — he  does  not  order — that  probably 
the  clerk  would  find  such  and  such  a 
shoe  just  the  thing.  He  does  not  do  this 
unless  certain  that  he  is  right,  and  turns 
many  a  trouble  hunting  prospect  into  a 
satisfied  customer. 

Medicine  Hat. — 

Some  time  ago  a  merchant  opened  a 
record  of  all  customers'  purchases.  Using 
a  card  for  each  customer  he  kept  the 
cards  in  alphabetical  order  for  quick 
reference.  On  each  card  he  listed  the 
size,  last,  pattern,  and  stock  of  the  cus- 
tomer's purchase.  After  seating  the  cus- 
tomer he  turned  to  this  record  in  his 
office,  and  at  once  was  able  to  supply  a 
shoe  that  fitted.  He  made  a  point  of 
varying  the  patterns,  sales  and  even  lasts, 
but  having  the  record  to  guide  him  made 
very  few  mistakes. 

Sherbrooke,  Que. — 

After  having  a  couple  of  requests  for 
snowshoes  we  sent  a  rush  order  to  our 
jobber,  who  sent  us  a  supply.  Before  they 
arrived  we  also  saw  a  greater  opening 
for  moccasins,  and  ordered  a  more  com- 
plete range  by  telegraph.  In  the  mean- 
time one  of  the  boys  worked  up  a  neat 
little  announcement  or  two,  and  had  them 
ready  for  the  papers.  We  found  the  line 
a  success.  The  profit  obtainable  was  quite 
fair,  and  we  found  it  a  good  trade-bring- 
er  for  the  regular  lines. 


Something  About  Findings 


There  is  a  strong  tendency  to  overlook  the  small 
things.  Not  only  is  this  true  as  far  as  life  in  general 
is  concerned,  but  it  is  more  particularly  true  as  far  as 
business  life  is  concerned.  Many  a  concern  has  ulti- 
mately gone  to  the  wall  because  the  little  things  were 
neglected.  "Saving  at  the  bung  and  wasting  at  the 
spigot"  is  poor  business  policy,  and  yet  that  is  just 
what  many  a  firm  is  doing  by  not  paying  sufficient  at- 
tention to  the  little  things.  There  is  such  a  thing,  too, 
as  being  "penny  wise  and  pound  foolish"  in  the  mat- 
ter of  being  too  particular.  The  little  foxes  are  worth 
looking  after,  for  it  is  the  little  foxes  that  destroy  the 
vines.  It  is  not  our  intention,  however,  to  either 
preach  a  sermon  or  philosophize  along  these  lines,  but 
we  wish  to  draw  attention  to  a  subject  which,  perhaps, 
is  too  often  overlooked  in  the  matter  of  building  uo  a 
successful  business,  and  that  is  the  subject  of  "Shoe 
Store  Findings." 

On  meeting  a  manufacturer  one  day  we  were  ac- 
costed with  the  enquiry:  "Why  don't  you  give  a  talk 
on  shoe  store  findings?"  Well,  we  must  confess  that 
we  had  not  given  the  attention  to  it  that  we  should, 
allowing  it  to  escape  our  attention  in  the  discussion 
of  other  subjects  of  vital  importance  to  the  trade. 
Xot  that  we  did  not  consider  the  subject  of  sufficient 
moment  to  discuss  it,  but  that  other  matters  have 
occupied  our  attention  to  its  unintentional  exclusion. 

"Findings"  is  rather  a  comprehensive  expression, 
and  includes  a  large  range  of  articles.  In  fact,  every- 
thing that  enters  into  a  shoe,  apart  from  the  leather, 
together  with  everything  to  be  found  in  an  up-to-date 
shoe  store  is  included  in  the  term  "findings."  Of 
course,  the  more  elaborate  fittings  of  the  store  are 
too  extensive  to  come  under  this  head,  although  that 
is  where  they  properly  belong,  and  perhaps  should 
be  treated  under  this  head,  but  the  discussion  of  "fit- 
tings" will  easily  furnish  material  for  another  article. 

Perhaps  just  a  little  attention  should  be  given  to 
the  window.  One  of  the  best,  if  not  the  best,  means 
of  advertising  goods  is  by  the  show  window.  A  good 
window  cannot  be  put  in  unless  you  have  the  proper 
equipment  in  the  way  of  pedestals,  stands,  swinging 
shelves,  etc.  There  is  an  almost  endless  variety  of 
these  manufactured,  and  they  are  obtainable  at  figures 
well  within  the  reach  of  all.  The  increased  business 
will  warrant  the  outlay.  Extravagance  along  this  line 
must,  however,  be  guarded  against,  for  the  overdoing 
of  it  may  prove  the  undoing  of  your  good  intentions. 
The  subject  of  effective  window  dressing,  of  course, 
furnishes  a  field  for  a  series  of  articles  and  still  re- 
mains inexhausted. 

hid  you  ever  stop  to  consider  the  subject  of  pol- 
ishes? What  a  tremendous  advance  has  been  made 
along  this  line  in  the  past  few  years.  Tt  was  but  a  few 
year.-,  ago  when  the  old  "blacking"  box  was  king,  and 


vou  no  doubt  still  have  recollections  of  the  amount 
of  elbow-grease  which  it  was  necessary  to  generate 
in  order  to  produce  a  gloss  anything  approaching  the 
brilliancy  of  the  polishes  of  to-day.  which  are  so 
easily  applied  and  rubbed  to  a  piano  finish.  Did  it 
ever  occur  to  you  what  an  attractive  display  could  be 
made  by  an  artistic  arrangement  of  the  bright  and 
vari-colored  boxes  in  which  polishes  are  put  uo?  Did 
you  ever  turn  your  window  into  a  nolish  exhibit,  dis- 
playing all  kinds  of  polishes,  from  the  finest  kid  nolish 
to  the  lumberman's  dubbin?  It  is  business  you  are 
after,  and  this  is  one  of  the  many  means  which  could 
be  adopted  to  attract  attention  to  your  store.  Custo- 
mers may  only  drop  in  to  buy  polish,  but  they  may 
go  away  with  a  fine  pair  of  shoes  if  your  salesmen  are 
alive  to  their  opportunity.  Have  you  been  treating 
the  polish  end  of  your  business  as  a  "necessary  evil." 
and  relegating  it  to  a  back  corner  in  charge  of  the 
office  boy?  If  so,  it  is  time  you  brushed  up  and  real- 
ized that  it  can  also  be  made  a  paying  branch  of  your 
trade. 

Let  us  turn  our  attention  to  laces.    Did  you  ever 
consider  that  you  possessed  an  asset  in  your  laces,  or 
have  you  always  considered  them  as  something  to  be 
given  away  with  every  pair  of  shoes?    A  most  attrac- 
tive window  could  be  made  of  laces,  which  are  now 
made  in  all  colors  of  the  rainbow  and  of  all  qualities. 
What  a  range  there  is,  from  the   finest  silk  to  the 
heaviest  porpoise.    With  your  laces,  as  with  your  pol- 
ishes, they  must  be  made  a  means  to  an  end.  The 
customer  who  drops  in  to  purchase  a  pair  of  laces  may 
not  be  very  much  impressed  if  a  young  urchin  digs 
down  into  a  drawer,  and  out  of  a  conglomerate  heai> 
Ilings  a  pair  upon  the  counter  with  the  remark,  "how 
will  that  suit?"    Order  is  the  first  law  of  nature  we 
are  told.    Whether  that  is  so  or  not,  it  matters  little, 
for  we  are  not  called  upon  to  regulate  the  universe, 
but  order  is  certainly  the  first  law  which  should  gov- 
ern the  proper  display  of  laces,  if  we  are  to  make  them 
a  magnet  for  drawing  custom.    Well,  you  ask  what 
would  you  do  to  make  laces  worth  while  giving  much 
attention  to  them.    There's  not  money  enough  in  them 
to  waste  much  time  over  them?    It  is  not  so  much 
what  you  are  going  to  make  out  of  the  sale  of  the 
laces,  as  what  you  are  going  to  make  out  of  the  cus- 
tomer who  just  drops  in  to  purchase  a  pair  of  laces. 
You  may  regard  your  laces  as  only  fit  for  premium 
purposes,  but  even  at  that  you  should  always  figure 
your  premiums  into  the    price    of    your    shoes.  A 
spider's  web.  deftly  woven  with  laces,  can  be  made 
an  attraction  in  your  show  window,  where  you  are 
displaying  the  latest  foot  fashions  on  colored  mats 
woven  from  the  various  shades  of  laces.    These  mats 
can  be  made  very  pretty  and  attractive  by  interlacing 
the  different  colors. 


Good  Advertising 

Practical  Talk  on  Elementary  Principles-Use  of  Borders-Harmony  of  Color-Maintaining  Proper  Balance. 


"'Why  should  I  advertise?" 
"How  can  I  advertise  successfully 

These  are  questions  often  asked  by  some  retailers. 
The  first  may  be  answered  by  the  statement  that  if  the 
merchant  does  not  consider  it  worth  while  to  take  the  public 
into  his  confidence  about  his  goods  and  the  service  he  can 
offer,  he  will  generally  receive  in  return  just  the  indiffer- 
ence he  displays  towards  the  public. 

As  for  the  second  question,  it  is  the  object  of  a  series 
of  monthly  articles  which  will  appear  in  The  Baker  and 
Confectioner  this  year — of  which  this  is  the  first — to  point 
out  as  clearly  as  the  limitations  of  space  will  allow,  some 
of  the  main  principles  which  underlie  all  successful  adver- 
tising, and  which,  if  followed  carefully  and  .persistently  by 
the  retailer  will  result  in  increased  business  and  prestige. 

All  experienced  advertising  men,  and  many  retailers  as 
well,  are  aware  that  one  of  the  important  principles  by 
which  to  be  guided  in  advertising  is  that  of  proper  display. 
While,  of  course,  good  display  is  not  to  be  compared  in  im- 
portance with  strong  selling  talks  and  bright,  interesting 
copy,  the  fact  remains  that  if  the  principles  governing  this 
feature  of  the  subject  are  neglected,  the  probability  is  that 
.an  ad.,  especially  if  small  in  size,  no  matter  how  forcefully 
written,  will  be  passed  over  hurriedly,  because  it  does  not 
stand  out  from  the  surrounding  matter  in  such  a  way  as  to 
hold  the  attention  until  the  arguments  in  the  body  of  the 
ad.  can  appeal  to  the  reason.  .Good  display  is,  of  course,  just 
that  contrast  between  the  light  and  dark  portions  of  an  ad., 
or,  comparatively  speaking,  that  contrast  between  the  ad. 
itself  and  surrounding  advertising  and  news  matter,  which 
will  cause  the  ad.  to  at  once  force  itself  upon  the  reader's 
attention.  It  is  because  this  principle  is  so  often  violated, 
especially  in  retail  advertising,  that  this  phase  of  the  sub- 
ject is  dealt  with  before  the  more  important  one  of  adver- 
tising copy,  which  will  be  taken  up  in  a  later  article. 

Every  retailer  whether  unfamiliar  with  the  subject  or 
not,  knows  that  in  ordinary  advertising  two  colors  are  dealt 
with,  black  and  white.  To  secure  the  contrast  previously 
spoken  of  as  necessary  to  good  display,  these  two  colors 
should  be  concentrated  as  much  as  possible,  not  jumbled  to- 
gether. The  heading  at  the  top  and  firm-name  and  address 
at  the  foot  constitute  the  heavy  black  portions  of  the  ad., 
the  white  spaces  the  white  portion,  while  the  body  matter 
appears  a  lighter  black  as  contrasted  with  these  two  other 
colors.  The  space  between  the  headlines — if  more  than  one 
— and  between  the  display  lines  at  the  foot,  should  always 
be  less  than  the  space  between  these  and  the  body  matter 
of  the  ad.  In  this  way  that  concentration  of  color  so  neces- 
sary to  good  display  is  secured. 

Use  a  Border. 

In  nearly  all  retail  ads.  it  is  much  better  to  use  a  border, 
which  serves  the  same  purpose  as  the  frame  on  a  picture. 
A  border  unifies  an  ad.,  isolates  it  from  the  surrounding 
matter,  and,  if  properly  chosen,  makes  it  more  attractive. 
The  size  of  the  border  will  depend  largely  upon  the  size  of 
the  ad.  in  question.  For  instance,  in  the  case  of  a  four  or 
six  inch  single  column  ad.,  a  six  point  plain  rule  border  is 
quite-  sufficient,  while  for  a  ten  inch  three-column  ad.  a  ten 


or  a  twelve  point  border  may  be  necessary.  An  illustration 
of  the  relative  sizes  of  these  borders  is  here  given: 


I 


SIX  POINT 


TWEI/VE  POINT 


If  a  fancy  border  is  used,  it  can  be  twice  the  width  of  a 
plain  rule  border  without  detracting  from  the  "balance,"  or, 
in  other  words,  without  destroying  the  proportion  of  the 
various  display  elements.  Thus,  with  a  six  inch  single 
column  ad.  a  twelve  point  fancy  border  could  be  used  with 
good  results.  This  must  be  left  largely  to  the  individual  judg- 
ment, as  no  rules  applicable  to  every  case  can  be  laid  down. 
Hjowever,  there  are  two  general  rules  whic  hit  is  well  to 
observe,  but  which  apply  more  particularly  to  small  ads.  First, 
with  any  ad.  containing  an  illustration,  it  is  generally  better 
to  use  a  plain  rule  border  second,  a  border,  in  a  very  small  ad. 
especially,  should  seldom  be  run  round  an  illustration,  a  .  it  de- 
tracts from  the  effectiveness  of  the  latter.  Finally,  it  is 
usually  best  to  use  round-cornered  borders,  as  the  square 
variety  will  always  be  in  the  majority,  and  the  round  cor- 
ners help  that  contrast  which  is  the  object  of  all  good  display. 

Use  of  White  Space. 

Another  very  important  factor  in  good  display  is  the  pro- 
per use  of  white  space.  Many  advertisers  imagine  that  they 
are  not  getting  value  for  their  advertising  appropriation 
unless  all  space  used  is  covered  with  printer's  ink.  This  is 
the  worst  kind  of  a  delusion,  and  is  responsible  for  a  great 
deal  of  ineffective  retail  advertising.  The  value  of  white 
space  in  making  an  ad.  more  readable  lies  in  its  liberal  use 
in  margins,  in  space  between  the  display  lines  at  top  and 
bottom  and  the  body  matter,  and  between  the  lines  of  body- 
matter  itself.  Whether  the  latter  should  be  set  solid  or 
leaded  (by  setting  type  solid  is  meant  getting  the  lines  as 
closely  together  as  possible  ;  by  setting  it  leaded,  the  use  of 
more  or  less  white  space  between  the  lines)  must  be  left 
largely  to  the  individual  judgment.  Bod)'  matter  is  very  fre- 
quently set  two  point  leaded,  that  is,  with  two  points  more 
space  between  the  lines  than  when  set  solid.  If  plenty  of 
white  space  is  used  around  the  body  matter  it  is  well,  as  a 
rule,  to  set  the  latter  solid,  or  at  most,  two-point  leaded,  as 
too  much  leading  of  body  matter  will  weaken  the  general 
effect,  and  prevent  proper  contrast  between  the  body  matter 
and  the  rest  of  the  ad.  It  is  also  likely  to  give  the  reader 
the  impression  that  the  advertiser  has  not  much  to  say  about 
his  goods  or  his  service. 

The  Type  Used. 

It  is  also  well  to  remember  that  the  type  used  in  the  body 
matter  should  be  very  much  smaller  than  that  used  in  the 
display  lines.  If  there  is  much  body  matter,  breaking  it  up 
into  occasional  paragraphs,  as  well  as  inserting  smaller  dis- 
play lines  wherever  advisable,  will  help  to  make  the  ad.  more 
readable.  Care  should  be  taken,  however,  in  this  latter  par- 
ticular, as  too  much  display  is  like  too  much  credit,  "to  use 
just  prices  to  the  situation.  If  it  were  only  rubber 
which  had  to  be  taken  into  account,  the  task  would 
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it  is  to  lose  it."  The  legibility  of  the  body  matter  is  also 
increased  if  the  type  is  set  in  fairly  narrow  measure,  as  it 
is  very  wearying  to  the  eye  to  be  forced  to  travel  over  too 
extended  lines  of  small  type. 

Set  Heading  Carefully. 

The  heading,  whether  made  up  of  one  or  more  lines, 
should  not  be  set  so  large  as  to  be  glaring,  as  this  cheapens 
the  ad.,  nor  so  small  as  to  lose  its  force.  It  is  usually  better 
to  set  the  firm  name  and  address  at  the  foot  of  the  ad.,  and 
in  smaller  type  than  is  used  in  the  heading.  The  same  style 
of  tvpe.  or  a  similar  one,  should  be  used  for  all  the  display 
lines  wherever  possible,  as  a  diversity  of  type  styles  gives  a 
lack  of  strength  and  attractiveness  to  the  ad.  as  a  whole.  In 
this  particular,  much  retail  advertising  is  woefully  lacking. 
As  a  rule  the  price  should  be  displayed. 

The  reader  will  then  be  able  to  tell  from  any  ad.,  at  a 
glance,  if  the  foregoing  principles  have  been  followed  in  its 
composition,  the  article  or  its  nature,  from  the  heading,  its 
price  and  where  to  get  it.  Any  secondary  display  lines  used 
in  the  body  matter  of  the  ad.  may  be  used  to  show  where 
a  new  idea  is  to  be  introduced. 


A  PLEASING  XMAS  CIFT  " 


SKI-ING 
BOOTS 

E  have  a  fine  assortment  of 
Ski-ing  Boots,  made  of  Tan 
Waterproof  Calfskin,  high 
cut,  with  straps  at  top;  made 
on  good  comfortable  lasts. 
Made  for  man,  woman  and 
child. 

INSPECTION  INVITED 


OPEN  EVENINGS  UNTIL 
DECEMBER  3  hi. 


— -^JSr^fef ^si  srcATKERifo: sr.wzs: 


(Jml  East  of  Peel  Street). 


effectively,  it  will  be  more  satisfactory  to  leave  this  por- 
tion of  the  work  to  him,  but  in  any  case,  the  merchant  should 
know  what  good  display  consists  of,  so  that  he  will  be  able 
to  improve  any  weak  points  in  this  particular  phase  of  his 
own  advertising.  The  next  article  in  this  series  will  deal 
with  the  subject  of  laying  out  advertisements  for  the  printer. 

Specimen  Brass  Rules. 

Below  will  be  found  examples  of  the  styles  and  sizes  of 
brass  rule  borders,  which  can  be  most  often  used  by  the  re- 
tailer in  displaying  advertising  matter. 

HAIR  LINE 


A  o^-inch  double  column  Montreal  advertisement 
(See  opposite  page  for  criticism) 

Use  of  Capitals. 

One  more  thing  is  recommended,  and  that  is  the  sparing 
use  of  capital  letters.  W  hen  matter  is  set  entirely  in  capi- 
tals it  is  harder  to  read  than  when  set  in  capitals  and  smaller 
C lower  case)  letters.  When  this  plan  is  followed,  capitals 
may  then  be  used  effectively  for  placing  emphasis  on  any 
particular  word  owing  to  their  contrast  with  surrounding 
lower  case  letters.  They  are  also  useful  when  it  is  desirable 
t',  place  the  firm  name  and  address  on  the  same  line,  the 
former  being  placed  in  capitals,  and  the  latter  in  capitals 
and  lower  case  letters,  thus  affording  the  proper  contrast 
between  the  two. 

This  article  is  not  intended  as  an  exhaustive  treatise  on 
this  important  subject,  but  merely  to  touch  on  some  of  the 
details  connected  therewith,  so  that  the  retailer  who  may 
not  be  familiar  with  the  science  of  advertising  may  be  aided 
i>i  the  criticism  of  his  own  advertising  display.  Whenever 
the  printer  has  proven  his  ability  to  display  advertisements 


ONE  POINT 


TWO  POINT 


THREE  POINT 


FOUR  POINT 


SIX  POINT 


EIGHT  POINT 


TEN  POINT 


TWELVE  POINT 


EIGHTEEN  POINT 


TWO  POINT  PARALLEL 


THREE  POINT  PARALLEL 


four  point  parallel 


SIX  POINT  PARALLEL 


When  asking  for  rules  to  be  used  in  any  of  your 
copy  be  sure  that  the  rule  will  not  dominate  the  adver- 
tisement. While  they  are  used  for  the  purpose  of  at- 
tracting attention  as  well  as  separating  the  advertise- 
ment from  the  "hoyi  poloi."  You  must  always  bear' 
in  mind  that  it  is  really  your  talk  to  which  you  wish 
to  attract  attention  and  not  the  frame  around  it. 

When  using  an  eighteen,  twelve,  ten  or  even  eight 
point  border  the  best  results  in  display  are  obtained 
by  leaving  a  good  margin  of  white  space  between  the 
reading  matter  and  the  rule.  This  practically  does 
away  with  the  use  of  the  heavier  rules  in  anything 
less  than  two  or  three  column  announcements  about 
eight  to  ten  inches  deep.  In  fact  it  would  not  be 
found  well  to  use  twelve  or  eighteen  point  in  anything 
but  a  half  page  advertisement.  The  same  applies  to 
six  point  parallel  and  rules  of  such  weight.  The  rule 
used  in  Gale's  advertisement  was  eight  point  with 
round  corners.  Notice  the  pleasing  effect  given  by 
the  use  of  the  smaller  rule  inside. 


Ad.  Criticisms 


Plain-Spoken  Comment  That  is  Meant  to  be  Helpful— Concentration  in  Advertising — Prices. 


It  will  be  noticed  from  the  following  criticisms  that  the 
first  and  last  of  these  ads.  lay  emphasis  in  the  copy  on  points 
brought  out  in  the  illustrations,  which  are  excellent  in  both 
cases.  In  ads.  where  the  copy  space  is  small,  the  copy  should 
generally  mention  selling  points  not  evident  in  the  illustra- 
tion, as  the  ad.  is  made  more  forceful  by  so  doing.  The  one 
on  page  44  and  the  "Walk  Over"  ads.  are  splendid  eye- 
catchers  and  would  be  noticed  in  any  paper.    The  last,  by 


WALK-OVER 

SHOES 

LA  CHAUSSURE 


WALK-OVER 

HOMES  EI  FEMES 


■est  dans  une  classe  a  part.  Elle  est  Eabriquec  de 
facon  a  dormer  le  maximum  de  dur&e  et  de  con- 
fort.  Elle  est  naturellement  d'une  beaute  ele- 
gante et  d'un  style  tout-l-fait  exclusif.  Voila 
pourquoi  les  gens  qui  desirent  une  chaussure  par- 
faite  sous  tdus  rapports  la  preferent  a  toutes 
autres. 

EN  VENTE  SEULEMENT  PAR  LE 
BOTTIER  FASHIONABLE  QU'EST 

Thomas  Dussault 

281  Ste-Catherine  Est,  mf£- 


i 


A  6-inch  double  column  Montreal  advertisement 

virtue  of  the  prodigal  use  of  white  space,  would  be  noticed 
in  a  smaller  paper,  but  not  so  much  in  large  city  papers, 
where  the  first  two  appeared. 

G.  G.  Gales  and  Co.'s  ad.  is  attractively  displayed,  and 
is  a  positive  rebuke  to  much  retail  shoe  advertising.  Note 
the  liberal  use  of  white  space  and  how  much  better  the  ad. 
stands  out,  than  if  the  illustration  were  crowded  off  into  one 
corner  closely  surrounded  by  type.  The  inside  border  acts 
as  a  sort  of  frame  for  the  copy,  and  improves  the  appearance 
of  the  ad.  as  a  whole.  Only  one  line  of  goods  is  mentioned, 
and  a  brief  description  given.  It  would  have  been  as  well 
had  the  copy  featured  points  of  quality  not  apparent  in  the 
illustration,  which  is  a  good  one  and  shows  external  selling 
points  very  well  without  written  description.  It  is  a  good 
general  rule  to  give  at  least  a  range  of  prices,  as  it  always 
lends  point  to  any  ad. 

The  last  was  a  splendid  example  of  the  effective  display 
of  an  illustrated  ad.,  and  this  one  of  Thos.  Dussault  is  just 
as  good  an  example  of  correct  display  in  an  ad.  without  an 
illustration.  The  heading  is  uniquely  displayed.  Of  course, 
the  cost  of  such  an  ad.  would  be  considerably  greater  than 
ordinary,  because  a  drawing  and  cut  would  have  to  be  made 
for  the  top  display  arrangement  and  for  the  letters  at  the 
two  bottom  corners.  Note  the  liberal  use  of  white  space  in 
margins,  of  space  between  body  matter  and  top  and  bottom 


display  lines,  also  between  the  lines  of  the  copy  itself.  The 
copy,  in  French,  is  descriptive  of  the  qualities  of  the  shoe 
which  make  it  a  good  article  to  wear.  One  possible  improve- 
ment would  be  to,  emphasize  an  important  quality  or  use  of 
the  shoe  in  the  display  lines  directly  over  the  copy,  instead 
of  practically  repeating  in  French  the  English  headlines 
above.    Prices  might  also  be    quoted  with  good  effect. 

A.  D.  Ingraham's  ad.,  reproduced  here,  appeared  in  a 
Sydney,  C.  B.,  newspaper,  and  was  originally  seven  inches 
deep,  three  columns  wide.  A  good  feature  is  the  use  of 
plenty  of  white  space — in  fact,  there  is  almost  a  waste  of 
space.  In  using  an  illustration  it  is  always  better  to  make 
it  stand  out  strongly  from  surrounding  matter.  Boxing  an 
illustration — by  that  is  meant  enclosing  it  with  rules  on  all 
sides — may  often  be  necessary  in  a  department  store  ad.,  or 
a  large  ad.  in  which  a  great  many  articles  are  mentioned. 
Used  sparingly  in  such  cases,  it  does  help  to  emphasize  some 
special  article,  but  in  the  above  ad.  of  smaller  dimensions, 
it  merely  detracts  from  the  appearance  of  the  illustration. 
If  the  latter  were  placed  in  the  upper  left  hand  corner  and 
not  surrounded  by  either  box  or  border,  the  display  would 
be  greatly  improved.  If  this  were,  say  a  ten-inch  double- 
column  ad.,  the  illustration  could  be  placed  at  the  top  of 
the  space,  and  a  border  run  round  the  remainder.    In  plac- 


The  Ideal  Boot  for  Wet  Weather 

Workmen  will  appreciate  our  lines  of  Boots  for  the  wet  weather. 
The  Amherst  make  needs  no  introduction  to  Cape  Breton  people. 
Look  at  these . 

Amherst  Waterproof,  tan  in  color  $3.00 

Amherst  Waterproof,  black  in  color  S3.50 

It  NEVER  happens.    What?    Wet  feet  in  AMHERST  Boots. 

A.  D.  INGRAHAM 

Agent  for  the  Slater  Shoe  fur  Men  ,inrt  Women— 31 8-320  Charlotte  Street. 


A  7-inch  three  column  Sydney  C.B.  advertisement 

ing  a  cut  at  the  side  of  an  ad.  it  is  always  well  to  remember 
that  the  cut  should,  face  the  copy,  which  in  this  case  would 
be  more  forceful  if  there  were  more  of  it,  giving  selling- 
points  not  brought  out  in  the  excellent  illustration.  Intend- 
ing purchasers  always  want  to  know  what  particular  quali- 
ties any  article  possesses  which  make  it  of  value  to  them. 
The  heading  is  appropriate  and  the  firm  name  and  address 
well  arranged.  The  heavy  line  running  across  the  upper  part 
of  the  ad.  could  be  dispensed  with  profitably.  The  changes 
above  recommended  would  make  the  ad.  more  suggestive  and 
convincing:. 


Gloves  in  the  Shoe  Store 


Should 


It  seems  as  though  gloves  might  be  handled  much 
more  largely  than  at  present  in  the  retail  shoe  store. 
Quite  a  number  of  the  stores  handle  hosiery  for  both 
men  and  women.  Why  they  have  not  yet  taken  hold 
of  gloves  more  largely  is  somewhat  of  the  nature  of 
a  mystery. 

No  doubt  there  are  plenty  of  stores  handling-  both 
boots  and  shoes  and  gloves.  Among  these  we  have 
the  departmental  store,  the  general  store,  some  dry 
goods  stores,  gents'  furnishings,  etc.,  but  reference  is 
made  here  more  particularly  to  the  retail  shoe  store, 
or  the  store  selling  shoes  and  footwear  generally. 

(doves  are  made  very  largely  of  leather,  or  at 
least  as  much  so  as  footwear,  as  we  have  fabrics  in 
boots  and  shoes  as  well  as  in  gloves.  This  places  them 
in  the  same  class  as  coverings  for  the  feet.  What  is 
more  natural  than  that  the  customer  in  the  boot  and 
shoe  department  should  turn  his  attention  to  gloves  at 

the  same  time? 

The  seasons  at  which  new  styles  are  in  demand 
correspond  quite  largely,  though  at  certain  seasons 
gloves  may  be  in  demand  somewhat  earlier  than  foot- 
wear, especially  under  certain  weather  conditions, 
when  new  footwear  is  not  indispensable. 

The  boot  and  shoe  dealer  is  in  business  for  what 
there  is  in  it  and  should,  therefore,  be  willing  to  do 
anything  to  popularize  his  store  and  add  to  the  volume 
of  business  done.  Many  dealers  have  endeavored  to 
do  this  by  including  sporting  goods,  hosiery,  etc.,  while 
there  are  very  few  stores  nowadays  which  do  not  carry 
findings  in  considerable  variety.  From  the  point  of 
view  of  popularizing  the  store  it  seems  as  though 
gloves  should  be  included. 

Gloves  are  worn  by  everybody.  People  are  in  the 
mood  for  thinking  of  gloves  at  the  same  time  that  shoe 
requirements  are  under  consideration.  There  is  an 
inclination  with  the  public  to  follow  the  line  of  least 
resistance  and  go  where  they  can  get  the  largest  share 
of  their  requirements  at  the  same  time.  This  shows  a 
possible  reason  for  the  departmental  stores  getting 
a  larger  slice  of  the  glove  business  than  they  otherwise 
would. 

The  After  Holiday  Campaign. 

A  little  breathing  space  is  usually  found  after  the 
holidays  during  which  the  dealer  can  formulate  plans 
for  the  busy  season  ahead.  Prominent  among  these 
should  be  the  laying  out  of  a  good,  up-to-date  adver- 
tising campaign. 

We  are  not  a  bit  hide-bound  about  this.  We  do 
not  advocate  any  one  way  as  being  the  only  and  uni- 
,ersal  receipt  for  success.     Conditions  differ  very 


laro-ely.  A  method  which  would  be  a  success  in  one 
locality  would  be  a  flat  failure  in  another.  Any 
method  adopted  should  be  the  result  of  a  study  of  local 
conditions.  Shoe  dealers  as  a  rule,  are  fairly  liberal 
users  of  newspaper  space.  It  semes  however,  as 
though  this  could  be  increased  with  advantage  m  many 
cases"!  Even  in  the  larger  cities  the  dealer  could  en- 
large his  field  considerably  by  utilizing  the  daily  paper, 
or  otherwise  paying  increased  attention  to  advertising. 

Where  space  is  considered  too  expensive  for  the 
returns  which  can  be  expected,  there  are  other  means 
which  can  be  adopted.  The  advertising  folder,  neatly 
printed  and  well  illustrated  is  a  strong  business  puller, 
providing,  of  course,  that  it  is  well  placed.  Xo  adver- 
tising of  any  kind  should  be  done  at  random  or  by 
jerks^  Some  means  should  be  taken  of  keying  adver- 
tising matter  and  keeping  a  close  tab  on  results. 

Advertising  to  be  effective  should  be  definite,  or 
not  too  o-e„eral  in  its  nature.    Have  something  to  sell. 


Suggestion  for  Window  Background. 

Tell  the  story  as  briefly  as  possible,  while  giving  all 
the  necessary  information.  The  large,  painted  adver- 
tising sign-board  is  becoming  a  popular  and  effective 
means  of  getting  after  business.  The  same  remarks 
apply  here  as  to  definiteness  and  conciseness.  The 
shop  window  is  possibly  the  best  all  round  advertising- 
medium  at  the  dealers'  command  and  is  one  which 
is  seldom  used  to  the  best  advantage. 

Taking  stock  will  be  in  order  presently,  being 
generally  done  in  slacker  season.  This  suggests  im- 
provements to  store  and  premises.  These  may  need  re- 
decorating. Dingy  fixtures  and  furnishings  are  cer- 
tainly a  mighty  poor  ad.  for  a  dealer.  Again,  improve- 
ments in  the  method  of  displaying  goods  and  waiting 
on  customers  is  always  good  business.  Not  only 
should  the  customer  be  made  comfortable,  but  the 
lighting  should  be  good  and  the  surroundings  appro- 
priate. The  walls  should  preferably  be  decorated 
plainly  and  in  a  restful,  harmonizing  color  design. 
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Flashy,  striking  ornamentation  on  the  walls  would  de- 
tract from  the  display  of  the  goods. 

Another  matter  requiring  careful  consideration  is 
that  of  prices.  Raw  materials  of  many  kinds  have 
been  advancing  from  time  to  time.  The  tendency  of 
labor,  also,  is  to  increase  in  price.  In  view  of  these 
facts,  it  is  evident  that  the  dealer  should  give  this 
subject  the  most  careful  consideration.  This  matter 
should  not  be  left  to  guesswork,  but  is  one  which  can 
be  solved  mathematically.  All  the  various  factors 
which  go  to  make  up  the  cost  of  doing  business  should 
be  taken  into  account  in  selling  both  goods  and  ser- 
vices. Take  the  yearly  turnover,  estimating  cost 
prices  for  time  and  materials,  put  down  the  amount  in- 
vested in  buildings  and  premises,  or  the  amount  of 
rent  paid.  Some  neglect  this  feature,  because  they 
own  the  building  where  they  are  doing  business,  for- 
getting, no  doubt,  that  they  must  estimate  a  orofit  on 
money  invested.  Depreciation  of  building  and  fixtures 
must  be  taken  into  account,  also  light,  heat,  deprecia- 
tion of  stock,  cartage,  and  all  other  incidentals  which 
are  a  charge  in  any  way  against  the  business,  not  for- 
getting the  services  of  the  employer  himself.  A  fair 
percentage  of  profit  should  then  be  added.  The  dealer 
will  then  be  in  a  position  to  arrive  at  an  intelligent 
idea  of  what  he  should  ask  for  his  goods,  and  at  the 
same  time  make  a  living  profit.  The  idea  should  be, 
not  how  cheap,  but  how  good  and  how  satisfactory  a 
service  can  be  offered  to  the  public. 

What  Advertisers  are  Saying. 

Fine  French  kid  gloves  in  elbow  and  wrist  length 
for  afternoon  Avear — The  reign  of  the  shorts  leeve  in 
the  afternoon  frock  has  brought  the  mousquetaire 
glove  into  the  general  service  of  Milady  who  sets 
forth  to  many  teas.  The  consequent  demand  for  per- 
fection of  fit  and  variety  of  shade  finds  a  highly  satis- 
factory answer  in  a  line  of  16-button  mousquetaire 
gloves  at  $2.50  per  pair.  They  are  made  in  France, 
from  selected  kid  skins,  and  have  over-sewn  seams, 
gusset  fingers  and  Paris  points.  The  shades  available 
are  rose,  pale  blue,  pink,  nile,  mauve,  pearl,  black  and 
white.  For  wear  with  the  long-sleeved  costume,  the 
velvet  or  broadcloth  suit,  these  are  particularly  worthy 
of  recommendation : — Women's  Kid  Gloves,  made  in 
France  from  the  choicest  of  No.  1  skins,  free  from  flaw 
or  blemish,  with  two  dome  fasteners,  pique  sewn 
seams,  gusset  fingers  and  Paris  points ;  in  shades  of 
king's  blue,  nile,  green,  old  rose,  violet,  cerise,  plum, 
black  and  white.    Price,  per  pair,  $1.50. 

Oliver  AVendell  Holmes'  rhymed  advice,  while  not 
to  be  accepted  outright,  is  yet  in  the  main  worthy  of 
committing  to  memory.  His  ideas  in  regard  to  cor- 
rectness of  shade  might  certainly  be  challenged, 
though  excuse  is,  of  course,  to  be  found  in  the  pro- 
verbial color  blindness  to  which  his  sex  is  prone.  But 
the  necessity  that  gloves  be  seemly — seemly  in  quality, 
seemly  in  appearance,  and  seemly  in  fit — and  that  they 
be,  above  all  things,  immaculate,  is  a  good  motto  to  be 


stowed  awa}^  in  some  conspicuous  recess  of  the  mind 
that  studies  the  question  of  dress.    And  this  seemli- 
ness  might  well  be  taken  as  the  keynote  of  our  present 
showing  of  women's  gloves — gloves  for  all  the  sundry 
occasions  that  seasonable  circumstances  creates,  and 
gloves  of  the  type  such  as  only  the  best  French  and 
English  makers  can  produce.    Smart  Street  Gloves  in 
Cape  and  Fine   Kid   for  general   outing   wear  is  a 
splendid  provision  in  heavy  tan  cape  skin,  with  out- 
seams  or  pique  sewn,  Bolton  thumb,  one  or  two  clasps, 
and  four  rows  of  Paris  points — a  tremendously  smart- 
looking  glove  for  the  tweed  or  serge  tailored  suit. 
Prices  for  the  same  run  from  one  to  two  dollars.  Then 
on  the  border  line  between  the  heavy  and  the  fine 
comes  an  attractive  line  in  lambskin,  pique  and  over- 
sewn, with  silk-embroidered  backs,  and  procurable  in 
shades  of  brown,  tan,  blue,  green,  grey  and  white.  In 
one  and  two  clasp  French-made  gloves  appropriate  for 
afternoon  wear  with  the  broadcloth  or  velvet  costume, 
fineness  of  kid  and  wide  range  of  shade  are  the  leading 
characteristics.    Some   are   oversewn,   others  pique, 
with  the  finest  of  Paris  and  embroidered  points.  One 
particular  line  at  $1.50  supplies  an  eloquent  answer  to 
the  fashionable  demand  for  g'loves  of  the  same  tone 
as  the  frock  with  which  they  are  worn.    In  the  list  of 
available  shades  are  king's  blue,  rose,  amethyst,  violet, 
sky  blue,  cerise  and  dove  grey — representing  the  most 
delicate  and  aesthetic  effects  imaginable,  and  the  high- 
est grade  of  glove-making.    The  popularity  of  black 
and  grey  suede  is  more  pronounced  than  ever,  and  a 
wide  selection  is  afforded  in  the  varied  showing  of 
oversewn  and  out  seams,  and  silk  cord  and  flat  six-row 
Paris  points,  prices  ranging  from  a  dollar  to  a  dollar 
and  a  half,  a  very  durable,  comfortable  and  smart- 
looking  silk-lined  glove  being  obtainable  at  two  dollars 
per  pair.    Lovely  Evening  Gloves  in  Fine  Kid,  Silk 
and  Net.    The  very  essence  of  feminine  daintiness  and 
allurement  seems  embodied  in  the  collection  of  even- 
ing gloves — a  delicate  savor,  as  it  were,  of  violets  and 
dance  programmes  and  arch  replies  to  pretty  speeches, 
in  kid  there  are  12,  20  and  24  button  lengths  in  white, 
and  a  16-button  length  in  all  the  galaxy  of  soft  evening- 
shades.    A  silk  net  glove,  prettily  embroidered,  with 
two  pearl  dome  clasps,  in  16-button  length,  is  obtain- 
able in  white,  black,  sky,  pink  and  mauve,  while  the 
same  colors  are  also  found  in  an  embroidered  silk 
glove  of  similar  length — both  of  them  admirably  adapt- 
ed to  the  current  fancy  for  harmony  between  gloves 
and  hosiery — particularly  in  the  party  frocks  of  the 
younger  set.    The  general  satisfaction  and  service- 
ability accorded  by  gloves  of  the  reindeer  and  suede 
finish  lisle  order  is  responsible  for  a  lavish  display  of 
the  same  in  grey,  black  and  white,  many  of  them  silk 
lined,  and  a  washable.    Smart  in  cut  and  finish,  and 
smooth  in  fit,  these  gloves  are  a  capital  provision  for 
everyday  informal  wear.    Moderation  in  price  a  fea- 
ture worthy  of  note — As  an  indication  of  the  prevail- 
ing moderation  of  price,  attention  is  drawn  to  the 
following  quotations: — T.  Eaton  Co.,  Ltd.,  Toronto, 


Rubber  Footwear 

Trade  Conditions-Markets-Crude  Rubber  Lower-Fewer  Rubber  Boots. 


Trade  The   outlook   in   the   rubber  realm 

Outlook  is  none  too  rosy.    The  uncertainty 

enshrouding  prices  and  the  more  or 
less  vague  suspicion  that  a  slaughter  war  may  be  pre- 
cipitated creates  a  feeling  of  unrest.  The  first  of  March 
has  been  the  opening   season    for    rubber  footwear 
heretofore,  but  it  is  not  unlikely  that  some  of  the  com- 
panies will  make  an  attempt  to  get  their  travellers  on 
the  road  by  the  first  of  the  year  in  the  hope  of  fore- 
stalling their  competitors.     This  earlier  start  has  no 
doubt  been  suggested  by  the  practice  in  vogue  across 
the  border,  where  the  first  of  January  opens  the  season. 
However,  the  wisdom  of  such  a  move  may  be  seriously 
questioned.    Conditions  in  Canada  are  very  different 
from  those  in  the  United  States.    Whilst  the  larger 
market  and  more  favorable  weather  conditions  may 
warrant  the  earlier  date  in  the  United  States,  yet  the 
first  of  March  seems  better  suited  to  Canadian  condi- 
tions.   For  the  most  part  merchants  are  too  much 
loaded  up  with  present  stock  to  anticipate  their  fall 
needs.    If  the  break  is  made,  no  doubt  others  will 
follow  the  lead,  and  there  will  be  a  merry  scramble  in 
the  race  to  reach  the  tape  first.    The  manufacturers 
report  things  moving  nicely  at  the  factories.  The 
wholesalers  and  jobbers  of  course  are  quiet  at  this 
season  of  the  year.    There  is  some  sorting  being  done, 
but  the  trade  is  by  no  means  heavy.   The  retailers  are 
having  their  innings  just  at  present.    The  business  of 
the  past  month  was  most  satisfactory,  a  splendid  holi- 
day trade  having  been  done.    It  is  expected  that  with 
the  coming  spring  trade  stocks  will  be  pretty  well 
cleaned  up. 

Market  The    conditions    reported    a  month 

Conditions  ago    are    in    the    main  unchanged. 

The   predicted  slump   has   not  ma- 
terialized,   neither    has    the    prognosticated  better 
prices    put    in    an    appearance.      It  would  seem 
that  a  happier    medium    than    either    extreme  had 
been  struck  when  crude  rubber  gradually  receded  into 
the  mid  thirties,  where  it  has  remained  for  the  past 
week  or  two.    The  receipts  have  been  quite  up  to  the 
average  for  this  season  of  the  year,  and  no  accumula- 
tion is  reported.    The  whole  situation  is  still  one  of 
much  uncertainty  as  far  as  the  rubber  market  is  con- 
cerned.   In  speaking  with  a  large  buyer,  he  remarked 
that  he  hadn't  the  slightest  idea  of  what  was  likely  to 
take  place.    There  were  so  many  rumors  afloat  that 
nothing  of  a  definite  character  could  be  arrived  at, 
and  he  had  made  up  his  mind  that  he  would  do  no 
bargaining  with  the  future  on  the  strength  of  any 
bugaboo  which  might  be  held  up  to  them  by  interested 
parties.    Another  large  buyer  said  that  he  would  just 
pursue  his  usual  conservative  methods  of  buying  and 


allow  the  future  to  take  care  of  itself.    He  was  of 
opinion  that  rubber   would  be  cheaper,  and  although 
he  would  not  like  to  say  that  it  would  touch  as  low  as 
$1.10,  yet  he  believed  it  would  not  exceed  that  figure 
very  materially  within  the  next  few  months.    He  was 
strongly  of  opinion  that  the  recent  very  high  figures- 
were  the  result  of  manipulation  pure  and  simple,  and 
was  by  no  means  brought  about  by  the  law  of  supply 
and  demand.    The  large  accumulations  which  were 
placed  upon  the  market  when  the  "boom"  burst  was 
all  the  vindication  of  this  position  which  he  looked 
for.    When  asked  if  he  did  not  think  that  the  quanti- 
ties of  rubber  used  in  manufactures  which  have  but 
recently  come  into  such  prominence,  such  as  the  auto- 
mobile industry,  had  a  great  deal  to  do  with  the  high 
price  of  crude  rubber,  he  unhesitatingly  affirmed  his 
belief  that  it  had  but  very  little  to  do  with  it.  The 
increased  production  of  rubber  had  in  his  mind  more 
than  kept  pace  with  the  increased  manufacture.  It 
was  his  firm  belief  that  if  the  law  of  supply  and  de- 
mand were  allowed  to  regulate  the  market  an  era  of 
dollar  rubber  might  reasonably  be  anticipated.    It  will 
readily  be  seen  from  the  foregoing  that  there  is  wide 
differences  of  opinion  concerning  the  crude  rubber 
market.    Up  river  fine  Para  is  quoted  at  $1.38,  with 
all  other  grades  in  proportion.      Africans  have  held 
firm  during  the  month  and  sales  reported  are  slightly 
above  the  average.    Plantation  rubber  is  firm.  Cey- 
lons  have  shown  unusual  strength  since  last  report 
and  a  still  stronger  tendency  is  manifested.    There  is 
an  increasing  demand  for  Guayule  rubber  of  good 
quality.    The  general  outlook  may  be  said  to  favor 
a  continued  firm  market  on  the  present  basis. 


The  Price  Will   the   present    decline    in  the 

of  Rubbers         crude   rubber   have    a   tendency  to 
reduce   the    price    of   rubber  foot- 
wear for  the  coming  season?   is   a   question  which 
is  very  pertinent  at  the  present  time.    When  prices 
were  increased  it  was  pointed  out  that  the  crude 
market  had  advanced  very  materially,  and  dealers  were 
wont  to  accept  the  explanation  without  question.  But 
now  that  the  market  has  weakened  considerably  they 
will  naturally  look  for  a  corresponding  decrease  in  the 
price  of  rubber  footwear.    If  the  strengthening  of  the 
market  was  a  sufficient  excuse  for  increasing  the  price, 
surely  the  weakening  of  the  market  should  be  an 
equally  valid  reason  for  reducing  the  price.    This  rea- 
soning is  perfectly  sound  and  logical.    It  is  not  such 
an  easy  matter,  however,  for  the  manufacturer  to  ad- 
be  a  comparatively  easy  one.   There  is  the  cotton  mar- 
ket which  has  greatly  advanced.    Then  there  is  the 
labor  problem  to  solve,  as  well  as  increased  rents 
and  general  expenses,  all  of  which    have  advanced 
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It  may  safely  be  anticipated  that  next  season's  prices 
will  be  somewhat  easier  when  the  new  lists  are  issued, 
but  just  to  what  extent  the  manufacturers  will  be  will- 
ing to  go  is  a  matter  of  some  conjecture.  In  the  final 
analysis,  however,  it  is  to  be  hoped  that  nothing  of  a 
suicidal  character  will  take  place,  and  that  anything 
approaching  a  war  of  prices  will'  be  carefully  averted. 
In  the  desire  to  extend  trade,  there  lurks  the  tempta- 
tion to  unduly  reduce  prices.  It  is  to  be  hoped  that 
the  rubber  trade  will  wisely  avoid  the  reefs  which 
have  proven  so  destructive  in  years  gone  by. 

Fewer  The  following  article  from  the  Bos- 

Rubber  Boots  ton  Boot  and  Shoe  Recorder  will 
be  read  with  interest.  It  is  claimed 
that  the  .  high  arctic  and  the  combination  are 
taking  away  the  sale  of  the  more  expensive  pro- 
duct to  a  certain  extent.  Here  is  what  the 
Recorder  says :  —  "While  it  is  possible  that  the  ad- 
vanced price  of  rubber  boots  and  shoes  generally  may 
have  something  to  do  with  the  matter,  or  possibly  be- 
cause the  other  stocks  have  been  found  to  be  more  de- 
sirable for  general  purposes,  the  fact  remains,  accord- 
ing to  one  of  the  heads  of  a  large  Philadelphia  whole- 
sale house,  that  there  is  a  smaller  sale  at  this  time  for 
rubber  boots  than  has  formerly  been  the  case.  This 
does  not  mean  that  there  is  a  less  general  use  of  rub- 
ber footwear,  but  that  the  form  of  it  has  changed. 
Whereas  a  snow  storm  such  as  we  have  recently  ex- 
perienced would  have  resulted  in  a  very  heavy  call 
for  rubber  boots  in  past  years  the  increased  demand 
occasioned  now  is  comparatively  light.  The  high  four 
buckle  arctic  is  in  more  general  demand,  and  it  is 
doubtless  these  goods  that  are  succeeding  the  boots 
in  popularity.  This  change  in  the  character  of  the 
demand,  he  said,  was  not  confined  to  the  city  trade,  but 
was  true,  though  perhaps  in  lesser  degree,  in  the 
country  trade  as  well.  It  is  true  of  the  men's  lines 
as  well  as  of  the  women's,  misses'  and  children's  sizes, 
but  there  is  less  of  this  business  and  a  proportionately 
larger  sale  for  boys'  rubber  boots  than  of  the  other 
classes.  It  was  not  in  his  opinion  altogether  a  mat- 
ter of  price,  although  there  is  naturally  a  considerable 
difference  between  the  cost  of  a  four  buckle  arctic 
than  a  storm  king  boot  of  the  same  size,  but  the  arctic 
will  shed  snow  and  is  lighter,  while  its  wear  does  not 
prevent  the  wearing  of  the  regular  footwear,  also. 
Then,  too,  the  growing  use  of  ^combinations  has  also 
affected  the  sale  of  rubber  boots  where  the  substitu- 
tion can  be  made,  and  in  this  connection  the  matter 
of  price  also  enters." 

Hints  to  If   you   would   get   better  wear 

Rubber  Wearers  out  of  your  rubbers,  give  them  a 
little  better  treatment.  Here  are 
a  few  common-sense  hints  which  it  would  be  well 
for  wearers  of  rubbers  to  observe : — Rubber  shoes 
should  not  be  expected  to  give  satisfactory  ser- 
vice unless  properly  fitted.  If  too  short,  too  narrow,  or 
if  worn  over  leathers  with  extra  heavy  tops,  or  unusu- 


ally thick  wide  soles,  strains  will  be  brought  upon 
parts  not  designed  to  stand  them  and  the  rubber  will 
give  way.  Rubber  goods,  particularly  boots,  if  too 
large,  will  wrinkle  and  a  continued  wrinkling  and 
bending  is  liable  to  cause  cracking.  Extreme  heat  or 
cold  should  be  avoided.  Rubber  boots  or  shoes  should 
never  be  dried  by  placing  them  near  a  heater  of  any 
kind.  If  left  near  a  stove,  register,  or  radiator,  the 
rubber  is  liable  to  dry  and  crack.  If  left  out  of  doors 
in  winter,  or  in  an  extremely  cold  place,  they  will 
freeze.  Then  when  the  warm  foot  is  put  into  them 
and  the  rubbers  are  worn  the  rubber  will  crack.  Oil, 
grease,  milk,  or  blood  will  cause  rubber  to  decay  in  a 
very  short  time.  If  spattered  with  any  of  these  the 
rubber  should  be  promptly  and  thoroughly  cleaned 
with  warm  water  and  soap.  The  oil  in  leather  tops 
will  rot  rubber,  so  that  care  should  be  taken  in  storing 
and  packing  to  prevent  the  leather  and  rubber  from 
coming  in  contact.  Various  heavy  goods  are  adver- 
tised as  proof  against  snagging.  It  should  be  remem- 
bered, however,  that  no  rubber  can  be  made  strong 
enough  to  be  absolutely  proof  against  tearing  or  punc- 
turing by  extremely  sharp  edges,  such  as  stiff  stubble, 
sharp  edged  rocks,  broken  glass,  etc.  Mud,  barn-yard 
dirt,  or  filth  of  any  kind,  should  never  be  allowed  to 
dry  on  rubbers.  They  should  be  cleaned  as  carefully 
as  leather  boots  or  shoes.  Exposure  to  strong  sun- 
light for  any  length  of  time  produces  an  effect  on  rub- 
bers similar  to  that  of  putting  them  near  a  stove  or 
radiator.  Rubbers  should  not  be  left  in  the  sun  to  dry. 
When  not  in  use  they  should  be  kept  in  a  cool,  dark 
place. 


NEW  INVENTIONS. 


The  following  patents  have  recently  been  granted,  brief 
descriptions  of  which  have  been  specially  compiled  for  the 
Canadian  Shou  and  Leather  Journal  by  G.  Hughes,  R.  P.  A., 
Editor  of  "Patents,"  55-56  Chancery  Lane  London,  W.C.,  Eng- 
land, who  will  give  advice  and  assistance  free  to  our  readers  on 
all  matters  relating  to  patents,  designs  and  trade  marks: 

Patent  No.  19,220.— Mr.  S.  A.  Wieland,  of  Peckham,  Eon- 
don,  has  been  granted  an  English  patent  for  an  invention  re- 
lating to  a  revolving  rubber  heel  pad,  which  is  secured  to  a 
heel  by  a  spring  fastening  of  the  glove-fastening  type,  the  ball 
member  being  secured  to  a  metal  plate  embedded  in  the  rubber, 
and  the  socket  being  formed  by  a  split  hollow  projection  extend- 
ing from  a  plate  embedded  in  the  heel. 

Patent  No.  19,237.— Mr.  Iddon,  of  Lancashire,  England,  has 
also  invented  and  been  granted  an  English  patent  for  an  im- 
proved heel  protector.  Mr.  Iddon's  invention  consists  in  forming 
a  rubber  pad  with  a  flange  which  is  adapted  to  interlock  with 
a  flange  on  a  metal  plate  and  secured  to  the  heel  by  a  screw. 
The  flange  on  the  metal  plate  isnotched  to  facilitate  the  attach- 
ment of  the  pad,  and  the  flange  which  interlocks  is  provided 
with  a  raised  part  adapted  to  engage  this  notch  when  the  head 
has  been  worked  into  position. 

The  following  have  recently  applied  for  a  patent  in  Great 
Britain : — 

28,194. — Messrs.  Daingier,  Robinson,  Cornell,  of  Waltham- 
stow.    Improved  sock  for  boots  and  shoes.  , 

28,443. — J-  Leach,  of  Colwyn  Bay.  Improved  revolving  rub- 
ber heel  pad  for  boots  and  shoes. 


On  the  Road 


The  Annual  Meeting  in  Montreal- J.  Bevan  Giles  Elected  President- Robt.  Gemmell  Elected  in  Toronto. 


Between  three  and  four  hundred  com- 
mercial men — chiefly  travelers— from  all 
parts  of  the  Dominion,  more  than  filled 
the  large  Red  dining-  room  of  the  Wind- 
sor Hotel.  Montreal,  on  the  evening  of 
December  19.  on  the  occasion  of  annual 
dinner  of  the  Dominion  Commercial 
Travelers'  Association. 

It  was  an  enthusiastic  gathering. 
Everyone  was  brim  full  of  enthusiasm 
from  the  newly-elected  president,  J. 
Bevans  Giles,  to  the  youngest  traveler  in 
the  room.  There  was  a  good  reason  for 
ir.  The  Association  was  never  in  such 
good  shape  to  carry  on  the  objects  of 
its  existence.  These  were  briefly  ex- 
plained by  the  president  as:  benefit  the 
widows  and  orphans  of  deceased  mem- 
bers; to  protect  the  interests  of  com- 
mercial men,  and  to  promote  the  spirit 
of  good  fellowship  among  them. 

A  proposal  to  amend  the  by-laws  in 
such  a  way  as  to  allow  of  members  vot- 
ing on  association  legislation  without 
personal  attendance  at  the  annual  meet- 


Giles'  opponent  for  president,  received 
1799  votes,  against  1984  cast  for  Mr. 
Giles. 

The  annual  report  showed  a  total 
membership  of  7007,  an  increase  of  377 
members  in  the  year.  Total  revenue  for 
the  year  was  $90,720.18,  an  increase  of 
$4,904.17.  Net  surplus  for  the  year  was 
$35,198.08,  which  had  been  added  to 
capital  account,  which  was  now  $37,- 
806.75,  which  is  a  higher  surplus  than 
has  ever  been  attained. 


ing  was  voted  down 


Several  matters  were  referred  to  com- 
mittees for  further  attention,  including 
a  motion  by  las.  Robinson  regarding 
protection  of  travelers  whose  firms  went 
bankrupt,  and  the  matter  of  bad  roads  m 
Quebec  Province.  The  old  question  of  a 
club-house  for  members  was  a^am  dis- 
cussed, but  nothing  definite  was  done. 

Many  able  speakers  were  present,  in- 
cluding Hon.  Mackenzie  King,  Minister 
of  Labor:  Chas.  M.  Hays,  President  of 
the  Grand  Trunk  Railway  System:  Ex- 
fudge  C.  F.  Doherty.  M.P.:  C.  C.  Bal- 
lantyne,  of  the  Montreal  Harbor  Com- 
mission', and  Barlow  Cumberland.  Par- 
ticular attention  was  given  to  the  stir- 
ring address  of  Hon.  Mackenzie  King 
on  "Canadian  Patriotism,"  and  to  Chas. 
M  Hays,  who  discussed  transportation 
problem-,  and  the  relations  between  the 
public  and  the  railroads. 

I  Bevans  Giles  was  elected  president 
of' the  Association.    Other  officers  were 

elected  as  fol- 


lows: Vice- 
president,  Ed. 
Duckett,  treas- 
nrer,  Max 
Murdock ;  di- 
rectors, H.  M. 
Lavigne,  1649 
vote:. ;  E  u  g. 
Poitvin,  1619 : 
M.  W.  Hac- 
kett,  t 4 1 9 ;  W. 
J.  Bevans  Giles  C.  Murray, 

1 180:  W.  J.  Ir- 
ving, [132.    Charles- Gurd,  who  was  Mr. 


Getting  in  Right. 

We  know  a  mighty  successful  commer- 
cial men  traveling  west  of  Winnipeg. 
He's  been  there  for  eleven  years  now  and 
is  likely  to  hold  that  great  territory  for 
twice  eleven  more.    He  is  now  so  solid 
with  them  that  he  can  almost  command 
their  business.    How  did  he  do  it?  How 
is  he  doing  it?    He  is  one  of  the  men  in 
all  branches  of  commercial    life  who 
have  succeeded  by  using  their  heads  as 
well  as  their  feet.    A  cursory  examina- 
tion into  his  method  of  working  sug- 
gests that  many  of  us  could,  with  but 
little  effort,  start  to-day  on  the  highway 
leading  to  more  of  that  good  brand  called 
"Popular  Success."    The  man  in  ques- 
tion never  lost  an  opportunity  to  please 
a  customer  by  calling  "Colonel!"  if  he 
had  a  right  to  that  title  and  liked  it  to 
be  used,  and  he  studied  all  his  patrons 
to  learn  what  were  their  interests  and 
to  find  out  what  pleased  them.    The  suc- 
cessful salesman  of  to-day— and  there  are 
scores  of  them— do  not  forget  these  little 
things.    But,  bear  this  in  mind,  the  day 
of  htm  whom  we  know  as  the  glad  hand 
artist  is  no  more.    It  is  foolish    for  a 
traveler  to  possess  himself  of  informa- 
tion such  as  this  purely  and  solely  to  get 
a  man's  order.    He  must  be  sincere.  He 
must  learn  of  these  little  fads  and  fan- 
cies of  his  customers  that  he  may  better 
know  those  with  whom  he  is  dealing,  so 
as  to  take  a  keener  and  more  intelligent 
interest  in  them  and  their  affairs,  and  if 
he  does  proceed  along  these  lines  he 
will  find  that  he  wins  respect  and  friend- 
ship.   Business  comes  more  easily  after- 
wards as  a  matter  of  course. 


modation,  had  to  sleep  in  a  box  car.  The 
travelers  did  not  ask  that  the  tars  be 
kept  open  but  that  hotels  be  inspected. 

W.  W.  Goddard  offered  a  resolution 
condemning  the  dragging  into  politics 
of  the  association.  E.  Fielding,  who  was 
accused  of  doing  this  advised  the  men  to 
go  still  deeper  into  politics  and  prevent 
some  of  the  present  foolish  legislation. 

Mr.  Fielding  moved  that  steps  be 
taken  to  secure  representation  on  the 
Board  of  Directors  for  Western  Can- 
ada. Carried. 

Payment  of  $100  per  annum  for  ten 
years  to  travelers  over  seventy-five  who 
have  been  members  of  the  Association 
for  thirty  years  instead  of  mortuary 
benefit  of  $1,000,  was  referred  to  the 
board  and  a  special  committee,  as  was 
the  proposition  to  erect  a  building  con- 
taining sample  room,  dining  room,  a 
bowling  alley,  etc. 

Mr.  Robert  Gemmell,  who  is  the  new 
president,  has  been  a  member  of  the  As- 


Robert  Gemmell 


Meeting  in  Toronto  December  29th. 

At  the  meeting  in  St.  George's  Hall, 
many  of  the  vexed  questions  were  up  for 
discussion. 

Poor  hotel  accommodation  in  local  op- 
tion towns  received  its  usual,  and  m 
many  cases  well  earned,  roast.  W.  H. 
Scott  complained  particularly  of  this 
point.  lames  H.  Lumbers  told  of  one 
man  who,  on  account  of  lack  of  accom- 


sociation  for 
twenty  -  three 
years.  He  was 
elected  a  di- 
re c  t  o  r  six 
years  ago,  sec- 
ond vic.e-presi- 
dent  foui- 
years  ago,  ard 
first  vice-presi- 
dent two  years. 
He  polled  1,- 
917  out  of  a 
total    vote  of 

2,932.  The  other  officers  elected  were: 
1st  vice-president,  S.  M.  Sterling  (ac- 
clamation) ;  2nd  vice-president,  James  G. 
Crane,  1,483  votes;  treasurer,  E.  Field- 
ing, 1,999  votes;  secretary,  James  Ser- 
geant (re-appointed),  all  of  Toronto. 
Directors,  Toronto— F.  J.  Tommers. 
George  W.  Moore,  John  Everett,  W.  H. 
Scott,  C.  J.  Tuthill,  Alexander  Cork.  J. 
W.  Charles,  D.  M.  Mackay,  and  Joseph 
Peace;  Hamilton— Arthur  F.  Hatch,  W. 
H.  Deanes,  E.  O.  Zimmerman,  Charles 
C.  Smye,  H.  T.  Wright,  Geo.  McGregor. 
Berlin— W.  J.  Moody  and  P.  Doering. 
Montreal — Wm.  Williamson. 

Messrs.  John  Gibson  and  Robert  Gem- 
mell were  elected  representatives  to  the 
.  National  Industrial  Association. 


"Jackson  On  the  Rubber  Shoe  Ques- 
tion," is  the  title  of  the  latest  poem  hot 
off  the  press  of  a  Royal  City  shop.  Did 
you  ever  read  it?  Some  poetry  that. 
You'd  never  think  him  guilty  of  it  to  look 
at  him,  would  you?  We're  going  to  offer 
it  for  your  approval  next  month.  It's  hot 
stuff 


Suggestions  for  Special  Sales 

A  Good  Name  Should  be  Selected— Interest  an  Important  Aid  to  Success— How  to  Advertise  the  Special 
Sale— The  Use  of  Advertising  Novelties— A  Sale  Which  Produced  Results. 


The  after-holiday  season  very  naturally  suggests 
a  sale  of  some  sort,  although  the  special  sale  may  be 
inaugurated  at  almost  any  season  of  the  year.  It  may 
be  said,  however,  that  as  a  rule  a  cut-price  sale  is  not 
advisable,  except  under  very  exceptional  conditions, 
while  the  season  is  in  full  swing. 

The  special  sale  is  generally  undertaken  for  one 
of  two  reasons,  or  for  both  of  these  combined.  One 
of  the  first  of  these  is  to  attract  attention  to  the  store 
and  its  stock;  to  bring  people  to  the  store  and  in  this 
way  to  increase  sales.  A  second  reason  is  to  reduce 
stock,  whether  this  has  been  purchased  at  a  reduced 
price  or  whether  it  is  to  remove  slow  sellers  or  left- 
over lines  which  it  is  desirable  to  move  or  turn  into 
cash. 

Those  who  advocate  the  special  sale  claim  that  it 
results  in  increased  business,  and  that  the  resulting 
profits  are  larger  in  the  aggregate,  even  if  they  are 
smaller  on  each  individual  article.  There  is  a  gain, 
also,  in  the  number  of  new  patrons  for  the  store. 

A  Good  Name  is  Important. 

After  the  consideration  of  the  reason  for  institu- 
ting' the  sale  comes  the  selection  of  a  name.  This  is 
of  considerable  importance,  as  upon  this  depends,  to 
some  extent  at  least,  the  success  of  the  sale.  A  poor 
name  has  been  known  to  knock  a  sale  which  should 
have  been  successful.  The  dealer  in  selecting  a  name 
should  get  out  of  the  beaten  track,  if  possible.  The 
name  "special  sale,"  or  any  of  the  names  commonly 
employed,  are  not  sufficiently  attractive.  Here  are  a 
bunch  of  names  which  have  been  found  successful  and 
which  have  been  selected  from  among  those  less  fre- 
quently used : 


After-holiday  sale. 
A  stupendous  five-day  sale. 
General  reduction  sale. 
Reinforcement  sale. 
Honest  sale. 
Drastic  clearance  sale. 
Challenge  sale. 
Grand  ripping  out  sale. 
Great  determination  sale. 
A  clearing  sale  that   will  clear. 
Winter  adjustment  sale. 
A  sale  of  little  things. 
Annual  public  benefit  sale. 
All-over-the-house  special  sale. 
Our  birthday  party  sale. 
The  startling  sale. 
A  sale  extraordinary. 
Annual   low   price  sale. 
Money  saving  sale. 
Expansion  sale. 
Rebuilding  sale. 
Mid-month  sale. 
Money  saving  sale. 
A  great  sale  of  small  things. 
Trade  stirring  sale. 
Special  three-days'  sale. 
Great  special  —  sale. 
Sale  of  holiday  lines. 


The  great  end  of  the  season 
sale 

The  sale  the  people  have  been 

waiting  for. 
The    great   winning  wind-up 

sale. 

This  is  the  crucial  sale. 

Surprise  sale. 

Unloading  sale. 

The  seven-day  sale. 

Pre-inventory  sale. 

Inventory  sale. 

Stock-taking  sale. 

Room-making  sale. 

Aviation  sale. 

Necessity  sale. 

Clean-up  sale. 

Great   stock  reducing  sale. 

Sensational  half-price  sale. 

Free  gift  sale. 

Big  cash  clearance  sale. 

A  sweeping  sale. 

A  clean  sweep  sale. 

Special  purchase  sale. 

Friday    Sale. 

Between-seasons  sale. 
Great  re-opening  sale. 
Home  stretch  sale. 


Keep  the  Interest  Going. 

The  name  selected  should  be  as  novel  as  possible. 
It  should  mean  something  and  should  furnish  a  good 
heading  for  the  newspaper  or  other  form  of  adver- 
tising.   The  last  item  is  particularly  important. 

After  having  decided  that  a  sale  is  necessary  and 
having  selected  a  name,  the  next  thing  is  to  arrange 
the  details,  or,  in  other  words,  to  lay  out  a  sale  pro- 
gramme. In  the  first  place  there  are  the  lines  to  be 
sold.  These  should  be  sufficient  in  quantity  to  supply 
material  for  a  sale.  If  there  are  only  a  few  which 
will  likely  be  sold  in  an  hour  or  two,  say  so  distinctly, 
as  it  does  not  pay  to  canse  disappointment. 

Advertising  the  Sale. 

The  method  to  be  employed  in  advertising  the  sale 
is  another  consideration.  The  usual  way  is  to  use  a 
somewhat  larger  space  in  the  daily  paper  than  is  cus- 
tomary. This  is  a  matter  which  should  be  carefully 
considered,  as  too  much  space  and  too  little  space  are 
both  wasteful  from  an  advertiser's  point  of  view.  Other 
methods  used  are  circulars  or  folders  distributed  to  a 
mailing  list  or  from  house  to  house.  Special  window 
trims  and  interior  decorations  are  also  a  necessity. 
The  public  naturally  expect  both  the  window  and  the 
interior  preparations  to  carry  out  the  promises  made 
m  the  store's  advertising. 

Sales  are  frequently  advertised  some  days  in  ad- 
vance. In  such  cases  the  first  ads.  need  not  be  large, 
but  can  be  used  to  call  attention  to  the  sale  and  to 
stimulate  curiosity  and  interest.  The  largest  space 
should  be  used  the  day  before  the  sale.  As  full  in- 
formation as  possible  regarding  the  goods  should  be 
given  in  this.  Prices  should  be  given  and  the  goods 
well  described.  If  it  is  impossible  to  mention  all  the 
lines  individually,  give  descriptions  of  leading"  lines, 
athough  the  special  sale  has  usually  to  deal  with  one 
or  two  lines  only.  During  the  sale  the  space  may  be 
reduced  somewhat  on  alternate  days.  The  day  of  the 
sale  it  is  well  to  insert  an  ad.  stating  that  there  are 
lots,  of  bargains  remaining.  If  the  sales  begin  to  show 
signs  of  languishing,  try  the  effect  of  a  somewhat 
larger  and,  if  possible,  spicier  ad. ;  if  this  does  not  pro- 
duce the  desired  result  it  will  be  better  to  wind  up 
the  sale,  the  inference  being  that  the  public  has  had 
enough  sale  for  the  present.  The  dealer  who 
has  run  this  sort  of  sale  frequently  will  have  a  fair 
idea  how  long  it  may  be  expected  to  last  or  how  long 
it  should  take  to  dispose  of  the  lines  which  are  being 
offered.  This  will  enable  him  to  state  definitely  how 
long  the  sale  will  be  run.  In  some  cases,  the  sale  is 
gingered  up  from  the  store's  regular  lines  and  is  then 
run  as  long  as  any  interest  is  shown. 
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It  might  be  said  that  the  size  of  the  newspaper 
advertising-  space  used  is  determined  by  first,  the  cost ; 
second,  what  is  customary  among  the  merchants  of 
the  town.  If  most  of  the  other  merchants  use  a  half- 
page  in  advertising-  a  special  sale,  it  will  hardly  do  to 
use  any  less  space.  The  cost  in  this  case  can  some- 
times be  made  by  reducing  the  number  of  insertions. 
A  Sale  Which  Produced  Results. 

A  successful  sale  scheme  recently  used  was  the 
following : 

Half-sheet  posters  worded,  "Nine — twenty-nine— 
nine,  at  Blank's  Saturday,"  were  distributed  through- 
out the  town  and  surrounding  country. 

After  the  excitement,  caused  by  the  mysterious 
posters,  had  reached  its  highest  point,  circular  letters 
stating  that  Blank's  annual  clearance  sale  would  begin 
on  that  day,  and  at  twenty-nine  minutes  after  nine 
each  morning  during  the  sale,  for  twenty-nine  minutes, 
the  price  of  every  article  selling  at  twenty-five  cents 
would  be  reduced  to  nine  cents. 

It  was  also  stated  that  in  order  to  gain  the  benefit 
of  this  offer,  the  purchaser  must  be  present  at  the 
store,  as  no  telephone  orders  would  be  taken. 

In  addition  to  this  special  offer  other  pieces  of 
goods  were  marked  down  to  attractive  prices.  How- 
ever, in  each  case  the  price  always  contained  the  figure 
nine. 

The  results  of  the  sale  were  two-fold — first,  it 
increased  business  during  the  nine  days;  second,  it 
enabled  the  merchant  to  dispose  of  many  articles. 

Advertising  Novelties  May  Be  Used  Effectively. 

Advertising  novelties  have  sometimes  been  over- 
done, but,  if  well  selected,  are  still  good  for  results 
in  advertising.  A  very  good  little  novelty  in  this  line 
seen  recently  was  a  small  pocket  pencil  in  caoutchouc. 
This  was  the  kind  which  screws  up  and  holds  the  lead 
in  place.  The  pencils  were  both  durable  and  conveni- 
ent, besides  presenting  a  neat  appearance. 

As  the  object  of  using  an  advertising  novelty  is 
to  get  advertising  from  them,  it  is  evident  that  they 
must  be  useful,  otherwise  they  will  be  thrown  aside. 
Jf  they  are  not  durable  they  will  soon  break  or  play 
out  and  thus  a  part  of  their  advertising  value  will  be 
lost.  The  advertising  novelty  is  often  put  down  as 
useless  because  some  cheap,  flimsy  or  useless  article 
has  been  selected. 

The  appearance  of  the  souvenir,  whatever  it  may 
happen  to  be,  should  not  be  spoiled  by  covering  it  all 
over  with  advertising  matter.  Women  are  perhaps 
particularly  sensitive  on  this  point.  It  never  pays  to 
offer  the  public  a  cheap  or  poorly  constructed  article. 
Distribution  is  another  important  point.  If  the  arti- 
cles are  distributed  promiscuously  they  lose  their 
value. 

Some  degree  of  difficulty  in  obtaining  al- 
ways increases  the  desirability  of  an  article.  The  dis- 
tribution, as  well  as  the  cost,  and  the  other  features 


of  the  campaign,  should  be  planned  in  advance  so  that 
the  dealer  knows  exactly  where  he  is  at.  The  adver- 
tising- matter  printed  or  stamped  upon  the  souvenirs 
should  be  concise.  It  is  better  to  have  a  hundred  or 
two  novelties  which  will  be  appreciated  and  kept  than 
a  thousand  which  will  be  thrown  away 

Advertising-  novelties  differ  as  much  in  price  as 
they  do  in  material.  Some  cost  as  low  as  half  a  cent 
apiece  and  from  that  on  up  to  a  dollar  or  more.  The 
dealer  in  this  respect  will  be  governed  by  the  require- 
ments of  his  trade. 

Where  to  get  the  novelties  is  an  important  ques- 
tion.   There  are  a  number  of  firms   which  make  a 
specialty  of  novelty  manufacturing.     Some  articles 
capable  of  being  used  as  novelties  can  be  selected  from 
the  stores.    Quite  a  number  could  be  made  to  order 
by  a  leather  goods  manufacturer,  a  carpenter  or  box- 
maker,  or  by  a  stamper  and  engraver  of  metals.  It 
is  often  hard  to  decide  just  what  is  best,  especially 
where  different  classes  are  to  be  pleased.  Sometimes 
an  article  which  will  suit  a  man  would  not  be  appreci- 
ated by  a  woman  or  a  child.    Occasionally  it  is  pos- 
sible to  select  something  which  is  liked  by  all.   A  num- 
ber of  the  general  kind  of  novelties  are :  cases  for 
stamps  and  street  car  tickets,  ink  stands,  rulers,  tooth- 
picks, pin-holders,  pocket-pencils  (the  kind  that  un- 
screw), memo  books,  memo  pads,  blotters,  envelope 
openers,  diaries,    calendars,    coin    purses,  celluloid- 
backed   mirrors,    lead  pencils,   wall  mirrors,  match 
strikes,  alluminum  playing  cards,  ash  receivers,  games, 
thermometers,  tumblers,  tip  cups,  book-marks,  whisk- 
holders,  alluminum  combs,  nail  files,  corkscrews,  tin 
scoops,  yard  sticks,  coat-hangers,  laundry  bags,  asbes- 
tos mats,  etc.    For  men  we  have:  cigar  cases,  card 
cases,  match  safes,  watch  fobs,  charms   and  pocket 
pieces  of  ormulu  gold,   oxidized   silver  and  copper; 
tobacco  pouches,  pencil  clips,  etc.    For  children  we 
have  paper  horns,  feather  darts,  scholars'  companions, 
balls  and  bats,  footballs,    marbles,    dolls,  drawing- 
books,  whistles,  drums,  bows  and  arrows,  kites,  pic- 
ture cards,  rulers  for  school  use.    No  doubt  these  lists 
could  be  very  largely  extended,  but  may  be  useful  in 
furnishing  a  suggestion. 

One  Dealer's  Opinion. 

The  right  sort  of  sale  means  much  to  modern 
merchandising.  In  fact,  cases  are  not  infrequent  when 
business  failure  may  be  directly  traced  to  neglecting 
to  hold  sales. 

In  every  mercantile  establishment  there  are 
broken  lines  as  certain  as  the  sun  rises  and  sets.  In 
large  department  stores  odd  lots  are  not  allowed  to 
collect  even  for  a  week,  and  a  month's  accumulation 
is  almost  unheard  of.  But  in  small  stores  these  odd 
lots  are  frequently  left  until  just  before  inventory.  It 
is  of  no  avail  to  urge  large  stores  to  carry  out  what 
they  already  make  a  practice  of  doing,  but  a  few  words 
may  become  lax  after  the  strenuous  efforts  of  the  holi- 
day season. 


Handling  Felts 

A  Few  Suggestions  That  Everyone  in  the  Store  Can  Take  to  Heart. 


AT  this  particular  season  felt  footwear  is  a  mighty 
live  issue.     Northern  and  western  trade  are 
in  the  midst  of  their  selling  season,  and  felts 
give  prospect  at  date  of  writing  of  moving  well  for 
the  present  season. 

The  felt  shoe  trade  has  had  a  wonderful  growth 

in  the  last  twelve 
years  —  the  most 
rapid  period  of  ex- 
pansion being  the 
last  four.  We  have 
to-day  six  fac- 
tories in  operation 
and  another  one 
just  about  ready 
to  show  its  sam- 
ples. Against  this, 
five  years  ago 
there  were  only 
three  factories  of 
any  account  mak- 
ing felts.  Thus  we 
see  the  capacity  in 
Canadian  factories 
has  doubled.  To 
this  we  must  add 
the  large  growth 
of  the  English  fac- 
tories' trade  in 
this  country, 
which  has  been 
considerable. 

Of  course  the 
bulk  of  the  heavy 
felts  are  sold  in 
Northern  Quebec, 
Northern  Ontario, 
Manitoba  and 
Saskat  c  h  e  w  a  n, 
where  the  weather 
in  winter  is  extreme.  Considerable  quantities  are  sold 
in  Southern  Ontario,  in  the  Maritime  Provinces,  Al- 
berta and  British  Columbia,  but  the  grades  are  of  a 
finer  quality  and  lighter  weight.  Shippers  sell  heavily 
in  all  cities  from  coast  to  coast. 

Our  readers — the  retail  merchants — have  been  an- 
noyed on  some  occasions  by  the  advances  in  all  grades 
of  felts.  On  investigation  we  have  found  this  advance 
almost  entirely  warranted  by  the  increase  in  cost  of 
wool  alone,  and  we  prophesy  a  still  higher  price  for 
this,  the  basis  of  all  felts,  in  the  near  future.  Other 
reasons  given  are  the  increase  in  wages  demanded  and 
secured  by  the  workmen  in  the  felt  and  felt  shoe  fac- 
tories.   This,  however,  is  not  in  the  case  of  felts  as 


FEET  COLD  ? 

<l  If  they  are,  they  don't 
need  to  be. 

<J  Our  Felt  Shoes  are  the 
only  things  to  keep  you 
happy  these  days. 

<l  They  are  made  of  real 
wool.  Do  you  wear  kid 
gloves  this  weather?  Why, 
then,  wear  a  leather  shoe. 

<I  We  can  fit  you  perfectly 
with  a  shoe  that  will  LOOK 
good  and  BE  good. 

MEN'S.  In  all  weights  and 
sizes.  Up  from     -      -  $2.75 

WOMEN'S.  Neat  and  com- 
fortable. Warm  as  toast.  Up 
from      -  $2.25 


CHILDREN'S, 
from 


Everything  up 
$1.90 


J.  HENDERSON 

FOR 

WARM  SHOES 


true  a  cause  as  the  advance  in  the  price  of  the  raw 
material.  The  felt  shoe  manufacturer  can  no  more 
be  blamed  for  this  than  can  the  leather  shoe  manufac- 
turer, who  marks  his  price  up  15  p.c.  because  his  raw 
materials  have  advanced  20  p.c. 

If  you  have  been  selling  shoes  long  enough  you 
will  remember  the  days  of  cheap  felt  shoes — and,  ne- 
cessarily, of  clumsy,  ill-fitting  ones.  Compare  in  your 
mind's  eye  the  style  of  the  heavy  felt  shoe  you  sell  to- 
day with  that  of  fifteen  years  ago.  Would  you — could 
you — go  back  to  the  old  style?  Some  of  the  finer 
heavy  felts  compare  very  favorably  in  style  with  the 
fine  all  leather  shoe  of  to-day.  Style  costs  and  is 
worth  money. 

In  no  other  line  is  proper  style  and  a  good  fit  more 
necessary  for  trade  development  than  with  the  felt 
shoe.  In  choosing 
your  lasts  don't 
g-o  in  for  anything 
that  will  not  be  an 
easy  fitter  as  well 
as  looking  well.  It 
is  a  well  known 
fact  that  one  who 
has  worn  a  good- 
fitting  felt  shoe 
can  scarcely  re- 
turn to  the  leather 
shoe,  particularly 
in  localities  where 
the  weather  is 
constantly  cold. 
But  it  is  just  as 
axiomatic  that  one 
who  has  been  used 
to  a  comfort- 
able foot  -  fitting 
leather  shoe  will 
discard  anything 
else  in  two  days  if 
it  is  uncomfort- 
able— not  blaming 
the  shape  of  the 
particular  shoe, 
but  the  class  in 
general. 

Impress  well  on 
your  salesmen  — 

and  salesmen  bear   _   

it  always  in  mind 

— that  with  a  new  customer  they  should  be  very  par- 
ticular about  the  comfort  of  the  shoe.  They  should 
also  be  careful  to  select  the  style  and  quality  suited  to 
the  customer's  station  in  life. 


TO  CURE 
COLD  FEET 

WEAR  OUR  WARM  SHOES 

That  is  the  answer. 

You  are  always  careful  to 
change  undergarments  and 
other  clothing  when  the 
cold  weather  comes — 

But  are  you  ever  thoughtful 
of  your  feet? — 

You  KNOW  your  feet  are 
the  most  sensitive  part  of 
of  your  body — 

They  were  cold  as  ice  yes- 
terday— and  why  ? 

Because  you  wore  tight 
fitting  leather  shoes — 

If  you  really  want  warm  feet 

COME  TO 
J.  HENDERSON 
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Further,  when  inducing  a  customer  to  wear  felts 
tor  the  first  time  it  is  well  to  instruct  him  or  her  in 
the  pro  jer  care  of  the  shoe—  mentioning  frankly  that 
this  class  of  shoe  should  never  be  worn  in  damp  or 
slushy  weather.  When  doing  this  we  would  advise 
dwelling  on  the  damage  done  by  dampness  to  the 
wool  itself— mentioning  but  slightly  if  at  all,  any  other 
of  the  well-known  things  that  may  occur  under  these 
conditions. 

The  "heavy  duty"  shoe  needs  just  as  careful  hand- 
liny.  Many  a  farmer  or  lumberman  has  "switched' 
his  shoe  purchases  because  he  had  not  obtained  satis- 
factory wear  out  of  a  pair  of  felt  shoes  he  had  pur- 
chased. Probably  the  shoes  were  of  the  best  but  he 
had-  neither  been  properly  fitted  nor  properly  instruct- 
ed as  to  the  care  of  the  shoe. 

Felt  slippers  are  self-evidently  in  a  class  by  them- 
selves, but  even  they  can  be  handled  probably  more 
to  your  advantage  than  they  have  been.  Men's  felt 
slippers  are  somewhat  all  alike.  A  good  fit  is  all  that 
is  necessarv  but  when  selling  them  you  will  more 
surely  satisfv  if  you  take  into  consideration  your  own 
particular  climatic  condition  and  as  well  the  class  of 
house  your  customer  lives  in — you  know  a  felt  sole  is 
slightly  warmer  than  one  of  leather  and  the  man  in 
the  out  of  the  way  or  small  house  where  it  may  be 
pretty  cold  in  the  mornings  wants  something  for  his 
feet  as  warm  as  he  can  get  it. 

"Of  the  making  of  boots  there  is  no  end,"  And 
this  is  just  as  true  of  women's  felt  slippers — you  carry 
all  lasts,  designs,  colors  and  sizes.  When  selling 
these  the  age  and  position  of  the  prospective  wearer  is 
important.  From  this  you  can  get  a  fair  idea  as  to 
color  and  last.  But  when  selecting  the  pattern  it  is 
w  ell  to  be  most  careful  in  considering  the  purpose  for 
which  the  shoe  will  be  worn.  If  bought  just  for  an 
easy,  light  and  pretty  house  shoe,  an  ornamented  fur 
bound  "■Juliet"  would  be  the  thing  but  we  would  sug- 
gest that  you  do  not  attempt  to  sell  one  of  this  style  to 
a  ladv  customer  desiring  to  have  her  pretty  ankles 
protected  from  the  cool  floor  draughts — they  aren't 
satisfactory.  Sell  her  what  she  wants  and  see  that  she 
doesn't  get  the  fancy  confection  you  would  like  to  sell. 

There  are  three  good  methods  of  increasing  your 
felt  shoe  and  slipper  sales,  all  of  which  should  be 
used.  The  first  and  least  expensive  to  yourself  is  by 
the  distribution  of  catalogues  that  the  manufacturer 
whose  line  you  handle  will  furnish  on  request  if 
sufficient  notice  is  given.  This  though  does  not  carry 
the  personal  appeal  that  is  so  necessary  to  have  the 
-trongest  influence.  Your  newspaper,  booklets  of  your 
own  and  attractive  window  display  are  the  "best  bets." 

In  all  advertising  the  "bull's  eye"  plan  is  the  only 
correct  method  to  adopt.  Advertise  your  store  and  its 
other  lines  by  dwelling  on  the  particular  features  of 
one  line  you  carry.  At  this  season  in  those  sections 
where  felt  shoes  are  worn,  felt  shoe  advertising  is  a 
trade  winner.  We  give  you  a  couple  of  suggestions 
along  this  line. 


Your  advertising  should  be  backed  up  by  the  win- 
dow displays.  Can  you  imagine  anything  more  invit- 
ing to  the  cold  footed  residents  of  your  town  than  a 
window  decorated  in  "warm"  colors  and  containing 
an  appealing  array  of  warm  felt  shoes?  Add  to  this 
scene  the  touch  given  by  such  suggestive  cards  as 
"No  More  Cold  Feet,"  "These  Will  Make  You  Happy 
in  this  Weather,"  "Real  Comfort  For  You,"  and  so  on. 


Shoes  for  Cold  Weather 

<]  Anticipating  just  such  a  cold  snap 
as  we  are  now  having,  we  ordered  a 
large  shipment  of  Felt  Shoes  to  be 
rushed  forward.    They  have  come. 

€J  We  claim  that  they  are  the  only 
protection  for  your  feet  in  this 
weather — you  will  KNOW  they 
are  after  once  wearing  them. 


CUT  OF  MEN'S 


CUT  OF  WOMEN'S 


This  is  a  mighty  warm  one  for 
you  sir.  You  feet  will  be  just 
as  warm  in  these  in  zero 
weather  as  they  are  in  spring. 
In  all  sizes  up  from    -  $2.75 


The  ladies'  felts  are  parti- 
cularly neat  and  attractive. 
We  can  surely  fit  you  with 
a  comfortable  warm  shoe. 
Up  from      -      -      -  $1.50 


tj  Do  not  overlook  our  window 
display.  A  glance  will  satisfy  you 
that  you  should  come  on  in. 

JAMES  HENDERSON 

"THE  SHOEMAN" 

WINONTO         -  ONATOBA 


and  you'll  have  many  a  stranger  drop  in  to  make  his 
first  purchase. 

While  on  the  subject  of  window  dressing  the  writer 
would  direct  your  particular  attention  to  the  competi- 
tion which  he  understands  is  now  being  run  for  your 
benefit.  Can  you  do  better  than  "ten  dollars  in  two 
hours?"  The  idea  of  dividing  the  competition  into 
the  three  provinces  should  be  particularly  appealing 
to  you.  It  gives  one  man  in  every  province  a  chance 
to  come  first,  one  chance  for  second  and -one  for  third. 
We  would  first  suggest  that  the  value  you  would  re- 
ceive from  the  energy  and  thought  you  would  put  into 
such  a  window  would  more  than  repay  you  in  the 
aid  it  would  be  to  you  in  the  future  even  if  there  were 
no  cash  consideration  whatever. 


Trade  News 


Happenings  That  Will  Interest  You — What  Is  Going  On  All  Over  Canada. 


Changes  Among  the  Trade. 

The  following  Ontario  firms  have  re- 
cently started  in  the  boot  and  shoe  busi- 
ness :  Thos.  Allport,  iooo  College  St.,  To- 
ronto;  Adams  &  Didham,  237  Carlton  St., 
Toronto;  Geo.  McDonald,  North  Bay; 
Bernstein  &  S?4"aso:hn,  56  Pitt  St.  E^, 
Windsor ;  Geo.  Hallet  &  Co.,  69  Sandwich 
St.  E..  Windsor ;  F.  &  F.  Henderson,  Win- 
chester, sold  to  H.   S.  Carkner. 

Quebec  firms  newly  starting  are :  J.  A. 
Decelles,  Farnham ;  Mrs.  A.  Villeneuve, 
Gatineau  Point ;  Jos.  E.  Paquet,  Grande 
Mere ;  S.  Dupere,  Hadlow  Cove ;  Gelinas 
Bros.,  Grande  Mere ;  Isaac  Karringberg, 
Granby;  J.  Mullin  Son  &  Co.,  Granby ; 
Jos.  St.  Amant,  Deschambault. 

Starting  business  in  Nova  Scotia  are : 
Alex.  Marshall,  Point  Tupper.  N.S. ;  W. 
B.  Widmer  &  Co.,  Etc!.,  New  Glasgow. 

In  Manitoba  are :  D.  &  A.  Rice,  Corner 
Ninth  and  Rosser  Ave.,  Brandon ;  The 
New  American  Shoe  Co.,  282  Portage 
Ave.,  Winnipeg ;  R.  L.  Spencer,  Somerset. 

In  Alberta  are :  F.  W.  Bryanton,  Bow- 
den  ;  Daniel  Schmidt,  Acme ;  J.  A.  Mc- 
Cracken,  Airdrie ;  Mendenhall  &  Hatfield:' 
H.  E.  Beattie,  Blackie :  also  Douglas  & 
Hardwick,  Moose  Jaw,  Sask. 

Firms  starting  in  British  Columbia  are : 
H.  B.  Hammond  Shoe  Co.,  621  Fort  St., 
Victoria;  Boyd  &  Muir,  Michel. 

Among  the  firms  going  out  of  business 
are :  A.  D.  Maclean,  Gladstone,  Ont. ;  Eoud 
&  Desnoyers,  Farnham,  Que. ;  N.  Matteau, 
Grande  Mere,  Que. ;  A.  Berdeleau,  Grande 
Mere;  Wm.  H.  McConnell,  477  Main  St., 
St.  John,  N.B. ;  E.  W.  Reid,  Oxford,  N.S. 

The  following' have  assigned:  Barakatt 
Bros.,  Three  Rivers,  Que. ;  A.  Godbout. 
Chicoutimi,  Que. ;  E.  Plante,  48  St.  Marie 
St.,  Montreal ;  Jas.  I.  Cousins,  Amherst- 
burg,  Ont. ;  O.  H.  Sa'ndbery,  315  Bank  St., 
Ottawa. 

Shoe  and  Leather  Men  of  Toronto 
Banquet. 

On  Thursday  evening,  Dec.  8th,  1910,  a 
happy  crowd  of  baseball  enthusiasts  bore 
down  upon  Albert  Hall,  Yonge  St.,  where 
mine  host,  Albert  Williams,  had  laid  the 
board  for  the  annual  dinner  of  the  To- 
ronto Shoe  &  Eeather  Manufacturers' 
Baseball  League. 

The  affair  was  a  fitting  close  to  a  most 
successful  season's  work,  and  if  the  inter- 
est displayed  by  the  seventy-five  men  pre- 
sent may  be  accepte'd  as  a  criterion,  next 
year  will  see  the  league  on  a  much  strong- 
er footing  than  ever. 

The  championship  for  iyio-11  was  won 
by  the  Beardmore  Club.  This  team  is  a 
good  one,  but  there  are  others  who  have 
determined  to  wrest  the  laurels  from  the 


Beardmore  boys  next  season,  and  there  is 
every  indication  of  the  games  being  well 
contested. 

After  the  gastronomic  abilities  of  the 
assembly  had  been  demonstrated  to  the 
satisfaction  of  all,  Mr.  Bagg  of  the  Anglo- 
Canadian  Eeather  Co..  Limited,  president 
of  the  league,  assumed  the  duties  of  toast- 
master  and  introduced  the  "feast  of  reason 
and  flow  o<f  soul"  with  a  few  remarks. 
He  thanked  his  hearers  for  the  honor  of 
the  presidency  and  expressed  his  intention 
of  doing  everything  in  his  power  to  fur- 
ther the  interests  of  the  league.  His  only 
regret  was  that  being  on  the  road  he 
would  not  be  able  to  devote  as  much  time 
to  this  work  as  he  could  wish. 

The  following  programme  was  then  ren- 
dered : — 

Piano'  solo — Mr.  E.  Rollins:  Song — 
Mr.  Collins:  Toast — King  and  Empire,  re- 
sponded to  by  Mr.  Plenty ;  Presentation  of 
cup  to  Beardmore  team ;  Address — Mr. 
Cromp ;  Toast — The  Ladies,  responded  to 
by  Mr.  Breyer ;  Song — Mr.  Hare  ;  Presen- 
tation of  prize  for  first  home  run  ;  Toast 
— The  Press,  responded  to  by  Mr.  Frank 
Galbraith,  of  Canadian  Shoe  and  Eeather 
Journal. 

During  the  coming  season  the  Journal 
will  publish  schedules,  accounts  of  games 
and  other  information  in  connection  with 
the  league. 


recently  a  proposition  was  received  from 
Patterson  Bros.,  a  large  shoe  manufactur- 
ing company  of  Drlnth,  Minn.,  to  erect  a 
$75,000  shoe  factory.  The  building  is  to 
be  100  feet  by  160  feet,  and  five  storeys  in 
height.  The  council  decided  to  offer  a 
fixed  assessment  of  $5,000  for  twenty 
years,  and  a  bylaw  to  that  effect  was 
drafted  to  be  voted  upon  by  the  ratepayers 
on  November  15. 

The  company  also  proposes  to  erect 
twent3'-four  houses  for  their  employes, 
and  these  will  be  assessed  under  the  ordin- 
ary rate.  During  the  first  year  the  corn- 
pan}'  will  have  150  employes,  and  in  the 
second  year  this  number  will  be  increased 
to  250.  It  is  understood  the  company  has 
sold  out  its  business  in  Duluth. 

A  Successful  Season. 

Mr.  D.  S.  Tew,  formerly  traveler  for 
the  W.  B.  Hamilton  Shoe  Co.,  Toronto, 
and  who  is  now  in  the  employ  of  the  Wm. 
A  Marsh  Co.,  Western,  Limited,  Winni- 
peg, as  their  representative  in  Northern 
Manitoba  and  Saskatchewan,  writes  us 
that  he.  has  just  finished  his  spring  placing 
trip. 

Business  conditions  are  good  in  the  lo- 
calities mentioned,  and  prospects  very 
bright.  There  was  a  good  crop  in  this 
district   during  the  past  season  and  Mr. 


Merchants'  Parade  Turnout— Old  Home  Week — The 
Cash  Shoe  Store,  Amherst,  N.S. 


The  turn-out  in  the  accompanying  illus- 
tration is  owned  by  Mr.  J.  T.  Chapman, 
manager  of  the  Cash  Shoe  Store,  Am- 
herst, N.S.  The  trimmings  were  of  yel- 
low and  purple  tissue  paper,  a  silk  Can- 
adian ensign  floated  from  a  flagstaff 
placed  in  the  whip  socket.  Accompanying 
the  driver  was  a  clerk  of  the  store,  who 
gave  away  neat  advertising  fans  long  the 
route  of  the  procession.  Fifteen  hundred 
were  distributed  in  this  way. 

Factory  for  Portage  La  Prairie. 


Tew  had  a  most  successful  trip  for  his 
firm. 

Situation  Wanted. 

By  Englishman,  age  .27,  single,  well- 
educated,  with  Canadian  shoe  or  slipper 
manufacturer.  Has  had  eleven  years'  ex- 
perience in  medium  class  trade,  as  finisher, 
sample  clerk,  assistant  supt.  in  lasting 
dept.,  costing  clerk,  stock  keeper.  Is  at 
present  supt.  in  packing  and  treeing  rooms 
d  warehouse.     Total  abstainer.  Excel- 


c  an 
At  a  special  meeting  of  the  city  council   lent    references.        Disengaged    Jan.  1st 
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AHHre-  M  Hevs  -  Hanson  Street.  Bury,  Leather  Workers  Dissatisfied.  met*  aid  and  outside  capital  New  corn- 
Address  M.  rie>:>.  nanson  oucc  .  .,  ^  panies  have  been  formed,  which  indicates 
Lanes.,  England.                                             The  feather  Workers'  Union  is  report-  a  jarge  accession  of  capital  to  the  culti- 

ed  to  be  also  considering    its    secession  vation.    It  is  safe  to  predict  that  the  next 
Travelers  Meet.  {rom  its  international  connections,  owing  {ew  years  will  show  a  much  larger  propor- 

Mr    T   Bevans  Giles  was  elected  Presi-  to   dissatisfaction   over   the   depriving   of  tion  of  the  exports  of  the    colony  from 
dent  of  the  Dominion  Commercial  Travel-  George   Shipman,   its   international   repre-  these  twQ  somces.—Dept.  Labor  and  Com- 
ers   \ssociation   at  the   annual   meeting,  sentative,  of  his  right  to  become  general  merce_ 
,     ,    c„.,lrH3v   Dec    I7th     The  vote  president.  Mr.  Shipman  was  a  vice-president 
"ITLfows  --  at  the  time  the  chief  executive  office  became  New  London  Warehouse. 

WaS  a"    °  p     '  I9g4  vacant  through  the  deposal  of  the  presi-      The  Canadjan  Consolidated  Rubber  Co., 

J.   Bevans  Giles    >       dgnt  through  alleged   mismanagement   of  h[mittij     of     Montreal,  are    opening  a 

Chas.  T.  Gurct    »       ^  movement  for  an  eight-hour  day  in  this  wareho,use   ;n   London,    Ont.   about  the 

For  the  vice-presidency,  Mr.  Ed.  Duck-  trade_    Mr   ghipman  accordingly  was  next  first  q{  the  year     Mr   j  A  Connors  will 
ett    was    elected,    receiving    2,091    votes.  -n  Hne  for  thg  office  without  an  election  be  local  manager 
against  1.864  for  Mr.  A.  J.  Brown.  by  the   constitution   of   the  organization, 

but  it  was  ruled  by  the  central  executive         Shoe  Trade  in  South  Africa. 
Travelers'  Mutual  Benefit.         ^  Jt  womd  not  be   opportune  to  elect  a     ^  ^        ^  ^  fm  the 

The  annual  meeting  of  the  Dominion  Canadian  to  the  P^™"  £  reteie";  last  four  years  show  that  Great  Britain  is 
Commercial    Travellers'    Mutual    Benefit  dum  had  to  be  submitted  to  author,  e  thi        .  reme  in  this  line.     The  boots 

Societv  took  place  in  the  parent  associa-  change    m    the    constitution,    and  it  was  ^  ^  ^  %ht  ^ 

tion    rooms,    Board    of    Trade    building,  carried  only  by  a  majority  of  one  hun-  ^  ^  ^  ^  .g  ^  from 

Montreal,    on    Saturday    afternoon,    Dec.  dred.    Mr.  Shipman  said  to  the  Globe  that  ^  ^  q{  ^  ^  box  ^ 

i-th     The  president.    Mr.    J.    Hamilton  this  plebiscite  would  have  been  defeated    ^  _  ^  ^  ,g  ^  pQpu_ 

Ferns  was  in  the  chair  and  presented  the  but  for  the  arguments  against  him  111    a  ^  ^  ^  pat£nt  leather 

25th  annual  report,  which  was  received  circular  sent  to  certain  quarters  too  late  ^  ^  ^  ^  ^ 
with  unanimous  approval.  for  him  to  reply  effectively.-Ex.  cheaper  make  of  British  boots  are  quoted 

The  old  board  of  trustees  was  re-elect-  { ab  ^ngiand  at  from  7s.  to  8s.  6d.  per 

ed  and  is  constituted  as  follows:  Messrs.       Montreal  Warehouse  Burned. 

pair,  and  the  better  class  from  8s.  6d.  to 
J.  Hamilton  Ferns,  president .  T  D   Mar-  estimated   at  $200,000  resulted  12s.  6d. 

ceau,  vice-president;  Charles  Gurd,  treasu-  »  ^  &  ^  ^  Recol_      R  ig  impossibie  to  say  if  Canada  can 

er;     Reg.    W.    Graham     secretary ;    and  ^   ^  ^  ^  ^  ^  downtown  compete  against  British  manufacturers.  If 

Messrs.  R.  C.  Wilkins,  F.  S.  Cote,  Chas.  '   ^  fWQ  firemen  were  in-  Canadian  manufacturers  can  turn  out  a 

Roberts,  J.  Bevans  Giles  and  W.  N.  Ahem,  ^  ^  collision  while  responding    to  boot  costing  f.o.b.  steamer  Montreal  and 

trustees.  h      j  The     outbreak  occurred     in  St.  John  from  $1.75  to  $3.05  of  an  equal 

the  building  occupied  by  the  Anglo-Cana-  value  to  the  British  makers,  they  have  an 
Shoe  Syndicate  in  Trouble.  ™  ^   Qq     ^  Recol]et  and  enormous  market  assured  them    in  this 

Postal  inspectors,  in  connection  with  the  ran  clear  through  to  Notre  Dame  Street  «^  £^J~  £  £ 
Government's  crusade  against  persons  sus-  When  the  brigade  arrived  on  the   scene  0 1  ±4/ ,  ^  duct  lagt 

pected  of  using  the  mails  improperly  have  the  flames  had  possession  of  the    building  "h  ^*^8         h  t0  Jrit  the  very 
arrested  Louis  L.  Rice,  president;  A.  C.  from  cellar  to  roof  and  buildmgs  on  eithe    year  »  ™P° ant 

Patterson,  first  vice-president;  Edgar  Poh-  side,  occupied  by  the  W  R.  Brock  Co,,  of  doses^  attention  ft  „ 

lig.    second   vice-president   and   treasurer    Toronto,    and    Orkin    &  Co      milliners     rs.    And  th s  is  sp        y  ^ 
and  Geo.  H.  Brooks,  third  vice-president   were  also  damaged  by  4«  and  water.  The  taken »to^c  and  ^  fe  ^ 

of  the  Chain  Shoe  Stores  Syndicate,  and  fire  was  under  control  at  ™Jn  ft  his  fo    U  cer. 

Robert   G    McMotris,   Philadelphia,    and      Policies  on  the  building  of  the  Anglo-  to  conti  &  ^ 

Harry    H.    Stanton.    Ocean    City,     N.J.,  Canadian     Leather  Co. ^  amounted      o  ^  ^  .g  placed  upQn  ^  com. 
officers  of  the  Pine  Heights  Company,  a  ^  as    ol  « modity;  which  is  hardly  in  accordance  with 
^dTnTto    Postal   Inspector   Cortel-  ^636^     Hartford,    $Io,9o8;      Guardian,  the  present  spirit  of  the  people, 
vou  the  Chain  Shoe  Stores  Syndicate  was  $7)272;  Royal,    $7,272;    Rimouski,  $1,818;  Are  You  Interested? 

UmtaKrtA  at  $2000,000.      It  had  widely  North  British    and  '  Mercantile,  $5,454; 

adv       e        at  It  was  establishing  retail  Stanstead  and  Sherbrooke,  $2,500.  (1849) -Well-known  firm  o    export  for 

ttore?  n  large  c  ties,  and  that  it  was  pur-  The  stock  of  the  company  was  insured  warding  agents  in  New  York  City  seeks 
hasng  shoe"  f  ctorles  at  bargain  prices,  for  $39,500  as  follows:  Caledonian,  $5,-  connections  with  Canadian  firms  inter^- 
Td  »L  that  the  company  was  able  to  do  Ooo ;  North  British  and  Mercantile,  $10,-  ed  in  foreign  markets.  (i8So)-Vancou 
lin  s  cheaply  by  eliminating  middlemen.  000;  Commercial  Union,  $5,000;  Liverpool  ver  manufacturers'  agent  who  is  building 
The  P,"n  Heights  Company  advertised  and  London  and  Globe,  $5,000;  Phoenix  up  trade  for  some  Canadian  nranufactur- 
and  used  the  malls  in  connection  with  the  and  hondon,  $7,000;  Mount  Royal,  $5,ooo ;  ers  in  Chili,  Peru,  and  other  South 
Lvine  'W  and  selling  of  lots  in  south-  Montmagny,  $2,500.  American     countries,     seeks  additional 

frn  New  Jersey,  which  the  Government  The  fixtures  were  insured  for  $1,000.  agencies.  (i8SS)-A  merchant  of  George- 
ern   iNew  jerscy,_  ^^.r.  town    British     Guiana,     is   desirous  of 

3  The    1«   hdd  Tor    further  Rubber  and  Balata.  handling  Canadian  lines  of  boots  and  shoes, 

hling  These  two  products    showed    a  slight  (i786) -Englishman  with  many  years  ex- 

fallin*  off   last   year     in  the     Barbados,  perience  desires  to  get  m  touch  with  Can- 
Will  Erect  New  Factory.  £  ^ket  price  for  rubber  was  adian  manufacturers     requiring  series 
A  budding  permit    was  taken  out    on  high.     This  shortage  of  output  may    be  of  -^^^^^  George. 
Dec.    I0tll    at    Montreal,    by  ,the    Canada  due  to  accidental  causes,  as  the  cultiva  &  ^  ^  ^ 
Rubber  Company  for  a  factory  on  Mon-  turn  of  rubber  and  bala  a  is  ^IZs  Z  class   Canadian  goods.     (x862)-A  Dem- 
h  Sire,  that  .ill  cost  a  quarter  of  a  ^ ^J^s  ZTCZ™-  erara  firm  would  like  to  open  up  corres- 
million. 
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pondence  with  Canadian  exporters  of  boots 
and  shoes.  (1866)— A  merchant  in  British 
Guiana  would  be  glad  to  correspond  with 
Canadian  manufacturers  of  boots  and  shoes. 
(1890)— A  firm  in  the  Midlands  of  Eng- 
land, manufacturing  push  buttons  (for 
purposes),  glove  clasps,  vest  buttons,  and 
other  buttons,  is  desirous  of  getting  into 
communication  with  Canadian  importers. 
(1895) — A  Midlands  firm  of  boot  and  shoe 
manufacturers  wishes  to  obtain  quota- 
tions for  Canadian  manufacturers  of  rough 
turned  maple  last  blocks.  (1938)— This 
Amsterdam  firm  is  anxious  to  get  into 
touch  with  Canadian  tanners  of  elk  skins. 
(1956) — An  Austrian  trading  bank  makes 
enquiry  for  the  names  of  Canadian  ex- 
porters of  hides,  sheep  skins,  and  goat 
skins,  for  which  they  have  a  market. 

The  names  of  the  firms  making  these  en- 
quiries can  be  obtained  upon  application 
to  the  Enquiries  Branch,  the  Department 
of  Trade  and  Commerce,  Ottawa,  or  the 
Secretary  of  the  Board  of  Trade  at  Hali- 
fax, Montreal,  St.  John,  Winnipeg,  Cal- 
gary or  Vancouver.  Readers  using  these 
Trade  Enquiries  should  not  fail  to  forward 
references,  particularly  of  they  are  bank- 
ers' references.  Quote  the  reference  num- 
ber when  requesting  addresses. 

Boots  and  Shoes  ini  Barbadoes. 

Th  quantity  of  boots  and  shoes  which 
came  into  the  Barbados  last  year  was  val- 
ued at  $110,204.  In  1908  and  1909  the 
amounts  were  respectively  $112,876  and 
$83,608.  In  1909  the  United  Kingdom  had 
to  its  credit  $73,106  and  the  United  States 
$38,047.  East  year  the  figures  for  these 
countries  were  $60,864  and  $20,061.  Can- 
ada appears  to  supply  but  a  small  portion 
of  these  articles,  due,  at  least  in  part,  to 
the  fact  that  samples  are  not  shown  by 
Canadian  firms. — Ex. 

Shoe  Leathers  in  South  Africa. 

Under  leather,  other  kinds  in  the  piece, 
in  included  the  greater  part  of  the  ma- 
terial imported  for  manufacturing  purpos- 
es. As  may  be  seen  by  the  figures,  the 
United  Kingdom  and  Australia  hold  prac- 
tically the  whole  of  the  trade,  owing  to 
the  excellent  quality  of  their  products  and 
the  lower  prices  quoted. 

The  United  Kingdom  sends  out  chiefly 
short  cut  sole  bends,  in  one  size,  2  feet 
6  inches  by  4  feet  6  inches,  weighing  10 
pounds,  12  pounds,  14  pounds,  16  pounds 
and  18  pounds  each.  The  present  price 
f.o.b.  England  is  about  is.  6d.,  is.  7d.  and 
is.  9d.  per  pound.  The  .tanning  process 
of  English  leather  is  doubtless  well  known 
to  the  Canadian  tanners,  so  that  comment 
on  this  would  be  superfluous. 

Australia  ships  to  the  market  a  wattle 
tanned  sole  leather  in  half  sides,  i.e.,  with 
the  belly  and  .shoulders  included.  These 
weigh  about  20  pounds  each,  and  are  quot- 
ed in  Australia  at  is.  per  pound,  f.o.b.  The 


United  States  product  is  said  to  be  excel- 
lent, but  the  price  is  against  it.  The  best 
importers  here  resolutely  demand  that  the 
leather  be  free  from  all  adulterating  mat- 
ter, such  as  chloride-barium,  or  other  sub- 
stances, incorporated  with  the  idea  of 
making  weight. 

The  demand  for  upper  leather  is  chief- 
ly in  willow,  box  and  velour  calfskins, 
and  glace  kid,  in  black  and  tan  colors,  also 
waxed  French  calfskins.  Each  skin  should 
be  measured  and  marked  at  hack  of  hide. 

Mexican  Trade. 

The  festivities  of  the  centennial  month, 
while  helping  business  in  some  ways,  and 
certainly  putting  much  money  into  circu- 
lation, were  a  set-back  in  others.  They 
produced  a  certain  distraction  of  mind, 
unfavorable  to  serious  pursuits  and  sus- 
tained effort. 

Since  then  disturbances  have  occurred 
in  different  parts  of  the  country,  disturb- 
ances traceable  to  an  ill-considered  polit- 
ical propaganda,  and  which,  though  they 
have  been  greatly  exaggerated  and  misre- 
presented, have  undoubtedly  tended  to 
check  for  the  moment  the  expansion  of 
business  enterprise. 

But  it  is  an  ill  wind,  etc.  The  disturb- 
ances have  had  the  effect  of  showing  the 
strength  of  the  government  and  the  solid 
support  which  it  commands  on  the  part 
of  the  vast  majority  of  the  country's  in- 
habitants, among  whom  the  handful  of 
malcontents  and  restless  spirits  who  have 
been  causing  trouble  count  for  little. 

With  the  exception  of  an  isolated  re- 
gion in  the  state  of  Chihuahua,  order  now 
prevails  throughout  the  republic  and 
though  some  time  may  be  required  to 
oacify  the  disaffected  Chihuahua  district, 
there  is  no  question  that  it  will  be  ac- 
complished at  no  very  distant  date. 

With  the  new  year,  then,  the  commercial 
community  will  leave  behind  it  the  various 
influences  which  have  of  late  trammeled 
business  and  the  country  may  look  for- 
ward to  an  era  of  renewed  prosperity  and 
useful  activity  along  all  lines. 

The  unrest  that  has  of  late  prevailed  in 
some  sections  of  the  population,  while  due, 
in  part,  to  specific  causes,  which  resolve 
themselves  into  a  subsersive  propabanda 
conducted  by  the  opposition  without  inter- 
ference the  government,  at  any  rate  for 
a  considerable  period  of  time,  and  unre- 
strained by  an  adequate  sense  of  respon- 


Mister  Retailer  what  size  do  you  use  ? 


sibility,  may  also  to  a  certain  extent  be  a 
reflex  of  the  general  malady  also  pervad- 
ing the  masses  in  many  countries  and 
which  cannot  be  satisfactorily  explained. 
One  thing,  however,  characterizes  such 
moods,  viz.,  that  they  are  apt  to  disap- 
pear as  suddenly  and  as  unaccountably  as 
they  appeared. 

It  is  to  be  hoped  that  the  most  sagacious 
observers  in  this  citv  are  just  now  very 
optimistic.  They  look  for  a  great  revival 
of  business  and  investment  in  1911,  and 
they  are  laying  their  plan  accordingly. 

There  has  never  been  really  any  serious 
lull  in  the  movement  of  business  in  this 
city  due  exclusively  to  the  recent  disturb- 
ances. Confidence  has  been  unimpaired, 
and  much  new  money  has  been  going  into 
various  classes  of  securities,  banking,  in- 
dustrial and  mining. 

The  administration  of  General  Diaz, 
while  not  infallible  nor  impeccable,  has 
been  honestly  inspired  by  a  desire  to 
promote  the  country's  welfare  and  unde- 
niably it  has  realized  a  wonderful  pro- 
gramme of  constructive  statesmanship. 

Some  errors  it  may  haye  committed,  but 
the  good  it  has  accomplished  vastly  out- 
weighs them ;  and  after  all,  no  human  in- 
stitution can  claim  perfection. 

That  the  benefits  which  the  country  has 
derived  from  the  Diaz  administration  are 
appreciated  is  proved  by  the  many  votes 
of  confidence  which  it  has  received  from 
all  parts  of  the  republic  within  the  last 
few  days. 

They  come  not  only  from  the  municipal 
councils  of  nearly  every  city,  town  and 
village,  but  also  from  groups  of  business 
men,  bankers,  hacendados,  manufacturers, 
men  of  recognized  independence  and  ab- 
solutely unconnected  with  politics. 

Thus  the  Diaz  administration  is  being 
endorsed  by  the  elements  that  count  for 
something,  by  all  the  factors  of  progress. 

And  we  are  sure  that  the  good  work 
which  the  administration  has  done,  and 
which  cannot  be  denied,  will  ultimately  si- 
lence criticism  even  in  the  quarters  in 
which  it  is  now  heard.  It  is  contrary  to 
reason  to  suppose  that  achievements  of 
such  utility  will  remain  without  the  uni- 
versality of  recognition  which  they  deserve. 

Agitators  and  demagogues  may  now 
succeed  in  deceiving  a  part  of  the  people 
all  the  time  and  all  the  people  part  of 
the  time,  but  they  will  never  succeed  in 
deceiving  all  the  people  all  the  time. 

What  is  more,  we  think  the  day  is  not 
far  distant — so  gross  have  been  the 
frauds  wherewith  these  designing  and  self- 
seeking  indiciduals  have  sought  to  impose 
01;  the  ignorant  and  simple-minded — when 
such  false  prophets  will  not  be  able  to  de- 
ceive any  of  the  people  any  of  the  time. 

The  people — and  we  mean  all  the  people 
— will  realize  that  the  Diaz  administration 
is  and  always  has  been  their  best  friend 
and  has  kept  their  welfare  constantly  in 
view. 


Toronto  Markets 


BOOTS  \XD  SHOES.-The  month  has      LEATHER.— The  conditions  reported  a      CUT    SOLES.-Prices    are  unchanged 
been   somewhat   featureless,     things  mov-  month  ago  are  quite    applicable     to-day.  with  sales  about  up  to  average.    The  fol- 
in»-  along  in  the  even  tenor  of  their  way  The  month  has  been  a  good  one  for    the  lowing  are  the  latest  quotations:— 
for  this  "season  of  the  year.'    The  manu-  leatherman.    With  perhaps  the  one  excep-  OUTSOLES. 
facturers  are     giving  attention     to  their  tion  of  upper  leather,  prices  have  remain- 
sprin--  orders,  and  expect  to  have  even-  ed  unchanged.    Upper  leather  has  weaken- 
thing    in  good  shape  in  ample    time.    The  ed  slightly.    There  has  been    a  fairly  good 
wholesalers  and   jobbers  are  cleaning  up  demand   for  all  grades.     Sole  leather  m  Wome 
and   attending   to    sorting   orders.     which  the  light  and  medium  grades  has  had  a  Wome 
have  been  quite  up  to  the  average.      The  good  sale.    This  applies  to  both  oak  and  Spanish- 
holiday  trade  panned  out  well  for  the  re-  hemlock  tannage.     The  heavy  weights  are  Men-S 
tailers    who  report  business  brisk.     Rub-  not  so  much  called  for,  but  even  m  these  Men's 
1  ers  have  been  more  in  demand,  owing  to  a   fair  turnover  is  reported.     The  popu-  Wome 
the   favorable   weather     conditions.     The  larity  of  patent  still  continues,  great  quan-  Wome 
sales  have  greatly  increased,  and  a  splen-  titles  of    this  finish  being  consumed  m  the 
did  holiday  turnover  is  reported.     Prices  manufacture    of  boots    and  shoes, 
remain  firm.  call    for    colored    leathers   also  coi 


Gauge 

Price 

7-12 

30  45 

7-12 

27  42 

5-8 

18  23 

5-8 

16  21 

7-12 

26  41 

7-12 

23  38 

5-8 

16  21 

5-8 

14  19 

The 


TAP  SOLES. 


usua]   at  this  season   of  the     year,  apart  been  buying  even  more  freely   so  pop 
the   temporary   boom   which   comes  have  colored  shoes  become     Fancy  1 
from  the  holiday  kill.     The  receipts   are  ers  in  all  shades  are  in  fairly  good 
not  heavy,  and  are  easily  taken  care    of.  quest  at  firm  prices.     The  following 
The  quality  of  the  birds  is  not  of  the  best,  the  latest  quotations:— 
owing  to  the  long  hair  and  grubby  condi- 
tion.   Prices  have  weakened  since  last  re- 
port, but  i:  is  not  expected  that  lower  fig- 
ures will  \k  reached.    The  tanners  are  al- 
ways canny  about  their  buying,  and  never 
forget  to  hang  out  the  bluff  that  cheaper 
hides  are   coming.     Sales   are     not  verj 
heavy,  and  the  tanners  seem  to  be  getting 
the  better  of  the  transactions  which  are 
taking  place.    There  is  no  accumulation  of 
hides   worth  .  mentioning,   the   dealers  be- 
ing quite  content  to  retain  their    present   No.  1  slaughter  sole,  medium...  3° 

holdings  for  better  figures.    The  following   No.  1  slaughter  sole,  light   30 

are  the  latest  quotations:— 


LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  jobbing)  27 
No.  2  Spanish  sole  (for  jobbing)  26 
No.  1  Spanish  sole  (for  mfg.) . . 


No.  1  oak  sole 
No.  2  oak  sole  . 


Men's  XXX  . . . 

HEIGHT 

6 

PRIC 
$4.IO—  $2.75 

f  EIGHT 

4 

Men's  XX  .... 

6 

370—  2.10 

4 

Men's  X   

6 

2.25—  1-85 

4lA 

Women's  XXX. 

■  ■  5 

2.40   1.95 

4 

Women's  XX  . . 

■  ■  5 

2.05—  1.45 

3/2 

Women's  X . .  . . 

•  •  4 

1.20 —  1. 10 

4 

Boys'  XXX 

•  •  SlA 

2.O0—  2-35 

4lA 

Boys'  XX  

.,  5/2 

2.65—  2.20 

4lA 

Boys'  X   

•  •  5/2 

I.60—  1.35 

4/2 

29 
28 


TOP  LIFTS. 


26 

27 

Men's  XXX   

5/2 

$i-35— 

75 

4V2 

25 

26 

Men's  XX   

SA 

1.15— 

70 

4/2 

23 

24 

Men's  X   

5 

65- 

50 

S 

32 

33 

Women's  XXX  .. 

5 

55— 

50 

4A 

29 

3i 

Women's  XX  .... 

5 

45— 

40 

4V2 

45 

50 

Boys'  XXX   

5 

70— 

60 

4XA 

30 

3i 

Boys'  XX   

5 

60— 

50 

4V2 

No.  1  inspected  steers  . . . 
No.  2  inspected  steers  •  ■ 
N'o.  1  inspected  cows  .  . 
Xo.  2  inspected  cows  . .  . 
No.  3  inspected  cows  and 
Country  hides  (green  )  . . 
Country  hides  (cured) 

Calfskins,  city   

Sheepskins   


mils 


9^2 

8/2 

8/2 

7Y2 

7/2  8 

s  sy. 
II  13 

65  75 
11  13 


Harness  leather- 
No.  1  U.  O.  . 
Rejected  U.  O. 
No.  2  U.  O. 


38 
37 
36 


Hemlock  Country  Harness- 
No.   1    33 

No.  2   32 

Upper,  heavy    48 

Upper,  light  and  medium  5° 

Upper,  grained    10 

Kip  skins,  French   T  I5 

Veal  kips,  Canadian    75 


Calfskins,  country   

Horsehides,  No.  1   2.503.00 

Horsehides,  Xo.  2   1  -  75 

TALLOW.— The  market  is  quiet.  Prices  Hemlock  calf   75 

remain  unchanged.    The  following  are  the  imitation  French    80 

latest  quotations:—  French  calf   J-3° 

No.   ,  Cake    SA&A  Splits,  light  and  medium    24 

Xo.  2  cake    4lA        Splits,  heavy   ■   23 

Xo.   1   solid    5A  534  Splits,  junior    10 

Xo.  2  solid  4  Enamel  cow,  per  foot   20 

WOOL.-There  is  nothing  special  to  t&-  Pebble  grain   

port      The   market   continues    firm,    with  Buff    J 

prices  unchanged.    The  following  are  the  Colored  buff  • 20 

latest  quotations:-  Russets,  extra  heavy  per  doz.  ..$  2 

,    ,    ,  -,,->>    Shoe  russets,  per  lb  5° 

Washed  fleece    21  22 

Unwashed  fleece    '3  T4 

,r,  Glove  russets,  per 

Rejects    10 


3i 

3I  SHAPED  HEELS. 

Size  Price 

Men's   5-8—10-8      8— 15c.  pr. 

3°  Women's   5-8—13-8       7— 11c.  pr. 

38 

37  BOX  TOES. 

Men's  3TA   Sc.  pr. 

34  Women's  2%   3T4c  pr. 

33      COUNTERS— Either  flat,  clammed  or 
5°  moulded. 

20  Men's  7  A   8c.  pr. 

1.28  Women's  5M  6%c-  Pr- 

80 

g°  ket  continues  with  unchanged  prices,  with 
j  g2  about  usual  sales  reported.     The  f ollow- 
25  ing  are  the  latest  quotations: — 

24  Degras   *A  3'A 

20  Sumac   $60.00  $70.00 

22 

17 
19 
22 

$14 
55 


TANNERS'  MATERIALS.— The  mar- 


Russets,  No.  2,  all  grades,  lb.  . .  35 


7 

7A 

Cod  Oil,  pure  Nfld.  tanked. 

47 

50 

Cod  Oil,  Gaspe   

40 

42 

...  3^ 

4 

3^2 

Quebracho  extract  

...  3'A 

4lA 

...  4JA 

5 

Montreal  Markets 


BOOTS  AND  SHOES.— Activity  is 
the  order  of  the  day  among  the  majority 
of  the  manufacturers.  Spring  orders 
are  now  coming  in  rapidly,  and  these  are 
occupying  the  attention  of  the  manufac- 
turers to  the  exclusion  of  all  else.  In 
some  quarters  the  opinion  is  expressed 
that  the  jobbers  are  holding  back  their 
spring  orders,  but  this  opinion  does  not 
obtain  credence  among  the  jobbers  them- 
selves, who  state  that  they  are  busy  filling 
retail  orders,  and  that  they  expect  a  very 
busy  spring  season. 

As  for  the  styles,  there  is  a  general 
consensus  of  opinion  that  patent  and  col- 
ored shoes  are  going  to  be  very  much  in 
vogue  during  the  coming  spring.  Many 
manufacturers  report  heavy  orders  in 
these  lines.  Styles  do  not  appear  to  have 
changed  materially.  The  only  innovation, 
if  it  can  be  called  such,  is  the  prevalence 
of  the  very  high  toe-cap,  this  style  figuring 
quite  heavily  on  the  order  list  with  some 
manufacturers.  Others  are  only  making 
ud  medium  styles,  following  the  prece- 
dent of  the  past  fall  season. 

The  retailers  are  now  preparing  for  the 
usual  slack  season  after  the  holidays.  The 
.universal  report  is  that  December  was  one 
of  the  best  months  on  record,  Christmas 
and  New  Year's  weeks  exceeding  all  ex- 
pectations. The  public  seem  to  have  gone 
in  for  useful  gifts  this  holiday  season 
more  than  formerly,  and  the  shoe  retailer 
benefited  accordingly.  Findings  have  been 
especially  well  patronized,  and  as  the 
profit  on  these  is  much  greater  than  on 
other  stock,  the  retailers  are  correspond- 
ingly pleased.  The  only  drawback  has 
been  the  comparatively  slow  sale  of  rub- 
bers and  overshoes,  due  to  the  mild, 
clear  weather. 

HIDES.— Th  ere  is  not  a  great  deal  of 
change  to  note  during  the  month  of  De- 
cember. Prices  have  changed  very  little, 
only  a  slight  advance  being  apparent  in 
butchers'  buying,  and  a  decrease,  in  calf- 
skins. In  lambskins,  city  butchers'  kill  are 
quoted  at  80,  an  increase  over  last  month's 
figures.  The  general  market  is  steady, 
and  very  little  change  is  expected  in  the 
near  future. 

BUTCHERS'  BUYING. 


City  prices — 

No.  1  quoted    10  ioyi 

sNo.  2  quoted    9  gy2 

No.  3  quoted    8  Sy2 

CALFSKIN'  QUOTATION'S. 
City  prices — 

No.  1  quoted    12 

No.  2  quoted    10 

Lambskins,  city  butchers'  kill    8o 


TALLOW. — The  market  for  some  time 
past  has  been  very  firm  and  the  supply 
limited.      Higher   prices     have   been  the 


rule,  as  much  as  8y  being  recently  regis- 
tered for  the  best  quality  of  tallow.  At 
present  the  market  is  somewhat  easier, 
and  offerings  are  more  plentiful. 


Extra    7%  8 

Ordinary    734 

Fair  to  good   7^  754. 

WOOL. — The  wool  market  is  quiet,  the 
season  being  really  finished.  The  follow- 
ing are  the  latest  quotations: — 

Canadian  pulled  wool    26  27 

Greasy  Cape    18  21 

Canadian  pulled  wool    27  29 

Washed  fleece    25  26 

Unwashed  fleece    15  up 

Greasy  Cape    20  23 

Prime  B  A    40  45 

Medium    30  35 

Northwest  wool    17  i8}4 


LEATHER.— Matters  have  remained 
pretty  much  in  status  quo  during  Decem- 
ber, and  owing  to  the  usual  slackening  of 
the  demand  just  after  the  holiday  season, 
little  change  is  expected  until  the  middle 
or  latter  part  of  January.  Prices  have 
been  firm  as  a  rule.  Patent  and  colored 
leathers  have  been  in  considerable  de- 
mand, especially  in  the  better  qualities. 
There  is  little  change  over  last  month  in 
the  demand  for  sole  leathers  and  splits  are 
also  fairly  quiet  with  prices  tending  down- 
ward at  present.  One  large  leather  mer- 
chant expressed  the  opinion  that  glazed 
kid  was  likely  to  be  in  more  demand  this 
season  than  had  been  the  case  for  some 
time.    The  following  are  the  present  quo- 


tations : — 

LEATHER. 

Spanish  sole,  custom,  No.  1  . .  27 

Spanish  sole,  No.  2  22I/2  2$y2 

Spanish  B.  A.  hides,  No.  1  . .  24  25 

Spanish  B.  A.  hides,  No.  2  . .  23  24 

Spanish  B.  A.  hides,  No.  3  . .  22  24 

Slaughter,  hemlock,  No.   1    . .  25  26 

Slaughter,  hemlock,  No.  2   . .  24  25 
Slaughter,  hemlock,  No.  3    . .  23J4 

Slaughter,  oak,  No.  iL  26  27  J4 

Slaughter,  oak,  No.  2M  . .    . .  24  25}^ 

Harness  32  34 

Wax  upper,  heavy  35  38 


Wax  upper,  light  and  medium  38  42 

Oil  (Western)  grained,  per  foot  14  15 

Oil  (Quebec)  grained,  per  foot  12  14 
Chrome  glazed  kid — 


Tanpico  in  color  18  22 

Patnas,  black   8  32 

North  African  12  18 

Chinese  12  36 

Box  chrome  calf — 

A.  H.  French  23 

A.  Hm  22 

A.  M  21 

B.  H  22 


B.  Hm   20 

B.  M.   18 

Veal,  other  European   17  20 

Veal  X   15  18 

Grassers   15  17 

Grassers  X   14  16 

Reject   12  14 

Box  chrome  kips — 

A.  H.,  Swiss  hide   18 

A.  Hm.  Canadian   16 

A.  M   is 

B.  H   15 

B.  Hm   14 

C  X   13 

Reject   13  down 

Dull  chrome  calf— 

A   20^  21 

B   18H  19 

SHEEP  SKINS. 

Black  glaze  chrome — 

Canadian  for  upper  A   9  1034 

Canadian  for  upper  B   8y2  10 

Comb'n  glaze  for  upper  A  . .  9  gl/2 

Comb'n  glaze  for  upper  B  . .  8}4  gy2 

Calfine,  A.  H.,  Can.  native  . .  . .  9% 

Calfine,  A.  M.,  Can.  native  . .  . .  g*/2 

Calfine,  A.  L.,  Can.  native  ....  9 

Calfine,  B.  H.,  Can.  na  Live  ....  9 

Calfine,  B.  M.,  Can.  native  ....  8^4 

Slats,  A.  H   gy2 

Slats,  A.  M   514 

Slats,  A.  L   5 

Slats,  B.  H   &y2 

Slats,  B.  M   8 

Pickle  skins  for  lining — 

A  common  pickle   8 

B  •  •  ■  •  *   7/2 

C       •   7 

Cape  A   9 

Cape  B   8*4 

Cape  C   71/2 

Job   5lA  53A 

H  Facing   8y4 

L  Facing   8y2 

Splits,  senior,  per  lb.   21  22 

Splits,  junior,  per  lb   18  19 

Splits,  senior,  per  foot   7% 

Splits  H.  and  Hm.  per  foot  . .  7^2 

Splits,  M.  per  foot   6y2 

Splits,  Lm,  per  foot   6 

Splits,  junior,  per  foot   4% 

Splits,  trimmed,  H.  M.,  per  lb  .  .  23 

Splits,  trimmed,  M.,  per  lb   22 

Pebble  A.  L   10 

Pebble  A.  L.  M   wy2 

Pebble  A.  M   11  \\y2 

Pebble  A.  Hm    iij4  12 

Buff  A.  M   11 

Buff  A.  Hm   \\y2 

Buff  A.  H   12 

Table  run  pebble   9J4 

Job  pebble   * 


Quebec  Markets 


BOOTS    WD  SHOES— The  boot  and  satisfactory.      Prices    are    firm    and  un 
.hoe  trade  has  experienced  a  fairly  active  changed  as  follows :- 
month    owing   to   the    increased    demand  Canadian  pulled  wool    22 

—  *    «*»  ~  Th: r:  ItldXc;  ::::::::::::  % 

ictive  business  and  the 


tailers  report  very  active  uussmcaa  *uu  —  Greasy  cape    1 

continued  fine  weather  is  having  the  effect  Medium    23 

of  keeping  every  one  in  good  spirits  with 

the   resulting   favorable   impulse   to   busi-      FISH  OILS-Thc  demand  for  fish 


ami  a  busy  season  is  anticipated, 
latest  quotations  are  as  follows: — 

LEATHER. 
Harness  leather- 
No.  1  U.  0   42 

Rejected   40 

No.  2    38 

Kangaroo    JS 

oils  Splits,  senior,  per  lb   26 

Splits,  junior,  per  lb   27 

2 


The 


39 
16 


ness       The    jobbers    report    an    average  has  so  far  been  good,  but  on  account  of  g^.^  senior)  per  foot 
trade,  but  not  as  brisk  as  they  could  wish,  the    scarcity    of     supply     this     activity  SpHtS;  H  and  Mm,  per  foot. .  8 
although    they  anticipate 


much     more  is  now  decreasing.     Dealers  have  in  stock   Splits,  M,  per  foot 

activity  for  the  next  month.    Factories  are  only   sufficient  quantities 

fairly  "busy  on   orders  which  have  come  important  consumers.  Prices,  however,  r 

in  in  good  Quantity  and  give  promise  of  a  main  unchanged  :— 

good  season  ahead.      The  greater  part  of  Cod  oil,  Gaspe,  gal. 

ifacturers  that  your   correspond-  Sea-hog  oil 


28 
35 


30 
38 

the  manufacturers  that  your—-  ™  ~  -  --^    ^  ^ 

ent  has  met  seem  well  sattsfied  with  the  Seaw        ^  ^  ^     ^  ^  ^ 

present    activity.      The    rubber    trade  is 
much  the  same  as  usual  at  this  time 

the  year,  but  a  good  season  is  predicted,    whale  oil,  No.  2,  ordinary  . .  ..1.72  178 


~  Whale  oil,  No.  2,  refined. ...  1 .80  1.82 
of  Whale  Oil,  No.  I,  ordinary  .  .1.74  i-8o 


6 

for'  their   most   Splits,  Lm,  per  foot    S$£ 

e.   Splits,  junior,  per  foot    4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  H  M,  per  lb.. .  32 

Splits,  trimmed,  M,  per  lb   32 

Pebble,  A  L   13 

Pebble,  A  L  M    13TA 

Pebble,  AM   14 

Pebble,  A  H  M    UlA 

Buff,  A  M    14 

Buff,  AH   15 

Moccasin  leather,  red,  per  stamp 

weight,  Lb   1° 

Oil  grain  (Quebec)  per  foot. .  17 


18 
43 
44 


,  ,  Cod  oil,  pure  Newfoundland. .    38  40 

HIDES — The  hide  market  has  develop-  ^  saU    5o  60 

ed  some  strength  during  the  last  week  of 

the  month  and  now  dealers  look  for  an  TALLOW — The    market    has    remained  Wax  upper>  heavy    4o 

advance  in  city  and  country  hides,  as  pre-  good    The   offerings   are   easily   disposed  Wax  upper,  light  and  medium  38 

sent  prices  are  not  in  accordance  with  the  °f  ^  c11rrent  fibres.     Transactions     are  Horsehides   3-25 

general  tone  of  the  trade.    At  the  begin-  ^  heavy.    The  extra  tallow  is  yet  quoted  ^ « ^  gr am  .................    ^  ^ 

ning  of  the  month  a  decrease  of  half  a  at  6^c  per  pound.  Patent  cow    2lj4  23J4 

cent  has  been  registered  in  these.    The  re-  SHQE  FINDINGS— Conditions   of  the  Patent  cow  chrome    21  23 

ceipts  of  hides    are  not  very  large    and  ^           ^   ^   ^   ^   than  Heavy  upper    19  - 

there   afe  no   accumulations  -King  place  ^  ^  ^  ^  ^  ^     The  mar_  Graine    ^ 

worthy  the  name.    Tanners  seem  to  buy 


freely  than  they  were,  but  some  of  ~~  ^  ^  on  account  0f  patent  kid 


ket  is  steady  and  as  a  general  thing  prices  Dongoia  kid    H 


Grained  upper    W1/*  20}4 

21 
21 


them  have  yet  m  hand  all  they  require.  ^  ^  .g  pretty  good 

We  remark  that  lambskins  ^d  calfskins  ^ 
are   in   fairly   good   demand.     The  latest 
quotations  are : — 

Sheepskins   

Sheep  clip  sUns. 

pounds 

Prices  insole  leather   7 

Leather  board,  per  lb   2 


Lambskins   

City  and  country  hides  quotations 
to  butchers : 

No.  1  quoted   

No.  2  quoted   

No.  3  quoted   

CALFSKINS. 


Leather,  friction  and  fibre  board  3lA 

Union  leather    8 

Stiffners,  union   1 

35      Stiffners,  leather  board,  per  100 
So   a.   75 


36 

The  White  alum    " 

Sumac    9Y» 

Col.   sheep    10 


75 


6 
9 
3 

1.15 
8 


10/2 
9J/2 


LEATHER— The  past  month  has  been 


8/2  a  fairly  good  one  for  the  leather  business.  ^ 


46 
15 
II 

12 

Napa  sheep      9#  « 

India  kid    "  13 

Patent  colt    3<5  46 

Harness    4°  42 

French  kip  skins  94    1  °5 

Fnglish  kip  skins  55  65 

Canadian  kip  skins  .    61  65 

Hemlock  calf    7<>  85 

Light  calf    70  80 

1. 10  1.65 


13 
12 


ed.    As  creasing  demand  for  leather  in  varieties, 


City  and  country  prices 

No.  1  quoted   

No.  2  quoted   

Wool-The  market  is  fairly  active  and,  for  complaint, 
in  general,  the  situation  is  unchang 

for  the  last  month,  factories  have  been  new  avenues  : 
working  hard,  they  at  present  have  small  Fancy  leather 

d,  but  only   sufficient  sale,  but  the  market  is  not  as 

to  meet  the  demand 
lidtnt  that 


The  volume  of  trade  has  been  well  up  to  TANNERS3    MATERIALS — The  mar- 

the    average  and    prices    have  continued  ^    continues     steady    with  unchanged 

firm.    Manufacturers  have  not   placed   as  prices>    The  usual  volume  of  business  is 

large   orders   as  had  been  anticipated   in  reported.    There  is  ample  supply  for  all 

certain  lines,  but  there  is  very  little  room  demand.    We  at  present  pay:- 

There  is  a  constantly  in-  Degras 


Sumac 


are   meeting  w 

;  present  nave  »«».»"    -- 

nnlies  left   in  hand 

Dealers  are  con-  dealers  would  like  to  see  it.    me  gene,., 
the  trade  will   soon  be  very  tone  of  the  leather  trade  is  satisfactory  Scuth,  . 


ith  a   fair  Hemlock  bark,  per  cord  8.00 


7 

$69.00 

654 

..  aVa 

5 

8.00 

7-50 

4*4 

..  6 

77A 

American  Markets 


HIDES 

PACKER  HIDES.— The  Chicago  mar- 
ket has  been  rather  irregular,  and  the  vol- 
ume of  business  has  fallen  off  slightly. 
Concessions  were  granted  to  tanners  will- 
ing to  bid  ahead  for  December  and  Janu- 
ary, with  the  effect  that  lower  bids  were 
made  for  hides  in  salt.  Most  of  the  pack- 
ers are  said  to  be  well  sold  up.  Native 
steers  of  November  kill  brought  13J/2C., 
with  I3%c.  asked  for  December  hides. 
Spready  steers  are  pretty  well  sold  up,  and 
dealers  are  not  anxious  to  push  sales  at 
present  bids.  Butt-branded  steers  for  ex- 
port brought  i2%c.  for  October,  Novem- 
ber and  December  hides.  A  sale  is  re- 
ported at  iij^c,  including  April  and  May 
salting.  Packers  are  asking  iiV&c.  to  12c. 
for  a  November-December  salting  mix- 
ture. Texas  steers  are  quiet.  Sales  have 
been  made  all  the  way  from  io54c  to 
I2l/ic,  according  to  quality  and  weight. 
Colorado  steers  of  November-December 
salting  brought  nj4c.  Heavy  native  cows 
over  55  pounds  brought  I2j^c.  for  Octo- 
ber-November salting  for  export.  Heavy 
native  cows  of  December  salting  are  nom- 
inally quotable  at  ii^c.  to  12c,  but  tan- 
ners are  buying  sparingly.  Eight  native 
cows,  under  55  pounds,  range  from  io^c. 
to  ii^c,  according  to  salting.  Branded 
cows  are  quoted  at  from  io>4c.  to  11c,  with 
sales  reported  at  the  latter  figure  for 
southern  points.  Native  bulls  are  very 
quiet.  Branded  bulls  are  not  in  demand. 
The  following  are  the  latest  quotations : — 

PACKER  HIDES. 
Native  steers — ■ 

Spread    1^/2  17^/2 

Heavy    13^ 

Light   :  i2}4 

Texas  steers — 

Heavy  13 

Eight   '.  12 

Extreme    11 

Butt-branded  steers    12% 

Colorado  steers    11M 

Native  cows — 

Eight    io-)4  11 

Heavy    12 

Branded   cows    10^/2  11 

Branded   bulls   9^  11 

Native  bulls    10^  11 

COUNTRY  HIDES  — Owing  to  the 
bearish  attitude  of  the  tanners  the  market 
has  weakened.  The  tanners  claim  they 
are  forced  into  the  position  they  take  be- 
cause of  the  attitude  of  their  customers, 
who  demand  cheaper  stock.  In  the  ab- 
sence of  large  buyers  it  is  rather  difficult 
to  maintain  prices  on  present  level.  No. 
1  steers,  free  of  brands  and  grubs,  60  lbs. 
and  up  sold  at  ioY^c  prompt  delivery.  11c 
is  bid  for  all  No.  i's.  No.  1  cows,  free  of 
brands  and  grubs,  60  lbs.  and  up,  run  from 
ic  to  ioJ4c.    Branded  steers  and  cows 


are  offered  at  8^c  flat  out  of  pack  and 
8%c  in  bundle.  Packer  take-off  bring 
9V2C.  No.  1  buffs,  free  of  brands  and 
grubs,  45  to  60  lbs.,  have  been  active, 
prices  ranging  from  8%c  to  10c.  Prices 
soon  recovered  from  the  lower  figure  and 
dealers  are  firm  at  9}ic;  No.  2's  sold  at 
9c.  No.  1  extremes,  free  of  brands  and 
grubs,  25  to  45  lbs.,  were  also  in  better 
demand,  sales  being  made  at  from  ioj^c 
to  itc.  A  special  patent  leather  selection 
brought  a  half  cent  advance  on  this  quo- 
tation. No.  1  bulls  are  held  at  9c  to  9x/ic. 
No.  1  kips  sold  at  12c  for  country  take-off. 
Skins  are  not  of  the  best  quality  and  tan- 
ners are  not  inclined  to  buy  unless  special 
inducements  are  offered.  Packers  are 
asking  13c,  but  the  highest  bids  are  only 
I2^c.  No.  1  calfskins  8  to  15  lbs.,  are 
held  at  i6^c  for  strictly  first  salt  of  city 
take-off,  but  tanners  will  only  bid  16c. 
Eight  calf-skins  and  deacons  are  quiet  and 
are  quoted  at  $1.05  to  $1.07%  and  85c  to 
&7/4c.  No.  1  horsehides  are  quoted  at 
from  $3.75  to  $3.90  with  no  trouble  to  dis- 
pose of  stock.  The  following  are  the 
latest  quotations  : — ■ 

No.   1   cows    9J4  ioJ4 

No.   1  buffs    954  10 

No.  1  extremes    io?4  n 

Heavy  steers    io^4  n 

No.  2  heavy  steers    934  10 

Calfskins    16% 

Kips  ....    1 134.  12% 

Deacons   85  87% 

Slunks    (packer)    85 

Slunks    (country)    50 

Horsehides    $3.75  $3.90 

LEATHER 

OAK  SOLE— There  seems  to  be  a  de- 
mand for  the  cheaper  grades  which  are 
quoted  at  all  kinds  of  prices.  Choice 
backs  have  been  sold  at  41c,  and  there  is 
only  a  fair  working  stock  in  warehouses. 
The  markets  of  all  the  large  centres  are 
much  the  same.  The  following  are  the 
latest  quotations : — 

Scoured  backs —        No.  1    No.  2.    No.  3. 
Light    39.40      37  35 

Heavy    38  37.  35. 

Medium    38  37  35 

And  other  grades  in  proportion. 

Scoured  bends — 

8  to  10  lbs   44  43  41 

10  to  12  lbs   44  43  41 

12  to  14  lbs   44  43  41 

Texas  sides —  No.  1. 

XX  free  of  brands    35 

X  h'v  free  of  brands    34 

A  h'v  one  brand    33 

B  h'v  two  brands    32 

C  h'v  more  than  two  brands  31 

Texas  bends — 

XX    51 


X    46  47 

A    44  46 

B    44 

C    41  43 

California  sides — 

Light- 
No.  1    28 

No.  2    26 

Medium- 
No.  1    28 

No.  2    26 

Heavy — 

No.  1    30 

No.  2    28 

California  backs — 

Light- 
No.  1    32 

No.  2    30 

Medium- 
No.  1    33 

No.  2    31 

Heavy — 

No.  1    35 

No.  2    34 

ROUGH  LEATHER  — The  demand  is 
slightly  better  from  welting  and  shiny 
leather  men  for  No.  2  hemlock;  there  is 
only  a  limited  call  for  No.  1  hemlock. 
Rough  splits  are  very  slow.  No  change  is 
anticipated  until  after  the  first  of  the  year. 
The  following  are  the  latest  quotations : — 
Hemlock. 

Card      34 

No.  i   30 

Steers,  No.  1    30  31 

Steers,  No.  2   27  28 

P  D'g'd   24 

Bulls    24 

Oak. 

No.  1.  No.  2.  No.  3. 

Country,  light    31       28  25 

Country,  .medium    31       28  25 

Country,  heavy    31       28  25 

Packer,  hy    35  34 

SPLITS — For  the  good  weight  finisnes 
there  is  a  continued  demand  but  the  light 
weights  are  very  slow.  Good  sales  of 
flexibles  are  reported.  The  following  are 
the  latest  quotations  : — 

No.  1     No.  2 

Bootbacks   26 — 35    24 — 30 

Crimpers    24—33  23—25 

Shoe    26  24 

Junior's   better   26 

ELesh    25 — 27    26 — 31 

Flex    10-14 

There  is  also  a  good  demand  for  all 
kinds  of  patent  and  colored  leathers  for 
shoe  manufacturing  purposs.  The  fane} 
leather  market  is  strong  and  at  good 
prices.  Offal  of  all  kinds  is  much  in  de- 
mand and  readily  picked  up. 


What  I  Would  Do  if  an  Advertiser 


You  see  I'm  getting  the  big  head  by  having  my 
.tuff  appear  in  print,  and  I  suppose  some  one  will  say 
that  the  next  thing  I'll  be  telling  people  what  I'd  do 
if  I  was  Mayor  or  Premier.  Well,  I'm  having  my  say 
and  as  long  as  the  editor  of  the  paper  lets  me  I  am 
going  to  keep  putting  my  nose  in. 

What  made  me  think  of  advertising  this  time  is 
that  I've  been  kept  running  to  the  newspapers  lately 
with  Christmas  advertising  and  the  size  and  style  of 
some  of  the  ads.  have  set  me  figuring.  The  Boss 
believes  in  advertising  and  from  what  I  hear  the 
fellows  in  the  store  say,  he  does  it  pretty  near  right 
and  gets  results,  which  of  course  is  the  great  test. 
I  see  ne  takes  a  decent  sized  space  in  two  of  the  town 
papers  and  has  an  occasional  spread  in  one  or  two  of 
the  village  sheets  outside. 

1  notice  he  don't  leave  his  ads.  to  write  up  in  odd 
minutes,   but   generally   brings   them   down   in  the 
morning  all  written  out  in  ink  and  arranged  in  the 
way  he  wants  them  to  look  in  the  paper.    He  s  very 
pernickety  about  type  and  wants  them  set  always 
in  the  same  style  and  I  heard  him  giving  fits  to  the 
Sun  people  the  other  day  for  getting  in  wrong  on 
one     He  said  they  should  have  sent  him  a  proof, 
which  they  didn't,  and  at  first  he  refused  to  pay  for 
the  ad    altogether.      I  heard  on  the  q-t  that  some 
new  jay  from  the  city,  who  thinks  he  knows  all 
about  advertising,  set  the  ad.  and  didn't  think  it  was 
necessary  to  send  over  a  proof.    I  think  the  Boss 
right  in  having  his  own  style  and  I've  heard  lots  of 
people  say  they  knew  our  ads.  in  the  paper  as  soon 
as  they  'saw  them.      The  Boss  likes  a  plain  letter, 
easv  to  read,  lots  of  room  and  as  many  cuts  as  he 
can  get  in  without  crowding.    I  cut  out  all  our  store 
ads   for  him  and  keep  them  pasted  in  a  scrap  book 

-         -       •      j_:   Itp  writes 


one— rather  a  back  number  in  some  ways,  although 
he's  a  pretty  good  salesman,  as  I  think  I've  already 
told  you.    He  says  if  the  Boss  was  to  put  some  of 
the  money  he  spends  on  advertising  into  goods  or 
fixtures  he'd  be  better  off.      But  Jones  has  cold  feet 
anyway,  and  hates  to  spend  a  quarter  on  a  new  tie  or 
a  dime  on  a  shave.    I  heard  him  tell  somebody  the 
other  day  that  if  everybody  was  like  him  advertise- 
ments wouldn't  do  much  good.     He  says  he  never 
reads  them.    Perhaps  that's  why  he  has  been  a  sales- 
man for  twenty  years  and  hasn't  got  into  business  for 
himself.    I  notice  all  the  people  with  snap  and  go 
either  advertise  or  read  advertisements.     I  like  to 
read  them  myself  just  to  see  what  people  are  doing 
and  talking  about.    Anyway,  I  can  see  one  thing, 
if  I  am  only  fifteen,  the  stores  that  do  real  advertis- 
ing in  our  town  are  the  ones  that  do  the  business. 

I  see  some  ads.  in  our  papers  that  I  don't  think 
are  worth  a  hoot.    It  makes  me  sick  to  see  alongside 
our  newsy  racy  ad.  a  square  with  a  backnumber  ad^ 
that  just  says  that  "Small  &  Harrow"  will  be  pleased 
to  show  customers  their  immense  stock  purchased 
at  manufacturer's  prices  and  sold  practically  at  cost. 
The  Boss  advertises  just  like  he  talks,  I  suppose 
that's  why  so  many  people  say  they  always  know 
our  ads.;  and  he  always  advertises  certain  goods  and 
puts  the  prices  on  them.    There  is  no  brag  or  smart 
talk   and  he  doesn't  use  a  whole  lot  of  words  that 
don't  mean  anything.    I  heard  him  tell  a  man  one 
day  that  he  -never  threshed  straw"  m  has  advertis- 
ing    I  suppose  he  meant  by  that  he  never  talked 
through  his  hat.    I  know  for  a  fact  he  never  says 
anything  about  the  goods  or  the  store  that  can  t  be 
backed  up.    You  bet  the  store  hands  watch  the  ads. 
for  that. 


so  as  he  can  see  what  he  is  doing  when  he  writes 
new  ads.  I  like  to  look  over  this  book  and  if  I  ever 
get  to  be  salesman  I  am  going  to  try  and  get  the  Boss 
to  let  me  try  my  hand  at  advertising. 

|  think  he  makes  a  mistake  in  not  getting  some 
of  the  salesmen  interested  in  advertising  Although 
I  haven't  much  use  for  Thompson.  I  think  if  he  was 
encouraged  he  might  make  a  good  ad.  writer  and  it 
would  pay  the  Boss  to  give  a  little  salary  boost  to 
ncourage"  him  in  this  line.      The  Boss  would  be 
doing  himself  a  good  turn  at  the  same  time.    I  hmk 
it  is  a  mistake  for  a  man  to  think  he  knows  it  all 
ven  about  advertising.    That  slob  down  at  the  Sun 
office  that  made  the  mess  of  the  ad.  the  pther  day 
makes  me  sick  the  way  he  talks  about  display,  body 
"I)e.  borders  and  so  forth.    He  talks  too  much  to 
know  what  he's  talking  about. 

Now  Jones  doesn't  believe  mnch  in  advertising 
Vou  know  he's  the  head  clerk,  or  rather  the  oldest 


The  only  thing  I  think  the   Boss  does   m  the 
advertising  line  that  he  himself  knows  is  a  waste  of  I 
time  and  money  is  to  let  himself  be  flim-flammed  into 
using  programmes  and  other  graft  schemes^     I  ve 
heard  him  grit  his  teeth  sometimes  when  he  has  had 
to  cough  up  a  fiver  for  a  church  bazaar  programme; 
or   a  W   benefit   concert.     I've   heard  him  say 
though  that  he  never  charges  these  up  to  advertising, 
but  either  to  his  own  personal  account  or  charity. 
He  is  sometimes  bamboozled  also  into  giving  an  ad. 
to  a  no-count  paper  that  comes  out  once  a  month  m 
Ihe  town,  and  I  think  he  charges  that  up  to  expense 
or  something  like  that. 

If  I  were  an  advertiser  I  would  set  apart  a  decent 
sum  for  advertising  just  like  I  would  or  ren  and 
I  would  see  that  every  dollar  that  went  in  to  i  was 
well  spent.  "  I'd  see  that  the  papers  were  right  and 
that  my  ads.  were  right. 

SILAb. 
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MarR  of  Quality 


&/>e  Mark  of  Quality 

is  indelibly  branded  (where  it  won't  wear 
off)  on  every  shoe  we  make. 

^  It  carries  with  it  our  guarantee — absolute 
and  unrestricted,  a  money -back -if -not  - 
satisfactory  guarantee  that 

Canadian  Rubbers 

possess  style,  wear-resisting,  comfort-giving 
qualities  you  won't  find  in  any  other  line. 

Canadian  Rubbers 

will  make  the  dissatisfied  customer  a  stranger 
to  your  store  and  will  make  you  a  member 
of  the  Never- Worry  Club. 

The  Canadian  Rubber  Co. 
of  Montreal  Limited 

D.  LORNE  McGIBBON,  Vice-President  and  Managing  Director 
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PHILIP  JACOBI 


PHIUP  JACOBI 


Sole  Manufacturer 


5  WELLINGTON  STREET  EAST,  TORONTO 
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CLARKE'S 
PATENT 

COLT 


Decidedly  the  best  Pat- 
ent Leather  ever  put 
in  boots  or  shoes. 

It  is  a  clear  fine-grained 
leather  with  a  beautiful 
lustre  and  shiny  appear- 
ance. 

It  is  good- wearing, easy 
on  the  feet  and  helps  to 
make  shoes  have  a  nice 
stylish  and  dressy  ap- 
pearance. 

Clarke's  Patent  Colt 
cuts  very  economically 
and  is  really  better  than 
any  other  kind  of  pat- 
ent leather  made  and 
gives  far  better  satisfac- 
tion, so  why  not  have  it  ? 

A.  R.  CLARKE  &  CO. 

LIMITED 

Toronto  -  Canada 

Montreal  Branch :  52  Victoria 
Square,  Montreal,  P.  Q. 


Shine  Wherever 
the  Sun  Does 


"NUGGET" 
POLISHES 
ARE  BEST 


For  the 
Consumer 


Because  of  the  brilliant 
glossy  shine  they  give  to 
all  kinds  of  leather,  be- 
cause they  do  not  clog 
the  brush  or  soil  the 
clothes  and  because  of 
the  large  number  of 
shines  in  each  box. 


For  the 
Dealer 


Because  the  genuine 
merit  of  "Nugget"  and 
our  extensive  advertising 
make  it  easy  to  sell  large 
quantities,  and  because 
the  price  we  ask  allows 
a  good  margin  of  profit. 


The  Nugget  Polish  Co 


LIMITED 


TORONTO 


HALIFAX 
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START  THE 
NEW  YEAR 
RIGHT 


OUR 

SALESMEN 

ARE 

NOW 

ON  THE 

ROAD 

WITH 

THE 

VERY 

LATEST 

THINGS 


IN 

SPRING 


AND 
SUMMER 
LINES 


supplied  with  our  reliable  brands  of 
footwear. 

THE  IMPERIAL  and  BEAVER 
BRANDS  of  FINE  SHOES  for  men 
and  women  are  stylish,  good-fitting 
and  long-wearing. 

THE  MAPLE  LEAF  BRAND  HEAVY 
SHOES  are  solid  leather  throughout,  for 
men,  women,  misses,  boys  and  children. 

For  rough  wear  they  are  the 

shoes  you  may  depend  o 

Every  pair  guaranteed 


Hirst's  and  Trickett'sEngli 
ilt  and  velvet  slippers  show 
many  new  ideas  and  dainty 
styles.    We   are  prepared 
to  fill  your  every  need  in 
Etmira  felt  boots  and  shoes, 
lumberman's  knit  stockings, 
moose  mocassins,  sheepskin 
mocassins  wool  lined,  "Maple 
Leaf"  Brand  oil  tan  pack 
and  Palmer's  Celebrated 
"Moose  Head"  Brand  oi 
tan  packs. 


Our  Salesmen 
are  now  on 
the  road  with 
a  great  array 
of  Samples 
of  Felts,  Oil 
Tans,  etc.,  for 
Fall,  1911. 


McLaren  &  Dallas 

Wholesale  Distributors  of 
Boots,  Shoes  and  Rubbers 

30  FRONT  ST.  W.  TORONTO 
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Season  of  1911 

SAMPLES  ARE 


now  being  shown  on  the  road  by  our  salesmen  and  as 
usual  "  ELMIRAS  "  include  in  addition  to  the  celebrated 
wear-and-frost-proof  staple  lines,  all  the  newest  designs 
that  the  best  felt  shoe  experts  have  been  able  to  think 
out.  f$  If  you  are  reaching  out  for  the  big  end  of  the  felt 
shoe  business  in  your  town  there  is  one  sure  way  of 
getting   there — 

BUY  ELMIRAS. 
^  You  needn't  worry  about  the 
selling,  the  goods  themselves  will 
ook  after  that. 

flf  We  have  in  stock  for  quick 
shipment  the  principal  lines  in  the 
Elmira  Catalogue  and  can  fill  mail, 
telephone  or  telegraph  orders  on 
the  minute. 


McLaren  &  Dallas 

Wholesale  Distributors  of  Boots,  Shoes  and 
Rubbers  and   Elmira  Fine  Felt  Footwear 


30  FRONT  ST.  W. 


TORONTO 
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GLOVING 

LEATHERS 

BUCK  DOE — FAWN 

Perfect  Skins 
CHAMOIS-White-Colored-Natural 

LAMBS  and  FLESHES 

FOR  BOOT  WORK-Mock  Buck 
in  white  and  colors 


Awarded  Gold  and  Silver  medals  at  the 
Brussels  International  Exhibition  1910 


W.  H.  ST  A  YNES&  SMITH 

LEICESTER      -  ENGLAND 


ALWAYS 
ON  HAND 

Red  and  Grey 
Heel  Stock 

Also  all  kinds  of 
Flexible  Inner  Sole 
as  Chrome  Tan 
Split,  Veneer,  and 
Duck  Inner  Soling. 
Please  write  for 
Samples. 

Cash  will  be  paid  for  every  pair  of  Shoes  in  which  OUR  COUNTER  is 
v_asn  win  p   p      used  thjj  |-ailg  to  outwear  the  shoe. 

EUGENE  GUAY,  Manufacturer  of  Shoe  Stock  of  all  kinds 
230  St.  Marguerite  Street  MONTREAL,  P.Q. 


The 


Bonner  Leather  Co, 

GLAZED   KID  MANUFACTURERS. 
BLACK  AND  COLORS. 


Salesroom— 6  Lemoine  Street, 

J.  H.  GOYER,  Representative. 

Office— 1060  Notre  Dame  Street  West, 

MONTREAL 
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Age  Before  Glove  Leather  Beauty 

The  beauty,  or,  in  other  words,  the  qualities  you  most  desire 
in  glove  leathers  can  be  attained  only  after  proper  ageing. 
And  this  ageing — so  necessary  to  real  goodness — must  be 
done  in  the  white  or  tanned  state,  before  coloring. 

We  are  just  coloring  now  the  skins  we  tanned  in  June  last. 
Six  months  of  this  beauty-bringing  "tan-age  "  goes  before  the 
coloring  into  every  skin  we  sell,  and  ensures  that  fine  glove- 
quality  our  Kids,  Suedes  and  Fleshers  display. 

WE  SHIP  IMMEDIATELY. 

National  Leather  Co.  of  Canada,  Limited 


TORONTO 


ONTARIO 


KANGAROO 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street  -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


F.  G.  CLARKE,  President. 


C.  E.  CLARKE,  Vioe-Pkeb.  and  Treas. 


Established  1852. 


CLARKE  &  CLARKE.,  Limited 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works — Christie  Street,  TORONTO 
City  Office  and  Warehouse— 52  Bay  Street,     1  1  V' 

BRANCHES— 59  St.  Peter  St.,  MONTREAL.  G.  S.  Hubbell,  Agent  553  St.  Valier  St.,  QUEBEC.  Richard  Freres,  Agents. 


Catalogues 


Are  worKs  of  art  when  properly  printed.  We 
print  them  that  way  at  right  prices. 
GET  OUR  QUOTATIONS 


ACTON  PUBLISHING  C 

59-61  John  St.,  Toronto,  Ont. 


0. 

LIMITED 


Trichett's  Slippesr 


All  Prices.      All  Stylos. 
All  Jobbers. 

Largest  HaKers  in  the  World 

H.  W.  TRICKETT 

Limited 

WATERFOOT,  England 
(Near  Manchester) 


The  standard  for  style,  fit  and  quality  in 

Rubber  Footwear 

Don't  place  any  orders  for  next  season  till 
you've  seen  the  new  goods  and  new  prices. 
YOU    WON'T    LOSE  ANYTHING. 


MANUFACTURED  SOLELY  BY 


The  Gutta  Percha  &  Rubber  M'f'g  Co. 

Of  Toronto,  Limited 

Head  Offices:    47    YONGE   STREET,  TORONTO 

(Not  in  any  Trust.) 


Selling  and  Distributing 


TORONTO 

W.  B.  HAMILTON  SHOE  CO.  Ltd. 
D.  D.  HAWTHORNE  &  CO. 
J.  D.  KING  CO.  Ltd. 

HAMILTON 

The  JOHN  MCPHERSON  CO.  Ltd. 

LONDON 

STERLING  BROS.  Ltd. 
COATES,  BURNS  &  WANLESS. 

COLLINGWOOD 

C.   STEPHENS   CO.  Ltd. 


MONTREAL 

JAS.  LINTON  &  Co. 
PLYDE  SHOE  Co. 
CANADA  SHOE 
O.P. &R.M'F'GCO.  of  Toronto,  Ltd. 

QUEBEC 

J.  H.  LAROCHELLE, 
PICHER  &  CO. 

MARITIME  PROVINCES 

WATERBURY  &  RISING 

ST.  JOHN,  N.B. 

T.  W.  BOYER  &  CO. 

VICTORIA,  N.B. 


Agencies: 

WINNIPEG 

W.  A..  MARSH  CO.  WESTERN  Ltd. 
The  WINNIPEG  RUBBER  CO.  Ltd. 

MOOSE  JAW 

MITCHELL,  HEMBROFF, 

MAY  BEE,  Ltd. 

CALGARY 

The  WINNIPEG  RUBBER  CO.  Ltd. 

VANCOUVER 

VANCOUVER  RUBBER  CO.  Ltd. 


31  S)  1  31 


THE  CANADIAN  SHOE  AND  LEATHER  JOURNAL 


ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes,  the 
may  be  a  world  of  difference  in  the  wear.    One  can  resist  wear  only  to 
extent  of  its  none  too  reliable  coating  of  enamel ;  underneath  is  the  inevitable  bi 
of  the  brassy  eyelet.    The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  construct 
as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is  Fast  Col< 
They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and  nickel  n< 
corroding  barrels.    It  is  impossible  for  them  to  wear  brassy.    They  preserve  tl 
bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  th< 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  smi 
diamond        trade  mark  slightly  raised  on  the  surface  of  each  eyelet.    No  oth< 
do.   Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  N< 
diamond        trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauehatiera  and  $1.  Manlqua  Sts.  •    MONTREAL,  QUE. 
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QOOOOOOOOOOOOOOOOOOOOOOOO 

I  Where  \ 

\  Amherst  \ 

MAKE  ! 

EXCELS, 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Exclusive  Selling  Agents : 


CHICAGO  TANNING  COMPANY 


Ofia  mJ  Salwoim 

I  }0W   Michigan  Street  CHICAGO,  U.S. 


VBOSTOH 
1ZS  Summer  St 


GLOVERSV1LLE,  N  >' 
/  /  Cayadutta  St 


Dayton  and  Blackhawk  Sis. 

ST.  LOUIS.  MO 
SI  l  Lucas  Ave 


2  x  7  =  14  Moenus  "Altera"  Embossing 
and  Ironing  Machines 


were  delivered  within 
the  last  few  years  to  two 
large  leather  factories. 

Other  Moenus  Ma- 
chines were  delivered 
in  proportionate  num- 
bers to  the  progressive 
firms  at  home  and 
abroad. 


We  supply  complete  plants 
for  Leather  Factories 


Moenus  Machine  Works,  Frankfurt  on  Main,  Germany 
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RUBBERS  OF 
GOOD  REPUTE 


*I  Years  ago  Granby  Rubbers  gained  a  reputa- 
tion for  serviceability,  style,  and  lightness.  To- 
day that  reputation  is  still  theirs. 

H  This  is  the  reward  of  consistently  good  quality 
and  has  meant  the  expenditure  of  much  time  and 
money. 

*5  It  is  your  safeguard  in  handling  "Granbys," 
and  costs  you  no  more  than  you  pay  for  the  un- 
safe reputation  of  inferior  goods. 

•I  You  can  safely  recommend  "Granbys"  to 
your  best  customers  for  you  have  that  good 
reputation  behind  you. 

<|  "Granby  Rubbers  Wear  Like  Iron." 


AMES-HOLDEN  Limited 

SOLE  SELLING  AGENTS 


MONTREAL   TORONTO   WINNIPEG  VANCOUVER 
CALGARY     EDMONTON     ST.  JOHN,  N.B. 


THE  SHOE  AND  LEATHER  JOURNAL 


ONE  OF 
OUR  NEW 
BEAUTIES 


Here's  a  high-class  Ladies' 
Button  Shoe  in  Velour  Calf, 
Goodyear  Welted  Sole  and 
two-inch  Cuban  Heel.  :: 

You  will  find  this  a  ready 
seller.       ::        ::        ::  :: 


WE  HAVE 
OTHERS 
JUST  AS 
SALEABLE 


Shoe 

Satisfaction 

We  have  always  aimed  to  be  so 
exacting  in  regard  to  the  quality 
and  style  of  our  shoes  that  they 
may  be  as  near  perfect  as  possible. 
As  a  result  of  this  aim  toward 
perfection 

McCready  Shoes 

have  each  year  become  more  and 
more  popular. 

The  shapes  and  styles  we  are 
showing  for  1 9 1  i  are  much 
better  than  ever  before  and  the 
quality  is  that  same  McCready 
quality  which  has  always  spelt 
satisfaction  to  the  wearer  and 
increased  business  to  the  dealer. 

The  James  McCready  Co. 


Limited 


Montreal-Winnipeg-Calgary-Edmonton 

CLARENCE  F.  SMITH 
Vice-President  and  General  Manager 
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Black  Diamond  Chrome  Patent  Leather- 
is  being  produced  at  the  rate  of  3000  sides 
per  day.  Its  superior  quality  is  accountable 
for  such  a  demand. 

T an  Gun  Metal  Calf—  especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 

Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 

95  SOUTH  STREET,  BOSTON 

<iT  TOTTTS  CINCINNATI 
NEW  YORK  S1-  L<JU1J> 
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ABSOLUTELY  SANITARY 
IS  THE  DOCTOR'S 
ANTISEPTIC  SHOE 


1/?aterproofed 


The  SOLES  as  well  as  the 
uppers  are  water-proofed  which, 
with  the  medicated  linings  and  in- 
ner-sole,  makes  the    shoe  not  only 
water-proof  but  moisture-proof. 

Three   soles,    the    centre   of  thermal 
asbestos,    absolutely     defies    the  coldest 
weather. 

Made    in    Tan   Winter    Calf,    Chrome  Box 
Calf  and  Chrome  Storm  Calf. 

The  Doctor's  Antiseptic  is  an  ideal  Winter  shoe. 
Be  sure  those  you  handle  bear  our  trade  mark. 


To  those  who  believe  that  "Cleanliness  is  next 
to    Godliness,"    the  Doctor's  Antiseptic  Shoe 
irresistibly  appeals. 

The  ordinary  shoe  begins  the  first  day  it  is 
worn  to  accumulate  impurities  from  per- 
spiration and  with  every  day  of  service 
becomes  more  and  more  unhealthful 
and  injurious  to  the  wearer. 

The  sterilized,  medicated  inner-sole 
and  linings  of  the  Doctor's  Shoe 
prevent   the   impurities  from 
leaving  the  socks  from  which 
they  are  removed  by  fre- 
quent changing.  Thus 


the  Doctor's  Antiseptic 
Shoe  remains  clean 
and  sanitary 
until  worn  out. 


The  Tebbutt  Shoe  &  Leather  Co. 


THREE  RIVERS, 


QUEBEC. 


^Tl-SEPTIC 

5H0E^^  NO^T, 

PAT  l9o0  !909  ^f/?SP\^>^ 


6 


THE  SHOE  AND  LEATHER  JOURNAL 


BB8SB 


being  made  of  solid 
leather  is  not  only 
a  wearer,  but  also 
a  trade  winner  and 
business  builder  :: 


After  all  has  been  said,  the  final  test 
of  a  Shoe  is  its  Wearing  Qualities 


L.  HIGGINS  &  CO. 


MONCTON 
YARMOUTH 
HALIFAX 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


.£^HV£.U5.  PAT. 

POWDER 

CLEANS  65  RECOLQES 

SUEDES  OOZE" 

FO  OTWEAR 

WHITTEMOR  E'BR  0  S?&  CO 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE  "    The  only  ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.    Imparts  a  beautiful 
Black  lustre  Always  ready  to  use.    LARGEST  QUANTITY.   FINEST  QUALITY.   Polishes  without  rubbing.  Retails25c. 
"SUEDEDENE"  for  Cleaning  and  Recoloriiig  all  kinds  and  colors  of  Suede  and  Ooze  leather  footwear.    In  powder  or 

liquid  form,  either  kind,  25c.    Powders  in  patent  sifting  top  cans. 
"CLEANALL"  excellent  for  cleaning  all  colors  of  Cravenette,  also  shoe  laces,  ribbons,  etc.    Will  also  clean  pink,  blue 

and  o'her  colors  of  kid  leather,  25c. 
"  DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Reiails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 
"  BOSTON  "  WATERPROOF  POLISH.    A  black  liquid  for  men's  and  boys'  shoes.    Produces  a  patent  leather  shine  without 

brushing.    Retails  25c.  .  ,  , 

"SHUCLEAN"  for  cleaning  everything  made  of  white  kid  or  white  calf  leather.    A  necessity  in  every  family  for  cleaning 
white  kid  gloves,  belts,  pocket-books,  hand  bags,  etc.,  also  white  kid  shoes  and  slippers.    Harmless  to  use.    Will  not 
burn;  will  not  explode.    Two  sizes,  25c.  and  10c. 
"BUCK"  Powder  nukes  dirty  white  buck  and  Suede  shoes  Clean  and  White.    In  patent  sprinkling  top  cans,  25c. 

lars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S  A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU  WANT  THE  BEST 


Send  for  circuit 
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SHoe  MacHinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 

-  ■> 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL=C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,   Eyelets,    Shanks,    Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      =       MONTREAL,  QUE. 
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An  Assured  Income 

From  a  Boot  and  Shoe  Business  is  best  obtainable  through 
a  good  line  of  well-made  staples.     The  every-year-a-little- 


better  quality  of 


SURPASS 
SHOE5 


IS*    I      f  4IITUI  r  D  \ 


t  L.GAUTHI  ER  ^ 


means  a  steady  money-making  business  to  the  wise  merchant 
who  handles  them.  They  are  honestly  made  of  good  mater- 
ial and  sold  at  right  prices.  A  wearer  of  "  Surpass  Shoes " 
is    not  easily  persuaded  to  purchase  shoes  of  other  make. 

The  Louis  Gauthier  Co.,  Limited 

QUEBEC,  P.  Q. 


Fred.C.A.Mclndoe&Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


Bonner  Leather  Co. 


•  ^Manufacturers- 


G  L AZ  ED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


KANGAROO 

Wo  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -    NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


F.  G.  CLARKE,  President,  u.  a.  uu»ai»«,  >  —  -  »—  ~-      -  foct 

CLARKE  &  CLARKE.  Limited      E*t*bl>M  1852- 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works— Christie  Street,  JQRONTO. 
Citv  Office  and  Warehouse— 52   Bay  Street, 

y    „7„  *      +  553  St  Valier  St.,  QUEBEC.   Rtchabp  Frbreb,  Agents. 

RRANCHE8-59  St.  Peter  St..  MONTREAL.    G.  S.  Hctsbell,  Agent  5M  bt.  V  ane 


C.  E.  CLARKE,  Vice-Pres.  and  Treas. 
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He  says  he  knows  how 

To  buy  right!  Ah,  there's  the  rub  ! 
Many  a  jobber  puts  in  a  real  good  stock  only  to 
find  he  can't  get  rid  of  it.     His  stock  is  right  but 
his  prices  are  not. 

Now  James  Robinson  of  Montreal  has  spent 
many  years  buying  and  selling  at    right  prices, 
everything  a  shoe  merchant  needs. 
When  he  says  he  knows  how  to  buy  and  how  to 
sell,  he  makes  no  idle  boast 

He  can  prove  it 

The  large  increase  in  his  business  of  past  years 
was  proof  that  he  had  bought  right  and  sold 
right.  His  stock  to-day  shows  that  he  has  lost 
none  of  his  ability. 

He  has  shoes  for  the  baby  and  shoes  for  its 
mother,  shoes  for  the  boy  and  shoes  for  the  father, 
shoes  for  the  lumberman,  the  hunter,  skater, 
and  the  hockey  player,  and  felts  and  slippers  for 
everybody. 

And  his  prices  are  the  prices  that  mean  money 
to  you. 

JAMES  ROBINSON 

182-186   McGILL   STREET,  MONTREAL 
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MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  217  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 


JOSEPH  KING 


DEALER  IN 


LEATHER  AND  SHOE  FINDINGS 
25  and  27  Scott  Street,  Cor-  ^reel^ngton  TORONTO,  Ont. 

TELEPHONE  Main  1293. 


JAMES  PRICE, 


DEALER  IN 


HIDES,  CALF  SKINS  AND  PELTS 

23  and  25  Wellington  Street,  MONTREAL. 

Highest  Price  Paid  for  Hides,  Calf  Skins,  Pelts  and  Tallow 


DUCLOvS  <SL  PAY  AN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersolingf. 

Office  and  Factory,       Store,  224-  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines — all  kinds  Hardash  Silk  Thread 

A,*,  Boot  and  Shoe  Laces  jESSJTSE 


FRANK  <&  BRYCE,  Limited 


TORONTO 

MONTREAL 

QUEBEC 
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GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  A 

THIS  OUTFIT  contains  every  machine  required 
for  doing  repair  work  of  the  highest  grade 
economically  and  quickly.  They  are  all  mounted 
on  a  substantial  frame,  with  shaft  running  entire 
length,  from  which  all  machines  are  driven.  No 
overhead  shafting  is  required.  It  occupies  the 
smallest  possible  amount  of  room  consistent  with 
obtaining  the  best  results  and  has  the  following 
machines:  One  Goodyear  Rapid  Stitching  Machine 
making  lock-stitch,  one  Forepart  Trimming  Machine 
with  Shanking-out  Device  and  Cutter  Grinder,  one 
Buffing  Shaft  and  one  Finishing  Shaft. 

C  We  would  be  pleased  to  send  descriptive  Folder 
and  any  information  regarding  it,  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE 

244  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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,  Kip  and  Sides 


For  Domestic  and  Fo 


HEAD  OFFICE  AND  TANNERY 


m 


EASTERN  OFFICE  AND  WAREHOUSE 
VICTORIA  BUILDING 

VICTORIA  SQUARE 

\ 


THE  MERCANTILE  AGENCY 


R.  G.  DUN  &  CO. 

Established  1841 

222  Offices  (14  in  Canada) 
Rates  of  subscription  quoted  on  application 

W.  C.  MATTHEWS,  Toronto,  Canadian  General  Manager 

Canadian  Offices  at  Toronto,  Halifax,  Hamilton,  London,  Ottawa, 
Quebec,  St.  John,  Montreal,  Winnipeg,  Vancouver, 
Calgary,  Edmonton,  Saskatoon,  Regina 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier    Ave.,  Montreal,  Que. 
Phone  E.  3778 


DR.  BRANDON'S 

CUSHION  SOLE  SHOE 

A  felt  innersole  is  attached  to  the 
shoe  only  at  the  welt.  The  edge 
rests  on  a  shoulder  which  gives  a 
softness  and  a  resiliency  to  the  tread 
obtainable  in  no  other  way.     ::  :: 

The  Brandon  Shoe  Co.,  Ltd. 

Brantford       -      -       -  Ontario 
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TRICKETT  SLIPPERS 

ARE  UP-TO-DATE 


The  name  Trickett  is  associated  in  many  lands 
with  the  best  there  is  in  felt  and  velvet  slippers. 

And  it  is  not  to  be  wondered  at  for  every  year 
the  Trickett  lines  are  just  a  little  better,  a  little 
more  stylish  and  neat  and  attractive  than  the  year 
before. 

Prices  range  from  5c.  to  $1.25  per  pair. 
Ask  to  see  the  samples  at  your  jobbers. 


H.    W.    TRICKETT  LIMITED 

WATERFOOT  (Near  Manchester)  ENGLAND 


14 


THE  SHOE  AND  LEATHER  JOURNAL 


WOOD-MILNE  RUBBER  HEELS 

Wood-Milne  Heels  are  made  from  infinitely  higher  grade  of  rubber  than  any  other 
heels,  hence  there  are  more  WOOD-MILNE  heels  sold  than  any  others,  because  they 
are  the  best. 


WOOD-MILNE,  LIMITED   -    PRESTON,  LONDON  and  PARIS 

Wholesale  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST,,  MONTREAL,  QUE. 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in 
to  building  McKays  it  stand 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travellers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


TricKett's  Slippers 


All  Prices.      All  Styles. 
All  Jobbers. 

Largest  MaKers  in  the  World 

H.  W.  TRICHETT 

Limited 

WATERFOOT,  England 

(Near  Manchester) 


Catalogues 


Are  worKs  of  art  when  properly  printed.  We 
print  them  that  way  at  right  prices. 
GET  OUR  QUOTATIONS 


ACTON  PUBLISHING  C°] 


LIMITED 


59-61  John  St.,  Toronto,  Ont. 
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Taking  Chances 
on  Rubbers 

JF  you  are  handling  Rubbers  whose  makers  will  not 
give  you  and  your  customer  the  same  iron-bound 
guarantee  that  goes  with  each  pair  of  Canadian  Rubbers 
you  are  taking  big  chances,  not  only  with  the  Rubbers 
but  also  with  your  trade. 


This  is  the 
Mark  of  the 


There  is  no  element  of  chance  in  the  handling  of  Cana- 
dian Rubbers.  In  the  process  of  making  the  life  of 
the  Rubber  is  retained  and  they  are  right  in  fit,  style, 
and  quality.  That  is  why  they  are  fit  to  carry  this 
famous  mark  which  has  stood  these  many  years  for 
all  that  is  good  in  rubber  footwear. 

The  Canadian  Rubber  Company 
of  Montreal  Limited 

D.  LORNE  McGIBBON,  Vice-Pres.  and  General  Manager. 
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McKAYS  &  TURNS 

for 

MEN,  WOMEN, 
LITTLE  GENTS. 

In  All  Sizes 
Styles  Up-to-date 
Material  And 
Workmanship 
That  You  Can 
Depend  On. 

AIRD  &  SON 

Manufacturers 
to    the  Jobbers 

583—585  St.  Timothy  St.  Montreal. 


Satisfaction  guaranteed 
by  factories  using 

Ullathorne's 

•    ENGLISH -MADE 

Shoe  Thread 

Stocked   by    all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 


Leather  Clear  Through 

Every  "  Dayfoot "  Boot  and  Shoe 
turned  out  since  this  business  was  Started 
65  years  ago  has  been  made  of  Solid 
Leather  throughout.  Q  The  distinguish- 
ing characteristic  of  our  staple  lines  for 
Men,  Youths,  and  Boys  is  their  wear  re- 
sisting qualities. 

C.  B.  Dayfoot  <SL  Co. 


GEORGETOWN 


ONTARIO 


"GOODSENSE" 


Many  of  the  progressive  shoe 
dealers  have  stocked  this  excel- 
lent line  of 

Misses',  Children's 
and  Little  Gents' 

Solid  Leather  McKay  Shoes 

Have  you  ? 

"  Goodsen&e  "  and  solid  leather 
are  synonymous. 

Our  salesmen  are  now  on  the 
road  with  samples.  See  them 
or  write  us. 


THE  GOODSENSE  FACTORY 

344-348  Delarimier  Avenue 

MONTREAL 

KIRVAN-DOIG  Limited 

MANUFACTURERS 
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We  Can 
Supply  Anything 
From  a  Tack 


to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 

United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.  MONTREAL,  QUE. 
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Make  $10  in  Two  Hours 

imnnii  ■mum— i      t^nraHB      iiiwrimuii      mm*******  — ■■  i  es^hoi^hiih 

^  This  is  your  opportunity.  Will  you  take  it  ?  Can  you 
do  any  better  than  this?  It  is  certainly  making  money 
fast — just  a  little  faster  than  selling  shoes,  eh?  Listen! 

ij  You  or  someone  in  your  store  takes  greater  interest  than 
the  ordinary  assistant  in  the  appearance  of  your  window.  With 
effort  you  or  he  or  she  can  make  a  pretty  nice  showing.  The 
effort  must  have  some  incentive  to  make  it  most  effective.  We 
are  providing  a  little  extra  incentive. 


Two  Prizes  to  Every 
Province  for  the  two 
Best  Dressed  Felt  Shoe 
Windows. 

This  is  just  the  proper  season  to  give 
your  FELT  SHOES  the  most  publicity. 
It's  a  case  of  now  or  never. 

C]I  We  have  already  seen  some  excellent 
windows  in  various  parts  of  the  country 
and  we  want  to  see  some  more  of  them 
— and  we  are  willing  to  pay  for  the  sight 
of  them. 

<|  Recognizing  that  conditions  are  so 
different  in  all  parts  of  the  country  we 
have  decided  to  give  the  added  incentive 
of  a  prize  in  every  province  for  the  best 
of  them. 


We  will  pay  $10  for  the 
Best  Window  in  Every 
Province  and  $3  for  the 
next  best. 

<][  The  only  conditions  are  that  you  be 
engaged  in  some  capacity  in  the  retail  shoe 
business,  that  the  window  be  dressed 
using  only  felt  shoesand  their  accessories, 
that  you  have  the  photograph  in  our  hands 
by  Feb.  5th.  Those  are  very  simple  regu- 
lations. Why  can't  you  have  the  $10.00 
or  the  $3.00  that  goes  to  your  province  ? 

€|  Can  you  beat  that? — a  first  prize  for 
Nova  Scotia,  for  New  Brunswick,  for 
Quebec,  for  Ontario,  for  Manitoba,  for 
Saskatchewan,  for  Alberta,  and  for 
British  Columbia — and  a  second  as  well. 


Remember  Competition  closes  in 
Toronto  Office  February  5th,  1911 

Acton  Publishing  Co.  Ltd. 

WINDOW  DRESSING  DEPARTMENT 

John  Street  -  -  -  ■  Toronto 
Coristine  Building       -       -       -  Montreal 


THE  JOURNAL 

Mffl 


Vol.  XXV,  No.  2.        TORONTO  AND  MONTREAL,  JANUARY  15th,  1911. 


$1.50  per  Year. 


ACTON  PUBLISHING  CO.,  Limited 


Office  of  Publication 
Eastern  Office 
Chicago  Office 


.    59-61  John  Street,  Toronto,  Canada 

-  Coristine  Building,  Montreal,  Canada 

-  4057  Perry  Street,  Chicago,  Illinois 


YOU  PAY  FOR  THE  FADS. 

If  the  present  tendency  in  shoe  buying  and  sell- 
ing keeps  up  shoe  prices  will  have  to  be  raised.  Just 
remember  that  every  time  you  order  an  extreme  shoe 
from  the  manufacturer.    Every  shoe  built  on  unus- 
ual and  unstable  lasts  represents  an  immense  cost  to 
the  manufacturer  that  in  the  economical  order  of 
things  must  be  tagged  on  to  the  ordinary  value  of  the 
shoe.    Every  time  you  request  the  salesman  to  show 
you  something  out  of  the  ordinary  you  are  raising  the 
cost  of  your  shoes.  The  travelling  man  makes  a  note  of 
your  request  along  with  those  of  a  bunch  of  other  good 
retailers  and  confronts  his  house  with  the  suggested 
thoughts.    At  the  same  time  a  half  dozen  other  sales- 
men for  that  house  are  going  through  identically  the 
same  performance.    The  result  of  the  whole  affair 
is  that  the  manufacturer  selects  some  of  the  extreme 
ideas  and  has  a  supply  of  lasts  made.      Lasts  cost 
money.    The  cost  is  added  to  the  cost  of  the  shoe.  In 
many  cases  the  manufacturer  is  unfortunate  in  not 
quite  filling  the  popular  demand.    The  result  is  that 
a  number  of  high  priced  lasts  are  used  as  a  substitute 
for  coal.    We  have  seen  literally  tons  of  lasts  thrown 
into  the  furnaces  of  the  manufacturer.    Who  pays 
for  this  waste?    Who  is  responsible  for  it?  Think 
it  over.    If  you  exercised  your  own  judgment  would 
you  wear  one  of  those  bumpy,  arch-straining  affairs 
you  have  in  your  window?    Why  take  a  customer's 
money  for  it  then? 

Do  you  ever  criticise  the  lasts  shown  and  sold 
to-day  in  cold  blood?  Take  that  high  heeled,  high 
arched,  high  toed  and  high  priced  man's  shoe  from 
your  window.  Start  at  the  heel.  Do  you  remember 
ever  reading  of  the  evil  effects  of  the  Louis  XV  heel 
on  women  folk?  How  the  body  is  thrown  entirely 
from  its  natural  position,  the  leg  action  restrained, 


the  arch  ruined  and  ankles  twisted  out  of  all  natural 
shape?  The  effect  is  the  same  on  the  man  who  wears 
one  of  these  affairs  with  bumps  on  its  toe  as  empty 
as  the  bumps  on  his  own  head.  If  you  don't  believe 
us,  wear  a  pair  yourself  for  only  a  couple  of  days, 
then  criticize  it  from  a  "wear"  standpoint.  That 
high  arch  is  bound  to  flatten  out  considerably.  The 
box  toe  will  never  hold  its  shape.  The  leather  is 
terribly  weakened  by  pulling  it  over  the  sharp  high 
lines.  We  have  never  seen  a  high  toed  man's  shoe 
yet  that  was  not  all  ".checked"  down  the  inside  of  the 
toe.  Is  that  the  kind  of  shoes  you  recommend  a  cus- 
tomer to  buy?  Invariably  your  ultimate  success  will 
be  greater  in  proportion  to  your  wisdom  as  shown  by 
your  honesty  with  the  customers  who  to  such  an  ex- 
tent .depend  upon  your  good  judgment.  Nine  times 
out  of  ten  the  customer  appreciates  advice.  Particu- 
larly after  having  the  pudding  proved.  Of  course 
this  high  toed  affair  is  "popular."  Everybody  is  sell- 
ing it.  But  how  lone-  will  it  last?  Probably  another 
season  when  something  worse  will  take  its  place  un- 
less you,  sir,  take  an  active  part  in  the  campaign 
against  such  monstrosities. 

VELVETS  AGAIN. 

We  recently  were  compelled  to  spend  a  few  days 
in  that  home  of  pernicious  styles — New  York.  The 
shoe  styles  on  exhibition  were  some  considerable. 
The  high  priced  novelties  shown  and  worn  were  like- 
wise. The  number  of  velvets  being  worn  touched  a 
sore  spot.  We  never  could  appreciate  them,  any- 
way. The  displays  in  the  windows  were  most 
attractive:.  The  beautiful  blacks,  greys,  blues  and 
golden  browns  would  tempt  the  pocket  book  of  any 
of  the  fair  ones  fond  of  foot  decorative  effects.  But 
the  shoes  on  the  feet  were  another  story.  You  have 
seen  and  probably  heard  your  wife  mourn  for  the 
departed  beauty  of  her  best  velvet  gown.  A  car,  a 
horse,  a  motor  splashed  it  ruthlessly.  She  just  knew 
those  spots  wouldn't  come  out.  They  always  leave  a 
quite  evident  reminder  of  their  former  presence.  Can 
you  imagine  a  womaii,  then,  who  knows  the  perishable 
nature  of  a  fabric  such  as  velvet  deliberately  encasing 
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her  feet  in  it  to  have  it  marked  by  the  slushy  splash* 
ings  of  the  feet  of  every  passer-by  as  well  as  by  her 
own?  And  take  it  from  us  New  York  is  just  as  slushy 
as  you  would  wish  for  at  present.  We  did  not  see  a 
pair  of  velvet  shoes  the  soles  of  which  gave  evidence 
of  their  being  worn  a  half  dozen  times  that  was  not 
a  mass  of  stains  and  marks.  Unless  your  customer  is 
one  to  whom  seven  dollars  is  as  nothing  we  suggest 
that  you  advise  her  very  strongly  against  the  pur- 
chase of  a  velvet  shoe  or  slipper. 

THAT  FARMERS'  DELEGATION. 
Late  in  December  Ottawa  was  invaded  by  a  dele- 
gation of  farmers  from  all  parts  of  Canada.  The 
members  were  truly  representative  of  all  the  farming 
interests  of  Canada.    They  were  present  in  Ottawa 
for  the  avowed  purpose  of  awing  the  powers  that  be 
and  impressing  them  with  the  importance  of  the  Can- 
adian farmer.     The    awe    thus  inspired     and  the 
impression  imparted  were  to  be  used  to  arrive  at  a 
purely  selfish  and  much  desired  end.    The  farmer  does 
want  a  lower  tariff  wall.    He  wants  to  be  able  to 
purchase  his  machinery  wherever  he  chooses.  He 
wants  to  buy  his  clothing,  his  shoes,  his  furniture 
wherever  he  chooses.    He  wants  to  sell  his  produce 
wherever  he  chooses.    Funny  isn't  it?    To  read  some 
of  the  daily  press  on  the  subject  one  would  conclude 
that  every  farmer  in  the  country  was  aiming  to  cripple 
the  manufacturer.    To  read  only  the  other  side  of 
the  story  one  would  be  convinced  that  the  manufac- 
turers were  robbing  the  people.    Of  course  the  latter 
section  blames  it  on    the  railways.    They  don't  dare 
come  out  flat  footed.    It  would  cost  them  much  good 
advertising  revenue.    The  real  truth  of  the  matter  is 
that  Liberal  and   Conservative  are  both  right— and 
both  wrong  at  the  same  time.    This  is  the  real  fault 
of  the  party  press.    With  very  few  exceptions  the 
party  papers  stand  by  the  scalawags  of  their  own 
faction  while  denouncing  all  those  members  of  the 
other.    This  rule  is  followed  in  all  branches  of  legis- 
lation.   The  true  solution  of  the  problem  can  be 
arrived  at  only  by  combining  the  interests  of  both 
the  free  trading  farmer  and  the  protectionist  manu- 
facturer.   Who  wants  the  job? 

FURTHER  RECIPROCITY. 
A  measure  for  reciprocal  trade  between  Canada 
and  the  United  States  will  either  pass  the  house  at 
Ottawa  early  this  year  or  it  will  be  shelved  for  some 
time.  The  much  talked  of  delegation  of  Canadian 
Ministers  to  Washington  is  now  a  concrete  body  of 
men.  They  say  the  members  are  of  the  brainiest 
men  in  Canadian  politics  to-day.  Their  task  is  going 
to  be  a  difficult  one.  The  only  honest  course  to  foll6w 
will  be  to  demand  complete  reciprocal  relations  or 
none  at  all.  No  compromise  should  be  entertained. 
A  compromise  really  satisfies  no  one.  Canada's  range 
of  tariffs  has  a  peculiar  history.  Since  the  Laurier 
administration  came  into  power  in  1896  many  of  the 


tariffs  have  been  revised  downward.    Some  rates  have 
been  increased.    The  downward  tendency  has  been 
brought   about   by   reciprocal   relations   with  some 
countries.    British  Preference  is  now  a  fact — ask  the 
woollen  manufacturer  about  that.    Later  the  double 
tariff  was  adopted — maximum  and  minimum  rates 
established.    The  French  treaty  was  made  with  this 
system  as  a  basis.    This  treaty  made  it  necessary  to 
extend  the  same  privileges  to  a  dozen  other  countries 
with  which,  however,  we  have  but  little  trade.  All 
this  revision,  though,  is  insignificant  in  its  effect  when 
compared  with  the  step  now  contemplated.  Over- 
seas competition  is  a  very  small  item,  but  the  possi- 
bilities from  the  United  States  are  really  enormous. 
It  appears  to  be  a  very  serious  step  for  a  handful  of 
men  to  take.    Nothing  should  be  done  without  a 
direct  appeal  to  the  whole  of  the  people.    Every  fran- 
chise holder  in  Canada  should  have  the  opportunity 
to  express  his  opinion  decidedly  on  the  subject.  Then 
let  the  majority  rule. 

A  PECULIAR  MANUFACTURER. 
Two  weeks  ago  we  told  of  a  manufacturer  who, 
to  use  his  own  words,  "didn't  give  a  damn  for  the 
retailer."    We  have  located  another  in  our  wander- 
ings.   They  do  not  grow  on  every  tree  to  be  sure. 
But  they  do  exist.    The  director  and  sales  managers 
do  not  believe  in  the  policy  of  their  .trade  paper.  Al- 
though selling  direct  to  the  trade,  they  do  not  care 
to  talk  through  their  particular  magazine.    We  would 
just    like    to    ask    you    if    you    do    read  this 
paper    and    what    you    think    of    it;    would  you 
care  to  be  without  it  for  the  small  price  involved? 
This  small  price  is  only  made  possible  by  the  adver- 
tising section.    Advertising  orders  are  obtained  purely 
on  the  representation  that  you  do  read  the  paper. 
The  proof  to  the  advertiser  that  you  do  read  his  talk 
is  the  fact  that  you  tell  him  so  and  buy  from  him. 
We  never  have  and  never  will  accept  any  copy  mis- 
representing a  manufacturers'  line.    You  can  have 
confidence  in  the  policy  and  in  the  goods  of  any  Shoe 
journal  advertiser.    Policy  is  something  to  consider. 

YOU  CAN  HELP. 

This  is  the  first  appearance  of  the  mid-month 
Shoe  and  Leather  Journal.  You  will  find  it  even 
more  full  of  good  things  for  you  than  was  the  January 
1  st  -number.  It  has  involved  no  little  extra  brain  work 
to  change  the  whole  style  of  the  journal  so  rapidly. 
Fortunately  our  organization  is  elastic  enough  to 
stand  even  a  greater  strain.  Eighteen  men  contribute 
to  the  reading  pages  of  this  number.  But  eighteen 
men  are  not  enough.  You,  the  retailer  can  help  u; 
considerably  with  your  suggestions.  If  we  are  in  ad 
vertently  overlooking  some  phases  of  the  business  in 
which  you  are  interested,  write  us  about  it.  Be  sure 
that  we  can  and  will  provide  you  with  some  good 
reading  on  the  subject.  Nothing  pleases  us  more 
than  receiving  a  good  thought  from  one  of  our  readers. 
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RAW  RUBBER  LOWER. 

The  break  which  occurred  some  time  ago  in  raw 
rubber  still  continues  at  date  of  writing.    How  long- 
it  will  continue  is  problematical.    Unless  the  old  high 
level  was  a  purely  artificial  one  it  is  hardly  likely 
that  the  break  will  be  a  lasting  one.  Manufacturers 
are  buying  to-day  at  a  price  representing  a  saving  of 
over  25%'  on  the  cost  of  rubber  a  year  ago.  This 
should  mean  a  lower  priced  rubber  shoe.    If  it  does, 
there  will  be  much  rejoicing.    Prices  cannot  fall  much 
below  those  of  last  season  however,  as  jobbers  deliv- 
ered many  of  their  orders  at  a  figure  representing  a 
loss  to  them.    If  it  were  not  for  this  condition  of  last 
year's  trade,  the  cut  in  prices  would  be  considerable. 
The  capacity  of  the  rubber  footwear  factories  of  Can- 
ada is  now  so  large  that  the  demand  could  be  filled 
more  than  twice  over.   This  also  would  point  to  lower 
prices.      The  fact  that  one  factory  that  previously 
sold  through  the  jobber  is  seriously  considering  going- 
direct  to  the  retail  trade  and  threatening-  to  place 
goods  at  jobbers'  prices  may  be  a  disturbing  element. 
At  the  present  time  the  conditions  are  so  unsettled 
that  we  can  hardly  forcast  the  result  with  reasonable 
acccuracy.    Our  advice  to  the  retailer  is  to  sit  tight 
and  sell  his  present  supply  at  the  full  figure.  Don't 
cut  the  price.    At  present  no  one  can  tell  what  the 
price  level  will  be  on  March  the  first.     It  may  be 
lower  and  it  may  be  higher  than  last  year. 


there,  tanners  have  turned  to  our  manufacturers  for 
a  market  for  surplus  stock. 

SYSTEM. 

Do  you  feel  certain  that  the  orderliness  of  your 
store  is  all  that  could  be  desired?    Think  the  ques- 
tion over.    Look  at  the  problem  from  all  angles.  Do 
your  clerks  arrive  on  time?    Has  each  his  own  work 
to  do?    Do  you  dress  your  window  at  regular  periods? 
Do  you  advertise  regularly?    Do  you  plan  your  ad- 
vertising?   Do  you  arrange  your  stock  with  a  definite 
purpose?    Are  your  stock  records  accurate?    Do  you 
buy  systematically?    Do  you  train  your  salesmen 
systematically?     Are    you    personally    orderly?  are 
our  accounts  accurately  kept  and  balanced?    A  lot  of 
questions  those  but  all  of  them  pertinent.    If  you  have 
not  a  regular  plan  to  work  to  you  are  wasting  hund- 
reds of  dollars  every  year.    Dollars  wasted  are  dollars 
lost.    You  may  think  you  are  making  good  money, 
but  if  you  are  not  satisfied  that  your  whole  establish- 
.  ment  is  pulling  the  load  as  one  machine  you  are  los- 
ing- the  greatest  pleasure  in  business  to-day.  Don't 
go  around  with  a  grouch  complaining  that  things  are 
going  wrong.    Complaints  will  never  get  you  any- 
thing.     Get  to  work  on  your  store  without  delay. 
Work  out  a  systematic  plan  and  stick  to  it  system- 
atically.   Use  the  jack  of  system  under  all  the  wheels 
of  your  business  and  raise  it  out  of  the  rut.  Don't 
think  about  it.    Do  it. 


DUMPING  LEATHER  INTO  CANADA. 

The  tanners  held  an  indignation  meeting  a  short 
while  ago.    The  cause  of  the  indignation  was  the 
alleged  "dumping"  of  leather  onto  the  Canadian  mar- 
ket by  foreign  tanners  and  warehousemen.    That  is 
a  grave  accusation  to  make  both  against  the  tanner' 
and  the  laxity  of  Canadian  customs  officials.    If  the 
dumping  was  and  is  a  fact  it  should  lie  ended  at  once. 
Unfair  competition  should  be  killed  by  any  means 
at  hand.    The  government  is  the  most  convenient 
weapon  and  it  is  fortunate  that  it  does  stand  behind 
the  interests  of  Canadian  manufacturers  ready  to  step 
in  when  necessary.    When  the  question  of  dumping 
came  up  we  interviewed  quite  a  few  of  the  tanners. 
The  subject  of  legitimate  competition  came  up  in 
the  natural  course  of  conversation.    Without  excep- 
tion the  tanners  expressed  their  willingness  to  meet 
anything  fair.    The  consensus  of  opinion  was  that 
a  foreign  tanner  was  entitled  to  get  all  the  Canadian 
trade  he  could  so  long  as  he  used  fair  means.  This 
statement  in  view  of  the  quite  evident  intentions  of 
many  American  tanners  shows  a  very  fair  spirit  and 
supreme  well  founded  confidence  in  the  quality  of  the 
Canadian  made  leather   of   to-day.    This   feeling  of 
scarcity  is  particularly  satisfactory  when  we  consider 
that  there  is  more  American  leather  being  sent  into 
Canada  than  ever  before.    Trade  being  rather  quiet 


BUY  QUALITY. 

Guard  against  the  growing  desire  for  cheap  show. 
In  the  country  to  the  south  of  us  there  is  woeful 
tendency  to  want  a  great  show.    Naval,  military, 
sporting,  loving  and  living  shows  make  a  hit.  Don't 
you  make  any  mistake.    We  are  not  talking  of  Ameri- 
cans one  whit  more  plainly  than  we  are  willing  to 
talk  of  ourselves.    We  Canadians  are  getting  pretty 
near  to  that  same  show  loving  standard  of  living. 
Show  is  not  the  ultimate  aim  of  life.    Show  alone 
will  never  make  you  a  successful   shoe  merchant. 
Showy  shoes  will  be  your  ruin.    It's  what's  in  the 
parcel  that  counts— not  the  wrapper.    A  handsome 
box  makes  you  pleasantly  expectant.    A  plated  shirt 
stud  inside  is  all  the  more  disappointing.    Many  a 
pain  giving  meal  looks  mighty  appetizing.    The  proof 
of  the  pudding  is  in  the  eating.    The  sooner  you 
choke  your  craving  for  appearance  at  the  expense  of 
quality,  the  sooner  you  are  on  the  right  road  to  suc- 
cess.   If  you  want  a  showy  shoe  buy  a  good  one  and 
pay  for  it.    A  three-fifty  shoe  that  looks  the  same  as 
a  five  dollar  one  never  satisfied  anyone.    Buy  and  sell 
your  shoes  for  what  they  are — and  see  that  they  are 
right.    You  are  making  the  mistake  of  your  life  when 
you  refuse  to  pay  for  the  best  there  is  in  any  line. 
Buy  and  sell  the  honest  stuff  if  for  no  other  reason 
than  that  it  pays — pays  to-day,  and  pays  years  from 
now. 


Rubber  Lower 

If  Anyone  Knows  it's  the  Manufacturer  and  He  Says  He  Doesn't.    Do  you 

Know? 


There  has  been  no  little  comment  on  an  article 
of  the  January  ist  issue  headed  "Rubber  Prices."  We 
have  received  over  one  hundred  letters  from  our  sub- 
scribers asking  for  further  personal  information  and 
advice  on  the  subject.  We  are  only  too  pleased  to 
take  this  opportunity  of  further  explaining  the  situa- 
tion. 

List  and  Actual  Prices. 

Practically  every  one  of  the  letters  received 
showed  that  the  writers  understood  us  to  mean 
that  there  was  likely  to  be  an  advance  in  the 
list  price  of  rubber  shoes  beyond  that  established 
about  a  year  ago.  Such  an  impression  was  not  in- 
tended. We  do  not  believe  that  within  reason  the 
list  prices  could  be  higher,  if  indeed  as  high  as  a  year 
ago.  But  there  is  a  vast  difference  between  list  price 
and  actual  selling  price.  Buyers  had  this  impressed 
on  them  quite  plainly  last  season  when  discounts  were 
practically  anything  asked. 

This  season  we  do  not  anticipate  that  discounts 
will  be  cut  and  recut  nearly  as  freely  for  the  simple 
reason  that  list  prices  will  probably  be  lower.  At 
least  if  lists  are  not  lower  the  first  discount  will  be 
larger  and  this  means  the  same  thing  in  the  end. 
Why  Prices  Should  Fall. 
Several  good  reasons  appear  on  the  surface  to 
make  one  expect  lower  prices.  The  primary  consider- 
ation is  the  cost  of  crude  rubber.  Rubber  is  very 
much  lower  that  at  this  date  twelve  months  ago. 

The  cost  of  manufacture  should  be  lower  to-day 
than  it  ever  was.  Since  the  uniting  of  several  com- 
panies under  one  head,  the  best  brains  of  the  country 
have  been  busy  on  the  problem  of  reducing  cost. 
That  was  one  object  of  the  consolidation.  Indepen- 
dent companies  gave  just  as  much  thought  to  the 
subject  of  cost  reduction  as  did  others. 

Competition  lately  has  appeared  to  be  very  keen. 
Every  company  is  fighting  for  what  it  considers  its 
own  fair  share  of  the  business.  Clean  and  actual 
competition  is  the  greatest  of  all  price  levellers. 
Supply  Greater  Than  Demand. 
Though  we  admit  competition  to  be  the  best 
method  of  levelling  prices  there  is  one  feature  more 
important  in  the  setting  of  prices.  There  is  consider- 
able difference  between  "levelling"  and  "setting." 
The  old  law  of  supply  and  demand  sets  the  real  price. 
Prices  fall  if  goods  are  a  glut  on  the  market— that  is 
if  the  supply  is  greater  than  the  demand.  Prices  be- 
come prohibitive  if  a  small  supply  is  monopolized  and 
demand  is  actively  increasing.  In  the  matter  under 
discussion  supply  is  far  greater  than  demand.  If  all 
the  rubber  shoe  factories  were  to  add  but  a  little  more 


plant  they  could  manufacture  over  four  times  as  many 
shoes  as  Canada  could  use  in  a  year.  With  their 
present  plants  the  various  factories  have  a  capacity 
almost  equal  to  three  times  the  demand. 

Who'll  be  Hit? 

One  would  naturally  expect  then  that  someone 
was  going  to  sell  very  few  rubber  shoes.  Someone 
is,  but  who  is  it?  Every  factory  management  should 
be  determined  that  it  is  not  going  to  be  them.  To 
sell  more  than  their  share  they  would  have  to  lower 
their  price.  The  others  would  meet  such  new  price 
and  on  the  fight  would  go.  It  would  be  a  case  of  the 
survival  of  the  fittest. 

Money  Lost  Last  Year. 

At  what  conclusion  then  must  we  arrive?  That 
you  will  see  lower  prices,  than  last  season.  But  can 
you?  Many  of  you  remember  buying  at  better  than 
an  extra  25%  discount.  Can  you  exoect  to  beat 
that  this  season?  Somebody  lost  money  selling  rub- 
bers last  year  but  it  wasn't  the  retail  merchant.  The 
loss  was  somewhere  between  the  manufacturer  and  the 
jobber.  A  couple  of  manufacturers  claimed  they 
made  money.  Maybe  they  did  but  we  will  wager  that 
many  did  not. 

Competition  is  not  Assured. 

There  is  another  disturbing  element  in  the  rubber 
trade  and  that  is  the  uncertainty  of  permanent  com- 
petition that  is  actual  competition.  We  wish  to  cast 
no  slurs  upon  the  veracity  of  claim  made  by  indepen- 
dent companies  as  to  their  actual  independence  from 
influence.  They  are  free  lances  to-day,  but  what 
would  be  more  natural  than  that  having  been  sickened 
by  a  few  lean  seasons  they  should  call  it  emits  and 
return  to  a  basis  which  would  mean  a  fair  profit  to  all 
concerned? 

Sell  Your  Rubbers  High. 

To  boil  it  all  down,  no  one  knows  yet  what  prices 
will  be.  You  may  pay  less  than  you  did  last  year  but 
you  may  on  the  other  hand  pay  more.  What  then 
is  the  safest  policy  to  adopt?  Simply  to  keep  your 
courage  up  and  ask  a  fair  price  for  your  rubbers  and 
don't  make  any  bets  with  your  customers  as  to  which 
way  the  market  is  going  to  jump— you  are  likely  to 
lose  if  you  do.  But  there  can  be  no  loss  to  you  in 
talking  plain  quality  to  your  customers  and  gettine 
the  price  that  goes  with  quality.  Make  it  a  "heads 
I  win,  tails  you  lose"  as  far  as  you  are  concerned  and 
it  would  seem  reasonable  to  expect  that  your  monthly 
rubber  profits  for  the  time  being  will  cause  you  no 
worry. 


Health  as  a  Force  in  Salesmanship 

Physical  Health  a  Business  Asset— A  Sound  Mind  in  a  Sound  Body— Methods  of  Exercise— Rules  for 
Diet,  Rest,  Recreation— Thinking  Healthful  Thoughts— Sixty  Years  Young— Show  Cards. 


The  connection  between  physical  fitness  and 
business  success  is  obvious.  Not  only  is  staying- 
power  closely  connected  with  good  health,  but  energy, 
enthusiasm  and  quickness  of  intellect  to  meet  and 
grapple  with  the  problems  which  arise  from  day  to 
day. 

A  perfectly  working  physical  organism  is  the  first 
consideration.  A  sound  mind  in  a  sound  body  is  just 
as  true  to-day  as  ever.  There  is  a  false  impression 
that  health  presupposes  an  expensive  course  in  physi- 
cal culture  conducted  by  an  expert  in  this  line.  Noth- 
ing is  more  erroneous.  The  foundations  of  good  health 
are  all  around  us.  There  is  abundance  of  fresh  air; 
pure  water  is  usually  easily  obtained,  and  the  oppor- 
tunity for  healthful  exercise  is  free  for  the  taking. 

Some  seem  to  be  of  the  opinion  that  because 
cannot  get  out  into  the  open  they  are  debarred  from 
physical  exercise.  A  little  thought  devoted  to  the 
subject  would  soon  show  that  this  is  not  so.  It  is 
not  even  necessary  to  purchase  expensive  apparatus. 
A  man  may  strengthen  his  muscles,  expand  his  chest, 
and  quicken  his  circulation  without  the  expenditure 
of  a  dollar.  Determination  is  the  principal  necessity, 
and  a  little  time  devoted  to  systematic  calisthenics 
or  even  tensing  and  relaxing  the  muscles.  A  bed- 
room chair  can  be  made  the  basis  of  a  series  of  exer- 
cises which  will  answer  the  purpose  to  perfection. 

Indian  clubs,  dumb-bells  and  other  simple  ap- 
paratus of  this  kind  can  be  obtained  at  very  small 
cost  and  are  just  as  effective  as  the  more  expensive 
kind.  Boxing  and  fencing  are  extremely  valuable  as 
modes  of  exercise  where  time  and  pocket-book  permit. 

If  possible,  take  advantage  of  the  various  games 
and  amusements  as  they  come  along.  Skating  is  sim- 
ple and  inexpensive.  In  the  summer  there  are  boat- 
ing and  swimming,  while  that  most  healthful  of  all 
exercises,  walking,  can  be  indulged  in  at  any  time  of 
the  year.  Light  running  is  beneficial  at  occasional 
intervals.  This  expands  the  lungs  and  nils  all  the 
unused  cells.  Outdoor  games,  such  as  tennis,  bowl- 
ing, golf,  football,  etc.,  are  all  valuable.  Some  heilth- 
ful  outdoor  hobby  is  the  best  incentive  to  frequent 
walks  in  the  open  air.  Photography  is  extremely 
popular.  Tastes  differ  so  largely,  however,  that  it 
would  be  impossible  to  enumerate  all  the  objects 
which  might  be  used  as  an  incentive.  Boating  also 
suggests  many  possibilities. 

One  of  the  poorest  substitutes  for  exerc'se  is  to 
sit  and  watch  some  one  else  play  a  game.  The  base- 
ball enthusiast  very  often  does  not  get  even  the  fresh 
air  and  the  sunshine.  The  same  may  be  said  for  many 
other  games  and  athletics  where  professional,  or  other 
players,  are  engaged.    It  is  especially  important  for 


the  indoor  worker  to  get  into  something  which  he  can 
take  part  in  himself. 

Diet  is  Important. 

Diet  is  another  feature  worthy  of  attention,  par- 
ticularly from  the  salesman's  point  of  view.  An  ex- 
cess of  food  clogs  the  system  and  acts  practically  as 
a  poison.  This  becomes  a  source  of  headaches,  foul 
breath,  crankiness,  inability  to  think  and  general  un- 
fitness for  work.  People  engaged  in  manual  labor  in 
the  open  air  seldom  have  to  think  about  dieting,  un- 
less they  have  grossly  misused  their  digestive  appar- 
atus, but  in  the  store  or  the  wareroom,  where  fresh 
air  is  almost  entirely  excluded  at  times,  conditions 
will  be  found  radically  different.  A  little  attention 
devoted  to  seeing  that  doors  and  windows  are  open 
will  be  found  a  paying  investment.  Manufacturers 
and  proprietors  might  do  much  to  relieve  this  condi- 
tion by  making  arrangements  for  ventilation,  but,  un- 
fortunately, this  is  seldom  considered,  or  is  looked 
upon  as  a  secondary  matter  altogether. 

If  a  man  owned  a  steam  engine  or  other  motive 
device,  he  would  give  careful  consideration  to  the 
correct  fuel  to  be  used.  Very  few  give  the  same 
thougdi  and  intelligence  to  what  is  required  by  the 
human  organism.  A  good  general  rule  in  eating  is  to 
stop  a  little  short  of  the  full  satisfaction  of  the  ap- 
petite. 

Rest  and  Recreation. 

A  proper  amount  of  rest  is  another  necessity  in 
order  to  secure  the  greatest  and  best  results  from  the 
human  mechanism.  Under  present  competitive  con- 
ditions the  race  is  only  to  the  alert  and  the  vigorous, 
and  not  to  those  with  dulled  or  wearied  faculties.  Rest 
is  not  to  be  secured  by  loafing  or  taking  it  easy  during 
the  day,  but  by  keeping  proper  hours  at  ni°-ht  and 
securing  a  sufficient  amount  of  sleep.  Dancing,  and 
billiards  or  pool  may  be  comparatively  harmless 
amusements  in  their  places,  but  should  not  be  allowed 
to  extend  into  the  midnight  hours  in  such  a  way  as 
to  interfere  with  one's  fitness  for  work,  as  is  often 
the  case". 

One  of  the  most  sensible  institutions  of  modern 
business  is  the  custom  of  taking  holidays.  Unfor- 
tunately all  do  not  share  in  these  alike.  Occasionally 
we  find  a  Scrooge-like  individual  who  dees  not  believe 
in  taking  a  holiday  or  allowing  one  to  anybody  else. 
Anything  under  two  weeks  at  full  salary  is  not  much 
account.  Some  are  so  fortunately  situated  as  to  be 
able  to  live  at  some  nearby  summer  resort  during  the 
warm  season,  which  gives  them  the  benefit  of  after 
working  hours  amid  pure  air  and  healthful  sur- 
roundings. 
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THE  SHOE  AND  LEATHER  JOURNAL 


Attention  to  the  Person. 

Cleanliness  is  of  importance,  not  only  because  it 
makes  the  body  healthier,  by  helping  to  carry  off  waste 
or  excretive  products,  but  because  uncleanliness,  soiled 
linen,  grimy  hands,  smell  of  perspiration,  tobacco,  etc., 
are  annoying  to  customers  and  fatal  to  trade. 

These  conditions  are  much  more  prevalent  than 
might  be  supposed,  and  there  is  no  doubt  but  that 
much  loss  of  trade  could  be  traced  directly  to  lack 
of  attention  to  the  person  on  the  part  of  salespeople. 
Cleaning  the  teeth  and  finger  nails  might  also  be  in- 
cluded. "  Attention  to  the  latter  will  not  only  remove 
possible  causes  of  offense  to  customers,  but  direct 
causes  of  ill-health  and  infection.  Abscesses  of  the 
teeth  and  salivary  glands,  and  numerous  other  affec- 
tions are  caused  by  carelessness  in  this  respect,  while 
a  slight  scratch  from  the  finger  nail  has  been  known 
to  cause  serious  infection  and  the  propagation  of 
minor  skin  diseases. 


Disease  Precedes  Failure. 

Disease  has  been  rightly  termed  the  fore-runner 
of  failure.  There  is  no  need  to  enlarge  upon  the  slug- 
gishness and  lack  of  energy  which  result  from  late 
hours  and  dissipation,  the  grouchiness  and  misery 
which  follow  upon  indigestion  or  dyspepsia,  the  latter 
often. aggravated  or  even  caused  by  the  excessive  use 
of  tobacco. 

In  a  general  way  it  may  be  said  that  the  indoor 
worker  requires  to  take  advantage  of  every  possible 
means  of  outdoor  recreation,  while  at  the  same  time 
he  should  endeavor  to  minimize  the  effects  of  confine- 
ment in  the  store  or  warehouse  by  attention  to  ven- 
tilation and  by  the  cutting  out  or  reduction  to  a  mini- 
mum of  all  habits  which  tend  to  make  a  drain  upon 
the  vitality  or  energy.  Habits  which  will  not  hurt 
the  worker  in  the  open  air  will  often  tell  very  quickly 
upon  those  confined  indoors. 

The  salesman  with  ambition  to  succeed  and  get 
away  with  one  of  the  prizes  of  his  calling,  in  the  shape 
of  a' responsible  position  at  a  good  salary,  must  train 
like  an  athlete.  Physical  staying  power  in  this  respect 
is  of  almost  equal  value  with  ability  and  interest.  One 
is  of  little  avail  without  the  other.  Application  to 
business  is  impossible  without  the  physical  founda- 
tion or  basis. 

Think  Healthful  Thoughts. 

Thinking  healthful  thoughts  is  another  aid  to 
physical  health  and  business  success.  Impure  thoughts 
not  only  lead  to  immorality,  but  tend  to  unsettle,  be- 
sides being  generally  destructive  to  character,  and 
will-power.  Dwelling  upon  real  or  fancied  injuries 
is  another  injurious  habit.  Gloominess  or  moroseness 
prevents  the  proper  functioning  of  the  digestive  and 
secretive  organs,  and  has  a  strong  tendency  to  lower 
the  tone  of  the  muscular  and  nervous  systems.  The 
lines  upon  the  face  indicate  this  very  readily  and 
provide  an  index  of  character  or  disposition.  Worry 


often  causes  biliousness,  dyspepsia,  headache  and  de- 
bility, resulting,  there  is  reason  to  believe,  in  a  marked 
shortening  of  life,  as  well  as  a  present  reduction  m 
vigor. 

Sixty  Years  Young. 

The  frequency  with  which  age  is  made  a  standard 
for  efficiency  or  non-efficiency  prompts  a  few  thoughts 
upon  this  subject. 

With  proper  care  of  the  health  a  man's  period  for 
working  should  be  greatly  extended.  Some  men  are 
old  at  thirty  or  within  a  few  years  of  it.  Others  are 
vigorous  and  energetic  twenty  or  twenty-five,  yes, 
thirty  years,  beyond  it,  the  years  seeming  only  to  add 
strength  of  character,  more  knowledge  and  added  ex- 
perience as  they  pass  by.  A  period  must  eventually 
come  when  a  man  is  no  longer  fitted  for  the  strenuous 
life,  but  the  term  "a  green  old  age"  is  a  reality  in  many 
cases  and  serves  to  give  the  lie  to  the  cruel  fad  of  a 
few  years  ago,  which  would  have  all  men  outliving 
their  usefulness  at  sixty. 


Show  Card  Pointers. 

Ready  prepared  card  writers'  ink  may  be  con- 
veniently used  for  black  and  white  work,  and  for  the 
other  work  moist  water  colors.  These  come  in  con- 
venient glass  jars  with  screw  tops  and  are  always 
ready  for  use.  They  can  be  procured  in  any  color 
or  shade  desired. 

For  brushes,  a  red  sable  rigger  with  flat  ferrule 
is  found  the  most  satisfactory  by  some.  This  brush 
is  used  in  sizes  6,  8,  9  and  10.  For  really  high-class 
work  a  white  or  grey  card  with  a  black  letter  is  pre- 
ferable;  however,  in  smaller  cities  or  in  stores  that 
cater  to  a  popular  trade,  more  pronounced  work  may 
be  required.  In  some  cases  it  is  a  good  idea  to  em- 
bellish a  card  with  a  cut-out  illustration  from  one  of 
the  trade  journals  or  illustrated  magazines.  Care 
should  be  taken  to  select  an  illustration  that  will  have 
some  bearing  on  the  subject  of  the  card. 

Be  careful  not  to  put  too  much  on  a  card.  Letter 
it  so'  that  "He  who  runs  may  read,"  and  have  one 
strong  display  line  that  will  arrest  the  attention.  Make 
your  show  cards  and  price  tickets  in  the  same  general 
style  and  color.  Good  price  tickets  and  show  cards 
will  help  a  poor  display  while  poor  cards  will  hurt 
a  good  display. 

Muslin  Signs. 

If  possible  get  prepared  sign  muslin.  Use  coach 
colors  ground  in  Japan.  Add  to  a  half-pound  can  of 
the  color  you  wish  to  use,  about  four  or  five  ounces 
of  furniture  varnish  and  mix.  Then  thin  it  with  tur- 
pentine to  the  right  consistency  for  use  and  stir  thor- 
oughly. This  will  make  a  clean  cut  letter  on  cloth  or 
cardboard  and  will  not  run  when  water  strikes  it. 
Use  camel's  hair  or  red  sable  brushes  of  the  best  qual- 
ity. It  is  impossible  to  do  good  work  with  cheap  tools 
or  poor  material. 


Business  Boosters 

Practical    Ideas    others    have    used    to    advantage-Live    Suggestions    from    different    Parts  of 

Canada. 

Finding  Monev-Makers  Pays  shoe  retailers,  as  well  as  other  con-  ers  and   strangers,   for   no   distinction  is 

Findings  Money  Makers  P  mechanical  lighting  devices  made.      This    innovation    has    proven  a 

Montreal-  Shoe  findings ,  « :  not  jven  ,  advertising  their  business,"  splendid  business-bnnger,  as  well  as  a  fine 

half  the  prominence  they  Wdiecet^  ^.^  ^  ..^  of  advertisement  for  the  store. 

^at  th" V '"finding  ^  color  effects  secured  by  the  use  of  a  Shine  While  You  Wait 

department  i.  properly  organized  and  properly  installed  sign  of  t  hi, sort  ,1  every  Mwfrefl/_A  large  shoe  reta,ler  has  m- 
looked  after,  the  total  volume  of  the  day's  fine   and  as  a  means  of  publ  ci     th»  me    ^   jugt  ^   entrance      f  his 

sales  can  be  greatly  augmented.  The  net  thod  is  unquestioned.  I  have  experienced  ^  &  sho,e.shining  departrnent  with  an 
returns  can  be  still  more  largely  increased,  *   considerable    increase   in    my   business  for  the  convenience  of  his  cus- 

as  the  margin  of  profit  on  findings  is  much  since  installing  one  of  these ^ns  ov er  my  ^  ^  servke  nQ  charge 

neater  than  on  the  general  stock.      One  premises.     The  benefit  is  cumulative  and  ^  ^  {s  much  appreciated 

way  in  which  I  judge  the  worth  of  my  greatly  aids  newspaper  advertising  for  the  by  ^  ^  ^  gentlemen>  especially 
clerks  is  by  the  volume  of  their  findings  eye,  familiar  with  the  name  on    he  sisn,  ^  ^  ^   .g  ^   ofher  sho£, 

sales.    If  a  customer  buys  a  pair  of  shoes  notes  the  same  name  at  once  m  the  news-  ^  ^  that  locality  whkh  ladfes 

for  five  dollars,  it  is  a  very  easy  matter  to  paper."  can  fed  free  t0  patronize.    The  ladies  are 

bring  the  total  amount  of  the  sale  up  to  Light  up  the  Windows-  kept  in  frequent  touch  with  the  store  by 

six  dollars  or  even  more— especially  with  Ottawa— A  local  retailer  attributes  much  this  means,  and  results  show  that  they 
ladies— by  tactful  reference  to  various  arti-  of  ,his  business  to  the  arrangement  of  his  bring  business  to  the  place  where  courtesy 
cles  in  that  department  so  useful  to  the  window  lights  in  such  a  manner  as  to  dis-  and  forethought  are  shown  them.  The 
buyer.  To  encourage  this  effort  on  the  play  hjs  goods  to  the  very  best  advantage.  extra  expense  is  not  great,  as  during  slack  , 
part  of  my  clerks,  I  allow  a  commission  on  He  uses  stationary  lights  at  the  top  of  the  hours  the  attendant  is  used  for  other  neces- 
all  findings  sales  made.    The  findings  de-  wrndows,  but  portable  ones  for  the  sides  sary  work. 

partment  should   be   in    some   prominent  and  bottom.    He  is  thus  able  to  vary    his  Skates  on  Free, 

place  where  it  is  constantly  under  the  ob-  bating  effects  at  will.  The  windows  are  Quebec_A  dealer  wri0  makes  a  specialty 
servation  of  those  going  to  and  from  other  Ht  up  till  eleven  o'clock  every  night,  and  al-  ^  ^  ^  sporting  foot.weari  adVer- 

departments  in  the  store."    It  would  help  though  the  store  is  not  open  after  seven,  ^  ^  ^m  ^  of  CQsti 

many  other  retailers  to  give  this  matter  a  except   0n   Saturdays,   many  people,   who  ^  ^  q{  'skating  boots  pur_ 

little  attention.  otherwise  would  never  deal  with  him,  are  chaged  frQm  him  provided  the  skates  were 

Making  Patches  Pay.  *o  attracted  ^  thf  displa/S1  *at  brought  to  the  store  for  that  purpose.  The 

Toronto    A    fhoe  dealer   here    recently  back  during  the  day  and  become  perm  n-  Qf  side_stepping  this  tedious  job 

Toionto-A   shoe  tteaiei   ^  ent  customers.    It  should  be  easy  for  the         ^  younger  element,  who 

tT^J^T^XZtZ  -?ge  retailer  to  emulate  this  Ottawa  ^Lpressed  Li/  appreciation  by 
ped   it   with   modern    electric   machinery,  mans  success.  boosting  the  dealer>s  cash  sales  away  above 

The  venture  has  proven  a  great  success,  Prompt  Delivery  Pays.  the  average  figures.    The  business  m  other 

and  is  not  only  profitable  in  itself,  but      Montreal-Qm.  G.  Gales  &  Co.  have  a   departments  has  also  taken  a  jump  as  a 
especially  as  a  feeder  to  the  general  busi-  iarge  number  of  customers  in  the  uptown  result. 

ness    It  has  obviated  the  long  delays  so  and  western  suburban  districts  of  the  city,  Courtesy  Invaluable. 

frequent  in  many  small  repairing  shops,  to  whom  all  parcels  are  delivered  by  mes-      Montreal— 'By  courtesy  I  do  not  mean 

and  thus  brings  many  people  into  the  store   senger  boys,  always  ready  to  leave  at  a  mere]y  the  opening  or  closing  of  a  door 

whom    his    courteous    salesmen    are    fre-  moment's    notice.      The   delivery    m    the  ^  &  custorner,  0r  showing  her  a  seat,  but 

quently  able  to  make  customers.    It  uses  more  central  sections  is  handled  by  rigs,  the  way  in  which  these  and  other 

space  formerly  unoccupied,  and  has  added   except  \n  the  case  of  rush  orders,  which  thingSj    small    in    themselves,    are  done. 

o-reatly  to  the  future  possibilities  of  the  are  als0  handled  by  the  boys.    Under  this  .g  nQ  greater  asset  t0  any  business 

business.  flexible  system  rush  orders  and  customers  ^  g  saksman  whose  COUrtesy  is  a  matter 

F        for  One  in  the  outlying  districts  are  sure  of  mucn  q{  character  rather  than  a  thin  veneer  put 

e    rr      ™        hn    ctores'  are  Ions'  and  picker  service,  and  the  extra  wear  and  business  hours  only."    This  re- 

St.  /^n-Many   hoe  stores  -e  long  and  ^  ^  ^  ^  ^  ^  ^  ^         &  ^ 

very  narrow,   which   les sen     the   w mdow  re  ^  ddivery  are  very  rare,  peculiarly  adapted  to  the 

display  space.      A  dea lei   her    overcame  V                &          ^eBB  stimulant.  ^                       on  i<The 

this  trouble  by  remodel  mg  and  sepai^ng  ^  ^  ^                               ar£  shoe  ret,                       ^  ^  _  ^ 

the  original  windows  from  the  store =       a  with  the  various  chores  always  who  ^  that  he  is  more 

three-foot  passage-way    b  h  nd  w h  he  P           ^  ^  ^  ^  business.  ^  tQ  ^  the  needs  and  wishes  of 

zTtl\rzXL:t  rr  ;,es    s^ai  R00m  for  Ladie,    ^  P— :  ^ri^ 

him  four  windows,  more  than  quadrupling      M ontreal^hook   after  the  comfort  of  sale  at  any  Pn  f requ«  «y 

his  display  space,  as  all  the  present  win-  lady  customers>  and  they  will  look  upon  my  sta ff  th e  f f  f^Td  honesty, 

dows  are  deeper  than  the  old  one,    He  *      fof  profits_Such  has  been  my  is   one  outward  s  gn  of  mwa rd  hon  y, 

says  that  this  change  has  enabled  him  to   experience,"  said  a  shoe  retailer  here  re-  and  when  I  find  tl,s  ^^  ^^^ 

plan  his  displays  to  better  advantage  wit  This  man  set  apart  a  wel -hgte  ^  «    -y  sal  s    o^ce  I  d ^^pense  wit  ^ 

a  consequent  increase  in  selling  force.  The      d  corner  of  his  store  as  a  ladie,  services     in  tnis  w  y 

cost  of  the  alterations  was  covered  in  a  *  ^  equipped  with  writing  desk,  ste adily  --eased  m  pre »d  -ales  A 

short  time  by  the  added  volume  of  busi-  tel#hon€  and  every  accessory  to  comfort  least  this  has  been ^^ZT Site  sub- 

\s  the  store  is  situated  in  the  centre  of  may  seem  to  be  empha.s  znng  a  trite  sud 

Lighting  Devices  Attract.  the  shop  ing  district,  this  privilege  is  much  ject,  but  true  -rtesy  is  conspicuous  b5 

rJo^Ln  Power  is  so  cheap,  it  appreciated  by  weary  buyers,  both  custom-  its  absence  m  many  places. 


Let's  Have  a  Smile 


Some  years  ago  an  expedition  from  the  University  of 
Pennsylvania  was  sent  to  one  of  our  Southern  States  for 
the  purpose  of  observing  a  solar  eclipse. 

The  day  before  the  event  one  of  the  professors  said 
to  an  old  colored  man  belonging  to  the  household  wherein 
the  scientist  was  quartered: 

-Tom.  if  you  will  watch  your  chickens  to-morrow  morn- 
ing you'll  find  that  they'll  all  go  to  roost  at  eleven  o'clock." 

'  Tom  was,  of  course,  skeptical ;  but  at  the  appointed 
hour  the  heavens  were  darkened  and  the  chickens  retired  to 
roost.  At  this  the  man's  amazement  showed  no  bounds,  and 
he  sought  out  the  scientist. 

"Perfesser,"  said  he,  "how  long  ago  did  you  know  dem 
chickens  would  go  to  roost?" 

"About  a  year  ago,"  said  the  Professor  smilingly. 

"Well,  ef'dat  don't  beat  all!"  was  the  man's  comment. 
"Perfesser.  a  year  ago  dem  chickens  wa'n't  even  hatched!" 


it's  a  less  near  relative,  a  band  of  black  on  the  sleeve  or  hat; 
or,  if  it's  for  a  friend,  just  a  black  tie." 

For  some  moments  Patrick  Murphy  O'Dolan  considered. 

"Well,"  he  whispered  at  length,  "give  me  a  bootlace.  It's 
me  wife's  mother !" 

*    *  * 

The  following  anecdote  about  our  late  King  will  be  new 
to  most  people.  When  Prince  of  Wales  he  was  traveling  in 
the  Highlands  of  Scotland  incognito  one  day,  and  was  very 
anxious  that  his  identity  should  remain  hid.  Imagine  his 
feelings,  therefore,  on  coming  to  a  little  township  to  find  an 
enormous  flag  flying  on  a  little  schoolhouse.  Feeling  cer- 
tain that  they  must  have  got  wind  of  his  arrival,  he  never- 
theless sent  an  attendant  forward  to  make  guarded  inquiries. 
A  little  later  this  gentleman  returned  with  the  cheering  news 
that  the  lady  in  the  schoolhouse  was  spring  cleaning  and 
after  washing  the  flag  had  merely  hung  it  up  to  dry. 


A  clever  little  bit  of  human  nature  was  used  by  a 
-knight  of  the  road"  recently  on  a  matron  living  in  a  suburb 
of  Pittsburg,  and  as  a  result  he  slept  with  a  full  stomach 
that  night. 

The  suburb  is  quite  small,  and  when  the  tramp  dropped 
off  a  freight  and  ambled  up  the  main  street  he  was  quite 
hungry.  There  were  about  ten  houses  which  gave  fair  chance 
of  meals,  and  the  tramp  lost  no  time.  He  was  not  surprised 
when  the  first  housewife  slammed  the  door  in  his  face,  nor 
the  second,  for  that  was  natural  and  the  proper  thing  to 
do.  But  when  he  reached  the  ninth  house  or  rather  was 
helped  away,  he  was  thoroughly  disgusted.  The  town  cer- 
tainly had  him  hoodooed. 

After  a  short  rest  and  deep  think  the  hungry  one  knock- 
ed at  the  door  of  the  tenth  house. 

"Madam,  can  you  let  a  hungry  man  have  a  bite  to  eat? 
I  don't  think  you  can,  though,"  he  said.  The  woman  opened 
her  ears. 

"Why  can't  I  ?"  she  inquired. 

"The  woman  next  door  said  you  didn't  have  enough  for 
yourself." 

He  got  his  meal. 

*  *  * 

School  compositions  occasionally  turn  out  better,  from 
a  literary  point  of  view,  than  teachers  anticipate.  An  Illi- 
nois teacher  asked  her  pupils  to  bring  in  "three  items  of 
information"  about  the  river  which  flowed  by  their  town; 
and  from  one  boy  she  received  this  model  of  concise  composi- 
tion : 

"I  have  lived  near  it. 
"I  have  seated  over  it. 
"I  have  fallen  into  it." 

*  *  * 

With  a  face  that  vainly  endeavored  to  appear  mourn- 
ful, and  eyes  that  vainly  strove  to  produce  a  respectable 
flow  of  tears,  Patrick  Murphy  strolled  into  the  drapery  shop. 

"I  want  ye  to  tell  me,"  he  murmured,  "phwat  the  cus- 
tom is  for  th'  wearin'  iv  mournin'?" 

"Well,"  mused  the  assistant,  "of  course  it  varies.  If 
it's  a  very  dear  relative,  you  should  wear  black  clothes;  if 


A  Giddings  schoolboy  announced  the  other  day  that  he 
didn't  want  to  go  back  to  school. 

"Why  not?"  demanded  his  father. 

"Th'  teacher  doesn't  like  you,"  the  boy  replied. 

"Doesn't  like  me?"  the  father  exclaimed.  "What  do  you 
mean  by  that?" 

"Why,  she— she  wants  to  hurt  your  feelings." 

"See  here,  my  amiable  child,"  remarked  the  father  with 
growing  sternness,  "I  want  to  know  what  you  mean  by  this 
nonsense.    Speak  up." 

"It's  like  this,  dad,"  said  the  boy ;  "teacher  has  sent  you 
a  letter  tellin'  you  some  things  about — about  me— an'  I  know 
it  would  hurt  your  feelings,  an'  she  shouldn't  have  done  it, 
an'  that's  why  I  hate  to  give  you  the  letter,  'cause  it  ain't 
treatin'  you  kind." 

Somebody's  feelings  were  hurt  a  little  later  and  then  the 
boy,  slowly  and  stiffly,  went  back  to  school. 

*  *  * 

A  shrewd  old  Vermont  farmer  came  into  a  lawyer's 
office  the  other  day  and  proceeded  to  relate  the  circum- 
stances in  a  matter  about  which  he  thought  it  would  be  pro- 
fitable to  "go  to  law." 

"You  think  I  hev  got  a  good  case?"  he  finally  asked. 

"Very  good,  indeed,"  the  lawyer  assured  him.  "You 
should  certainly  bring  suit." 

"What  would  yer  fee  be  fer  the  whole  thing?"  the  old 
farmer  asked. 

"Fifty  dollars,"  was  the  prompt  response. 

The  client  pulled  out  an  old  wallet,  extracted  a  roll  of 
bills  and  counted  out  $50. 

"Now,"  he  said,  "you  hev  got  all  you  would  get  out 
of  this  case  anyhow;  so  s'pose  you  tell  me  honestly  just  what 
you  think  my  chances  of  winnin'  a  suit  are?" 

*  *  * 

Vicar's  Daughter:  "I  suppose  the  rain  kept  you  from 
the  funeral  last  Tuesday,  Mrs.  Bloggs?" 

Mrs.  Bloggs:  "Well,  partly,  miss;  but,  to  speak  true, 
wot  with  the  rheumatiz  and  doin'  away  with  the  'am  and  the 
cake  afterward,  funerals  ain't  the  jaunts  they  used  to  be  for 
me  ?" 


Random  Hits 


Damage  claims  falsely  made,  insurance  companies  beaten, 
discounts   squeezed,   salesmen   "ragged,"   goods  misrepresented, 

"shoddy"  stuff  sold,  fake  "marked-price"  sales 
WHO'S  held,  lying  advertising  published  broadcast,  ac- 

TO  BLAME?     counts   "doctored,"   debtors   hounded — and  our 

asylums,  workhouses,  gaols,  prisons  and  peni- 
tentiaries are  filled  with  imbeciles,  bums,  defaulting  clerks, 
thieves,  murderers,  and  what  not.  Who's  to  blame?  Look  well 
to  the  ways  of  thy  going.  It  is  to  the  everlasting  shame  of 
twentieth  century  barbarism  that  such  conditions  as  those  above 
should  be— and  who's  to  blame?  The  day  of  judgment  is 
coming  as  sure  as  fate.  That  day  when  the  horned  hands  of  the 
Devil  himself  will  grasp  with  an  unbreakable  grip  those  belong- 
ing for  eternity  to  him.  Do  not  think  for  one  minute  that  he'll 
only  claim  that  clerk  that  you  with  your  so-called  "sharp  business 
methods"  sent  on  the  broad  way  that  leadeth  to  destruction.  The 
answer  to  that  question  asked  two  thousand  years  ago,  "Am  I 
my  brother's  keeper?"  holds  good  to-day. 

The  other  day  a  customs  official,  a  customs  employe  and  a 
wealthy  manufacturer  across  the  line  were  all  committed  to  state 
penitentiary  for  a  term  of  years.    Why?  Why 
DIVERS  were    they    punished?      Because    they  were 

WEIGHTS  caught  making  more  money  than  they  right- 
fully should  by  false  declarations  and  perjury- 
Note  that  they  were  punished  because  they  were  caught.  What 
became  of  the  other  man,  the  man  higher  up,  that  group  of  men 
who  have  become  immensely  wealthy  by  this  practice?  They 
breathe  God's  free  air  as  respected  citizens  while  their  tools  as- 
sociate with  the  gamblers  and  thugs  collected  from  all  parts 
of  the  world.  When  the  father  sins  should  only  the  son  be  pun- 
ished? When  the  scurrilous  tactics  of  the  so-called  shrewd 
business  man,  whether  great  or  small,  drag  the  moral  standards 
of  his  dependants  down  into  the  mire,  shall  only  the  pupil  suffer 
and  the  principal  escape  to  further  debauch  his  associates— 
to  spoil  again  and  yet  again?  Thanks  be,  there  is  one  just 
Judge.  There  is  one  just  Tribunal  that  will  mete  out  to  them 
the  awful  punishment.  On  that  final  day  many  a  one  who  has 
smiled  with  smug  satisfaction  on  this  earth  at  the  fate  of  his 
misdirected  employe  would  gladly  escape  His  wrath  at  a  cost 
many  times  greater  than  the  few  miserable  dollars  he  wrung 
from  others  on  this  earth.  There  is  no  escape.  "Divers  weights 
and  divers  measures  are  both  of  them  an  abomination  unto  the 
Lord." 

Are  we  never  to  see  the  end  of  this  craze  for  money,  money 
and  lots  of  it— no  matter  how  it's  obtained— get  after  it  and  get 

it  somehow,  anyhow,  so  long  as  you  get  it.  It 
MONEY  is  a  crying  shame  that  the  men  of  to-day  will 

MAD  stoop  so  low  for  that  which  one  hundred  years 

from  now  will  mean  so  much  less  than  nothing 
to  them.  Think  it  over,  sir:  I  tell  you  there  will  come  a  day 
when  if  your  heart  be  not  as  a  stone  the  day  of  your  sharpest 
deal  will  he  the  day  of  saddest  memory.  All  the  ill-gotten 
gains  on  God's  green  earth  will  ' not  buy  off  the  grim  reaper. 
The  truly  successful  man  of  this  generation  or  any  other  is  he 
who  layeth  up  his  store  "where  neither  moth  nor  dust  doth 
corrupt  nor  thieves  break  in  and  steal." 

General  Sherman  uttered  that  immortal  phrase  but  if  talk 
could  be  turned  to  lyddite  and  mouths  to  twelve  inch  guns  the 

harm  that  our  tin  pot  navy  could  do  would  not 
"WAR  be  a  patch  on  the  devastation  that  would  be 

IS  HEEL"         wrought  by  the  conflict  of  words  we  are  these 

days  compelled  to  witness.  .Havoc,  quite  as  de- 
plorable, socially  as  nationally  is  wrought  by  the  gatling  fire  of 
evil  tongues  that  vomit  forth  their  venom  clay  and  night.  "With 
his  mouth  the  godless  man  destroyeth  his  neighbor"  and  though 
the  weapon  is  often  but  the  jawbone  of  an  ass  the  thousands 


of  slain  are  witness  to  its  devastating  power.  It's  not  necessary 
for  a  man  to  slit  his  neighbor's  throat  with  a  butcher's  knife 
or  blow  his  head  off  with  a  gun  to  qualify  as  a  first-class  mur- 
derer. Just  stick  your  barbed  tongue  into  his  reputation  and 
you'll  kill  him,  his  business,  and  maybe  others.  Of  all  the  dogs 
on  earth  the  meanest  is  he  who  slays  character  in  season  and 
out  of  season  with  his  words.  Better  be  a  common  thug,  a  law- 
less highwayman,  than  a  moral  assassin  who  dare  not  attempt 
with  his  hand  what  his  dastardly  filth-coated  tongue  accom- 
plishes without  fear. 

When  you  sit  around  the  green  baize  table  with  "the  boys," 
when  you  pay  for  the  drinks,  when  you  go  out  for  "a  time," 
when  you  return  home  at  day-break,  do  you 
STOP  AND       never  stop  and  think?     Do  you  never  feel  the 
THINK!  blush  of  shame  come  over  your  hardening  con- 

science? Do  you  never  see  the  end  of  the  path 
that  "leadeth  to  destruction"?  Are  you  never  brought  up  short 
with  a  start  of  appalling  fear  of  the  ultimate  end?  The  other 
day  in  a  large  city  a  man  clothed  in  rags  wasted  away,  with  a 
face  bloated  with  alcohol,  was  literally  dying  in  the  gutter. 
Young  man  at  your  age  he  was  a  "good  fellow"— a  "spender"' 
to  the  boys— but  a  profligate  to  his  God.  To-day?  A  wreck  on 
the  putrid  shore  of  the  sea  of  life— with  the  tide  on  its  eternal 
ebb.  The  man  with  the  cross-eyed  conception  of  fun  that  de- 
mands wine,  women  and  song  for  recreation  is  on  the  sure  road 
to  death.  At  the  end  "It  biteth  like  a  serpent  and  stingeth  like 
an  adder." 

It's  an  old  saying  and  wise  that  "birds  of  a  feather  flock 
together."    But  if  it  is  not  one  of  the  rules  to  which  there  is 

an  exception  how  can  we  account  for  the  num- 
THE  her  of  jackasses  and  mules  that  get  so  well 

COMPANY  mixed  up  with  the  herd  of  fairly  decent  human 
YOU  KEEP      cattle.    It  is  surely  a  sight  for  gods  and  men  to 

see  the  connections  thus  formed.  You  can  be 
mighty  sure  that  you  can't  raise  the  fool  to  your  level.  The 
fool  should  be  associated  with  just  as  intimately  as  the  small- 
pox patient.  Do  you  think  you  can  dodge  mental  contagion  one 
whit  more  than  physical?  You  loftily  deem  yourself  the  su- 
perior of  the  wild  "boys"  with  whom  you  associate.  But  take 
care.  You  will  yet  admit  yourself  as  big  a  fool  as  the  worst 
of  them.  There  is  no  swifter  route  to  Hell  than  the  softly- 
padded,  red  painted  devil  wagon  of  the  fool.  The  fact  that 
you'll  have  lots  of  company  on  the  way  is  more  than  equalized 
by  the  shortness  of  the  trip,  young  man,  for  "the  companions 
of  fools  must  be  destroyed." 

How  sad  it  is  to  listen  to  the  man  who  because  he  has 
escaped  all  trouble  on  this  earth  lifts  his  eyes  and  says,  "The 

Lord  has  been  very  good  to  me  and  mine."  How 
BLESSINGS  equally  sad  to  hear  the  wail  of  the  afflicted  that 
IN  DISGUISE  "there  is  no  God."    Fools!    It  was  a  wise  man 

who  concluded  that  all  his  afflictions  were  bless- 
ings in  disguise.  David  Harem  had  the  meat  of  the  whole  thing 
when  he  concluded  that,  "Eleas  is  good  for  a  dog  'cause  it 
keeps  him  from  broodin' on  being  a  dog."  "In  the  days  of  adver- 
sity consider"  remembering  that  "Whom  the  Father  loveth,  him 
He  chasteneth"  and  don't  get  woolly  because  some  of  your  little 
"deals"  don't  come  off.  You'd  soon  consider  yourself  the  su- 
perior of  God  Almighty  Himself  if  He  didn't  set  you  m  your 
place  once  in  a  while. 


Lights  and  Shadows  of  the  Road 

Fact  and  Fancy  Relating  to  the  Couriers  of   Commerce  in   Our   Own  and  Other 

Trades. 


One  might  easily  be  deceived  upon  entering  an 
early  morning  train  just  after  the  Christmas  holidays 
into  imagining  himself  amongst  a  host  of  students  or 
college  men  leaving  for  a  vacation.    The  coaches  are 
tilled  with  vivacious  groups,  the  individuals  of  which 
greet  each  other  with  a  cheeriness  that  makes  strongly 
apparent  the  fact  that  while  maybe  very  keen  in  busi- 
ness, it  does  not  seem  to  interfere  in  the  least  with 
the  spirit  of  goodwill  so  general  amongst  those  who 
are  in  the  very  van  of  the  fight.    The  next  thing  that 
strikes  one  is  the  predominance  of  young  men  in  the 
ranks  of  travelling  salesmen  and  following  this  the 
great  variety  of  types  as  evidenced  by  face,  dress  and 
conversation,  that  will  be  found  even  in  a  single  rail- 
way coach.    The  predominant  note,  however,  seems 
to  be  relief  at  the  period  of  inactivity  being  over  and 
the  business  of  selling  being  once  more  under  way. 
Some  there  may  be  who  take  up  the  routine  with  a 
sigh  and  express  the  hope  soon  to  be  able  to  settle 
down  to  some  steady  inside  position,  but  by  far  the 
majority,  if  one  is  to  judge  from  appearances,  manifest 
that  eagerness  which  indicates  a  thorough  interest  in 
their  calling.  .  ■ 

"Do  I  like  the  road?"  responded  a  dry  goods  sales- 
man representing  one  of  the  best  houses  in  Montreal, 
to  the  inevitable  question  that  arises  in  the  mind  of 
those  outside  the  ranks  of  the  peripatetic  profession. 
"That  always  seems  a  funny  question  to  me.  It  does  not 
strike  me  just  that  way.  When  I  was  a  kid  in  the 
warehouse  it  was  my  one  ambition  to  get  out  on  the 
road  and  sell  goods.  I  would  have  given  almost  any- 
thing I  possessed  to  have  the  chance  some  of  those 
older  than  myself  occasionally  had  of  going  out  for 
a  short  trip  with  some  of  the  men  of  the  house.  For 
the  prospect  of  having  some  clay  a  set  of  samples  and 
a  territory  of  my  own  I  gave  myself  up  to  the  drudg- 
ery of  the  entry  desk  and  then  the  trying  experiences 
of  the  junior  assistant  in  the  department.  Selling- 
goods  on  the  road  is  the  finest  job  in  the  world,  and 
although  it  has  its  drawbacks,  such  as  long  and  fre- 
quent absence  from  home,  irregular  hours,  strange 
meals  and  beds,  all  these  are  but  an  incident  to  the 
'game.'  the  great  game  of  selling." 

"ft  is  a  great  game  all  right,"  chimed  in  the  shoe 
traveller.  "It  has  bridge,  whist  or  draw-poker  beaten 
a  mile,"  with  a  wink  at  a  furniture  man  who  was  try- 
ing to  get  up  a  rubber  of  whist. 

"Well."  continued  the  dry  goods  man,  "I  will 
leave  it  to  any  man  worth  his  salt  on  the  road,  if  the 
business  of  selling  goods  hasn't  more  science,  skill, 
luck,  endurance,  and  everything  else  that  goes  to  make 
a  good  game  than  anything  else  worth  the  name." 


"You're  right,  Charlie,"  assented    the  grocery 
salesman,  "and  the  man  who  hasn't  that  idea  of  his 
job,  no  matter  what  it  is,  won't  make  much  of  a  go  of 
it.    The  whole  thing  with  any  man  is  whether  he 
thinks  he  is  at  the  only  thing  on  earth  or  is  just  plug- 
ging along  filling  in  time  until  something  he  considers 
a  'snap'  turns  up.  There's  old  Simpson,  down  the  line 
there,  buried  in  the  morning  'Globe,'  I'll  bet  a  dollar 
to  a  dog   biscuit  he's   looking  over   the  "Situations 
Vacant"  or  "Business  Chances"  for  some  opportunity 
to  change  his  job.    He  was  giving  me  a  few  months 
ago  the  old  song  and  dance  about  the  'drudgery  of  the 
road.'    No  wonder  he  doesn't  sell  enough  goods  to 
earn  more  than  laborer's  wages.    There's  the  kind  of 
a  man  who  makes  a  fellow  wonder  how  some  men  ever 
get  on  the  road.   I  suppose  he  just  toddles  around  and 
sells  enough  trunks  and  hand-bags  to  people  who  take 
pity  on  him  for  having  to  be  out  in  the  cold  and  wet 
to  keep  the  wolf  from  the  door.    He's  only  'cumber- 
ing the  ground'  it  seems  to  me,  that  a  good  man  would 
make  fruitful  and  the  firm  that  keeps  him  out  must  be 
a  bunch  of  muts  not  to  see  it.    They're  worse  than  he 
is,  if  you  ask  me." 

"Your  rather  hard  on  the  old  fellow,  Joe,"  said 
the  shoe  man.  "Live  and  let  live,  I  say.  You'll  be 
old  some  day  yourself  and  perhaps  you'll  not  have 
so  much  to  say  about  the  old  fellows." 

"That's  all  right,  Joe,  but  when  I'm  old  I  hope 
to  discover  a  little  corner  somewhere  where  I'll  not 
have  to  go  out  and  butt  into  what  a  fellow  has  to 
meet  on  the  road  these  days.  Don't  misunderstand 
me.  I  am  not  saying  anything  against  our  old  friend 
because  of  his  age,  not  at  all.  There  are  old  men  on 
the  road  who  can  teach  some  of  the  youngsters,  and 
these  all  the  way  between  a  few  tricks  in  the  business. 
What  I  am  talking  about  is  the  habit  he  and  some 
younger  men  on  the  road  have  of  grousing  about  the 
hardships.  I  say  it  again,  that  no  man  can  hope  to 
amount  to  anything  at  any  calling,  and  much  less,  I'm 
thinking,  at  travelling,  unless  he  has  an  unbounded 
enthusiasm  for  his  work,  that  is  not  dampened  by  any 
of  the  circumstances  or  conditions  arising  from  it.  As 
Charlie  says,  it's  a  game,  and  a  man  must  play  it  or 
get  off  the  field." 

"Toe's  right,"  continued  Charlie,  the  dry  goods 
man,  "and  although  I  am  getting  along  towards  the 
age  limit  myself  as  a  man  must  who  has  spent  over 
twenty  of  the  best  years  of  his  life  going  to  and  fro 
on  the  earth  and  walking  up  and  down  in  it,  I  realize 
that  it  is  no  place  to-day  for  old  men,  and  like  my 
friend  here,  I  look  forward  to  the  'corner,'  not  from 
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any  dislike  of  my  work,  but  the  feeling  that  in  time 
younger  hands  and  brains  will  be  able  to  do  more 
even  with  my  samples  than  I  can.  Speaking  of  the 
'trials  and  tribulations'  of  the  road,  they  are  very  real 
and  sometimes  very  pressing,  but  where  will  one  find 
any  calling  that  has  not  its  drawbacks? 

"I  can  well  remember  the  very  first  time  I 
took  out  my  line.  My !  it  was  a  proud  day  for  me.  I 
didn't  think  I  slept  for  three  nights  before  I  started 
for  Toronto,  which  was  henceforth  to  be  my  head- 
quarters, and  although  I  knew  my  firm  and  its  goods 
thoroughly  and  was  simply  dying  to  get  out  and  show 
what  I  could  do,  at  the  last  moment  I  would  have 
thrown  up  the  sponge  and  gone  home  if  I  had  done 
what  I  felt  like.  I  had  to  follow  an  old  traveller  who 
had  held  down  the  territory  for  nearly  a  quarter  of 
a  century,  and  who,  of  course,  knew  every  man  in  his 
territory  like  a  brother.  By  the  way,  too,  he  was  a 
social  fellow  and  like  our  friend  with  the  nose,  had 
a  reputation  for  being  able  to  down  anything  that  stood 
on  two  legs  in  the  drink  line.  In  those  days,  twenty 
or  thirty  years  ago,  it  was  quite  the  thing  for  a  man 
to  fill  up  his  customer  before  he  proceeded  to  fill  up 
his  order  book.  To-day  things  are  a  little  different. 
Well,  I  had  been  brought  up  a  strick  teetotaller  and 
when  I  was  told  by  some  of  the  boys  that  I  would 
have  to  'do  things  up  brown'  to  keep  up  with  my  pre- 
decessor I  had  an  additional  cause  for  anxiety.  How- 
ever, I  made  up  my  mind  that  I  would  stick  to  my 
principles  and  if  selling  goods  meant  guzzling  whisky 
I  wasn't  in  the  game. 

"The  first  town  I  struck  was  B  ,  and  I  got 

there  good  and  early  on  Monday  morning,  set  my 
samples  in  order  and  strolled  out  to  call  on  my  cus- 
tomers. I  had  only  two  in  the  town,  one  was  away 
and  the  other  received  me  kindly  enough.  'So  you're 
the  young  chap  who's  taking  Mac's  place,  eh?  Well, 
I've  bought  goods  from  Mac  ever   since   he  struck 

B  ,  and  I  suppose  I'll  have  to  stick  to  the  house. 

I'll  be  over  presently  and  see  your  stuff.' 

"Well,,  he  came  over,  looked  over  the  samples, 
gave  sundry  hints  as  to  being  dry  and  so  forth,  and 
then  I  thought  it  well  to  tell  him  just  where  I  stood 
on  the  liquor  question.  I  did  it  politely  but  plainly. 
He  was  a  good  deal  older  than  I  was  and  it  took  a 
good  deal  of  grit  to  take  a  stand.  He  told  me  he 
didn't  take  his  morals  from  young  whipper-snappers 
like  me  and  turning  on  his  heel  left  the  sample  room. 
You  can  imagine  my  feeling  as  I  gathered  my  samples 
together  and  closed  my  trunks.  Before  leaving  for 
the  station  I  thought  I  would  call  and  say  good-bye 
to  the  old  fellow.  What,'  said  he,  'and  you  leaving 
without  selling  me?    What'll  your  firm  say  when  you 

get  back?'  'I  can't  help  what  they  say,  Mr.  S  -,  I 

have  tried  to  show  you  the  goods  and  you  wouldn't 
look  at  them,  so  there's  nothing  for  me  but  to  go  on.' 


"You  get  those  trunks  back  to  the  hotel,  young 
man,  and  I'll  be  over  there  at  one  o'clock.  Don't  get 
in  such  a  sweat.'  Well,  1  opened  up  again  and  the 
old  fellow  came  over  and  I  landed  a  good  big  order. 
He  made  some  excuse  about  his  leaving  the  sample 
room  being  only  a  joke.  However,  I  never  had  any 
more  trouble  with  him  on  the  drink  question.  But 
that  trip  was  a  nightmare  for  me  just  the  same.  I 
didn't  always  come  off  so  well  with  Mac's  cronies. 
Some  were  real  peeved  at  a  youngster  like  me  having 
the  presumption  to  follow  an  old  stager  and  expect 
to  do  the  business.  Of  course,  I  fell  down  a  little  but 
the  house  seemed  to  know  what  I  was  up  against  bet- 
ter than  I  did  and  I  just  want  to  say  that  if  some 
firms  would  write  their  travellers  the  way  mine  did 
me  at  that  time,  it  would  be  better  for  them  as  well 
as  their  men. 

"Yes,  there  are  discouragements  enough  on  the 
road  for  men  who  are  used  to  it,"  said  the  shoe  man, 
"but  the  new  man  seems  to  get  a  double  dose,  and  he 
certainly  does  get  badly  ragged.  I  remember  when 
I  started  out.  I  was  all  enthusiasm  and  thought  every- 
body ought  to  be  just  dying  to  see  my  samples.  I 
S:ot  the  usual  dose  from  the  man  whose  line  was  full 
and  I  couldn't  get  a  look  in,  and  also  the  throw-down 
of  the  fellow  who  knew  my  line  and  the  prices  were 
all  too  high  for  his  trade.  But  about  the  third  man  I 
called  on  was  an  old  brute  in  a  town  not  a  hundred 
miles  from  Toronto.  I  started  out  from  the  hotel  with 
a  couple  of  grips  of  specials  that  I  thought  would  ap- 
peal to  two  or  three  dealers  I  was  going  to  call  on. 
I  selected  the  most  likely  first.  It  was  about  this 
time  of  the  year  and  very  cold.  My  fingers  were  near- 
ly frozen  by  the  time  I  got  to  this  fellow's  store,  and 
I  had  just  got  inside  the  door  and,  after  carefully 
shutting  it,  picked  up  my  grips  to  walk  to  the  back 
of  the  shop,  where  I  saw  the  old  fellow  perched  behind 
one  of  those  high  desks  with  spindles  all  around  it. 

"'Get  to  h — 1  out  of  this!    I  don't  want  to  see 

your  d — d  goods,'  he  yelled.    'But  I  just  want  to  .' 

'Get  out,  d — n  you  !'  and  I  fled. 

"I  found  myself  on  the  street  with  the  two  grips 
in  a  dazed  condition  then  I  was  back  at  the  hotel.  I 
had  quite  a  time  before  I  could  be  persuaded  not  to 
thrown  up  the  sponge.  I  had  been  looking  for- 
ward to  the  road  for  years,  and  here  I  was 
up  in  the  air  over  a  foul-tongued  old  reprobate 
who  was  really  not  worth  bothering  about.  I  finally 
made  up  my  mind  to  see  the  thing  through.  I  called 
on  the  other  two  men,  obtained  fair  orders  and  pushed 
on  to  the  next  town.  The  old  blackguard  bought  from 
me  the  next  time  I  called  and  I  think  he  felt  rather 
ashamed  of  himself.  I  sold  him  frequently  afterwards 
but  I  never  quite  forgave  him  his  mean  treatment  that 
came  mighty  near  breaking  me  for  good.  Yes,  a  man 
gets  a  good  chance  to  see  what  he  is  made  of  when 
he  strikes  out  on  the  road." 


Smith  &  Johnson  Hire  a  Salesman 


"I  think  the  holiday  season  made  it  plain,  Billy, 
that  this  business  is  now  just  a  little  too  much  for  us 
two  alone.  It's  getting  to  be  a  common  nuisance 
anyway  trying  to  run  the  store  as  it  is.  It  ties  us 
up'  too'  much.  One  of  us  has  to  be  here  all  the  time 
and  now  that  you've  got  into  the  council  it's  going  to 
be  harder  than  ever  to  manage  things." 

"I  don't  know,  Sam,"  replied  his  partner,  now 
Councillor  Smith,  "I  think  I  can  arrange  to  do  all  my 
council  business  at  night  with  any  committee  meet- 
ings there  are  or  other  little  town  business  in  the  after- 
noon. I  don't  intend  my  civic  duties  to  interfere 
with  my  work  in  the  store,  old  man,  and  with  doing 
my  work  on  the  books  and  things  like  ad.  writing  at 
night,  I  expect  to  be  able  to  do  just  as  much  as  ever 
and  a  little  more." 

"All  the  same,  Billy,  the  business  is  growing  and 
I  think  without  your  extra  council  work,  and  the  fact 
that  I  have  now  a  lot  of  the  buying  as  well  as  the 
selling  to  do  we  need  more  help.  Jones  and 
Brown  down  the  street  don't  do  any  more  than  we 
do  and  they  have  a  salesman  and  a  boy  to  help  out." 

"I  know  that,  Sammy,  but  as  you  said  yourself 
the  other  day  those  fellows  are  both  sports  and  don't 
attend  to  business.  I  guess  when  they  get  through 
their  stock  taking  this  week  they'll  find  they  have 
eaten  into  their  capital  last  year  to  pay  expenses." 

"That's  you  all  over,  Billy,  always  on  the  save. 
I  think  we're  making  a  big  mistake  always  carving  ex- 
penses down  to  the  bone.  You've  got  to  spend  a 
little  to  make  money  these  days  and  I  think  if  we 
both  had  a  little  more  time  to  think  instead  of  being 
everlastingly  on  the  jump  we  might  make  more  head- 
way." 

"That  may  be,  Sam,  but  are  we  really  so  rushed 
that  we  need  somebody  around  that  will  maybe  have 
to  be  watched  or  at  least  looked  after?  I  think  per- 
haps we  could  use  a  good  boy  to  advantage  and  train 
him  up  gradually  to  our  ideas  so  that  as  the  business 
grew  he  might  develop  into  a  salesman." 

'•I  don't  take  any  stock,  Billy,  in  the  boy  idea. 
Boys  are  a  dashed  nuisance  and  it  would  keep  us 
both  busy  watching  any  that  we  might  pick  up  in 
this  burg.  For  my  part  I  would  prefer  paying  a  good 
salary  to  an  experienced  clerk  in  our  line  and  have 
done"  with  it.  but  the  difficulty  is  to  get  one  with  the 
qualifications.  I've  been  thinking  over  the  matter  a 
good  deal  and  an  idea  struck  me  last  night  after  I 
got  home  from  the  lodge.  The  mayor  was  telling 
me  his  son  Ralph  who  has  been  in  the  engineer's 
office  is  kind  of  sick  of  the  job;  not  enough  to  do 
and  nothing  much  ahead  of  him  and  he  would  be  glad 
to  get  into  some  live  business  concern." 


"Yes,  Sam,  but  he  doesn't  know  the  first  thing 
about  our  business  and  if  he  is  dissatisfied  with  what 
he  is  getting  now  what  could  we  offer  him  as  an  in- 
ducement to  come  to  us?  Besides  he  is  rather  a  gay 
bird  and  I'm  afraid  you  would  have  your  hands  full 
keeping  track  of  him  not  to  say  teaching  him  the 
business." 

"But,  Billy,  the  boy  is  bright,  has  a  host  of  friends 
around  town,  is  as  straight  as  a  string  and  I  think  we 
would  get  not  only  his  father's  trade  but  also  that  ol 
his  father's  friends.  It  may  be  that  he  is  what  you 
call  gay  in  the  sense  that  he  is  fond  of  company, 
goes  in  for  sport  and  all  that,  but  he's  clean.  You 
wouldn't  have  a  lad  of  eighteen  settle  down  like  you 
and  me  to  church  and  lodge,  would  you?  I've  figured 
out  that  he  has  the  makings  of  a  good  salesman  and 
I  think  eight  dollars  a  week  would  get  him  for  a 
starter." 

"Sam,  you  ought  to  know,  that  it  is  not  a  bright 
sociable  fellow  with  friends  who  makes  the  salesman 
and  as  to  influencing  trade,  that  may  be  all  right  but 
you  have  to  have  the  goods  and  follow  this  with 
prices  and  good  selling  methods  to-day  to  build  up 
a  business.  If  we  didn't  stick  to  business  and  watch 
every  point  in  the  game  we  wouldn't  be  where  we  are 
to-day." 

"That's  good  sense,  Billy,  but  as  I  said  before 
you  have  to  spend  a  little  money  to  get  more.  I  am 
certain  if  we  spread  ourselves  a  little  we  could  easily 
add  five  or  ten  thousand  a  year  to  our  sales.  It's  a 
cinch  we  would  have  no  trouble  making  an  extra 
salesman  pay.  We  would  only  have  to  do  four  thou- 
sand dollars  a  year  more  to  make  the  salary  I  have 
mentioned  pay  and  I  am  sure  we  could  easily  turn  it 
up.  Your  boy  proposition  would  cost  nearly  half  as 
much  and  wouldn't  add  to  our  sales  a  single  dollar." 

"Well,  Sammy,  I'm  satisfied  if  you  are.  It  means 
as  much  to  you  and  perhaps  a  little  more  than  me,  as 
he  would  be  in  your  department  and  I'm  willing  to 
gamble  my  half  of  the  four  hundred  on  it  if  you  think 
you  can  make  a  winner  out  of  the  mayor's  son."  ^ 

"I  think  it  will  do  us  good  in  every  way,  Billy. 
It  will  make  people  think  we're  prosperous  and  I  have 
no  doubt  it  will  give  you  a  stand  in  with  the  mayor 
and  his  friends  in  your  council  work." 

"For  the  matter  of  that,  Sam,  I  don't  give  a  hoot. 
As  I  said  before  my  council  work  has  to  stand  on  its 
own  merits.  I'm  not  looking  for  pull  in  any  quarter 
and  don't  intend  to  make  any  personal  or  business 
alliances." 

And  so  it  came  that  the  second  week  in  January 
saw  Ralph  Severs  installed  as  salesman  and  general 
store  assistant  at.  Smith  and  Johnson's.    Rather  at- 
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tractive  in  appearance,  bright  in  address  and  on  the 
whole  willing  to  learn  and  apply  himself  to  his  new 
duties  he  somewhat  modified  the  senior  partner's 
opinion  of  his  qualifications  by  the  end  of  the  first 
week. 

"That  boy's  not  such  a  slouch  as  you  gave  him 
credit  for,  Billy,"  said  Sam  just  after  Ralph  had  gone 
out  to  lunch  on  Saturday.  "He  seems  to  take  hold 
well,"  Sam  said  to  his  partner.  "I  hope  he  keeps  it  up." 

"I  think  he  will,  Billy,  I've  been  giving  him  some 
little  talks  on  selling  and  he  seems  quite  interested. 
I  notice  we've  had  several  new  customers  in  that 
never  visited  the  store  before  and  I  heard  that  Moon 
up  the  street  who  never  has  a  good  word  for  us  re- 
marked to  a  friend  of  mine  that  we  must  be  getting 
on  to  put  on  a  new  salesman.  I  think  this  move  is 
going  to  do  us  good  even  by  the  talk  it  has  made." 

"I  hope  the  sales  will  tell,  Sammy.  That  is  the 
only  way  to  judge  the  wisdom  of  any  new  expense 
either  in  help  or  anything  else.    Time  will  tell." 

Next  week  the  pace  was  kept  up  fairly  well,  and 
although  a  good  many  of  the  new  salesman's  friends 
called  in  for  a  little  chat,  no  one  thought  much  of 
that.  A  hockey  match  however  was  mooted  between 
the  town  and  a  rival  burg  and  as  Ralph  was  a  crack 
player  the  boys  began  to  get  after  him.  His  nights 
were  pretty  well  taken  up  with  practising,  and  the 
days  following,  as  might  be  expected,  found  him  a 
little  used  up  and  inclined  to^  avoid  physical  exertion. 
"It  will  do  the  firm  good"  was  Sam's  comment  as  he 
noticed  Ralph  was  in  the  town  paper  a  good  deal  as 
the  champion  who  was  going  to  lead  the  town's  puck 
shooters  to  victory.  As  hockey  interest  went  up  the 
new  salesman's  enthusiasm  for  retailing  seemed  to 
wane  a  little  and  Sam's  partner  ventured  the  hope  that 
their  new  man  was  not  overdoing  sport  a  little. 

"It'll  be  all  right  when  this  match  is  over"  said 
Sam  as  he  secured  the  consent  of  Smith  to  Ralph's 
absence  the  following  Saturday  afternoon  to  go  to 
S —  with  the  boys  to  play  the  game. 

"Of  course  things  are  a  little  slack  now,  Sam,  and 
it  doesn't  amount  to  much,  but  I  hope  he  won't  let 
sport  get  hold  of  him  so  that  he  can't  hold  anything 
else.  So  long  as  he  attends  to  business,  I  haven't  any 
objections  to  what  he  does  after  hours,  although  I've 
heard  he  is  almost  as  cracked  about  pool  as  he  is  on 
hockey." 

"I  don't  think  he  plays  pool,  Billy,  or  at  least 
anything  to  hurt.  If  he  did  I  think  I  would  drop 
him.  A  fellow  who  gets  the  pool  habit  is  clone  for  as 
far  as  business  is  concerned.  I  looked  into  that  pool 
room  down  the  street  as  I  passed  on  my  way  to  dinner 
and  it  is  no  place  for  a  decent  young  man.  I  know  if 
I  saw  anybody  in  there  that  I  knew  I  would  give  him 
a  tip  to  cut  it  out." 

"I'm  glad  to  hear  you  say  that,  Sam,  because 
I've  been  told  that  some  of  the  best  boys  in  the  town 


have  gone  to  the  devil  through  that  institution.  I'm 
going  to  have  the  council  take  up  the  matter  and  see 
if  we  can't  close  the  place  up.  The  worst  of  it  is  that 
the  Y.M.C.A.  have  a  couple  of  tables  and  the  boys 
learn  there  and  then  find  their  way  to  Joe  Moffat's. 
I  think  the  thing  does  more  harm  than  any  other 
thing  we've  got  in  the  town  and  I'm  going  to  get  after 
it." 

The  hockey  match  over,  things  simmered  down 
although  every  day  some  of  the  boys  dropped  in  to 
discuss  the  great  victory  and  talk  of  the  game  else- 
where and  the  prospects  of  a  brush  with  another 
town.  The  store  became  a  sort  of  rendezvous  for  the 
hockeyists  of  the  town  until  Sam  had  to  hint  to  Ralph 
that  things  ought  to  be  changed. 

This  made  it  necessary  for  the  hockey  discus- 
sions to  be  held  elsewhere  and  as  one  of  the  results 
Joe  Moffatt's  pool  room  began  to  reap  the  benefit. 

After  the  third  week  Sam  began  to  look  a  little 
worried,  and  his  little  talks  on  selling  began  to  develop 
into  curtain  lectures  to  the  new  salesman  on  being 
prompt  in  the  mornings  and  after  lunch,  followed  with 
homilies  on  the  evils  of  the  pool-room  and  cigarette 
smoking.  In  short  the  new  man  gradually  developed 
a  distaste  for  store  work  excepting  when  handsome 
young  ladies  had  requirements  to  be  attended  to  and 
these  too  often  were  mere  excuses  on  their  part  to 
get  into  the  store  and  gossip  with  its  popular  young- 
salesman.  Hockey  and  pool  were  all  the  load  his 
brain  could  carry  and  goods,  prices  and  selling  meth- 
ods had  to  follow  when  they  could.  Smith  saw  the 
situation,  but  determined  to  let  Sam  fight  it  out.  The 
latter  came  to  him  one  day  when  young  Severs  was 
out  to  lunch  and  ventured  his  fears  that  they  had  made 
a  mistake  in  their  new  man. 

"What  I'm  afraid  of  now,  Billy,  is  the  bad  feeling 
that  will  be  created  if  we  let  him  go.  You  know  how 
popular  he  is  around  town  and  his  dad  seems  so 
pleased  that  we  have  taken  hold  of  him  and1  that  he 
is  doing  so  well.  He  will  be  dead  sore  if  we  fire  him. 
I  wish  he  could  get  an  offer  from  somebody  or  other." 

"I  don't  want  to  say  'I  told  you  so'  Sam,  but  I 
was  rather  surprised  that  the  town  engineer  let  him 
go  when  he  came  to  us  so  I  asked  him  about  Ralph. 
He  seemed  to  be  glad  to  let  him  go  for  the  same 
reason  that  we  find  his  usefulness  impaired.  He  was 
too  fond  of  a  good  time.  I  thought  that  he  might 
take  hold  in  a  new  position.". 

"Well  I've  determined  as  far  as  I'm  concerned, 
Billy,  that  I've  no  time  to  waste  on  a  proposition  of 
this  sort  so  I'm  going  to  tell  Ralph  that  we've  not 
enough  to  do  for  three  of  us  here  and  you  can  carry 
out  your  scheme  of  getting  a  boy.  I  feel  that  we 
really  need  help  and  if  we  could  get  hold  of  the  right 
man  and  not  an  addle-headed  ass  with  nothing  but  tun 
in  his  block  we  might  make  a  go  of  it.  Meanwhile 
my  hands  are  up.  I'm  not  cut  out  for  a  social  re- 
former and  you  haven't  the  time." 


Your  Delivery  Service 

Is  i,  What  it  Ought  to  be?  If  Not,  You  Are  Losing  Money-and  Custom.  Some  Suggestions 

for  Betterment. 


"Is  your  delivery  system  an  efficient  one?" 
-Have  you  a  well-defined  system  at  all,  or  are 
deliveries  made  in  haphazard  fashion?" 

There  is  no  time  more  fitting  than  the  opening- 
month  of  the  new  year  in  which  to  give  this  matter 
a  lot  of  good  hard  thought.    For  it  is  quite  possible 
by  an  indifferent  delivery  service  to  seriously  injure 
a  business  it  has  taken  much  capital  and  years  of  hard 
work  to  build  up.    If  the  impression  once  gains  ground 
that  no  dependence  can  be  placed  in  your  delivery 
promises,  intending  purchasers  are  quite  likely  to  give 
you  the  go  by  in  favor  of  some  competitor  who  is 
alive  to  the  importance  of  this  factor  in  business.  No 
cut  and  dried  method  suitable  to  all  cases  can  be 
offered  as  a  panacea  for  delivery  troubles,  as  local 
conditions  and  requirements  must  always  be  taken 
into  consideration,  and  these  differ  greatly.  However 
a  frank  discussion  of  some  phases  of  this  perplexing- 
question  should  be  of  help  to  you  in  solving  your  own 
particular  problems. 


Four  Necessary  Features. 

There  are  four  outstanding  characteristics  which 
will  commend  themselves  to  every  thoughtful  retailer 
as  necessary  to  the  operation  of  a  successful  delivery 
system    The  most  important  may  be  styled  elasticity, 
or  adaptability.    In  other  words,  an  efficient  delivery, 
besides  performing  the  usual  routine  service  must  meet 
promptly  the  emergencies  continually  cropping  up  m 
your  business.    We  will  say,  for  example,  that  a  cus- 
tomer makes  a  purchase  at  n  a.m.,  with  the  stipula- 
tion that  delivery  be  made  not  later  than  2  p.m.  Of 
course  you  give  the  necessary  assurance  at  once,  al- 
most without  thought.    But  if  you  have  two  deliveries 
per  day,  the  first  at  10  a.m.,  and  the  second  at  3  p.m., 
it  is  obvious  that  these  will  be  of  no  service  to  this 
customer.    Do  you  then  do  as  many  another  merchant 
does  in  such  a  case  "fall  down"  on  the  delivery,  or 
have  you  supplementary  arrangements  for  the  prompt 
handling  of  orders  of  this  nature? 

Right  here  is  where  another  feature  closely  allied 
with  the  first,  enters,  viz:  reliability.  Your  promise 
regarding  the  time  of  delivery  should  be  as  faithfully 
kept  by  you  as  your  word  regarding  your  financial 
obligations.    Yet  it  is  strange  that  many  a  retailer 
who  is  the  soul  of  honor  in  the  latter  respect,  often 
holds  delivery  promises  very  lightly.    Any  little  un- 
foreseen difficulty  serves  as  an  excuse  for  tardiness 
Ethically,  and  as  a  matter  of  policy,  this  is  a  grave 
mistake.'   If  your  retrospect  over  the  past  year  indi- 
cates times  when  this  slackness  has  been  evident  in 
your  business,  get  your  employes  together  and  im- 
press on  everv  one  of  them  from  the  salesman  to  the 


delivery  force,  the  necessity  of  redeeming  a  promise 
once  given.  If  you  cannot  fulfill  them,  don't  make 
any  definite  promises !  It  will  cost  you  less  trade  in 
the  long  run.  Of  course,  contingencies  will  arise 
which  will  render  the  best  efforts  of  no  avail,  but  the  I 
average  customer  will  recognize  such  and  make  due 
allowance. 

Another  good  axiom— see  that  care  is  exercised. 
This  is  a  matter  resting  largely  with  messengers  or 
drivers,  but  you  must  give  it  your  constant  oversight. 
Parcels  arriving  at  their  destination  in  a  torn  or  dam- 
aged condition  through  careless  handling,  always  call 
forth  adverse  criticism,  if  nothing  worse.  Sending 
parcels  out  in  stormy  weather  without  adequate  pro- 
tection is  also  another  fruitful  cause  of  complaint.  A 
parcel  carelessly  left  at  the  wrong  address  will  cause 
you  much  trouble  in  most  cases, '  and  it  quite  often 
means  that  two  purchasers  have  received  the  wrong 
parcels.    In  such  cases,  the  loss  of  time  and  temper 
on  all  sides  requires  diplomatic  handling  and  prompt 
action.    Many  a  dealer  has  lost  valuable  custom  in 
this  way. 

Courtesy  is  a  great  asset  to  any  business,  especi- 
ally as  it  is  often  conspicuous  by  its  absence.  Every- 
one connected  with  the  delivery  service  should  con- 
sider himself  as  much  a  representative  of  the  firm  as 
the  salesman  taking  the  order,  and  his  attitude  toward 
customers  should  be  characterized  by  courtesy  of  de- 
meanor and  anxiety  to  please.  If  it  is  not,  the  sooner 
the  offending  employe,  is  given  a  chance  to  work  for 
someone  else,  the  better  for  your  business.  There 
are  few  ways  by  which  you  can  increase  that  very  real, 
though  intangible  asset  of  your  business,  called  good 
will,  more  quickly  than  by  a  courteous  delivery  ser- 
vice. 

Three  Practical  Methods. 

So  much  for  general  principles!  Now  for  dif- 
ferent ways  of  incorporating  these  principles  in 
practical  work.  The  locality,  the  size  of  your  busin- 
ess and  your  personal  views  on  the  subject  will  vary 
the  application  of  these  ideas.  Naturally,  the  prob- 
lems met  with  in  the  city  will  be  more  complex  than 
those  of  the  town  retailer.  But  the  experiences  of 
some  of  the  successful  city  retailers  should  contain 
many  suggestive  ideas  capable  of  adaptation  to  the 
needs  of  the  retailer  in  the  smaller  places. 

A  Montreal  retailer,  who  caters  to  the  wants  of 
a  ^arge  number  of  shoe-buyers— many  of  whom  reside 
in  outlying  sections  of  the  city— uses  a  combination 
method  which  has  been  most  satisfactory.  All  par- 
cels intended  for  the  more  central  portions  of  the 
city,  for  which  haste  is  not  essential,  are  delivered  by 
rig,  which  makes  three  trips  per  day.    Those  intended 
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for  the  outlying  parts,  and  rush  orders  for  the  central 
sections  are  handled  by  messenger  boys— several  of 
whom  are  always  on  hand — who  use  the  car  service 
whenever  necessary.  This  method  not  only  insures 
the  delivery  of  all  rush  orders  with  dispatch,  but  does 
away  with  the  necessity  of  operating  more  than  one 
rig.  A  considerable  saving  in  running  expense  is  the 
result,  as  the  boys  in  idle  moments  are  kept  busy  at 
the  various  odd  jobs  always  in  evidence  around  a  shoe 
store. 

Another  method  is  employed  by  a  Winnipeg  re- 
tailer, who  has  been  through  every  phase  of  the  shoe 
business.  He  uses  a  messenger  service  altogether, 
and  has  obtained  most  satisfactory  results.  A  com- 
pany which  specializes  in  this  work,  supplies  neatly- 
dressed  mesenger  boys  on  demand  at  a  stated  rate 
per  parcel.  This  does  away  with  all  wear  and  tear 
on  delivery  rigs,  obviates  equine  troubles  and  all 
worry  as  to  delivery  details,  the  messenger  company 
accepting  full  responsibility  as  soon  as  the  parcel 
leaves  the  store.  This  method,  it  is  claimed,  insures 
promptness  at  a  minimum  of  expense.  The  only 
drawback  would  appear  to  be  that  all  messenger  ser- 
vices have  not  proven  to  be  as  satisfactory  as  in  the 
case  cited. 

Still  another  method  is  that  of  having  all  deliver- 
ies made  by  firms  who  make  a  specialty  of  handling 
this  work  by  means  of  rigs.  A  Toronto  retailer  who 
does  a  large  business  states  that  he  has  found  this 
method  as  good  a  one  as  could  be  devised.  It  is  quite 
commonly  used  in  larger  cities  and  towns,  but  its  effi- 
ciency is  open  to  question.  Not  long  ago  it  was  our 
experience  to  hear  a  retailer  air  some  emphatic  views 
about  one  of  these  delivery  companies,  who  had  taken 
twenty-four  hours  to  deliver  an  important  order.  He 
stated  that  many  of  these  firms  had  so  much  work  to 
attend  to  that  their  attitude  toward  the  retailer  was 
one  of  independent  toleration,  to  say  nothing  of  the 
way  the  work  was  done.  Many  are  very  efficient,  but  it 
would  almost  seem  as  though  either  of  the  first  two 
methods  would  result  in  more  satisfactory  service. 

Inside  Co-operation. 

But  the  success  of  your  delivery  system  does  not 
depend  altogether  upon  the  service  outside  the  store. 
What  about  the  inside  end  of  it?  Your  business  may 
be  a  large  one.  Are  you  still  sticking  to  the  ancient 
method  of  having  every  salesman  tie  up  and  hand 
his  own  parcel  to  the  delivery  man?  That  is  several 
years  out  of  date!  This  is  an  age  of  specialization. 
Your  salesman's  time  is  too  valuable  to  spend  in  any 
way  other  than  making  sales.  If  made  responsible 
for  other  work,  "between  two  stiles  he  will  fall  to  the 
ground."  His  mind,  like  your  own,  can  attend  to  one 
thing  only  at  a  time.  A  visit  to  any  large  depart- 
mental store  will  furnish  ideas  which  can  be  adapted 
to  your  business  even  though  on  a  much  smaller  scale. 


Why  not  form  a  delivery  department,  no  matter 
how  small  ?  Make  it  a  cast-iron  rule  that"  all  parcels 
together  with  instructions  for  delivery  shall  be  sent 
to  this  department  by  the  salesmen.  A  girl  or  two  to 
wrap  parcels,  and  a  reliable  wide-awake  clerk  will  do 
for  a  start.  Give  that  clerk  responsibility!  Place  all 
drivers,  messenger  boys,  an  dthe  parcel  girls  inside 
under  his  instructions,  and  hold  him  responsible  for 
the  whole  delivery  system.  Without  a  doubt,  results 
would  prove  this  to  be  a  great  step  in  advance.  The 
salesmen  could  give  undivided  attention  to  their  own 
duties,  and  all  guess-work  would  be  done  away  with. 
The  clerk  in  charge  would  see  that  all  parcels  left  in 
good  time,  that  promises  were  lived  up  to,  and  that 
no  time  was  lost  by  delivery  men  or  boys  while  about 
their  work — an  important  item.  Best  of  all,  it  would 
enable  you  to  give  your  whole  time  to  matters  of  more 
general  importance  to  the  welfare  of  your  business. 
It  is  being  done  by  many.  It  can  be  done  by  you. 
Too  much  red  tape,  you  say?  In  this  present  age 
when  red  tape  so-called  is  competing- with  happy-go- 
lucky  methods,  it  is  not  red  tape  that  goes  to  the  wall. 

The  Smaller  Retailer's  Position. 

If  you  are  engaged  in  business  in  one  of  the 
smaller  towns  or  villages,  some  of  these  plans  in 
forms  modified  to  suit  your  circumstances,  can  be 
applied  to  your  needs.  In  many  towns  there  are  one 
or  more  delivery  services  making  morning  and  after- 
noon trips.  These  can  be  utilized  for  handling  purchases 
where  haste  is  not  essential.  In  some  localities,  several 
non-competing  merchants  get  together  and  maintain  a 
common  delivery  service.  This  lessens  the  cost  to 
each  merchant  and  gives  a  service  that  is  found  very 
efficient.  The  question  of  supervision  of  this  system 
is  one  that  must  be  settled  according  to  local  condi- 
tions. In  such  case,  however,  it  is  better  for  some  one 
man  to  assume  control,  as  the  principle  of  "too  many 
cooks  spoiling  the  broth,"  applies  here  as  elsewhere. 
One  boy  or  more  can  take  care  of  any  rush  orders, 
and  be  generally  useful  when  not  so  engaged.  If  you 
supervise  them  closely,  there  will  always  be  work  for 
them  in  keeping  the  stock  clean,  and  many  other 
small  but  necessary  chores  so  plentiful  in  any  shoe 
store. 

You  may  find  it  to  your  advantage  to  keep  a  deliv- 
ery outfit  of  your  own.  This  can  be  done  at  much  less 
expense  both  for  up-keep  and  ordinary  wear  and  tear 
than  would  be  the  case  in  a  city.  There  is  this  much  to 
be  said  in  favor  of  such  a  course — it  has  a  certain  .ad- 
vertising; value  and  lends  a  tone  to  the  business  which 
is  lacking  where  a  separate  delivery  service  is  used. 
It  costs  more,  but  it  is  worth  all  it  costs.  Such  an 
outfit  can  also  be  used  to  freight  all  goods  to  and 
from  the  station,  eliminating  cartage  expenses.  It 
is  also  available  for  your  own  pleasure — an  item  not 
to  be  overlooked. 
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Good  Advertising 

Laying  Out  Advertising— Its  Object— How  to  go  About  It— Dealing  with  the 

Printer. 


Ability  to  make  a  good  layout  of  an  ad.  means  much  to 
yon  as  an  advertiser.  You  may  have  a  thorough  under- 
standing of  display  principles  as  discussed  in  the  last  issue 
of  the  Shoe  and  Leather  Journal,  but  unless  you  can  give 
practical  expression  to  these  ideas  when  laying  out  your 
advertising,  the  latter  will  lose  selling  force.  Practice  will 
enable  you  to  become  fairly  proficient  at  this  work. 

The  Object  of  the  Layout. 

These  are  two  in  number:  it  gives  a  rough  picture  of 
the  ad.  as  it  will  appear  when  set  up  in  print.  You  can  thus 
decide  whether  the  arrangement  violates  any  of  the  rules 
of  proper  display,  and  if  so,  make  the  necessary  changes 
before  the  ad.  is  set  up,  which  saves  time,  money  and 
trouble.  Again,  the  layout  gives  the  printer  a  good  idea  of 
the  effect  you  desire  to  produce.  This  saves  guess  work 
on  his  part  and  disappointment  to  you.  Only  an  exper- 
ienced ad.  writer  knows  how  much  dissatisfaction  often  oc- 
curs if  definite  instructions  are  not  given  to  the  printer. 


Men's 
Uoots_ 


A  6-inch  double  column  layout 

The  average  compositor  has  many  advertisers  to  serve,  and 
has  neither  time  nor  inclination  to  give  much  thought  to 
the  arrangement  of  advertising  copy;  again,  only  a  small 
proportion  of  printers  have  correct  ideas  as  to  what  con- 
stitutes effective  display.  If  you  are  dealing  with  one  who 
has  proven  his  ability  in  this  particular,  arbitrary  directions 
are  not  necessary.  When  you  explain  to  him  the  effect  you 
wish  to  produce,  he  can  be  trusted  to  approximate  it  closely. 
You  can  often  save  yourself  much  time  and  effort  by  send- 
ing along  with  your  copy  any  clipped  ad.  that  is  arranged 
in  the  style  you  like.  Mark  the  clipping  "Follow  this  style," 
and  the  printer  will  match  it  as  nearly  as  he  can. 

How  to  Make  the  Layout. 

It  is  not  usually  necessary  in  practical  work  to  letter  in 
tin-  display  lines  as  carefully  as  in  the  layout  reproduced 


here.  As  long  as  you  get  the  general  effect  and  the  proper 
arrangement  of  the  component  parts  of  the  copy,  that  will 
suffice.  Occasionally'  a  careful  layout  will  be  of  advantage 
to  you.    Individual  judgment  must  decide  such  questions. 

In  any  layout,  no  matter  how  hurriedly  prepared,  you 
should  indicate  the  size  of  the  ad.  In  the  case  of  this  lay- 
out a  memorandum,  "6  inches,  double  column,"  would  be 
placed  alongside  the  layout.  If  you  have  not  contracted  for 
a  fixed  space  each  insertion,  you  may  possibly  save  time 
and  effort  by  allowing  the  printer  a  little  liberty  as  to  the 
depth  of  the  ad.  Give  directions  such  as,  "set  in  6  or  8  in- 
ches, double  column,"  or  "set  in  depth  necessary."  You 
will  then  not  have  to  make  so  accurate  calculations  as  to  the 
amount  of  copy  needed. 

However,  it  is  open  to  question  whether  this  is  the  best 
method  to  adopt.  The  average  ad.  writer  usually  determines 
the  amount  of  space  he  desires  to  use,  beforehand.  When 
this  is  done  only  a  certain  amount  of  matter  can  be  written, 
and  the  effort  expended  in  keeping  it  within  that  limit  in- 
variably results  in  the  discarding  of  irrelevant  words  or 
phrases  and  in  stronger,  more  pulling  copy.  The  boiling 
down  process  is  as  useful  in  ad.-writing  as  in  the  maple 
sugar  camp.  Only  the  best  remains,  and  space  is  used  more 
economically. 

Use  a  border.  This  is  an  almost  invariable  rule.  In 
department  store  ads.,  the  space  used  is  so  large  that  the 
border  can  often  be  dispensed  with,  but  it  will  weaken  your 
advertising  to  do  so.  If  you  use  a  plain  rule  border,  draw 
it  round  the  layout  as  far  as  desirable — the  whole  way,  if 
necessary.  In  a  layout  the  size  of  the  one  here,  this  is  a 
short  operation  with  a  ruler  and  pencil.  One  with  heavy 
lead  can  be  used  for  filling  in  the  border.  If  the  ad.  occupies 
a  large  amount  of  space,  fill  in  enough  of  the  border  to 
enable  you  to  judge  whether  it  is  suitable  for  the  size  of  the 
ad.,  and  for  the  effect  you  wish  to  produce.  By  so  doing, 
you  may  find  that  you  had  intended  to  use  a  twelve  point 
border,  whereas  a  six  point  one  is  quite  sufficient.  Always 
remember  that  the  border  should  not  distract  attention  from 
the  copy,  but  rather  should  be  just  strong  enough  to  bring 
the  latter  to  the  reader's  notice.  If  an  ornamental  border  is 
used,  do  not  attempt  to  fill  it  in  all  round,  as  this  is  time 
wasted.  An  inch  or  two  of  one  or  more  corners  will  give  a 
fairly  accurate  idea. 

Next,  show  the  depth  of  the  space  to  be  occupied  by 
the  display  lines.  In  the  accompanying  layout  thirty  point 
type  is  used,  the  first  pair  of  dotted  lines  are  thirty  points 
apart,  the  second  and  the  third  pair  the  same.  Leave  a 
little  space  between  display  lines,  and  between  display  lines 
and  body  type.  Owing  to  the  fact  that  the  face  of  the  type 
is  not  so  long  as  the  body,  the  display  letters  themselves  are 
not  quite  thirty  picas  high.  This  should  be  remembered  when 
planning  display  lines,  and  due  allowance  made.  You  should 
also  decide  on  the  width  of  the  longest  display  line.  In  this 
connection,  it  is  always  advisable  to  have  a  type-book  handy. 
In  many  of  the  larger  newspaper  offices,  these  are  supplied 
free  to  advertisers.  The  smaller  offices  seldom  do  this,  but 
your  printer  can  procure  one  for  you  from  one  of  the  vari- 
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cms  type  foundries,  which  will  enable  you  to  calculate  the 
number  of  letters  of  any  size  or  style  of  type  that  can  be 
set  up  in  a  display  line  of  given  length.  He  should  be  glad 
to  do  this,  as  it  will  save  guess  work  on  the  part  of  his  staff, 
if  your  layout  is  accurate  in  these  details. 

Letter  in  all  display  lines,  lightly  at  first,  and  then  more 
heavily  if  you  think  the  effect  is  satisfactory.  This  may  be 
done  roughly,  but  get  the  letters  as  near  the  exact  height 
as  possible,  and  about  the  "strength"  of  type  you  desire  to 
use.  Trying  to  approximate  the  style  of  type  more  closely 
than  this,  will  only  be  loss  of  time,  as  it  is  a  slow  process; 
moreover,  it  is  seldom  necessary  in  ordinary  practical  work. 
Just  here,  however,  a  word  of  caution  is  advisable.  Be 
sure  that  the  printer  has  on  hand  any  particular  style  of 
type  you  may  wish  to  use,  and,  if  so,  that  it  is  suitable, 
considering  the  nature  of  your  copy.  As  before  stated,  if 
the  printer  shows  judgment  in  typographical  matters,  it  will 
often  be  well  to  let  him  select  the  style  of  type  most  suit- 
able, even  though  you  yourself  determine  the  length  and 
depth  of  the  display  lines.  "Use  the  nearest  face  you  have," 
or  something  of  that  nature  on  the  layout  will  allow  him  a 
little  exercise  of  judgment,  and  he  will  produce  the  best 
effect  he  can  with  his  resources. 

Show  the  space  to  be  occupied  by  the  body  type.  In 
the  case  of  small  ads.,  the  best  plan  is  to  run  light  pencil 
lines  across  the  space  required — as  in  the  accompanying 
layout.  It  is  impractical  to  try  to  draw  as  many  lines  as 
there  will  be  lines  of  type  when  set-up,  but  you  can  line  the 
space  roughly  so  that  it  will  give  a  good  idea  of  whether 
the  display  effect  of  the  body-type  is  proportionate  to  that 
of  the  ad.  as  a  whole.  Make  these  lines  the  exact  width  of 
the  space,  which  should  be  an  even  number  of  picas  wide, 
as  few  printers  have  leads  in  half-pica  lengths.  In  large 
ads.,  it  is  better  to  run  a  light  dotted  line  around  the  space. 
If  a  plain  line  be  used,  it  may  be  taken  for  a  light  rule  and 
set  up  that  way.    A  double  arrow,  as  shown  here, 

<  23  picas  > 

may  be  inserted  to  make  the  width  of  the  space  unmistake- 
able.  It  will  be  noted  that  in  the  layout  reproduced  here,  the 
size  of  the  body  type  to  be  used  is  specified.  This  should 
be  done  in  every  case,  in  order  to  calculate  copy  necessary, 
and  because,  while  a  line  of  display  type  can  easily  be 
changed,  if  desirable,  changing  the  size  of  the  body  type 
means  that  practically  the  whole  ad.  must  be  reset.  This 
is  an  expensive  and  wearisome  business,  and  should  be 
avoided  whenever  possible.  You  should  also  state  whether 
the  copy  is  to  be  set  leaded  or  solid,  i.e.,  with  a  little  space 
between  the  lines  of  type,  or  as  closely  as  possible — as  this 
will  also  affect  the  amount  of  copy  to  be  written. 

Calculating  Matter  Necessary. 

Next,  calculate  the  amount  of  body  matter  that  will  be 
required  to  fill  the  space  allotted  for  that  purpose.  Perhaps 
che  method  which  you  will  find  most  serviceable  is  to  find 
the  area  of  the  space  in  square  inches.  The  following  table 
can  then  be  used  to  find  the  approximate  number  of  words 
required  to  fill  the  given  space.  Nothing  less  than  six  point 
type  is  mentioned,  as  smaller  sizes  are  very  seldom  used  by 
the  retailer : 

Words  to  square  inch  (approximate) 
6  point  type,  set  solid  47 
6     „       „     ,,    leaded  (2  point)  34 
8     „       „     „    solid  32 


8  „  „  „  leaded  (2  point)  23 

10  „  „  „  solid  21 

10  „  „  „  leaded  (2  point)  16 

12  „  „  „  solid  14 

12  „  „  „  leaded  (2  point)  11 

14  „  solid  11 

14  „  „  „  leaded  (2  point)  7 

18  „  „  „  solid  7 

18  „  „  „  leaded  (2  point)  5 

Calculations  can  be  made  in  picas,  if  you  wish  to  avoid 
fractions.  A  pica  is  one-sixth  of  an  inch,  and  is  the  ac- 
cepted unit  of  measurement  with  the  printer.  Multiply  the 
depth  by  the  width  in  the  same  way.  then  divide  the  result 
by  the  number  of  picas  in  a  square  inch,  viz.,  36.  This  will 
give  the  number  of  square  inches. 

In  ads.  where  the  body  space  is  very  irregular  in  shape, 
ic  can  be  divided  into  a  number  of  squares  or  rectangles  and 
the  above  method  used  in  each  case.  In  triangular  space, 
multiply  the  width  by  the  depth  as  if  it  were  square,  and 
divide  the  result  by  two.  Circles  are  sometimes  used  by 
advertisers  for  novelty  in  display.  To  calculate  the  amount 
of  copy  required  to  fill  a  circular  area,  multiply  the  diame- 
ter of  the  space  by  itself  and  divide  by  .7854.  In  doing  this, 
of  course,  make  due  allowance  for  the  necessary  margin 
and  any  display  lines  used.  To  be  on  the  safe  side  it  is 
always  well  to  provide  a  little  extra  copy,  with  instructions 
as  to  where  it  should  be  inserted,  if  the  copy  furnished  is 
not  enough  to  fill  the  allotted  space ;  also  to  advise  the  prin- 
ter where  to  omit  matter  if  the  space  is  overrun. 

When  an  illustration  is  used,  paste  in  a  proof  of  the 
cut  on  the  exact  place  it  is  to  occupy.  In  case  the  proof 
is  not  to  hand,  dq  as  in  the  layout  shown — draw  a  rough  out- 
line, and  mark  "cut"  in  the  space.  If  several  cuts  are  to  be 
used,  be  sure  that  the  proof  of  each  goes  in  the  right  place 
on  the  ad.,  or  if  you  have  no  proofs,  number  each  space 
and  place  numbers  on  the  back  of  the  cuts  to  correspond. 
This  should  really  be  done  immediately  after  the  size  of 
the  ad.  is  determined,  as  the  space  left  for  display  lines  and 
body  matter  can  then  be  accurately  measured. 

How  to  Arrange  Copy. 

Never  try  to  write  the  copy  in  the  space  left  for  it  on 
the  layout.  It  is  often  done,  but  it  is  not  a  good  plan.  The 
writing  is  usually  so  small  that  the  compositor  cannot  be 
blamed  if  he  makes  mistakes.  You  are  only  inviting  trouble 
by  this  method.  Tf  the  ad.  is  small,  you  can  often  write  the 
copy  underneath  the  layout.  In  large  ads.  divided  into  sec- 
tions use  separate  sheets.  Number  the  sections  on  the  lay- 
out, then  give  the  copy  sheets  corresponding  numbers.  This 
obviates  mistakes.  Also  remember  that  in  writing  the  copy, 
the  display  lines  must  be  inserted  on  the  copy  sheets  as  well 
as  the  body  matter.  The  layout  is  simply  a  guide  for  the 
printer  as  to  the  style  in  which  you  wish  the  ad.  set  up,  but 
it  is  never  to  be  considered  as  copy.  This  applies  to  sub- 
heads and  prices  as  well  as  to  head  line  and  name  and  ad- 
dress. Be  sure  that  there  are  no  inconsistencies  betwren 
the  display  lines  on  the  copy  and  on  the  layout,  so  that  the 
printer  may  have  no  chance  for  error. 

On  the  accompanying  layout,  note  that  directions  as  to 
type  sizes,  size  of  ad.,  border  and  margin  are  placed  on  the 
right  side  of  the  layout  proper.  The  circles  are  placed 
round  these  remarks  so  that  the  printer  will  not  mistake  them 
for  copy.  It  is  better  to  repeat  these  directions  on  the  copv 
sheets  as  well,  although  this  sometimes  is  not  done. 


Ad.  Criticisms 


Plain  Spoken  Comment  That  is  Meant  to  be  Helpful— Value  of  Effective  Copy 

and  Proper  Display. 


It  will  be  noticed  that  the  first  two  ads.  show  practic- 
ally no  copy  at  all.  while  the  last  one  does  not  go  deeply 
enough  into  selling-points  to  be  very  effective.  The  second 
ad.  is  well  displayed;  in  the  last  one  the  display  is  fair; 
while  the  first  is  devoid  of  correct  display  features,  although 
the  illustration  is  excellent. 

This  ad.  of  H.  S.  Campbell's  violates  the  principle  of 
display,  discussed  in  the  last  issue  of  the  Shoe  and  Leather 
Tournai,.  Instead  of  showing  a  contrast  between  the  vari- 
ous display  elements,  the  ad.  is  a  jumble  of  black  and  white, 
and  consequently  loses  much  of  its  effectiveness.  Black-face 
type  is  used  throughout,  preventing  the  proper  contrast  be- 
tween body  matter  and  top  and  bottom  display  lines.  A  six 
point  round  cornered  display  rule  border  run  round  the  ad. 
somewhat  after  the  fashion  of  that  in  the  following  ad., 
would  greatly  strengthen  the  display,  and  the  illustration 
would  stand  out  better. 

WTien  You  Think  Shoes— Think  Campbell's. 


If  You  Want  a  Nice 
Looking  Felt  Slipper,, 
Try  the 

Celebrated 
"FIRFELT" 

BRAND. 


QNTRISOIC 


This  Out  shows  our 

JULIETS. 
All  Colors  and  Prices. 

Shoeman 


H.  S.  CAMPBELL,  - 

A  4-in.  double-column  St.  John,  N.B.,  ad. 

A  good  way  to  arrange  this  ad.  would  be  to  cut  out  the 
lop  line  altogether,  or,  if  used  as  an  identification  line  in  all 
these  ads.,  to  place  it  in  italics  in  small  type  under  the  firm 
name  and  address.  The  heading  might  be,  "A  Warm  House 
Slipper,"  or  some  other  short  phrase  descriptive  of  a  useful 
quality  of  article.  It  is  seldom  necessary  to  repeat  in  the 
heading  a  point  clearly  shown  by  the  illustration.  Thirty- 
six  point  type,  i.e.,  type  one-half  inch  high,  would  be  about 
right  in  size.  The  body  matter  should  be  set  in  light-face 
type  of  fairly  small  size,  set  leaded  rather  than  solid,  i.e.,  set 
with  some  white  space  between  the  lines  rather  than  as 
closely  as  the  type  will  permit.  It  is  better  to  use  only  one 
style  of  display  type  in  an  ad.  of  this  size,  whenever  pos- 
sible. St.  John.  X.B.,  is  a  good-sized  city,  and  this  adver- 
tiser evidently  takes  it  for  granted  that  everyone  there  knows 
his  address,  for  he  does  not  consider  it  necessary  to  give 
any.  It  would  be  more  effective  to  display  the  price  of  this 
slipper.  The  result  of  these  suggestions  would  be  an  ad. 
which  would  be  noticed  on  any  page,  and  which  would  show 


at  a  glance  the  article,  its  use,  its  price,  and  where  it  could 
be  obtained.  Forceful  specific  copy  would  then  be  instru- 
mental in  turning  the  attention  thus  aroused  into  active  de- 
sire to  buy.  There  is  practically  no  reason  given  in  the  ad. 
as  to  why  this  slipper  should  be  purchased,  except  that  it 
is  nice-looking,  and  the  illustration,  although  a  half-tone, 
instead  of  a  line  cut,  shows  that.    It  is  generally  better  to 


School  Boots 
Waterproof  Boots 

Scales'  Falcated  "Leather  and  Rubber 
6ole"  boots  made  to  order.  Satin  Slip- 
pers in  all  colors.  Evening  shoes  in  all 
styles.  Custom  work  and  repairing. 
Cork  elevations  and  arch  supports. 


VV.  Jacques  &  Sons* 

lei  427  42  1-2  Fabrique  St. 


A  Zyi-in.  double  column  Quebec  ad. 

use  a  line  cut  for  newspaper  work,  as  it  shows  details  more 
clearly. 

The  writer  of  the  W.  Jacques  and  Son  ad.  has  the 
proper  idea  of  correct  display.  Plenty  of  white  space  is 
allowed  for  the  illustration,  and  the  border  is  not  run  round 
the  former.  If  it  were,  it  would  waste  space  and  the  illus- 
tration would  lose  much  of  its  effectiveness.  The  border  is 
of  the  right  size,  but  more  care  should  be  taken  by  the  com- 
positor to  see  that  the  ends  of  the  rules  meet  perfectly.  Gaps 
in  a  border  cheapen  an  ad.  "Waterproof  School  Boots'" 
would  make  a  good  headline,  as  the  word  "boots"  need  be 
inserted  only  ence.  The  copy  is  not  strong,  as  no  attempt  is 
made  to  enumerate  any  of  the  selling  points  of  these  boots. 
Several  other  lines  are  mentioned,  but  no  special  reasons 
are  given  why  these  waterproof  school  boots  should  be  pur- 
chased. It  is  always  better  to  mention  only  one  article  or 
line  of  goods  in  an  ad.  of  this  size,  if  same  appears  daily  or 
tri-weekly.  In  a  weekly  paper,  of  necessity,  the  case  is 
(Continued  on  page  6i). 


Hockey  Skates 


-Iflc  to  S7.00  per  pair 


Complete  line  of  9KATISG  BOOTS,  made  after  designs  of  leading  hockey  players;  heela  guaranteed 


Lidice'  Hockey  Boots— Mule  akin,  * 

to  toea.  St. «r.  pnr  pair. 
REAL    RUBBER  VALUES — Gents 

heavy  soles,    19c  per  pair;  Ladle 


J. 


Family  Shoe  Store 
235  St.  Catherine  West,  near  Bluery 

'Phrmo  t-ploMit  3087. 


A  B^-in.  three  column  Montreal  ad. 


The  Boys  with  the  Journal 

These  are  some  of  the  men  who  are  gathering  news  for  us  in  various  parts  of  Canada.     They  will  call 
on  you  several  times  during  the  coming  year.     They  make  the  Journal  more  worth 
while  for  all  by  making  it  the  medium  for  interchange  of  ideas. 


C.  H.  MOODIE. 

Moodie  wanders  over  British  Colum- 
bia and  Alberta  with  copies  of  the 
Journal  in  his  back  pocket.  He  is 
known  by  the  deep  Scotch  voice  that 
comes  so  stranp-e  from  one  so  small. 


G.  A.  TALBOT. 

The  fair-haired  boy  sends  us  all  the 
news  he  can  find  in  Ontario  west  of 
Toronto.  Talbot  impresses  many  of 
those  in  this  territory  with  the  fact  that 
they  couldn't  be  happy  without  the 
Journal. 


F.  J.  TYNER. 

Fred  has  sent  us  good  news  from  all 
over  Canada  in  times  past  but  pays  par- 
ticular attention  to  that  self-important 
town  Toronto  and  those  east  of  it  to 
Kingston. 


'  H.  KAVANAGH. 

You  won't  have  to  look  twice  to  know 
he's  Irish.  Kavanagh  is  much  impressed 
with  the  importance  of  the  province  of 
Quebec  where  he  spends  most  of  his 
time.  He  only  goes  as  far  west  as 
Kingston. 


J.  E.  CHURCH. 

"J-  E."  calls  Winnipeg  his  home.  He 
carries  the  good  news  of  the  Journal 
into  all  those  good  towns  in  Manitoba 
and  Saskatchewan.  He's  a  husky  chap 
and  full  of  ginger. 


There  are  always  those  connected  with  the  Shoe  Journel  who  are  not  fond  of  publishing  their  likenesses. 
It  took  a  great  deal  of  persuasion  to  have  the  above  five  submit  to  the  ordeal.  There 
are  more  of  them  who  may  even  yet  be  induced  to  have  their  photo 

"took." 


The  Findings  Department 

The  Variety  of  Findings  Profitable— Findings  Sales  Establish  the  Value  of  a 

Salesman. 


How  do  you  judge  your  value  as  a  salesman?  You 
have  a  certain  well  defined  idea  as  to  how  much  you  are 
worth.    But  how  do  you  arrive  at  it? 

Salesmanship  in  brief  is  selling  at 
a  profit — profit  to  all  concerned.  The 
better  the  salesman  the  more  goods 
sold  at  a  profit  an  dthe  more  of  the 
very  profitable  lines  sold.  Let  that 
sink  in. 

You'  are  selling  shoes,  rubbers, 
laces,  straps,  polish,  brushes,  shoe 
horns,  arch  supports,  insoles,  ankle 
supports  and  maybe  bags,  gloves  or 
hosiery.  You  may  be  tempted  to 
spend  too  much  thought  on  the  sell- 
ing of  shoes  alone.  Don't  do  it.  Of 
course  you  will  think  of  the  main 
lines  seriously  but  do  not  overlook 
the  others.  Many  a  shoe  merchant 
judges  his  salesmen  by  the  findings 
they  sell.  There  are  sound  reasons 
for  this. 

Take  for  example  a  shoe  that  costs 
yon  $3.65.  The  selling  price  in  the 
East  will  probably  be  $5.00.  The 
Western  price  will  be  $5.50  to  $6.00, 
but  in  the  end  the  net  result  is  about 
the  same.  The  gross  profit  is  $1.35 
or  a  little  better  than  35%  gross.  The  net  profit  will  be 
around  15%  which  is  a  very  small  percentage  on  the  cost. 

Findings  are  on  an  altogether  different  basis  with  but 
few  exceptions.  The  gross  profit  varies  from  50%  to  200% 
and  the  net  profit  from  25%  to  120%.  There  is  most  cer- 
tainly methcd  in  the  madness  of  the  merchant  who  impresses 
himself  and  his  salesmen  with  the  importance  of  the  acces- 
sory department. 

How  to  sell  findings  is  too  broad  a  subject  to  go  into 
in  detail  in  so  limited  a  space.  Your  faculty  of  observation 
will  be  a  great  aid  to  you  if  you  will  develop  it.  It  seems 
a  small  matter  to  suggest  that  you  notice  the  condition  of 
the  laces  in  the  shoes  of  one  who  has  just  purchased  a  pair 
of  rubbers.    The  matter  is  far  more  important  than  it  seems. 

If  the  customer's  laces  are  in 
bad  condition  he  doubtless 
knows  it  but  has  overlooked  it 
for  the  time  being.  If  you 
draw  the  attention  of  such  a 
man  or  woman  not  to  his  or 
her  laces  but  to  your  own  new 
ones"  you  will  make  the  sale. 
When  working  towards  this 
do  not  attempt  to  sell  a  simple 
pair.  Get  into  something  big- 
ger. You  can  sell  a  half  doz- 
en pair  just  as  easily  as  yon 
can  one  pair. 

TaKe  the  matter  of  polishes.  What  is  more  natural 
than  that  you  should  carry  a  polish  that  you  can  particu- 
larly recommend  for  certain  leathers.    If  you  have  such  a 


polish  there  should  be  nothing  more  simple  than  selling  the 
purchaser  of  new  shoes  a  box  of  it.  He  or  she  should  have 
it  if  it's  the  best  thing  for  those  shoes.  Shoe  polish  is  not 
a  losing  proposition. 

In  the  matter  of  gaiters  oir  leggings  you  will  have  little 
difficulty  in  creating  business  if  you  pay  particular  atten- 
tion to  your  women  customers.  Many  a  woman  suffers  from 
cold  ankles  or  cold  limbs  because  you  or  some  other  mer- 
chant has  not  enough  progressiveness  in  his  make  up.  Get 
after  this  business  by  the  use  of  display  and  tactful  sales- 
manship.   One  woman  out  of  every  four  wears  gaiters  or 

leggings  and  there  is 
big  profit  in  selling 
them. 

The  profit  in  spec- 
ial arch  supports  is 
100%  or  more  if  you 
are  wise  enough  to 
take,  it  and  to  one 
with  flat  foot  or  fall- 
en arch  a  good  sup- 
port is  worth  double  the  money.  The  valued  salesman  is 
he  who  notices  the  condition  of  the  customer's  feet  and 
sells  him  at  a  profit  just  what  he  needs. 

Even  in  such  small  matters  as  the  putting  of  new- 
buttons  on  a  shoe  there  is  profit.  A  dozen  or  two  buttons 
cost  very  little  and  it  takes  but  little  time  to  put  them  on 
with  a  machine.  It  is  in  place  and  werfectly  proper  to 
suggest  that  the  shoes  will  fit  better  and  look  better  if  new 
buttons  are  put  on  tightly  and  in  their  proper  place.  This 
subject  can  be  brought  up  to  advantage  when  selling  gaiters, 
rubbers  or  supports. 


Hosiery  oir  ornaments  for  women's  pumps  or  slippers 
do  not  properly  come  under  the  heading  of  findings,  but  they 
are  accessories  most  easily  sold  when  selling  the  shoes.  The 
profit  on  these  two  lines  is  extremely  large.  It  is  no  wonder 
that  the  real  value  of  a  man  as  a  salesman  should  be  estab- 
lished by  his  sales  of  small  wares  and  accessories. 


//  /  Were  the  Boss's  Wife 

In  Which  That  Lady's  Virtues  and  Failings  are  Shown  as  Others 

see  Them. 


We  all  think  the  Boss's  wife  is  pretty  smooth,  and 
I  guess  the  Boss  does  so,  too,  although  sometimes 
when  she  comes  into  the  shop  on  Saturday,  or  when 
we  are  taking  stock  he  looks  a  little  bothered.  She 
takes  an  interest  in  the  store,  though,  and  when  we 
have  things  looking  pretty  nice  she  always  says  so ; 
I  suppose  she  tells  the  Boss,  too,  when  they  look 
the  other  way.  I  heard  her  complimenting  Jones 
the  other  day  on  his  Christmas  window  trim  and 
Thompson  on  one  of  the  Christmas  ads.  he  wrote  for 
the  "Tribune."  I  also  think  it  was  through  something 
she  said  to  the  Boss  that  Jones  got  a  new  necktie  just 
before  Christmas  and  has  lately  been  putting  on  a 
clean  collar  every  other  day  instead  of  once  a  week. 
She  is  not  one  of  those  women  who  butt  in,  though, 
or  are  always  finding  fault ;  just  the  same  she  isn't 
above  lending  a  hand  when  things  are  busy  around  the 
store.  When  we  were  getting  out  some  Christmas 
circulars  about  a  month  ago  she  came  down  for  a 
couple  of  afternoons  and  helped  address  envelopes, 
and  I  knew  she  did  it  without  the  Boss  asking  her, 
because  he  seemed  surprised  when  she  laid  aside  her 
jacket  and  hat  and  said  she  was  going  to  take  a  hand 
in  showing  up  Christmas  trade. 

I  know  she  helps  out  the  Boss  in  other  ways. 
When  the  store  was  being  repainted  and  decorated 
last  summer  she  had  a  good  deal  to  do  with  it,  choos- 
ing the  colors  and  arranging  other  details.  I  noticed 
the  decorator  paid  more  attention  to  her  ideas  than 
those  of  the  Boss  and  I've  heard  dozens  of  people  re- 
remark  how  appropriate  everything  is. 

Although  the  Boss  and  his  wife  never  jangle  they 
sometimes  jar  a  little  on  the  money  question.  She 
comes  into  the  shop  and  asks  for  what  she  wants  and 
I've  heard  the  Boss  speak  a  little  impatiently,  especi- 
ally just  after  he's  paid  some  big  bills  and  money  is 
a  little  scarce.  You'd  think  sometimes  the  Boss's  wife 
was  looking  for  charity  the  meek  way  she  asks  for 
five  or  ten  dollars.  Of  course  I  don't  know  much 
about  this  sort  of  thing  but  I  suppose  a  house  ought 
to  be  run  just  as  methodically  as  a  store  and  I  don't 
see  why  a  woman  should  have  to  get  down  on  her 
marrow  bones  for  what  she  needs.  I've  an  idea  that 
so  much  should  be  allowed  for  running  expenses  and 
paid  out  every  week  with  the  wages.  Whatever  extras 
there  are  in  the  way  of  bills  should  be  paid  on  a  cer- 
tain day  of  the  month,  giving  the  head  of  the  house 
cheques  or  money  for  them.  I  don't  think  it  does  a 
man  any  good  to  bother  about  house  matters,  and  I 
don't  think  a  woman  should  have  to  beg  the  money 
as  well  as  look  after  its  running.  Of  course  the  Boss 
has  accounts  with  some  of  the  other  stores  and  they 


have  contras  with  us  which  complicates  matters 
some,  and  I  really  think  things  are  bought  on  this 
account  that  never  would  if  the  money  had  to  be 
handed  out  straight  for  them.  For  this  reason  I 
think,  if  I  was  the  Boss's  wife  I  would  look  after  my 
own  accounts  and  pay  them  leaving  the  Boss  to  look 
after  his. 

The  Boss'  wife  is  a  sensible  woman,  everybody 
seems  to  think  so,  and  she  seems  to  be  well  liked. 
She  is  a  great  woman  in  church  and  also  cuts  quite 
a  figure  in  town  society,  although  the  Boss  seems  to 
hate  this  side  of  life.  I  heard  him  say  the  other  day 
that  pink  teas  and  at  homes  gave  him  the  jim-jams 
and  he  wished  them  all  in  Halifax.  I  heard  his  wife 
teasing  him  for  a  new  set  of  furs  at  Christmas  say- 
ing that  Mrs.  Swell,  who  lives  around  the  corner  from 
them,  had  an  elegant  set  that  made  hers  look  like 
thirty  cents.  The  Boss's  wife  seems  to  have  that  one 
little  weakness.  She  doesn't  like  to  have  her  friends 
and  certain  others  dressed  better  than  she  is.  She 
is  fond  of  style  and  a  little  bit  given  to  show  too.  I 
suppose  she  will  be  wanting  an  auto  some  day  be- 
cause Mrs.  Hobble  at  the  other  end  of  the  town  has 
one.  She  is  not  what  you'd  call  an  extravagant 
woman  but  I  think  she  gets  lots  of  things  that  she 
could  do  as  well  without  and  I  know  the  Boss  does 
without  things  at  the  store  or  for  his  own  use  in  order 
to  get  her  what  she  wants.  I  happen  to  know  he  was 
talking  about  a  fur-lined  coat  for  himself  this  winter 
until  he  had  to  put  up  for  the  ermine  for  her  and 
that  settled  it. 

Another  little  weakness  she  seems  to  have  is  a 
dislike  for  the  retail  business.  She  is  always  nagging 
the  Boss  about  why  he  doesn't  get  into  something  in 
which  his  time  will  be  more  his  own  and  he  will  make 
money  in  bigger  bunches.  I've  heard  her  talk  of  the 
drudgery  of  the  retail  business.  For  myself  I  don't 
see  that  the  Boss  has  a  very  hard  time  either  with 
hours  or  work  and  I  think  it  is  only  his  wife's  fond- 
ness for  style  and  society  that  makes  her  want  him  to 
get  out  of  the  shopkeeper  class.  She  would  like  to 
be  in  touch  with  the  Brown-Jones,  Fitzmaurice,  Du- 
Maurice  set,  and  I  think  she  would  prefer  the  Anglican 
to  the  Presbyterian  church  if  she  had  her  way  although 
she  is  the  daughter  of  an  old  Methodist  classleader. 
The  Boss  though,  laughs  at  these  ideas  and  says  he's 
content  with  the  store  and  its  prospects  and  doesn't 
take  any  stock  in  get-rich-quick  methods.  He  is  also 
satisfied  with  the  fun  he  gets  out  of  a  couple  of  weeks 
in  the  woods  in  fall  and  curling  in  the  winter  as 
opposed  to  the  hunt  club  and  golf. 

SILAS. 


Co-operation 

Don't   Be   Jealous— Co-operation   is   Your  Salvation— Have  Your  Salesman  Work  With 

You,  Not  for  You. 


A  personal  letter  is  responsible  for  the  appearance  of 
this  article.  About  a  month  ago  one  of  our  Eastern  repre- 
sentatives Wrote  to  a  salesman  in  Ottawa  whom  he  had 
found  just  full  of  ideas  and  enthusiasm.  He  wanted  some 
of  the  "good  things"  to  pass  along  to  you.  This  is  the  reply 
we  received  last  week : 

Ottawa,  Jan.  7th,  191 1. 

 Esq,, 

c|o  Shoe  and  Leather  Journal, 
Toronto. 

Dear   , — I  am  afraid  your  letter  has  arrived  at 

an  inopportune  time.  I  would  like  very  much  to  give  the 
Journal  some  of  my  time  and  any  few  suggestions  that  you 

might  think  helpful  but  really,   ,  what's  the  use?  I 

am  thoroughly  discouraged  at  last.  You  know  from  the 
few  times  we  met  when  you  were  here  just  what  I  was  up 
against.    Mr.    for  fully  a  couple  of  years  kept  hold- 

ing out  rosy  promises  for  the  future  to  me.  He  was  con- 
tinually telling  me  he  would  like  to  have  me  take  charge  of 
this  or  that  branch  of  the  business  and  telling  me  to  do  it. 
Then  I  would  no  sooner  be  worked  up  to  a  point  where  I  felt 
everything  was  fine  when  he  would  interfere  and  either  bring 
some  one  else  in  or  transfer  the  authority  to  some  one  else 
or  do  the  thing  himself.  It  made  me  boil  sometimes.  I 
never  knew  where  I  was  at.  One  day  he  would  tell  me  one 
thing  and  the  next  day  another.  He  would  delegate  author- 
ity and  then  regret  that  he  had  done  so.  He  would  never 
say  I  wasn't  doing  well  but  simply  tell  me  it  was  his  store 
and  he  guessed  that  his  twenty  years'  running  it  should  give 
him  as  much  knowledge  as  a  young  fellow  who  had  been 
at  it  only  six  or  seven.  I  really  believe  that  jealousy  was 
at  the  bottom  of  the  whole  thing. 

Then,  to  get  on.  You  know  he  left  town  about  a  year 
ago  and  left  me  to  run  the  place  for  him.  I  was  as  pleased 
as  could  be  and  you  will  remember  what  plans  I  had  talked 
over  with  you  for  making  his  business  eventually  twice  the 
size  it  was,  and  how  pleased  I  was  that  I  had  been  able  to 
hold  the  job  down  and  that  he  trusted  me.  He  came  back 
a  .diort  while  ago.  I  was  really  looking  forward  to  his  re- 
turn, for  all  the  time  he  was  away  I  had  worked  my  head 
off.  I  gave  every  moment  of  my  time  to  the  business.  Day 
and  night  I  was  planning  and  I  never  made  a  change  until 
1  had  looked  at  it  from  all  sides  and  discussed  it  with  some 
of  my  friends  whose  advice  I  .really  valued. 

Well,  as  I  say,  he  returned.  I  welcomed  him  figurative- 
ly with  open  arms  and  was  pleased  with  what  he  told  me 

he  thought  of  my  work.    "  ,"  he  said,  "you  have 

done  very  well  indeed.  I  am  very  pleased  with  this  evidence 
of  what  you  have  been  doing.  Now  for  some  time  I  have 
been  intending  to  drop  out  gradually  and  this  is  my  chance. 
You  run  the  business  from  now  on.  Just  consider  it  your 
own  proposition  as  I'll  not  interfere  with  you  at  all."  Was 
I  happy  that  night?  I  should  say  so.  He  never  mentioned 
increase  in  salary  but  I  was  as  pleased  as  could  be  over  the 
fact  that  he  had  turned  the  proposition  over  to  me.  You 
know  from  the  way  I  spoke  to  you  that  I  never  depreciated 


his  ability,  but  I  just  felt  supremely  confident  that  I  couk" 
and  would  make  a  big  thing  out  of  it. 

The  "boss"  told  several  people  that  I  was  running  the 
store  for  him  and  making  it  go.  He  even  told  them  jokingly 
that  we  were  doing  better  without  him  than  with  him..  Of 
course,  that  wasn't  correct,  but  we  were  making  more  money 
than  last  year  and  I  had  made  plans  that  I  felt  sure  he  would 
not  have  done.  Not  that  he  was  stale,  but  that  I  was  fresh 
and  worked  from  an  altogether  different  point  of  view  and 
was  full  of  the  kind  of  spirit  that  took  pride  in  doing  it.  Dur- 
ing this  time  he  made  a  very  interesting  statement,  increas- 
ing my  income  and  promising  great  things. 

Then  his  spirit  began  to  change.  He  became  more 
critical  and  finally  appeared  in  the  store  ready  for  work.  I 
was  surprised  and  told  him  so  plainly  as  I  really  believed  he 
would  not  go  back  on  his  given  word.  He  flew  into  a  rage 
and  did  what  he  never  did  before — swore  at  me.  Now  that's 
more  than  I'll  stand  from  any  man  and  occurred  only  four 
days  ago.  . 

Is  it  any  wonder  I  don't  feel  like  sitting  down  and  writ- 
ing you  the  kind  of  bright,  newsy  information  you  want? 
To  receive  a  throw-down  like  that  before  all  the  help  I  had 
been  working  with  cut  me  through  and  through.  I  know- 
he  blames  me  for  it  and  probably  I  have  gone  too  far  in 
some  things.  I  took  complete  control  from  cellar  to  garret 
and  looked  on  the  business  as  mine — as  he  had  told  me  it 
was — and  acted  accordingly.  Whenever  he  came  in  he  no- 
ticed changes  in  the  store,  new  help  and  what  not.  He  didn't 
and  couldn't  know  what  I  was  doing  and  in  spite  of  the 
jnoney  I  was  making  for  him  became  sore.  I  really  think 
he  is,  in  his  heart,  thoroughly  jealous.  Mind  you,  I  don't 
think  mysefl  important  in  the  case  at  all.  He  woudl  have 
been  the  same  with  anyone  else.  He  was  angtry  to  think 
that  some  one  was  ruling  a  little  kingdom,  the  destinies  of 
which  he  had  guided  in  the  past.  Of  course,  he  would  deny 
this  but  it  crops  up  in  every  statement  he  makes.  It's  a  case 
of  "Haven't  I  a  right  to  come  in  here?"  or  "Isn't  this  my 
business?"  or  'Do  you  think  you  can  keep  me  out  of  here?" 
and  so  on. 

The  whole  affair  has  just  taken  the  heart  out  of  me. 
The  fact  that  the  man  should  give  me  his  word  and  go  back 
on  it,  that  he  should  mistrust  me,  that  he  should  actually 
be  angry  with  me  has  completely  upset  me.  Really,  is  there 
any  use?  is  my  continued  thought. 

I  suppose  I  have  written  to  just  as  great  length  on  this 
subject  as  I  would  have  on  what  you  want,  but  my  heart  is 
full  of  this  subject  and  empty  of  enthusiasm.  It  makes 
it  seem  not  worth  while  to  fag  your  brain  for  another  man 
and  then  at  the  crucial  moment  be  thrown  down.  He  admits 
he  is  not  paying  me  what  I  earn  and  yet  acts  the  way  he 
does.    Can  you  beat  that? 

If  there  are  many  more  employers  like  mine  has  proven 
to  be  I'll  bet  you  that  not  two  hundred  clerks  in  the  country 
would  have  enough  interest  in  novel  ideas  to  read  about  them 
if  I  described  them.    Probably  when  I  locate  with  a  different 
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man  or  things  adjust  themselves  more  happily,  I  will  be  only 
too  pleased  to  write  you  about  a  few  of  the  ideas  I  believe  in. 

Yours  truly,  . 

Does  that  get  under  your  hide,  sir?  If  it  doesn't  you 
are  either  too  thick  skinned  to  see  the  point  or  else  free  from 
the  accusation. 

Now,  we  will  admit  that  the  particular  case  above  is  a 
little  extraordinary.  It  is  one  that  is  not  likely  to  be  dup- 
licated in  this  business.  But  to  get  down  to  the  point,  in 
just  what  light  do  you  consider  your  help.  Are  they  getting 
all  that  is  coming  to  them  in  every  way — money,  kindness 
and  trust — or  are  you  hogging  it  all  ? 

There  is  only  one  way  to  treat  those  working  for  you 
— honestly.  Give  a  man  all  he  can  do  well.  Give  him  credit 
for  doing  it.  Tell  him  you  are  pleased — and  mean  it.  Give 
him  all  the  money  he  can  earn  and  all  the  authority  he  can 


wield.  Don't  snuff  out  their  ambition  by  ignoring  their  pro- 
gressiveness.  It  does  not  make  you  seem  one  whit  wiser 
to  any  of  them  to  turn  down  a  suggestion  of  theirs  with  the 
remark  that  your  years  of  experience  count  for  far  more 
than  theirs.  There  are  hundreds  of  stores  in  Canada  with 
someone  in  them  that  has  far  brighter  and  workable  ideas 
than  you  will  ever  develop.  If  you  don't  give  him  a  chance 
if  one  of  them  is  in  your  shop  you  are  losing  the  opportunity 
of  taking  a  partner  into  your  business  that  might  treble  your 
personal  income. 

Get  wise.  Pick  out  the  brainy  men  and  let  them  work 
with  you.  Give  them  all  the  help  they  want  and  if  they  can 
make  more  money  out  of  the  place  by  forcing  through  ideas 
that  appear  too  radical  to  you,  sit  back  and  let  them  go 
ahead.  Give  them  the  whole  place  to  run  if  need  be.  You 
aren't  in  business  for  the  love  of  or  pride  in  it.  Neither 
are  they. 


The  Great  West  Felt  Co.,  Limited 


The  incorporation  recently  of  the  Great  West  Felt  Co., 
Limited  of  Elmira,  with  a  capitalization  of  $200,000.00,  adds 
another  to  the  "list  of  Canada's  Felt  Shoe  factories. 

The  board  of  directors  is  as  follows :  President,  Mr.  M. 
L.  Weber;  Vice-President,  Mr.  J.  S.  Weichel ;  Sec-Treas., 
Mr.  I.  Hilborn;  Man.  Director,  Mr.  O.  H.  Vogt;  Supt.,  Mr. 
Alf.  Vice.    Messrs.  T.  A.  Schroder  and  T.  F.  Shurly. 

A  glance  at  this  list  reveals  not  only  a  number  of  level- 
headed business  men  but  also  a  strong  sprinkling  of  those 
who  are  felt-wise. 

The  President,  the  Sec-Treas.,  and  the  Superintendent 
all  held  similar  offices  at  one  time  with  the  Elmira  Felt  Co. 


Boiler  room  is  in  a  separate  building  50  ft.  by  30  ft.,  the 
whole  making  up  the  largest  felt  shoe  plant  in  the  country. 
It  will  be  devoted  to  the  manufacturing  of  highest  grade 
felts  only  and  has  a  capacity  of  from  900  to  1000  pairs 
daily. 

The  erection  of  the  buildings  and  the  equipment  was 
under  the  personal  supervision  of  Mr.  Vice  and  as  this  is 
the  fourth  plant  of  the  kind  which  lias  built  in  Canada 
it  may  be  taken  for  granted  that  the  work  has  been  wed 
done.  Not  only  has  the  most  modern  machinery  on  the 
market  been  installed  but  several  special  machines  of  Mr. 
Vice's  own  invention  been  added. 


Mr.  Vogt,  the  genial  managing  director,  is  a  shrewd 
business  man  of  large  experience  and  the  company  is  fortun- 
ate in  having  him  at  the  helm. 

The  Sec-Treas.,  Mr.  Hilborn,  is  a  felt  man  from  the 
ground  up.  He  may  truly  be  said  to  have  grown  up 
amongst  felt  shoes  for  he  has  been  at  the  business  ever 
since  he  was  a  boy. 

The  factory,  a  fine  white  brick  structure  of  mill  con- 
struction, 300  ft.  long  by  56  ft.  deep  and  three  stories  in 
height,  is  specially  designed  for  felt  shoe-making.  The 


To  supplement  the  knowledge  gamed  by  many  years  of 
experience  Mir.  Vice,  some  time  ago,  made  an  extended  trip 
to  the  felt  shoe  centres  of  the  United  States,  England  and 
Germany,  where  he  studied  the  methods  there  in  use. 

Owing  to  unexpected  delays  in  the  completion  of  the 
factory,  the  samples  for  191 1  were  late  in  coming  out,  which 
is  very  much  to  be  regretted,  as  they  make  a  very  strong 
showing^  the  lasts  particularly  attracting  much  favorable 
comment  from  all  those  who  have  seen  them. 


Hosiery  in  the  Shoe  Store 

Its  Value  as  a  Business  Booster— Attractive  to  Worn  en-Objections  Discussed— Methods  of  Management 


"I've  been  doing  business  now  for  twenty-five 
rears,  most  of  that  time  in  my  present  stand,  and  have 
always  made  a  good  living  and  a  little  more  besides, 
sticking  closely  to  selling  boots  and  shoes  alone. 
Every  man  to  his  own  trade.  Why  should  I  go  to 
trouble  and  expense  and  take  the  risk  of  installing 
lines  I  am  not  familiar  with,  such  as  hosiery,  gloves, 
sporting  goods  or  findings?" 

These  remarks  were  made  the  other  day  by  a 
lonff-established  shoe  retailer  when  questioned  as  to 
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his  reasons  for  not  following  the  example  of  some  of 
his  competitors  by  installing  a  hosiery  department 
in  his  store.  They  are  interesting  and  pertinent  in- 
asmuch as  they  represent  the  position  taken  by 
many  men  in  the  shoe  trade  to-day.  They  contain 
a  half-truth,  which,  like  all  half-truths,  is  plausible 
on  the  face  of  it,  but  also  decidedly  misleading. 

You,  as  a  shoe  retailer,  are  in  the  business  to 
make  all  the  money  you  can  at  least,  you  ought  to 
be.  You  may  have  selected  the  shoe  business  as  the 
most  congenial  field  in  which  to  make  money,  but 
you  are  after  the  results. 

If,  like  the  retailer  quoted,  you  have  attained  a 
fair  amount  of  success,  are  you  satisfied  to  neglect 
methods  which  have  proven  to  be  trade-winners  for 
others?  If,  on  the  other  hand,  you  are  one  of  the 
many  shoe  dealers  whose  business,  owing  to  competi- 
tion, increased  expenses  or  other  causes,  is  not  yield- 
ing a  fair  profit,  you  can't  afford  to  overlook  anything 
which  will  popularize  your  store  or  increase  your  busi- 
iness. 

Hosiery  a  Business  Booster. 

Running  a  hosiery  department  in.  a  shoe  store  is 
an  idea  which  has  gone  far  beyond  the  experimental 
stage.  Have  you  ever  given  careful  thought  to  the 
close  connection  between  shoes  and  hosiery,  and  how 
this  relationship  can  be  taken  advantage  of  to  boost 
your  profits?  Take  the  case  of  the  man  who  .comes 
into  your  store,  buys  a  pair  of  shoes,  and  then  has 
to  walk  a  block  down  the  street  to  get  the  hose  he 
needs.  In  cold  print,  it  looks  pretty  much  like  ne~- 
lected  opportunity  on  your  part,  doesn't  it?  It 
would  be  a  genuine  relief  to  that  man  if  he  could 
purchase  his  hose  at  the  same  time  and  place  he  gets 
his  shoes.  You  could  make  that  sale,  and  many  ar- 
other  of  a  like  nature,  if  you  were  prepared  to  supply 
the  demand.  Nor  would  you  be  dependent  noon  the 
class  who  purchase  only  when  driven  by  necessity. 
For  instance,  a  prospective  shoe  buyer  who  is  being 
fitted,  is  attracted  by  a  fine  display  of  various  styles 
of  hose  in  a  neat  show  case  near  by.  He  may  not 
particularly  need  hose  just  then,  but  his  interest  is 
aroused.    This  gives  a  tactful  salesman  the  oppor- 


tunity to  "get  in  right,"  and  as  a  result  he  sells  several 
pairs  of  hose  as  well  as  the  shoes.  The  customer  goes 
away  pleased,  and  will  remember  that  store  not  only 
when  he  wishes  shoes  but  hosiery  as  well. 

Its  Attraction  for  Women. 

There  is  no  denying  the  fact  that  every  woman 
is  almost  irresistibly  attracted  by  hosiery  displayed 
in  a  pleasing  manner.    It  is  hard  for  her  to  pass  by 
such  a  window.    The  value,  of  the  hosiery  depart- 
ment in  securing  women's  custom  is  slightly  different 
than  in  the  case  of  men.    A  man  will  come  in  to  buy 
shoes  and  stay  to  buy  hose  ;  a  woman  is  more  likely 
to  come  in  to  look  at  hosiery  and  end  by  buying  shoes 
as  well.    When  you '  consider  that  once  you  have  a 
woman's  custom,  you  often  have  that  of  the  whole 
family,  you  can  readily  see  its  value  to  your  hosiery 
department  and  your  business  as  a  whole.    She  will 
surely  make  all  purchases  for  the  children  from  you, 
and  is  quite  likely  to  buy  for  her  husband  also.  Many 
retailers,  especially  in  the  cities,  cater  to  the  high-class 
women's  trade  by  keeping  in  stock  a  wide  variety  of 
all  colors  and  qualities  of  women's  fancy  hosiery. 
They  make  a  specialty  of  matching  practically  every 
color  of  gown  and  slipper  worn;  some  who  are  near 
to  the  manufacturers  going  so  far  as  to  make  arrange- 
ments to  have  hosiery  dyed  any  special  shade  in  two 
or  three  days  at  most. 

Of  course,  this  is  beyond  the  province  of  the  aver- 
age shoe  retailer,  but  it  will  give  a  hint  as  to  the 
possibilities  of  your  hosiery  department.  A  reason- 
able range  of  styles  and  colors,  in  these  days  when 
velvet  and  other  fancy  slippers  are  so  much  worn,  will 
greatly  increase  your  total  sales— and  your  profits. 

Another  feature,  which  is  worthy  of  attention,  is 
the  possibilities  of  this  department  during  the  holiday 
season.  These  are  almost  limitless.  It  has  this  ad- 
ditional advantage,  that  the  stock  is  quickly  turned 
over,  and  at  a  good  profit.  The  best  class  of  business 
is  attracted  thereby,  and  it  is  a  solendid  feeder  to  the 
various  shoe  departments  proper.  Men  do  most  of 
the  holiday  hosiery  buying,  and  are  readily  persuaded 
to  buv  shoes  for  themselves  as  well. 

Objections  Refuted. 

So  much  for  the  value  of  the  hosiery  department 
in  attracting  business  and  increasing  gross  sales. 
Many  retailers  who  refuse  to  go  in  for  hosiery  will 
admit  many  of  the  foregoing  statements,  but  are 
afraid  to  take  the  plunge  owing  to  initial  cost,  inex- 
perience, lack  of  room,  or  other  assumed  difficulties 
in  the  way. 

As  for  initial  cost,  no  department  can  be  added 
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to  your  store  with  so  little  outlay  at  the  start  as  a 
hosiery  section.  Skeptical  retailers  by  the  score  have 
demonstrated  this.  For  example,  an  average  pair  of 
men's  fancy  shoes  would  probably  cost,  wholesale, 
$3.50;  for  this  amount  a  dozen  or  more  pairs  of  good 
hose  could  be  purchased.  These  figures  are  not  abso- 
lutely exact,  but  are  near  enough  for  all  practical  'pur- 
poses. Again,  in  hosiery,  invested  capital  is  turned 
over  much  more  rapidly  than  in  shoes,  consequently 
your  money  is  not  tied  up  to  the  same  extent.  The 
profit  on  this  turnover  is  also  considerably  greater 
than  is  the  case  with  shoes.  The  danger  of  shop- 
worn stock  is  also  obviated. 

Inexperience  need  not  frighten  any  shoe  dealer 
from  installing  a  hosiery  section.  All  needed  informa- 
tion will  gladly  be  given  by  the  manufacturers  or  job- 
bers with  whom  you  do  business,  and  a  little  a]) plica- 
tion of  the  hard  common  sense  and  acumen  you  apply 
to  other  parts  of  your  business,  will  pull  you  through 
with  little  difficulty. 

Lack  of  room  is  about  the  weakest  objection  of 
all.  When  you  consider  that  five  dozen  men's  half- 
hose  or  three  dozen  women's  hosiery  can  be  placed 
in  the  space  required  by  one  pair  of  shoes,  you  can 
see  how  groundless  is  the  fear  of  lack  of  space.  Some 
shoe  stores  doing  a  large  trade  in  hosiery  need  only 
one  small  corner  to  shelve  all  the  varied  lines  they 
keep  in  stock.  For  interior  display  purposes  one  show 
case  is  usually  sufficient,  which  takes  little  space. 

Methods  of  Management. 

Be  sure  that  in  buying  your  stock  you  select 
principally,  staple  lines — blacks  and  plain  colors  vary- 
ing in  weight  and  texture.  The  quality  must  be  good. 
From  the  start  it  should  be  your  policy  to  avoid  the 
cheapest  grades.  Dealers  in  the  smaller  towns  who 
cater  to  country  trade  to  a  considerable  extent,  will 
need  to  carry  a  fair-sized  stock  of  the  coarser  grades 
to  go  with  the  heavy  footwear  sold  to  many  cus- 
tomers. The  average  shoe  dealer,  however,  will  find 
it  to  his  advantage  to  sell  only  medium  and  higher- 
priced  goods.  Leave  the  cheaper  trade  to  the  de- 
partment and  specialty  dry  goods  stores,  who  buy  in 
large  quantities  and  make  price  the  chief  feature  in 
selling.  Carry  good  stock,  then  demand  a  fair  profit. 
As  a  shoeman,  you  occupy  a  strategic  position,  which 
can  be  turned  to  good  account.  In  women's  hosiery, 
it  is  inadvisable  to  carry  too  complete  a  line  at  the 
outset.  In  the  fancy  grades,  careful  and  limited  buy- 
ing should  be  the  plan  of  procedure  until  you  have 
the  situation  thoroughly  sized  up.  A  good  range  of 
blacks  and  plain  colors,  varying  in  weight  and  quality 
will  make  a  fair  beginning.  You  will  turn  over  the 
stock  often  enough  to  be  able  to  make  any  changes 
deemed  advisable. 

Good  display  is  very  necessary  to  ensure  success. 
For  this  purpose,  several  hosiery  forms  should  be 
purchased.    For  interior  display  in  the  average  store 


a  good  sized  show  case  could  be  used  with  profit,  and 
both  men's  and  women's  hosiery  could  be  tastefully 
arranged  therein.  It  is  always  advisable  to  use  forms 
when  displaying  hosiery.  They  make  the  goods  ap- 
pear much  as  they  do  when  in  use,  thus  appealing 
more  powerfully  to  the  eye.  In  displaying  fancy 
women's  hosiery,  it  will  aid  materially  in  selling  the 
goods,  if  they  are  shown  in  conjunction  with  a  fancy 
slipper  of  the  same  or  harmonious  color.  It  is  hard 
for  a  woman  to  resist  the  desire  to  purchase  when 
such  a  combination  is  seen. 

Both  the  show  case  and  the  hosiery  department 
itself  should  be  near  the  front  of  the  store  in  a  posi- 
tion sure  to  attract  the  attention  of  people  going  to 
and  from  the  department  proper.  Hosiery  should  be 
featured  in  the  store  window  periodically  .  If  the  lat- 
ter is  tastefully  trimmed  in  harmonious  colors  and 
the  proper  lighting  effects  secured  at  night,  results 
will  always  follow. 

The  sales  force  should  be  in  thorough  sympathy 
with  your  plans  to  boost  the  hosiery  department.  Urge 
them  to  take  every  opportunity  to  tactfully  urge  the 
purchase  of  hosiery  along  with  shoes.  With  women 
especially,  these  suggestions  will  surely  bear  fruit,  if 
pains  are  taken  to  show  the  effect  produced  by  match- 
ing hosiery  and  footwear.  Take  your  salesmen  into 
your  confidence.  Give  them  a  certain  percentage  of 
all  sales  of  hosiery  made,  as  many  stores  do  with  their 
findings  department.  This  will  stimulate  their  in- 
terest and  benefit7 you.  If  the  department  grows  rapid- 
ly, it  may  be  necessary  to  put  one  salesman  in  com- 
plete charge.  In  such  cases,  it  would  probably  be 
advisable  to  drop  the  commission  idea  in  justice  to 
other  employes.  These  are  matters  for  individual 
adjustment. 

Lastly,  don't  forget  to  give  the  hosiery  depart- 
ment a  fair  share  of  the  advertising  space  used,  which 
can  be  charged  up  against  the  department.  As  a  gen- 
eral rule,  when  advertising  this  line  of  goods,  feature 
it  separately.  In  this  way,  better  results  will  be  ob- 
tained. In  fairness  to  the  department,  keep  careful 
record  of  all  sales  made.  After  a  proportionate  share 
of  all  proper  expenditure  has  been  charged  against 
this  section  of  your  business,  you  will  find — if  you 
push  the  sales  in  a  vigorous  manner — that  you  have 
added  a  considerable  amount  to  the  right  side  of  the 
profit  and  loss  account  at  the  end  of  the  year,  to  say 
nothing  of  the  stimulation  received  by  the  other  de- 
partments. 

A  silent  salesman  or  special  show  case  can  often 
be  installed  where  space  allows,  either  inside  or  in 
the  entry  outside  the  store.  When  placed  outside, 
this  will  solve  to  a  very  large  extent  the  problem  of 
giving  the  hosiery  department  a  fair  amount  of  display 
space,  especially  where  the  dealer  is  short  of  room  in 
the  window. 

The  same  remarks  with  regard  to  change  will 
apply  to  displays  of  this  kind  as  with  the  window 


From  All  Points  of  View 

Discussing  Prevalent  Causes  for  Dissatisfaction  From 
All  Points. 


The  complicated  business  of  to-day  rests  upon  an  assump- 
tion of  honesty  and  integrity  which  trades-people  of  anti- 
quity may  have  dreamed  of  in  their  speculative  moods,  but 
could  scarcely  hope  to  realize. 

It  has  taken  the  civilizing  influence  of  centuries  to  de- 
velop the  modern  type  of  business  man.  The  universal  ex- 
tension of  the  credit  system  ;  the  absolute  confidence  which 
a  dealer  places  in  a  business  house  hundreds  of  miles  away, 
and  the  house,  in  turn,  reposes  in  the  dealer;  the  general 
prevalence  of  blanket-like  privileges,  such  as  cancellation 
on  certain  specified  conditions,  the  extension  of  the  time  of 
payment,  etc.— all  this  speaks  eloquently  of  the  general  trust- 
worthiness of  the  modern  business  man.  He  is  a  unique  crea- 
tion—with a  little  hyperbolism,  one  might  add,  almost  with- 
out a  prototype  in  the  industralism  of  the  past. 

In  such  a  white  light  of  general  confidence  and  integrity, 
no  wonder  the  exceptional  business  delinquent  or  commer- 
cial blackguard  looms  large!  He  is  as  conspicuous  as  a 
o-reen  fly  on  the  polished  inner  surface  of  the  glass  in  your 
display  window.  And,  like  any  other  object  unexpectedly 
confronted  in  silhouette  against  a  clear  sky,  he  gives  one  a 
shock.  And  it  is  this  exceptional  business  man,  this  anoma- 
lous offender,  this  commercial  trickster  and  degenerate,  who 
is  the  fruitful  originator  of  trade  evils.  But,  having  once 
been  originated,  these  evils  bring  forth  after  their  kind. 

Nature  and  Extent  of  Trade  Evils. 

Trade  evils  are  of  a  good  many  different  kinds,  and 
some  of  them  are  worse  than  others.  A  given  man's  idea 
of  their  priority  in  hurtfulness  depends  upon  where  the 
'  given  man  belongs  in  the  trade.  So,  most  any  classification 
based  upon  degrees  of  injuriousness  pertaining  to  trade  evils 
is  bound  to  be  more  or  less  arbitrary. 

For  that  reason  I  have  selected  another  principle  of 
classification;  namely,  their  source.'  Accordingly,  they  will 
be  treated  in  this  discussion  under  the  following  heads: 
First,  evils  created  by  manufacturers;  second,  evils  created 
by  wholesalers  and  travelling  salesmen;  third,  evils  created 
by  retailers;  finally,  evils  created  by  customers. 

These  evils,  then,  have  to  do  with  the  manufacture  and 
distribution  of  wares.  They  exist— let  us  confess  it  at  the 
start— because  of  a  short-sighted  and  grasping  policy.  They 
grow  out  of  the  abu3e  of  privileges,  the  legitimate  use  of 
which  would  serve  to  lubricate  the  wheels  of  commerce.  But 
however  they  come  about,  like  the  poor,  they  are  still  with 
us,  and  their  existence  is  the  fruitful  source  of  our  most 
vexatious  cares.  To  trade  evils,  fair  more  than  to  general 
business  incapacity  and  non-aggressiveness,  may  be  traced 
the  majority  of  business  wrecks. 

Trade  Evils  Created  by  Manufacturers. 

Foremost  among  these  evils  of  the  manufacturing  con- 
tingency, is  that  old-time  subterfuge,  the  "skinning"  or 
cheapening  of  a  commodity  when  the  prices  of  raw  material 
advance.  Instead  of  candidly  informing  the  trade  that  an 
advance  in  the  asking  price  has  become  necessarily  impera- 


tive, owing  to  the  increased  cost  of  raw  materials  and  labor, 
the  producer  shrinks  from  the  task,  fearing  that  it  may 
divert  trade  and  give  his  competitor  an  advantage. 

Evils  of  this  nature  grow  out  of  a  narrow  and  sus- 
picious -noggin.  Relatively  speaking,  they  are  rare,  but  they 
are  entirely  too  frequent,  if  you  stop  to  consider  that  they 
neveir  ought  to  occur  at  all.  Why  not  tell  the  truth  at  the 
very  start?  It  will  leak  out  in  spite  of  you  later  on.  But 
iu  the  meantime  you  have  taken  a  desperate  chance,  if  you 
have  cheapened  your  product. 

.  Numerous  and  bitter  complaints  on  the  part  of  retailers, 
owing  to  the  failure  of  goods  to  come  up  to  sample,  in- 
dicates another  species  of  trade  evil.  In  some  lines  it  is 
more  acute  than  in  others.  The  samples  are  "passing  fair." 
but  the  goods!  Of  course  they  can  be  fired  back  (as,  in 
many  cases,  they  are),  but  consider  the  needless  waste  of 
time,  the  expense  of  waiting,  and  the  trouble  of  placing 
an  order  elsewhere  at  the  eleventh  hour. 

Among  the  plain,  prcsy  trade  evils,  attention  is  called 
cnce  again  to  that  of  tardy  shipment.  The  goods  were 
promised  at  such  and  such  a  time.  Days  and  weeks  pass  by 
and  they  do  not  arrive.  Correspondence,  promises,  explana- 
tions, apologies— and  yet  more  promises  !  More  delays,  more 
worry,  with  consequent  loss  of  trade  to  the  retailer !  Here 
you  have  the  familiar  plot  of  the  age-old  drama  of  delayed 
shipment  and  resultant  locs. 

Evils  Created  by  Wholesalers  and  Salesmen. 
In  those  lines  in  which  the  jobber  or  wholesaler  figures 
prominently,  evils  arise  which  hark  back  to  him. 

He  is  honolred  with  open  orders.  The  insidious  tempta- 
tion to  "stuff"  the  order  enters— and  somebody  congratulates 
himself  on  having  done  a  clever  thing  for  the  house.  The 
house,  perhaps,  winks  at  the  trick,  and  the  little  man,  who 
has  done  a  little  trick,  gets  the  little  dole  of  praise  his  soul 
hungers  for.  "Chances  are  he  won't  know  the  difference; 
or,  if  he  does,  he'll  keep  them  anyhow.  It's  worth  while 
taking  a  chance.    Let  'em  go." 

In  those  lines  in  which  the  travelling  salesman  is  the 
only  intermediary,  the  evil  generally  crops  out  in  another 
form.  It  appears  in  the  way  of  super-abundant  enthusiasm, 
which  sways  the  retailer  against  his  better  judgment,  and 
results  in  his  granting  a  too-generous  order. 

Evils  Created  by  Retailers. 
And,  then,  there  are  evils  .for  which  the  retailer  is  re- 
sponsible. Damaged  goods  may  be  returned.  But  when  is 
the  charge  admissible.  Clearly,  a  fine  question  in  casuistry 
which  the  local  dealer  does  not  always  decide  on  its  merits. 
A  slight  breakage,  or  some  trivial  injury  which  anybody 
might  repair  in  five  minutes,  is  not  unfrequently  made  a 
pretext.  Maybe  the  dealeir  has  bought  injudiciously.  Thus 
the  sin  of  over-loading  a  customer  begets  the  evil  practice 
of  returning  goods  on  a  more  or  less  flimsy  pretext. 

'  And  there  is  yet  another  evil  quite  as  disastrous  to  the 
economics  and  amenities  of  substantial  merchandising— 
namely,  the  abuse  of  credit;  the  all  too  prevalent  demands 
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for  an  unreasonable  extension  of  the  time  of  payment ;  vexa- 
tious delays  in  the  settlement  of  accounts.  This  keeps  money 
tied  up,  delays  and  worries  the  house,  and  handicaps  its 
operations.    And,  in  many  cases,  it  is  wholly  unnecessary. 

Evils  Created  by  Consumers. 

Here  is  the  prolific  source  of  the  greater  number  of  the 
evils  with  which  latter-day  commercialism  is  afflicted. 

Take  the  "skinned  goods"  evil.  Why  is  the  manufac- 
turer prompted  to  cheapen  his  output?  Because  the  local 
dealer,  he  fears,  will  not  be  willing  to  pay  the  extra  amount 
required  in  the  asking  price  to  keep  the  commodity  up  to 
its  standaird  of  value.  But  why  is  the  manufacturer  afflicted 
with  such  fears?  Are  they  of  the  nature  of  mental  hobgob- 
lins, these  grim  forebodings  ?  Not  exactly ;  he  knows  the 
consumer  from  of  old.  And  he  can  anticipate  the  howl  that 
will  ascend  to  high  heaven  when  the  retail  price  is  given 
its  final  boost.  And  so  the  consumer,  who,  in  his  ignorance 
of  changed  conditions  demands  the  same  old  price  no  matter 
how  much  the  cost  of  materials  may  have  advanced — the 
consumer  comes  in  for  his  share  of  responsibility  in  the  crea- 
tion and  perpetuation  of  trade  evils. 

And  why  does  the  local  dealer  defer  payments?  In 
many  cases  because  his  customers  are  tardy  in  paying  their 
bills.    They  get  their  statements  promptly  on  the  first  of  the 

month,  and  they  have  the  money,  as  a  general  thing,  but  . 

Well,  there  are  a  thousand  excuses  for  the  customer  who 
does  not  care  to  pay  his  bills  promptly.  Doesn't  the  mer- 
chant know  him?  Hasn't  he  always  paid  up — in  course  of 
time  What's  the  huriry?  So  the  customer  takes  his  time. 
In  the  meanwhile  the  dealer  is  having  all  sorts  of  seances 
with  the  bank  officials,  and  consumes  much  stationery  writ- 
ing the  house  for  a  little  more  leniency,  saying,  in  the  lan- 
guage of  an  old  debtor:  "Give  me  time,  and  I  will  pay  thee 
all !"  When  money  which  ought  to  be  actively  at  work  in 
the  industries  (buying  material  and  paying  for  labor,  is  tied 
up  by  the  consumer,  -who's  to  blame  if  a  sum  is  eventually 
added  to  the  selling  price  to  cover  the  interest  item  ?  The 
answer  is  obvious. 

How  to  Correct  These  Evils. 

In  conclusion,  just  a  few  suggestions  as  to  a  remedy 
for  these  various  trade-ailments.  If  these  evils  of  the  trade 
are  ever  corrected,  it  will  be  due  to  agitation,  publicity,  edu- 
cation and  co-operation.  Co-operation  between  the  various 
factors  of  the  trade  will  make  possible  the  application  of 
the  remedy — namely,  publicity. 

This  publicity  will  concern  itself  with  two  classes; 
first,  with  such  members  of  the -tirade  as  may  be  deficient  in 
respect  of  honor;  second,  with  the  consumer  who  needs  en- 
lightenment. Anybody,  in  the  trade  who  is  disposed  to  take 
advantage  of  privileges  and  opportunities  which  are  gener- 
ally accorded  in  this  advanced  age  of  commercial  probity,  is 
a  nuisance  and  a  menace.  If  he  hasn't  sufficient  mentality 
(not  to  go  into  the  matter  of  morality)  to  know  that  he  is 
queering  his  own  game  by  dubious  methods,  then  he  should 
be  thrust  into  the  spotlight.    Let  him  be  branded. 

When  it  comes  to  the  consume^  the  way  to  deal  with 
him  is  to  deal  him  out  hunks  of  enlightenment.  Generally 
speaking,  the  consumer  is  not  immune  to  light.  He  is  a 
reasonable  creature,  take  him  all  in  all,  and  not  wholly  de- 
ficient as  respects  tractability.    We  have  been  at  fault,  per- 


haps, in  assuming  too  much.  We  have  just  taken  for  grant- 
ed that  he  knows  about  the  increased  cost  of  raw  materials, 
the  higher  prices  which  must  be  paid  for  labor,  and  the 
dozen  and  one  things  which  combine  to  enhance  the  retailing 
price  of  the  various  commodities.  Let  us  remember  that 
he  is  uninitiated.  As  a  matter  of  fact,  he  knows  very  little 
about  all  this.    He  should  be  instructed. 

In  this  campaign  of  enlightenment  the  manufacturer, 
the  wholesaler,  the  travelling  salesman  and  the  retailer  each 
has  an  important  part  to  play.  Talk  the  better  values,  and 
explain  why  prices  to-day  are  necessarily  higher  than  they 
used  to  be.  Take  him,  so  to  speak,  into  your  confidence;  and 
give  him  to  understand  that  his  co-operation,  in  the  way  of 
accepting  the  situation  of  an  advanced  asking  price,  is  the 
only  way  values  can  be  maintained.  And  then  teach  him  to 
pay  his  bills  promptly. 

As  we  remarked,  the  whole  subject  of  complaints  is 
very  complex.  Every  department  of  trade  is  dependent 
on  the  fairness  of  another  and  vice  versa.  In  fact  all 
departments  are  completely  interdependent.  One  cannot 
get  away  from  that  aspect  of  it.  It  is  a  matter  for  fair 
dealing  all  around. 

The  golden  rule  is  mighty  easily  applied  in  adjusting 
all  differences  between  the  retail  trade  and  the  jobber  or 
manufacturer  if  you  will  only  take  the  step.  You  are  the 
man.    It  is  never  the  other  fellow.    If  you  think  it  is  "up 
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to  him"  and  you  act  accordingly  it  is  a  prettv  safe  bet  that 
you  both  go  on  watching  one  another  as  closely  as  a  couple 
of  torn  cats  on  a  back  yard  fence — both  growling  and  neither 
doing  very  much  of  anything. 

Think  it  over.  It  is  merely  a  question  of  "Doing  unto 
others  as  ye  would  they  do  unto  you."  Forget  that  inven- 
tion of  later  days  for  just  as  surely  as  you  try  to  "do  others 
first  or  they'll  do  you"  you  will  get  the  worst  of  it  from 
every  one.  W e  are  certain  that  if  manufacturers  suspected 
the  retail  merchant  less  and  treated  him  with  more  fair- 
ness and  the  merchant  would  be  willing  to  meet  the  manu- 
facturer half  way  that  the  immense  loss  now  endured  by  both 
branches  of  the  trade  would  be  lessened  by  a  large  amount, 


An  Englishman  s  Impressions 

Commenting  Upon  Window  Displays  and  Shopping  Manners. 


1  should  judge  that  one  is  afforded  as  good  an 
opportunity  at  Christmas-tide  as  at  any  time  for  form- 
ing an  opinion  of  the  difference  in  store  and  general 
business  ideals  between  the  old  land  and  Canada ;  on 
this  account,  therefore,  you  will  suffer  a  few  com- 
ments. 

As  to  window  displays,  while  it  may  be  conceded 
that  as  a  whole,  your  efforts  excel ;  our  shops  in  Eng- 
land not  devoting  as  much  attention  to  the  art  of 
reaching  the  customer's  eye  through  the  window,  it 
is  a  mistake  to  imagine  you  have  things  in  this  matter 
all  your  own  way  on  this  side  of  the  Atlantic.  Some 
of  the  west-end  establishments  in  London  will  com- 
pare with  anything  I  have  seen  in  Montreal  or  To- 
ronto.   Special  Christmas  displays  with  us  are  even 
more  elaborate  than  with  you,  and  I  have  seen  on 
Holborn,  Oxford,  and  other  retail  streets  in  London 
mechanical  displays  that  occasioned  blocks  in  the  thor- 
oughfares, so  interested  were  the  shoppers.    In  some 
cases  they  charge  like  a  bazaar  an  admission  of,  say, 
sixpence  to  the  store,  which  is  refunded  on  evidence 
being  shown  of  a  purchase  when  leaving.    I  think  our 
Christmas  windows  will  "hold  their  own,"  as  you  say, 
with  anything  I  have  been  able  to  see  during  the  fes- 
tive season  and,  if  I  may  say  it,  I  think  the  displays 
are  perhaps  a  little  less  heterogeneous. 

One  thing  that  has  impressed  me  about  your 
shops  is  the  absolute  freedom  with  which  customers 
go  and  come.   I  confess  it  is  rather  a  surprise  to  those 
from  the  old  land  to  be  able  to  enter  and  wander 
through  a  store  without  being  asked  to  purchase.  With 
us,  one  is  waited  upon  by  the  floor  manager  and  es- 
corted to  the  particular  department  in  which  he  wishes 
to  shop,  and  it  is  thought  rather  strange,  to  say  the 
least,  if  one's  wants  cannot  be  suited.    Here  you  enter, 
look  about  you,  examine  the  goods  and  no  one  presses 
you  to  purchase.    In  some  respects  this  system  has 
its  advantage    over    ours,  although  counterbalanced 
perhaps  by  the  nonchalance  or  indifference  of  shop 
assistants,  who,  I  find,  are  not  nearly  as  polite  or  at- 
tentive as  in  England.    In  some  of  your  shops  that  I 
have  entered  I  have  found  it  difficult  to  get  an  answer 
to  an  enquiry  for  information.    I  must  say  that  I  am 
not  as  yet  enamoured  of  the  ideals  and  methods  of 
your  "store  clerks,"  as  you  call  them. 

We  have  some  fairly  large  shops  in  England  of 
what  you  call  the  "departmental  store"  class,  includ- 
ing such  establishments  in  London  as  Whiteley's, 
Robinson's,  Selfridge's,  and  these  are  necessarily 
bringing  about  changes  in  shop  management  and 
ethics. 

I  have  an  idea  that  your  large  shops  encourage 
a  spirit  of  selfishness,  rudeness  and  vulgarity  that 
could  never  obtain  with  smaller  establishments.   I  was 


making  a  small  purchase  at  a  counter  of  one  of  your 
large  "departmentals"  the  other  day,  and  had  some 
difficulty  in  the  first  place  in  discovering  where  to  go 
for  what  I  required.    My  next  trouble  was  to  get  a 
young  woman  to  take  sufficient  interest  in  my  require- 
ment to  show  me  the  goods.    The  one  I  spoke  to  at 
first  was  chewing  gum  and  gossiping  with  a  young 
man  and  she  laconically  called  upon  another  to  attend 
to  me.    I  am  certain  the  latter  damsel  never  looked 
at  me  the  whole   time   she   was   serving   me.  Her 
thoughts  seemed  to  be  miles  away  and  as  soon  as  she 
handed  my  parcel  to  the  parcel-boy  and  put  my  money 
and  bill  into  the  pneumatic  tube  she  sauntered  off 
without  asking  me  if  there  might  be  anything  else  I 
wished  to  see.    In  England  this  would  be  an  unpar- 
donable sin  on  the  part  of  a  shop  assistant  who  is 
supposed  to  remain  with  a  customer  until  the  latter 
leaves  the  counter. 

I  have  noticed  the  controversy  in  your  newspapers 
on  Earl  Grey's  strictures  upon  the  manners  of  your 
children  and  the  reflection  they  involve  upon  their 
home  training.  I  do  not  know  a  great  deal  about 
Canadian  children  as  yet,  although  my  opinion  from 
what  little  I  have  seen,  leans  in  the  direction  of  the 
sentiments  expressed  by  the  Governor-General.  I  was 
passing  one  of  your  superior  schools  the  other  day 
in  a  tram  ;  I  think  it  is  called  by  the  way,  the  "Model 
School."  A  number  of  children,  boys  and  girls,  board- 
ed the  tram  at  a  street  corner  and  really,  one  might 
imagine  them  to  be  wild  Indians.    Not  only  were  they 

o 

rough  and  boisterous,  but  deliterately  rude  and  un- 
mannerly. A  number  of  ladies  and  gentlemen  entered 
the  crowded  tram  a  block  or  two  further  up  and  not 
one  of  these  young  hopefuls  offered  a  seat  to  even 
a  lady.  It  seemed  strange  to  one  accustomed  to  see 
children  regard  their  elders  with  deference  and  respect. 

But  this  is  aside  from  shop  impressions.  What 
led  me  to  speak  of  it  was  the  presence  of  the  same 
thoughtlessness    and    discourtesy    that    one  notices 
amongst  grown-ups  in  the  shops.    I  have   seen  a 
lady  (?)  reach  in  front  of  another  at  a  shop  counter 
and  almost  take  an  article  out  of  her  hands.    One  has 
only  to  enter  one  of  these  large  establishments  dur- 
ing holiday  time  or  a  busy  day,  such  as  Saturday,  to 
realize  how  utterly  selfish  and  regardless  of  the  feel- 
ings or  rights  or  others  the  people  who  throng  them 
seem  to  become.    I  am  not  sure  that  the  loss  to  the 
community  in  character,  dignity  and  everything  that 
goes  to  make  good  citizenship,  and  especially  good 
homes  does  not  far  outweigh  any  pecuniary  advantage 
that  may  result  from  the  "wonderful"  methods  of  the 
"departmental  store."    I  have  seen  crowds  at  bargain 
counters  that  acted  more  like  jackals  than  human  be- 
ines. 


THE  SHOE  AND  LEATHER  JOURNAL 


49 


WHAT  THINK  YOU  OF  IT? 

This  issue  is  typical  of  the  paper  we  propose  to  give  you  hereafter. 
For  some  time  we  have  been  planning  changes,  but,  in  our  modesty, 
disliked  to  talk  before  acting.  We  would  like  to  have  your  frank 
opinion  on  Shoe  and  Leather  Journal  as  we  now  present  it  to  you.  Write 
to  us,  for  only  by  knowing  what  you  want  can  we  give  you  the  paper 
you  will  like  and  benefit  through  reading.  Note  the  programme  we  in- 
tend to  unfold  in  1  9 1  1 .  It  is  general,  not  specific,  but  it  will  give  you 
an  idea  of  the  articles  and  departments  we  will  run  to  ensure  a  bright, 
newsy,  educative,  helpful  paper  for  our  readers. 


Editorials — Three  pages  of  bright  com- 
ment on  current  happenings  of  in- 
terest to  the  trade. 

Gloves  and  Mitts — Once-a-month  two  or 
three  pages  on  newer  methods  of 
handling  Gloves  and  Mitts  in  the 
shoe  store. 

Special — Frequent  special  contributions 
on  national  subjects,  by  the  Editor- 
in-Chief. 

Rubber  Department — The  latest  news  from 
authoritative  people  in  the  trade. 
The  trend  of  the  market  followed 
closely. 

Shoe  Fashions — Every  season  the  very 
latest  of  them  shown  and  described 
for  you. 

Trunks  and  Bags — Once-a-month  a  couple 
of  illustrated  pages  on  methods  of 
handling  this  profitable  sideline. 

Stray  Shots — This  bright  page  of  philoso- 
phical comment  on  men  and  morals 
will  be  continued,  by  special  request. 

Business  Boosters — A  new  department, 
giving,  in  brief  form,  ideas  that 
others  have  found  profitable. 


Merchandising — Special  articles  periodi- 
cally on  modern  methods,  salesman- 
ship, display,  delivery  systems,  and 
other  vitally  interesting  subjects. 

Markets — Newsy  reports  of  changes  in 
prices  of  different  commodities  used 
by  the  trade.     Every  two  weeks. 

Trade  News — Two  or  three  pages  monthly 
on  happenings  that  will  interest 
readers  in  all  parts  of  Canada. 

Cartions — &  humorous  drawing,  by  our 
own  artist,  every  month.  It  will  be 
amusing,  but  will  also  carry  with  it 
a  helpful  suggestion. 

Travelers'  Page — Monthly  page  or  two  on 
what  the  boys  are  doing  and  saying, 
with  every  issue  a  sketch  of  one  of 
them. 

Advertising — At  least  two  pages  a  month 
of  helpful  matter  on  retail  advertis- 
ing. Ads.  will  be  courteously  criti- 
cised as  usual. 

Special  Articles — By  experts,  on  subjects 
they  are  particularly  well-informed 
upon.  These  will  appear  every  now 
and  then. 


Now,  remember,  this  is  not  the  best  number  we  will  give  you  in  the  year.  We 
Will  have  better  papers  before  next  December.  Watch  for  them,  and  tell  the 
boys  of  the  changes  we  are  making.  No  up-to-date  merchant  should  be  without 
his  trade  paper — especially  when  it  costs  him  only  $1 .50  for  24  issues. 


Keeping  Track  of  Stock 


The  purchase  record  discussed  in  the  January  ist  issue 
i«  as  stated,  intended  for  use  as  a  ready  reference  when  re- 
ordering during  the  same  selling  season,  or  placing  an  order 
the  following  year.  The  suggestions  offered  in  this  article 
are  for  use  in  an  accurately  kept  daily  system  of  stock-keep- 

1Ilg'  I  would  like  to  impress  you  with  the  "daily"  idea  The 
only  wav  in  which  you  will  find  stock-keeping  really  a 
pleasant 'task  is  to  go  over  your  stock  completely  every  day. 
keeping  track  of  your  every  transaction,  be  it  ever  so  small. 
Only  by  keeping  absolute  tab  on  the  smallest  of  your  sales 
will  your  record  become  of  full  value.    Do  not  forget  the 

word  dailv.  _  ,     _.  , 

Let  lis  first  take  up  the  subject  of  a  Shoe  Sales  Record, 
considering  that  the  completion  of  the  sale  is  the  first  point. 
Then  your  record  must  come  into  play.  The  first  operation 
after  the  sale  is  the  recording  of  the  customer's  name  and 
address.  This  can  be  done  quite  easily  in  even  the  largest 
of  stores  It  is  just  as  important  in  stores  of  all  sizes.  If 
you  follow  this  series  you  will  see  the  point.  Each  customer, 
or  at  least  each  family,  should  have  a  card  to  itself  such  as 
shown  in  Figure  6.  The  card  should  be  about  5/2  in.  x  3/2  m. 


You  should  have  these  tags  printed  for  men's,  women  s, 
boys',  misses',  children's,  and  so  on.  Make  your  own  list. 
That  the  tags  for  each  line  should  be  kept  in  separate  boxes 

goes  without  saying. 

The  jobber's  name  could  be  written  on  the  line  allotted 

to  the  manufacturer. 
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For  accurate  stock-keeping  you  should  not  fail  to  place 
the  manufacturers'  last  name  or  number  on  a  small  red  slip, 
such  as  I  show  in  Figure  8,  and  place  this  numbered  paper 
in  one  shoe  of  every  pair.  The  slip  could  be  about  two  in- 
ches square.  Making  it  this  size  will  enable  you  to  handle 
it  quickly  and  save  it  from  being  lost. 

The  size  and  width  lines  on  the  carton  marking  card  in 
Figure  7  are  self-explanatory.  The  style  line  refers  to 
Blucher,  Oxford,  Bal,  or  any  such  term  or  combination  of 
terms. 

The  hanger  on  the  tag  may  be  any  style  at  all.  It  may 
even  be  made  by  "scoring"  the  card  about  an  inch  from  the 
top  so  deeply  that  the  card  will  bend  evenly  along  this  line. 
Your  printer  can  do  this  when  printing  the  card.    If  this 

r.q  s 


These  names  can  be  obtained  quite  easily  by  giving  the 
courteous  explanation  that  you  always  like  to  keep  track 
of  those  good  people  who  buy  from  you. 

All  cards  should  be  numbered  consecutively  by  your 
printer  as  shown  here.  Filling  a  card  in  would  occupy  less 
than  half  a  minute.  You  will  find  it  time  well  spent.  If 
you  happen  to  become  personally  acquainted  with  many  of 
your  people  this  size  and  style  record  will  enable  you  to  save 
hours  of  time  during  the  year  in  fitting  new  shoes.  After 
greeting  them  and  learning  what  they  want  a  few  seconds 
with  your  card  record  will  do  the  rest.  These  cards  should 
be  alphabetically  arranged  in  a  covered  box  or  drawer  made 
for  the  purpose.  Each  letter  will  be  separated  with  an  ini- 
tial "guide"  card  bearing  that  letter  on  the  tab. 

The  second  step  is  that  of  marking  your  carton  as  an 
•  empty."  This  can  easily  be  accomplished  by  the  use  of  a 
little  yellow  tag  about  V/2  inches  wide  by  2>4  inches  deep, 
such  as  illustrated  by  Figure  7. 


method  were  used  the  tag  should  be  made  correspondingly 
longer  Our  illustration  shows  the  tag  with  a  couple  of 
metal  strips  used  for  the  hanger.  This  hanger  is  to  enable 
you  to  pass  it  over  the  top  of  the  front  of  the  carton  and 
replace  the  lid.  This  method  of  marking  the  carton  as  an 
empty  does  away  with  the  unsightly  holes  in  the  shelves 
made  by  the  subtraction  of  a  carton  when  the  contents  are 
sold.  These  marking  tags  are  left  on  the  box  until  the  fol- 
lowing morning. 

If  you  are  not  a  user  of  uniform  cartons  you  may  arrive 
at  the  same  effect  by  using  an  ordinary  card  made  out  after 
the  style  of  this  one.  When  a  sale  is  made  the  card  is 
dropped  into  a  box  kept  only  for  this  purpose. 

When  uniform  cartons  are  in  use,  all  tagged  boxes 
should  be  refilled  in  the  morning  and  the  sale  tags'  informa- 
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tion  recorded  in  the  daily  sales  record.  With  the  other  sys- 
tem tags  are  taken  from  the  box  each  morning  and  treated 
similarly.  The  daily  sales  record  can  be  kept  in  an  inex- 
pensive book,  ruled  as  shown  in  Figure  9,  and  when  filled 
in  daily  takes  but  little  time  to  keep  straight. 


WEEKLY  SALES 
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The  loose  leaf  system  is  the  most  convenient  method 
of  handling  this  sheet,  as  it  requires  one  sheet  a  week  for 


every  last  you  sell  during  that  week.  This  would  mean  that 
if  you  sold  from  one  hundred  different  lasts  during  the  week 
you  would  require  one  hundred  sheets.  As  you  entered  a 
new  week  the  old  sheets  would  be  removed  and  new  ones 
inserted  each  day,  according  to  the  lasts  sold.  The  totals 
from  these  sheets  would  be  posted  to  your  permanent  stock 
sheets,  shown  in  Figure  10.  The  roman  numerals,  I.,  II.,  III., 
etc..  are  used  to  denote  the  leathers  from  which  the  shoes 
were  made.  This  feature  I  need  hardly  add  is  essential. 
See  the  January  ist  issue  for  its  explanation. 

The  yearly  record  appears  to  be  more  complete.  On 
examination,  however,  it  will  be  found  to  be  a  simple  affair. 
It  runs  automatically.  A  portion  of  each  Monday  should  be 
religiously  set  aside  for  completing  this  portion  of  your 
record. 

It  does  look  a  little  complex,  but  figure  it  out.  I  have 
allowed  of  the  use  of  three  sizes  in  fine  leathers  on  each 
page.  That  is  to  say  that  on  a  page  the  width  and  depth 
of  an  ordinary  loose  leaf  ledger  you  can  record  the  stock 
record  of  twenty  different  lines.  Not  many  of  youjstock  one 
size  and  width  in  five  leathers.  This  part  of  the  sheet  is 
purely  a  matter  of  arrangement  as  the  size,  widths,  and 
roman  numerals  denoting  leathers  are  both  of  them  writ- 
ten in  red  ink  by  yourself.  On  a  moment's  reflection  you 
can  now  see  how  flexible  this  system  is. 

I  would  suggest  that  you  leave  at  least  one  blank  line 
for  expansion  after  every  width.    Then  if  you  add  to  the 
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leathers  you  now  carry  you  will  have  room  to  keep  track 

Let  us  take  for  granted  that  you  take  stock  on  February 
the  4th  which  is  the  end  of  the  fifth  week  of  1911.  Then, 
in  red  ink.  in  the  column  underneath  the  figure  "5"  you  list 
the  shoes  of  everv  variety  that  you  have  in  stock  at  that  time. 
This  can  be  done  on  a  pad  first  and  the  totals  earned  in 
o-ood  order  to  your  stock  sheet.  This  gives  you  the  start. 
Let  us  suppose  you  have  six  pairs  of  5A  women's  pats.  Then 
parallel  with  5AI.  and  under  the  figure  5  you  will  place 
in  red  ink  the  figure  6. 

The  sixth  week  let  us  presume  that  you  sold  one  pair 
of  these  on  Tuesday  and  another  pair  on  Friday.  Your 
weeklv  sheet  would  give  a  total  of  two  for  this  shoe. 
You  would  then  place  the  figure  4  in  black  ink  under  the 
figure  6.  During  the  week  ending  March  nth  you  sold  two 
more  pairs;  this  would  cause  you  to  place  the  figure  2  in 
black  ink  under  the  figure  10— March  nth  is  the  end  of  the 
week— showing  that  you  only  had  two  pair  left.  You  re- 
order another  lot  of  these.  Before  they  arrive  you  have  sold 
another  pair  in  the  12th  week,  reducing  your  figure  under 
that  column  to  "1"  in  black  ink.  The  fifteenth  week  your 
order  for  six  more  pairs  arrives.  Now  you  have  seven  pairs 
in  stock,  and  as  they  came  in  during  the  fifteenth  week  you 
go  back  a  week  and  place  the  figure  7  in  red  ink  under  the 
column  given  to  the  fourteenth  week.  All  increased  totals 
should  be  entered  in  red  ink.  This  marks  the  date  of  ar- 
rival of  every  shipment  distinctly  and  makes  it  evident  that 
the  increased  figures  are  not  a  clerical  error.  You  treat 
everv  shoe  you  handle  thus. 

This  method  of  stock-keeping  by  merely  extending  your 
figures  makes  stock-taking  a  matter  of  a  few  hours'  time  in 
the  office.  The  saving  effected  during  this  one  period  of  the 
year  alone  makes  it  worth  your  while  to  install  a  system 
such  as  outlined  here. 


Keeping  Stock  of  Your  Rubbers. 

The  manner  of  keeping  in  touch  with  the  condition  of 
the  rubber  shoe  stock  is  very  similar. 

It  is  probable  that  you  will  consider  the  trouble  neces- 
sary to  keep  close  record  of  your  customers'  purchases  m 
this  line  as  unprofitable.  True,  it  is  not  at  first  sight  advis- 
able. But  look  further.  Do  you  never  feel  that  you  want 
to  back  up  a  sale  with  personal  letters  to  your  business 
friends?    Is  there  any  easier  way  of  procuring  the  list  of 
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them  than  by  making  it  as  you  go  along  from  day  to  day? 
Your  customers  will  appreciate  the  interest  you  show  by  ask- 
ing their  name  and  address.  A  card  such  as  Figure  11 
would  do  nicely.  They  should  all  be  kept  alphabetically  the 
same  as  the  leather  shoe  lists. 

These  cards  should  be  the  same  size  as  your  shoe  "fol- 
low up"  list,  but  printed  on  different  colored  stock,  or  else 
the  whole  of  the  ruling  and  type  printed  in  red. 

As  rubber  shoes  usually  come  in  the  case  rather  than 
the  carton,  a  box  will  be  used  for  the  card  to  be  filled  out 
recording  each  outgoing  pair.  The  card  is  used  exactly  as 
explained  when  discussing  Figure  7. 


Weekly  rubber,  sales. 
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One  such  as  Figure  12  is  the  proper  idea  for  rubbers. 
Each  morning  the  tags,  which,  to  distinguish  them  further 
from  the  leather  shoe  tag,  are  printed  in  red,  are  sorted 
and  entered  into  the  weekly  record  in  the  same  manner  as 
previously  explained  when  talking  of  leathers. 

You  will  find  the  work  simplified  by  using  the  slip  shown 
in  Figure  8  for  each  pair  of  rubbers  as  well  as  shoes. 

The  weekly  record  of  rubber  sales  is  very  simple.  A 
glance  at  Figure  13  will  lay  the  whole  plan  before  you. 
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The  book  containing  these  sheets  may  be  run  on  the 
loose  leaf  system  if  you  wish.  This  makes  it  possible  to  keep 
your  record  from  becoming  too  large  and  enables  you  to 
keep  the  records  of  all  manufacturers  in  the  one  section. 
If  no  pairs  of  a  certain  case  are  sold  during  the  week  it  is 
self-evidently  not  necessary  to  use  a  page  for  it. 


and  what  not.  It  is  very  important  that  you  do  not  over- 
look  this  department.  Proper  handling  of  these  articles 
represent  a  neat  profit  at  the  end  of  the  year. 

A  general  record  sheet,  as  pictured  in  Figure  15,  will 
serve  your  purpose  if  you  handle  the  stock  correctly. 

The  sheets  containing  the  Findings  Record  you  will 
keep  in  the  same  "binder"  or  book  as  the  Rubber  Records. 
Under  the  "article"  column  will  appear  such  things  as  "but- 
tons, eyelets,  foot  eazers,  laces,  leggings,  shoe  horns,"  etc. 
Of  course,  one  or  more  pages  are  allotted  to  each  manu- 
facturer or  jobber. 

Do  not  mix  your  supply  houses.  If  you  do,  the  value  of 
the  stock  sheets  as  order  references  will  be  largely  lost. 
Arrange  each  article  in  its  alphabetical  order  and  leave  about 
three  blank  lines  between  each  letter.  For  example,  leave 
three  blanks  between  "eyelets"  and  "foot  eazers,"  so  that  if 
you  take  on  any  new  line  the  first  letter  of  which  is  "e"  you 
will  have  a  line  on  which  to  record  it. 

You  should  provide  a  separate  cupboard  in  the  rear  of 
the  store  or  in  the  basement  for  the  proper  care  of  the  find- 
ings department.  This  cupboard  should  be  kept  locked.  In 
this  cupboard  or  section  of  the  store  you  should  keep  the 
"stock"  referred  to  in  the  "Findings  Record."  In  this  store 
room  you  might  keep  a  series  of  "Shannon"  files.  Sharp- 
pointed  hooks  would  do.  Read  the  explanation  of  the  opera- 
tion of  this  department  carefully. 
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At  the  end  of  every  week  you  will  post  the  totals  to 
your  regular  stock  record,  as  explained  when  talking  of 
Figure  10.    Figure  14  shows  the  sheet  quite  well. 

You  can  keep  this  record  exactly  as  you  do  the  shoe 
record.  Every  time  your  total  for  any  one  shoe  is  increased 
by  a  new  lot  put  the  new  total  in  red  ink.  Every  week  sub- 
tract your  sales  from  the  previous  total  and  you  have  before 
you  the  exact  condition  of  your  rubber  stock. 

Recording  Findings  Sales- 

The  stock  of  small  articles  included  under  the  general 
heading  "Findings"  is  extremely  bothersome  to  keep  up  to 
standard.  In  findings  you  have  to  include  overgaitors,  leg- 
gings, polish,  brushes,  daubers,  shoe  horns,  laces,  buttons, 


Let  lis  consider  the  cupboard  as  built.  You  have  in  it 
T20  dozen  of  buttons  of  one  grade,  60  dozen  of  certain  laces, 
40  dozen  of  another,  50  dozen  of  one  kind  of  polish,  and  so 
on.  As  well  as  this  stock  you  have  enough  loose  in  the  store 
to  run  you  for  a  few  days.  Do  not  consider  your  findings 
in  the  store  itself.  This  may,  on  first  reading,  appear  to  be 
rather  a  loose  method — but  it  is  as  stringent  a  one  as  you 
will  find  convenient. 

You  will  enter  in  your  stock  sheets  only  the  quantities 
in  the  stock  room. 

In  a  week  the  supply  of  leggings  in  the  store  may  run 
short.  As  the  cupboard  is  locked,  the  clerks  come  to  you 
for  more.  If  you  do  not  go  to  the  room  yourself,  you  give 
him  the  key.    You  know  who  has  taken  stock  from  the  room. 
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The  clerk,  or  yourself,  takes  down  a  supply  to  last  another 
few  days.  He  enters  the  amount  taken  on  a  slip  such  as 
Figure  16. 

This  slip  he  places  on  the  file  provided  in  the  room  for 
that  purpose. 


suggested  here  can  easily  be  used  as  a  basis  from  which  to 
make  sheets  for  departments  not  fully  covered. 

As  competition  becomes  keener,  as  more  accurate  buy- 
ing is  the  correct  spirit,  as  time  becomes  more  valuable, 
systematizing  your  business  becomes  an  absolute  necessity. 
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Then  the  first  of  every  month  you  total  the  amounts 
for  each  article  shown  on  the  slips,  subtract  from  the  total 
shown  in  the  column  devoted  to  the  previous  month's  record 
of  that  article,  and  enter  the  new  figure  in  its  proper  place. 
On  the  arrival  of  new  goods  the  new  totals  are  entered  in 
red  as  previously  explained. 

Figure  16 


FINDINGS 

STOCK  ROOM  RECORD 

DATE  

CLERK     

MAKER  or  JOBBER  

ARTICLE  

QUANTITY   


With  the  foregoing  records  you  will  have  an  accurate 
method  of  so  keeping  track  of  most  of  the  departments  of 
the  store  that  in  a  very  few  moments  you  can  tell  your 
exact  situation. 

You  will  notice  that  I  have  not  gone  into  such  side  lines 
as  skates,  hockey  supplies,  hosiery,  trimmings,  and  so  on. 
This  is  a  matter  for  your  individual  adjustment.    The  forms 


If  you  once  take  up  this  matter  seriously  and  push  it  to  its 
conclusion  impressing  yourself  and  staff  with  its  importance, 
the  effect  on  your  business  will  be  wonderful.  Efficiency  in 
one  department  will  develop  the  efficiency  of  another.  That 
is  a  proven  truth. 

The  method  outlined  here  is  most  simple.  If  you  con- 
sider each  operation  by  itself,  digesting  its  significance,  the 
plan  will  readily  unfold  itself. 

With  the  thought  that  all  totals  from  your  stock  sheet 
be  transferred  to  a  private  ledger  containing  the  cost  of  each 
article  for  the  final  operation,  I  leave  the  matter  with  you. 
As  you  would  never  have  followed  the  growth  of  this  plan 
to  its  conclusion  without  being  vitally  interested,  I  feel 
sure  that  you  will  profit  by  it.  You  will  obtain  the  full  bene- 
fit, however,  by  acting  at  once  on  the  suggestions. 

The  smallest  shoe  store  can  afford  to  use  this  plan  as 
economically  as  the  largest.  Initial  cost  is  small,  but  were 
it  five  times  as  great  it  would  more  than  repay  you  to 
adopt  it. 

Mr.  Stevenson  has  promised  us  another  article  on  the 
subject  of  "Arriving  At  Cost."  This  is  not  at  all  dependent 
on  the  foregoing  discussions.  Each  of  his  series  will  stand 
alone. 

The  Shoe  and  Leather  Journal  has  secured  the  right  to 
supply  a  stock-keeping  outfit  based  on  the  above.  Mr.  Steven- 
son will  provide  all  suggestions  embodied  in  the  above  article. 
We  will  he  glad  to  reply  to  all  letters  requesting"  prices,  terms 
and  so  forth.    Address  the  "System  Department." 


Trade  News 

Happenings  That  Will  Interest  You— What  is  Going  on 
1  All  Over  Canada. 


A  Correction. 

In  the  preceding  issue  of  the  Journal  a 
m'"-statement  was  inadvertently  made  in 
connection  with  the  article  entitled  "Re- 
striction of  Advertising  Signs."  The 
phrase  "representing  $150,000,000  invested 
in  advertising  signs"  should  read,  "repre- 
senting a     total  capital  of  $150,000,000." 

New  Inventions. 

The  following  information  has  been 
specially  compiled  for  the  "Shoe  and  Lea- 
ther Journal"  by  G.  Hughes,  R.P.A.,  editor 
of  "Patents,"  55-56  Chancery  Lane,  Lon- 
don, W.C.,  England,  who  will  give  advice 
and  assistance  free  to  our  readers  on  all 
matters  relating  to  Patents,  Designs  and 
Trade  Marks. 

Patents  Granted. 

Messrs  Mobbs  and  Lewis  of  Northamp- 
tonshire, England,  are  the  patentees  of  an 
invention  in  relation  to  lasts  of  the  type 
in  which  the  cord  attaching  the  fore  part 
of  the  last  to  the  block  is  contained  within 
a  recess  in  the  block  when  the  parts  are  in 
position,  the  hole  for  the  cord  in  the  fore 
part  passing  transversely  through  that  part. 
Patent  No.  19836. 

An  improved  revolving  rubber  heel-pad 
is  patented  in  England  by  Mr.  Wieland  of 
London.  The  heel-pad  is  secured  to  a  heel 
by  a  spring  fastening  of  the  glove-fasten- 
ing type,  the  ball  member  of  the  fastening- 
being  secured  to  a  metal  plate  embedded  in 
the  rubber,  and  the  socket  being  formed 
by  a  split  hollow  projection  extending  from 
a  plate  embedded  in  the  heel.  Patent  No. 
19220. 


29362 — Messrs.  the  Universal  Shoe  Ma- 
chinery Co.,  Limited,  of  London,  improve- 
ments in  bed  lasting  machines. 

Trade  Enquiries. 

A  Montreal  manufacturers'  agent  asks 
to  be  placed  in  touch  with  United  King- 
dom firms  manufacturing  leather  goods  of 
every  description,  including  findings  for 
boot  and  shoe  trade,  sporting  goods,  etc. 

A  Liverpool  firm  are  open  to  take  up 
buying  or  selling  agencies  for  Canadian 
firms  wishing  to  do  business  in  Great 
Britain. 

Enquiry  is  made  by  a  Toronto  firm  of 
manufacturers'  agents  for  the  names  of 
United  Kingdom,  manufacturers  of  grocer- 
ies, stationery,  fancy  leather  goods,  drug- 
gists' sundries,  confectionery,  etc.,  who 
are  desirous  of  doing  Canadian  business. 
Samples  are  required,  and  consignments 
of  selected  lines  would  be  purchased. 

Address  enquiries  to  Office  of  the  High 
Commissioner  for  Canada,  17  Victoria 
Street,  London,  S.W. 

On  Technical  Education. 

The  Commission  on  Technical  Education 
will  sail  for  Europe  near  the  close  of 
February,  and  proposes  to  spend  two 
months  in  Great  Britain,  one  in  France, 
one  in  Germany,  and  one  divided  among 
Switzerland,  Belgium,  Denmark  and  Hol- 
land, looking  into  the  question  of  tech- 
nical education.  Before  starting  abroad 
there  will  be  some  further  hearings  in 
Canada.  There  will  be  meetings  in  Otta- 
wa, Toronto-,  and  Sault  Ste.  Marie,  and  a 
series  of  meetings  in  Quebec. 


Applications  for  Patents. 

The  following  have  recently  made  appli- 
cation for  an  English  patent  :— 

28873— E.  F.  Pillinger  of  Newport,  Mon., 
improvements  in  an  apparatus  for  cleaning 
boots.  . 

29083— W.  F.  Connell,  of  Strand,  Lon- 
don, improvements  in  instep  supports. 

29089— J.  H.  Richardson  of  London, 
impts.  in  or  relating  to  edge  setting,  bur- 
nishing or  other  machines  for  use  in  the 
manufacture  of  boots  and  shoes.  Mr. 
Richardson  has  also  applied  for  a  patent 
in  the  United  States. 

29162 — Messrs.  Loewenthal  and  Poole  of 
London,  improvements  relating  to  boots 
and  shoes. 

29317— A.  Perkins  of  Glasgow,  improve- 
ments in  and  relating  to  the  lasting  of 
boots  and  shoes. 

29361— I.  S.  Daniels  of  Finsbury,  Lon- 
don, improved  heel  sock  or  elevator  for 
boots  and  shoes. 


Changes  in  the  Trade. 

Ontario—  Andrew  Venning,  corner  Lin- 
coln Road  and  Niagara  Street,  Wa'lker- 
ville,  started  business. 

Nova  Scotia— A.  McMillan,  Sydney, 
started  business ;  Wm.  Cusack,  Sydney, 
started  business;  Robt.  Drake  and  Son, 
Sydney,  started  business;  Thos.  Gerrior, 
Sydney,  started  business;  J.  H.  Mcintosh, 
Sydney,  started  business  ;  J.  H.  H.  Murray, 
Sydney,  started  business;  W.  Pepperie, 
Sydney,  started  business. 

Quebec— J.  E.  Adelstein  and  Co.,  985  St. 
Lawrence  Boulevard,  Montreal,  assigned; 
N.  and  L.  Lalonde,  Hull,  started  business; 
Lasalle  and  Gregoire,  Joliette,  started 
business;  Joseph  Ratte,  Jonquieres,  started 
business. 

Alberta— P.  E.  Crosby,  Lethbridge, 
burnt  out. 

British  Columbia.— The  New  Hazelton 
Store,  Hazelton,  Wm.  H.  Holland,  man- 
ager,  have  recently  started  business. 


The  shoe  business  of  Winnipeg  the  past 
year  has  far  surpassed  that  of  1909- 
Both  jobber  and  retailer  report  business 
in  general  the  best  they  have  ever  experi- 
enced, and  prospect  for  the  year  191 1  the 
brightest.  In  Winnipeg  are  located  some 
of  the  largest  and  most  up-to-date  shoe 
stores  between  Montreal  and  Vancouver. 

One  of:  the  many  modern  stores  is  that 
of  Nickle  and  Affleck,  known  as  "The 
Yale  Shoe  Store,"  and  carrying  a  large 
stock  of  fine  shoes.  "Business  with  us 
the  past  year  has  been  beyond  all  expec- 
tation. It  has  been  necessary  for  us  to 
enlarge  our  store  to  handle  the  increased 
business,"  is  the  statement  of  Mr.  Nickle. 

The  stores  of  the  Rannard  Shoe  Co. 
are  also  model  stores.  One  of  these  is 
situated  on  Portage  Avenue,  corner  Har- 
grave  Street.  This  has  exceptionally  fine 
show  windows,  showing  to  advantage  the 
many  lines  of  fine  shoes  handled  by  them. 
The  interior,  alsoy  is  up-to-date.  The 
other  store  of  this  company  is  situated  on 
Main  Street. 

H.  W.  Starks'  shoe  store,  on  Main 
Street,  is  another  of  Winnipeg'^  bright 
shoe  stores.  The  stock  is  nicely  kept, 
and  shows  good  store  management.  "Busi- 
ness with  us  the  past  year  show=  a  sub- 
stantial advance  over  1909,"  is  the  way 
Mr.  Stark  puts  it.  "We  are  also  handling- 
more  fine  shoes  than  ever." 

The  store  that  is  always  busy,  because 
prices  are  night,  is  Tom  Stedman,  Limited, 
carrying  a  large  stock  of  medium  and  fine 
shoes.  Mr.  Stedman  reports  business 
never  better. 

W.  C.  Allan,  proprietor  of  the  Quebec 
Shoe  Store,  at  639  Main  Street,  ssys  "ad- 
vertising comes  high,  but  you  must  have 
it,  but  I  get  resuhs,  as  the  increase  in 
business  the  past  year  shows." 

The  Quebec  Shoe  Store  carries  a  large 
stock  of  fine  and  medium-priced  shoes. 

A  bright  shoe  store  on  Portage  Avenue 
that  attracts  attention  by  attractive  win- 
dows is  that  of  the  Moyer  Shoe  Co.  Mr. 
Moyer,  the  proprietor,  is  one  of  Winni- 
peg's youngest  shoe  merchants,  and  is 
making  a  name  for  himself  in  the  business 
world  of  the  western  city. 

The  Union  Shoe  Store,  located  on  Main 
Street,  reports  business  for  the  year  1910 
ahead  of  1909,  and  prospects  the  brightest 
for  191 1.  "We  are  carrying  a  larger  stock 
of  fine  and  medium  shoes  than  ever  be- 
fore," is  the  proprietor's  statement. 

"Our  business  for  the  year  shows  a  big- 
advance,  and  prospects  for  the  coming- 
year  are  the  best,"  is  the  statement  made 
by  E.  G.  Trick  and  Bros.,  shoe  merchants, 
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of  Main  Street.  The  firm  is  carrying  a 
larger  stock  of  fine  shoes  and  selling- 
more  than  ever. 

St.  Hyacinthe. — The  Ames-Holden  ad- 
dition to  their  present  factory  is  expected 
to  be. ready  for  operation  in  a  few  weeks. 
The  present  capacity  of  the  factory  is 
16.000  pairs  per  week,  which  will  be  in- 
creased by  the  addition  to  24,000  pairs. 
From  70  to  100  extra  hands  will  be  em- 
ployed. The  same  lines  will  be  made  as 
at  present. 

C.  W.  Sturdy  has  been  appointed  On- 
tario representative  of  the  Bonner  Leather 
Co.  He  was  formerly  connected  with  A. 
R.  Clarke  and  Co.,  and  the  Ontario  Leather 
Co. 

What  Sold  for  Spring. 

Figures  we  have  obtained  show  that  the 
most  popular  sellers  in  women's  shoes  for 
spring  were  ankle-strap  pumps  in  patent 
suede  and  gun  metal,  plain  pump  with  flat 
ribbon  ornament,  three  and  four  hole 
bluchers  and  tan  oxfords. 

New  Rubber  Factory. 

The  Canadian  Consolidated  Rubber  Co., 
Limited,  have  purchased  the  plant  in  St. 
Jerome,  Que.,  formerly  operated  by  the  old 
Boston  Rubber  Co.  In  it  they  will  manu- 
facture tennis  shoes  only.  This  eliminates 
all  the  brands  made  by  the  various  rubber 
factories  of  the  combination.  In.  place 
i>f  the  numerous  brands,  "Fleetfoot"  will 
he  sold  alone. 

Change  in  Policy. 

The  Shoe  and  Leather  Journal  of  Janu- 
ary rst  contained  a  slight  prophecy  of 
change  in  the  selling  policy  in  some  of  the 
rubber  companies.  It  was  stated  by  an 
officer  of  the  Canadian  Consolidated  on 
January  6th  that  they  were  going  to  sell 
direct  to  the  retail  trade  from  this  time 
forth  at  a  very  close  figure. 

Cloth  in  Women's  Fall  Samples, 

Shoe  manufacturers  are  buying  a  good 
deal  of  cloth  to  be  used  for  quarters  in  the 
tall  samples.  This  applies  to  children's 
as  well  as  women's  shoes.  Fabric  manu- 
facturers are  bringing  out  new  things 
every  few  days  and  some  of  the  effects  in 
corduroy,  silk  and  vesting  cloths  are  most 
attractive.  The  tendency  towards  high  cut 
boots  continues  very  strong,  and  not  only 
will  the  fall  lines  have  more  high  cuts 
than  ever  before,  but  manufacturers  will 
feature  them  in  stock  for  the  Easter  sales. 

Thomas  G.  Plant,  President  of  the  big 
Boston  shoe  manufacturing  company  that 
hears  his  name,  on  the  eve  of  severing  his 
connections  with  that  company,  one  day 
last  week  distributed  to  various  employes 
of  the  company  new  gold  coins  to  the 
value  of  about  $35.o°o.  All  employes  of 
four  years'  service  and  more  were  given 
$5  for  each  year  they  had  been  connected 
with    the    company.     Thus,    a    man  or 


woman  who  had  been  in  the  Plant  service 
for  four  years  received  $20,  while  one 
whose  period  was  five  years  received  $25, 
and  so  on.  The  forewoman  and  foreman, 
however,  received  double  the  gift  of  the 
ordinary  employe.  Those  who  were  to  be 
rewarded  were  called  to  the  private  office 
of  Mr.  Plant  and  presented  envelopes  con- 
taining just  the  amount  called  for  by  a 
letter  which  read  :  "I  believe  length  of  ser- 
vice to  a  great  extent  expresses  the  in- 
dividual's loyalty  to  his  employer.  The 
rapid  growth  and  success  of  the  Thomas 
G.  Plant  Company  is  undoubtedly  due,  in 
a  great  measure,  to  those  having  been  in 
its  employ  four  years  or  more,  and  in  pro- 
portion to  the  years  of  employment  and 
service  they  have  rendered. 

"lAs*  I  am  retiring  permanently  from 
business  I  desire  to  express  my  sincere 
appreciation  of  your  loyal  services,  and  as 
a  partial  expression  of  my  good  wishes 

have  inclosed  the  sum  of  .  Wishing 

you  success  and  happiness  for  the  future, 
I  remain,  verv  truly  yours, 

"THOMAo  G.  PLANT." 

Crude  Rubber  Lower. 

London  prices  of  crude  rubber  are  the 
lowest  for  some  time.  There  was  a  further 
break  last  week  which  has  of  course  de- 
termined prices  here.  Up  river  Para  is 
quoted  as  low  as  with  few  takers. 

Crazier  Than  Ever. 

One  of  our  representatives  interviewed 
a  number  of  retailers  in  an  America  bor- 
der town  recently.  The  better  class  of 
stores  are  looking  for  a  large  sale  of  white 
canvas,  velvet,  corduroy  and  buck  shoes 
and  pumps  for  women  and  high  cut  white 
children's  shoes.  This  is  the  limit,  hut 
they  believe  the  people  will  buy  them. 

He  Won't  Guarantee  Cloth  Tops. 

We  saw  a  sign  in  an  Alberta  store  which 
read:  "Cloth  or  patent  leather  shoes  are 
not  guaranteed."  The  reasons  for  includ- 
ine;  cloth  goods  are  numerous.  Many  re- 
tailers think  very  poorly  of  them,  some 
declaring  that  they  are  practically  no 
yood  at  best.  But  the  less  vindictive  toward 
them  say  that  it  is  impossible  to  say  how 
cloth  and  leather  will  wear  together,  and 
there  is  also  a  grave  uncertainty  as  to  the 
outcome  of  cloth  tops  on  which  are  put 
various  cleansing  agents,  from  gasoline, 
benzine,  turpentine  to  the  patented  pre- 
parations which  are  promised  to  take  the 
spots  off  anything  from  a  tarnished  repu- 
tation up.  With  these  possibilities,  they 
say  that  the  least  they  can  do  is  to  warn 
the  buyer. 

From  Winnipeg. 

The  retail  shoe  merchants  are  pleased 
with  the  result  of  the  holiday  trade,  and 
they  are  now  preparing  for  the  early 
spring  business.  Winter  trade  has  held  up 
well  and  will  compare  favorably  with  1909. 
While  it  is  true  that  there  has  not  been 
sufficient  successive,  cold  weather  this  win- 


ter, on  a  whole,  there  has  been  enough 
for  most  of  us,  trade  has  been  very  good. 
Some  of  the  smaller  merchants  complain 
somewhat,  yet  the  volume  of  business  is 
better  than  the  winter  of  1909.  The 
amount  of  money  in  general  circulation 
has  been  larger  than  last  season.  During 
1910  there  has  been  a  more  united  effort 
and  a  more  svstematic  -nlan  made  by  the 
various  organizations  to  build  up  Winnipeg 
and  bring  trade  here  than  ever  before. 

U.  S.  M.  C.  Clubhouse. 

The  new  clubhouse  for  the  United  Shoe 
Machinery  Company  Athletic  Association, 
at  Beverly,  Mass.,  the  gift  of  the  United 
Shoe  Machinery  Company,  of  Boston,  to 
the  association  was  dedicated  last  Saturday 
afternoon  with  prominenet  officials  of  the 
company  from  Boston  and  man}'  other 
officers  in  attendance. 

The  new  clubhouse,  a  handsome  build- 
ing of  cement,  is  well  set  in  from  the  high- 
ways, and  will  be  surrounded  by  a  large 
area  of  lawns.  Work  has  begun  on  the 
building  early  in  the  summer  and  the  club- 
house, complete  in  every  detail  and  a  model 
of  its  kind,  was  turned  over  to  the  presi- 
dent of  the  association,  M.  B.  Kaven,  the 
superintendent  of  the  big  Beverly  plant,  by 
George  W.  Brown,  vice-president  of  the 
corporation. 

During  the  ceremony  the  United  Shoe 
Machinery  Company  band  gave  a  concert, 
and  a  glee  club  from  the  plant  and  offices 
sung  selections. 

The  clubhouse  faces  the  athletic  field. 
The  lounging  room  on  the  main  floor  is 
finished  in  mission  style  with  beamed  ceil- 
ings, and  a  great  fireplace  gives  a  cosy 
look  to  the  room  The  library,  which  will 
have  a  splendid  reference  department,  bil- 
liard room,  directors'  room,  cloak  room  and 
writing  room,  are  on  the  first  floor  In  the 
basement  are  separate  locker  rooms  for  the 
men  and  women,  with  toilets  and  shower 
baths.  There  are  four  fine  bowling  alleys 
in  the  basement  and  room  for  two  more 
which  will  be  installed  this  year. 

On  the  second  floor  are  the  ticket  offices 
and  cloak  room,  and  a  fine  hall  with  a 
seating  capacity  of  450.  There  is  a  large 
stage  with  every  up-to-date  accessory,  and 
in  the  rear  separate  dressing  rooms  for  the 
men  and  women,  toilet  rooms  and  a  finely 
equipped  kitchen.  The  heating  plant  ad- 
joins the  clubhouse  and  is  installed  in  a 
building  constructed  especially  for  its 
housing. 

The  club  at  the  present  time  has  cricket, 
football,  shooting,  baseball  and  yachting 
divisions,  and  all  have  a  representation  on 
the  board  of  directors.  Every  employe 
of  the  company  is  eligible  and  the  dues, 
which  are  small,  entitle  members  to  all  the 
privileges  of  the  clubhouse  and  the  organi- 
zation. 

The  clubhouse  has  a  splendid  location 
and  the  company  has  given  a  tract  of  land 
which  will  be  utilized  for  the  development 
of  the  various  branches  of  sport. 


About  Catalogues  and  Folders 

Pointers  on  Catalogue  Making — The  Plain,  Dignified  Style  the  Best — The  Cheap  Idea  to  be  Avoided — The 

Folder  in  Advertising — Cover  Page  Design. 


The  dealer,  if  capable  of  being  interested  at  all  in  the 
line  advertised,  will  read  the  whole  of  the  contents,  if  writ- 
ten in  concise,  interesting  and  straightforward  style. 

The  cuts  for  the  catalogue  should  be  most  carefully 
selected.  Worn  or  old-fashioned  cuts  are  better  left  out 
entirely.  The  best,  in  such  cases,  is  none  too  good.  The 
point  has  also  been  mentioned  that  photographs  are  some- 
times retouched  out  of  all  resemblance  to  the  originals.  Some 
retouching  is  no  doubt  necessary  at  times,  but  it  is  evident 
that  "the  happy  medium"  should  be  followed.  Finished  cuts 
should  aim  to  portray  accurately  what  they  are  intended 
to  represent  and  not  to  imitate  something  better. 

The  contents,  including  the  descriptive  matter,  should 
not  only  be  concise  and  direct  in  style,  but  devoid,  as  far  as 
possible,  of  technical  terms,  or  those  known  only  to  the 
manufacturer.  Many  dealers  use  the  catalogue  for  show- 
ing lines  to  customers  which  they  do  not  stock  very  largely, 
but  which  they  can  order  on  comparatively  short  notice, 
hence  the  necessity  for  clearness,  directness  and  force- 
fulness. 

Decoration,  purely  and  simply,  should  be  avoided,  ex- 
cepting where  it  has  a  direct  relationship  to  the  lines  shown 
or  described,  where  it  adds  force  to  the  descriptions  given 
or  adds  to  the  general  attractiveness  without  distracting  the 
attention.  The  general  tendency  at  the  present  time  is  for 
modest  and  artistic  color  effects,  and  simple,  dignified  and 
forceful  design. 

Economy  is  another  important  consideration.  Real 
economy  does  not  necessarily  consist  in  keeping  the  expendi- 
ture down  to  the  lowest  possible  point.  If  the  printer  is 
obliged  to  rush  a  job  through  as  quickly  as  possible  in  order 
to  realize  a  profit  the  result  is  more  than  likely  to  be  evident 
in  defective  printing  and  proof-reading.  It  is  poor  policy 
to  run  about  looking  for  the  lowest  figure  on  a  catalogue  and 
then  look  for  satisfactory  results.  A  fair  price  must  be  paid 
in  catalogue-making,  as  in  other  lines,  to  secure  a  satisfac- 
tory article.  The  only  safe  plan  is  to  entrust  the  matter 
to  a  firm  of  established  reputation,  even  if  the  price  asked 
is  a  trifle  higher  than  that  of  some  irresponsible  com- 
petitor. 

The  Folder  in  Advertising. 

The  folder  is  not  only  one  of  the  most  effective  forms 
of  supplementary  advertising,  but  is  one  which  can  be  adapt- 
ed to  any  business,  whether  large  or  small. 

It  is  effective  because  it  is  sure  to  be  read,  being  per- 
sonally addressed  and  sent  through  the  mail.  Then,  if  it 
is  attractive  and  forceful,  it  is  bound  to  receive  considera- 
tion even  should  the  recipient  be  an  uninterested  party,  and 
very  often  in  this  case  a  desire  is  created,  particularly  if  the 
folder  makes  a  strong  presentation  of  the  merits  of  the  ar- 
ticles advertised. 

The  folder  is  not  only  a  preserver  of  trade,  but  is  also 
a  creator  and  stimulatoir  of  trade.  As  a  trade  preserver  it 
should  be  sent  to  a  mailing  list  of  customers  which  has 
been  compiled  and  recorded  from  sales  checks  and  in  other 
ways,  and  filed  away  in  a  card  index  for  future  reference. 


A  customer,  having  been  won  over  to  trading  at  the 
store,  is  naturally  interested  in  any  matter  the  store  may 
send  out.  And  if  the  folder  is  so*  worded  as  to  make  it  ap- 
ply only  to  the  store's  regular  customers,  the  recipient  is 
all  the  more  pleased  at  this  personal  interest  in  keeping  him 
or  her  informed  of  any  special  sales,  arrival  of  new  good;, 
or  "(bargains  advertised  to  regular  customers  only."  This  is 
bound  to  build  up  a  clientele  of  satisfied  customers. 

The  copy  for  the  inside  of  the  folder  should  be  of  about 
the  same  order  as  that  for  a  newspaper  ad.  The  chatty 
style  or  matter  in  a  slightly  humorous  vein  is  also  good. 
Whenever  possible  good  illustrations  should  'be  used,  and 
some  ornament  or  catch-line  should  be  placed  on  the  outside 
fold  bearing  the  address.  This  catch-line  should  be  per- 
tinent to  the  article  advertised  or  should  stimulate  curiosity 
as  to  the  contents.  No  hard  and  fast  rule  can  be  laid  down 
for  this,  which  is  a  matter  only  an  appreciation  of  what 
constitutes  good  advertising  can  decide.  Some  advise  the 
use  of  a  catch-phase  which  does  not  reveal  the  nature  of 
the  contents,  as,  for  instance:  "This  is  the  stuff  that  dreams 
are  made  of,"  or  "You'll  see  it  inside."  Two-color  work 
adds  greatly  to  the  attractiveness  of  the  folder. 

How  often  to  use  the  folder  is  the  next  point  to  decide. 
Three  or  four  times  a  year  should  be  the  least  calculation, 
while  a  monthly  distribution  can  be  made  a  paying  invest- 
ment. These  monthly  distributions  continually  remind  cus- 
tomers that  the  dealer  is  anxious  to  retain  their  trade  and 
are  a  safeguard  that  is  pretty  sure  to  prevent  shifting  of 
trade  to  other  dealers.  Also  they  keep  the  advertiser  and  bis 
goods  in  the  minds  of  prospective  customers  who  are  almost 
certain  to  purchase  of  him  when  they  need  anything  in  his 
line. 

Where  the  folder  is  used  to  secure  new  customers  it 
should  dwell  strongly  on  the  attractiveness  of  the  store ; 
stock  being  arranged  in  such  a  manner  that  a  person  could 
see  the  new  goods,  thereby  being  greatly  aided  in  selecting 
purchases ;  it  should  show  that  careful  attention  is  given 
to  orders — no  inferior  goods  being  sent  out,  a  practice  which 
is  followed  by  a  great  many  stores;  that  the  prices  are  the 
lowest  consistent  with  good  quality,  etc.,  and  in  general  stat- 
ing all  advantages  in  trading  with  the  particular  store,  per- 
haps offering  a  special  bargain  as  a  further  inducement  to 
try  the.  store's  service. 

The  folder  may  be  folded  in  various  ways.  The  simp- 
lest form  is  where  the  i-cent  stamp  is  used  to  secure  the 
end.  Another  way  is  to  make  on  -  end  slip  into  the  other, 
thus  holding  the  folder  together  without  the  aid  of  the 
stamp.  Still  another  form  .is  where  one  end  is  cut  to  be 
inserted  in  a  slit  in  the  other  end.  It  is  well  to  vary  the 
method  of  folding  as  much  as  possible. 

Another  form  of  folder  that  is  used  to  some  extent  is 
the  post-card  folder.  The  post-card  for  reply  is  attached 
to  the  main  sheet.  Such  folders  must  be  made  throughout 
of  mailing-card  stock  and  the  post  card  when  torn  off  must 
meet  the  postoffice  requirements  as  to  size,  etc.  If  the  post- 
card is  inserted  in  the  folder,  however,  the  latter  may  be 
printed  on  any  kind  of  card  stock. 


Toronto  Markets 


BOOTS  \XD  SHOES -The  month  has  The  month  has  been  a  good  one  for    the  with  sales  about  up  to  average.    The  fol- 
been   somewhat   featureless,    things  mov-  leatherman.    With  perhaps  the  one  excep-  lowing  are  the  latest  quotations  :- 
ins  along  in  the  even  tenor  of  their  way  tion  of  upper  leather,  prices  have  remain-  OUTSOLES. 
for  this 'season  of  the  year.    The  manu-  ed  unchanged.    Upper  leather  has  weaken- 
facturers  are     giving  attention     to  their  ed  slightly.    There  has  been    a  fairly  good 
sprin"  orders    and  expect  to  have  every-  demand  for  all  grades.     Sole  leather  in 
thing"  in  good  shape  in  ample    time.    The  the  light  and  medium  grades  has  had  a 
wholesalers   and  jobbers  are  cleaning  up  good  sale.    This  applies  to  both  oak  and 
and   attending  to   sorting  orders,     which  hemlock  tannage.    The  heavy  weights  are  Sp 
have  been  quite  up  to  the  average.      The  not  so  much  called  for,  but  even  m  these 
holiday  trade  panned  out  well  for  the  re-  a  fair  turnover  is  reported.     The  popu- 
tailers,  who  report  business  brisk.    Rub-  larity  of  patent  still  continues,  great  quan- 
bers  have  been  more  in  demand,  owing  to  tities  of    this  finish  being  consumed  in  the 
the   favorable   weather     conditions.     The  manufacture    of  boots    and  shoes.  The 
sales  have  greatly  increased,  and  a  splen-  call   for   cclored   leathers   also  continues, 
did  holiday  turnover  is  reported.     Prices  The  boot  and  shoe  manufacturers  have 
remain  firm.  been  buying  even  more  freely,  so  popular 

have  colored  shoes  become.    Fancy  leath- 
HIDES. — The  Canadian  hide  market  is  grs  jn  a]1  snades  are  in  fairly  good  re- 
quietly  brisk  in  that  all  collections  to  date  ^  firm  prices     The  following  are  Omen's  XX 

have  been  bought  up,  usually  in  small  lots,  ^  ktest  q,uotations :_ 
but  continuouslv  allowing  the  dealers  to 

keep  pretty  closely  sold  up,  which  is  the  LEATHER  WHOLESALE 

policy  they  desire  and  have  acted  on.  for  ^  ^  ^  ({Qr  jobbing)  2? 


Oak- 

Gauge 

Price 

Men's  No.  i 

7-12 

30 

45 

Men's  No.  2 

7-12 

27 

42 

Women's  No. 

...  5-8 

18 

23 

Women's  No. 

2 

...  5-8 

16 

21 

Spanish — 

26 

Men's  No.  1 

7-12 

4i 

Men's  No.  2 

7-12 

23 

38 

Women's  No. 

1   . . 

...  5-8 

16 

21 

Women's  No. 

...  5-8 

14 

19 

TAP  SOLES. 


PRICK 
4.10— $2.75 


some  months  past.      Small  differences  of       ■      ^      fc  ^  jobbing)  ,6 

opinion  in  price  are  usually  conceded  and 

the  sales  made  because  all  realize  that  the  -  -  , 

bottom  of  the  decline  is  not  yet.  Further  No.  2  Spanish  so  e  for  m  g.  •  •  25 
weakness  of  %c  to  even  tfe  off  recorded  No.  3  Spanish  sole  (for  mfg.) . .  23 

in  Chicago  two  days  ago.    Canadian  farm-  No.   1   oak  sole   0 

ers  are  doing  much  livelier  business   (al-  No.  2  oak  sole 

though  curtailed  from  full  output  of  their  No.  1  oak  sole  bends   45 

plants)  than  in  United  States,  where  the  No.  1  slaughter  sole,  heavy, 
situation  is  stagnant,  and  no  improved  out-  No.  1  slaughter  sole,  medium 
look  is  in  sight.    The   following  are  the  No.  1  slaughter  sole,  light   30 

latest  quotations : — 

Xo.  1  inspected  steers  and  cows  9^2 
Xo.  2  inspected  steers  and  cows  8l/2 
Xo.  3  inspected  cows  and  bulls  7A 
Country  hides  (green)    7ZA  8 

Country  hides   (cured)    8     8T/2  Hemlock  Country  Harness- 
Calfskins                                     11  x3 

Sheepskins    90  1.10 

Horsehides,  Xo.  1   2.753.00 

Horsehides,  Xo.  2   1.75  2.00 


HEIGHT 

Men's  XXX    6 

Men's  XX    6 

Men's  X    6 

Women's  XXX...  5 
5 

Women's  X   4 

Boys'  XXX   SrA    2.90—  2.35 

Boys'  XX   sA    2.65—  2.20 

29  Boys'  X    sA    1.60—  1-35 

28 

TOP  LIFTS. 


3.70 —  2.10 
2.25—  1.85 
2.40—  1.95 
2.05—  1-45 
1.20 —  1. 10 


HEIGHT 

4 

4 

4JA 
4 

4 

4A 
4lA 

4V2 


27 


25 

26 

Men's  XXX   

•  SA 

$1-35— 

75 

4V2 

23 

24 

Men's  XX   

■  SV2 

LIS— 

70 

4V2 

32 

33 

Men's  X   

■  5 

65- 

50 

5 

29 

3i 

Women's  XXX  . 

•  5 

55— 

50 

4V2 

45 

50 

Women's  XX  . . . 

■  5 

45— 

40 

4A 

30 

31 

Boys'  XXX   

•  5 

70— 

60 

4V2 

30 

3i 

Boys'  XX   

•  5 

60— 

50 

4V2 

Harness  leather — 
No.  1  U.  O.  . 
Rejected  U.  O. 
No.  2  U.  O. 


38 
37 
36 


3i 


39 
38 
37 


SHAPED  HEELS. 

Size 

Men's   5-8—10-8 

Women's   5-8—13-8 


Price 
8— 15  c  pr. 
7 — lie.  pr. 


No.  1   

No.  2   

Upper,  heavy   

Upper,  light  and  medium  . 
Upper,  grained   


supplies  are  usually  scarce  and  have 
for  some  time  past. 

No.  1  cake    &A  7 

No.  2  cake   4  5- 

Xo.  1  solid   •■•    &A  6V4 

No.  2  solid   4  5 


33 
32 
48 
50 
19 
I.I5 


rALLOW— Local  markets  are  fcau  ^  ^ 

Veal  kips,  Canadian    75 

Hemlock  calf    75 

Imitation  French    80 

French  calf   :-38 

Splits,  light  and  medium    24 

Splits,  heavy    23 

Splits,  junior    x9 

WOOL— Practically  no  transactions  in  Enamel  cow>  per  foot   20 

local  fleece  as  all  are    out    of    growers'  p&bble  grajn    IS 

hands.    Cut  prices  are  steady  and  firm  on  Buff    I7 

easier  basis.  Colored  buff    20 

Washed  fleece    21     22    Russets,  extra  heavy,  per  doz..$io 

Unwashed  fleece    13     '4    Shoe  russets,  per  lb  45 

Rejects    16  Russets,  No.  2,  all  grades,  lb....  30 

Glove  russets,  per  doz  $6.00 

I  LATHP'R.— The  conditions  reported  a 
month  ago  are  quite    applicable     to-day.      CUT    SOLES.-Prices  are 


BOX  TOES. 

34  Men's  3*4   Sc.  pr. 

33  Women's  2%   ^  3*4  c  pr. 

5° 

55      COUNTERS— Either  flat,  clammed  or 
20  moulded. 
128  Men's  7Va   8c  pr. 

8°  Women's  53A   6^c-  Pr- 

80 

^5     TANNERS'  MATERIALS.— The  mar- 
ket  continues  with  unchanged  prices,  with 
25  about  usual  sales  reported.     The  follow- 
ing are  the  latest  quotations : — 

  m 

Sumac   $60.00  $70.00 

10  Gambier   

22  Cod  Oil,  pure  Nfld.  tanked.  47 

$12  Cod  Oil,  Gaspe   40 

50  Hemlock  extract   3V2 

35  Oak  extract   3 

9.00   Quebracho  extract   iA 


24 
20 

22  Degras 
17 


changed  Quebracho  solid 


4V2 


7*A 
50 
42 
4 

&2 
4/2 
5 


Montreal  Markets 


BOOTS  AND    SHOES.—  Jobbers    are      TALLOW—  Supplies  are  not  coming  in  A.  M   22 

not  ordering  as  rapidly  as  expected,  con-  as  rapidly  as  expected,  consequently  the  B.  H   24 

sequently  some  manufacturers  express  dis-  market  is  quite  firm.    Some  dealers  claim  B.  Hm  21 

satisfaction  with  present  conditions.      In  that  lower  prices  are  near,  but  it  is  hard  B.  M   19 

general,  however,  the  latter  are  very  busy  to  see  upon  what  grounds  they  base  their  Veal,  other  European   ......  17  20 

with  spring  orders  already  received,  and  contentions.     Little  change     is  'expected  Veal  X    15  l8 

those  still  coming  in,  sorting  orders  are  for  the  present.     Good  quality  tallow  is  Grassers    15  j*7 

fully  up  to  the  average,  both  with  manu-  quoted  at  7A  at  present,  the  poorer  qual-  Grassers  X    14  ,16 

facturers  and  jobbers.    The  latter  are  op-  ity  about  one  cent  less.  Reject    12  14 

timistic  regarding  the  spring  trade,  as  re-  Box  kips— chrome  turned- 
tail  orders  are  coming  ,in  rapidly.                  WOOL— The  market  is  quiet,  and  little  A,  H.,  Canadian   20 

...   ,                     ...                  change  either  way  is  expected  at  present.  A.  Hm.  Canadian    19 

Patents  will  be  the  rage  this     spring,               ar£  nQw  practically  off  the  mar_  A    M  . .  l8 

Every   manufacturer  and   jobber   reports  ket  and  ar£  nQt  13    jj       '  . .         /   l? 

heavy  orders  in  this  line.    Colored  shoes,                                                       r  TT 

.         ,            j     1  •                             r      Canadian  pulled  wool                   25^6    27  B.  Hm   17 

both  fancy  and  plain,  are  coming  m  for  ' 

L.   .     t  „    ,           ,     .,    ..         m,     v-  r.  Greasy  cape                                i8y2    22  C.  X   15 

their  full  share  of  attention.     The  high           J      F                                   7        .  .  , 

....                    ......      7  Reject    13  down 

toe-cap  will  be  very  prevalent,  judgmg  by      LEATHER.— Sole  leather     is  firm,  but  Chrome  dull  kip  for  toppings- 
orders  already  received.                              little  variation  in  price  has  been  apparent.  M   19 

Retailers   have  been  busy   stock-taking,  The  tendency  is  upward,  if  anything,  as  L.  y[   18 

though  this  is  now  finished,  and  they  know  this  is  the  season  of  the  year  when  brisk  L    iy 

just  where  they  stand.     Some    of    them  orders  are  coming  in.    Side  leather  is  as 

complain  that  the  great  number  of  irre-  low  as  it  is  likely  to  go.    Orders  are  be-  SHEEP  SIKNS. 

sponsible  little  shops  which  have  opened  ing  received  with  fair  rapidity.    The  dif-  o-laze  chrome  

up  during  the  last  year  have  cut  seriously  ferent  varieties  of  glazed  kid  are  evidently  Canadian  for  upper  A    7A  8y* 

into  profits.     These  places   are  generally  going  to  be  in  greater  favor  this  season  Canadian  for  upper  B   5  6A> 

run  by  members  of  the  family,  the    man  than  in  the  past.    Patent  leather    and  col-  Comb'n  glaze  for  upper  A       8  8V2 

being  otherwise  employed  during  the  day,  ored  leathers  of  all     kinds   are     having  Comb'n  o-laze  for  upper  B        7l/2  8J/2 

and  they  usually  sell   at   a  bare     profit,  an  exceptionally  brisk  sale,  owing  to  the  Calfine  A  H.,  Can.  native  ....  9TA 

Judging  by  the  number  of  failures  during  large  orders  received  by  the  manufactur-  Calfine  a  M    Can  native  ....  9 

the  past  year,  they  are  a  menace  to  every-  ers  for  this  class  of  shoes.    Prices,  how-  Calfine  A   L   Can.  native  8A 

one  in  the  trade,  both  wholesaler  and  re-  ever,  have    not  appreciated    very  much.  Calfine'  B.  H.   Can.  native  ....  8yi 

tailer.     This  is  a  problem,  however,   for  Leather  merchants  are  looking  forward  to  Calfine  B.  M.   Can.  native  8% 

the  former  to  solve,  as  he  grants  the  cred-  a  good   spring  business,   with  a   general  gjats  ^   -y-  •   g 

its.    Judging  by  the  past,  it  is  in  urgent  stiffening  of   prices  before   many   weeks,  siats   a    M  8% 

need  of  attention.  the  leather  market  as  a  whole  being  really  slats'  a.  L  ■   8l/2 

,          ,         ,        weaker  than  the  general  trade  outlook  war-  o,  t     t>    u  q 

The  sales  of  rubbers  and  overshoes  show  Diars,  n.  n   o 

a  considerable  increase,  owing  to  the  mild-  *an   '  Slats,  B.  M   7A 

er  turn  taken  by  the  weather  recently,  and                         LEATHER.  Pickle   skins   for  lining- 
retailers   are   correspondingly   pleased,   as  Spanish  sole,  custom,  No.  1            27  A  common  picklp    7A 

these  lines  have  been  slow  movers  so  far  Spanish  sole,  No.  2,     23^    24^      P   { 7 

this  winter.  Spanish  B.  A.  hides,  No.  1         24       25         C      6JA 

Spanish  B.  A.  hides,  No.  2....  22A    23 CaPe  A  1 8^ 

HIDES. — Lambskins  show  another    10-  Spanish  B.  A.  hides,  No.  3         21  Cape   B    73A 

cent  increase,  being  now  quoted  at  90,    as  slaughter,  hemlock  No.  1           26       27  CaPe  C    7 

against  80  a  fortnight  ago.  Otherwise  there  slaughter!  hemlock,  No.  2           24       25  Job    554 

is  very  little  change.     Supplies  are    not  slaughter,  hemlock,  No.  3           23^  H  Facing    73A 

coming  in  any  too  well,  but  this  is    not  slaughter',  oak,  No.  iL               27       28  P  Facing    8 

expected  to  have  much  effect  on  prices  in  slaughter!  oak,  No.  2M               24       25^2  Splits,  senior,  per  lb  22  down  to  15 

the  immediate  future.     Some  of  the  tan-  ]^an°ess  '  '  :_  32       34  Splits,  junior,  per  lb   19  down  to  15 

ners  express  dissatisfaction,  but  it  is  doubt-  yyax   Upperj  heavy                      35       38  Splits,  senior,  per  foot    73A 

ful  if  they  are  really  serious  in  their  stand.   w^  upper'  Hght  and  medium  3g       \2  Splits,  H.  and  Hm.  per  font  .  .  7V2 

General  trade  conditions  do  not  warrant  q-j  (\Yestern)  grained,  per  foot  14       15  Splits,  M.,.  per  foot   6y2 

pessimism.                                                   Oil  (Quebec)  grained,  per  foot  12       14  Splits,  Lm.,  per  foot    6 

T1TT^TT1^C,  DnuTH„                 Chrome  glazed  kid-  Splits,  junior,  per  foot    4% 

BUTCHERS'  BUYING.                   Tanpico  in  color                     16       24  Splits,  trimmed,  H.  M.,  per  lb...  23  down 

City  prices-                                               Patnas,  black                            10       40  Splits,  trimmed,   M..   per  lb....  22  down 

No.  1  quoted                              10       10A      European                                  8      30  PeMrie,  A.  L   12% 

No.  2  quoted                               9        9JA      Chinese                                   12      36  Pebble-  A-  ^  M t2^ 

No.  3  quoted    W  ,  .        t       ...  ■.       ,  Pebble>  A-  M 

Owing  to  large  number  of  varieties  of  Pebble,  A.  Hm  , . .  14^ 

CALFSKIN  QUOTATIONS  glazed  kid,  it  is  impossible  to  quote    on  Buff,  A.  M   t6 

("ity  prices—                                          many  of  thenr  Buff-  A-  Hm 161/2 

No.  1  quoted  '  12      Box  chrome  calf—  Buff,  A.  H,  side  leather    '7 

No!  2  quoted                                     10        A.  H.  French                         25  Table  run  pebble    fA 

Lambskins,  city  butchers'  kill               90        A.  Hm                                  23  Job  pebble    Wx 
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PACKARD'S 

SPECIAL  SHOE  DRESSINGS 

"THE  STANDARD  OF  QUALITY " 


Ml 


Combination  Dressings 
in  Black,  Tan,  Ox-blood 
and  Brown.  Each  Box 
contains  a  4-oz.  Bottle  of 
Liquid  and  a  Tin  of  Paste. 


r-nursut 


Ladies'  Special  Black. 
A  Self -Polishing  Liquid 
in  a  6-oz.  Bottle.  Put 
up  in  an  attractive  carton. 


French  Glycerine  Dressing. 
A  10c  Liquid  Self-Polisher. 


Patent  Leather  Cream. 
Put   up    in   Two  Sizes. 


Combination  Dressing. 
Pony  Size.    Similar  to 


A  1UC  Iviquiu  aeu-r onsiici .      1  "l     "k      ,         „      ..     ..  . 

There  is  a  Good  Demand     Keeps  the  Leather  Soft    our  Large  Combination  m 


for  a  Cheap  Dressing. 


and  Pliable. 


Quality.    In  All  Colors. 


White  Liquid  Dressing  in  5-oz. 
Round  Bottles  in  a  neat  carton. 
Also  put  up  in  4-oz.  Panel 
Bottles. 


White  "0"  in  Cakes,  in  Paper  Crow  Black  Oil  Dye.  Dyes 

Boxes,  in  Wood  Boxes,   in  Zinc  Colored  Leather  Perfectly.  In 

Boxes.    The  Best  White  Canvas  4-oz.    Bottles,    Pints,  Quarts, 

Cleaner.  Gallons  and  in  Bulk. 


Pastes.  All  Colors.  For 
Polishing  All  Kinds  of 
Leather. 


Our  travellers  are  now  on  the  road  and  will  be  pleased 
to  receive  your  spring  order  for  these  lines.  Look  over 
your  stock  and  get  ready  for  that  first  spring  customer. 


L  H.  PACKARD  &  CO.  LIMITED    -  MONTREAL 

MANUFACTURERS    OF    HIGH    GRADE    SHOE  POLISHES 
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A  Cut  From  the  Uooer  cured  a  certain  shoe,  which  I  proceed    to  ad.  gives  a  number  of  good  selling  points 

^  VV    '    "         describe  as  something-  I  believe  he  will  be  for  hockey  points,  but  it  does  not  go 

Mr.   Tendertooth  looked     at  it.     Then   ^t      ted  in_    j  close  my  nQte  with  an  jn-  quite  far  enough.    Why  not  make  the 

he  bit  it.    Then  he  called  the  waiter.  ^        vitation  to  drop  in  and  look  at  it  when  con-  copy  more  of  a  "puller"  by  describing 

"What  on  earth  do  you  call  this  ?    he  venientj  but  giving  him  to  understand  that  m  a  few  short,  crisp  sentences  the  bene- 

demanded.    "It's  as  tough  as  leather!"        j  am  nQt  expecting  him  t0  purchase  unless  fit  or  pleasure  to  be  derived  from  the 

The   waiter  bent   forward   sympathetic-  ^  ^  ft  nged  at  that  time_    The  whoie  note  use  of  hockey  boots  and  skates  at  this 

ally,  made  a  minute  study  of  the  dish,  and       nf>t  oyer  a  dozen  lineSj  and  a  half  dozen  season?    After  thus  arousing  the  desire 

consulted  the  bill-o  -fare.  or  SQ  of  them  c;m  be  gorten  0ff  during  the  of  the  reader,  give  reasons  for  buying 

•'Fillet  of  sole,  sir,"  he  pronounced         qM  ^  Qf  g  day    Jt  Js  surprising  the  thege     articriar  skates  and  boots.  This 

"Fillet  of  sole,  it  is,"  retorted  Tender-  of  responses  they  bring  out.  Even  -d  n  bg   strergthened  by  an  illus- 

tooth.     "Well,  take   it  away,  and   see   ,f   .f  ^  do  ^  mean  a  sale  they  are  worth    f  shoWing  tfae   artides   in  actual 

you  can  bring  me  a  nice  tender  piece  from  {Qr  my  c         ^  knows  that  i  am  -  interest 

the  upper  portion  ot  the  boot,  with  the  ?crsonally  int£rested  in  him;  and  he  feels  ^  ^     £  ^  case;  such  an  illus.  . 

buttons  removed  !  it,  to  my  advantage."  tration  haye  m()re  room  for  copy 

^  tvt     j  A  single  courteous  attention  is  wortn  a  r-  •  „  +Tip  namp  and 

Know  Your  Customers  Needs.  en   *  ing    t0    he  than  the  two  used    Giving  the  name  and 

„  ,  ,  ,  ...        ,n  A  ■  °    ..    ,.  address  less  space,  and  dropping  the  last 

A   well-known   shoe   retailei    who     has  courteous  and  attentive.  ,     l  ,  •  ,  ■ 

.     ■  i      ■  paragraph  about  rubbers,  which  is  lrre- 

built  up  a  prosperous  business  and  enjoys    'J      h    p  „  ...  , 

the  patronage  of  a  large  number  of  sat-  levant-  allow  still  more  room  or 
isfied  customers  attributes  his  success  to  A  7  CriiirUrr,*  ^  I  \  T§H  f  Z 
an  accurate  knowledge  of  the  individual  A  ±  LritlClStnS  gested  illustration  on  the  left  side  of  the 
needs  of  all  who  buy  goods  at  his  store.  _  ..  .  _  ad.,  and  running  a  round-cornered  bor- 
Th2  dealer  keeps  a  Llect  list  of  his  best  (Continued  from  page  38).  der  arQUnd  the  other  three  sides  to  meet 
patrons  and  those  who  are  accustomed  to  different,  for  if  a  dealer  has  more  than  it,  would  do  away  with  the  present 
rely  on  his  judgment  in  matters  of  foot-  Qne  hne'to  feature  during  the  week,  he  rather  patchy  appearance,  and  add  to  the 
wear.  When  new  lines  are  added  to  the  mugt  le(.  the  public  know  this.  How-  display  value.  The  heading  might  be 
stock  and  when  taking  inventories  he  eye^  with  an  ad_  appearing  daily,  as  run  across  the  top  in  more  prominent 
checks  over  the  various  styles  with  refer-  ^  casCi  strono-  copy  should  deal  type,  and  the  name  and  address  in  the 
ence  to  the  individual  wants  and  tastes  of  ^  ong  ^  a  time_  'The  fi(rm  name  same  style,  subordinate  in  size.  The  ad. 
these  particular  customers.  and  a(Mress  are  nicely  arranged  and  the  was  not  carefully  proof-read.  Note  the 
"Say  I  have,"  the  retailer  explains  "a  ^  weU_chosen  and  of  the  right  size.  mention  of  "Boys'  Hockey  Skates- 
customer  who  is  a  quiet  dresser  past  middle  ^would  £  the  attractiVeness  of  the  Muleskin,"  instead  of  "Boys'  Hockey 
age  and  who  prefers  simplicity  but  good  ^  ^  &  ^  .f  heading  were  set  Boots »  Such  errors  do  not  give  the 
quality  in  his  footwear.  To  him  I  write  ,  im  Jons, 
a  little  note,  stating  that  I  have  just  se-  m  lne  bdm<~  ^  c  ui  ^  J 


THE  ONLY  REAL  CURE  FOR 

COLD  FEET 

You  can  do  your  customers  a  service  they  won't  forget  and  win  their  lasting  friend- 
ship by  introducing  to  them  The  Felt-Shoe  Cure  for  Cold  Feet.  It  is  guaranteed. 
Elmira  lines  for  191 1  embody,  in  addition  to  the  well-known  staples,  many  very  fine 
examples  of  up-to-date  shoe  designing  and  from  the  large  assortment  can  be  selected 
shoes  stylish  enough  to  suit  the  most  particular. 

ORDER  NOW  FROM 

W.  B.  HAMILTON  SHOE  COMPANY  LIMITED 

ONTARIO 


Quebec  Markets 


BOOTS  AND  SHOES— The  boot  and 
shoe  trade  has  experienced  a  fairly  active 
month  owing  to  the  increased  demand 
created  by  the  holiday  season.  The  re- 
tailers report  very  active  business  and  the 
continued  fine  weather  is  having  the  effect 
of  keeping  every  one  in  good  spirits  with 
the  resulting  favorable  impulse  to  busi- 
ness. The  jobbers  report  an  average 
trade,  but  not  as  brisk  as  they  could  wish, 
although  they  anticipate  much  more 
activity  for  the  next  month.  Factories  are 
fairly  busy  on  orders  which  have  come 
in  in  good  ouantity  and  give  promise  of  a 
good  season  ahead.  The  greater  part  of 
the  manufacturers  that  your  correspond- 
ent has  met  seem  well  satisfied  with  the 
present  activity.  The  rubber  trade  is 
much  the  same  as  usual  at  this  time  of 
th?  year,  but  a  good  season  is  predicted. 

HIDES— The  hide  market  has  develop- 
ed some  strength  during  the  last  week  of 
the  month  and  now  dealers  look  for  an 
advance  in  city  and  country  hides,  as  pre- 
sent prices  are  not  in  accordance  with  the 
general  tone  of  the  trade.  At  the  begin- 
ning of  the  month  a  decrease  of  half  a 
cent  has  been  registered  in  these.  The  re- 
ceipts of  hides  are  not  very  large  and 
there  are  no  accumulations  taking  place 
worthy  the  name.  Tanners  seem  to  buy 
more  freely  than  they  were,  but  some  of 
them  have  yet  in  hand  all  they  require. 
We  remark  that  lambskins  and  calfskins 
are  in  fairly  good  demand.  The  latest 
quotations  are : — 

Sheepskins    25  75 

Sheep  clip  skins   to  35 

Lambskins    r5  5° 

City  and  country  hides  quotations.  Prices 
to  butchers : 

Xo.  1  quoted    10^ 

No.  2  quoted    9JA 

No.  3  quoted    &A 

CALFSKINS. 
City  and  country  prices — 

No.  1  quoted    13 

No.  2  quoted    12 

Wool — The  market  is  fairly  active  and, 
in  general,  the  situation  is  unchanged.  As 
fo.-  the  last  month,  factories  have  been 
working  hard,  they  at  present  have  small 
supplies  left  in  hand,  but  only  sufficient 
to  meet  the  demand.  Dealers  are  con- 
fident that  the  trade  will  soon  be  very 


satisfactory.  Prices  are  firm  and  un- 
changed as  follows : — 

Canadian  pulled  wool   22  30 

Washed  fleece    26  28 

Unwashed  fleece    16  18 

Greasy  cape    18  22 

Medium   23  25 

FISH  OILS— The  demand  for  fish  oils 
has  so  far  been  good,  but  on  account  of 
the  scarcity  of  supply  this  activity 
is  now  decreasing.  Dealers  have  in  stock 
only  sufficient  quantities  for  their  most 
important  consumers.  Prices,  however,  re- 
main unchanged : — 

Cod  oil,  Gaspe,  gal   28  30 

Sea-hog  oil    35  38 

Sea-wolf  oil,  refined    35  37 

Whale  oil,  No.  1,  refined,  gal..  .1.85  1.90 

Whale  oil,  No.  2,  refined  1.80  1.82 

Whale  oil,  No.  1,  ordinary  . .  1.74  1.80 
Whale  oil,  No.  2,  ordinary  . .  .  .1.72  1.78 
Cod  oil,  pure  Newfoundland. .  38  40 
Liverpool  salt    50  60 

TALLOW— The  market  has  remained 
good.  The  offerings  are  easily  disposed 
of  at  current  figures.  Transactions  are 
not  heavy.  The  extra  tallow  is  yet  quoted 
at  6l/2c  per  pound. 

SHOE  FINDINGS— Conditions  of  the 
shoe  findings  trade  is  now  better  than 
those  noted  in  our  last  report.  The  mar- 
ket is  steady  and  as  a  general  thing  prices 
are  firmer  than  they  were,  on  account  of 
the  outlook,  which  is  pretty  good.  The 
latest  quotations  are  : — 
Leather,  friction  and  fibre  board    2>lA  6 

Union  leather    8  9 

Stiffners,  union   1  3 

Stiffners,  leather  board,  per  100 

pounds  75  *-*5 

Insole  leather   7  8 

Leather  board,  per  lb   2  3 

LEATHER— The  past  month  has  been 
a  fairly  good  one  for  the  leather  business. 
The  volume  of  trade  has  been  well  up  to 
the  average  and  prices  have  continued 
firm.  Manufacturers  have  not  placed  as 
large  orders  as  had  been  anticipated  in 
certain  lines,  but  there  is  very  little  room 
for  complaint.  There  is  a  constantly  in- 
creasing demand  for  leather  in  varieties, 
new  avenues  beinp-  continually  opened  up. 
Fancy  leathers  are  meeting  with  a  fair 
sale,  but  the  market  is  not  as  brisk  as 
dealers  wouid  like  to  see  it.  The  general 
tone  of  the  leather  trade  is  satisfactory 


and  a  busy  season  is  anticipated.  The 
latest  quotat'ons  are  as  follows : — 

LEATHER. 
Harness  leather — 

No.  1  U.  0   42 

Rejected   40 

No.  2    38  39 

Kangaroo    T5  *6 

Splits,  senior,  per  lb   26 

Splits,  junior,  per  lb   27 

Splits,  senior,  per  foot    2  6 

Splits,  H  and  Mm,  per  foot..  8 

Splits,  M,  per  foot    6 

Splits,  Lm,  per  foot    5A 

Splits,  junior,  per  foot    4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  H  M,  per  lb. . .  32 

Splits,  trimmed,  M,  per  lb   32 

Pebble,  A  L   13 

Pebble,  A  L  M    I3*A 

Pebble,  AM   14 

Pebble,  A  H  M    14H 

Buff,  A  M    14 

Buff,  AH   15 

Moccasin  leather,  red,  per  stamp 

weight,  lb   10 

Oil  grain  (Quebec)  per  foot..    17  18 

Wax  upper,  heavy    40  42 

Wax  upper,  lighi  and  medium   38  44 

Horsehides   3-25 

Glove  grain    15  l7 

Heavy  grain    15  *7 

Patent  cow    21  */2  23A 

Patent  cow  chrome    21  23 

1  leavy  upper    19  20 

Grained  upper    19A  20/4 

Scotch  grain    20  21 

Dongola  kid    14  21 

Patent  kid    36  46 

White  alum    U  IS 

Sumac    9lA  " 

Col.   sheep    10  12 

Napa  sheep    954  n 

India  kid    "  13 

Patent  colt    36  46 

Harness    40  42 

French  kip  skins  94    I  05 

English  kip  skins  55  65 

Canadian  kip  skins    61  65 

Hemlock  calf    70  85 

Light  Calf    ....  70  80 

French  calf   i.to  1.65 

TANNERS'  MATERIALS— The  mar- 
ket continues  steady  with  unchanged 
prices.  The  usual  volume  of  business  is 
reported.  There  is  ample  supply  for  all 
demand.    We  at  present  pay: — 

Degras    $A  7 

Sumac   $69.00 

Gambier    5V2  &A 

Hemlock  extract    4/4  5 

Hemlock  bark,  per  cord  8.00  7.50 

Oak  extract    4  £A 

Mineral  tanners'  extract    6  7% 

Scuth,  lb   4 
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Jf Magnet  of  the  Shoe  Trade 

Scholl's  "  Foot-Eazers"  and  Foot  Specialties 

100%  Profit  For  You 


CHOLLS  \| 


Scholl's 


Dr.  Scholl's.  "BUNION-RIGHT"  (trade 
mark)  is  a  practical  invention  that  instantly  and 
permanently  rights  bunion  troubles. 

A  soft,  pliable  device  so  constructed  that  by 
placing  it  between  the  great  and  second  toe, 
just  sufficient  outward  pressure  is  produced  to 
bring  the  toe  to  its  natural  and  true  position. 
The  irritation  to  the  ball  of  the  foot  is  immedi- 
ately cured  as  the  device  is  worn  during  the  day 
as  well  as  at  night. 

A  wonderful  seller.  Wholesale  price  $400 
per  dozen.    Retail,  50  cents  each. 

Dr.  Scholl's  "TOE-RIGHT"  (trade  mark)  is 
a  wonderful  little  device  for  the  cure  of  foot 
troubles  such  as  cramped,  overlapping  or  under- 
lapping  ties,  hammer  toes,  soft  corns  between  the 
toes,  and  ingrown  toe  nails. 

This  device  tends  to  straighten  out  overlap- 
ping or  crooked  and  cramped  toes,  and  is  a 
sanitary  and  practical  relief. 

Ingrowing  toe  nails,  which  are  often  caused 
by  one  toe  crowding  into  the  other,  are  straight- 
ened and  all  pressure  removed. 

Hammer  toes  are  corrected  and  the  foot  re- 
stored to  its  natural  usefulness. 

Sells  rapidly.  Wholesale  $3.00  per  dozen. 
Retail  35  cents  each. 


on  every  sale  of  a  pair  of  "FOOT-EAZERS."  This  100  per 
cent,  profit  is  worth  having.  Our  advertising  in  the  leading 
magazines,  together  with  our  free  advertising  helps,  furnished 
all  our  customers,  means  easy  sales.  You  should  handle  FOOT- 
EAZERS"  in  preference  to  any  other  form  of  so-called  supports. 

Because : 

1.  They  offer  100  per  cent,  profit  on  every  sale. 

2.  Scholl's  goods  are  made  right.    Are  easers  to  the  feet  and 
not  ache  producers. 

3.  They  repeat  sale  after  sale.    They  make  new  customers. 

4.  They  do  not  cut  or  gouge  the  insole  of  the  shoe. 

5.  They  are  made  of  materials  the  very  best ;  finished  the  finest. 

6.  Scholl's  goods  fit  all  cases— from  ordinary  weak  arch  to 
the  most  seriously  deformed  flat-foot. 

7.  Scholl's  goods  are  advertised  in  all  magazines.    Sales  are 
made  easier  because  they  are  standardized. 

8.  Scholl's  advertising  department   furnishes  literature,  elec- 
trotyped  ads.,  eye-catching  signs  and  window  displays  free. 

a.    The  Scholl  Arch  fitter,  a  $15.00  machine,  is  given  free  to 

dealers  using  Scholl's  goods. 
10.    Over  thirty  styles  of  aroh  supports  and  specialties  for  the 
feet. 


Arch  Fitter  free  to  dealers.    Scholl's  »  Foot-Eazers  "  are  sold  by  all  jobbers.    Send  in  your  order  at  once. 


lohe  SCHOLL  MANUF'G  COMPANY 


472  King  Street  West,  TORONTO 


NEW  YORK 


CHICAGO 


SAN  FRANCISCO 


American  Markets 


HIDES 

PACKER  HIDES.— The  Chicago  mar 
ket  has  been  rather  irregular,  and  the  vol- 
ume of  business  has  fallen  off  slightly. 
Concessions  were  granted  to  tanners  will- 
ing to  bid  ahead  for  December  and  Janu- 
ary, with  the  effect  that  lower  bids  were 
made  for  hides  in  salt.  Most  of  the  pack- 
ers are  said  to  be  well  sold  up.  Native 
steers  of  November  kill  brought  I3j4c, 
with  I3-MC.  asked  for  December  hides. 
Spready  steers  are  pretty  well  sold  up,  and 
dealers  are  not  anxious  to  push  sales  at 
present  bids.  Butt-branded  steers  for  ex- 
port brought  1214c.  for  October,  Novem- 
ber and  December  hides.  A  sale  is  re- 
ported at  iiViC,  including  April  and  May 
malting.  Packers  are  asking  Il34c.  to  12c. 
for  a  November-December  salting  mix- 
ture. Texas  steers  are  quiet.  Sales  have 
been  made  all  the  way  from  io%c  to 
I2j4c,  according  to  quality  and  weight. 
Colorado  steers  of  November-December 
salting  brought  11 34c.  Heavy  native  cows 
over  55  pounds  brought  I2j^c,  for  Octo- 
ber-November salting  for  export.  Heavy 
native  cows  of  December  salting  are  nom- 
inally quotable  at  Ii^c-  to  12c,  but  tan- 
ners are  buying  sparingly.  Light  native 
cows,  under  55  pounds,  range  from  io}4c. 
to  11J/2C.,  according  to  salting.  Branded 
cows  are  quoted  at  from  io}4c.  to  lie;  with 
sales  reported  at  the  latter  figure  for 
southern  points.  Native  bulls  are  very 
quiet.  Branded  bulls  are  not  in  demand.. 
The  following  are  the  latest  quotations:— 

PACKER  HIDES. 
Native  steers — 

Spread   HA  l7JA 

Heavy    ^3lA 

Light   *2A 

Texas  steers — 

Heavy   13 

Light   12 

Extreme    11 

Butt-branded  steers    I2J4 

Colorado  steers    nJ4 

Native  cows — 

Light    io-K  11 

Heavy    12 

Branded  ciws   . . .  ■■   io}4  ii 

Branded  bulls    $A  " 

Native  bulls    ™XA  M 

COUNTRY  HIDES  — Owing  to  the 
bearish  attitude  of  the  tanners  the  market 
has  weakened.  The  tanners  claim  they 
are  forced  into  the  position  they  take  be- 
cause of  the  attitude  of  their  customers, 
who  demand  cheaper  stock.  In  the  ab- 
sence of  large  buyers  it  is  rather  difficult 
to  maintain  prices  on  present  level.  No. 
1  steers,  free  of  brands  and  grubs,  60  lbs. 
and  up  sold  at  ioj4c  prompt  delivery.  11c 
is  bid  for  all  No.  i's  No.  1  cows,  free  of 
brands  and  erubs,  60  lbs.  and  up,  run  from 
9-Kc  to   ioJ4c.    Branded  steers  and  cows 


are  offered  at  8%c  flat  out  of  pack  and 
8%c  in  bundle.  Packer  take-off  bring 
9^c.  No.  1  buffs,  free  of  brands  and 
grubs,  45  to  60  lbs.,  have  been  active, 
prices  ranging  from  8j4c  to  10c.  Prices 
soon  recovered  from  the  lower  figure  and 
dealers  are  firm  at  9%c;  No.  2's  sold  at 
9c.  No.  1  extremes,  free  of  brands  and 
grubs,  25  to  45  lbs.,  were  also  in  better 
demand,  sales  being  made  at  from  ioj^c 
to  lie.  A  special  patent  leather  selection 
brought  a  half  cent  advance  on  this  quo- 
tation. No.  1  bulls  are  held  at  9c  to  9j4c. 
No.  1  kips  sold  at  12c  for  country  take-off. 
Skins  are  not  of  the  best  quality  and  tan- 
ners are  not  inclined  to  buy  unless  special 
inducements  are  offered.  Packers  are 
asking  13c,  but  the  highest  bids  are  only 
I2^c.  No.  1  calfskins  8  to  15  lbs.,  are 
held  at  i6>4c  for  strictly  first  salt  of  city 
take-off,  but  tanners  will  only  bid  16c. 
Light  calf-skins  and  deacons  are  quiet  and 
are  quoted  at  $1.05  to  $1.07*4  and  85c  to 
87j4c  No.  1  horsehides  are  quoted  at 
from  $3.75  to  $3.90  with  no  trouble  to  dis- 
pose of  stock.  The  following  are  the 
latest  quotations : — 

No.   1  cows   93A  I0A 

No.   1   buffs    9-54  10 

No.  1  extremes    10^4  n 

Heavy  steers   io34  11 

No.  2  heavy  steers    93A  10 

Calfskins  ,  ■■  ■  i&A, 

Kips    nJ4  i2]4 

Deacons   85  87J4 

Slunks    (packer)   '   85 

Slunks    (country)    50 

Horsehides    ........    $3.75  $3.90 

LEATHER 

OAK  SOLE— There  seems  to  be  a  de- 
mand for  the  cheaper  grades  which  are 
quoted  at  all  kinds  of  prices.  Choice 
backs  have  been  sold  at  41c,  and  there  is 
only  a  fair  working  stock  in  warehouses. 
The  markets  of  all  the  large  centres  are 
much  the  same.  The  following  are  the 
latest  quotations : — 

Scoured  backs —        No.  1    No.  2.    No.  3. 

■Light   .....    39-40      37  35 

Heavy    38  37  35 

Medium    38  37  35 

And  other  grades  in  proportion. 

Scoured  bends — 

8  to  10  lbs   44  43  41 

10  to  12  lbs   44  43  41 

12  to  14  lbs   44  43  41 

Texas  sides —  No.  1. 

XX  free  of  brands    35 

X  h'v  free  of  brands    34 

A  h'v  one  brand     33 

B  h'v  two  brands    32 

C  h'v  more  than  two  brands  31 

Texas  bends — 

XX   .  51 


X    46  47 

A    44  46 

B    44 

C    41  43 

California  sides — 

Light- 
No.  1   28 

No.  2    26 

Medium — 

No.  1    28 

No.  2    26 

Heavy — 

No.  1   : . . .  30 

No.  2    28 

California  backs — 

Light- 
No.  1    32 

No.  2    30 

Medium — 

No.  1    33 

No.  2   31 

Heavy — 

No.  1    35 

No.  2   34 

ROUGH  LEATHER  — The  demand  is 
slightly  better  from  welting  and  shiny- 
leather  men  for  No.  2  hemlock;  there  is 
only  a  limited  call  for  No.  1  hemlock. 
Rough  splits  are  very  slow.  No  change  is 
anticipated  until  after  the  first  of  the  year. 
The  following  are  the  latest  quotations: — 
Hemlock. 

Card    34 

No.  1    30 

Steers,  No.  1    30  31 

Steers,  No.  2    27  28 

P  D'g'd   24 

Bulls   24 

Oak. 

No.  1.  No.  2.  No.  3. 

Country,  light    31       28  25 

Country,  medium    31       28  25 

Country,  heavy    31       28  25 

Packer,  hy    35  34 

SPLITS — For  the  good  weight  finishes 
there  is  a  continued  demand  but  the  light 
weights  are  very  slow.  Good  sales  of 
flexibles  are  reported.  The  following  are 
the  latest  quotations : — 

No.  1     No.  2 

Bootbacks    26 — 35  24 — 30 

Crimpers   24 — 33    23 — 25 

Shoe    26  24 

Junior's  better   26  ; 

Flesh    25 — 27  26 — 31 

Flex   10-14 

There  is  also  a  good  demand  for  all 
kinds  of  patent  and  colored  leathers  for 
shoe  manufacturing  purposs.  The  fancy 
leather  market  is  strong  and  at  good 
prices.  Offal  of  all  kinds  is  much  in  de- 
mand and  readily  picked  up. 
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LOUIS.J.BREIIHAUPT  RresiJent 


FOUNDED  IN  i8S7 


JOHNC  8REITHAUPT  Secrmsr/ 


Penetang,  Eagle  &  Listowel 

'£-47HERk(o  Sole  Leather 

fj^ljSEBt/Rfr  Cut  Soles. 

U     —   %,p  Hastings  Grains. 

ANT^).  Hastings  Union  Oak. 

imtomt  Harness  Leather. 

Address  all  Orders  to 


1©W 


WW^I&i    BERLIN   =   =  ONT, 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.     Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER. 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


and  at   Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "  HIDES,"  Leicester. 


PRINTING 


OF  EVERY  DESCRIPTION-FINE  CATA- 
LOGUE WORK  A  SPECIALTY 


ESTIMATES  FURNISHED 


ACTON  PUBLISHING  COMPANY 

59-61  John  St.,  TORONTO,  ONT. 


LIMITED 


H.  INGLE  &,  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents 
Ladv  Lane    LEEDS,  ENG.         Also  at  Bristol,  Leicester  and  Kettering. 

LdUy    "lie,  ,  Cablo  Address:  INGOT  


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd;  Frankfort  o/M,  Germany 
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CLARKE'S 
PATENT 

COLT 


Decidedly  the  best  Pat- 
ent Leather  ever  put 
in  boots  or  shoes. 

It  is  a  clear  fine-grained 
leather  with  a  beautiful 
lustre  and  shiny  appear- 
ance. 

It  is  good-wearing, easy 
on  the  feet  and  helps  to 
make  shoes  have  a  nice 
stylish  and  dressy  ap- 
pearance. 

Clarke's  Patent  Colt 
cuts  very  economically 
and  is  really  better  than 
any  other  kind  of  pat- 
ent leather  made  and 
gives  far  better  satisfac- 
tion, so  why  not  have  it? 

A.  R.  CLARKE  &  CO. 

LIMITED 

Toronto  -  Canada 

Montreal  Branch :  62  Victoria 
Square,  Montreal,  P.  Q. 
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ON  THE  LEATHER  BEHIND  THE  SHOE 
THE  SALES  DEPEND 

That's  as  true  as  you  live,  Mr.  Shoemaker. 

You  may  get  the  nobbiest,  new-born  styles  fresh  from 
where  fashions  are  set,  you  may  employ  the  best  artisans 
the  world  can  produce,  and  study  till  your  eyes  grow  dim, 
but  if  the  leather  isn't  right  you've  worked  in  vain. 

Do  you  use  calf  leather  for  winter  shoes  ?  Then  a  big, 
husky  opportunity  named  "Endural"  is  hammering  at  your 
door.  It  is  a  heavy-weight  waterproof  calf  that  is  as 
absolutely  moisture-proof  and  damp-resisting  as  the  feathers 
on  a  duck. 

So  shake  yourself  free  from  the  yoke  of  imported 
viscolized  leathers,  for  "Endured"  will  be  to  you  all  that 
the  "foreigners"  ever  were— and  more. 

For  every  foot  used  means  4  cents  saved— in  all  about 
80c.  per  skin.  Why  it's  just  like  coining  money  to  use 
this  leather  of  ours. 

"Endural"  will  always  stand  behind  your  shoes  and 
'twill  make  for  them  friends  galore.  "Endural"  will  always 
be  the  same  dependable,  continuously-satisfactory  winter 
leather. 

Made  in  2  colors  No.  22  and  No.  44,  in  4  weights,  for 
p<t  v    1   men  and'  women.  1 

:  ..v  v,  md  you  get  samples  ?    They're  yours  for  the  asking. 

DAVIS  LEATHER  COMPANY  LIMITED 

NEWMARKET  ONTARIO 
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The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  RELLEY  <SL  CO., 

LYNN,  Mass.,  U.S.A. 


Canadian  General  &  Shoe  Machinery 
Company,  Limited  -  -  levis,  p.q. 

RRNEST  CARON,  nANAGING  DIRECTOR 

GENERAL   CONTRACTORS   &  ENGINEERS 
BRASS  &  IRON  DECORATORS 

nanufacturers  of  NON-ROYALTY  Shoe  machines 
Standard  Screw,  Slugger,  Loose  Nailer 
Heeler,  Horn  Pegging  riachine 
and  other  machines 

COflPLETE  QOOOYEAR  SYSTEfl 

Absolute  control  of  sale  for  Canada  of  "Fortuna"  Skiving,  Lasting. 
Studding  and  Riveting  Machines.  WIRE  of  every  description  for 
Slugger  and  Standard  Screwing  Machines.  Brass  and  Steel  Nails  for 
Loose  Nailer. 


THOMSON 

ENGRAVING  CO 

TELEPHONE  ♦  MAIN  5489 
216  ADELAIDE  ST  W  TORONTO 


IjPRO] 


ATENTS 


We  solicit  the  business  of  Manufacturers, 
Engineers  and  others  w  ho  realize  the  advisabil- 
ity of  having  their  Patent  business  transacted 
bv  Experts.  Preliminary  advice  free.  Charges 
moderate.  Our  Inventor's  Adviser  sent  upon 
reauest  Marion  &  Marion,  New  York  Life  Bld& 
Jttontreal :  and  Washington,  D.C..  U.S-&. 
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HONEST  STAPLES 


When  you  sell  a  man  a  pair  of  shoes  do  you  expect  to  see  him 
in  your  store  again? 

Or  do  you  feel  rather  doubtful  about  it,  because  of  the  line  of 
staples  you  are  selling? 

Put  in  a  stock  of  that  reliable  "Yamaska  Brand"  and  be 
certain  that  each  sale  of  the  present  means  more  sales  for  the 

future.     -  ?'M';:f    ^X1!^^!/^"^^^  .}■' 

Made  honestly,  to  fit  right  and  serve  their  wearers  well, 
"Yamaska  Brand"  Boots  and  Shoes  make  fast  friends 
wherever  they  go.  You  can  recommend  them  conscientiously. 
They  are  never  found  wanting.  f  ' 

J.  A.  &  M.  COTE 

ST.  HYACINTHE,  QUE. 


—MULE— 

If  you  cut  "Split"  Gloves  and  Mittens  don't  forget  the 
.  .  P.  &  V.  Lines.  '  ■ 

Largest  Tanners,  widest  range  of  colors,  most  uniformly 
;  ;\   selected  and  always  soft. 

Try  '  Sample  Dozens 


PHSTER  &  VOGEL  LEAIHHt  CO 


MILWAUKEE 


S. 


BOSTON.  4  i 
NSW  YORK. 
CHICAGO. 


ST.  LOUIS. 
ST.  PAUL. 
CINCINNATI. 


Distributors  ; 
SAN  FRANCISCO. 
NEW  ORLEANS. 
GLOVERSVILLE. 


LONDON,  ENOtAKD. 
FRANKFURT,  O-M.,  GSKMAMT. 
PARIS,  FRANCE 


Address  all  corresponded  to  Boston  Office;,  85-89  South  Street,  BOSTON,  MASS. 


The  standard  for  style,  fit  and  quality  in 

Rubber  Footwear 

Don't  place  any  orders  for  next  season  till 
you've  seen  the  new  goods  and  new  prices. 
YOU    WONT    LOSE  ANYTHING. 

MANUFACTURED  SOLELY  BY 

The  Gutta  Percha  &  Rubber  M'fg  Co. 

Of  Toronto,  Limited 

Head  Offices:    47    YONGE   STREET,  TORONTO 

{Not  in  any  Trust.) 


Selling  and  Distributing: 


TORONTO 

W.  B.  HAMILTON  SHOE  CO.  Ltd. 
D.  D.  HAWTHORNE  &  CO. 
J.  D.  KING  CO.  Ltd. 

HAMILTON 

the  john  Mcpherson  co.  Ltd. 

i  LONDON 

STERLING  BROS.  Ltd,  ;;'  , 
COATES,  BURNS  &  WANLESS. 

COLLINQWOOD 

C  STEPHENS  CO.  Ltd. 


MONTREAL 

JAS.  LINTON  &  Co. 
PLYDE  SHOE  Co. 
CANADA  SHOE 
G.  P,  &R.  M'F'GCO,  of  Toronto,  Ltd. 

QUEBEC 

J.  H.  LAROCHELLE, 
PICHER  &  CO. 

MARITIME  PROVINCES 

WATERBURY  &  RISING 

ST.  JOHN,  N.B. 

J.  W.  BOYER  &  CO. 

VICTORIA,  N.B. 


Agencies: 

f  WINNIPEG 

W.  A.  MARSH  CO.  WESTERN  Ltd. 
The  WINNIPEG  RUBBER  CO.  Ltd. 

MOOSE  JAW 

MITCHELL,  HBMBROFF,  * 

MAYBEE,  Ltd. 

CALGARY 

Thb  WINNIPEG  RUBBER  CO.  Ltd. 

VANCOUVER 

VANCOUVER  RUBBER  CO.  Ltd. 
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He  can  deliver 
the  goods 

€|  When  a  man  has  put  as  many  years  and  as 
much  study  into  the  buying  and  selling  of  any 
commodity  as  James  Robinson  has,  he  is 
justified  in  being  proud  of  his  work.  James 
Robinson  feels  proud  and  well  he  might.  He 
has  "delivered  the  goods"  for  so  many  years  now 
that  he  thoroughly  understands  the  wants  of  the 
Canadian  Shoe  merchant. 

C|  Boots,  Shoes,  Rubbers,  etc.,  he  has  bought 

and  sold  in  ever  increasing  quantities. 

f|  The  very  fact  of  this  steady  increase  in  his 
business  is  evidence  that  he  has  given  entire 
satisfaction.  If  it's  staples  you  need,  he  can 
supply  you.  If  it  is  rubber  footwear,  he  has  it. 
If  it's  something  out  of  the  ordinary  or  some- 
thing you  need  in  a  hurry,  you  can  get  it  from 
him — and  get  it  when  you  want  it.  No  matter 
what  you  order  in  the  boot  and  shoe  line 
you  wont  "stump"  him. 

C|  His  prices  are  so  reasonable  you'll  be  doubly 

pleased. 

JAMES  ROBINSON 

182-186  McGILL  ST.  MONTREAL,  QUE. 
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McKays  and 
Turns 

Hens,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  ©.  SON 

Manufacturers  to  the  Jobbers 

583-585  St.  Timothy  St.  Montreal 


Where 

Amherst  i 
make  : 

EXCELS 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stocl( 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Setting  Agents ; 


CHICAGO  TANNING  COMPANY 


Office  and  Salesroom 

130  IV  Michigan  Street 


1'BOSTON 
128  Summer  St 


CHICAGO,  U.S. 


OLOVERSVILLE.  N  V 
1 1  Cayadutta  St 


Dayton  and  Blackhau)t\  Sis. 

ST.  LOUIS.  MO 
811  Lucas  Ave 


QUALITY  COUNTS 


and  that  is  why  our 

SHOE  TACKS 
SHOE  NAILS 
SHOE  RIVETS 

give  such  universal  satisfaction. 

They  are  made  from  the  best  material  that  can 
be  secured  for  the  purpose  while  such  care  is 
given  to  each  process  of  manufacture  as  to  guar- 
antee the  production  of  goods  that  will  meet 
every  reasonable  demand  made  upon  them. 

The  Montreal  Rolling  Mills  Co. 

MONTREAL 
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Guarded 


If  the  eyelets  in  the  shoes  you  purchase  have  the  little  diamond 
Trade  Mark  on  the  surface,  as  shown  above,  they  are  the  genuine  Fast  Color, 
the  only  kind  (and  we  want  particularly  to  impress  this  fact)— the  only  kind 
that  can't  grow  brassy,  and  always  look  new. 

None  but  the  genuine  Fast  Color  Eyelets  have  the  diamond  Trade 
Mark.  They  have  been  placed  there  to  safeguard  the  shoe  wearer  as  well 
as  the  shoe  dealer  from  every  possibility  of  deception.  They  are  one  of  the 
most  prominent  earmarks  of  a  good  shoe.  Millions  of  magazine  readers  are 
learning  each  month  of  Fast  Coloi  Eyelets  and  the  method  of  distinguishing 
them.    We  will  gladly  mail  descriptive  booklet  and  samples  on  request. 


United  Shoe  Machinery 
Company  o/  Canada 

Office  and  Factory: 

Lagauchetiere  and  St.  Monique  Streets,  Montreal 
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TRY  OUT  THESE  TWO  NEW  LEATHERS 
IN  YOUR  NEXT  FALL  LINES 


"Endural"  is  not  an  ordinary  waterproof  leather  for  it's  made  in  a  different 
way.    It  sheds  the  water  and  keeps  out  the  dampness  like  rubber  does. 

Try  it  once  and  forever  more  you'll  hang  out  the  "Busy"  sign  to  American 
viscolized  leathers.   For  "Endural"  will  serve  you  better  and  cost  you  less. 

Four  cents  of  the  coin  of  the  realm  you'll  save  with  every  foot  you  use-just 
80c  per  skin  to  add  to  your  profits. 

And  the  sooner  you  use  it  the  more  it  will  save  you. 

Don't  lose  another  cent  but  write  us  to-day  for  samples. 

In  two  colors-numbers  22  and  24.    In  four  weights  for  men  and  women. 

WASHABLE  COLORED  LEATHERS 

COLORED  LEATHERS  WHICH  WILL  NOT  SOIL,  how  you  have  hoped  and 
prayed  for  them  as  you  watched  the  open-grained  leathers  passing  through  the 
factory,  dirt  and  stains  and  finger  marks  striking  right  into  the  grain. 

You  needn't  worry  anv  longer  for  our  Tan  Chrome  Russia  No.  88  and  London 
Brown  Chrome  Russia  No.  88  will  make  all  those  troubles  a  thing  of  the  past 

Our  new  special  treatment  in  finishing  keeps  the  pores  open,  doesn  t  in  the 
slightest  break  the  grain  but  it  does  make  the  leather  impervious  to  dirt,  stains 
and  fingermarks  which  can  afterwards  be  easily  washed  off. 

Write  us  to-day— don't  put  it  off. 

DAVIS  LEATHER  COMPANY  LIMITED 

NEWMARKET  ONTARIO 


4 


THE  SHOE  AND  LEATHER  JOURNAL 


Good  Bye 
To  Corns 


No  Corns 
No  Bunions 
No  Callouses 


Foot  Comfort 
Toe  Room 
Easy  Tread 


IJ  The  Professor  Gold  Cross 
Shoe  is  an  enemy  to  corns.  It 
is  a  stylish  shoe  made  of  soft- 
est kid  ;  while  not  loose  and 
unwieldy  it  has  room  for 
every  toe.  Its  medicated, 
cushioneted  inner  sole  gives 
a  light,  springy  tread  and  is 
so  soft  and  easy  to  the  foot 
that  callouses  cannot  form. 
Not  built  for  cranks  but  for 
sensible  people  who  prefer 
foot  comfort  to  corns. 

Be  Tebbutt  Shoe 
&  Leather  Co'y 

THREE  RIVERS,  QUEBEC 
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THE   BRAND   THAT   STANDS    FOR  THE 
NEWEST   AND    BEST   IN  RUBBER 
FOOTWEAR 


Kaufman's 
Life-Buoy  Rubbers 


NOT  MADE 
BY 

A  TRUST 


The  New  Double  Heel— A  reinforcement  where  most  needed 

NO    EXTRA  CHARGE. 

THE  KAUFMAN  RUBBER  CO.  LIMITED 


PROMPT      SORTING  FROM 


Ottawa 
281  Wellington  Street 

Charlottetown  P.E.I. 
Charlottetown  Rubber  Co. 


Toronto 

76  YorK  Street 

Winnipeg 

G.  G.  Lennox,  159  Portage  Ave.  E. 


Montreal 

310  Craig  W. 

Calgary 

John  Palmer,  Blow  Bldg. 


Truro,  N.S. 


Edmonton 

Geo.  StocKand 


Head    Office   and    Factory:    BERLIN,  CANADA. 


AN   INDEPENDENT  COMPANY. 
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Metallic  Heels  and  Counters 


(MADE  of  STEED 


Are  the  best  wear  resisters  ever  invented.  Shoes  that  are  sub- 
ected  to  rough  usage  invariably  show  the  first  signs  of  wear 
at  the  heels,  and  when  the  counters  break  down  or  wear 
through,  the  shoes  are  practically  worn  out.  Metallic  heels 
and  counters  take  absolute  care  of  these  important  parts  of 
the  shoe,  as  the  heels  cannot  wear  uneven  or  the  counters 
break  down  where  they  are  used,  and  they  do  not  add  to 
weight.    Full  Information  Gladly  Sent  Upon  Request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  MONTREAL,  QUE. 
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THE  SHOES  WITH  THE 

Brands  Worth  Looking  For 

It  is  something  more  than  quality  that  makes 
"Imperial,"  "Beaver,"  and  "  Maple  Leaf"  brands 
worth  looking  for.  It  is  UNIFORMITY  of 
QUALITY;  a  constant  consistent  goodness 
that  enables  you  to  rest  secure  in  the  know- 
ledge that  every  pair  you 


Our  travellers  are  on  the 
road  with  samples  for 

SEASON  OF  1911 


of  Hirst's  and  Tricket's  fam- 
ous English  Slippers,  in 
felt  and  velvet.  They  are 
top-notchers  in  this  line. 
Many  new  ideas,  dainty 
styles  and  pleasing  colors 
make  them  right-off-the-bat 
sellers.  Elmira  Felts,  Lum- 
berman's Knit  Stockings, 
Moose  Moccasins,  Sheep- 
skin Wool-lined  Moccasins, 

"Maple  Leaf"  brand  oil  tan  Packs  and  Palmer's 
celebrated  "Moose   Head"  brand  oil  tan  Packs. 


buy  will  be  right -up- to - 
sample,  and  perhaps  a  little 
better. 


The  "Imperial" and  "Bea- 
ver" brands  are  fine  high- 
grade  shoes  for  Men  and 
Women.  The  "Maple  Leaf" 
brand  is  an  all  solid  leather 
line  for  all  the  family.  It's 
the  line  you  may  depend  on. 
Every  pair  guaranteed. 


McLaren  ®  Dallas 


WHOLESALE  DISTRIBUTORS  OF 
BOOTS,    SHOES   AND  RUBBERS 


30    FRONT   STIVE- ET  W. 


TORONTO 
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We  Can 


Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.  - 


MONTREAL,  QUE- 
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Mi-Lady's  Rubbers 


With  their  light  weight,  dainty  lines  and  reasonable  price 
"  Canadian  "  Rubbers  will  appeal  at  once  to  your  lady 
customers — for  Mi-Lady  was  ever  a  shrewd  buyer.  The 
service  which  these  high-grade  rubbers  will  give  her,  will 
make  of  her  an  "  always-Canadian  "  buyer. 


A  "  Canadian  "  Rubber  fits  so  closely  and  yet  so  gently  as 
to  seem  part  of  the  shoe. 

Each  rubber  bears  our  well-known  trade  mark  which  is  a 
guarantee  that  it  is  made  of  the  best  rubber  by  experi- 
enced workmen  and  will  give  satisfaction. 


THE    CANADIAN    RUBBER  COMPANY 

of  Montreal,  Limited 

D.  LOR.NE  McGlBBON,  Vice-President  and  Gen.  Manager. 
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We  Serve  Two  Classes 
 of  Customers  = 

Those  who  desire  only 

Young  Men's  styles,  full 

of  snap  and  go;  and  those 

who  want  conservative 

styles  that  are  repeaters, 

and  onlyrequire  sizing  up. 

To  both  of  these  classes  we 
give  the  results  desired. 

If  we  are  not  serving  you, 
give  us  a  chance. 


The. 


E.  McKEEN  CO. 


Leather  of  Merit 


Makers  of  Fine  Shoes 
in  Welts  and  McKays 


QUEBEC  QUEBEC 


The  modern  shoe  man- 
ufacturer when  approached 
with  a  leather  proposition 
considers: — 

i  st — Quality 

2nd — Cutting  Economy 

3rd — Delivery 

4th — Price 

"Davis  Pebble"  embodies 
all  four.  It  has  made  a 
reputation  for  itself 
throughout  the  trade,  in 
Appearance,  Feel  and 
Wearing  Properties. 

In  cutting  economy  it 
compares  more  than  favor- 
ably with  any.  We  aim  to 
have  our  stock  run  uniform 
in  substance  thro  bellies 
and  flanks. 

Our  increased  capacity 
enables  us  to  assure  cus- 
tomers of  prompt  deliveries 
at  all  times.  The  price 
is  right. 

If  you  are  a  user  of 
Pebble  you  can  afford  to 

CUt  NO  OTHER. 


A.  DAVIS  &  SON,  Limited 

KINGSTON  TANNERY 

KINGSTON    -    -  CANADA 
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Black  Diamond  Chrome  Patent  Leather— 
is  being  produced  at  the  rate  of  3000  sides 
per  day.  Its  superior  quality  is  accountable 
for  such  a  demand. 

Tan  Gun  Metal  Calf—  especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 

95  SOUTH  STREET,  BOSTON 

ST.  LOUIS  CINCINNATI 


NEW  YORK 
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ONE  OF 
OUR  NEW 
BEAUTIES 


Here's  a  high-class  Ladies 
Button  Shoe  in  Velour  Calf, 
Goodyear  Welted  Sole  and 
two-inch  Cuban  Heel.  :: 

You  will  find  this  a  ready 
seller.        ::  - 


WE  HAVE 
OTHERS 
JUST  AS 
SALEABLE 


Shoe 

Satisfaction 

We  have  always  aimed  to  be  so 
exacting  in  regard  to  the  quality 
and  style  of  our  shoes  that  they 
may  be  as  near  perfect  as  possible. 
As  a  result  of  this  aim  toward 
perfection 

McCready  Shoes 

have  each  year  become  more  and 
more  popular. 

The  shapes  and  styles  we  are 
showing  for  191  i  are  much 
better  than  ever  before  and  the 
quality  is  that  same  McCready 
quality  which  has  always  spelt 
satisfaction  to  the  wearer  and 
increased  business  to  the  dealer. 

The  James  McCready  Co. 


Limited 


Montreal-Winnipeg-Calgary-Edmonton 

CLARENCE  K  SMITH 
Vice  President  and  General  Manager 
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being  made  of  solid 
leather  is  not  only 
a  wearer,  but  also 
^trade  winner  and 
business  builder 


After  all  has  been  said,  the  final  test 
of  a  Shoe  is  its  Wearing  Qualities 


L.  HIGGINS  &  CO. 


MONCTON 
YARMOUTH 
HALIFAX 


MULE 


If  you  cut  "Split"  Gloves  and  Mittens  don't  forget  the 
P.  &  V.  Lines. 

Largest  Tanners,  widest  range  of  colors,  most  uniformly 
selected  and  always  soft. 

■  Try  Sample  Dozens 


PFISTEt  &  VOGEt  lEAlMEi  CO 


MILWAUKEl 


WIS. 


BOSTON. 
NEW  YORK. 
CHICAGO. 


ST.  LOUIS. 
ST.  PAUL. 
CINCINNATI. 


Distributors  : 
SAN  FRANCISCO. 
NEW  ORLEANS. 
GLO  VERSVILLE . 


LONDON,  England. 
FRANKFURT,  O-M.,  Germany. 
PARIS,  FRANCE 


Address  all  correspondence  to  Boston  Office,  85-89  South  Street,   BOSTON,  MASS. 
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Shines 

Where 

Ever 

The 

Sun 

Does 


There  is  a  Nice  Little 
Profit  for  You  In 
Every  "Nugget"  Outfit 

And  you  can  get  it  so  easily.  Exten- 
sive advertising  has  made  "Nugget"  a 
household  word  throughout  Canada.  It 
is  so  convenient,  so  cleanly,  gives  such 
a  brilliant  waterproof  polish  and  is  the 
most  economical  shoe  dressing  sold. 
<I  Ask  us  to  send  you  particulars  of  our 
proposition   for  increasing  your  profits. 

The  Nugget  Polish  Co.  Ltd. 

TORONTO         -  HALIFAX 


How's  the  Backbone  <} 
 Of  Your  Business  • 

Staples  are  the  backbone  of  the  shoe  business.  If  your  back- 
bone be  weak,  how  then  shall  you  stand  against  competition? 

Surpass  Shoes,  because  of  their  genuine  merit,  will  give 
strength  to  any  shoe  business. 

Handle  these  shoes,  and  it  will  not  be  a  case  of  whether  you 
can  stand  against  competition,  but  of  whether  your  competitor 
can  stand  against  you. 

The  Louis  Gauthier  Co.,  Ltd. 

QUEBEC  -  QUEBEC 
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Age  Before  Glove  Leather  Beauty 

The  beauty,  or,  in  other  words,  the  qualities  you  most  desire 
in  glove  leathers  can  be  attained  only  after  proper  ageing. 
And  this  ageing — so  necessary  to  real  goodness — must  be 
done  in  the  white  or  tanned  state,  before  coloring. 

We  are  just  coloring  now  the  skins  we  tanned  in  June  last. 
Six  months  of  this  beauty-bringing  "tan-age"  goes  before  the 
coloring  into  every  skin  we  sell,  and  ensures  that  fine  glove- 
quality  our  Kids,  Suedes  and  Fleshers  display. 

WE  SHIP  IMMEDIATELY. 

National  Leather  Co.  of  Canada,  Limited 

TORONTO      -      -  ONTARIO 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


16 


THE  SHOE  AND  LEATHER  JOURNAL 


No.  1896 

Brass  Stand  on  Porcelain  Base 
with  10  Simplex  Arms.  Fancy 
Tube    and   Very  Ornamental. 


SHOE  STOOL  AND  FOOT  REST 

Frame  Antique  Copper  Finish.  Corded 
Rubber  Inlaid  Foot  Rest.    Golden  Oak  Finish. 


A  complete  line  of  shoe  store 
furniture  and  fittings  on  hand 

NON-RIP  SANDALS 
INFANTS'  FOOTWEAR 
LADIES'  BOUDOIR  SLIPPERS 

PHILIP  JACOBI 


NO.  1835 — SINGLE 

Patent  Boot  Stand.  To  show 
straight  or  tilted,  with  Brass  Orna- 
mental Stem,  Black  Porcelain, 
Gold  Lined  Base.  Made  in  four 
heights,  10  inch,  14  inch,  18  inch 
and  24  inch. 


LACES 

AND  ALL  SHOE 
STORE  SUPPLIES 


5  WELLINGTON  EAST 

TORONTO 


AN  UP  TO  DATE  MANUFACTURER 

Cannot  afford  buying  cheap  machines,  because 
they  are  too  expensive. 

More  than  600  MOENUS  Sand  Knife 
Splitting  Machines 

Were  delivered  to  all  parts 
of  the  world.  More  than 
30  machines  were  delivered 
to  America; 

Write  for  our  prices 


Present  Yearly  Output  over  100  Machines 


OENUS  MACHINE  WORKS 

FRANKFURT-ON-MAIN,  GERMANY 
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GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  A 

THIS  OUTFIT  contains  every  machine  required 
for  doing  repair  work  of  the  highest  grade 
economically  and  quickly.   They  are  all  mounted 
on  a  substantial  frame,  with  shaft  running  entire 
length,  from  which  all  machines  are  driven.  No 
overhead  shafting  is  required.    It  occupies  the 
smallest  possible  amount  of  room  consistent  with 
obtaining  the  best  results  and  has  the  following 
machines:  One  Goodyear  Rapid  Stitching  Machine 
making  lock-stitch,  one  Forepart  Trimming  Machine 
with  Shanking-out  Device  and  Cutter  Grinder,  one 
Buffing  Shaft  and  one  Finishing  Shaft. 

H  We  would  be  pleased  to  send  descriptive  Folder 
and  any  information  regarding  it,  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 


OF  CANADA 
LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS 


MONTREAL,  QUE 


244  Adelaide  Street  West,  TORONTO 


492  St.  Valier  Street,  QUEBEC 
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HAVE  YOUR  CATALOGUE  LOOK 
DIFFERENT  FROM  THE  REST 

(J  Our  Editorial  Department  received  63  catalogues 
from  all  over  Canada.  Eleven  of  these  were  designed 
and  printed  by  a  shop  with  only  one  artist  at  its  dis- 
posal. We  knew  it  without  looking  for  the  name — 
they  all  looked  alike. 

•J  Do  you  want  your  catalogue  that  costs  you  hun- 
dreds of  dollars  to  look  like  others  the  retailer  receives. 


OUR  DESIGNERS 

C]J  We  have  three  designers  in  our  own 
employ — and  they  are  all  good  men. 

C|  Further,  we  are  located  in  the  art 
centre  of  Canada,  and  at  a  day's  notice 
can  command  the  services  of  any  of  fifty 
of  the  best  men  in  the  country. 

<|  We  do  not  claim  that  our  designs 
are  given  free.  No  one  else  can  do  so 
truthfully.  Our  designs  are  so  valuable 
that  they  have  to  be  figured  in  cost — 
but  they  cost  us  but  a  fraction  of  what 
the  same  work  would  cost  you. 


OUR  EQUIPMENT 

<][  The  quality  of  our  work  could  only 
be  arrived  at  by  uniformity  of  equipment. 
It  is  admitted  that  the  "Miehle"  is  "the 
highest  class  cylinder  press  on  this 
continent.  The  "OO"  is  proven  the 
more  practical  size.  We  have  nine 
"OO  Miehles"  for  our  catalogue  work. 

«fl  Our  Monotype  casting  machines  give 
us  practically  unlimited  variety  of  the 
correct  display  type— all  type  in  our 
catalogues  from  now  on  will  be  ab- 
solutely new — not  a  worn  letter. 


If  you  really  do  want  a  well  designed  catalogue — 
one  that  will  not  look  like  so  many  others — one  that 
will  be  high-class  in  every  way — let  us  know.  Good 
work  cannot  be  completed  in  a  day,  and  the  season 
for  new  catalogues  is  with  us. 

MonUea,  Branch,  ActOIl    Publishing    CO.  Ltd. 
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AMERICAN  LEATHER  MARKET  DULL. 

Many  of  the  tanneries  across  the  border  have 
practically  closed  up  shop.  For  some  time  trade  has 
been  very  quiet  with  prices  falling  noticeably.  This 
condition  is  most  evident  among-  the  sole  leather 
tanners.  Upper  leathers  are  also  a  little  quiet.  There 
are  several  reasons  offered  for  this  condition.  The 
popularity  of  fabrics  is  blamed  by  some,  but  this  is 
stretching  the  point  a  little  too  far.  Business  all  over 
the  States  is  very  quiet  in  many,  many  lines,  and  the 
leather  industry  suffers  with  the  rest.  Every  day  we 
are  more  happy  that  we  are  living  in  the  prosperous 
Land  of  the  Maple. 

RUBBER  LOWER. 
Two  weeks  ago  we  quoted  $1-35  for  finest  up- 
river  Para.    At  date  of  writing  the  price  is  $1.18  and 
few  takers.    A  falling  market  is  axiomatically  a  dull 
one    What  with  increased  transportation  facilities  m 
British  Guiana,  the  completion  of  the  Madiera-Mamore 
railway  in  the  Amazon  region,  the  increased  quantity 
of  high-grade  plantation  rubber  coming  out,  and  gen- 
erally quiet  conditions  the  world  over,  rubber  prices 
are  in  trouble.    Even  the  automobile  industry  bears 
its  share  of  the  blame-and  justly.    Fewer  automobiles 
are  being  made  and  fewer  cars  means  fewer  new  tires. 
Automobile  tires  are  at  present  quoted  20  per  cent, 
less  than  a  few  months  ago,  and  they  may  go  lower 
yet. 

WHAT  YOU  WILL  PAY  FOR  RUBBERS. 


The  trade  in  Canada  is  mainly  interested  m  how 
raw  rubber  prices  combined  with  competition  will 
affect  prices  to  the  Canadian  retailer.  They  are  most 


certainly  having  some  effect  right  now— and  rather  a 
peculiar  one.  Tennis  lists  for  two  of  the  largest  com- 
panies have  been  seen  and  compared.  Both  of  these 
were  issued  within  a  few  days  of  each  other,  and  both 
have  since  been  altered  in  minor  points.  The  mam 
result  with  which  you  are  concerned  is  that  many  of 
the  lines  are  quoted  at  prices  that  represent  a  net  cost 
to  the  dealer  that  is  less  than  that  paid  in  the  United 
States.  This,  in  spite  of  the  fact  that  American  in- 
dividual factories  have  an  output  far  larger  than  any 
Canadian  one.  With  cotton  canvas,  plant  and  labor  as 
high,  if  not  higher,  than  ever,  what  can  be  the  reason? 
None  of  the  factories  contemplate  doing  business  at  a 
loss,  so  that  it's  not  a  case  of  -where  did  the  money 
come  from?"  but  "where  did  the  money  go  to?" 

SHOE  STYLES  FOR  FALL. 

The  fall  season  used  to  be  one  that  brought  out 
practically  no  style  changes.   The  last  few  years,  how- 
ever, conditions  have  been  changing.    Keener  com- 
petition and  rapid  appreciation  of  the  high-grade  Can- 
adian shoe  has  been  forcing  out  a  greater  number  of 
new  ideas.    It  is  a  little  early  yet  to  give  an  accurate 
idea  of  all  the  new  things  coming  along,  but  a  few 
of  the  factories  are  now  at  work  on  the  early  sets  that 
will  be  on  the  road  in  March.    In  the  men's  shoes 
higher  heels  will  have  control.    Heels  from  12-8  to 
15-8  will  be  shown.    Lasts  with  high  ridged  toes  and 
short  foreparts  will  be  very  prominent.    Straight  tread 
and  wide  swing  will  both  be  in  evidence.    A  few  heavy 
oxfords  will  be  sampled— this  is  rather  unusual.  Me- 
dium tans,  bronze  and  gun  metal  will  be  represented, 
more  for  evening  or  dress  wear.    Waterproofs  will 
be  made  up  in  brighter  styles  than  heretofore.  Closer 
trimmed  edges  will  be  popular  in  the  better  shoes. 
Women's  shoes  will  continue  to  show  Cuban  heels 
and  extremely  short  vamps.    Tips  will  be  plain.  Me- 
dium tans,  bronze  and  gun  .metal  will  be  represented 
as  will  a  line  of  patents  without  tips.  Velvets,  craven- 
ettes  and  satins  will  be  the  popular  fabrics.    By  the 
way,  fabrics  in  tops  will  be  strongly  shown— how  they 
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will  sell  we  cannot  say.  Their  wear  will  be  very  un- 
satisfactory. 

FACTORIES  CARRYING  STOCK. 

The  weakness  of  the  system  of  the  factories  sell- 
ing direct  to  the  retail  merchant  has  been  that  it  was 
practically  impossible  to  "sort  up"  from  them.  They 
carried  next  to  no  stock  at  all.  This  was  all  in  favor 
of  the  jobber  who  could  ship  the  same  day  as  ordered. 
Recently  a  few  of  the  factories  have  been  making  for 
their  ••carried  in  stock"  department.  The  policy  has 
already  proven  itself.  The  idea  is  not  to  carry  a  full 
line,  but  to  have  on  hand  a  few  of  each  of  the  most 
popular  lines  ready  for  immediate  shipment.  They 
will  not  be  able,  nor  do  they  pretend,  to  carry  stock 
sufficient  for  a  full  order ;  but  merely  a  number  of  pairs 
sufficient  for  the  emergency  needs  of  their  cus- 
tomers. This  is  a  great  protection  for  the  retailer. 
He  can  always  be  sure  of  keeping  his  stock  right  up 
to  the  mark. 

HIGH  TOE  TROUBLES. 

In  view  of  the  checked  appearance  of  the  high- 
toed  shoe— particularly  in  patent  leather— and  the  dis- 
satisfaction it  causes,  an  explanation  is  due  you. 
This  checked  appearance  is  most  noted  when 
the  lasting  is  done  by  machines.  Hand-lasting  does 
the  work  as  it  should  be  done,  but  hand-work  on  the 
high  toe  is  very  expensive.  The  pull  when  lasting  a 
high  toe  has  to  take  place  just  as  in  lasting  a  flat  toe 
—in  order  to  bend  the  leather  first  over  the  toe  and 
hold  it  there  while  the  machine  works  the  leather 
down  to  the  last  in  the  hollow  back  of  the  toe.  Plain 
force  is  all  that  can  be  used  to  bring  the  upper  down 
and  obviously  the  higher  the  toe  the  greater  the  force 
necessary  and  the  greater  the  strain  on  the  leather. 
Further,  after  this  is  done,  the  toe-gripper  releases  the 
leather  in  order  to  permit  the  workman  to  finish  this 
work  by  the  use  of  the  hand  levers  controlling  the  tip- 
jaws.  Then  the  lasting  tacks  are  driven  in  by  the 
machine,  but  just  as  they  are  being  driven  the  grippers 
are  released  and  also  the  part  holding  down  the  upper 
back  of  the  toe.  Thus  the  leather  is  hardly  ever  down 
to  the  wood  when  the  lasting  tacks  are  driven  home. 
What  use,  then,  are  all  the  precautions?  Of  course, 
the  same  conditions  are  practically  true  in  the  case 
of  the  lower  toe,  but  in  the  latter  case  the  stretch  on 
the  leather  is  not  nearly  so  great  and  its  effects  nil. 
Lasting  high  toes  correctly  by  machine  is  a  serious 
problem. 

FITTING  RUBBERS. 

More  than  ordinary  attention  should  be  given  to 
•the  correct  fit  of  a  rubber  shoe.  Its  life  and  the  con- 
sequent satisfaction  of  your  customers  depends  on 
your  success  in  giving  a  correct  fit  every  time.  Your 
clerks  should  have  this  fact  firmly  impressed  on  them. 
The  many  fittings  sometimes  necessary  do  no  little 


damage  to  the  unpurchased  rubbers.  A  soiled  rubber 
does  not  look  well  to  the  next  customer.  A  progres- 
sive Winnipeg  merchant  has  got  around  the  trouble 
in  a  unique  way.  When  a  customer  for  a  pair  of  rub- 
bers enters  his  store  on  a  muddy  day  he  takes  the 
measurement  of  the  old  shoe,  takes  it  off  and  puts  a 
new  one  on  the  customer's  foot.  In  this  way  he  not  only 
fits  a  rubber  correctly  and  saves  the  appearance  of  his 
stock,  but  many  times  sells  a  new  pair  of  shoes.  That 
is  an  idea  well  worth  adopting  into  your  own  family. 

THE  PLACE  OF  THE  JOBBER. 

The  trade  of  the  shoe  jobber  has  developed  mar- 
vellously in  the  last  decade.  Prosperous  wholesalers 
have  their  warehouses  in  every  city  of  importance  in 
Canada.  In  the  West,  Winnipeg,  Calgary,  Edmonton 
and  Vancouver  have  long  since  become  distributing 
centres  for  shoes  and  newer  towns  now  come  into  the 
limelight.  In  Ontario,  London,  Hamilton,  Toronto 
and  Ottawa  are  the  main  points.  Quebec  is  well  re- 
presented by  the  cities  of  Montreal  and  Quebec  along 
with  smaller  places,  such  as  Fraserville  in  the  far 
eastern  division.  In  New  Brunswick,  Moncton, 
Fredericton,  St.  John  control  the  trade  with  import- 
ant factories  in  smaller  towns.  Amherst,  Halifax  and 
Yarmouth  are  the  wholesale  centres  of  Nova  Scotia. 
That  is  surely  a  complete  chain  for  a  country  of  but 
10,000,000  people,  including  the  Chinese.  The  jobber 
is  the  result  of  past  and  present  economic  conditions. 
Manufacturers  demand  cheap  distribution,  the  whole- 
saler fills  the  bill.  Retail  merchants  demand  quick  and 
frequent  distribution,  the  jobber  is  on  the  job.  Retail- 
ers anxious  to  extend  and  embryo  merchants  desiring 
a  line  of  credit  look  for  some  one  and  see  the  whole- 
sale merchant  first.  In  spite  of  the  discussion  anent 
the  jobber  across  the  border,  he  is  in  Canada  to  stay. 
The  great  objections  to  the  wholesaler  in  the  eyes  of 
one  class  of  manufacturers  is  that  he  buys  close — he 
has  to,  to  sell  at  a  profit.  In  the  eyes  of  the  other 
manufacturer  he  is  a  man  giving  credit  to  whosoever 
asks.  There  have  been  men  of  this  later  stamp  in  the 
business  but  they're  not  here  now — they  gave  their 
own  credit  away  when  they  gave  others  credit.  There 
will  be  more  of  them  come  along — but  they  will  get 
theirs  also.  .In  Canada  the  jobber  will  remain  long- 
past  our  day  to  do  clean  business  at  a  good  profit. 

OUR  BANKS  AGAIN. 

The  Farmers'  Bank  failure  is  still  in  the  limelight 
in  the  East.  The  deeper  the  investigators  dig,  the 
more  mud  they  bring  to  the  surface.  They  haven't 
reached  the  bottom  yet.  It  would  seem  that  at  the 
very  outset  someone  was  looking  for  the  first  chance 
to  make  the  crooked  turn.  Who  that  one  is  further 
disclosures  will  likely  name.  Many  of  those  in  close 
touch  with  the  affair  already  know  who  was  the  arch 
conspirator,  still  more  can  make  a  good  guess.  It  is 
a  shame  that  anyone  that  is  connected  with  the  dis- 
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graceful  affair  should  be  allowed  to  elude  pursuit. 
Dr.  Beattie  Nesbitt,  who  was  quite  prominent  in  the 
matter,  was  pursued  from  Toronto  to  Muskoka  and 
there  lost  sight  of.    He  has  since  been  almost  simul- 
taneously reported  as  seen  in  Chicago,  Buffalo,  New 
York,  Mexico  and  South  America.    It  now  transpires 
that  no  warrant  could  have  been  issued  for  his  arrest 
anyway  by    the  police  authorities  as  a  great  deal  of 
red    tape    has    to    be    unwound    before    the  pro- 
vincial   attorney    general    will    issue    a  warrant 
through  the  county  crown  attorney  for  such  a  serious 
offence.      Police  Commissioners  Denison  and  Win- 
chester swept  their  own  doorsteps  clean  and  brushed 
all  the  dirt  on  to  that  of  the  provincial  authorities, 
This  terrible  muddle  is  the  result  of  faulty  bank  in- 
spection.   The  banks  themselves  realize  this  and  only 
last  week  the  Traders'  Bank  started  the  ball  rolling  by 
passing  a  resolution  at  its  annual  meeting  in  favor  of 
independent  bank   inspection.    More   power  to  the 
movement ! 

FEBRUARY  SALES. 

In  Central-Western-Canada  February  will  be  early 
for  sales  of  winter  shoes.  In  all  other  sections,  how- 
ever, February  and  March  sales  will  prove  very  timely. 
There  is  a  psychological  moment  for  a  successful  sea- 
son sale  just  as  much  as  for  the  individual  sale.  That 
is  logical.    The  correct  time  is  just  before  the  old 
season  closes— not  after  the  new  season  opens.  No. 
That  is  not  a  superfluous  statement.    We  see  too 
many  sales  of  winter  shoes  held  in  spring  and  of  sum- 
mer shoes  in  the  fall  to  believe  for  one  moment  that 
this  point  is  universally  recognized.   Your  stock  sheets 
should  tell  you  what  lines  you  are  carrying  too  heavily. 
Clear  them  out.    Three  dollars  that  you  can  turn 
over  three  times  in  a  year  at  a  profit  of  seventy-five 
cents  each  time  is  worth  far  more  to  you  than  five 
dollars  tied  up  in  a  shoe  that  is  rapidly  depreciating 
in  value— it  should  be  quite  evident  that  you  would 
be  twenty-five  cents  better  off.    Rather  than  carry 
stock  over,  sell  at  a  sacrifice  and  take  your  profit  out 
of  experience  account  (charged  to  bad  buying)  and 
also  out  of  the  rapid  turnover  of  what  is  left  you. 


BUYING. 

Correct  buying  is  made  possible  only  by  a  com- 
bination of  experience,  brains  and  ordinary  horse  sense. 
Experience  should  tell  you  what  your  class  of  trade 
is  in  the  habit  of  buying,  brains  will  help  you  to 
secure  the  right  price  for  the  new  goods,  and  horse- 
sense  will  make  you  shy  at  any  great  quantity  of  un- 
profitable fads.    In  spite  of  the  attention  we  have  been 
giving  for  years  to  the  selling  end  of  your  business  we 
have  not  been  belittling  the  value  of  correct  buying. 
We  will  give  you  all  the  assistance  possible.    Our  men 
are  over  the  whole  field  at  least  once  a  month— and 
they  know  shoes.    We  would  draw  your  attention 
most  particularly  to  your  spirit  when  looking  over  the 
samples.    Buy  in  cold  blood.    Don't  allow  yourself  to 


become  over  friendly  with  the  shoes— keep  your 
friendship  for  the  salesman  as  he  appreciates  it. 
Never  be  carried  away  with  your  own  ideas  as  to  what 
your  customers  ought  to  buy.  Order  what  they  do 
and  will  buy,  only  making  allowances  for  the  changes 
most  likely  to  come  with  every  season.  There  are  far 
more  failures  annually  through  the  lack  of  buying 
ability  than  through  lack  of  selling  experience.  Sell- 
ing is  made  a  much  more  simple  problem  to  solve 
when  the  key  of  correct  buying  is  applied. 

GIVE  THE  SQUARE  DEAL. 

You  cannot  go  wrong  by  making  it  your  unbend- 
ing rule  to  always  hand  out  the  square  deal.  No 
matter  what  you  may  think  in  moments  of  low  spirits 
about  the  thanklessness  of  mankind,  the  square  deal 
is  the  only  one  to  hand  out.    If  the  salesmen  who 
call  on  you  see  in  you  one  who  both  gives  and  de- 
mands what  is  just  and  fair,  all  the  good  things  they 
have  are  yours  without  the  asking.    We  have  heard 
travelling  men  discussing  this  very  subject  and  they 
invariably  do  all  in  their  power  for  the  "white"  man. 
The  dirty  fighter  never  gets  anything  without  a  battle 
and  then  never  gets  the  prize  he  thinks  he  has  won. 
The  same  rule  applies  all  down  the  line.    Give  your 
own  salesmen  all  the  help  you  can  and  they  will  stick 
to  you  through  thick  and  thin.    Try  to  impress  them 
with  your  own  importance  and  see  what  they  think  of 
you.    Have  your  customers  feel  that  you  make  a 
fair  profit  by  honest  selling  of  goods  worth  what  you 
ask  and  they  will  never  think  of  going  into  another 
store— further,  they  will  instinctively  deal  fairly  with 
you.    There  is  nothing  to  it  all  down  the  line  but  frank 
fairness  for  all.    Don't  you  forget  it,  either,  in  your 
struggle  for  more  of  the  world  standard. 

THE  CLEAN  STORE. 

We  have  seven  travelling  representatives  calling 
on  the   retail  merchants.      Among  them,  they  see 
practically  every  store  in  Canada  that  is  get-at-able. 
One  of  them  has  the  habit  of  analyzing  the  whole 
business  structure  of  those  he  calls  upon  and  we  have 
proven  his  analyses  to  be  correct  in  most  cases.  The 
result  of  his  study  shows  that  the  clean,  bright  store 
is  the  home  of  the  happily  progressive  man — the  man 
who. loves  his  business  and  works  only  for  its  greater 
success.    That  may  seem  an  ordinary  conclusion ;  but 
is  it?      Can  your  customers  possibly  admire  your 
establishment,  your  stock  or  yourself  if  all  these  are 
a  dust-covered  hodge  podge?    Can  the  man  with  no 
pride  in  his  business  premises  or  stock  possibly  have 
pride  in  himself  or  his  success?    Just  as  the  impression 
of  a  pleasant  face  is  downed  by  two  days'  growth,  so 
is  the  attractiveness  of  a  bright  store  front  or  window 
killed  outright  by  an   array  of  filth-covered  stock, 
utterly  lacking  in  orderliness  of  .arrangement.  You 
are  engaged  in  a  branch  of  retail  merchandizing  that 
offers  unlimited  opportunities.    Make  your  staff  live 
up  to  them  and  form  the  habit  yourself. 


Selling  by  Mail 

Enormous  Growth  of  Mail  Order  Business-Reasons  Therefor-Methods  by  Which  the  Shoe  Retailer  Can 

Successfully  Combat  This  System. 


Quite  recently  we  were  confronted  with  a  news- 
paper item  announcing-  that  Sears,-Roebuck  and  Co., 
of  Chicago,  the  great  mail  order  house,  had  declared 
a  dividend  of  $10,000,000.  The  item  went  on  to  state 
that  this  firm's  turnover  for  1910  was  over  $60,000,000, 
a  25  per  cent,  increase  over  their  business  for  1909. 
The  figures  for  some  of  our  Canadian  mail  order 
houses  are  not  obtainable,  but  we  doubt  not  they  are 
proportionately  large. 

Here  is  information  which  should  cause  a  vigorous 
stirring  of  gray  matter  on  the  part  of  every  retailer, 
particularly  those  in  the  towns  and  country  districts, 
which  are 'more  affected  by  this  form  of  competition 
than  the  city  dealers. 

Shoe  Retailers  Affected. 
Perhaps  you  will  say  that  you,  as  a  shoe  retailer, 
are  not  much  hurt  by  mail  order  competition;  that 
dress-goods,  staples,  house  furnishings  and  such  ar- 
ticles of  merchandise  form  practically  all  this  bus- 
iness. Don't  you  believe  it!  Wanamaker's  catalogue 
is  before  us  at  the  moment,  and  we  note  that  six 
complete  pages  of  this  catalogue  are  given  up  to  the 
description  of  over  one  hundred  styles  in  men's,  wo- 
men's and  children's  footwear.  The  catalogues  of  the 
large  Canadian  houses  are  fully  as  explicit. 

If  you  have  been  in  the  habit  of  expounding  upon 
the  folly  of  buying  by  mail  and  stating  that  better 
shoes  can  be  purchased  at  home,  and  better  service 
given  by  you,  it  will  be  to  your  advantage  to  be  very 
sure  of  the  facts  ere  continuing  in  this  strain.  A 
$60,000,000  mail  order  trade  in  one  year  by  one  firm 
even  with  a  country  the  size  of  the  United  States  to 
draw  upon,  is  a  fact  that  will  take  some  refuting. 
•'You  can  fool  some  of  the  people  all  of  the  time,  and 
all  of  the  people  some  of  the  time,  but  you  can't  fool 
all  of  the  people  all  of  the  time."  This  is  just  as  true 
to-day  as  when  Abraham  Lincoln  first  uttered  it.  Be 
assured  that  there  are  good  solid  reasons  for  the  pref- 
erence shown  to  mail  order  houses  ;  and  to  meet  and 
overcome  this  preference  you  must  understand  the 
methods  adopted  by  them  in  reaching  the  public  so 
successfully. 

Action  of  some  sort  is  imperatively  demanded,  if 
the  retailer  wishes  to  increase  his  business;  or  even 
hold  his  own,  because  the  recent  decision  of  the  Rail- 
way Commission  in  ordering  a  drastic  decrease  in 
the  rates  of  all  express  companies  will  play  right  into 
the  hands  of  the  mail  order  houses  and  hurt  the  re- 
tailer accordingly — unless  he  begins  to  "'fight  the  devil 
with  fire,"  as  the  saying  goes. 

Intelligent  Advertising. 

Here  is  the  first  great  reason  for  thejr  success  in 


reaching  the  public  everywhere.  You'll  note  that  we 
say  intelligent  advertising,  for  in  that  word  usually 
lies  the  difference  between  the  average  retailer's  adver- 
tising and  that  done  by  these  great  business  houses. 
Did  you  ever  see)  a  mail  order  ad.  from  a  reputable 
firm  that  was  not  effective?  If  you  have,  look  well 
at  it,  for  it  is  assuredly  a  rare  example.  The  other  day 
a  well-known  advertising  man  from  one  of  these  mail 
order  houses  stated  in  an  address  before  an  advertising 
convention,  that  his  firm  subscribed  for  local  news- 
papers the  country  over,  and  directed  their  special 
efforts  to  communities  where  the  merchants  did  not 
use  modern  methods  in  advertising.  They  flood  these 
communities  with  their  advertising  matter,  and  invari- 
ably get  the  cream  of  the  cash  trade— for  it  is  always 
a  cash  trade  they  do.  He  added  that  local  merchants 
could  almost  cripple  the  mail  order  houses  if  they 
would  advertise  steadily  and  effectively. 

What  think  you  of  such  a  statement  from  an 
authority.  How  many  pairs  of  shoes  are  being 
bought  in  this  way  by  the  farming  folk  and  towns- 
people in  your  territory?  How  many  catalogues  are 
being  sent  in  response  to  inquiries  for  goods  no  better 
than  the  kind  that  are  becoming  shopworn  on  your 
shelves  from  lack  of  custom?  You  would  probably  be 
surprised  if  you  knew — yes,  and  concerned  as  well. 
And  according  to  the  remarks  just  quoted,  the  number 
of  these  catalogues  is  probably  in  inverse  proportion 
to  the  amount  of  advertising-  done  by  you  and  your 
competitors. 

Excellent  Service. 

Advertising  is  only  one  of  their  methods.  They 
gain  trade  thereby,  but  could  not  keep  it,  if  every 
promise  were  not  fulfilled  to  the  letter.  In  fact,  the 
great  slogan  of  the  mail  order  houses  to-day  is  "Your 
money  back  if  you  want  it,"  and  it  is  surprising  how 
few  refunds  are  demanded.  One  Canadian  establish- 
ment in  its  catalogue  states:  "We  want  your  mail 
order  business,  and  we  know  that  in  order  to  get  it 
and  to  keep  it,  we  must  do  four  things: 

(1)  Handle  your  order  quickly. 

(2)  Handle  it  most  accurately. 

(3)  Give  you  full  value  for  your  dollar. 

(4)  See  that  every  item  of  merchandise  is  exact- 
ly as  represented. 

In  fulfilling  these  promises  they  come  as  close  to  the 
Golden  Rule  as  possible,  and  the  public  recognize  this 
fact  by  bestowing  a  liberal  patronage. 

Catalogues  Plain. 

How  do  they  accomplish  this  task?  First,  by 
making  their  catalogues  so  explicit  that  no  buyer  has 
the  slightest  doubt  as  to  the  quality  or  appearance  of 
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the  goods  advertiser.  There  are  few  other  ads.  so  full 
of  selling-points  expressed  in  the  shortest  possible 
space,  nor  so  replete  with  the  finest  of  illustrations 
taken  direct  from  the  goods  advertised.  Then  the 
most  exhaustive  directions  are  given  as  to  the  way  m 
which  orders  should  be  sent  in,  how  directions  should 
be  given,  and  so  on.  It  is  hard  for  even  the  most 
illiterate  person  to  go  astray. 

The  Store  System. 
When  the  order  reaches  the  store  it  is  handled  by 
some  one  shopper  who  has  skill  and  experience  in 
buying,  and  who  can  probably  achieve  as  good  or 
better  results  for  the  purchaser  than  if  he  or  she  were 
buying  in  person.    If  by  any  chance  the  goods  ordered 
are  not  in  stock,  a  letter  is  immediately  despatched 
stating  this,  and  offering  to  substitute  the  nearest 
thing  in  stock  at  the  price.    Such  is  the  confidence  of 
the  average  mail  order  buyer  that  the  matter  is  gener- 
ally left  to  the  judgment  of  the  store  shopper,  who 
rarely  disappoints.    There  is  no  delay  whatever.  As 
soon  as  the  purchase  is  made,  the  goods  are  packed 
and  shipped  in  the  most  expeditious  manner.  And 
behind  all  this  stands  the  guarantee,  "Your  money 
back  if  not  satisfied." 

Low  Prices. 

Of  course,  price  is  always  a  big  inducement  to 
the  mail  order  buyer.  There  is  no  doubt  that  with  the 
tremendous  buying  facilities  at  the  command  of  the 
average  mail  order  house,  and  the  multitude  of  oppor- 
tunities for  picking  up  great  lots  of  merchandise  at 
bargain  prices,  possessed  by  it,  goods  can  usually  be 
sold  and  forwarded  to  the  consumer  at  prices  which 
would  leave  the  retailer  absolutely  no  profit.  With 
the  cost  of  living  going  up  by  leaps  and  bounds,  cheap 
prices  are  sure  to  command  the  attention  and  the  cus- 
tom of  a  large  section  of  the  buying  public,  especially 
when  the  merchandise  itself  is  well  worth  the  money. 


Time  and  Trouble  Saved. 

This  is  another  powerful  argument  in  favor  of  the 
mail  order  system.    The  inquirer  sends  for  a  cata- 
logue, and  when  she  receives  it,  looks  it  over  at  leisure 
when  she  can  weigh  the  pros  and  cons  without  en- 
croachments  upon   her   attention.      When   she  has 
decided  what  she  wants,  all  that  is  necessary  is  to  fill 
in  an  order  blank,  enclose  the  money,  and  wait  for  the 
goods.    No  wasted  time,  no  fatiguing  shopping,  just 
a  few  flourishes  of  the  pen,  and  the  thing  is  done.  It 
looks  like  a  hard  combination  of  conditions  to  lock 
horns  with,  and  come  out  a  winner,  doesn't  it?    It  is 
pretty  nearly  hopeless  for  the  doubting  Thomas,  but 
for  the  retailer  who  is  a  red-blooded  fighter  and  a  good 
business  man  it  has  little  terrors,  although  the  diffi- 
culties need  not  be  underestimated. 

Methods  of  Combating  This  System. 
Think  for  a  moment  of  the  remark  made  by  the 
advertising  man  quoted  previously:  "Local  retailers 


could  almost  cripple  the  mail  order  houses  if  they 
would  advertise  steadily  and  effectively."  That  is  a 
frank  admission  from  the  enemy's  camp.  These 
people  obtain  a  thorough  knowledge  of  the  conditions 
in  your  locality  by  careful  study  of  your  local  papers. 
It  is  your  own  fault  if  you  are  not  wide-awake  enough 
to  keep  your  finger  on  the  business  pulse  of  your 
territory  when  you  have  the  great  advantage  of  being 
on  the  spot,  and  of  a  personal  acquaintance  with  a 
large  number  of  the  residents  which  the  mail  order 
people  can  never  have.    Isn't  that  correct? 

What  methods  are  you  adopting  to  tell  the  people 
in  your  territory  what  you  have  that  is  of  interest  to 
them?    Some  dealers  seem  to  think  that  if  they  sit 
still  long  enough,  people  will  work  up  an  interest  in 
their  business.    Mail  order  houses  dearly  love  to  find 
a  section  of  terrtiory  where  most  of  the  dealers  are 
built  like  that.      They  reap  a  harvest  every  time. 
What  about  your  local  paper?    Here  is  an  actual 
instance  that  recently  occurred  in  one  slow  Western 
town.      A  newspaper  publisher  to  whom  was  for- 
warded for  his  acceptance  a  contract  from  a  mail 
house,  calling  for  the  use  of  large  space  in  every 
issue,  called  the  local  retailers  together  and  explained 
his  position  to  them  frankly.    He  stated  that  while  on 
principle  he  did  not  want  to  accept  the  contract  he 
did  not  feel  that  he  could  refuse  such  a  financial  asset. 
He  said  further  that  it  was  a  shame  for  the  local  men 
to  let  business  get  away  from  them  and  to  have  cash 
leave  the  town  in  such  a  fashion.    What  would  they 
do  about  it?    They  saw  the  point.    The  publisher 
refused  the  contract,  and  every  man  at  the  little  meet- 
ing contracted  for  space   according  to  his  ability. 
Business   is   booming   there   now.      What  brought 
about  the  change?    Advertising  steadily  and  persist- 
ently.   These  merchants  acquainted  the  people  with 
their  merchandise,  and  people  responded,  as  they  al- 
ways do. 

Careful  Preparation  Necessary. 

Do  not  fall  into  the  common  error  of  expecting 
that  because  you  have  contracted  for  so  much  space, 
results  will  follow.  Space  is  white  paper,  nothing 
more.  It  is  what  you  put  into  this  space  that  counts. 
It  is  a  safe  rule  that  you  should  spend  as  much  money 
in  using  this  space  effectively,  as  the  space  itself  costs. 
Nay,  even  more.  If  you  cannot  do  this  work  your- 
self— and  most  dealers  either  cannot  or  do  not  try- 
get  some  one  who  knows  how  to  do  it  for  you,  and 
pay  him  well.  Your  money  will  return  again  in  in- 
creased business  many  times  over. 


The  Shoe  Man's  Advantages. 

But  just  here  we  might  say  that  there  is  positive- 
ly no  excuse  for  poor  advertising  by  shoe  retailers. 
There  is  hardly  a  concern  from  whom  you  buy  shoes, 
whether  manufacturer  or  jobber,  who  will  not  be 
exceedingly  pleased  to  help  you  in  your  combat  with 
(Continued  on  page  63) 


Ha  ve  a  Spring  Opening 

Put  Enthusiasm  Into  the  Spring  Campaign — An  Introduction  to  the  New  Lines — Novelty  is  Essential — Sug- 
gestions for  Store  Decoration — Entertainment  Features — A  Hearty  Welcome  Will  Secure 

a  Generous  Response. 


The  utility  of  a  spring  opening-  to  introduce  the  new 
spring  lines  is  beyond  dispute.  The  larger  stores  have  been 
making  use  of  this  idea  for  some  time  past  and  there  is  no 
reason  why  the  average  store  should  not  reap  some  of  the 
benefits. 

The  spring  opening,  properly  planned  and  carried  out, 
calls  special  attention  to  the  store  and  its  stock.  It  makes 
the  establishment  the  centre  of  interest,  and  for  this  reason 
alone  is  excellent  advertising.  It  cements  and  stimulates 
not  only  the  regular  custom  of  the  store,  but  is  a  means  of 
adding  many  new  customers,  who  are  attracted  by  the  extra 
effort  and  the  welcome  extended  to  all  comers. 

All  departments  of  the  store  are  included  in  the  spring- 
opening  programme.  Even  the  store  cat  will  know  that 
something  is  in  the  air.  The  foundation,  naturally,  of  the 
whole  idea  is  the  new  stock.  We  will  assume,  for  the  mom- 
ent, that  the  preceding  season's  lines  have  been  pretty  well 
cleaned  up  and  that  the  new  stock  has  been  received,  or  suffi- 
cient of  it  for  a  creditable  display.  This  must  be  placed  to 
the  front  and  in  the  best  possible  position  for  inspection  by 
the  public.  Don't  be  afraid  to  upset  the  regular  arrangement 
and  get  something  new.  An  entire  rearrangement  at  inter- 
vals is  beneficial  in  any  case.  Otherwise  the  public  get 
familiar  with  the  same  old  articles  in  the  same  old  places, 
and  naturally  conclude  that  things  are  not  selling  very  fast 
and  are  becoming  shop-worn.  Try,  of  course,  to  make  the 
arrangement  effective.  Study  the  lighting  and  other  fea- 
tures and  plan  the  display  accordingly.  It  will  probably  be 
advisable  to  mix  the  new  stock  with  regular  or  standard 
lines  which  have  been  carried  over,  the  emphasis  being  given 
to  the  new  lines. 

Decorating  the  Store. 

The  question  of  decorations  is  extremely  important. 
An  exceptional  occasion  has  been  advertised  and  the  store 
must  naturally  be  in  holiday  attire.  It  will  be  better  to 
follow  some  definite  color  scheme  in  working  this  out.  A 
hodge-podge  of  decorative  ideas  is  not  attractive  or  artistic. 
Some  color  suggestive  of  the  season  should  be  chosen,  as  far 
as  possible.  Red  tulips  of  tissue  paper  with  electric  lights 
inside  them  will  furnish  a  suggestion.  These  may  be  placed 
at  intervals  in  festoons,  which  are  stretched  from  point  to 
point  or  from  pillar  to  pillar.  The  wiring  can  be  easily 
managed.  The  festoons  are  further  embellished  with  leaves 
or  foliage  of  some  kind.  If  the  opening  is  for  May-Day  or 
later  on.  artificial  apple  or  peach  blossoms  can  be  used  for 
the  festoons,  while  electric  lights,  forming  the  centre  of  large 
flowers,  are  placed  here  and  there,  as  before  suggested. 
Artificial  wistaria  vines  and  flowers  are  also  suggestive  of 
spring  and  furnish  a  very  acceptable  color  scheme. 

Palms  and  flowering  plants  of  various  kinds  can  often 
be  used.  These  should  not  be  scattered,  but  grouped  or 
arranged  after  some  artistic  plan.  The  schemes  mentioned 
are  merely  suggestive  and  can  be  very  readily  improved  upon 
and  elaborated  by  the  dealer. 

We  do  not  suggest  an  undue  amount  of  expense  in  this 
respect.    Artificial  flowers  form  a  very  good  class  of  stock 


decoration.  If  carefully  put  away,  they  can  be  used  time  and 
again  in  different  arrangements.  In  some  instances  the  ser- 
vices of  clerks  and  others  who  are  skilful  at  tissue-paper 
flower-making  can  be  called  into  requisition. 

Novelty  is  Desirable. 

It  is  advisable,  as  far  as  possible,  to  get  away  from  what 
other  dealers  have  had.  There  is  a  charm  in  novelty  which 
is  irresistible.  Don't  be  afraid  of  branching  out  and  trying 
something  new,  so  long,  of  course,  as  the  idea  harmonizes 
with  merchandizing.  The  main  idea,  after  all.  is  to  attract 
custom  by  calling  attention  to  the  dealer's  goods.  This  must 
be  kept  constantly  in  view. 

Ideas  which  have  had  a  successful  try-out  elsewhere 
can  often  be  adopted.    This  is  one  of  the  advantages  of  get- 
ting away  from  home  occasionally  and  seeing  what  others 
are  doing- 
Special  Windows  a  Necessity. 

The  window  also  requires  special  attention.  Obviously 
there  must  be  something  specially  inviting  to  the  eye  in 
order  to  draw  the  attention  of  those  who  are  passing. 

Extra  illumination  is  essential.  A  well-lighted  window 
will  get  the  eye  at  any  time.  In  a  general  way  it  may  be 
said  that  the  interior  color  scheme  should  be  carried  out  in 
the  window.  Have  a  clear-cut  design  to  work  up  to  in  win- 
dow dressing.  An  ordinary  window,  which  might  prove  a 
good  seller  at  other  times,  will  not  do  for  this  occasion. 
People  will  naturally  look  for  more.  The  object,  also,  is 
to  call  attention  to  the  store  in  a  special  way. 

The  floral  idea  is  a  good  one  for  the  spring  window. 
There  should  be  a  central  portion  to  the  display.  Some 
object  or  group  of  objects  should  be  given  such  a  position 
that  the  attention  is  caught  at  once  and  the  principal  facts 
driven  home.  In  a  shoe  window  this  might  be  men's  tan 
shoes  for  spring  wear,  a  patent  shoe  for  special  occasions,  or 
a  new  spring  Oxford.  In  the  furniture  window  it  might  be 
a  dining-room  suite,  a  bedroom  suite,  or  a  window  suggestive 
of  a  furnished  drawing-room,  in  harmonizing-  colors.  The 
smaller  or  less  important  details  are  then  grouped  around 
the  central  idea  or  object.  One  large  store  hung  the  cages 
of  dozens  of  canaries  among  the  floral  decorations. 

An  outside  sign  of  some  kind,  placed  in  a  conspicuous 
position  is  also  required  in  order  to  emphasize  the  character 
of  the  display  and  to  make  sure  of  attracting  the  attention 
of  all  who  pass. 

This  may  take  the  shape  of  a  muslin  sign  or  banner, 
neatly  lettered  and  placed  over  the  door  or  in  some  conspicu- 
ous position.  If  this  should  not  appeal  to  the  dealer's  sense 
of  the  artistic,  the  show  card  may  be  called  into  requisition. 
This  should  be  artistically  lettered  and  designed  and  of  a 
size  to  harmonize  with  the  window  display.  Some  stores 
use  long  strips  printed  in  red.  These  are  attached  here  and 
there  to  the  upper  part  of  the  window  or  to  the  pane  of  glass 
in  the  door. 

Special  Advertising. 

Special  attention  to  the  store's  advertising  will  be  found 
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as  necessary  as  anything  on  the  programme.  The  window, 
the  interior  decorations  and  the  arrangement  of  stock  have 
been  made  with  a  view  to  impressing  these  upon  the  minds 
of  the  public.  The  next  consideration  is  to  give  the  matter 
as  wide  publicity  as  possible. 

Newspaper  advertising  is  widely  used  for  this  purpose 
and  can  be  utilized  as  a  general  rule.  Some  stores,  even  in 
the  larger  centres,  are  so  placed  as  to  be  unable  to  make 
newspaper  advertising  pay.  The  reasons  for  this  have  been 
discussed  before.  In  the  smaller  towns  and  cities,  rates  for 
advertising  space  are  not  so  high,  and  in  most  cases  the 
down-town  dealer's  custom  is  gathered  from  everywhere. 
Under  these  conditions  the  newspaper  will  be  probably  the 
most  important  medium. 

The  folder  must  not  be  forgotten,  however,  and  even  the 
bill  or  dodger,  neatly  printed,  may  be  found  useful.  The 
folder  may  be  used  in  conjunction  with  the  newspaper,  or 
when  newspaper  assistance  is  not  available.  The  bill  or 
dodger,  if  well  printed,  is  good,  particularly  where  a  limited 
appropriation  only  can  be  made. 

The  mailing-list,  which  the  dealer  has  been  carefully 
compiling  from  time  to  time,  will  come  in  as  a  method  of 
effective  distribution  for  whatever  style  of  advertising  is 
used.  House  to  house  distribution  is  excellent  when  placed 
in  reliable  hands.  The  matter  should  be  handed  to  the 
lady  of  the  house  in  person.  Advertising  which  is  thrown 
in  the  entry  is  liable  to  get  kicked  about  or  thrown  out,  no 
matter  how  attractive  it  may  be. 

Newspaper  space,  the  same  as  for  the  special  sale,  should 
be  doubled  or  considerably  enlarged.  The  heading  should  be 
illustrated  and  specially  suited  to  the  occasion.  The  special 
entertainment  and  other  features  should  be  fully  described. 
Sufficient  space  should  also  be  reserved  for  mention  of  the 
new  goods,  or  representative  lines  of  these. 

Brief  mention  of  the  opening  may  be  made  in  the  regular 
advertising  space  for  several  days  in  advance.  This  might 
be  placed  in  a  small  panel,  or  in  a  separate  paragraph.  The 
large  space  should  evidently  be  used  the  day  before  the 
opening,  or  better  still,  for  a  couple  of  days. 

Entertainment  Features. 

The  entertainment  features  need  not  be  elaborate  or 
expensive.  The  idea  will  allow  of  considerable  latitude  to 
the  dealer,  who  will  no  doubt  select  something  which  will 
appeal  to  his  particular  neighborhood. 

The  large  departmental  stores  frequently  go  into  very 
elaborate  floral  decorations  and  hire  the  highest-priced 
'  musical  talent.  Music  is  always  appreciated,  whether  it  is 
being  produced  by  one  or  a  dozen  musicians,  so  that  the 
dealer  can  go  according  to  his  pocket,  should  he  decide  to 
put  on  a  musical  programme.  Dealers  have  sometimes  util- 
ized the  services  of  a  good  gramophone  with  excellent  re- 
sults, and  even  the  automatic  piano  or  organ  has  been  used 
acceptably. 

An  orchestra,  either  large  or  small,  can  nearly  always 
be  engaged  without  much  trouble,  and  is  practically  certain 
of  attracting  and  holding  the  attention  of  a  crowd. 

Other  entertainment  features  which  are  among  the  pos- 
sibilities are:— Moving  pictures,  illustrated  travel  talks,  ven- 
triloquist performances,  elocutionary,  variety,  or  amateur 
vaudeville  entertainments,  athletic  performances— such  as 
club-swinging  or  fencing,  feats  of  strength,  juggling,  sleight- 
of-hand,  etc. 


A  Hearty  Welcome. 

It  must  be  remembered  that  the  public  for  the  time  being 
are  the  guests  of  the  store.  The  proprietor  and  staff  should 
be  on  hand  and  should  extend  a  hearty  greeting  to  all 
comers.  Everyone  should  be  made  to  feel  welcome,  even 
the  children,  although  it  might  be  well  to  state  that  the 
latter  should  be  accompanied  by  their  elders. 

A  good  memory  would  evidently  be  an  invaluable 
acquisition  at  such  a  time,  although  it  has  its  uses  at  all 
times  in  merchandizing.  This  can  often  be  got  over  credit- 
ably, as  it  is  not  necessary  to  devote  a  great  deal  of  time  to 
e;>ch.  Visitors  are  invited  to  inspect  the  store  and  stock 
and  to  remember  that  no  sales  will  be  made  that  evening  or 
afternoon,  as  the  case  may  be. 


The  Question  of  Souvenirs. 

A  small  souvenir  or  gift  of  some  kind  can  often  be 
worked  in  acceptably  on  such  an  occasion.  This  may  be  of 
the  advertising  novelty  order,  or  it  may  simply  be  a  small 
bouquet  consisting  of  a  couple  of  carnations,  a  rose-bud,  two 
or  three  violets  and  a  leaf,  or  something  of  the  kind. 

If  an  advertising  novelty  be  used,  it  should  be  some- 
thing general  or  which  will  appeal  to  all.  A  neat  ruler, 
with  the  firm  ad.  printed  on  one  side,  might  be  used;  a 
small  card  or  ticket-case,  etc.  This  was  taken  up  more  fully 
in  the  last  issue  of  the  Journal  under  the  heading  of  "Special 
Sales."  In  distributing  these  it  will  be  necessary,  no  doubt, 
to  give  one  to  each  person  present. 

The  Business  Idea. 

Although  no  selling  is  done  while  the  entertainment  is 
actually  going  on,  the  business  idea  is  the  main  one.  The 
dealer  has  planned  the  occasion  to  attract  favorable  attention 
to  the  store  and  the  goods.  This  is  the  only  way,  in  fact,  in 
which  the  outlay  can  be  made  good. 

The  demonstration  idea  can  be  worked  to  advantage  in 
such  a  case.  Some  one  should  be  employed  specially  for  the 
purpose,  leaving  the  staff  free  to  handle  the  crowd.  The 
demonstration  should,  if  possible,  take  place  in  the  window, 
and  also  be  visible  from  the  inside. 

The  stock  should  be  the  foremost  idea  in  the  decorative 
scheme  throughout,  and  decorations  should  not  be  allowed 
to  cover  up  or  obscure  the  view  of  this.  Good  show  cards 
may  be  used  here  and  there  with  advantage.  These  should 
call  attention  to  new  lines,  also  to  the  store's  facilities  for 
serving  customers. 

Cut  prices  form  no  part  of  the  idea  suggested  by  the 
spring  opening.  Everything  should  be  eloquent  of  the  new 
season  and  the  new  lines. 

Special  values  can  be  mentioned  both  in  the  advertising 
space  and  by  means  of  show  cards.  Capital  can  be  made  of 
the  latest  styles  or  designs,  also  the  great:  variety  of  lines 
carried.  The  quality  of  the  various  lines  can  be  enlarged 
upon,  as  well  as  the  firm's  facilities  for  prompt  and  satisfac- 
tory service. 

An  idea  which  might  be  carried  out,  particularly  in  the 
smaller  towns  and  cities,  is  to  have  a  visitor's  register. 
This  is  placed  on  a  convenient  desk  or  table  and  all  are 
requested,  by  means  of  a  neat  card,  to  inscribe  their  names 
and  addresses.  The  dealer  might  in  this  way  make  some 
valuable  additions  to  his  mailing-list.  The  experiment  would 
cost  little  and  would  be  worth  trying  in  any  case. 


Psychology  of  Arrangement 

Showing  the  Value  of  Mental  Suggestion  as  a  Factor  in 
Salesmanship. 


You  can  lay  out  your  store  in  such  a  way  that  the  sales 
of  all  lines  supplementary  to  your  shoes  will  be  increased 
considerably. 

It  is  much  more  effective  to  have  side  lines  such  as 
gloves,  hosiery,  fancy  trimmings,  foot  eazers  and  polishes 
thrust  themselves  on  your  patrons  than  it  is  to  have  to  jolt 
the  customer  with  the  bald  question,  "Do  you  wish  to  pur- 
chase a  pair  of  arch  supports?" 

The  difference  between  the  two  methods  is  exactly  the 
difference  between  mental  and  verbal  suggestion.  You  will 
only  be  successful  as  a  salesman  as  you  possess  or  acquire 
the  faculty  of  mental  suggestion.  Every  order  taken  is  not 
a  salesman.  A  salesman  is  one  who  possesses  the  power  to 
increase  his  own,  his  principals'  and  his  customers'  wealth 
by  selling  what  they  desire  at  a  profit.  It  is  your  constant 
aim  and  duty  as  a  salesman  to  inspire  desire  and  to  satisfy 
it.  You  can  not  inspire  desire  by  the  asking  of  questions. 
Desire  is  a  positive  condition  and  can  only  be  induced  by 
positive  mental  suggestion.  Your  talk  can  be  so  directed  as 
to  inspire  desire  providing  always  that  your  speech  is  under 
proper  mental  control.  Such  questions  to  a  lady  as,  "Have 
you  hose  to  match  these  slippers?"  are  ineffectual  as  com- 
pared with  the  statement  when  selling  the  shoes,  "These 
will  give  just  the  right  effect  when  worn  with  Alice  blue 
hose,  the  color  of  which  will  just  set  them  off."  A  sentence 
such  as  this  would  carry  immeasurably  more  weight  if  it 
were  necessary  to  pass  a  tastily  arranged  show  case  dis- 
playing hosiery  of  various  shades,  with  the  shade  of  shoes 
they  respectively  matched.  The  desired  suggestion  would  be 
born  right  in  on  the  mind  of  the  customer  if  it  were  strength- 
ened by  cards  bearing  such  sentences  as,  "We  match  any  of 
our  shoes  with  hose  exactly,"  or  "Secure  hosiery  that  will 
blend  correctly  with  your  footwear,"  or  "The  correct  time 
to  purchase  hose  is  when  you  buy  the  shoes,"  or  "It  is  the 
correct  thing  to  have  hose  that  match  the  shade  of  your 
shoes,"  combined  with  another  card  telling  the  women  that, 
"We  show  only  hosiery  that  will  match  our  shoes  exactly." 
Another  show  case  could  be  given  up  to  showing  shoe  orna- 
ments. You  would  strengthen  the  desire  aroused  by  this 
suggestion  by  remarking  after  selling  the  shoes,  "A  cut 
steel  bow  will  just  add  the  finishing  touch  to  this  shoe.  I 
would  advise  cut  steel  in  preference  to  anything  else.  The 
dull  effect  will  be  made  richer  by  the  subdued  brightness  of 
the  steel,"  and  so  on.  Then  you  will  lead  the  customer  to 
the  hosiery  or  ornament  case  and  talk  directly  on  the  merits 
of  the  various  shades  or  shapes  as  the  case  may  be,  always 
taking  it  for  granted  that  the  customer  has  admitted  such 
accessories  to  be  necessary,  as  they  truly  are. 

Tn  selling  such  articles  as  an  arch  support,  a  bunion  or 
a.  corn  protector,  you  will  find  many  an  opportunity  for  the 
exercise  of  suggestion.  All  these  foot-comfort-giving  "ex- 
tras" should  be  displayed  in  the  one  case  with  appropriate 
suggestive  cards.  This  case  should  also  be  in  a  prominent 
position.  You  will  find  many  an  opportunity  for  bringing 
up  the  subject  when  fitting  the  shoes,  and  will  find  every 
time  that  they  are  just  so  much  more  effective  as  they  are 
prominently  displayed. 


Laces  and  polishes  can  be  effectively  displayed  together 
with  brushes  and  insoles,  and  the  suggestion  further 
strengthened  by  the  spoken  word  along  the  lines  we  have 
already  sketched. 

In  short,  we  would  impress  you  with  the  proven  fact 
that  arrangement  and  display  that  will  suggest,  even  though 
to  you  not  apparently,  the  desirability  of  accessories  to  your 
customers  before  your  personal  work  is  called  into  play 
and  arrangement  that  makes  it  natural  for  both  you  and  the 
customer  to  pass  or  pause  before  the  display  after  the  con- 
clusion of  the  primary  sale  is  your  greatest  aid  to  their  sale. 
It  not  only  makes  the  talk  on  extras  come  in  the  natural 
order  but  subconsciously  arouses  the  desire  for  what  you 
have  to  sell. 

After  arousing  the  desire  and  making  it  dominate  the 
conscious  mind  of  the  customer  you  must  close  the  sale,  but 
that  is  not  to  be  discussed  at  present. 

Let  us  consider  your  store  as  being  twenty-five  feet 
wide  by  fifty  feet  deep.  This  will  permit  of  proportions 
such  as  our  sketch  suggests. 

The  two-section  window  front  is  the  greatest  of  all 
arrangements  as  a  trade  puller.  No  one  can  get  past  your 
door  without  first  seeing  part  of  your  display.  The  time  to 
have  the  customer  interested  in  your  window  is  before  he 
or  she  passes  the  door — not  afterward.  Further,  the  window- 
leads  naturally  up  to  the  door. 

You  will  notice  the  outdoor  show  case  also.  This  case 
should  be  used  for  some  side  line  such  as  hosiery  or  gloves. 
In  the  arrangement  we  suggest  it  would  contain  ladies' 
gloves  to  advantage.  The  ladies'  glove  counter  is  in  the  rear 
of  the  shoe  section,  and  might  not  be  noticed  by  everyone. 
The  outside  show  case  makes  it  impossible  for  anyone  to 
enter  the  store  without  thinking  of  gloves.  It  brings  the 
small  issue  to  the  front,  making  large  profits  a  possibility. 

If  you  lay  out  your  store  on  the  basis  of  our  suggestion 
customers  will  be  confronted  by  a  tasty  display  no  matter 
which  way  they  turn.  The  show  case  on  the  left  will  contain 
sporting  goods.  Thus  you  thrust  the  side  line  upon  everyone 
entering  to  purchase  the  regular  line  of  shoes,  which  are 
stocked  on  the  shelves  at  the  left  as  shown.  The  show  case 
in  the  rear  is  given  to  a  display  of  socks  and  gloves,  or  some 
such  side  line,  emphasized  by  appropriate  cards,  because 
only  in  this  way  is  the  man  in  this  section  of  the  store  likelv 
to  think  of  the  glove  department. 

The  case  on  the  right  of  the  entrance  would  be  given  to 
a  strong  display  of  men's  shoes,  because  those  being  served 
on  this  side  of  the  store  are  there  for  the  purpose  of  buying 
socks  or  gloves,  sporting  shoes  or  perquisites,  or  boys'  shoes 
or  rubbers.  The  case  in  the  rear  could  be  used  for  any  dis- 
play that  would  interest  the  boy  himself  or  the  mother  of 
the  boy. 

You  will  notice  the  arrangement  of  the  cashier's  box 
or  stand.  This  would  seem  to  occupy  a  great  deal  of  space. 
Its  object  is,  however,  manifold.  It  should  be  made  to  do 
duty  both  as  a  cashier's  office  and  a  display  stand.  The  end 
of  the  stand  nearest  the  front  of  the  store  should  be  given 
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to  some  specialty  that  the  women  passing 
through  to  their  section  of  the  store 
would  be  particularly  interested  in.  This  ^ 
because,  any  man  paying  his  account  or  |— 
waiting  near  the  wicket  for  any  reason 
will  have  the  women's  lines  impressed 
on  him  and  also  to  suggest  their  wants 
upon  the  mind  of  the  women  passing 
through  to  the  woman's  shoe  section. 

The  rear  half  of  the  cashier's  office 
will  contain  a  display  of  men's  shoes  to 
interest  either  the  women  themselves  or 
their  escorts  when  leaving  the  woman's 
section. 

It  is  quite  obvious  that  the  store  in  the 
subject  of  our  sketch  is  divided  into  two 
distinct  sections — the  front  for  men,  the 
rear  for  women. 

The  average  woman  walks  into  a  shoe 
store  to  buy  shoes.  As  she  enters  the 
rear  half  of  this  store  the  first  thing  to 
catch  her  eye  is  a  tasty  display  of  hos- 
iery in  conjunction  with  attractive  slip- 
pers or  shoes  to  match.  What  woman 
would  not  pause  before  this  case?  She 
most  certainly  wants  a  pair  of  hose,  even 
if  the  wanting  is  at  first  but  latent. 
We  illustrated  a  few  methods  of  crystal- 
izing  this  want  at  the  beginning  of  this 
discussion. 

At  the  right  of  the  entrance  is  a  case 
containing  arch  supports,  shoe  trees,  and 
so  on.  The  customer  may  pass  between 
this  case  and  the  one  containing  the  hos- 
iery or  outside  it  entirely.  In  any  event 
she  cannot  miss  the  trimmings  show 
case,  which  is  placed  as  shown  in  the 
sketch.  She  must  notice  this  array  be- 
fore arriving  at  the  slipper  and  pump 
section.  You  can  see  how  naturally  the 
suggestion  of  ornaments  is  made  and 
how  conveniently  it  may  be  developed  by 
your  salesmen. 

If  the  customer  is  purchasing  hosiery 
she  cannot  escape  the  showing  of  high 
class  shoes,  slippers  and  pumps  in  the 
display  counter  of  the  hosiery  depart- 
ment. You  can  quite  readily  think  of 
yourself  showing  a  hosiery  customer 
how  well  the  hosiery  matches  a  certain 
shoe  in  the  case  and  so  on. 

If  the  woman  in  the  case  is  purchasing 
rubber  shoes  she  has  to  pass  all  this 
array  and  take  a  seat  in  proximity  to  the 
glove  counter.  Can  you  not  follow  her 
cycle  of  thought.  Notice  the  gloves  she 
may  be  wearing  and  act  accordingly. 
II  can  be  made  to  seem  quite  natural  to 
lead  her  past  the  glove  counter  and  down 
the  centre  aisle  on  the  way  out. 

Of  course,  if  the  woman  be  attracted 
by  the  outdoor  glove  case  and  in  search 
of  gloves  she  has  to  literally  run  the 
gauntlet  of  the  tempting  articles  you 
carry.  She  cannot  miss  even  the  regu- 
lar line  of  shoes  shown  in  the  case  im- 
mediately in  front  of  the  glove  counter. 

If  infant's  shoes  are  required  the 
mother  will  have  to  walk  to  the  rear  of 

(Continued  on  page  58) 
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Show  Cards  and  Their  Use 

How  to  Most  Effectively  Employ  Them—  Points  to  Observe  in  Preparing  Cards— 
What  to  Avoid  in  Preparing  the  Right  Kind. 


In  these  days  of  keen  competition  the  show  win- 
dow plays  an  important  part  in  business,  and  any 
ao-encv  which  increases  its  efficiency  as  a  selling  force 


ShocsShown  mThis 
Window  Retail  at  * 


This  kind  of  show  card  brings  results  every  time 

is  worthy  of  the  earnest  attention  of  every  retailer. 
The  value  of  the  show  card  in  this  connection  is  often 
overlooked  apparently.  A  good  show  card  is  a  silent 
salesman  always  on  duty.  To  fulfil  its  mission  it 
should  arrest  the  attention  and  tell  its  story  briefly, 
yet  forcefully  enough  to  favorably  impress  the  ob- 
server, and  cause  him  to  step  inside  to  make  further 
inquiries.  This,  of  course,  gives  the  salespeople  an 
opportunity  to  close  the  sale. 

There  are  Two  Kinds. 

Show  cards  ma}-  be  divided  into  two  classes;  first, 
the  smaller  size,  mentioning  price  alone,  or  upon 
which  the  voice  figures  are  supplemented  by  a  few 
descriptive  words;  second,  those  of  larger  sized,  and 
more  pretentious  style  and  wording,  with  perhaps 
suitable  illustrations.  The  first  are  used  when  the 
nature  of  the  article  and  its  inherent  value  as  related 
to  the  accompanying  price  may  be  comprehended  at 
a  glance ;  the  second,  when  a  short,  pithy  description 
or  a  catchy  drawing  will  strengthen  the  appeal  made 
by  the  price  figures  to  the  reason.  For  example,  a 
card  of  the  first  class  could  be  effectively  used  to  call 
attention  to  a  well-known  article  of  kitchenware,  while 


one  used  in  connection  with  the  sale  of  fur  coats  would 
necessarily  be  more  pretentious. 

Just  here  is  where  many  retailers  fail  to  get  the 
full  value  from  their  show  cards.  They  often  use 
figures  alone,  overlooking  the  fact  that  there  are 
many  cases  where,  owing  to  the  qualities  or  selling- 
points  of  the  article  on  display  not  being  clearly  ap- 
parent, mere  figures  may  mean  very  little  to  the  ob- 
server. In  such  cases  a  catchy  phrase  or  illustration 
on  a  neat  card  would  often  close  a  sale.  In  preparing 
show  cards  the  merchant  should  place  himself  in  the 
consumer's  shoes,  and  nine  times  out  of  ten  he  will 
appeal  correctly  to  purchasers. 

Card  Shows  Character. 

But,  necessary  as  terse  description  or  catchy  illus- 
tration may  be  to  the  successful  show  card,  an  equally 
necessary  point  to  be  aimed  at  is  the  quality  of  the 
materials  used  for  cards.  How  often  people  stop  be- 
fore a  display  window  and  then  pass  on  without  the 
slightest  feeling  of  interest  because  they  see  used  in 
it  a  dirty  piece  of  cardboard  with  price  figures  or  des- 
cription executed  in  a  careless,  slipshod  manner ! 

The  best  goods  displayed  in  a  most  attractive 
manner  could  hardly  eradicate  the  adverse  impression 


Can  you  beat  it  ?    You  can't  get  past  this  one 

thus  conveyed  to  the  mind.  Such  a  thing  stamps  the 
dealer  as  one  who  would  probably  be  as  careless  in 
handling-  an  order  received  as  he  undoubtedly  shows 
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himself  to  be  in  seeking-  it.  The  psychological  effect 
of  impressions  on  the  mind  as  related  to  the  faculties 
of  will-power  and  action  should  never  be  ignored  by 
the  retailer  in  any  of  the  means  he  may  be  taking  to 
secure  trade. 

How  to  Get  Results. 

How,  then,  can  the  best  results  be  secured  from 
the  habitual  use  of  show  cards  in  window  displays? 

First,  by  carefully  observing  the  principle  of  har- 
mony in  color — white  cards  are  now  no  longer  used 
to  call  attention  to  everything  from  grand  pianos  to 
kitchen  utensils.  A  glance  at  the  window  displays 
of  many  stores  in  larger  towns  and  cities  will  furnish 
indisputable  proof  of  this  fact.  No  one,  moreover,  has 
a  better  opportunity  than  the  shoeman  to  see  that  this 
harmony  in  color  is  carried  out.  His  multi-colored 
stock, readily  lends  itself  to  a  great  many  striking  and 
effective  combinations  which  properly  colored  cards 
will  render  even  more  forceful. 

Second,  variety  in  size  and  shape. — This  is  another 
objective  point  to  be  aimed  at.  Just  as  the  same 
newspaper  advertisement  continually  used  loses  much 
of  its  force,  so  will  the  same  show  cards  finally  lose 
their  power  of  arresting  attention,  and  hence  their 
value.  A  little  time  and  trouble  taken  in  making 
.frequent  changes  is  a  splendid  investment. 

Third,  using  the  right  number  of  cards. — This  is 
also  of  importance.  Many  an  otherwise  fine  display 
has  been  rendered  ineffective  because  the  attention 
has  been  forced  by  a  multiplicity  of  show  cards  to 
many  articles  instead  of  being  centred  on  a  few  of  the 
more  important. 

Fourth,  using  appropriate  cards  for  special  sea- 


sons or  events.— For  instance,  in  the  Christmas  or 
Easter  season,  cards  reflecting  by  seasonable  illustra- 
tions or  allusions,  the  spirit  of  the  moment,  will  be 
found  very  effective  as  business-getters  and  will  also 
heighten  the  tone  of  the  whole  store.  The  same  thing- 
applies  to  special  events  inside  the  store  and  out. 
There  is  practically  no  limit  to  the  effective  use  of 
cards  in  this  way. 

Use  in  the  Store. 

While  the  remarks  so  far  have  been  confined  ex- 
clusively to  show  cards  used  in  window  displays,  they 
also  hold  true  regarding  their  use  in  the  interior  of  the 
store.  It  is  policy  to  place  cards  at  strategic  points 
in  the  store  as  well,  aiming  to  achieve  results  through 
strength  and  variety  in  a  few,  rather  than  by  employ- 
ing; numbers  of  cards. 

Getting  the  Cards. 

Can  the  average  retailer  execute  show  cards  ac- 
cording to  the  above  principles?  Sometimes  he  can, 
not  always.  If  practicable,  it  is  advisable  to  assign 
this  work  to  a  skilled  show-card  writer.  Usually  one 
man  can  be  found  in  any  town  who  makes  a  business 
of  this  class  of  work.  There  are  often  others,  fully 
competent,  who  make  it  a  side  line.  In  either  case,  the 
retailer  by  handing  the  work  over  to  others  more 
competent  than  he,  will  benefit  greatly.  The  slight 
expense  incurred  will  be  regained  many  times  over 
in  the  increased  volume  of  sales,  and  added  prestige 
accruing  to  him. 

The  exceedingly  artistic  show  cards  herewith  re- 
produced are  the  work  of  A.  O.  Daoust,  of  Geo.  G. 
Gales  &  Co. 


Good  Advertising 

Effective  Copy  Most  Important— Its  Divisions  and  Component  Parts— Hints  to  be  Used  in 

Preparing  Same. 


By  the  term  advertisement  in  this  article  is  meant 
the  newspaper  advertisement,  as  distinguished  from, 
catalogues,  booklets,  folders,  circulars,  posters,  street 
car  cards  and  other  forms  of  advertising.  Retailers 
depend  very  largely  upon  newspaper  advertising  to 
draw  trade— although  folders,  circulars  and  booklets 
are  sometimes  used— therefore,  the  discussion  of  copy 
as  related  to  this  form  of  advertising,  is  much  more 
pertinent  at  present. 

Copy  is  the  backbone  of  any  advertisement.  Dis- 
play is  very  important  in  that  it  serves  to  attract  at- 
tention to  an  ad.;  good  illustrations  are  valuable  be- 
cause they  show  in  a  vivid  way  some  of  the  selling 
points  of  the  goods  advertised;  good  headings  are 
very  necessary  to  focus  the  attention  on  something- 
definite.   If,  however,  the  copy  itself  is  poor,  the  whole 


ad.  structure  fails  of  its  purpose,  because  the  function 
of  the  copy  is  to  change  the  attention  secured  by  the 
display  to  active  interest,  to  create  a  desire  for  the 
atrticle  advertised,  to  convince  the  readeu'  that  he 
should  buy  that  article,  and  that  he  ought  to  take  steps 
to  procure  it  at  once. 

Suggestive  Copy. 

All  copy  may  be  broadly  divided  into  two  classes : 
suggestive  copy,  or  copy  that  places  briefly  some  idea, 
name  or  4;rade-mark  before  the  public  ;  and  salesman- 
ship or  reason-why  copy,  which,  as  its  name  indicates, 
is  intended  primarily  to  make  sales  rather  than  to 
merely  familiarize  the  public  with  some  article  with 
a  view  to  making  sales  later.  All  the  advertising  seen 
on  bill-boards  is  suggestive  only.    Its  purpose  is  to 
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attract  attention,  to  make  the  name  and  quality  of  the 
article  so  familiar  that  an  indelible  impression  will  be 
made  on  the  reader's  mind.  We'll  say  you  want  a  hat, 
and  that  you  have  no  particular  kind  in  view,  as  far  as 
your  own  preference  goes.  When  you  get  into  the 
store,  you'll  very  likely  ask  for  Smith's  or  Jones'  hat, 
because  you  have  seen  somewhere,  something  about 
this  hat.  Probably  all  you  can  remember  is  the  name 
and  perhaps  some  point  about  the  quality,  but  these 
stick  in  your  mind.  That  is  exactly  what  this  form 
of  advertising  is  intended  to  accomplish,  and  it  does 
so  by  the  cumulative  effect  of  repetition,  just  as  the 
constant  dropping  of  water  will  wear  away  a  stone. 

There  is  no  need  of  going  further  into  this  phase 
of  the  subject,  as  this  style  of  copy  should  be  abso- 
lutely tabooed  by  the  retailer.  There  is  much  of  it 
used,  as  is  evidenced  by  the  business-card  style  of  ad. 
so  common  in  every  newspaper,  in  which  is  mentioned 
the  fact  that  the  advertiser  carries  certain  lines,  and 
will  be  glad  to  receive  orders  therefor.  That  is  the 
main  reason  why  so  many  advertisers  are  thoroughly 
convinced  that  advertising  does  not  pay.  The  case 
of  the  general  advertiser  who  uses  this  style  is  dif- 
ferent, for  he  uses  large  space  in  many  papers  and 
the  ads.  appear  at  practically  the  same  time  every- 
where in  these  campaigns.  He  gains  his  end  by  dint 
of  constant  publicity  and  lavish  expenditure  of  money, 
but  even  then  it  does  not  follow  that  the  reason-why 
style  of  copy  would  not  be  more  effective. 

Salesmanship  Copy. 

The  salesmanship  or  reason-why  form  of  copy 
also  contains  the  element  of  publicity,  perhaps  more 
of  it  than  does   the  suggestive   kind,  but   this   is  a 


HOCKEY  BOOTS 

We  carry  the  best  line 
of  Hockey  Boots  in 
town  at  the  cheapest 
prices.         ::        ::  :: 

Give  us  a  call. 

SMITH   &  CO. 


An  example  of  how  the  shoeman  should  not  advertise  if  he 
expects  to  get  results. 

secondary  consideration.  As  was  stated  previously,  its 
main  object  is  to  create  desire,  to  convince  the  reader, 
and  to  urge  him  to  purchase  at  once  rather  than  in  the 
future.    It  centres  its  aim  upon  one  object— the  im- 


mediate sale  of  the  commodity  advertised.  This  style 
of  copy  is  becoming  more  common  every  day^.  For 
example,  whereas  people  were  formerly  asked  to  "Buy 
Walk-easy  Shoes,"  without  reasons  therefor,  now,  the 

t  ^ 

Hockey  Boots'- 


Here  is  your  chance  to  buy 
a  pair  of  the  finest  waterproof 
pigskin  Hockey  Boots,  made 
specially  from  the  designs  of 
leading  hockey  players;  laced 
to  toe  to  slide  easily  on  cold 
feet;  tongues  padded;  eyelets 
that  will  stand  hard  usage; 
heels  guaranteed  to  stay  on. 
The  fleece-lined  soles  are  dur- 
able yet  flexible.  We  secured 
a  bargain.  You  get  the  benefit. 
Don't  delay.    ::       ::       ::  :: 

$1.95  ■* 


SMITH    &  CO. 

L-  t 

An  ad.  that  would  sell  hockey  boots. 

invitation  is,  or  should  be,  extended  after  this  fashion : 
"Buy  Walk-easy  Shoes,  they  are  the  best  because  (tell- 
ing why).  You  should  wear  these  shoes.  Get  them 
from  Jones  &  Co."  The  Sunny  Jim  style  of  adver- 
tising is  out  of  date.  One  of  the  highest  salaried  ad- 
vertising specialists  in  the  United  States  has  gone  on 
record  with  the  statement  that  if  any  one  were  to  read 
an  ad.  he  wrote  and  say,  "There  is  a  fine  ad.,"  he  would 
hide  his  head  in  shame,  but  that  when  the  reader  says, 
"There  is  something  I  want  to  buy,"  he  is  earning  his 
salary.  And  this  is  even  more  true  of  the  smaller  re- 
tailer. He  must  write  copy  that  will  convince  people; 
and  cause  them  to  purchase  his  goods,  if  his  adver- 
tising is  to  bring  returns.  Compare  the  sample  ad. 
shown  below  with  the  one  previous.  Which  one  would 
cause  you  to  buy  hocket  boots? 

Components  of  Copy. 

All  copy  falls  naturally  into  six  divisions :  the 
heading,  the  sub-headings,  the  body  matter,  the  price, 
the  exhortation  to  the  reader,  which  might  be  con- 
sidered part  of  the  body  matter,  and  the  firm  name 
and  address.  Although  the  ad.-writer  does  not  always 
stop  to  plan  his  ad.  in  this  manner,  he  acts  on  it  sub- 
consciously, as  it  were. 

The  Heading. 

A  good  heading  attracts  attention  and  arouses 
interest.   That  is  its  main  object.   To  do  so,  it  should 
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consist  either  of  the  name  of  the  article  for  sale ;  some 
selling  point  of  this  article,  or  perhaps  both  name  and 
selling-point;  or  a  suggestion  of  the  need  of  the  article 
or  the  use  to  which  it  can  be  put.  Of  course,  in  the 
case  of  an  illustrated  ad.,  these  remarks  do  not  apply 
so  forcibly,  as  the  illustration  often  shows  the  nature 
of  the  article,  and  sometimes  the  article  in  use.  Still 
the  heading  should  reinforce  the  point  made  clear  by 
the  illustration. 

If  the  article  advertised  is  constantly  in  demand, 
its  name  can  be  profitably  mentioned  in  the  heading. 
Butter,  clothing,  shoes,  and  many  other  commodities 
are  such  articles,  and  would  be  treated  thus.  But  if  a 
savings  bank  were  advertising  its  service,  it  would 
more  likely  succeed  by  making  a  statement  regarding 
a  reason  for  the  saving  habit,  such  as :  "Young  Man, 
Save  for  a  Motor-Boat,"  than  if  the  heading  were 
"Deposit  Your  Savings  Here."  A  well-chosen  heading- 
gives  a  stimulus  to  the  reader's  thought  and  favorably 
disposes  him  toward  the  ad.  as  a  whole.  It  "gets  the 
advertiser  in  right."  Again,  if  price  is  a  strong  sell- 
ing point,  as  in  bargain  sale  ads.,  for  example,  it  is 
well  to  feature  it  in  the  heading. 

Make  all  headings  as  short  and  concise  as  pos- 
sible. A  verbose  sentence  at  the  head  of  an  ad.  will 
kill  interest  more  quickly  than  anything  else.  It  mat- 
ters little  whether  such  a  heading  takes  an  assertive, 
interrogative  or  command  form,  so  long  as  it  is  not 
uncouth.  The  merchant  who  heads  a  shirt  sale  ad, 
with  this  effusion:  "Take  Off  That  Old  Shirt,"  will 
cause  such  an  adverse  impression  in  the  reader's  mind, 
that  the  value  of  the  ad.  will  be  absolutely  nil.  Again, 
a  heading  which  is  not  pertinent— often  called  a  blind 
heading— should  never  be  used.  They  are  as  com- 
mon as  snowballs  in  winter.  Pick  up  any  paper,  and 
you  will  see  everywhere  on  the  page:  "Listen,"  "Why 
Not,"  "We  Announce,"  and  many  others  of  like  na- 
ture'. Avoid  them  as  you  would  the  smallpox.  They 
kill  any  incipient  interest  which  a  well-displayed  ad. 
migdit  have  aroused. 

Sub-headings. 

The  value  of  sub-headings  consists  in  making  an 
ad.  more  readable.  They  break  up  solid  masses  of 
type  into  smaller  divisions,  and  thus  give  the  mind  a 
better  chance  to  absorb  the  argument.  They  are  also 
very  useful  in  showing  where  a  new  idea  is  to  be  intro- 
duced. Choose  sub-heads  which  can  be  read  in  con- 
nection with  the  main  heading  if  possible,  as  this  gives 
the  reader  a  short  synopsis  of  the  whole  ad.  In  large 
ads.  of  the  departmental  store  style,  the  sub-heads  act 
as  a  sort  of  index,  so  that  the  reader  can  quickly  find 
the  matter  which  interests  him  most. 

The  Price. 

It  can  be  easily  seen  how  important  a  place  the 
price  should  occupy  in  the  average  retail  ad.,  when 
the  constantly  increasing  cost  of  living  is  considered. 


Most  buyers  have  limited  incomes,  and  therefore  have 
to  consult  price  a  great  deal.  Speaking  generally, 
therefore,  it  is  well  to  display  the  price  whenever  pos- 
sible. 

In  ads.  of  automobiles,  encyclopaedias,  and  arti- 
cles of  that  nature,  where  a  desire  must  be  created 
before  any  description  is  given,  it  is  better  not  to  men- 
tion price,  leaving  that  to  be  discussed  by  the  sales- 
man personally.  But  there  are  few  commodities 
handled  by  the  retailer  which  will  not  sell  better  when 
the  price  is  mentioned  prominently.  Just  where  to 
bring  in  the  price  is  another  matter.  If  it  is  a  very 
strong  selling  point,  the  heading  is  the  best  place ;  if 
you  have  to  create  a  disposition  to  buy,  display  the 
price  right  over  the  firm  name  and  address.  It  is  sel- 
dom wise  to  place  it  in  small  figures  in  the  body  mat- 
ter, although  this  is  done  frequently. 

Urging  the  Reader  to  Buy. 

The  proper  place  to  do  this  is  at  the  end  of  the 
body  matter,  when  all  the  other  parts  of  the  ad.  have 
brought  interest  and  desire  to  a  head.  Different  forms 
of  exhortation  are  used,  such  as :  "Accept  No  Sub- 
stitute," "Buy  Now  Before  the  Price  Goes  Up,"  "Be- 
ware of  Imitations,"  and  numberless  others.  Always 
make  this  exhortation  as  short  and  pithy  as  possible, 
avoiding  such  stereotyped  forms  as  these,  which  are 
quoted  here  merely  as  examples. 

As  the  subject  of  body  matter  and  its  preparation 
is  a  very  important  one,  it  will  be  taken  up  in  a  later 
article. 

Proof-Marks. 

Every  advertiser  should  know  something  about  proof- 
reading, as  errors  in  setting  up  copy  will  occur  in  spite  of 
proof-readers  at  the  printing  offices.   Below  are  given  a  few 
of  the  more  important  proof-marks,  although  some  of  them 
may  differ  slightly  in  various  offices : 
caps. — use  capitals  here, 
s.c. — use  small  capitals. 
I.e. — use  lower  case  letters, 
rom. — use  roraan  type, 
ital. — use  italic  type, 
b.f. — use  black  face  type, 
stet. — print  crossed-out  word  or  letters, 
out  see  copy — omission,  look  up  copy. 
— begin  paragraph  here. 

no  no  paragraph;  also  written,  "run  in." 

tr.— transpose  words  or  letters  as  shown  above, 
w.f —change  to  right  kind  of  type. 
? — is  this  correct? 

d— cut  out  crossed  out  word,  or  sentence. 
— correct  copy  as  shown  in  margin. 
— insert  period. 
,/ — insert  comma. 
;/ — insert  semicolon. 
•=/ — insert  hyphen. 
?/ — insert  question  mark. 

— upside  down  ;  reverse. 
X  /change  battered  type. 
II — make  lines  even  with  other  matter. 


Ad.  Criticisms 

Plain-Spoken  Comment  Meant  to  be  Helpful — Value  of  Effective  Copy  and  Harmonious 

Display. 


These  three  ads.  have  one  common  fault — lack  of  strong 
copy,  although  the  last  one  is  the  best  of  the  three  in  that 
respect.  The  first  shows  how  the  lack  of  a  border  weakens 
any  ad.,  the  second,  the  folly  of  trying  to  advertise  every- 


The 

(JUST 

Wright 


"Just  Wright 
Footwear 


Stands  for  the  best  in  STYLE, 
FIT,  WORKMANSHIP  and 
QUALITY. 

Try  a  pair. 

BRANDO  W&  VA  CHON 

SOLE  AGENTS 

425  Granville  Street. 

A  3-inch  double  column  Vancouver  ad.  which  a 
border  would  improve. 

thing  at  once  in  small  space,  and  the  last,  the  need  of  care 
in  selecting  harmonious  types  and  border. 

This  footwear  ad.  is  not  "just  wright."  The  cut  is  an 
excellent  one,  in  fact  it  could  hardly  be  improved,  but  owing 
to  the  fact  that  no  border  is  used,  the  disconnected  effect  of 
the  ad.  as  a  whole  is  very  noticeable.  A  three  point  border 
run  around  three  sides  of  this  ad.  with  the  illustration  on 
the  remaining  side  would  greatly  increase  the  general  effec- 
tiveness. The  heading  is  attractive  in  style,  but  the  repeti- 
tion of  the  "just  wright''  wording  already  shown  in  the  cut, 

serves  no  useful  purpose. 
Why  not  say  "Nobby  Evening- 
Footwear,"  or  something  of 
that  sort,  and  follow  it  with 
specific  copy  giving  some  reas- 
ons for  buying,  not  merely  gen- 
eral claims?  If  less  room 
were  taken  for  the  firm  name 
and  address,  more  room  would 
be  left  for  this  sort  of  copy. 
The  rules  over  the  firm  name 
should  be  eliminated. 

McManamy's  ad.  is  an  excel- 
lent example  of  how  not  to  do 
it,  being  another  case  of  try- 
ing to  get  the  departmental 
store  effect  in  a  very  small 
space.  Practically  everything 
in  the  store  is  mentioned,  'but 
nothing  is  said  that  would 
tempt  people  to  come  to  the 
store  to  buy,  or  even  look 
-I round.  Probably  this  advertiser  is  convinced  that  adver- 
tising doesn't  pay.    True,  some  kinds  do  not,  and  this  is 


A  nice  selection  of 

SLIPPERS 

For 

MEN,  WOMEN  and 
CHILDREN 

Hockey  Shoes 
Suit  Cases 

SOLID  LEATHER  SCHOOL 
BAGS 

Best  Grade  of 
RUBBER   FOOTWEAR  — No 
Seconds  kept 

McMANAMY'S 

SHOE  STORE 

Front  street  Thorold 


A  4-iDch  single  column  Thorald 
ad.  Poor  in  copy  and  display 


one  of  them !  Mention  "Slippers,"  we'll  say,  and  build  up 
a  line  of  copy  around  that  idea,  emoting  prices,  and  leaving 
all  the  other  articles  to  be  mentioned  one  at  a  time  in  later 
ads.  This  would  bring  results,  if  steadily  persisted  in. 
But  it  is  very  difficult  to  get  the  average  retailer  to  see 
this  point.  Too  many  of  them  indulge  in  spasmodic  adver- 
tising, believing  that  a  general  announcement  appearing  two 
or  three  times,  perhaps  without  change,  is  all  that  is  re- 
quired. 

Stark's  Shoe  Store  ought  to  apologize  for  that  border. 
It  is  unusual,  but  positively  grotesque,  and  also  too  heavy 
for  the  size  of  the  ad.  One  half  the  width  would  be  quite 
sufficient.  That  heading  should  not  have  been  used.  It  is 
best  to  advertise  goods  or  service,  not  regrets  that  the  ser- 
vice is  not  up  to  the  mark.  That  is  a  point  the  merchant 
should  be  willing  to  have  people  forget,  and  advertising  it, 
is — well,  inviting  them  to  stay  away  for  fear  the  error  will 
be  repeated. 

The  introductory  talk,  however,  gives  a  good  reason  for 
the  bargains  enumerated  beneath,  and  that  is  always  an 
important  feature,  in  any  ad.  The  bargains  would  have 
been  more  convincing  if  less  lines  had  been  mentioned  and 
more  space  given  to  each  one,  leaving  it  to  the  salesmen  to 
introduce  others.  The  prices  could  be  run  in  smaller  type 
which  would  leave  more  room  for  strong  copy.  The  rules 
should  be  eliminated,  as  they  weaken  the  general  displav 

;|  We  Must  Apologize  \< 


art 
i  good 


fSt- iciu  oo  Fnda 
IB  ..(T<-r«l  a-nd  were  overcroudm 
decided  to  slock  Blater  Shoes 


m',  Storm  Calf  Black 
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i  Willow  Calf  Slip  Soles  New 
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A  five-inch  three  column  ad.  from  Winnipeg  which  might 
be  improved 

effect.  This  would  necessitate  changing  the  form  of  the 
copy  somewhat,  which  would  be  an  improvement.  The  mar- 
gins should  be  decidedly  wider  to  show  off  the  copy  to  good 
purpose. 

The  ad.  writer  cannot  be  too  careful  in  the  lay-out  of 
his  copy.  If  this  be  carefully  thought  out,  and  one  or  two 
lines,  depending  upon  the  space  at  his  disposal,  strongly 
featured,  and  the  advertisement  inserted  in.  the  right 
medium,  there  is  little  danger  that  it  will  not  bring  results. 
It  is  the  failure  to  observe  such  simple  rules  as  these  that 
makes  the  skeptic,  who  says :  "It  doesn't  pay  to  advertise." 


Let's  Have  a  Smile 


A  meeting  was  in  progress  at  which  the  speaker  had 
waxed  eloquent  on  "The  Perfection  of  the  Ideal,"  declar- 
ing that  perfection  had  never  been  attained  in  the  human 
race.    And  soon  he  appealed  to  his  audience: 

"Think  carefully,  each  for  himself  and  herself,  every 
man  and  woman  in  this  audience— have  you  ever  known  or 
heard  of  a  perfect  person :  I  mean  now,  perfection  absolute  ?" 

Silence  reigned  over  the  audience  until  there  was  a 
soft  rustling  of  skirts,  and  slowly  there  arose  a  demure  little 
woman  who,  in  a  meek  voice,  said :  "I  think  I  have,  sir." 

The  whole  audience  turned  to  look  at  the  little  woman 
as  the  surprised  speaker  said,  with  a  touch  of  irony  in  his 
voice:  'And  may  we  know,  Madam,  who  was  this  perfect 
person?" 

"Yes,  sir,"  answered  the  meek  little  lady,  "my  husband's 
first  wife." 

*  *  * 

A  family  moved  from  the  city  to  a  suburban  locality 
and  were  told  that  they  should  get  a  watchdog  to  guard  the 
premises  at  night.  So  they  bought  the  largest  dog  that  was 
for  sale  in  the  kennels  of  a  neighboring  dog  fancier,  who 
was  a  German.  Shortly  afterward  the  house  was  entered 
by  burglars,  who  made  a  good  haul,  while  the  big  dog  slept. 
The  man  went  to  the  dog  fancier  and  told  him  about  it. 

"Veil,  vat  you  need  now,"  said  the  dog  merchant,  "is  a 
leedle  dog  to  vake  up  the  big  dog." 

*  *  * 

A  progressive  father  determined  to  teach  his  little  son 
Freddie  the  alphabet  by  a  new  method.  The  lesson  began 
thus : 

"F  for  Freddie,"  said  the  father. 
"F  for  Freddie,"  repeated  the  little  one. 
"M  for  me,"  said  the  father. 
"M  for  you,"  said  Freddie. 
"No,  Y  for  you,"  said  the  father. 
"No  F  for  me,"  said  Freddie. 

The  lesson  was  then  given  up,  and  the  father  intends 
to  have  the  usual  "A  was  an  archer,"  etc.,  next  time. 

*  *  * 

Candidate :  "May  I  hope,  Mrs.  Saunders,  that  your  hus- 
band will  support  me — " 

Mrs.  Saunders:  "Support  you!  W'y  'e  ain't  supported 
mc  the  last  six  months  !" 

*      *  * 
Boy  Wanted. 

A  certain  business  man  of  Rochester  is  of  opinion  that 
he  has  an  exceedingly  bright  office  boy,  and  nothing  pleases 
him  better  than  to  tell  how  he  acquired  the  youngster's 
services. 

A  notice  had  been  posted  in  the  man's  shop  window 
which  read  as  follows : 

"Boy  wanted  about  14  years." 

A  lad  of  that  age,  with  little  that  was  prepossessing  in 
his  appearance,  came  into  the  office  and  stated  that  he  had 
read  the  notice. 

"So  you  think  you  would'like  to  have  the  position?" 
asked  the  merchant,  patronizingly,  as  he  gazed  at  the  lad 
over  the  rim  of  his  spectacles. 

"Yes,  sir,"  was  the  reply;  "1  "want  the  job,  but  I.  don't 


know  that  I  can  promise  to  keep  it  for  the  full  fouiteen 
years." 

*  *  * 

A  group  of  hoboes  waiting  for  their  coffee  to  boil  in  a 
tomato 'can  were  telling  of  their  hardluck  experiences. 

"I've  had  worse  luck  than  anybody,"  said  one  of  them 
challengingly,  after  listening  to  the  others'  tales  of  woe. 
"Onct  I  had  to  sleep  from  Wilkesbarre  to  Perth  Amboy  on 
top  of  a  flat  car  loaded  with  hard  coal. 

"And  what  do  you  think?"  he  went  on.  "Every  car  on 
the  next  train  that  pulled  in  from  the  same  direction  was 
loaded  with  soft  coal !" 

*  *  * 

It  is  taking  some  time  for  the  flood  of  stories  anent 
the  discovery  of  the  North  Pole  to  sweep  past.  Along  comes 
this  belated  one  from  old  Kentucky  : 

The  owner  of  a  plantation  said  to  a  favorite  darky : 
"Mose,  they've  discovered  the  North  Pole." 
"Deed!"  exclaimed  the  old  negro.    "Where  at?" 

*  *  * 

The  Human  Side  of  Gardening. 

Corn  has  ears. 
Potatoes  have  eyes. 
Squashes  have  necks. 
Cucumbers  have  warts. 
Cabbages  have  heads. 
Celery  has  a  heart. 
Wheat  has  a  beard. 
Grapes  have  skin. 

*  *  * 

It  is  true  that  some  girls,  marrying  men    to  reform 
them,  succeed.    Some  girls,  too,  fail. 

*      *  * 

The  hostess  at  a  tea  once  said  to  a  beautiful,  sad-eyed 
woman : 

"Are  you  fond  of  sports,  Mrs.  Blank?" 
Mrs.  Blank  smiled.    Her  sad  eyes  twinkled  a  moment. 
Then  she  sighed  and  answered: 

"Well,  I  suppose  I  ought  to  be,  I  married  one." 

*  *  * 

"I'm  looking  for  a  breezy  march,"  said  the  bandmaster 
in  a  Chestnut  Street  music  store  the  other  day. 

"How  about  this  one  dedicated  to  the  Aero  Club?"  the 
facetious  clerk  asked." 

"I  suppose  it  is  written  for  wind  instruments,"  the  band- 
master countered. 

"Well,  the  air  is  easy,"  the  clerk  shot  back,  and  the  inter- 
change stopped. 

%      *  * 

A  gentleman  was  engaging  a  general  man  and  telling 
him  what  he  wanted  him  to  do.  "You  will  have  to  clean 
the  windows  and  the  boots  and  the  knives  and  go  messages, 
chop  wood,  cut  short  grass,  mind  the  horse  and  pony,  look 
after  the  garden  and  keep  the  house  supplied  with  vegetables, 
and  do  any  odd  job  that  is  required,  and  if  suitable  you  will 
get  ten  shillings  a  week."  "Is  there  any  clay  in  the  garden?" 
asked  the  man.  "What  makes  you  ask  that?"  asked  the 
gentleman.  "I  was  thinking  I  could  make  bricks  in  my  spare 
time,"  said  the  man. 


Lights  and  Shadows  on  the  Road 

Fact  and  Fancy  Relating  to  the  Couriers  of  Commerce  in  our  own  and  Other  Trades. 


"The  road  sure  is  a  great  educator,"  said  the 
clothing  man  meditatively,  as  he  looked  dreamily 
through  the  blue  incense  that  four  or  five  traveling 
men  were  sending  up  at  the  close  of  the  usually  event- 
ful day.  "I  remember  when  I  first  took  out  my  trunks. 
1  thought  1  had  pretty  well  cut  my  eye  teeth.  Had  a 
regular  old  driver  of  a  warehouse  manager  when  I 
was  inside,  and  the  most  of  us  youngsters  thought  we 
had  the  business  down  as  pat  as  vaudeville  comedian 
his  cut  and  dried  jokes.  We  had  the  idea,  amongst 
other  things,  that  a  fellow  only  had  to  know  his  line, 
dress  well,  be  able  to  talk,  spin  yarns  and  keep  down 
expenses  to  make  a  hit.  From  the  very  start,  though, 
a  fellow  gets  some  of  his  ideas  rudely  jolted  and  none 
suffer  as  badly  as  the  one  that  sometimes  goes  on 
the  road.  I  know  I  had  a  kind  of  a  notion  that  dealers 
were  a  class  of  one-horse  chumps  who  could  easily  be 
managed  by  a  fellow  who  had  been  brought  up  in  the 
city  and  had  seen  life.  It  took  me  quite  a  spell  to  get 
it  into  my  head  that  some  of  the  men  I  tried  to  sell 
goods  to,  whether  they  knew  as  much  as  myself  or  not, 
were  quite  capable  of  handing  me  out  a  few  thinks." 

"That's  right,  Tommy,"  responded  the  hardware- 
man.  "The  fellow  who  'knows  it  all'  on  the  road  is 
always  with  us  but  he  gets  his  bumps  every  day  and 
only  as  he  realizes  the  folly  of  his  viewpoint  does  he 
become  a  successful  salesman.  I  had  a  reminder  of 
this  when  1  was  quite  new  at  the  business.  I  called 
on  an  old  fellow  up  north  and  from  his  appearance 
and  dress  I  took  him  for  a  farmer  who  had  retired 
and  taken  up  the  retail  business  to  get  rid  of  some  of 
his  hard-earned  savings.  I  talked  to  him  with  the  air 
of  one  who  could  give  him  a  few  pointers  on  business 
in  general  and  hardware  in  particular  before  I  dis- 
covered he  was  one  of  the  most  wide-awake  men  I 
ever  met.  Say,  that  old  fellow  knew  things  about  my 
goods  that  I  learned  for  the  first  time,  and,  more  than 
that.  J  found  he  was  quite  a  philosopher  as  well  as  a 
great  reader.  He  was  familiar  with  not  only  some  of 
the  brightest  minds  of  the  times,  but  could  repeat 
quotations  from  Senaca,  Socrates  and  a  lot  of  those 
old  stagers  that  most  of  us  gave  up  thinking  about 
when  we  left  school.  There  may  be  a  lot  of  dubs  in 
the  retail  business  but  a  fellow  has  to  keep  his  eye 
skinned  and  his  wits  sharpened  to  keep  up  his  end  of 
the  stick  with  the  number  of  wide-awake  merchants 
he  meets  these  days." 

"The  day  is  gone  by,  too,"  spoke  up  the  grocery 
man,  "when  any  old  thing  will  go  on  the  road.  There 
may  be  tricks  in  every  trade,  but  the  man  that  tries  to 
rk  this  idea  on  the  road  finds  out  that  'straight 
goods'  is  the  only  watchword  that  goes.  I  remember 
when  I  was  green  on  the  road  1  used  to  sit  up  nights 


concocting  schemes  for  either  handling  or  getting  even 
with  some  of  the  cranks  I  met  on  my  territory,  but 
I've  given  all  that  up.  If  I  can't  do  business  on  the 
straight  I  let  it  go,  and  I've  found  it's  better  to  let  a 
man  drop  than  to  queer  things  to  get  his  trade.  I 
remember  an  old  fellow  that  exasperated  me  so  by  his 
treatment  that  I  tried  a  ruse  on  him  once  to  get  an 
order.  I  knew  he  had  a  great  failing  for  jobs  and  one 
day  after  he  had  turned  me  down  on  a  pretty  good 
line  with  the  statement  that  my  prices  were  away  out, 
I  went  back  to  the  hotel  and  faked  up  a  telegram.  It 
happened  we  had  a  fire  next  door  to  the  warehouse 
a  couple  of  days  before  and  while  we  got  a  little 
sprinkling  of  water  the  firm  had  wired  me  that  the 
stock  was  intact  and  to  go  ahead  as  if  nothing  had 
happened.  It  struck  me  that  we  had  a  big  line  of 
canned  goods  on  the  top  flat  and  I  made  up  a  tele- 
gram that  read :  'Top  flat  slightly  damaged  by  water, 
sell  canned  goods  twenty  off.'  I  went  back  to  my 
man  and  managed  to  land  him  for  enough  stuff  to 
last  him  for  a  good  year,  at  prices  that  gave  us  a  good 
margin  considering  we  were  cleaning  up  our  stock. 
It  took  him  a  couple  of  months  to  realize  that  he  had 
bit  pretty  hard  and  of  course  some  of  my  competitors 
took  the  trouble  to  rub  it  in.  At  any  rate  he  got  the 
idea  I  had  worked  him  and  I  couldn't  get  a  look  in 
afterwards.  It  made  me  feel  cheap  and  I  figured  it 
out  that  in  the  end  it  would  have  paid  me  several  times 
over  to  have  passed  him  up  that  trip." 

"Jttst  the  same,"  said  the  shoeman,  "a  fellow  is 
sometimes  justified  in  taking  advantage  of  peculiari- 
ties of  his  customers  when  he  can  do  it  without  being 
crooked.  I  suppose  we  all  have  some  ol  those  fellows 
who  are  looking  for  snaps  and  who  get  so  crazy  on 
jobs  that  they  will  bite  at  almost  any  bait  you  put 
before  them.  I  had  a  fellow  of  this  kind  who  would 
never  look  at  my  samples  unless  I  could  fetch  him 
with  some  promise  of  special  inducements.  I  called 
on  him  one  morning  when  he  was  feeling  unusually 
crusty  and  he  told  me  he  had  just  taken  stock  and 
found  he  had  twice  as  much  stock  as  he  needed  and 
wasn't  going  to  buy  any  more  than  he  needed,  barely 
for  sorting  for  the  next  three  months.  When  I  sug- 
gested 'jobs'  he  said  it  was  no  use  he  wouldn't  look  at 
them.  'All  right,  Joe,'  I  said,  cheerfully,  'then  I'll  leave 
this  grip  down  here  behind  the  countei  while  I  go  to 
the  other  end  of  the  town.  I  don't  want  to  show  them 
to  any  one  else  here  so  I'll  just  pick  them  up  on  my 
way  back.'  I  knew  he  couldn't  stand  the  temptation 
to  look  at  the  bunch  if  I  left  them  long  enough,  so  I 
didn't  get  back  till  four  or  five  in  the  afternoon.  When 
I  called  I  made  the  bluff  of  saying  good-bye  and  made 
no  show  of  opening  up.    I  saw  from  the  change  in 
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the  position  of  the  grip  that  he  had  been  investigating 
and  so  lingered  on  a  little  talking  about  one  thing  and 
another.  Just  as  I  was  leaving  he  said  quite  careless- 
ly :  'You  might  show  me  one  or  two  of  those  specials, 
there  might  be  something  I  need  amongst  them.'  Well 
I  sold  him  a  pretty  big  bill  for  a  fellow  who  had  twice 
as  much  stock  as  he  needed." 

"Speaking  of  tricks,"  broke  in  the  stationery  man, 
"I  often  think  of  Sol.  Rosenthal,  who  used  to  represent 
a  certain  religious  publishing  house.    You  remember 
he  changed  his  name  to  Sam.  Rosedale  to  kill  the  ap- 
pearance of  his  Hebrew  extraction.    Well,  he  worked 
the  slickest  game  I  ever  knew,  and  kept  it  up  for  quite 
a  time,  too,  although  at  last  he  had  to  change  over  to 
another  house  with  less  pious  pretensions.    He  used 
to  make  it  a  point  to  discover  the  denominational  bent 
of  some  of  his  customers,  and  if  he  found  himself  in 
a  town  where  a  good  Presbyterian  or  Methodist  car- 
ried books  and  stationery  he  would  get  around  to  the 
young  people's  meeting  or  the  prayer  meeting,  accord- 
ing to  the  night,  and  take  part  unctuously  in  the  de- 
votional exercises  or  identify  himself  in  some  way 
with  the  spiritual  interests  of  the  town.    I  am  told  he 
was  very  eloquent  in  prayer  and  some  of  those  he 
called  on  next  day  bought  almost  without  looking  at 
his  prices.    Of  course,  some  of  these  customers  caught 
on,  although,  when  his  features  betrayed  him  he  al- 
ways worked  the  'Converted  Jew'  racket  with  even 
greater  success  than  his  simple  role  of  Sam.  Rosedale, 
the  local  preacher.    At  any  rate,  the  house  he  worked 
for  was  sorry  to  lose  him  and  offered  him  a  big  thing 


is  the  day  of  a  traveler  who  sails  under  false  colors." 

"Speaking  of  jobs,"  said  the  shoeman,  "I  had  one 
man  I  had  the  satisfaction  of  telling  where  to  get  ofl. 
although  I  have  no  hope  of  ever  selling  him  any  more 
goods.    This  man  is  one  of  those  who  know  more 
about  goods  than  the  manufacturer  himself,  and  h«s 
made  me  so  sore  that  I  couldn't  resist  the  temptation 
to  get  back  at  him.   I  took  over  a  few  specials  to  show 
him  one  clay  and  he  threw  dirt  at  the  goods,  price* 
and  everything  else.   He  tried  his  best  to  make  me  and 
my  line  look  like  the  loose  ends  of  a  wrecked  balloon. 
I  bore  the  thing  meekly,  although  I  was  several  time- 
on  the  point  of  spilling  over.  As  I  resignedly  packed 
up  my  pets  in  my  grip  I  ventured  the  remark  that  1 
had  a  few  things  in  my  other  case  that  I  would  like 
to  show  him  although  I  was  afraid  they  would  be  too 
low  priced  to  suit  his  trade.    I  picked  a  half-dozen 
lines  and  quoted  them  at  about  twenty  per  cent,  belov* 
their  market  price,  at  which  even  they  were  excep- 
tional value.    I  trembled  as  I  displayed  each  shoe  lest 
he  might  call  my  bluff  and  buy.    His  lip  curled  and 
he  made  some  sneering  remark  as  he  handed  each  one 
back  to  me.    I  folded  them  up  and  put  them  back  into 
the  case.    When  I  had  strapped  my  grips,  put  on  my 

overcoat  and  adjusted  my  gloves,  I  said:  'Mr.  T  • 

you  have  just  had  the  opportunity  of '  your  life.  II 
you  had  bought  those  goods  I  have  just  shown  you  at 
the  prices  quoted  I  would  have  either  been  fired  by 
the  firm  or  had  to  make  good  twenty  per  cent,  of  their 
cost-  You  don't  know  a  good  shoe  from  a  hole  in  the 
ground.    Good  day !'    Of  course  I  never  had  a  chance 


to  stay  on  even,  but  Sol.,  I  think,  realized  how  limited     to  offer  him  a  snap  like  that  again. 


News  from  New  York 

New  York  a  Fashion  Centre  for  Shoes— What  is  Selling  there— Tanners'  Meeting 

— News  of  the  Trade. 


New  York,  in  spite  of  Boston  to  the  contrary,  is 
in  reality  the  shoe  fashion  centre.  Broadway  and 
Fifth  Avenue  set  the  styles  in  women's  shoes  at  least 
for  the  entire  continent.  It  will  be  interesting,  then, 
to  readers  of  the  Shoe  and  Leather  Journal  to  hear 
just  what  is  expected  to  move  in  New  York.  Opinions, 
to  be  sure,  are  varied,  but  you  may  be  sure  that  there 
is  very  little  chaff  in  this  wheat. 

One  of  the  large  stores  is  looking  for  a  heavy  sale 
of  fabric  shoes.  Among  those  that  they  are  showing 
in  the  sample  line  are  two  satin  pumps,  a  black  and  a 
golden  brown  and  carrying  the  new  kidney  heel  which 
gives  the  effect  of  a  Louis  and  the  walking  surface 
of  a  military  heel.  There  are  a  good  many  strap  effects 
shown  on  the  cheaper  lines  of  women's  pumps  and 
they  advance  the  opinion  that  there  would  be  a  return 
to  favor  of  the  strap  since  there  would  be  undoubtedly 


so  many  ill-fitting  pumps  without  straps  sold,  that 
there  would  be  a  reversal  of  sentiment  in  that  con- 
nection.   So  sure  are  they  of  this  taking  place,  that  in 
certain  lines  they  are  showing  pumps  without  straps, 
but  in  the  carton  separate  from  the  shoe  are  included 
two  straps  that  the  wearer  may  have  attached  if  she 
decides  finally  that  she  wants  them.    Flat  bows  oJ 
corded  silk  are  shown  on  many  of  the  pump  styles  and 
by  the  placing  of  the  bow  a  short  vamp  effect  can  be 
gained  even  though  the  actual  length  of  the  vamp  may 
be  greater  than  is  customarily  allowed.    This  also  b 
in  the  interest  of  the  final  satisfaction  of  the  customer 
and  they  are  looking  for  a  greater  number  of  these 
bows  called  for  on  the  spring  models. 

Another  large  establishment  on  Broadway  reports 
a  demand  for  women's  tan,  dull  black  and  velvet  boots, 
and  in  the  men's  section  the  call  is  quite  strong  for 
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tans  and  dull  blacks.  Patent  leather  is  assuming  its 
proper  place,  in  that  it  is  being  sold  mainly  for  dress 
purposes,  the  pump  style  selling  best. 

Corduroy  will  be  shown,  and  a  pretty  pump  made 
of  brown  velvet  ornamented  with  stud  holes  at  the  tip 
and  all  around  the  collar  is  one  of  the  novelties  which 
will  soon  make  its  appearance.  While  it  is  difficult  to 
predict  the  popularity  of  corduroy,  it  appears  to  be 
good  policy  to  show  this  fabric  in  the  samples,  for 
with  the  present  craze  for  fabrics  of  all  kinds  one  can 
never  tell  in  which  direction  the  wind  will  turn  the 
vane  of  popularity. 

Still  another  says  that  the  present  best  sellers  for 
women  are  velvets  and  patent  leather  boots  with  fabric 
tops,  with  a  decided  falling  off  in  the  call  for  dull 
blacks.  For  men's  wear,  lace  effects  sell  best.  Tans 
lead,  while  dull  and  patent  leather  are  about  equal  in 
demand.  A  noticeable  condition  is  the  decided  pre- 
ference for  kid  tops  and  double  soles. 

Another  high-grade  store  tells  me  that  in  the 
women's  department  especially  there  has  been  con- 
siderable activity  of  late.  Evening  slippers  to  match 
gowns  are  in  good  demand,  and  the  call  for  slipper 
ornaments  shows  no  signs  of  abatement.  These  orna- 
ments have  now  assumed  such  importance  in  the  shoe 
trade  that  they  may  well  be  termed  a  necessity.  The 
manager  is  of  the  opinion  that  white  and  tan  shoes 
will  sell  well  next  spring.  In  the  men's  department 
there  is  a  strong  call  for  tan  boots,  button  styles  pre- 
ferred. 

The  concensus  of  opinion  on  men's  shoes  is  that 
much  narrower  edges  will  be  in  the  greatest  demand. 
The  smaller  of  extensions  is  asked  for  in  the  better 
grade  of  shoes.  Lasts  will  change  from  the  extremely 
high  heel  and  toe  to  the  moderately  high  with  a  me- 
dium swing.  The  button  oxford  that  was  so  popular 
last  spring  will  be  replaced  largely  with  a  low-cut 
lace. 

In  women's  shoes  on  all  sides  there  is  free  dis- 
cission (if  tlie  comparative  merits  of  the  various  ma- 
terials and  styles  which  are  expected  to  prove  the  best 
spring  sellers.  At  the  present  time  the  opinion  is  that 
other  fabrics  will  sell  equally  well  with  tan  boots. 
Later  in  the  season  it  is  expected  that  white,  black 
and  tan  will  be  the  ruling  colors,  all  in  low  effects,  and 
that  satins  will  also  be  in  vogue. 

Meeting  of  Rubber  Club  of  America. 

The  Rubber  Club  of  America  held  its  mid-winter  banquet 
last  month  at  Delmonico's,  Fifth  Ave.  and  Forty-Fourth  Street. 
The  Committee  of  Arrangements  secured  the  following  gentle- 
men to  speak  on  that  occasion : 

The  Honorable  John  Barrett,  director  of  the  International 
Bureau  of  the  American  Republics,  Washington,  D.  C. 

The  Honorable  Win.  M.  Ivins,  of  New  York. 

H.  E.  Raymond,  Esq.,  of  Akron,  Ohio. 

Creswell  MacLaughlin,  Esq.,  of  New  York. 

A  large  number  of  members  of  the  club,  as  well  as  prom- 
inent members  of  the  rubber  trade,  attended  this  dinner,  and  the 


affair  was  the  most  brilliant  one  in  the  history  of  this  clu/b  or 
of  its  predecessor,  the  New  England  Rubber  Club. 

New  Castle  Leather  Co. 

The  New  Castle  Leather  Co.  have  fitted  up  their  lofts  in 
the  Pfister  &  Vogel  Leather  Co.  building,  corner  of  Cliff  and 
Ferry  Streets,  New  York,  and  they  occupy  the  third,  fourth  and 
seventh  floors  of  the  building.  This  will  be  the  main  office  of 
the  company,  where  Robert  Binger  and  Sidney  New  will  make 
their  headquarters.  Richard  Patzowsky  will  continue  his  head- 
quarters at  their  tannery  in  Wilmington,  which  is  considered  one 
of  the  most  modern  equipped  and  largest  plants  of  its  kind  in 
the  country.  Sidney  New,  the  new  member  of  the  firm,  is  one 
of  the  ablest  men  in  the  leather  trade  and  has  a  wide  acquaint- 
ance, embracing  almost  every  shoe  manufacturer  in  the  country. 

The  Blyn  Association  Ball. 

On  Monday,  January  gth,  the  annual  'ball  and  entertainment 
of  the  Y.  Blyn  &  Sons  Employees  Association  was  held  in  the 
Terrace  Gardens. 

While  dancing  was,  of  course,  the  principal  feature  of  the 
evening's  enjoyment,  the  usual  custom  was  followed  of  present- 
ing first  a  vaudeville  entertainment,  in  which  the  best  artists 
procurable  presented  their  specialties.  This  vaudeville  feature 
has  always  been  a  very  entertaining  one,  and  the  committee  in 
charge  of  that  for  this  last  occasion  exceeded  all  former  efforts 
in  this  direction.  People  from  all  branches  of  the  shoe  trade 
w  ere  present,  and  a  most  representative  gathering  was  on  hand. 
It  'may  he  said  in  passing  that  the  Blyn  Association  was  formed 
primarily  for  the  purpose  of  aiding  those  of  its  members  who 
may  become  incapacitated  through  illness  from  attending  to 
their  duties,  and  it  has  the  cordial  support  of  the  members  of 
the  firm  itself.  The  proceeds  from  the  ball  are  turned  into  the 
treasury  for  this  purpose. 

Waterproof  Velvet. 

While  many  of  the  trade  rail  against  the  velvet  shoe  craze 
they  overlook  a  novelty,  "Velutina,"  which  has  been  on  the 
market  here  for  some  time.  This  is  a  velvet  fabric,  and  as  vel- 
vet has  become  so  generally  used  by  the  shoe  manufacturer,  it 
is  important  that  he  should  have  full  information  on  the  sub- 
ject. 'In  addition  to  rendering  velvet  water  repelling,  which  is 
the  principal  object  of  the  cravenette  process,  the  fact  that  it 
renders  the  fabric  spot  proof  as  well  is  an  important  feature. 
This  means  more  perhaps  to  the  footwear  trade  than  to  other 
lines  of  wearing  apparel  in  which  velvet  is  used,  since  there  is 
a  greater  possibility  of  soiling  shoes  than  of  soiling  dresses  or 
hats,  for  example,  and  anything  that  will  lessen  this  is  naturally 
important. 

The  cravenette  process  will  be  used  in  connection  with  the 
Velutina  line  of  velvets,  which  is  the  stock  of  the  house  for  which 
the  greatest  demand  is  developing  among  shoe  manufacturers. 

Strike  in  Brooklyn  Factories. 

The  strike  which  has  become  such  a  bitter  fight  in  the 
Brooklyn  factories  is  now  pretty  nearly  over.  It  is  certainly 
about  time. 

A  strike  which  has  death  and  disaster  in  its  train  is  dis- 
graceful to  the  workingmen  and  also  to  any  union  which  might 
foster  it.  Difficulties  cannot  be  overcome  by  murderous  on- 
slaughts, and  when  the  police  of  a  certain  locality  is  required  to 
protect  any  class  of  citizens,  then  there  is  something  'wrong  with 
the  opposing  force.  It  is  hardly  judicious  to  assume  that  the 
Italian  laborers,  who  instigated  the  strike  in  Brooklyn,  put  a 
great  deal  of  intelligence  into  their  movements  when  the  strike 
was  carried  on  in  such  a  barbarous  manner.  The  whole  trouble 
arose  through  some  dissatisfaction  of  Italian  workers,  and  the 
difficulty  was  confined  entirely  to  that  nationality.  The  places 
of  the  Italians  were  satisfactorily  filled  with  Greeks  and  Am- 
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ericans.  While  the  shoe  business  suffered  considerably  in 
Brooklyn,  it  is  again  running  on  a  pretty  fair  basis.  The  agita- 
tion accomplished  no  good  whatever,  and  simply  resulted  in 
loss  to  both  sides. 

Tanners'  Meeting. 

The  National  Association  of  Tanners  met  at  the  Hotel 
Astor,  New  York,  on  January  loth.  A  tariff  committee  of  the 
representative  tanners  was  elected,  and  addresses  on  many  live 
topics  given  by  various  members.  M.  S.  Barnet,  of  the  Barnet 
Leather  Co.,  spoke  on  "How  Can  Present  Conditions  of  Business 
be  Improved."  He  blamed  the  disturbed  condition  of  affairs  on 
too  much  legislative  activity  and  agitation.  He  saw  brighter, 
times  for  the  leather  trade  in  the  immediate  future.  The  asso- 
ciation passed  resolutions  in  favor  of  a  non-partisan  permanent 
tariff  commission,  and  against  any  further  leather  tariff  legisla- 
tion.   Terms  and  discounts  were  also  discussed,  and  2  p.c.  ten 


days,  1  p.c.  thirty  days,  and  net  60  days  were  decided  upon  as 
absolute  terms. 

Shoe  Manufacturers  Meet. 

The  shoe  manufacturers  met  in  the  Hotel  Astor  in  the 
middle  of  January..  The  lowering  of  the  tariff  against  shoes 
came  in  for  its  share  of  criticism  at  the  hands  of  John  H.  Hanan, 
the  president  of  the  National  Boot  and  Shoe  Manufacturers 
This  is  a  bitter  subject  with  all  the  manufacturers.  Imports  of 
shoes  have  increased  70  p.c  during  1910  over  1909.  The  com- 
mittee on  styles,  whose  work  is  to  keep  the  immense  variety  of 
lasts  patterns  and  materials  within  reasonable  bounds,  was 
uro-e'd  to  keep  up  its  good  work.  The  practice  of  not  guaran- 
teeing fabric  shoes  was  commended,  as  fabrics  could  not,  m  any 
reason,  be  expected  to  wear  as  long  as  the  leather  portion.  It 
was  inferred  that  the  last  manufacturers  had  a  combine,  and 
sno-o-ested  that  the  matter  be  looked  into  at  once. 


Our  Boston  Letter 

The  News  From  the  American  Shoe  Centre   as  Reported  by  Our  Own 

Representative. 


Boston  is  the  headquarters  of  351  shoe  manufactur- 
ing concerns,  263  leather  companies  and  firms,  122  shoe 
wholesalers  and  commission  dealers,  107  dealers  in  shoe 
manufacturers'  goods,  65  shoe  manufacturers'  agents,  52 
glazed  kid  concerns,  46  shoe  machinery  makers  and  deal- 
ers, 60  hide  and  skin  dealers  and  brokers,  154  dealers  in 
tanners'  and  curriers'  oils,  tallows  and  allied  materials. 

There  are  more  than  1,300  firms  of  the  shoe,  leather 
and  allied  industries  who  have  their  headquarters  _  in 
Boston.  There  are  about  1,300  shoe  manufacturing 
firms  in  the  entire  United  States,  and  351  of  them,  or 
one-quarter  of  them,  have  offices  in  Boston.  Every 
large  shoe  manufacturing  firm  in  the  country  has  a 
Boston  office. 

Consequently  Boston  is  a  busy  burg  when  any- 
thing stirs  in  Shoedom.  January  has  been  the  big  buy- 
ing month  for  the  Western  trade  in  the  Eastern  market 
and  men  from  the  Far  West  have  been  placing  large 
orders. 

This  is  a  summary  of  the  meetings  of  importance 
held  in  Boston  during  the  last  month: 

January  4— Special  meeting  New  England  Shoe  & 
Leather  Association. 

January  7— A.  W.  Donovan  of  the  Boston  Boot  and 
Shoe  Club  addressed  Boston  Association  of  Superin- 
tendents and  Foremen. 

January  10— National  Wholesalers' Association. 

Januarv  10— Southern  Shoe  Salesmen's  Association,  at 
Hotel   Brunswick.     President,   John   E.  O'Brien; 
•secretary,  F.  W.  Stanton.     Speakers.  William  F, 
Murray  (Congressman-elect) ;  Arthur  L.  Evans. 

January  10— Associated  Shoe  Company,  at  Parker 
House,  President,  D.  F.  Sullivan;  secretary,  J.  F. 
Knowles.  Speaker,  Judge  Robert  O.  Hams  (Con- 
gressman-elect.) 


January  14— Boston  Shoe  Travelers'  Association,  at 
Young's  Hotel.  President,  Thomas  C.  Johnson;  sec- 
retary, William  Noll. 

January  18— New  England  Shoe  and  Leather  Associa- 
tion, at  Hotel  Somerset.  President,  Charles  C. 
Hoyt;  secretary,  Thos.  F.  Anderson. 

January  18— Boston  Boot  and  Shoe  Club,  at  Hotel 
Somerset.  President,  Alfred  W.  Donovan;  secre- 
tary, Thomas  F.  Anderson.    Ladies'  Night. 

January  25— Boston  Leather  Associates,  at  Hotel 
Brunswick.  President,  Cecil  Q.  Adams;  secretary, 
A.  R.  Moulton. 

The  special  New  England  Shoe  and  Leather  Associa- 
ation  meeting,  January  4,  sent  H.  I.  Thayer,  of  Thayer, 
Foss  &  Co.,  to  the  tariff  meeting  in  Washington  to  do 
what  he  could  to  have  the  stiff  regulations  abated  that 
were  practically  excluding  Russian  hides.  Chas.  C.  Hoyt, 
of  the  New  England  Association;  M.  E.  French,  of  the 
New  England  Shoe  Wholesalers'  Association;  George 
Hutchinson,  and  E.  B.  Keith  were  also  to  be  at  the 
convention  in  Washington. 

The  annual  meeting  of  the  National  Shoe  Whole- 
salers' Association  held  Tuesday,  Jan.  10,  at  Young's 
Hotel,  Boston,  Mass.  At  the  morning  session,  the  general 
shoe  and  rubber  situations  were  discussed,  and  particu- 
larly the  multiplicity  of  styles.  Several  of  the  members 
present  spoke  of  how  shoes  bought  from  samples  were 
out  of  style  before  delivered,  and  also  how  the  ever  chang- 
ing styles  caused  the  increase  in  price  of  shoes,  as  manu- 
facturers had  to  add  the  cost  of  their  lasts  to  the  price 
of  the  shoe.  A  good  deal  of  comment  was  made  upon 
the  popularity  of  the  velvet  shoe. 

During  this  session  a  committee  was  nominated  for 
the  selection  of  the  officers  for  the  ensuing  year,  and  at 
1  o'clock  a  luncheon  was  served,  after  which  a  brief  after- 
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noon  session  was  held  when  the  following  officers  were 
elected.  President,  J:  H.  Gibbs,  Boston;  first  vice-presi- 
dent, Henry  S.  Higgins,  New  York;  second  vice-president, 
W.  Lee  Brand,  Roanoke,  Va. ;  third  vice-president,  H.  C. 
Dovenmuehle,  Chicago;  fourth  vice-president,  A.  H. 
Berry,  Portland,  Me.;  secretary  and  treasurer,  S.  W. 
Campbell,  Chicago. 

The  Boston  Boot  and  Shoe  Club  held  its  annual 
ladies'  night  at  the  Hotel  Somerset,  Boston,  Wednesday 
evening,  January  18.  The  topic  of  the  evening  was  the 
International  Peace  Movement.  For  an  hour  preceding 
the  banquet  a  reception  was  held  in  one  of  the  hotel  par- 
lors. The  president,  Alfred  W.  Donovan,  spoke  interest- 
ingly on  the  Peace  Movement.  Secretary  Anderson  read 
letters  from  President  Taft's  secretary,  and  a  letter  from 
Andrew  Carnegie,  acknowledging  the  club's  recognition 
of  the  recent  gift  of  $10,000,000  for  the  project  of  inter- 
national peace,  and  commending  the  Boot  and  Shoe 
Club's  interest  in  the  subject.  Charles  C.  Hoyt.  presi- 
dent of  the  New  England  Shoe  and  Leather  Association, 
moved  that  a  telegram  be  sent  Senator  Lodge,  congratu- 
1ating  him  upon  his  re-election  to  the  United  States  Sen- 
ate and  thanking  him  for  his  valuable  services  in  behalf 
of  the  New  England  shoe  and  leather  industry.  This 
motion  was  heartily  indorsed. 

At  the  annual  meeting  of  the  New  England  Shoe  and 
Leather  Association  held  in  the  rooms  of  the  association, 
January  18,  many  points  important  to  the  shoe  trade 
came  up  for  discussion.  The  railroad  rates  and  the  tariff 
came  in  for  full  discussion.  The  shoe  trade  seems  to  feel 
that  their  protection  is  not  nearly  sufficient,  as  is  proven 
by  the  influx  of  English-made  shoes.  H.  I.  Thayer  also 
eported  very  satisfactorily  on  his  trip  to  Washington. 

The  Men's  Styles  Committee  of  the  National  Boot 
and  Shoe  Manufacturers  Association  met  twelve  last 
manufacturers  in  Boston  in  the  last  week  of  January  to 
discuss  next  fall's  styles.  The  principal  object  of  the 
meeting,  as  we  understand  it,  was  to  try  to  educate  the 
shoe  manufacturer  and  the  shoe  dealer  to  be  more  con- 
servative in  the  shape  and  multiplicity  of  shapes  of  lasts. 
A  sheet  of  standard  men's  fall  shoe  styles  for  191 1  will 
soon  be  published,  and  I  believe  a  campaign  of  education 
will  be  commenced  tending  to  show  the  dealer  his  loss 
by  lack  of  conservatism  in  selecting  styles. 

Thus  you  will  see  that  things  are  "a  movin'  "  in 
Boston  in  January  in  spite  of  the  blue  reports  of  tanneries 
closing  down  and  shoe  factories  curtailing. 

The  wholesalers  who  were  here  buying  last  month 
were  very  careful  in  their  purchases  in  spite  of  the  fact 
that  their  stocks  are  low.  This  policy  is  accentuated  In 
a  measure  by  the  uncertainty  as  to  what  new  styles  shoe 
manufacturers  are  continually  placing  before  them.  One 
innovation  follows  another  with  remarkable  frequency 
until  neither  the  wholesaler  nor  retailer  can  form  any  tang- 
ible conclusions  as  to  his  status. 

Some  of  the  visiting  shoe  wholesalers  who  are  in  the 
B  on  market  are  placing  a  few  supplementary  orders 
-or  such  shoes  as  they  are  running  short  of,  but  the  major 


portion  of  such  orders  are  small  and  few  exceed  50  or 
100  cases.  There  is  a  dearth  of  mail  orders,  especially 
for  heavy  shoes.  Goodyear  welts  are  selling  much  better 
than  any  other  machine  sewed  or  nailed  shoes.  Manu- 
facturers of  a  medium  priced  and  grade  shoe  made  of 
satin,  kangaroo  grain,  and  kindred  side  leather,  are  enter- 
ing but  few  and  small  supplementary  orders  and  several 
manufacturers  are  working  their  reserve  down  fast.  There  - 
is  absolutely  no  business  in  calf  riding  boots  and  old  orders 
have  been  filled.  Makers  of  calf,  velour,  dull  leather,  and 
shoes  of  that  character  have  received  comparatively  few 
orders  though  several  hundred  case  orders  were  secured  by 
salesmen  who  have  returned  from  their  sample  trips 
There  is  very  little  doing  in  slippers.  The  warm  goods 
season  has  been  a  satisfactory  one  and  considerably  in 
excess  of  the  previous  year. 

Mail  orders  for  women's  and  children's  have  been  of 
little  account  for  several  days.  Visiting  salesmen  are 
looking  the  situation  over,  but  evince  little  or  no  further 
interest  than  to  get  a  line  on  the  trade.  The  demand 
for  innovations  and  for  velvet,  satin,  corkscrew  cloth 
and  kindred  shoes,  have  upset  the  calculations  of  makers 
of  staple  styles  and  caused  a  feeling  of  uncertainty  among 
both  wholesalers  and  retailers.  Some  manufacturers  of 
children's  shoes  in  a  great  variety  have  so  many  contracts 
in  reserve  that  they  cannot  accept  more  and  give  any 
assurance  of  delivery  before  three  months.  Such  an  in- 
stance is  exceptional,  but  most  manufacturers  have  some 
good  orders  in  reserve  and  are  running  their  factories 
close  to  full  time. 

Some  manufacturers  of  men's  shoes  that  sell  for  $3.50 
and  $4.00  per  pair  are  in  receipt  of  some  sizable  orders 
from  wholesalers  and  principally  retailers,  supplemen- 
tary to  earlier  purchases,  and  are  enabled  to  operate  their 
plant  to  full  capacity.  Salesmen  who  have  covered  their 
full  assigned  territory  and  are  now  at  home,  have  closed 
a  satisfactory  season.  There  is  but  little  call  at  present 
for  spot  goods,  but  the  trading  has  been  of  large  volume 
for  some  time  previous. 

Orders  for  women's  fine  and  medium  have  heen  re- 
ceived by  mail  from  retailers  scattered  over  the  terri- 
tory which  has  recently  been  covered  by  salesmen  and 
who  evidently  did  not  place  as  many  or  as  large  orders  as 
usual.  Some  of  them  are  of  fair  size  and  make  up  a  good 
total  and  with  them  any  already  received  the  volume  of 
business  is  very  satisfactory. 

The  month  of  January  was  a  good  month  with  the 
manufacturers  of  fine  shoes ;  for  most  of  them  are  anxious 
to  make  all  the  shoes  they  have  orders  for.  White  goods 
are  now  in  good  demand  and  everything  points  to  a  big 
white  season.  The  tan  situation  is  still  somewhat  unset- 
tled but  many  orders  were  placed  by  visiting  buyers  in 
the  Boston  market  this  month. 

One  of  the  most  important  trade  conferences  in  the 
history  of  the  shoe  and  leather  industry  will  be  the  big 
reception  and  banquet  that  the  shoe  and  leather  manufac- 
turers and  wholesalers  of  this  section  are  to  give  their 
traveling  salesmen  at  Hotel  Somerset,  Boston,  Wednes- 
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day  evening,  February  8,  under  the  suspices  of  the  New- 
England  Shoe  and  Leather  Association. 


now  on  the  market.  They  in  particular  look  as  if  they 
will  become  popular. 


This  significant  "get-together"  event— the  first  of  its 
kind  to  be  held  on  such  a  large  scale  in  this  part  of  the 
country— will  undoubtedly  bring  out  a  big  assemblage  of 
the  manufacturers  and  their  representatives,  and  is  cer- 
tain to  have  a  far-reaching  effect  upon  the  current  "Made 
in  New  England"  campaign. 

The  details  of  this  big  "family  reunion"  are  in  the 
hands  of  the  Association's  Publicity  Committee,  Alfred 
W.  Donovan  of  Rockland,  Mass.,  chairman,  and  Secre- 
tary Thomas  F.  Anderson. 

Speaking  of  news  of  importance  we  must  not  over- 
look the  National  Shoe  and  Leather  Market  Fair  that  will 
be  pulled  off  in  July.  The  organ  of  the  New  England 
Shoe  and  Leather  Association  says: 

"In  selecting  Boston  as  the  place  for  holding  the 
Fifth  National  Shoe  and  Leather  Market  Fair  the  manage- 
ment made  an  entirely  logical  move,  for  Boston  undeni- 
ably is  the  world's  chief  shoe  and  leather  market  and  dis- 
tributing center.  As  to  the  success  of  the  fair  that  seems 
to  be  already  ensured,  for  although  the  original  announce- 
ment was  made  only  a  few  weeks  ago,  we  understand 
more  than  one-half  the  space  has  already  been  applied 
for. 

"The  fair  is  to  be  held  in  Mechanics'  Building,  Bos- 
ton, during  the  week  of  July  12-19,  1911.  It  will  differ 
from  previous  shoe  and  leather  fairs,  in  that  it  will  be 
confined  to  six  days.  It  will,  of  course,  include  every 
branch  of  the  boot  and  shoe,  leather  and  allied  indus- 
tries, including  machinery." 

No  doubt  many  Canadians  will  keep  the  above  dates 
free.    They  really  should  not  miss  this  fair. 

It  is  a  little  early  yet  to  be  able  to  say  much  about 
Fall  lines.  Spring  and  Summer  lines  have  been  taking 
up  too  much  of  the  trade's  time  and  attention. 

White  shoes  to  retail  at  from  $3  to  $5  per  pair  will 
be  one  of  the  leading  styles  of  Lynn  manufacturers  for 
next  Spring  and  Summer. 

In  the  manufacture  of  the  new  grade  of  white  shoes, 
manufacturers  are  paying  as  much  attention  to  details  as 
they  give  to  details  of  leather  or  fabric  shoes.  -  They  plan 
to  create  stylish  looking  white  shoes  of  good  character, 
far  superior  in  appearance,  style  and  durability  to  the 
white  shoes  that  were  formerly  placed  on  the  market  at 
popular  prices. 

It  is  expected  that  well  dressed  women  will  appreci- 
ate the  grading  of  the  white  footwear,  and  will  discrimi- 
nate between  the  superior  and  the  inferior  classes  of  white 
shoes,  just  as  they  discriminate  between  the  superior  and 
the  inferior  classes  of  leather  shoes.  . 

Manufacturers  want  to  see  retailers  who  handle  leather 
shoes  at  from  $3  to  $5  a  pair  also  handle  white  shoes  at  from 
$3  to  $5  a  pair,  not  white  shoes  at  from  $1  to  $2  a  pair.  The 
new  white  shoes  will  be  made  of  canvas,  ooze  and  buck 
leathers. 

Those  white  shoes  are  only  one  of  many  new  ideas 


U.  S.  M.  Co.  Buys  M.  V.  Bresnahan  &  Co. 

The  United  Shoe  Machinery  Company  has  purchased  the  busi- 
ness of  M.  V.  Bresnahan  &  Co.,  shoe  machinery  manufacturers, 
I  ynn     Terms  of  the  sale  have  not  been  made  public. 

M.  V.  Bresnahan  is  one  of  the  best  known  shoe  machinery  men. 
He  built  up  the  Bresnahan  Shoe  Machinery  Company,  and  he  sold 
his  interest  in  it  to  Thomas  G.  Plant,  in  1908.  A  year  later,  he  estab- 
lished the  firm  of  M.  V.  Bresnahan  &  Co.  The  United  Shoe  Machin- 
ery Company  acquired  the  Bresnahan  Shoe  Machinery  Company  a 
few  months  ago. 

Mr.  Bresnahan  will  join  the  United  Shoe  Machinery  Company 
force  John  Donlon,  who  was  for  many  years  associated  with  Mr. 
Bresnahan  will  also  join  the  United  Shoe  Machinery  Company 
force. 

To  Take  Charge  of  Rochester  Store. 


The  A.  C.  Lawrence  Leather  Co.  of  Boston  has  recently  estab- 
lished an  agency  in  Rochester,  N.  Y.,  and  has  assigned  H.  D.  Deshon 
of  their  Boston  office  to  take  charge  of  it.  He  left  for  his  new  field 
December  31.  Mr.  Deshon  is  one  of  the  younger  members  of  the 
trade  and  has  been  very  active  as  a  member  of  the  Boston  Boot  and 
Shoe  Club.  His  many  friends  in  the  industry  will  wish  him  every 
success  in  his  new  and  more  important  sphere. 

RECENT  PATENTS. 
Soles  Effectively  Waterproofed. 

"The  method  of  impregnating  a  leather  sole  with  an  oily  water- 
proofing, consisting  in  subjecting  a  dry  sole  to  a  gradual  progressive 
submersion"  is  a  claim  of  patent  980,664,  to  Daniel  J.  Murphy, 
Murphy-Tyler  Co.,  Boston.  The  idea  is  that  as  sole  leather  is  full 
of  air  when  covered  by  heavy  oil  only  the  outside  can  be 
penetrated.  But  if  only  the  end  of  the  toe  is  dipped  the  oil 
rises  by  capillary  attraction,  expelling  the  air.  The  soles  are 
placed  toe  end  down  as  near  together  as  practicable  in  a  heated 
tank  and  the  oil  level  is  gradually  raised  till  the  penetration  reaches 
the  heel  seat,  and  then  slowly  reduces  to  drain  the  soles.  This  takes 
an  hour,  thirty  minutes  each  way,  for  bark  tanned  leather  and  fifteen 
minutes  for  the  process  on  chrome  leather.  It  is  said  that  a  sole  so 
treated  can  be  given  a  good  finish. 

New  Castle  Leather  Co. 

One  of  the  most  important  changes  in  the  manufacturing 
glazed  kid  business  of  this  country  has  just  taken  place.  The  co- 
partnership of  the  New  Castle  Leather  Co.  has  expired  by  limita- 
tion, and  Alden  B.  Sleeper  of  the  firm  retires.  The  business  will  be 
continued  by  Richard  Patzowsky  and  Robert  E.  Binger  of  the  old 
firm,  and  Sidney  New  of  New  York.  It  is  stated  that  the  main  dis- 
tributing office  of  the  firm  will  be  in  New  York  in  the  future  instead 
of  Boston.  In  the  latter  city  Messrs.  Dow  &  Dow,  who  are  now 
Boston  agents  for  Eisendrath,  Schwab  &  Co.,  will  be  the  agents  and 
will  occupy  the  store  of  the  New  Castle  Leather  Co.  on  South  street. 
The  export  department  will  be  conducted  from  New  York. 


Price  Cards. 

People  who  buy  goods  are  of  three  classes.  Those  who 
are  out  to  buy  and  know  just  what  they  want;  those  who  are 
out  to  buy  and  don't  know  just  what  they  want  until  they  see 
the  prices;  and  those  who  are  not  out  to  buy,  but  are  pretty 
liable  to  buy  if  something  that  appeals  to  them  is  placed  where 
they  can  see  it. 

Price  cards  will  help  the  first  class,  help  and  catch  many 
of  the  second  class,  who  otherwise  might  give  up  the  intention 
of  buying,  and  awaken  many  of  the  third  class  to  the  fact  that 
here  is  something-  they  should  have.  The  man  who  is  most 
persistent  in  going  after  the  third  class  is  the  one  who  will  sell 
the  most  goods,  and  the  most  effective  way  of  getting  at  the 
people  in  that  class  is  by  neat,  tasteful  display  of  goods,  always 
accompanied  by  prices. 


Rubber  Trade 


Tennis  Prices  Changed — American  Prices  Practically  the  Same  as  a  Year  Ago — 

The  Situation  in  General. 


With  the  opening  of  the  season  practically  but 
a  month  ahead,  the  retail  branch  of  the  trade  is 
anxiously  awaiting"  developments. 

There  is  no  real  reason  for  any  great  change  in 
the  price  of  rubbers  to  the  retailer — although  there 
are  certainly  plenty  of  excuses. 

Price  in  the  end  should  be1  based  solely  on  cost. 
That  goes  without  saying.  Suppose,  then,  that  up- 
river  Para  does  go  clown  to  the  even  dollar  mark. 
That  will  be  much  lower  than  the  figure  of  six  or  eight 
months  ago,  but  we  would  point  out  that  lists  of  a 
vear  ago  were  not  based  on  the  high  level  figure. 
All  the  manufacturers  were  expecting  the  drop  to 
come  sooner  than  it  did — even  if  they  did  state  the 
contrary.  With  rubber  only  a  little  below  its  proper 
level  and  everything  else  entering  into  a  rubber  shoe 
just  as  high,  if  not  higher, 
than  ever,  what  can  be  the 
reason  for  any  change? 

Of  course,  competition 
will  always  affect  prices,  but 
it  should  not  be  allowed  to 
dominate  them  at  the  ex- 
pense of  profit.  That  would 
establish  an  unfair  price 
standard  from  which  recov- 
ery would  come  as  a  shock. 

The  lists  so  far  issued  by 
the  United  States  Rubber  Co. 
and  independent  concerns 
show  a  tendency  all  round  to 
"stand  pat."  If  the  Ameri- 
can manufacturers  are  correct, 
it  is  not  logical  to  inaugur- 
ate any  great  change  in  Can- 
ada.    But  some  men  are  anything  but  logical. 

Over-production  of  rubber  shoes  will  cause  some 
manufacturers  to  examine  their  price  lists  most  care- 
fully— they  will  want  to  keep  down  the  "overhead 
charge"  percentage  on  single  pairs  by  selling  more 
shoes  by  sacrificing  price.  But  there  is  a  point  be- 
yond which  they  cannot  cut.  There  is  a  point  be- 
yond which  the  cost  involved  by  price  reduction  over- 
balances the  cost  of  overhead  charges.  The  manu- 
facturers see  this  as  plainly  as  anyone,  but  might 
consider  the  value  to  them  of  holding  all  their  old 
accounts  even  at  a  sacrifice.  This  move  can  only  go 
so  far  also. 

There  will  never  be  any  one  factor  in  control  of 
the  Canadian  rubber  shoe  trade,  and  most  of  the 
manufacturers  realize  this  in  their  hearts.  The  best 
move  they  could  make  would  be  to  all  get  together 


Upriver  Para 
Fine 


January,  1910  -  @  $1.80 
January  30, 1911  @  $1.30 


and  establish  an  absolutely  uniform  basis  upon  which 
to  work. 

This,  admittedly,  would  be  very  difficult  as  we 
have  companies  selling  direct,  through  their  own  ware- 
houses through  jobbers  who  carry  stock  and  through 
jobbers  who  carry  no  stock.  In  spite  of  these  con- 
flicting selling  plans,  involving  as  they  do,  a  fairly 
wide  range  of  selling  cost,  a  basis  could  be  establish- 
ed that  would  make  the  price  to  the  retailer  prac- 
tically the  same,  no  matter  from  whom  he  bought. 

Our  travelling  representatives  return  almost 
unanimous  reports  on  this  question,  the  retail  mer- 
chant is  insistent  in  his  demand  for  a  uniform  price. 
It  is  imperative  that  he  purchase  such  articles  as  rub- 
bers for  the  same  price  as  does  his  competitor.  Let 
the  price  be  almost  anything  in   reason,  but  let  all 

prices  be  alike.  Of  course, 
any  price  that  would  make  it 
more  economical  for  the  con- 
sumer to  wear  waterproof 
leather  shoes  instead  of  rub- 
bers would  be  unwise.  Bet- 
ter quality  and  uniform  prices 
the  dealer  demands.  Uniform 
prices  once  established  com- 
petition will  see  that  quality 
is  maintained.  The  manufac- 
turers should  make  no  mis- 
take on  this  much-discussed 
subject  of  price.  The  con- 
fidence of  the  retail  trade  in 
rubber  conditions  was  shaken 
badly  enough  last  season. 
The  merchant  was  actually 
afraid  to  buy.  This  year  he 
will  be  just  as  wary  unless  uniform  prices  prevail  and 
the  ones  primarily  responsible  for  the  disparity  be- 
tween various  quoted  prices  will  be  held  directly  re- 
sponsible. 

Surely  an  agreement  that  lasted  for  nearly  ten 
years  and  made  money  for  manufacturer,  jobber  and 
retailer  alike  is  good  enough  to  at  least  be  considered 
as  a  way  out.  As  soon  as  every  manufacturer  realizes 
that  the  other  fellow  has  a  right  to  live,  and  decides 
to  let  him  have  a  fair  chance,  things  will  surely  right 
themselves. 

It  is  the  sincere  hope  of  the  Shoe  and  Leather 
lournal  that  before  issuing  complete  lists  for  the  com- 
ing season  the  manufacturers  will  get  together  in  the 
matter  and  avoid  the  air  of  instability  given  to  the 
tennis  prices  by  the  changes  made  almost  immediate- 
Iv  after  their  issuance. 


Finding  Your  Cost 

Your  Exact  Expense  is  Something  You  Should  Know-AND  YOU  SHOULD  KNOW 

IT  IN  DETAIL. 


There  is  one  sure  way  to  have  a  large  amount  on 
the  right  side  of  the  loss  and  gain  account  this  year- 
waste  less  money. 

Leaks  are  by  far  the  greatest  profit  losers  in  any 
business.  By  stopping  up  the  leaks  you  conserve 
your  profits.  Before  you  can  stop  any  leak  you  must 
find  it.  To  find  all  the  leaks  it  is  imperative  to  ex- 
amine the  whole  system.  A  system  of  cost  finding, 
then,  is  necessary  before  all  leaks  can  be  stopped 
effectively.    That  is  all  logical. 

You  will  notice  that  we  have  made  two  large  div- 
isions   of  cost — merchandise    and    expense.      Let  us 
■  discuss  "merchandise"  first. 

We  devide  "merchandise"  into,  ist,  Shoes;  2nd, 
Findings;  3rd,  Specialties. 

ist.  Shoes  should  be  sub-divided  into  (a)  men's, 
(b)  women's,  (c)  misses',  (d)  boys',  (e)  infants',  (f) 
specials  such  as  sporting,  (e)  rubbers. 

2nd.    Findings    should   be    subdivided  into  (a) 


Now  some  men  in  business  can  hardly  see  the 
advantage  of  all  this.  To  be  sure,  merely  "knowing" 
that  you  are  making  money  will  do  you  no  good. 
But  you  can  quite  readily  see  that  if  these  records 
show  you  where  you  make  less  money  than  you  should 
you  will  be  in  a  position  to  act.  Without  positive 
records  you  cannot  safely  make  a  move. 

To  show  the  vast  importance  of  records  let  us 
give  but  one  instance.  The  writer  was  called  to  a 
consultation  with  the  head  of  a  large  Eastern  manufac- 
turing concern.  They  were  doing  a  larger  business 
than  ever,  but  profits  were  not  increasing  in  nearly  a 
like  proportion.  After  a  thorough  investigation  last- 
ing about  two  months  it  was  found  that  profits  on 
some  lines  were  enormous,  but  many  others  showed 
but  little  profit  or  an  actual  loss.  A  whole  price  re- 
arrangement was  made  after  absolutely  dropping 
some  of  the  non-profit  producing  articles  from  then- 
list.    Inside  of  six  months  they   saw  the  difference. 
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Figure  17 

Foot  easers,  (b)  laces,   (c)   trees,   (d)   buttons,  (e), 
leather,  (f)  polishes,  (g)  brushes,  etc. 

3rd.  Specialties  should  be  sub-divided  into  (a) 
hosiery,  (b)  trunks  and  bags,  (c)  gloves,  etc. 

All  these  figures  you  should  obtain  from  your 
stock  records,  with  the  actual  selling  price  of  them. 
The  difference  will  obviously  give  you  the  gross  profit 
on  each  line.  Gross  profit  it  is  necessary  for  you  to 
know  as  it  is  from  this  figure  you  deduct  your 
"expense"  total  and  find  the  net  profit. 

Another  advantage  of  keeping  all  these  lines 
separate  is  in  finding  which  is  the  largest  profit  maker 
for  you— and  which  the  smallest. 

It  is  a  simple  matter  to  keep  the  various  lines  m 
their  proper  places.  You  can  open  an  account  now 
for  them  by  taking  stock  and  charging  each  account 
with  its  respective  amount  at  cost.  Charge  all  subse- 
quent purchases  to  the  correct  account  also. 
By  crediting  all  sales  to  these  various  accounts  and 
taking  always  into  account  the  stock  on  hand  (shown 
by  your  stock  sheet)'  you  can  at  any  and  all  times 
arrive  at  the  gross  profit  on  any  or  all  branches  of  your 
business. 


You  would,  too— no  matter  how  small  or  how  large 
your  business  may  be. 

To  return,  let  us  consider  the  other  branch  of 
"cost"  expense — with  its  many  ramifications. 

The  largest  item  in  practically  all  business  estab- 
lishments is  "salaries."  You  should  keep  an  absolute- 
ly correct  salary  account  and  include  in  it  a  salary 
for  the  proprietor,  which  should  be  fixed  according  to 
location.  If  any  of  the  family  are  helping  they  should 
also  be  taken  into  account.  It  is  a  great  mistake  to 
lull  yourself  into  security  by  leaving  these  items  out. 

A  correct  advertising  account  should  be  kept,  con- 
taining expenditures  through  newspapers,  pro- 
grammes, booklets,  circulars  and  cost  of  all  cuts,  win- 
dow trims  and  reasonable  decoration,  etc.  A  shoe 
store  can  spend  from  2  per  cent,  to  3  per  cent,  of  the 
total  sales  economically. 

"Fixed  charges"  account  should  contain  such 
items  as  rent,  insurance,  depreciation,  interest  on  in- 
vestment and  telephone.  If  you  own  your  own  store 
charge  7  per  cent,  on  its  value  to  this  account  and 
carry  the  amount  to  your  real  estate  account.  In  this 
case  all  repairs  should  also  be  charged  against  "fixed 
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charges."  "Insurance"  includes  both  that  on  stock 
and  building-.  "Depreciation"  is  important.  Do  not 
fail  to  charge  the  business  with  10  per  cent,  on  all 
fixtures  and  all  stock  more  than  one  year  old,  a  much 
larger  amount  if  you  ever  allow  such  stuff  to  accu- 
mulate. "Interest  on  investment"  should  be  a  charge 
of  6  per  cent,  or  7  per  cent,  on  the  sum  representing 
the  total  value  of  fixtures,  and  stock  actually  paid  for. 
"Telephone"  includes  only  the  annual  rental. 

"Office  expenses"  should  include  all  such  items  as 
ledgers,  stationery,  supplies,  postage,  etc. 

"Current  expense"  will  itemize  such  expenditures 
as  bank  interest,  interest  on  overdue  accounts  pay- 
able, light,  fuel  and  so  on. 

"Store  expense"  account  is  for  such  small  amounts 


that  is  necessary.  You  will  find  that  the  figures  given 
you  by  a  complete  record,  such  as  this,  will  enable  you 
to  find  every  leak  in  the  business.  When  found,  a 
leak  is  a  small  matter  to  stop — the  whole  secret  is  in 
catching  it  in  time. 

Figure  18  shows  both  sides  of  a  cash  book  from 
Jan.  23  to  the  end  of  the  month.  To  save  a  great  deal 
of  waste,  the  amounts  of  the  various  expense  items 
are  not  posted  until  the  end  of  the  month,  when  only 
totals,  of  course,  are  used. 

The  first  item  that  should  strike  this  merchant 
is  the  salary  column  and  expense  columns,  which 
would  show  that  without  considering  depreciation, 
interest  and  so  on  it  cost  him  $540.54  to  sell  merchan- 
dise worth  but  $1, 246.85.    Admitting  that  the  salary 
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as  scrubbing  out,  wrapping  paper,  twine,  new  cartons, 
painting,  laces  given  away,  supplies,  etc. 

"Buying"  should  include  long  distance  telephone, 
telegraph  and  travelling  expenses  when  purchasing. 

"Sundries"  will  contain  the  balance  of  items,  such 
as  delivery,  bad  debts,  charity  and  a  host  of  occasional 
amounts. 

Such  charges  as  freight  and  express  can  here  be 
added  directly  to  the  cost  of  the  goods  in  question. 

Now.  detailed  accounts,  such  as  those  given  previ- 
ously, may  seem  unnecessary  to  some  few  of  you.  But 
make  no  mistake.  Their  installation  will  be  extremely 
valuable  to  you  in  ways  difficult  to  enumerate.  The 
COSl  is  almost  next  to  nothing.  One  large  cash  book 
such  as  we  show  here,  and  an  ordinary  ledger,  is  all 


column  includes  the  proprietor's  nominal  income  and 
also  that  January  may  be  ordinarily  a  poor  month,  this 
figure  is  still  far  too  high. 

Advertising  expense  is  legitimate,  insurance 
premiums  will  not  occur  for  another  two  years,  ex- 
pence  for  ledgers  is  unusual,  trip  to  Winnipeg  is  un- 
usual, merchandise  payments  are  average.  Salaries 
alone  remain  with  a  severe  black  mark  against  them, 
with  a  suggestion  to  look  into  the  postage  stamp 
question — three  dollars  is  too  high  for  one  week  and 
some  one  must  be  "getting  next." 

An  analysis  such  as  this  you  would  find  actually 
profitable  in  your  business.  It  is  only  possible  with 
some  such  record  as  we  show  here. 


An  All-Leather  Store 

Trunks,  Bags  and  Gloves  All-Important  as  Trade  Winners  for  the  Shoe  Department. 


We  believe  in  the  principle  of  specialization.  As 
a  rule,  the  more  one  concentrates  one's  energy  the 
more  fruitful  are  the  results.  The  old  adage,  "Jack 
of  all  trades — master  of  none,"  was  never  more  true 
in  its  application  than  it  is  to-day. 

But  like  everything  else,  concentration  can  be 
overdone.  Concentrated  issues  will  eat  the  life  out 
of  everything  they  touch.  Too  highly  concentrated 
shoe  busines  eats  the  profit  out  of  everything  you  sell. 
In  the  largest  of  our  cities  there  are  creeping  in  stores 
that  sell  either  one  of  men's  or  women's  shoes.  We 
presume  the  next  step  will  be  to  sell  only  shoes  that 


First,  size  up  the  situation  in  your  own  town. 
What  prominence  is  given  to  trunks,  bags,  and  so  on 
by  the  other  stores— either  shoe  stores  or  general 
stores?  How  are  they  displayed?  What  lines  are 
sold?  To  whom  are  they  sold?  Do  your  own  cus- 
tomers purchase  many  such  articles?  Can  you  make 
room  for  them  in  your  present  store?  Are  you  will- 
ing to  study  the  trade  provided  there  is  profit  in  their 
sale?  Will  you  guide  your  clerks,  if  you  have  any,  in 
the  path  leading  to  their  successful  and  large  sale? 
All  these  questions  can  be  answered  upon  investiga- 
tion. 1  i. 


retail  at  five  dollars  and  thirty-nine  cents.  This  we 
maintain,  is  carrying  the  matter  too  far. 

The  merchant  who  is  having  the  greater  success 
is  he  who  makes  up  to  the  trade  winning  possibilities 
of  what  are  usually  considered  side  issues  to  the  shoe 
store.  Any  article  in  keeping  with  the  general  con- 
ception of  your  store  that  will  bring  a  greater  number 
of  people  inside  your  door  more  often  is  one  that  you 
should  have  on  sale. 

Our  heading  just  here  needs  a  little  explanation. 
We  firmly  believe  in  the  addition  of  hosiery,  sport- 
ing lines,  and  gloves  as  shoe  store  departments.  Then- 
success  in  the  stores  carrying  these  lines  to-day 
proves  their  feasability.  But  under  the  heading,  "The 
All-Leather  Store,"  we  wish  to  particularly  draw  your 
attention  to  the  profit  possibilities  for  your  store  of 
trunks,  bags  and  small  leather  novelties. 


Trunks  and  bags  are  not  usually  well  displayed, 
nor  are  leather  novelties.  You  may  be  very  sure  that 
three  out  of  every  four  of  your  present  customers 
buy  a  trunk,  a  suit  case,  a  bag,  a  purse,  or  a  watch 
fob  sometime  during  the  year— and  mayhap  more 
than  once.  If  these  customers  have  their  attention 
properly  drawn  to  these  lines  every  time  they  enter 
your  store  they  will  want  to  purchase  more  frequent- 
ly— and  when  they  want  to  buy  they  will  think  of 
your  store.  Further,  you  will  admit  that  if  you,  a 
shoe  merchant,  have  made  a  friend  through  the  sale 
of  a  bag  or  purse,  a  sale  of  shoes  in  the  near  future 
is  likely  to  be  the  result.  In  that  way  both  the  main 
issue  and  the  side  line  work  hand  in  hand  for  your 
greater  success. 

Having  decided  that  there  is  an  opening  in  your 
town  for  a  live  line  of  trunks  and  bags,  and  having 
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admitted  that  your  shoe  customers  are  probable  bag 
customers  and  bag  customers  certain  shoe  buyers, 


the  next  thought  is  how  can  they  be  properly  dis- 
played. 

The  ideal  manner  is  to  keep  these  lines  somewhat 
separate  from  the  shoe  department.    Your  cash  regis- 


r 


ter,  desk  and  office  could  be  placed  against  either  side 
wall  or  rear  wall  and  over  this  a  gallery  could  be  built. 
The  clearance  over  the  "office"  does  not  need  to  be 
great  and  if  vour  store  be  at  all  high  such  a  gallery 


would  give  plenty  of  room  for  all  the  trunks  you 
would  need  to  show. 

If  a  gallery  is  not  possible  the  trunks  could  be 
run  in  a  row  down  the  very  centre  of  the  store  from 
the  front  to  a  point  about  half-way  back.  If  you  have 
vour  men  and  women's  departments  on  either  side 


of  the  store  this  arrangement  is  very  good.  The 
trunks  may  be  displayed  in  three  rows,  one  on  top  of 
the  other — each  of  the  top  two  rows  resting  on  neat 
racks  that  can  be  built  very  cheaply.  A  curtain  might 
be  hung  from  a  point  level  with  the  top  of  the  trunks 
on  the  side  next  the  women's  department  and  an  aisle 


left  between  the  men's  chairs  and  the  trunks  so  that 
they  might  be  more  easily  reached 

If  your  store  be  divided  into  front  half  for  men's 
and  rear  for  women's,  the  arrangement  of  the  trunk? 
is  more  simple.  In  this  event  they  would  be  given 
space  next  the  partition  and  on  the  men's  side  of  it. 
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Suit  cases  and  bags  are  best  displayed  in  show 
:ases  or  wall  cases.  Wall  cases  could  be  replaced  by 
)rdinary  shelves   protected   by   sliding   glass  doors. 


low  glass  cases  placed  on  top  of  other  show  cases  used. 
The  individual  show  case  is  the  better  plan. 

Men's  card-cases,  bill-rolls,  pocket-books  and  fobs 


These  can  be  made  very  attractive  with  plush  or 
Your  cases  will  not,  of  course, 


other  fabric  lining 


would  be  shown  in  the  same  way  in  the  men's  depart- 
ment. 

Beyond  all  this  display,  the  leather  goods  de- 
partment should  receive  its  due  prominence  in  your 
advertising  matter  and  occupy  your  show  windows 
or  exterior  cases  as  frequently  as  possible. 


contain  the  whole  stock.  If  you  carried  a  bag  in  14- 
inch,  16-inch,  18-inch  sizes,  only  one  size  would  be 
shown  and  the  rest  kept  in  your  store  room.  If  you 
carry  one  bag  in  various  leathers  only  one  would  oc- 
cupy shelf  space  and  so  on. 

Ladies'  chatelaines,  purses  and  card  cases  can 
best  be  displayed  in  the  women's  department.  Either 
a  whole  show  case  could  be  given  -up  to  them  or  shal- 


With  summer  travelling  season  only  a  few  months 
off  this  would  be  the  ideal  time  to  introduce  the  new 
line.  By  making  your  store  arrangements  this  month, 
having  the  goods  delivered  in  March,  you  will  be  off 
to  a  fine  start. 

The  illustrations  for  this  article  are  used  through 
the  courtesy  of  the  Langmuir  Mfg.  Co.,  Limited,  To- 
ronto, Ontario. 


Some  Problems  of  Salesmanship 

Advantages  of  Education  in  Business — General  Education  vs.  Education  Along  Special  Lines — How  Not  to 

Make  a  Sale — Some  Employers  We  Have  Met. 


Education  ini  Business. 

There  are  certain  professions  which  have  been  popu- 
larly supposed  not  to  require  any  great  amount  of  educa- 
tion. A  verv  ordinary  amount,  at  any  rate.,  was  supposed 
to  do.  A  voung  man  was  supposed  to  be  ready  to  enter  Upon 
one  of  these  callings  when  he  had  got  through  the  ordinary 
public  school  course.  For  mercantile  or  financial  pursuits 
generally,  anything  in  the  line  of  a  more  extended  educa- 
tion was  supposed  to  be  a  waste  of  time. 

Popular  opinion,  however,  is  evidently  undergoing  a 
change  along  this  line.  No  one  would  have  denied  that 
brains  were  required  in  business,  but  higher  education 
seemed  to  be  something  entirely  distinct  and  without  any 
direct  bearing  upon  practical  pursuits.  The  fault  has,  no 
doubt,  been  with  the  higher  educational  institutions  them- 
selves. 

Xo  doubt  investigation  would  show  quite  a  large  num- 
ber of  well-educated  men  in  business,  but  this  has  hardly 
been  true  of  the  rank  and  file  in  mercantile  life,  and  one 
factor  which  has,  no  doubt,  helped  to  bring  this  about  is  the 
difficulty  of  obtaining  instruction  along  the  lines  desired. 

A  very  marked  indication  of  a  change  in  popular  ideas 
of  education  is  the  institution  of  courses  in  agriculture, 
forestry,  history  of  decorative  styles,  and  the  establishment 
of  technical  schools  for  special  training  leading  up  to  var- 
ious arts  and  crafts.  There  has  even  been  talk  of  including 
the  new  art  of  publicity  in  the  educational  curriculum. 

Technical  education  is  doubtless  an  outgrowth  of  the 
older  system  of  apprenticeship;  which  sometimes  stood  for 
haphazard  methods  and  a  rather  uncertain  standard  of  at- 
tainment. We  have  a  very  good  example  of  what  technical 
education  ought  to  be  in  several  European  countries,  and 
the  fact  that  a  commission  is  now  considering  the  subject  in 
this  country  is  an  indication  that  we  may  look  for  an  im- 
provement in  the  near  future. 

A  study  of  present  conditions  will  show  that  there  is 
a  serious  lack  of  general  education  in  connection  with  most 
mercantile  pursuits.  The  exceptions  only  emphasize  the 
need  for  a  higher  standard.  The  generally  higher  standard 
of  education  necessitates  a  better  educated  salesman, 
w  hether  in  the  store  or  on  the  road ;  while  the  fact  that  the 
salesman  is  supposed  to  be  an  educator  of  the  public  in  his 
particular  line  would  indicate  that  he  should  have  a  good 
technical,  as  well  as  a  good  general  education. 

The  argument  is  often  brought  forward  that  business 

i  are  born,  not  made,  and  examples  are  pointed  out  of  the 
self-made  business  man.  It  is  also  true  that  some  men  could 
never  be  made  business  men  by  any  amount  of  education. 
The  fact  remains,  however,  that  the  self-made  man  of 
business  would  be  immensely  better  off  with  a  better  educa- 
tional equipment. 

Helps  for  the  Salesman. 

A  question  worthy  of  serious  consideration  by  the 
manufacturer,  as  well  as  by  the  dealer,  is  that  of  education 
]<>r  the  salesman  along  the  line  of  his  profession. 


The  fact  that  schools  of  salesmanship  have  sprung  up 
to  fill  the  gap  shows  plainly  that  there  is  a  demand  for  this 
class  of  information  and  training.  What  is  needed  most, 
however,  is  training  specially  adapted  to  the  particular  line 
in  which  the  salesman  is  engaged. 

No  doubt  the  retailer,  or  the  departmental  manager,  does 
his  best  with  the  limited  time  at  his  disposal.  The  best  re- 
sults could  probably  be  obtained  by  co-operation  between  the 
retailer  and  the  manufacturer. 

For  out-of-town  salesmen  this  information  would  neces-  I 
sarily  be  incorporated  in  some  sort  of  advertising  or  trade 
literature.  It  has  been  suggested,  in  this  connection,  that 
manufacturers'  catalogues  are,  in  most  cases,  practically 
devoid  of  real  information,  outside  of  the  barest  details  as 
to  materials  and  price. 

Not  only  is  information  as  to  methods  and  materials  of 
workmanship  desirable,  but  also  the  fullest  details  as  to  the 
selling  points  or  talking  points  of  each  article  or  class  of 
articles  the  salesman  is  required  to  sell.  This  would  include 
all  necessary  information  as  to  history  of  styles  and  methods 
of  manufacture. 

A  little  more  attention  to  this  feature  of  selling  informa- 
tioft  should  lead  to  an  increase  of  sales  in  every  department. 
A  marked  result  would  be  an  increased  appreciation  among 
salesmen  of  the  merits  of  the  dealer's  lines,  and  this  would 
give  greater  power  to  impress  these  upon  the  public. 

Popular  lectures  on  various  trade  topics  might  be  a  I 
means  of  education  for  both  the  salesman  and  the  public. 
A  series  of  these  might  be  run  for  salesmen  only.  This  has 
been  done  in  some  of  the  larger  centres,  when  manufac- 
turers and  dealers  have  loaned  the  material  used  to  illustrate 
the  lectures. 

How  Not  to  Make  a  Sale. 

The  fact  that  there  are  lots  of  good  salesmen  does  not 
prevent  one  from  finding  frequent  examples  of  how  not  to 
make  a  sale.  Retail  departments  are  full  of  a  perfunctory 
ciass  of  assistants — the  kind  who  hand  you  down  what  you 
ask  for  with  a  "take  it  or  leave  it"  sort  of  air,  or  who  gaze 
at  you  with  a  stony  stare  if  you  display  any  uncertainty  in 
the  selection  of  the  articles  presented  for  your  inspection. 

Another  common  variety  is  the  salesman  who  gets  crusty 
when  you  cannot  find  exactly  what  you  want,  and  refuse 
to  be  satisfied  with  "something  just  as  good."  This  sales- 
man evidently  forgets  that  an  obliging  salesman  is  one  of 
the  strongest  drawing  cards  for  any  store,  and  that  the  other 
kind  of  salesman  may  turn  away  trade  as  fast  as  the  store's 
publicity  can  attract  it  and  bring  it  in. 

A  salesman  just  as  proficient  in  turning  away  trade  is 
the  one  who  is  poorly  posted  about  the  goods  he  has  to  sell — 
not  about  prices  and  grades,  but  about  the  selling  points  of 
the  goods  themselves.  This  may  be  from  lack  of  interest, 
or  from  lack  of  opportunity  to  get  the  necessary  information. 
The  results,  in  either  case,  would  be  the  same. 

The  latter  kind  of  sales-knocking  is  not  confined  to 
any  one  line  of  business,  so  th  at  the  following  will  serve 
as  a  general  example :   A  customer  recently  entered  a  gen- 
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eral  store  in  one  of  the  Western  provinces.  The  store  in- 
cluded furniture  in  its  stock,  and  the  customer  asked  to 
be  shown  something  in  the  line  of  a  kitchen  cabinet. 

The  salesmen  said  they  had  several  in  stock  and  took 
his  prospective  customer  around  to  the  furniture  section. 
Here  he  pointed  to  a  cabinet,  which  was  partly  buried  under 
several  crates  of  eggs  and  a  box  of  soap.  Several  other 
articles  of  furniture  were  piled  up  around  it,  so  that  a  close 
examination  was  impossible.  The  clerk  announced  the  price 
at  once  as  fourteen  dollars  and  fifty  cents.  The  customer 
was  evidently  not  very  favorably  impressed,  and  the  clerk 
did  not  seem  inclined  to  take  the  trouble  to  show  the  goods 
to  any  better  advantage.  It  is  almost  unnecessary  to  say 
that  no  sale  was  made. 

A  little  later  the  same  person  was  seen"  entering  a 
neighbouring  furniture  store.  Here  the  stock  was  nicely 
displayed,  and  the  dealer  had  no  trouble  in  selling  a  cabinet 
at  sixteen  dollars. 


are  not  always  to  blame  for  all  the  troubles  which  arise  in 
merchandising. 

A  type  of  employer  very  frequently  met  is  the  one  who 
will  permit  no  initiative  of  any  description.  He  may  com- 
plain of  the  lack  of  initiative  among  his  employees,  but  he 
fails  to  see  that  it  is  his  own  attitude  which  stifles  this 
quality  in  those  who  surround  him. 

If  a  clerk  studies  out  a  new  style  of  window  trim,  or 
thinks  that  a  different  arrangement  of  stock  would  be  an 
improvement,  the  idea  is  almost  certain  to  be  killed  at  head- 
quarters. This  style  of  employer  seems  to  imagine  that  the 
only  ideas  which  are  worth  while  are  those  which  originate 
with  him.  Responsibility  develops  responsibility,  just  as 
physical  exercise  develops  the  muscles.  Give  the  clerk  some- 
thing to  do  which  will  require  his  best  effort,  give  him  a 
free  hand  within  certain  limits.  You  may  then  look  to  him 
for  finished  results. 

Very  closely  related  to  the  above  is  the  employer  who 
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Alphabet  for  Show  Card  Writers. 


As  a  contrast  with  the  first  kind  of  salesmanship,  it  may 
be  stated  that  manufacturers  have  in  a  number  of  instances 
considered  a  good  demonstration  of  their  lines  of  sufficient 
importance  to  personally  train  one  clerk  in  each  of  the  es- 
tablishments handling  their  goods. 

In  one  instance,  an  association  of  manufacturers,  using 
a  certain  patented  device,  which  had  been  extensively  ad- 
vertised to  the  consumer,  is  distributing  a  hand-book  on 
salesmanship  to  thousands  of  clerks,  teaching  them,  not  only 
the  best  manner  of  demonstrating  the  device  itself,  but  a 
great  deal  about  salesmanship  in  general.  To  arouse  a 
keener  interest,  and  no  doubt  also  to  stimulate  the  sale  of 
their  lines,  they  are  making  a  direct  financial  inducement  to 
salesmen  for  the  application  of  the  suggestions  set  forth  in 
their  publication. 

Some  Employers  We  Have  Met. 

Advice  is  often  tendered  in  a  wholesale  manner  to 
salesmen,  with  a  corresponding  tendency  to  let  employers 
down  easy.    There  is  an  inclination  to  forget  that  salesmen 


cannot,  or  will  not,  grasp  a  new  idea.  Most  unfortunate  in- 
deed is  the  clerk,  who,  in  a  misguided  moment,  engages 
with  such  an  establishment.  He  may  see  the  effect  of  up- 
to-date  methods  by  contrast,  but  never  at  first  hand. 

This  type  of  dealer  seldom  believes  even  in  the  most 
rudimentary  advertising.  He  may  get  as  far  as  cheap 
dodgers,-  but  that  is  usually  the  limit.  He  makes  his  own 
price  tickets  with  cheap  cardboard  and  a  shading  pen,  or 
with  a  rubber  stamp.  You  couldn't  get  him  to  go  the  price 
for  a  good,  up-to-date  window  card. 

Good  window-dressing  is  just  as  foreign  to  his  ideas 
as  anything  else  in  this  line.  He  likes  lots  of  cheap  goods 
in  the  window,  and  in  striving  to  get  everything  up  on  the 
cheap  scale  he  gives  the  impression  of  poorness  and  trashi- 
ness. 

You  could  hardly  expect  a  dealer  of  this  sort  to  take  a 
good  trade  paper  or  two,  particularly  if  it  were  going  to 
benefit  his  staff.  He  would  consider  the  outlay  before  the 
increased  interest  in  their  work  and  the  fund  of  useful  in- 
formation which  would  be  thus  provided. 


Supplies  for  a  Modern  Store 


Fixtures  and  Tools. 

i  Button   Setting    Machine;   Automatic   Foot  Power, 
$25.00.    Hand  Machines  from  50c  to  $2.50. 

1  Set  Window  Display  Fixtures  from  $1.75  to  $2t.oo. 
Glass  Shelves  from  $2.00  to  $50.00. 

1  doz.  Men's  Display  Forms  $3.50. 

1  Window  Readier — 5  feet  long — $2.25. 

1  doz.  Ladies'  Display  Forms  $3.00. 

1  Store  Settee  $8.50,  $11.50,  $17.00,  $23.00. 

1  doz.  Individual  Chairs  $3.00  each  and  up. 

1  Shoe  Stool  used  in  trying  on  shoes  $1.75. 

Adjustable  Shelf  Brackets  $1.00  and  up. 

Trolley  Ladders  $5.00  and  up. 

Show  and  Findings  Case  $10.00  and  up. 

1  Show  Card  Outfit.  $2.75. 

Electrical  outside  sign  $30.00  and  up. 

Chipped  Glass  Panel  Signs  $4.00  and  up. 

1  Iron  Stand  with  Four  Lasts,  15  in.  75c;  27  in.  $1.00. 

1  Hammer  35c,  25c,  60c. 

1  Standard  Peg  Cutter  80c. 

1  Shoe  Knife  10c. 

1  Peg  Awl  Handle  and  Awls  8c. 

Eyelet  Sets  for  all  Sizes  Eyelets  and  Hooks  $2.50. 

1  Pair  Bright  Steel  Nippers  35c. 

1  Cutting  Nipper  $2.50. 

1  Little  Giant  Box  Truck  $1.50. 

1  Boot  Jack  15c. 

1  Measure  Stick  and  Strap  75c. 

1  Shoe  Creaser  40c. 

1  Double  Roll  Paper  Cutter,  18  and  24  inch  $1.50. 

1  Twine  Holder  20c. 

1  Xail  Puller  $1.00. 

Cash  Register. 

1  Feather  Duster  50c. 

1  Woven  Down  Duster  $1.00. 

Shoe  Brushes  and  Daubers. 

English  Shoe  Trees  for  Window  Display. 

Skates  and  Skate  Straps. 

Skate  Plates. 

Bunion  Tongs  i$.5o. 

3  Shoe  Stretchers,  different  sizes  at  50c.  each. 
Toe  Raisers  80c. 

Toe  Cutter  for  under  toe  cap  $1.20. 
10  lbs.  Assorted  Iron  Nails  50c. 
1  Lb.  Malleable  Hob  Nails  20c. 
Eight  Compartment  Nail  Cup  $1.00. 
1-2  gal.  Rubber  Cement  90c. 
Shoemakers'  Thread  5c. 

Button  Fastening  Machine,  Automatic  Foot  Power  $12.00. 
1  Button  Fastening  Machine,  hand  55c, 

1  Button  Cutting  Nippers  60c. 
1-2  gro.  Display  Hooks  75c  gro. 
3  or  more  Lace  Holders  at  10c. 

2  Shifting  Cans  French  Chalk  at  5c. 
100  Price  Cards  for  $1.50. 


2  Shoe  Cleaning  Cloths  at  25c. 
1  Set  Shoe  Knives  $1.30. 

1  Combination  Show  Case  for  Display  $28.00. 

The  above  necessities  may  be  increased  in  number 
for  large  stores  or  may  be  reduced  in  cost  by  using  cheaper 
articles  for  the  purpose. 

Needed  for  Small  Favors. 

The  following  supplies  are  necessary  articles  for  use 
for  which  no  price  can  be  charged: 

1,000  Button  Fasteners  45c. 

1  gro.  Shoe  Buttons  40c. 
Assorted  colors  and  size  Eyelets. 
Assorted  colors  and  size  Eyelet  Hooks  75c. 
5  lbs.  Cotton  Wrapping  Twine  at  28c. 

2  Rools  Manila  Wrapping  Paper,  18  and  24  inch,  5c  lb. 
Fancy  colored  Crepe  Paper  for  trimming  show  windows 

7  1-2C  roll. 
Assorted  Cobbler's  Tacks,  25c  worth. 
Assorted  Shoe  Tacks,  Assorted  Hungarian  Nails,  1  gross. 

Japan  Shoe  Horns,  25c  worth. 

With  firm  advertising  thereon  75c. 
1  gro.  Button  Hooks  60c. 

1  doz.  Men's  Cheap  Insoles  for  Fitting  Shoes  50c. 
1  doz.  Ladies'  Cheap  Insoles  for  Fitting  Shoes  75c. 
1  Lastmaker's  Size  Stick  15c,  70c,  $3.50. 

THE  INITIAL  STOCK  OF  SUPPLIES 
AND  FINDINGS 

1  doz.  black  or  tan  combination  shoe  dressing — each — 
1  doz.  black  paste  polish  for  all  black  shoes,  large— each 
1  doz.  black  paste  polish  for  all  black  shoes,  small — each 

1  doz.  black  liquid  polish  for  ladies'  shoes— each  

1  doz.  black  liquid  polish  for  ladies'  shoes— each  

1  doz.  leather  preservative  for  working  shoes— each — 

1  doz.  lambs'  wool  insoles,  men's— pair  

1  doz.  ladies'  lambs'  wool  insoles— pair  

1  doz.  misses'  lambs'  wool  insoles— pair  

1  doz.  children's  lambs'  wool  insoles— pair  

1  doz.  corn  cure — each  

1  doz.  powder  for  curing  the  feet— each  

1  doz.  assorted  handled  shoe  brushes— each  j 

1  doz.  soft  felt  or  wool  shoe  shiners— each  

1  doz.  assorted  hair  shoe  shiners — each  

1  doz.  boys'  leather  knee  protectors — pair  

1  doz.  assorted  stocking  heel  protectors— pair  

1  doz.  instep  tongue  pads— each  

1  doz.  men's  rubber  heels,  put  on  at— pair  

1  doz.  ladies'  rubber  heels,  put  on  at  

1  gro.  assorted  heel  plates — pair  

1  gro  Sanford  heel  protectors— pair  

1  doz.  adjustable  shoe  trees — pair  

1  gro.  assorted  toe  plates — pair  

1  gro.  men's  ex.  heavy  fine  tubular  laces,  spiral  tag— pair 

1  gro.  men's  extra  heavy  tubular  laces— two  pairs  

1  gro.  men's  porpoise,  spiral  tag— pair  

1  gro.  ladies'  tubular  laces— eight  pairs  


1  gro.  ladies  imitation  siik  laces— pair  

1  doz.  ladies'  silk  laces  for  low  shoes— pair. 


1  gro.  children's  laces — bunch  of  six  pairs  

1  doz.  arctic  socks  for  rubber  boots— pair  

1  doz.  ice  creepers  for  winter  selling— pair  

1  doz.  whole  rubber  heels— pair  

1  doz.  full  rubber  soles— pair  .  

1  doz.  three-quarter  rubber  soles— pair  

14  doz,  solid  rubber  heels  for  rubber  boots— pair . . . . 

1  doz.  rubber  patches — each  

1  gro.  Sanford  plates— pair  

Fancy  oxford  buckles  and  slides. 

Hosierv  for  men,  women  and  children.  .,    „  „  i„„ 

In  addition  may  be  carried,  Jersey  leggins,  overgaiters,  Fauntleroy  leg- 
gins,  canvas  and  leather  leggins,  infants*  soft  sole  shoes,  slipper 
specialties,  warm  shoes  and  slippers. 
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The  Approbation  Habit 

A  Menace  to  the  Shoe  Retailer-Its  Causes  and  Results-What  is  Your  Position  on  This 

Question? 


"Hello!  Is  that  Blank  &  Co.?  This  is 'Big  Gun' 
Jones  speaking.  Send  up  to  the  house  half  a  dozen 
or  more  pairs  of  comfortable,  Ai  quality  shoes,  will 
you?  I'm  looking  for  satisfaction  more  than  style. 
I'll  keep  a  pair  or  two  if  they  suit,  and  send  you  a 
check  to  cover."  This  'phone  message  was  received 
the  other  day  in  a  large  city  shoe  store.  If  that  shoe 
man  had  been  of  the  jellyfish  variety  so  common  in 
all  trades,  he  would  have  hurried  the  errand  boy  away 
with  a  bundle  big  enough  for  a  man  to  carry.  But 
did  he?  Here's  what  we  heard  him  reply:  "Mr.  Jones, 
I'm  very  sorry  I  can't  oblige  you,  but  one  rule  in  this 
establish  m  e  n  t  is 


never     broken  for 
anyone.    We  cannot 
send  out  goods  on 
approbation.    If  we 
made  an  exception  in 
your  case,  we  would 
have  to   do  so  for 
others,  and  we  can- 
not   'make    fish  of 
one  and  flesh  of  an- 
other.'  We  must  re- 
quest you  to  come 
down   and   see  our 
shoes,  as  in  this  way 
only   will   you  get 
satisfaction."     T  h  e- 
other  man,  who,  by 
the  way,  is  a  mil- 
lionaire, waxed  very 
indignant,  but  when 
he  was  assured  that 
the  dealer  preferred 
rather   to    lose  his 


with.  The  trouble  is  that  the  average  dealer  seems 
to  be  too  selfish  to  join  his  neighbor  in  working  for 
the  good  of  the  trade  in  general,  forgetting  that  what- 
ever is  agreed  upon  for  the  general  good  is  sure  to  be 
beneficial  to  him  personally.  And  when,  as  is  some- 
times the  case,  this  approbation  system  grows  so 
rapidly  that  some  retailers  have  one  employee  or  more 
spending  all  their  time  looking  after  it,  the  thing 
ceases  to  be  a  business  scheme  at  all,  and  becomes 
merely  a  farce.  Every  dealer  who  tacitly  or  openly 
encourages  this  method  of  doing  business  makes  it  all 
the  harder  for  the  rest  of  us  who  are  determined  to 

avoid  it,  to  say  noth- 
ing of  the  fact  that 
he  is  cutting  a  noose 
which  will  one  day 
strangle  his  busi- 
ness." 


The 


the 


you 
it? 
per- 


What  the  Errand  Boy  saw  when  delivering  an  order  of  goods  on  approval- 
Other  dealers  were  "stung"  too. 


Cause  of 
Habit. 

What  do 
think  about 
What  is  your 
sonal  position  in  the 
matter?  It  is  very 
hard  to  see  how  any 
dealer  who  gives  this 
question  the  serious, 
unselfish  considera- 
tion it  deserves,  can 
fail  to  agree  with 
the  remarks  just 
quoted.  It  is  posi- 
t  i  v  e  1  y  nonsensical 
for     any  shoeman 


trade  than  to  serve  him  unsatisfactorily,  he  changed 
his  attitude,  came  down  to  the  store  and  was  perfectly 
fitted.  The  shoe  retailer  now  has  his  respect  as  well 
as  his  custom. 

A  Curse  to  the  Trade. 

This  was  the  emphatic  way  this  dealer  spoke  of 
the  approbation  habit.  He  further  added,  "The  case 
which  you  have  just  noticed  is  only  one  of  many  such 
requests  which  every  shoe  man  has  to  face.  The 
worst  feature  of  it  is  that  many  of  them  comply,  either 
because  they  have  not  courage  enough  to  refuse  lest 
they  lose  actual  or  probable  custom ;  or  because  there- 
by they  hope  to  steal  a  march  on  some  competitor 
who  will  not  do  business  in  this  way.  Here  is  a  great- 
evil  for  the  various  shoe  retailers'  associations  to  deal 


who  is  now  reaping  the  fruits  of  his  own  carelessness 
to  blame  the  buying  public.  The  latter  are  not  the 
greatest  transgressors.  What  they  once  requested  as 
a  privilege,  they  now  demand  as  a  right.  Approba- 
tion could  have  been  handled  very  easily  at  the  start, 
but  now  it  is  a  problem  which  must  be  courageously 
faced.  It  will  only  be  faced  by  every  retailer  who  is 
a  sinner  in  this  respect  taking  his  own  share  of  the 
blame  and  adopting  a  firm  policy  in  regard  thereto. 

The  Results. 

Some  are  serious,  and  some  border  on  the  ludi- 
crous. Did  you  ever  send  several  cartons  of  shoes  to 
some  fair  enquirer's  house,  only  to  have  your  errand 
boy  inform  you  that  he  saw  there  four  or  five  other 
boys  from  competitors'  stores  on  the  same  errand  as 
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himself?  The  knowledge  that  your  shoes  are  being- 
tossed  about  helter-skelter  with  a  couple  of  dozen 
other  pairs  doesn't  help  your  peace  of  mind  any. 
Neither  is  it  likely  to  prepossess  favorably  your  goods 
in  the  mind  of  the  prospective  purchaser.  It  is  more 
than  probable  that  she  thinks  of  you  more  or  less 
contemptuously  as  an  "easy  mark" — which  under  the 
circumstances,  is  a  fairly  correct  estimate. 

All-round  Dissatisfaction. 

There  is  a  more  serious  side,  however.  In  the 
first  place,  not  in  one  case  out  of  a  hundred  can  the 
person  concerned  secure  in  this  way  a  shoe  satisfac- 
torv  in  fit.  style  or  price.  Figure  it  out  for  yourself. 
You  judge  a  salesman  by  his  selling  ability.  But  this 
consists  very  largely  in  his  ability  to  fit  the  customer's 
foot  as  perfectly  as  possible,  and  sometimes  he  has  to 
take  much  time  and  to  try  on  many  pairs  of  shoes  ere 
a  suitable  pair  is  found.  There  is  as  much  individu- 
ality in  feet  as  in  personality.  If  he  can  make  the 
customer's  feet  comfortable,  there  is  much  less  diffi- 
culty about  the  style  or  the  price.  By  his  advice  he 
is  often  able  to  divert  the  customer's  mind  from  some 
particular  style  desired,  which  he  knows  would  result 
in  that  customer  developing  a  chronic  grouch  against 
the  firm  from  which  he  bought  the  shoe. 

But  the  sale  is  not  always  made  when  a  satisfac- 
tory- fit  is  secured.  A  battle  of  wills  often  occurs  over 
the  price,  which  takes  every  atom  of  selling  ability 
possessed  by  the  salesman  to  bring  to  a  successful 
issue.  Now  if  a  salesman  with  his  selling  ability,  ex- 
perience, expert  knowledge  of  the  goods,  and  the 
whole  stock  of  the  store  to  draw  upon,  sometimes 
fails  to  make  the  desired  sale,  what  likelihood  is  there 
that  the  prospective  purchaser  can  fit  himself  or  her- 
self satisfactorily,  or  be  satisfied  with  the  price  even 
when  this  is  accomplished?  Look  at  the  first  para- 
graph of  this  article,  and  see  those  three  innocent  little 
words  in  italics, 'if  they  suit.'  That's  always  the  little 
joker  in  the  pack.  In  such  cases  the  shoes  almost  in- 
variably never  suit,  and  all  your  trouble  goes  for 
nothing. 

Damage  to  Stock. 

This  is  another  feature  to  be  considered.  It's 
bad  enough  to  lose  a  sale,  and  to  lose  it  under  such 
circumstances  that  the  customer  never  thinks  of  blam- 
ing himself,  but  always  you  and  your  goods.  It  is 
even  worse  to  find  stock  returned  almost  irreparably 
damaged,  as  has  been  the  case  times  without  number 
in  the  experience  of  shoe  retailers.  Buttons  ripped 
off,  shoes  stretched  all  out  of  shape,  seams  torn,  patent 
leather  cracked,  soles  marred  and  scratched;  these  are 
some  of  the  results  of  this  short-sighted  method  of 
doing  business.  In  such  cases,  it  is  practically  impos- 
sible to  obtain  redress.  Many  a  retailer  who  possibly 
might  be  able  to  push  such  claims  to  a  successful  issue, 
hesitates  to  do  so  because  of  the  fear  that  the  amount 
he  would  receive  would  not  make  up  for  'oss  of  trade 


bound  to  follow.  Therefore  he  suffers  in  silence,  and 
gets  rid  of  damaged  stock  as  best  he  can. 

Loss  of  Probable  Sales. 

Supposing  the  stock  be  returned  undamaged,  there 
is  always  the  likelihood  of  sales  being  lost  because  of 
the  absence  in  this  way  of  some  particular  style  of 
shoe  just  when  it  is  wanted.  And  if  that  style  is  one 
which  you  do  not  get  an  opportunity  to  show  every 
day,  your  chagrin  is  all  the  greater.  Many  a  retailer 
has  bemoaned  sales  lost  in  just  such  a  manner.  There 
would  be  some  excuse  for  the  existence  of  the  habit 
if  customers  could  be  made  to  realize  what  a  favor 
they  ask  of  the  dealer  when  requesting  that  goods  be 
sent  out  on  approval.  But,  the  people  who  are  most 
insistent  on  shoes  being  sent  on  approbation  are  the 
very  ones  who  almost  always  have  to  be  urged  re- 
peatedly to  return  samples  sent  them. 

You  may  assert  that  these  are  exceptional  cases. 
Not  at  all.  They  can  be  duplicated  in  your  own  ex- 
perience, if  you  are  a  devotee  of  this  pernicious  system, 
as  they  have  been  in  the  experiences  of  hundreds  of 
other  retailers,  to  their  sorrow.  We  have  said  noth- 
ing of  parcels  that  never  reached  the  addresses  to 
which  they  were  sent,  and  which  never  came  back  to 
the  store  ;  nor  of  parcels  sent  out,  the  recipients  of 
which  took  the  first  train  for  parts  unknown.  These 
and  other  instances  are  by  no  means  uncommon. 

The  Remedy. 

Have  you  a  local  association  in  your  locality?  If 
so,  here  is  an  opportunity  to  justify  its  existence.  If 
not,  you  and  your  competitors  surely  ought  to  be  able 
to  get  together  on  such  common  ground  as  this,  and 
come  to  some  definite  arrangement  for  handling  this 
problem.  It's  a  case  of  "together  we  stand,  divided 
we  fall."  A  little  concerted,  red-blooded  action  and 
firmness  will  put  this  evil  out  of  business,  the  same  as 
it  solved  the  question  of  early  closing,  in  practically 
all  localities.  Remember  the  howl  that  went  up 
everywhere  about  that  project  when  it  was  first 
broached?  "The  public  will  not  stand  for  it";  ''nearly 
all  business  is  done  in  the  evenings"  ;  these  and  many 
other  excuses  were  urged  against  it.  But  wisdom  won 
out;  the  public  have  become  educated  to  daylight 
shopping  and  business  has  not  suffered  in  the  least; 
in  fact  it  has  increased,  as  both  employer  and  employee 
do  more  and  better  work  in  the  shorter  hours. 

This  result  can  be  duplicated  in  dealing  with  the 
approbation  evil,  and  if  the  nettle  is  grasped  firmly 
and  rooted  up  once  and  for  all,  you,  your  competitors, 
and  the  buying  public  will  be  everlasting  gaine.s. 

If  on  the  other  hand,  you  are  content  to  endure 
in  silence,  with  only  the  underground  rumblings  of 
protest,  the  evil  will  continue  indefinitely,  becoming- 
more  troublesome  and  expensive  as  it  grows,  while 
you  and  your  competitors  remain  victims  of  the  appro- 
bation habit. 


Random  Hits 

The  Sayings  of  the  Wisest  of  Men  Applied  to  19"  Conditions. 


The  plodder  nine  times  our  of  ten  beats  the  genius  in  the 
race  of  life.    Keeping  everlastingly  at  it  counts  for  more  than 
plunging.    Remember  the  old  story  of  the  hare 
ELBOW  and  the  tortoise.    The  smart  Alec  figures  on 

GREASE  getting  there  by  his  quickness,  and  awakens  to 

find  the  slow  poke  he  despises  finally  outstrip 
him.  There  is  nothing  that  can't  be  accomplished  by  hard 
work.  There  are  men  in  your  town  with  not  a  tithe  of  the 
brains  you  have,  who  have  done  better  than  you  with  all  your 
mental  and  other  equipment.  What  is  the  reason  for  it?  While 
you  have  been  thinking  and  blowing  about  what  you  were  going 
to  do,  they  have  gone  quietly  along  "sawing  wood."  The  "man 
of  the  hour"  is  the  man  who  doies  the  thing  that  confronts  him 
at  the  time  and  passes  on  to  something  else.  There  are  a  lot 
of  people  who  are  everlastingly  getting  ready  to  get  ready  to 
do  something,  and  while  they  are  getting  ready  to  get  ready 
somebody  else  does  it.  "In  all  labor  there  is  profit,  but  the 
talk  of  the  lips  tendeth  only  to  penury."  Do  less  talking  and 
more  doing  this  year  and  see  if  this  is  not  so. 

Wholesomeness  is  the.  foundation  of  good  health  and  a 
happy  life.    How  do  you  expect  to  be  well  or  to  get  along  if 
you  haven't  a  sound  heart?    "A    sound  heart 
SOUND  is  the  life  of  the  flesh,  but  envy  the  rottenness 

HEART  of  the  bones."    There  are  people  who  are  suspi- 

cious of  everything  and  everybody,  and  cast 
green  eyes  at  those  about  them  who  seem  to  get  along  in  life 
better  than  themselves.  They  forget  that  this  wrong  attitude 
is  fatal  to  success.  It  is  the  cheerful  optimist  who  succeeds,  the 
pessimist  invites  failure.  Growsing  is  suicidal,  physically, 
mentally,  morally  and  commercially.  We  all  know  what  anti- 
pathy the  kicker  and  growler  arouses  in  us.  There  are  some 
people  we  meet  who  grate  upon  us  worse  than  a  north-east  wind 
in  March.  People  like  this  repel  success.  Encourage  a  sound 
heart,  a  wholesome  disposition,  that  will  attract  people  to  you. 
Most  people  are  just  waiting  to  be  drawn  to  those  who  are 
capable  of  attracting.  Molasses  catches  more  flies  than  vine- 
gar, because  flies,  as  well  as  normal  humans,  are  after  the  sweet 
and  not  the  sour  or  bitter.  Envy  is  as  fatal  as  corrosive  subli- 
mate to  true  life.    Give  it  a  wide  berth. 

There  are  a  great  many  people  in  this  world  who  seem  to 
hate  to  be  told  anything.    They  like  to  appear  to  "know  it  all." 

They  seem  to  think  that  ignorance  is  an  un- 
KN OWING  pardonable  sin;  but  it  is  not  half  as  insuffer- 
IT  ALL  able  as  this  spirit  of  cock-sureness.    It  is  really 

only  the  ignorant  man  who  is  afraid  to  be 
thought  ignorant.  The  wise  man  is  always  modest  about  his 
knowledge,  but  as  is  ever  the  case,  "Fools  rush  in  where  angels 
fear  to  tread."  Hatred  of  instruction  or  reproof  is  a  sure 
sign  of  a  small  mind.  Ability  to  learn  from  the  smallest  cir- 
cumstance or  the  most  unlikely  person  is  a  characteristic  of 
true  greatness.  It  is  also  an  indication  of  honesty.  The  man 
who  pretends  to  be  wiser  than  he  is  is  worse  than  vain.  To 
pretend  to  know  is  as  crooked  as  any  other  sort  of  pretence. 
"Correction  is  grievous  to  him  that  forsaketh  the  way,  and  he 
that  hateth  reproof  shall  die."  There  is  little  hope  for  the 
know-it-all.    He  is  his  own  executioner. 

Just  now  when  people  all  around  us  seem  to  be  getting  rich 
so  fast,  there  is  a  temptation  more  or  less  to  either  be  envious 
or  over-ambitious.  We  are  in  danger  of  forget- 
LITTLE  ting  also  that  money  does  not  always  represent 

AND  MUCH  the  best  and  most  enduring  success.  A  man 
who  is  running  a  little  store  or  even  working 
for  his  daily  wage  is  probably  doing  more  for  his  day  and  gen- 
eration than  most  of  these  high  fliers  of  finance  or  commerce 
that  have  suddenly  attained  affluence.    "Better  is  a  little  with 


the  fear  of  the  Lord  than  great  measure  with  trouble  there- 
with "  Better  is  the  modest  living  you  are  making  by  honest 
effort  both  for  yourself  and  the  community,  than  the  thou- 
sands' that  acquaintance  of  yours  has  made  by  speculation  or 
stock  jobbing.  It  has  left  you  with  your  family,  your  church, 
your  business,  and  a  "conscience  void  of  offence  toward  God 
and  man "  His  gains  have  drawn  him  from  home,  friendship 
and  the  good  opinion  of  those  about  him,  likely  his  own  also. 
If  you  can  only  get  it  out  of  your  head  that  the  possession  of 
a  lot  of  money  means  happiness  and  success,  you  will  have 
learned  one  of  the  greatest  lessons  of  life.  "Learn  of  Me," 
said  One,  "for  I  am  meek  and  lowly  of  heart,  and  (being  like 
Me)  ye  shall  find  rest  unto  your  souls." 

Of  the  drunkard,  the  glutton  and  the  money-grabber,  the 
first  deserves  some  sympathy  on  account  of  the  destruction  of 
his  will  power  by  an  outside      agency.  The 
GREED  OF      money-grabber  is  the  worst  of  all  three,  because 
GAIN  he  deliberately  develops  the  faculty  of  getting  at 

the  expense  of  all  higher  instincts.  The  man 
who  gets  his  eye  on  money  as  the  great  end  of  all  being,  wor- 
ships a  god  infinitely  more  loathsome  than  that  to  which  our 
ancestors  sacrificed  in  the  fire  or  sun ;  for  there  is  some  inspir- 
ation in  the  glow  of  a  flame  or  the  splendor  of  the  "orb  of  day." 
There  are  some  men  who  go  to  bed,  get  up  and  live  with  money 
as  their  only  thought,  and  for  the  pleasure  of  adding  to  then- 
store  will  cheerfully  forego  any  of  the  things  ordinarily  precious 
to  human  beings.  The  worst  of  it  is  this  desire  's  spreading,  and 
even  with  sensible  people  the  worship  of  Mammon  is  becoming 
fashionable.  "He  that  is  greedy  of  gain  troubleth  his  own 
house."  You  can't  bow  the  knee  to  money  and  remain  anything 
but  a  poor  miserable  idolater,  and,  worse  than  that,  you  cannot 
follow  Mammon  worship  long  before  you  do  some  things  that 
no  true  man  can  afford  to  let  himself  even  think  of.  Even  in 
gathering  the  little  bit  you  now  have  you  have  done  some  things 
that  twenty  or  thirty  years  ago  would  have  made  you  blush  to 
think  of. 

It  can't  be  pleasant  to  be  lazy.    With  the  absence  of  interest 
in  one's  work,  it  must  be  a  dreadful  thing  to  endure  the  passing 
of  the  days.    To  be  always  dodging  the  issue, 
THORNY        avoiding  effort,  complaining  of  obstacles  must 
HEDGE  be  infinitely  worse  than  any  attempt  at  overcom- 

ing the  most  troublesome  obstructions.  "The 
way  of  the  slothful  man  is  as  an  hedge  of  thorns."  Of  course 
it  is.  The  sluggard  is  the  slave  of  circumstances.  He  is  always 
beset  with  difficulty,  he  is  always  surrounded  with  aggrava- 
tions. The  lazy  man  in  business  finds  stock-taking  a  bore, 
and  the  hedge  develops  until  it  throttles  his  business.  He  finds 
window-dressing  a  nuisance,  and  wonders  why  his  neighbor 
gets  all  the  trade;  he  says  ad.-writing  is  too  much  trouble,  and 
the  musty  old  announcement  of  Christmas  goods  runs  clear 
through  to  Easter.  The  broom  and  duster  languish  in  the  back 
corner  of  the  shop,  and  people  learn  to  avoid  the  premises  for 
more  up-to-date  ones.  All  the  while  he  is  nagged  or  nettled  by 
the  knowledge  of  what  he  ought  to  do,  for  your  lazy  man  has 
usually  a  good  idea  of  what  is  what.  How  can  a  man  be  happy 
hedged  in  in  such  a  way?  We  trust  some  day  to  see  an  evan- 
gelistic campaign  started  to  reclaim  the  lazy  man  as  well  as  the 
ordinary  sinner.  It  will  take  some  blasting,  though,  to  get  con- 
versions. 


Business  Boosters 


Practical  Ideas  Others  Have  Found  Profitable — Live  Suggestions  From  Different  Parts  of  Canada. 

One  for  the  Jobbers.  just  when  you  were  unable  to  find  a  pay-  Specialized  Advertising. 

Montreal.  •  phone?    There  are  many  people   in   that   Ottawa.  ■ 

Jacksoir  &  Savage,  have  a  large,  square,  predicament  every  day  who  will  not  ask  a  local  shoe  retailer  has  been  experi- 
white  card  over  their  telephone,  on  which  ror  the  use  °^  a  stranger  s  phone.  A  meriting  on  advertising  for  the  past  few- 
are  the  words,  in  good  sized  letters,  "We  snoe  retailer  here,  in  recognition  of  this  mo.nths.  He  has  been  using  in  a  morn- 
encourage  sorting  over  the  telephone.  It  Iact>  had  a  pay-  phone  installed  in  his  ;ng  paper  of  large  select  circulation  an 
saves  time."  As  this  telephone  is  a  wall  store  inside  a  handsome  booth.  A  neat  average  daily  space  of  four  inches,  double 
instrument  and  used  in  the  sample  room,  outside  sign  called  attention  to  this  fact.  coiumn.  He  makes  these  ads.  bright  and 
the  sign  is  seen  by  every  customer  who  But  he  was  canny  enough  to  have  the  snappy,  paying  particular  attention  to 
comes  in,  and  a  good  suggesiton  is  driven  booth  placed  in  the  rear  end  of  the  store  display  and  advertising  one  thing  at  a 
home  in  a  nice  way.  Of  course,  it  will  so  that  th'e  user  would  have  to  note  his  time>  either  some  feature  of  his  business 
be  seen  that  the  more  business  done  over  handsome  premises  and  neatly-kept  stock  or  some  article  for  sale.  The  result  has 
the  phone  the  more  time  is  there  left  displays  in  passing  to  and  fro.  He  claims  De6ri  most  gratifying,  and  this  dealer  at- 
for  getting  after  orders  in  person  an  increase  in  trade  from  this  move.  tributes    it    to    the    frequent   changes  of 

copy,  and  to  his  keeping  everlastinglv  at 

Drawing  the  Sporting  Trade.  Getting  Orders  by  'Phone.  it 

Rcgina. —  /  'ancouver.  —  Still  Another 

A   well-known   shoe   dealer   secured   a  Every   shoe  retailer   has  to  keep  alive 

large  consignment  of  hockey  boots  at  a  in   this   age   of  keen   competition.    When  Halifax,  N.  S. 

very  low  price.  To  realize  on  them  in  his  trade  showed  disquieting  signs  of  a  "When  we  take  a  rush  order-  or  S^r- 
the  short  season  at  his  disposal,  he  falling- off,  one  dealer  here  'phoned  all  his  antee  the  PromPt  delivery  of  any  parcel,  a 
bought  a  lot  of  hockey  supplies,  and  ad-  customers  whom  he  could  reach  in  this  red  sllP  °*  PaPer  marked  'Rush'  15  Pasted 
vertised  complete  individual  outfits,  way,  courteously  reminding  them  that  he  hereon.  {hat  Parcel  «  thf  handled  llke 
skates,  boots,  stick  and  gloves  at  a  price  was  at  their  service  at  any  time,  and  a  telegraph  company  handles  a  wire.  It 
which,  though  lower  than  elsewhere,  left  citing  specific  instances  of  the  value  he  8'f  there  in  time,  by  one  means  or  an- 
him  a  fair  profit  on  the  deal.  Everyone  was  offering  in  footwear.  He  continued  oth^  be , surc  of  The  result  has 
interested  in  hockey  visits  this  store,  and  this  scheme  every  fortnight  to  a  constant-  been  .  a  lar?e  lncrea^  m  our  business, 
this  dealer  says  that  at  the  present  rate  of  widening  circle  of  people  who  have  ^cially  among  the  more  well-to-do 
sale,  the  whole  outfit  will  be  gone  very  now  begun  to  take  notice  of  the  dealer  classes  who  seldom  carry  their  awn  pur- 
shortly.  He  has  gained  many  permanent  who  is  enough  interested  in  their  trade  chases  home  with  them  This  dealer  s 
customers  by  this  means.  to  ring  them  up.  Business  is  no  longer  methods  could  be  copied  with  profit  by- 
dull.  It  took  tact  but  it  brought  results.  many  others  everywhere. 
A  Sidewalk  Showcase.  Two  Birds  at  0nce. 
Montreal.-  _       °ne  for  the  Travelers.  Qucbcc,_ 

An  increase  in  the  width  of  the  side-  »  mnipeg.—                                          ,  A  retailer  here  has  a  rather  novel  meth- 

walk    in    front    of    their    store    has   been  'An  experienced  and  successful  traveler  , ,     .      .  .       ,           ,     .,,  x 

wcuk   in    iioin   01    men    siuie   n<is    ueen  r  od  of  gaming  the  good  will  of  customers. 

taken    advantage    of    by    the   Petermann  the  other  day  gave  away  the  secret  of  his  &  ^  ^               comes  b  for  a 

Shoe   Co.,  by  placing  a   showcase  about  happy  knack  of  making  friends  and  get-  air  Qif  rubber     he  advises  them  t0  have 

six   feet  from  the  entrance.    This  show-  ting  business.     He   said  that   he   always  ^  ^  s                                or  ^ 

case   is   a   glass   affair,   about    four    feet  made  it  a  point  to  learn  the  peculiarities  ^.^  ^  ^  ^        ^  Qf 

high   and   two    feet   square,   divided   into  ^  interests  of  the  men  upon  whom  he  that  ^  shoe_shinin     stand  is  thgre  for 

four     sections     horizontally.     Passers-by  called.    He  got  closer  to  them  ,n  this  way.  ^  conyenience  of  his  customers  at  no 

cannot    help  noticing  the  display,  no  matter  For  instance,  if  a  customer  had  a  military  expense     tQ     them      This     scheme  has 

how  hurried  they  are,  as  it  is  directly  in  title  he  liked  to  hear  used,  the  traveler  ^           ^   advertlsing.   and   alsQ  cash 

their  way.    This  idea  has  proven  a  great  was  always  careful  to  use  this  title,  and  ^  ^  ^ 

puller,  as  the  arrangement  of  the  slippers  so  on  with  all  his  customers.    This  is  a  ^    tQ                s          ^  ^  ^ 

tht-rrin  is  alwavs  attractive  hint  that  more  business  men  than  travel-  .  „      ,        ,  . 

inerein  is  ai\\a>s  attractive,  carefully  cleaned  ere  fitting,  especially  on 

ers  can  think  over.  ,  , 

Frosted  Windows.  sloppy  days' 

,  v._                                      .  A  Delivery  Idea.  Rigs  as  Mediums. 

A  progressive  shoeman  here  was  losing  St.  John,  N.  B.   ■  Montreal. — 

much  of  the  effect  of  his  handsome  win-  "We  check  all  parcels  going  out   for  A  g0od-sized  card,  printed  in  large 

dow  displays  because  during  every  cold  snap  delivery  very  carefully,"   said  one  dealer  plain  type,  fastened  to  each  side  of  a  deliv- 

his  windows  became  so  coated  with  frost  recently.      First  they  go  to  the  parcel  de-  erv  rjgi   giving  a     short  description  of 

that  nothing  could  be  seen.    He  overcame  partment    for    wrapping    up,  where    our  some     special  bargain  in  shoes    "is  one 

the  difficulty  by  using  a  revolving  electric  shipper   enters   the   names   and   addresses  method  adopted  by  us  to  boost  business." 

fan  in  his  window,  which  is  kept  perfectly  m  his  nook  as  they  are  called  off  by  the  if  properly  executed,  it  does  not  detract 

ckar  at  very  small  cost  by  this  means,  driver  in  order  of  delivery,  after  which  from  the  appearance  of  the  rigs,  and  it 

Here's  a  tip  that  is  badly  needed  by  many  driver    and  shipper    change  places,    and  circulates  its  message  over  a  large  area, 

shoe  dealers  all  over  the  country.  again  call  off  the  names  as  a  check.    The  We  have  found  this  method  very  stimu- 

extra  expense  involved  in  having  this  ship-  kiting  to  our  'phone  trade,  frequently  re- 

'Phone  Draws  Them  In.  per  is  more  than  made  up  by  the  almost  ceiving  enquiries   from  distant  parts  of 

Toronto. —  entire     lack   of   exasperating     complaints  the  city,  especially  as  we  change  the  cards 

Did  you  ever  want  to  use  a  'phone  badly  from  dissatisfied  customers."  semi-weekly. 


Window  Display 


Good  Effect  Secured  by  the  Fogarty  Co.,  Ltd.,  Montreal-Adapting  Design  to  Requirements 

of  Window  Space. 

the  curved  framework  at  the  top  are  somewhat  un- 
usual and  increase  the  symmetrical  effect  so  notice- 
able in  the  display.  The  circle  is  in  the  exact  centre 
of  the  framework;  the  squares  are  exactly  the  same 
size ;  and  each  shoe  hangs  in  the  centre  of  its  square 


Considerable  favorable  comment  uii  the  window 
display  reproduced  here  was  evoked  from  passers-by. 
It  was  certainly  a  great  eye-catcher,  and  to  sell  goods 
this  feature  is  absolutely  necessary.  It  faces  one  of 
the  main  business  streets  of  Montreal  and  is  on  one 
side  of  a  large  corner  store. 

This  display  proves  the  value  of  thinking  out  a 
plan  ere  attempting  to  dress  a  window.  This  one 
in  particular  is  a  hard  window  in  which  to  success- 


in  uniform  fashion.  In  fact,  the  general  "balance"  is 
perfect.  The  shoes  on  the  stands  at  either  end  of  the 
framework  serve  as  a  sort  of  border  to  the  main  dis- 
play and  offset  it  very  well. 


The  Fogarty  Co.,  Ltd.,  St.  Catherine 
fully  display  any  article,  especially  shoes,  being  long 
and  decidedly  shallow,  making  it  impossible  to  secure 
some  of  the  effects  which  would  be  easily  attained 
if  the  window  were  deeper. 

The  design  is  a  fairly  common  one,  but  has  sev- 
eral features  which  give  it  a  certain  individuality. 
Very  little  depth  of  window  space  is  required  to  make 
it  a  success.  In  fact,  it  would  be  hard  to  secure  a  more 
effective  design  for  a  shallow  window.   The  circle  and 


Street  and  St.  Lawrence  Boulevard. 

One  thing  worthy  of  special  mention  is  the  neat 
price  tickets,  absolutely  uniform  in  size  and  shape. 
On  each  of  these  is  neatly  lettered  the  firm  name  and 
the  price.  The  effect  is  decidedly  superior  to  the  usual 
garish  multi-colored  bargain  sale  tickets,  and  is  worthy 
of  more  general  adoption  when  tickets  are  used.  An- 
other feature  is  the  inexpensive  character  of  the  dis- 
play fixtures.  The  framework  is  ordinary  wood  neat- 
ly covered  with  white  cotton,  and  could  be  duplicated 
by  any  retailer  for  little  cost. 


American  Tanneries  Closing 

The  Trade  Very  Quiet  in  Both  Sole  and  Upper  Leathers — Tanneries  Running  Less 

Than  50  per  cent.  Capacity. 


While  trade  at  the  date  of  writing-  is  not  at  the 
highest  point  in  Canada,  tanners  report  fair  business 
with  prices  off  just  a  little. 

Conditions  across  the  border  are  not  nearly  so 
favorable.  During  the  last  year  general  trade  has 
been  a  little  off  color ;  shoes  have  been  selling  only 
with  average  briskness  ;  shoe  factories  have  been  car- 
rying  practically  no  leather  in  stock ;  tanners  have  a 
large  stock  on  hand  and  are  operating  with  a  curtail- 
ed force.  In  spite  of  all  this,  hides  are  in  fairly  good 
shape. 

The  falling  off  has  been  most  noticeable  with  the 
sole  leather  tanners.  With  the  Central  Leather  Com- 
pany curtailing,  and  many  others  doing  likewise,  or 
closing  down  entirely,  fully  90  per  cent,  of  the 
sole  leather  tanneries  in  the  United  States  are  idle. 
With  this  condition  so  evident,  one  would  also  look 
for  a  like  state  of  affairs  among  the  upper  leather  tan- 
neries. Such  is  not  the  case  nor  does  the  condition 
seem  likely  to  occur. 

Anything  like  suspension  of  work  at  the  Ameri- 
can upper  leather  tanneries  is  not  to  be  found.  No 
steps  that  would  point  in  this  direction  have  been 
taken. 

The  principal  reason  for  the  greater  activity  of 
upper  tanneries  lies  in  the  fact  that  the  shoe  factories 
for  some  time  past  have  been  carrying  next  to  no  stock 
at  all.  Factories  doing  an  annual  business  of  from 
one  to  three  millions  have  been  caught  with  stocks 
of  upper  leather  worth  less  than  $8,000. 

There  is  a  fair  stock  of  light-weight  splits  but 
heavy  splits  are  very  short.  Grains  have  been  in  un- 
usual demand  for  practically  the  last  year  and  any  loss 
likely  to  be  made  on  splits  will  be  added  to  the  sell- 
ing price  of  heavy  weight  grains.  Thus  we  find  that 
upper  leathers  will  still  be  moving  on  account  of  the 
shortage  in  stock  on  hand  while  sole  leather  has  been 
over-produced  and  over-bought  in  vast  quantities — al- 
most six  months'  supply  being  on  hand.  Hemlock 
sole  is  particularly  affected,  although  the  hundred  or 
more  tanneries  closing  for  a  couple  of  months  produce 
oak  and  union  sole  as  well. 

Sole  leather  tanners  give  general  reasons  for 
shutting  down:  (1)  High  price  of  hide — 14  cents 
against  ir  cents:  (2)  Fierce  competition  lowering  the 
price:  (3)  Factories  cutting  down  their  stocks;  (4) 
General  lack  of  confidence  in  conditions. 

The  closing  of  so  many  sole  leather  tanneries  will 
have  a  tendency  to  make  prices  in  sole  leather  firmer. 
When  the  market  is  free  of  stock  no  doubt  all  will 
re-open  again.  Tn  the  meantime,  however,  they  are 
under  enormous  overhead  charges  and  selling  what 


they  have  at  what  they  consider  a  loss. 

With  the  upper  leather  manufacturers,  as  we  said 
before,  conditions  are  somewhat  better,  but  operating 
at  less  than  50  per  cent,  of  capacity  will  give  them  a 
very  small  marg-in  of  profit. 

A  suggestion  that  may  bear  fruit  was  made  at 
the  recent  tanners'  convention  in  New  York.  Tanners 
have  been  losing  money  on  splits.  The  proposal  was 
to  form  a  company  with  $5,000,000  capital  called  the 
United  Leather  Selling  Company,  to  find  new  open- 
ings and  develop  the  old  field  for  splits  and  scrap 
leather.  As  this  company  would  control  such  a  large 
percentage  of  the  output  of  these  classes  of  leather  it 
is  maintained  that  the  market  fluctuations  would  be 
much  more  in  reason.    This  may  help  some. 

The  morocco,  and  particularly  glazed  kid  manu- 
facturers, are  also  in  line  for  curtailment.  According 
to  the  decision  arrived  at  in  Philadelphia,  which  is,  in 
a  measure,  a  retaliatory  move,  twenty  thousand  men 
will  be  out  of  employment  during  the  month  of  August 
at  least. 

Altogether  conditions  in  the  United  States  are 
far  from  the  best  right  now,  and  prospects  are  not 
bright  for  the  immediate  future.  American  tanners 
already  are  looking  to  Canada  for  a  freer  outlet  and 
on  account  of  the  comparatively  low  tariff  wall  will 
no  doubt  sell  considerable  leather. 

Canadian  made  leather  stands  up  well  under  com- 
parison with  that  made  across  the  line,  and  on  qual- 
ity, except  it  is  very  exceptional  "special"  leathers,  the 
tanner  need  not  fear  competition  on  the  quality  basis. 
The  price  feature,  however,  may  be  a  different  matter. 
It  will  be  simply  up  to  the  Canadian  tanners  to  see 
that  no  clumping  takes  place  and  to  be  ready  to  meet 
competition  boldly. 


MAN,  30  years  of  age,  15  years  practical  experience  in  Hide 
and  Skin  business,  six  years  experience  as  buyer,  desires  to 
locate  with  a  reliable  firm  in  the  United  States  or  Canada.  Address 
L.  Gottleib,  203  Neilson  Street,  New  Brunswick,  N.J.  U.S.A. 


STORE    TO  RENT 

To  Rent,  A  Brick  Store  in  the  centre  of  the  business  section 
town  of  St.  Mary's,  Ont.  Well  equipped  and  fitted  throughout 
Verv  suitable  for  retail  Dry  Goods  or  Boots  and  Shoes.  For  full 
particulars  address — R.  T.  Gilpin,  St.  Mary's,  Ont. 


Messrs.  S.  N.  Meyer  &  Co.,  Copenhagen  V.,  Denmark,  want 
an  agent  in  each  of  the  following  cities:  Chicago,  Toronto, 
Montreal  and  San  Francisco,  for  the  sale  of  Danish,  Swedish,  Norwegian 
and  Finnish  Hides,  Veal  Skins,  Calf-Skins  and  Sheep-Skins  direct  to  the 
tanneries.  An  excellent  connection  is  offered  to  the  right  man,  who  knows 
his  trade  and  can  "make  good." 


Hide  Prices  and  the  Tariff 

"Removal  of  the  American  Duty  on  Hides  Has  Eased  Prices."— C.  H.  Jones. 


.  The  recently  produced  reciprocal  tariff  arrange- 
ment between  Canada  and  the  States  does  not  appear 
to  have  affected  the  leather  industry  to  any  great  ex- 
tent. Foodstuffs  and  natural  products  were  the  main 
items  concerned.  These  new  tariff  figures  represent 
a  great  opportunity  for  the  Canadian  farmer  particu- 
larly. All  his  prices  should  be  considerably  better, 
although  from  all  accounts  he  has  not  been  in  need  of 
very  much  help.  No  doubt  before  making  the  final 
arrangement,  the  Canadian  representatives,  particu- 
larly Messrs.  Fielding  and  Paterson,  took  into  con- 
sideration the  impressive  delegation  to  Ottawa  of  re- 
presentative farmers  from  all  over  the  Dominion,  and 
as  the  farmers  represent  the  majority  of  the  voting- 
population  they  deserved  proper  attention. 

This  newly  proposed  reciprocal  agreement  can 
only  be  considered  in  the  light  of  the  first  move  of 
the  game.  In  years  to  come  it  will  be  natural  to  ex- 
pect that  more  and  more  commodities  will  either  be 
placed  on  the  free  list  or  on  an  equal  basis.  From 
the  discussion  just  concluded  it  is  quite  evident  that 
Canada,  although  quite  willing  to  treat  with  the 
States,  is  determined  that  in  no  manner  whatever  will 
they  give  any  concessions  without  receiving  as  good 
in  return.  Any  idea  to  the  contrary  that  might  be 
entertained  will  be  an  obstacle  to  further  progress. 

When  discussing  the  tariff  one  naturally  thinks 
of  the  time  a  little  over  a  year  ago  when  the  tariff 
against  hides  entering  the  United  States  was  abolish- 
ed. 

It  seems  very  clear  that  the  result  has  been  ex- 
tremely beneficial  and  satisfactory.     Briefly  stated, 
conditions  have  been  as  follows:  The  tendency  of 
hides  and  skins  of  practically  all  sorts  has  been  stead- 
ily upward  for  the  past  ten  years.    Of  course,  trade 
conditions  have  temporarily  affected  the  market  at 
different  times.    The  panic  of  1907,  for  instance,  creat- 
ed such  a  scarcity  of  money  that  hides,  like  all  other 
commodities  which  are  sold    for    cash,  depreciated 
greatly  in  price.    As  conditions  became  normal  in  the 
spring  of  1908,  hides,  leather  and  shoes  again  began 
to  advance.    When  the  tariff  on  hides  was  repealed 
in  1909,  leather  of  all  kinds  was  at  about  the  highest 
point.    Since  that  time,  there  has  been  absolutely  no 
advance  in  leather  made  from  hides  that  were  form- 
erly dutiable.    In  fact,  while  grain  leathers  have  main- 
tained about  the  former  level,  split  leather  and  sole 
leather  are  selling  to-day  at  noticeably  less  than  the 
price  at  that  time,  while  calfskins,  and  leather  of  that 
class,  on  which  there  had  been  no  tariff,  and  which 
were  accordingly  not  affected  by  the  repeal,  have  con- 
tinued at  the  high  prices  then  current,  and  m  many 
cases,  have  advanced  still  further,  so  that  fine  shoes, 


made  with  calf  uppers,  are  to-day  selling  at  the  high- 
est prices  in  the  history  of  the  country. 

The  reason  for  all  this  is  very  plain.  The  natural 
tendency  of  leather  of  all  kinds  must  be  to  advance,  for 
the  reason  that  the  uses  of  leather  are  being  constantly 
increased,  and  the  demand,  therefore,  grows  in  a 
greater  proportion  than  the  population.  On  the  other 
hand,  the  increasing  cost  of  grain,  and  the  disappear- 
ance of  the  free  pasturage  for  cattle  on  wild  land,  have 
increased  the  cost  of  hide-bearing  animals,  have  led 
the  farmer  to  sell  his  grain  instead  of  feeding  it,  and 
the  supply  of  hides  the  world  over  is  tending  to  dimin- 
ish rather  than  to  increase  in  proportion  to  the  popu- 
lation. With  the  supply  diminishing,  and  the  demand 
increasing,  the  inevitable  result  for  a  term  of  years 
will  be  an  increasing  price  for  the  commodity. 

That  this  represents  actual  conditions  in  regard  to 
prices  of  hides,  is  evidenced  by  the  fact  that  in  spite 
of  the  dull  shoe  trade  the  world  over,  the  prices  of 
hides  have  been  well  maintained  in  all  markets,  but 
removing  the  duty  from  hides  has  so  encouraged  in- 
dependent tanners,  that  there  has  been  large  importa- 
tions since  1909,  and  the  market  is  fully  supplied  with 
all  kinds  of  leather  in  the  hands  of  actively  competing 
concerns.  This  has  kept  the  prices  down,  and  the 
shoe  manufacturer  and  the  consumer  have  received 
the  benefit. 

Such  advances  as  are  being  charged  on  men's 
calfskin  shoes,  are  caused  by  the  growing  scarcity  of 
calfskins,  and  the  fact  that  the  style  for  almost  all 
kinds  of  footwear  at  the  present  time,  demands  calf 
stock. 

To  sum  up  the  situation,  workingmen's  shoes,  and 
all  classes  of  goods  made  from  hides  formerly  dutiable 
are  as  cheap,  and  in  some  cases,  much  cheaper,  than 
before  the  duty  was  repealed,  while  shoes  made  from 
calf  and  other  skins  not  dutiable,  have  held  at  the 
highest  prices  then  prevailing,  or  have  advanced  still 
further. 

If  the  duty  had  not  been  repealed,  the  immense 
importation  of  the  past  year  would  not  have  occurred, 
the  advantage  in  the  cost  of  their  hides  possessed  by 
the  great  packers,  would  have  forced  some  kind  of 
combination  of  the  largest  tanning  interests,  the  duty 
of  15  per  cent,  would  have  been  added  to  the  high 
prices  which  have  prevailed  in  all  markets  during  the 
year,  and  the  resulting  small  supply  and  enhanced 
price  of  hides,  would  have  compelled  a  tremendous 
advance  in  all  the  grades  of  stock  which  we  are  now 
buying  cheaper  than  before.  The  result  to  the  shoe 
manufacturer  would  have  been  the  most  excessive  in- 
crease in  cost  that  shoes  have  suffered  in  this  gener- 
ation. 


Trade  News 


Happenings  That  Will  Interest  You —  What  is   Going  on 
All   Over  Canada. 


Appreciates  the  Journal. 

Mr.  H.  E.  Buchanan,  boot  and  shoe  deal- 
er, Liverpool,  N.S.,  writes  as  follows: — 
"Enclosed  please  find  P.  O.  order  to  cover 
subscription   to   '12.     Note     you  purpose 


out  this  it  is  impossible  for  the  prospec- 
tive purchaser  to  arrive  at  the  price  of 
the  goods. 

When  possible,  catalogues  sent  to  Mex- 
ico   should    be    in    both    English  and 


publishing  in   future     twice   each   month.   Spanish.    As  a  general  rule,  engineers  in 


Mexico  are  of  Anglo-Saxon  origin,  while 
those  for  whom  they  work  may  very 
probably  be   either   Spanish   or  Mexican. 

Free  Trip  for  Travellers. 

The  South  American  Trading  Company 
are  desirous  of  developing  trade  between 
Canada  and  South  America.  For  this 
purpose  they  offer  free  transportation  for 
one  hundred  commercial  travellers  with 
their  samples.  "We  are  despatching  a 
steamer,"  explained  Mr.  H.  M.  Boyd,  the 
company's  Canadian  agent,  "with  a  large 
cargo  of  merchandise  shipped  by  over  a 
hundred  Canadian  manufacturers  direct 
to   South   American  ports,   and  we  have 


We  have  no  doubt  this  will  be  appreciated 
by  the  shoe  trade,  and  the  small  advance 
necessary  will  not  be  noticed. 

'"I  have  found  your  Journal  helpful  and 
stimulating,  as  well  as  a  source  of  reliable 
information,  and  would  as  soon  go  with- 
out my  'daily'  as  without  it.  The  healthy 
attitude  you  take  toward  merchandizing, 
suggestions  re  store  management,  card 
writing",  ad.  criticizing,  etc.,  all  are  a 
stimulant  to  a  retailer  and  his  help,  and 
all  go  to  give  it,  I  am  sure,  a  warm  place 
among  the  shoe  trade  of  Canada." 

Output  to  be  Doubled. 

Announcement  is  made  that  it  is  the  in- 
tention of  the  Hartt  Boot  and  Shoe  Com- 
pany, Fredericton,  N.B.,  to  increase  their 
output  very  largely.  In  fact,  it  is  under- 
stood that  this  concern's  steadily-increas- 
ing business  demands  that  their  production 
be  nearly  doubled,  and  as  a  result  nearly 
$50,000  has  been  added  to  the  paid-up 
capital. 

This  latest  movement  in  shoe  factory  en- 
terprise is  due  to  the  investment  of  Mr. 
Reid,  the  present  general  manager  of  the 
company,  and  Mr.  J.  D.  Palmer,  one  of 
the  most  successful  business  men  of  the 
Maritime  Provinces.  This  increase  in  the 
treasury  stock  provides  the  new  capital 
necessary  to  work  up  the  Hartt  Boot  and 
Sr.oe  Company's  business  to  the  position 
of  one  of  the  largest  and  most  successful 
shoe  factories  in  Canada. 

Packard's  New  Factory. 

I..  H.  Packard  and  Co.,  of  Montreal,  re- 
cently acquired  a  large,  roomy  five-storey 
building  near  their  present  premises,  which 
they  are  now  using  for  the  purpose  of 
manufacturing  shoe  dressings. 

Catalogues  for  Mexico. 

The  British  Vice-Consul  at  Guadala- 
jara f.Mr.  P.  G  Holms)  reports  that  Elliott  &  Hern  is  the  firm  name  un- 
complaint  is  made  by  Mexicans  and  der  which  Mr.  Walter  Hern  becomes  iden- 
foreigners  residing  in  Mexico  that  tified  with  the  business.  Mr.  Hern  needs 
British  trade  catalogues,  and  especially  no  introduction,  as  it  is  only  a  short  time 
machinery  catalogues,  do  not  always  con-  since  he  gave  up  his  former  business  in 
tain  gross  and  net  weights  and  dimen-  the  same  town.  His  knowledge  of  shoes 
-ions.  He  also  points  out  that  catalogues  has  been  acquired  through  several  years  of 
giving  "list  prices,"  susceptible  of  modi-  experience  in  the  trade.  Mr.  Hern  has 
fication  through  a  system  of  discounts,  invested  considerable  capital,  which,  with 
arc  useless  unless  there  is  sent  with  them  his  influence  and  Mr.  Elliott's  business  ex- 
the  "private  discount  sheet,"  since  with-  perience  of  twenty-five  years,    will  un- 


ique Routier,  of  Luc  Routier 
President  of  The  Quebec  Boot  &  Shoe  Man.  Asso. 

offered  to  assist  them  in  this  new  field 
by  transporting  the  travellers  and  samples 
and  introducing  them  to  the  people  there. 

A  Promising  Partnership. 

A  change  in  the  business  recently  con- 
ducted by  G.  M.  Elliott,  of  Goderich, 
brings  forward  a  combination  which  is 
bound  to  keep  the  top  notch  in  shoe  sell- 


doubtedly  give  the  firm  a  leading  position 
in  their  line.  The  store  has  been  re-dec- 
orated and  the  accommodation  increased. 
A  larger  stock  of  shoes  and  traveling  goods 
will  be  carried,  and  customers  will  always 
find  there  a  variety  and  quality  which  it 
will  be  hard  to  duplicate. 

A  Visitor  From  Edmonton. 

On  the  fourth  inst.  we  were  much  pleased 
to  receive  a  call  from  Mr.  Colin  Case, 
proprietor  of  the  Sample  Shoe  Store,  Ed- 
monton, Alta.  Mr.  Case  is  an  old  Toronto 
boy,  who  took  Horace  Greeley's  advice  and 
went  West.  He  is  just  now  on  an  exten- 
sive buying  trip  through  the  Eastern  shoe 
centres  preparing  for  a  record-breaking 
spring  trade. 

Some  Recent  Patents. 

The  following  information  has  been 
specially  compiled  for  The  Canadian 
Shoe  and  Leather  Journal  by  G  Hughes, 
R.P.A.,  editor  of  British  Machinist  and 
Patents,  of  55-56  Chancery  Lane,  London, 
W.C.,  who  will  give  advice  and  assistance 
free  to  our  readers  on  all  matters  relating 
to  patents,  designs  and  trade  marks. 

Messrs.  Mortimer  and  Wilkins,  of 
Northampton,  are  the  inventors  of  an  im- 
proved insole  for  boots,  and  have  applied 
for  a  patent  in  England  for  same. 

Rubber  feathers  previously  moulded  to 
L-section  are  attached  to  the  lips  of  in- 
soles by  machine  instead  of  by  hand.  The 
insole  and  feather  previously  treated  with 
solution,  are  passed  between  rotating  roll- 
ers, the  feather  being  guided  through  a  slot 
in  an  adjustable  arm;  one  roller  is  larger 
than  the  other  so  as  to  counteract  the  ten- 
dency of  the  rubber  to  stretch.  The  up- 
right part  of  the  lip  of  the  insole  bears 
against  a  conical  roller  rotatably  carried 
by  spring-pressed  levers.  The  frame  car- 
rying the  rollers  can  be  raised  by  a  treadle- 
operated  lever  and  rod  for  the  purpose  of 
introducing  the  work  into  the  machine. 
No.  of  the  application  for  patent  is  20508. 

21046  is  the  number  of  Mr.  G.  Halliday, 
of  London,  patent  for  an  improvement  in 
heel  protectors.  The  top  lift  of  a  heel  is 
secured  to  the  depending  tongues  or  prongs 
of  a  metal  plate  which  is  formed  with  one 
or  more  U-shaped  lugs  adapted  to  engage 
holes  in  the  heel  proper.  The  attachment 
is  secured  by  a  split  pin  which  is  passed 
through  the  lugs  and  opened  out  on  the 
heel  breast. 

Applications  for  Patents. 

30,285 — W.  A.  Thompson,  London.  Im- 
provements in  boots  and  -shoes. 

30,325 — Messrs.  The  United  Shoe  Ma- 
chinery Co.,  of  United  States,  has  recently 
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applied  for  a  patent  in  England  for  an  in- 
vention relating  to  improvements  in  sew- 
ing machines. 

30,311— E.  Kohn,  of  London.  Process 
for  making  a  suitable  liquor  for  bating 
hides. 

Big  Importations. 

England  imported  $1,835,000  of  Can- 
adian leather  in  1908;  $1,970,000  in  1909, 
$1,880,000  in  1910. 

American  Manufacturers  on  Shoe 
Trade. 

"The  worst  feature  is  the  demand  for 
freak  styles." 

"There  'have  been  so  many  novelties  in 
our  line  of  late  years  that  our  customers 
feel  entirely  at  sea  as  to  what  will  sell, 
and  practically  only  place  orders  as  they 
need  the  goods." 

"Owing  to  the  remarkable  and  fast 
changes  in  styles  and  materials,  some  few 
of  the  large  Eastern  buyers  put  off  their 
purchases  until  January.  We  look  forward 
to  a  large  increased  business  in  that 
month." 

"Jobbers  are  pursuing  a  very  conserva- 
tive course  as  regards  buying." 

"We  always  expect  a  large  supplement- 
ary business,  but  do  not  expect  any  more 
than  usual." 

"General  business  throughout  the  country 
does  not  warrant  a  large  shoe  business,  and 
the  conditions  will  have  to  change,  that  is, 
prices  will  have  to  be  lowered  on 
all  merchandise  that  goes  to  make  up 
shoes,  as  the  prices  offered  to-day  are  in- 
flated." 

Bresnahan  and  Co.  Sell  to  United 
Shoe  Co. 

Maurice  V.  Bresnahan  &  Co.,  manufac- 
turers of  shoe  machinery  in  Lynn,  have 
sold  out  their  plant  and  patents  to  the 
United  Shoe  Mac'hinery  Company.  The 
Bresnahan  equipment  will  be  shipped  to 
Beverly,  while  Mr.  Bresnahan  will  take 
a  position  with  the  United  Company. 

Loaded  Leather. 

A  despatch  from  Washington  states 
that  Dr.  Wiley,  the  chemist  of  the  De- 
partment of  Agriculture,  has  gathered  a 
collection  of  samples  of  "loaded"  leather, 
and  has  pronounced  the  work  "  a  simple 
fraud."  "Especially  is  sole  leather  loaded, 
which  ought  not  to  be,"  says  Dr.  Wiley. 
"Glucose  adds  to  the  weight  of  the  leather, 
and,  of  course,  when  you  get  out  into  the 
wet  and  snow  the  glucose,  which  is  sol- 
uble, runs  out  and  the  water  runs  into  its 
place.  There  ought  to  be  some  law  to 
prevent  the  practice."  The  report  also 
states  that  fraudulent  "loading"  is  being- 
practised  to  an  immense  extent. 

This  is  by  no  means  a  new  issue,  but 
has  occupied  the  attention  of  the  trade 
consideral  ly  at  one  time  and  another. 
More  recently  the  matter  of  adulterating 
sole  leather  has  been  taken  up  by  the 
National  Boot  and   Shoe  Manufacturers' 


Association,  which  has  passed  resolutions 
recommending  investigation.  At  the  an- 
nual meeting  of  this  association  in  1910 
the   following  resolution  was  passed : 

Resolution  on  the  Adulteration  of 
Leather. 

"Relating  to  the  subject  of  the  adulter- 
ation of  leather,  this  association  desires 
to  again  enter  its  earnest  protest  against 
the  continued  adulteration     of  leather, 
and  the  report  of  progress    made  by 
your  committee  warrants  us  in  declaring 
the  custom  to  be  unnecessary,  harmful, 
and  inherently  wrong.    Therefore,  be  it 
"Resolved:   That  our    committee  be 
authorized    to  continue    its  investiga- 
tion, confer  with  the  representatives  of 
the  tanners,  and  to  report  to  all  mem- 
bers  simple  methods  of   detecting  the 
presence  of  adulterating  materials,  and 
in  general  to  do  all  in  its  power  to 
protect  shoe  manufacturers    from  the 
annoyance  and  loss  resulting  therefrom." 
If  the  demand  were  only  for  a  leather 
absolutely  free  from  increased  weight,  not 
that  given  by  legitimate  tanning  materials, 
but  false  weight,  there  would  be  an  end 
of  adulteration.     If  now,   on  the  other 
hand,  a  law  should  be  passed  and  rigidly 
enforced,  some    interesting  developments 
would  necessarily   follow.  Notwithstand- 
ing the  resolution  passed    by  the  Shoe 
Manufacturers'  Association,  we  have  yet 
to  see  anything  like  an  exhaustive  investi- 
gation  as  to  the   extent  and  causes  of 
weighted   leather,   or   a   determined  cam- 
paign against  it. 

Changes  in  Trade. 

The  following  changes  in  business  in 
the  various  provinces  of  the  Dominion 
have  been   reported  recently. 

Nova  Scotia.— Started  business:  Frank 
M.  Doucette,  Yarmouth;  Thomas  Fraser, 
Willowdale;  Alex.  Gillis,  Trenton.  Out  of 
business:  Porter  and  Robbins,  Yarmouth. 

New  Brunswick.  —  Discontinued:  Wm. 
II.  McConnell,  St.  John. 

Quebec— Started  business:  J.  A.  Des- 
celles,  Farnham;  Mrs.  A.  Villeneuve, 
Gatineau  Point;  Jos.  Eugene  Paquet, 
Grand  Mere;  Sifroid  Dupere,  Hadlow 
Cove;  Gelinas  Bros,  Grand  Mere;  Isaac 
Karrigberg,  Granby ;  J.  Mullin,  Son  & 
Co.,  Granby;  Charles  Tremblay,  Lac  Aux 
Sables;  Joseph  A.  Nault,  Lac  Aux  Sables; 
J.  T.  Theriault,  Lac  Au  Saumon ;  L  H. 
Pibus,  Knowlton;  Wm.  Goldwater,  Mont- 
real; Antoine  King,  Leeds  Village;  A. 
Roux,  Leclercville;  E.  H.  Bisaillon,  Lawr- 
enceville ;  F.  Hust,  Lauzon ;  J.  B.  Boutin, 
Lauzon.  Compromised :  Louis  Plante. 
Assigned  :  Barakatt  Bros.,  Three  Rivers  ; 
James  Perry,  Montreal;  J.  McCaughan, 
Montreal. 

The  business  formerly  known  as  the 
Knetchel  Shoe  Co.,  of  Guelph,  has.  been 
purchased  by  Mr.  J.  E.  Schmidt,  of  Lucan, 
and  will  be  known  as  the  Royal  City  Shoe 
Store,  with  Mr.  W.  J.  Henry  as  manager. 


Psychology  of  Arrangement 

(Continued  from  page  27) 

the  left  hand  division  of  the  store,  pass- 
ing hosiery,  findings,  gaiters  and  rubber 
shoe  displays,  and  seating  herself  along- 
side of  the  glove  counter.  You  can 
clearly  see  the  idea  of  all  this.  To  repeat 
it  is  merely  a  matter  of  the  suggestion 
given  by  the  articles  displayed  upon  her 
subconscious  mind. 

The  prospective  buyer  of  misses'  shoes 
will  have  to  go  through  the  same  per- 
formance, omitting  only  the  nearness  to 
the  glove  and  shoe  show  cases. 

A  customer  for  the  "shine"  depart- 
ment will  have  to  sit  facing  a  display  of 
laces  and  polishes  as  well  as  the  rubber 
case.  This  is  just  as  timely  an  arrange- 
as  could  be  devised.  If  laces  in  shoes 
are  shabby  what  more  natural  than  to 
advise  the  purchase  of  a  new  pair  or  a 
half-dozen  or  dozen  pairs?  If  the  need 
of  a  shine  is  the  result  of  muddy  weather 
you  would  be  doing  perfectly  right  to 
suggest  the  advisability  of  the  use  of 
rubbers,  if  the  shoes  were  at  all  of  the 
light  weight  variety.  And  so  we  might 
go  on. 

It  is  not  our  intention  that  you  should 
consider  the  store  in  question  a  model 
one  already  in  existence.  Frankly,  we 
admit  that  it  is  not.  But  it  is  a  combin- 
ation of  all  the  best  features  we  have 
seen  in  over  twenty  retail  establishments 
all  through  the  country. 

Some  of  the  arrangements  are  taken 
from  large  city  stores,  but  more  from 
the  better  class  of  town  and  village 
shops.  There  was  one  outstanding  fea- 
ture, though  in  all  the  layouts  visited 
but  three.  The  effectiveness  of  arrange- 
ment was  but  the  result  of  accident.  It 
just  happened  so.  It  was  natural  then 
that  the  stores  containing  some  of  these 
features  developed  so  well  should  have 
outstanding  many  evidences  of  display 
that  to  say  the  least  were  ordinary. 

If  the  arrangement  had  been  the  result 
of  design  all  would  have  been  in  har- 
mony and  the  effectiveness  of  the  really 
good  ideas  increased  greatly.  Any 
reader  of  the  Journal  can  plan  his 
whole  store  along  the  lines  we  have  sug- 
gested, and  as  you  plan  your  store  and 
the  selling  talks  that  go  with  such  a 
store  so  will  you  succeed. 

We  do  not  expect  that  any  of  you 
handle  men's  gloves,  hosiery  and  sport- 
ing goods  along  with  a  good  line  of 
women's  high  class  slippers,  women's 
hosiery  and  gloves,  to  say  nothing  of  the 
shoe  shine  stand  and  an  assortment  of 
trunks,  bags  and  leather  goods  novelties. 
Many  of  you,  however,  do  sell  one  or 
two  of  these  profitable  side  lines  and 
could  sell  more  of  them.  If  you,  sir, 
do  not,  you  are  losing  many  a  dollar  that 
might  better  be  in  your  bank  than  in  that 
of  the  general  store. 


Montreal  Markets 


BOOTS     AND     SHOES.— Reciprocity  trade  there  is  affecting  the  Canadian  trade  Comb'n  glaze  for  upper  B 

has  been  in  the  air  everywhere  the    last  a  little,  as  the  American  tanners    are  turn-  Calfine,  A.  H.,  Can.  native  . 

fortnight.    The  shoe  trade  in  general  have  tag  to  Canada  to  market    their    surplus  Calfine,  A.  M.,  Can.  native  . 

:  con  talking  of  trade  wars  and  rumors  of  stocks.    Shipments  are  coming  in  steadily,  Calfine,  A.  L,  Can.  native  . 

trade   wars"  or   rather  duties  and  reduc-  though  not  in  large  volume,  and  this  is  Calfine,  B.  H,  Can.  native  . 

tion  of  duties,  and  the  state  of  wonder-  sure  to  affect  Canadian  prices  considerably  Calfine,  B.  M.,  Can.  native  . 

ment  and    suspense    is  general.    By  the  in  the  near  future.    January  business  has  Slats,  AH    9 

time  this  appears  in  print,  however,  this  been  a  little  disappointing.    This  is    the  S  ats,  A.  M 

will   be   ended,   and   the   worst,   or   best,  general-  feeling,   although  at   present   the  Slats,  A.  L 

will  be  known.  general  trade  outlook  would  indicate  in 

Beneath   all   this   surface   flutter,   how-  creased  business   ere  long,   if   reciprocity  slats, 

ever,  things  have  been  moving  pretty  much  does  not  knock  things  on  the  head, 

as  usual.    Jobbers  and  manufacturers  re-  LEATHER, 
port  business  good.     Sorting  orders  are 

coming  in  regularly,  and  the  spring  trade  Spanish  sole,  custom,  No.  i 

has  met  expectations.  g   A.  hides,  No.  i . . . .  24 

re  now  engaged  m    the  R  ^  ^  ^  %  ^ 

21 

Slaughter,  hemlock  No.  1   26 

Slaughter,  hemlock,  No.  2   24 

Slaughter,  hemlock,  No.  3   23 y2 

Slaughter,  oak,  No.  iL    27 

January  has  been  even  quieter  than  usual.   Slaugbterj  Q^  No.  2M    24 

Harness   ■   32 

Wax,  upper,  heavy    35 

Wax,  upper,  light  and  medium  38 
Oil  (Western)  grained,  per  foot  14 


7/2 

9JA 
9 

sy2 
8/2 

9 

sy2 


sy2 


27 


Slats,  B.  H   8 

m   ?y 

Pickle   skins   for  lining — 

A  common  pickle    7/4 

B   7 

C    6K2 


The  retailers  are 

usual  January  bargain  spasm    and  every-  R  A_  hideS;  Nq._  ^ 

where  one  sees  windows    full  of    shoes  .        .      ,    ,    ^T  . 

decorated  with  variously  colored  and  shap- 
ed tickets.  In  spite  of  this,  however,  the 
retail  trade  has  been  fairly  quiet;  in  fact, 


Spanish  sole,  No.  2,    23H    24^4  Cape  A    8}4 

  Wa 


27 
25 

28 


The  lack  of  snow  has  much  to  do  with 
this,  no  doubt,  especially  in  connection  with 
rubbers  and  overshoes,  which  are  going 
very  slowly. 

HIDES.— I*fflbskins  remain  where  they  Oil  (Quebec)  grained,  per  foot  12 
were  at  last  report.    There  is  little  change   Chrome  glazed  kid- 
in  the  market  all  through.     Supplies  are 
coming  in  better  than  was  expected  a  few 
weeks  ago,  but  not  in  quantities  enough  to 
affect  prices.    There  does  not  appear  to  be 
much   likelihood   of    any   marked  change 
one     way  or  another    in  the 
future. 


Tanpico  in  color    16 

Patnas,  black    T0 

European    8 

Chinese   •   12 


25      Cape  B 

23^  Cape  C    7 

Job    SYa 

H  Facing  . . .  .'   lV\ 

L  Facing    8 

Splits,  senior,  per  lb  22  down  to  15 

Splits,  junior,  per  lb   19  down  to  15 

25/4  Splits,  senior,  per  foot    Wa 

34      Splits,  H.  and  Hm.  per  foot  . .  7^4 

38      Splits,  M.,  per  foot   6^ 

42      Splits,  Em.,  per  foot    6 

15      Splits,  junior,  per  foot    4/4 

14      Splits,  trimmed,  H.  M.,  per  lb...  23  down 
Splits,  trimmed,   M.,  per  lb....  22  down 

24      Pebble,   A.   L   I2}4 

40     Pebble,  A.  E-  M   i2J4 

30     Pebble,  A.  M   I3J4 

36      Pebble,  A.  Hm   I4J4 


Owing  to  large  number  of  varieties  of  Buff,  A.  M. 


16 


BUTCHERS'  BUYING. 

City  prices — 

No.  1  quoted    10 

No.  2  quoted    9 

No.  3  quoted   

CALFSKIN"  QUOTATIONS 
City  prices — 

No.  1  quoted   

No.  2  quoted    10 

Lambskins,  city  butchers'  kill    90 


10/2 
8/2 


12 


5 

6fA 
5 


TALEOW.— Prices  are  stationary  at 
present,  and  any  immediate  change  is  not 
apparent.  The  latest  quotations  are  as 
follows : — 

No.  1  cake    7  / 

No.  2  cake    4 

No.  1  solid   

No.  2  solid    4 

LEATHER.— The  air  is  full  of  recipro- 
city with  the  leather  men  also.  Every- 
one has  been  marking  time,  waiting  to 
see  if  the  leather  industry  will  receive  a 
further  knock  from  the  negotiations  now 
in  progress.  Tanners  and  leather  men 
generally  claim  that  the  shutting  down  of 
so  many  tanneries  on  the  other  side  of 
the  line,  as  well  as  the  slackness  of  the 


immediate  glazed  kid,  it  is  impossible  to  quote 
many  of  them. 
Box  chrome  calf — 

A.  H.. French   -25 

A.  Hm   23 

A.  M.    22 

B.  H   24 

B.  Hm  21 

B.  M   T9 

Veal,  other  European    17 

Veal  X    15 

Grassers    x5 

Grassers  X    H 

Reject    12 

Box  kips— chrome  turned— 

A.  H.,  Canadian    20 

A.  Hm.  Canadian    19 

A.  M.     .:   18 

B.  H   T7 

B.  Hm  -   J7 

C.  X   15 

Reject    13  down 

Chrome  dull  kip  for  toppings— 

M   I<! 

L.  M   18 

L   *7 


20 
18 

17 
16 

14 


SITEEP  SKINS, 
lack  glaze  chrome — 

Canadian  for  upper  A    7^4  8% 

Canadian  for  upper  B    5  6j4 

Comb'n  glaze  for  upper  A..    8  8}4 


Buff,  A.  Hm   i6}4 

Buff,  A.  H.,  side  leather    17 

Table  run  pebble    9H 

Job  pebble    8J-4 

TANNERS'     MATERIALS.  —  Markets 
show   little     change.     Business  remains 
steady  in  volume.     Quotations  are : — 
Degras    . .'.   3x/2  6 

Sumac   $65  $70 

Gambler   5/4  7^ 

Hemlock  Extract    3}4  5 

Oak  Extract  3J4  4J4 

City  and  Country  prices- 
No.  iquoted   

No.  2  quoted   

No.  3  quoted    8 

Country  Hides   (green)    7/4 

Country  Hides  (cured)    8 

Spanish  sole,  No.  2,  custom         25 y> 

Spanish  B.  A.  hides,  No.  3  ....  21 

Slaughter,  hemlock,  No.  1    26 

Slaughter,  hemlock,  No.  2   25 

Slaughter,  oak,  No.  iL    29 

Slaughter,  oak,  No.  2M    28 

A.  H.  French    26 

A.  Hm   24 

A.  M   23 

B.  M   24 

B.  Hm   22 

B.  Hm  20 


.  10 

9 


22 
28 
27 
33 
32 


Toronto  Markets 


The  following  are 


HIDES. — Situation   about  same  as  last  been  buying  even  more  freely,  so  popular 

week.    The  expected  further  declines    of  have  colored  shoes  become.    Fancy  leath- 

possibly  y![C  have  not  materialized,  which  ers  in  all  shades  are 

leaves  the  market  steady,  with  continued  quest  at  firm  prices. 

small  purchasing   by   Canadian    tanners—  the  latest  quotations:— 

just  enough  to  keep  their  plants  in  moder-  LEATHER  WHOLESALE. 

ate  operation.    The  future  is  still  in  abso- 

,  ,  .J.,  ,,  ■  t  No.  i  Spanish  sole  (for  jobbing)  27  29 
lute  doubt,  with  no  strength  m  any  of 

No.  2  Spanish  sole  (for  jobbing)  26  28 

No.  1  Spanish  sole  (for  mfg.) . .  26  27 

No.  2  Spanish  sole  (for  mfg.) . .  25  26 

No.  3  Spanish  sole  (for  mfg.)..  23  24 

No.   1   oak  sole                          32  33 

No.  2  oak  sole                            29  31 

No.  1  oak  sole  bends                     45  5° 

No.  1  slaughter  sole,  heavy....  30  31 

No.  1  slaughter  sole,  medium...  30  31 

No.  1  slaughter  sole,  light   30  31 


Women's  No.  1    5- 


Women's  No.  2 
fairly  good  re-  Spanish — 


5-8 


16 


23 
21 


the  world's  hide  or  leather  markets. 

Local  receipts  fair,  and  dealers  keeping- 
well  sold  up. 

No.  1  inspected  steers  and  cows  9/4 
No.  2  inspected  steers  and  cows 
No.  3  inspected  cows  and    bulls  7>4 

Country  hides  (green)    7/4  8 

Country  hides    (cured)    8  8y2 

Calfskins   "  13 

Sheepskins    90  1.25 

Horsehides,  No.  1    3-00 

Horsehides,  No.  2    3- 00 


Harness  leather— 

.No.  1  U.  O.  . 
Rejected  U.  O. 
No.  2  U.  O.  . 


Hemlock  Country  Harness- 
No.  1   

No.  2   

Upper,  heavy   


TALLOW.— Still  firm  and  steady  at  last 
-week's  prices.  Local  supplies  altogether 
too  small  to  supply  the  demand. 

No.  1  cake    6^  7 

No.  2  cake    4  5 

No.  1  solid    &A  6H 

Upper,  light  and  medium 

No.  2  solid    3     5      Upper,  grained    19 

Kip  skins,  French   1.15 

WOOL-No  use  quoting  wool  until  the  ^  ^    ^ 

spring,  say  April,  for  there  is  none  m  the  Hem]ock  ^    75 

country.    We  have  long  since  eliminated  it 

from  the  quotations  in  other  papers. 


33 
32 
48 
50 


Washed  fleece    21 

Unwashed  fleece    13 

Rejects   16 


Men's  No.  1   

7-12 

26 

4i 

Men's  No.  2   

.  7-12 

23 

38 

Women's  No.  1 

...  5-8 

16 

21 

...  5-8 

14 

19 

TAP  SOLES. 


HEIGHT 


Men's  XXX    6 

Men's  XX    6 

Men's  X    6 

Women's  XXX...  5 

Women's  XX    5 

Women's  X   4 

Boys'   XXX   Sl/2 

Boys'  XX   5lA 

Boys'  X    sY2 


$4.10— $2.75 
3.70 —  2.10 
2.25—  1.85 
2.40—  1.95 
2.05—  1-45 
I.20 —  1. 10 
2.90—  2.35 
2.65 —  2.20 
1.60—  1.35 


HEIGHT 

4 
4 

4l/2 

4 

3/2 
4 

4lA 
4J4 
4J4 


37 
36 
35J4 


39 


TOP  LIFTS. 

3g  Men's  XXX    5^  $1.35—  75 

37  Men's  XX    5]/2    1.15—  70 

Men's  X    5         65 —  50 

Women's  XXX   ..  5 

34  Women's  XX  ....  5 

33  Boys'  XXX    5 

Boys'  XX    5 


50 
55 
20 
1.28 
80 
80 

85 
1.62 


55—  50 
45—  40 
70 —  60 
60—  50 


4lA 
4lA 
5 

4V2 
4J4 

4V2 

4V2 


Imitation  French    80 

French  calf   1.38 

22    Splits,  light  and  medium    23 

T4    Splits,   heavy    22 

Splits,   junior    18 

Patent  colt,  per  foot    30 

LEATHER.— The  conditions  reported  a  patent  chrome,  sides,  per  foot  . .  28 

month   ago  are  quite    applicable    to-day.  Enamel  COWj  pel-  foot    20 

The  month  has  been  a  good  one  for    the  pebble  grajn    I5 

leatherman.    With  perhaps  the  one  excep-  Buff   '  I? 

tion  of  upper  leather,  prices  have  remain-   Colored  buff    20 

ed  unchanged.    Upper  leather  has  weaken-  extra  heavy>  per  doz..$IO 

ed  slightly.    There  has  been    a  fairly  good  ^  per  Jb  ^ 

demand  for  all  grades.     Sole  leather  in  Nq   ^  ^  Jb__  _  ^ 

the  light  and  medium  grades  has  had  a  pe].  doz  $6oQ 

good  sale.    This  applies  to  both  oak  and 

hemlock  tannage.    The  heavy  weights  are      CUT    SOLES.-Prices    are  unchanged 
not  so  much  called  for,  but  even  in  these  with  sales  about  up  to  average.    The  fol- 
a  fair  turnover  is  reported.     The  popu-  lowing  are  the  latest  quotations  :— 
larity  of  patent  still  continues,  great  quan- 
tities of    this  finish  being  consumed  in  the 
manufacture    of  boots    and  shoes.  The 
call   for   cclored   leathers   also  continues. 
The  boot  and  shoe  manufacturers  have 


SHAPED  HEELS. 

Size  Price 

Men's   5-8— 10-8  8—  15c.  pr. 

Women's   5-8 — 13-8  7 — 11c.  pr. 

BOX  TOES. 


24  Men's  zVa   5c  pr. 

Women's  2}/^   3/4 c.  pr. 


23 
19 
40 
30 
22 
17 
19 
22 
$12 


COUNTERS— Either  flat,  clammed  or 
'  moulded. 

Men's  7J4   •  •  8c.  pr. 

Women's  5%   6%c.  pr. 


).oo 


Oak- 
Men's  No. 
Men's  No. 


OUTSOLES. 

Gauge 

1    7-12 

2    7-12 


Price 
3° 
27 


TANNERS'  MATERIALS.— The  mar- 
ket continues  with  unchanged  prices,  with 
about  usual  sales  reported.     The  follow- 

~'°  ing  are  the  latest  quotations  in  carloads : 

35 

Degras   2^2  3lA 

Sumac   $60.00  $70.00 

Gambier    7  7/4 

Cod  Oil,  pure  Nfld.  tanked.      47  5° 

Cod  Oil,  Gaspe    40  42 

Hemlock  extract   3J4  4 

Oak  extract   3  3/4 

45  Quebracho  extract   3}4  4/4 

42  Quebracho  solid    4/4  5 


American  Markets 


Acid,  New  York  Selections. 


Good 

25@26 
25@26 

25(0)26 


Slaughter,  Packer. 


No.  2 

22^@23 
23  ©•• 
23     ©•  • 


No.  1 

Spd.  light  ....  24@26 

Plump  "    25@27 

Spdymed    25(0)27 

Plump  "   26@28 

Spdy  over   ....  26@28 
Plump  over  . .  .  28@2Q. 
Mf rs.  over  . . .  27@28 
All     p  1  u  m  p  s 
Camden  pack- 
er 20-27-lb....  30@3i 


N.  2 

23@2S 
24@26 
24@26 
25@27 
25@2/ 
27@28 

26(3)27 


28@29 


No.  3 

22@24 
23@25 
23@2S 


26(g). 


HEMLOCK  SOLE. — The  general  trad 
ing  is  of  a  moderate    character    although  Best 

the  buying  is  somewhat  more  diversified.  Light   ..©28 

Shoe  manufacturers  see  no  incentive    to  Mid   ©28 

purchase  far  in  advance  of  their  present  Over   ©28 

requirements,  and  as    tanners  cannot    see  Rejects    I9@20 

their  way  clear  to  offer  them  any  conces-  Scabs   I2@i3 

sions.  there  is  no  object  for  them  to  pur- 
chase other  than  they  are  doing.  Sales 
are  made  of  1,000  to  3,000,  and  an  occa- 
sional sale  of  5,000  or  more  sides  is  re- 
corded, but  such  amount  to  little  as  the 
larger  sale  would  supply  some  manufac- 
turers* needs  for  more  than  a  week.  The 
export  demand  continues  much  as  it  has, 
and  a  fair  amount  of  leather  is  going 
abroad.  All  common  hide  leather  is  sell- 
ing in  proportion  to  the  higher  grade. 

The  market  is  firm  on  dry  hide  sole,  with 
business  quiet.  Tanners  are  curtailing  still 
further,  so  that  stocks  will  remain  limited 
even  though  the  demand  continues  light. 
Prices  are  held  firm.  Slaughter  sole  is 
quiet.    Middle  weights  are  in  larger  supply 

as  light  and  heavy  are  selling.  The  export  thirty  days.  Some  sole  cutters  are  inclin- 
trade  is  fair.  ed  to  place   advance     orders     of  large 

The  Philadelphia    market    on  hemlock  amount  on  certain  desirable  tannages 
sole  has  scarcely  opened  up  as  yet.  dealers  are  not  inclined  to  se 

Manufacturers'  plump  overweights  of  de-  the  extent  that  it  will  tie  up  the  supply  of 
sirable  tannages  have  sold  at  25,  24  and  such  leather.    Again  no  sole  cutter  would 
23c,  with  middle  weights  at  ic  per  pound  close  large  contracts  except  he  was  allow- 
less,  and  spready  leather  a  full  cent  lower.  ed  some  concessions,  and  tanners  and  deal- 
There  is  the  customary  volume  of  trading 
reported  at  even    lower    quotations,  but 
careful  investigation  usually  develops  the 
fact  that  quality    determines  the  prices. 
Dry  hide  hemlock  is  being  taken  principal- 
ly as  needed  with  prices  on  B.  A.  leather  saies,  reserves  show  no 
close  to  22,  20  and  18c,  with 


The  choicest  tannages  of  scoured  oak 
backs  are  held  as  high  as  38c  for  Xo.  1 
heavy  leather,  although  desirable  offerings 
are  obtainable  at  35,  33  and  31c. 

In  Texas  sides  the  bulk  of  business  is 
with  the  findings,  trade  and  runs  principally 
to  bends  and  blocks.  Recent  trading  was 
close  to  32,  31,  30  and  29c  for  overweights 
in  the  X,  A,  B  and  C  selections. 


OAK  SOLE  QUOTATIOXS. 


No.  3 
•■@35 
-■@35 
■  -@35 


are  not 


UNION  SOLE.— Sole  cutters 
carrying  any  reserve  of  uncut  leather  of 
account.    Some  have  a  week's  supply,  and 
but  few  have  as  much  as  they  will  cut  in 


No.  1        No.  2 
Scoured  backs,  It..  39@40  ..@37 
24(0)26  Scoured  bks.,  md..  38®. .  ..@37 
24@26  Scoured  bks.,   hy...  38®..  --©37 
26@27  And  other  grades  in  proportion. 
25@26  Scoured    bends,  8 

to   10  lb  ©44    ■ -©43  -©41 

Scoured  bends,  10 

to  12  lb  @44    ..@43  ..@4i 

Scoured  bends,  12 

to  14  lb  (a 44    ..@43  --@4i 

Texas  sides,  XX  free  of  brands..  . -@35 
Texas,  sides  Xhy.  free  of  brands..  ..@33 

Texas,  sides  A  hy  one  brand   @32 

Texas,  sides  B  hy  two  brands  ©31 

Texas,  sides  C  hy  more  than  2  1  rns.  .  .©30 

Texas  bends  XX   @5i 

Texas  bends  X   (§46 

Texas  bends  A   @44 

Texas  bends  B   ©42 

Texas  bends  C   @40 


but 
ahead  to 


averaging  close  to  20 
common  hide  stock  in  proportion. 


HEMLOCK  SOLE  QUOTATIONS. 
B.  A.  Ca. 
&  Mont. 

light    23  ©24 

mid    23  ©24 

over    23  ©24 

light    22  @. . 

mid    22  @. . 

over   @22 

light   @20 

mid    20  @2i 


1, 


No. 
No. 
Xo. 
No. 
Xo. 
Xo. 
Xo. 
Xo 

Xo.  3,  over    20  @2i 

Rejects    @l8 

Scabs    @!4 


Buffalo 

1,  light    19  @20 

1,  mid    iQ  @20 

1,  over   

2,  light   

2,  mid   

2,  over   

3,  over   

3,  mid   


Xo. 
Xo. 
Xo. 
Xo. 
Xo. 
Xo. 
Xo. 
Xo. 

Xo.  3,  light    15  @i6 

Scabs   @" 


©19 
©18 
<7i  18 
©18 
©18 
©16 


Com- 
mon H. 
z    @  2.V2 
2   @. . 
©.. 
©•• 
©■• 
©••  ' 
©■■ 

©20^ 
I9>4©20>2 

16  ©.. 

12     @.  . 

China 

©21 
©22 
©20 

©20 

©18 


rs  positively  decline  to  accept  orders  on 
such  terms.  Sales  have  Veen  made  during 
the  week  of  1,000  to  3,000  hacks  and 
few  of  larger  amount.  Receipts  are  norm- 
al, but  with  free  deliveiy  and  current 
material  increase. 
Standard  steer  backs  command  32c,  and 
cow  leather  31  and  32c.  The  demand  for 
light  leather  exceeds  the  supply. 

Tanners  are  firm  and  inclined  to  hold 
to  top  rates  in  New  York.  Supplies  are 
moderate.  Tannery  run  cow  backs  quot- 
ed at  30  to  31c  and  steers  31  to  32c  Buy- 
ers are  of  the  opinion  that  the  outside 
price  could  not  be  obtained. 

A  quiet  market  in  Chicago ;  no  trading 
of  importance  reported  since  the  holidays. 
Last  sales  were  on  a  basis  of  25  ©  26c 
for  the  best  tannages  of  union  backs. 

UNION  SOLE  QUOTATIONS. 
Tannery  Run. 

Heavy    3i@32 

Middle    3i@32 

Light    3i,@32 

Country  Hide  Leather  Relatively  Less. 
Cows  ic  less. 

OAK  SOLE.— Small  trade.  There  is  a 
fair  working  stock,  but  nothing  approach- 
ing accumulation.  Sales  have  been  made 
Leather  of  good 


No.  1     No.  2 

California  sides,  It    28©..  26©.. 

California  sides,  mid   28©..  26©.. 

California  sides,  hy     30©--  28©.. 

California  backs,  It   32©- ■  30©-- 

California  backs,  mid    32@- •  3T@- 

California  backs,  hy   35©--  36©.- 

Oak  1  askc  free  of  brands  for  belting  pur- 
poses, No.  1,  42  cents. 

Oak  backs,  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 

Branded  backs,  No.  2,  38  cents. 

Branded  backs.  No.  3,  35  cents  and  36  cents. 

CHROME  SOLE.— There  is  not  much 
of  any  improvement  in  the  demand  with 
the  opening  of  the  new  year,  but  dealers 
assert  that  more  manufacturers  are  en- 
ci niring  about  it  and  its  merits,  and  there 
is  a  strong  sentiment  that  the  buying  will 
gradually  increase. 

The  bulk  of  business  continues  in  the 
natural  or  "white"  stock.  Manufucturers 
making  a  specialty  of  waterproof  soles 
claim  that  they  experience  less  difficulty 
cutting  the  unfilled  leather  and  applying 
their  own  waterproofing  preparation  while 
the  shoes  are  in  the  course  of  manufac- 
ture. Chrome  sole  leather  tanned  from 
South  American  or  European  hides  of 
large  pattern  and  even  plump  substance 
is  receiving  considerable     preference  by 


of  1,000  to  2,000  backs,    -w^c,...^  ~~  o   . 

substance  and  under  fourteen  pounds  is  in  shoe  manufacturers    over  stock  produced 
fair  request,  and  the  price    is  40  to  41c   ^om  some  domestic 
Leather  such  as  most  shoe  manufacturers  spready  in  the  shanks 
purchas'e  is  selling  at  37  and  38c  and  down 
as  low  as  34c. 


hides  which  run 
Buyers  are  show- 
ing the  bulk  of  attention  to  leather  gaug- 
ing 8  to  10  iron. 
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CHROME  SOLE.  per  sq.  ft. 
Ex.  Hvy.  sides,  n  to  12  iron..  46c  to  48c 
Heavy  sides,  8A  iron  and  over  40c  to  43c 
Medium  sides,  7^  to  8y>  iron..  35c  to  37c 

Eight  sides,  6J/2  to  8  iron   30c  to  31c 

Sizes  under  6  iron   25c  to  27c 

Above  quotations  apply  on  highest  class 
heavy  hides. 

Water-proofed  leather,  from  2  to  3c  per 
foot  additional. 

TANNERY  RUN.  per  Sq.  ft. 

Tannery  run,  sides,  natural  35c  to  36c 

Tannery  run,  sides,  waterproof  37c  to  38c 

BENDS.  Per  sq.  ft. 

Waterproofed,  9  to  10  iron....  61c  to  63c 

Waterproofed,  7  to  8  iron         53c  to  56c 

Waterproofed,  under  7  iron         48c  to  50c 

OAK  OFFAL— There  is  no  accumula- 
tion of  good  oak  bellies.  Good  oak  bellies 
are  selling  at  20c,  and  heads  at  Ilj^c  to 
13c. 

OAK  OFFAE  QUOTATIONS. 

Mid.  Heavy. 

Bellies,  scoured    19    @20     19  @20 

Bellies,  unsecured  ...  15    @i6     15  @i6 

Heads,   scoured    n^@i3  n^@i3 

Heads,  unscoured  ...  10  @. .  10  @. . 
Shoulders,  scoured, 

without  heads   27    @ . .     27    @ . . 

Shoulders,  unscoured, 

with  heads  @22     ..  @22 

Shoulders,  double 

Goodyear   @3°    '■•  @32 

Rough  butt  shoulders.  ..    @..      ••    @- • 

Butt  pieces    23    ©25     23  ©25 

Butt  pieces,  scoured..  22    (§23     22  ©23 

EACE  EEATHER.— The  market  has  set- 
tled to  a  lower  level,  entailing  practically 
a  2c  per  foot  decline,  as  recently  reported. 

EACE  EEATHER  QUOTATIONS. 

No.  1   surface  or  Indian  tanned,  inl- 
and over    30c 

Mo.  1  Surface  or  Indian  tanned,,  un- 
der 17  ft   29c 

No.  1  cut  lace,  random  lengths,  30  and 
40  per  cent,  off 

No.  1  Rawhide  lace  leather  in  sides 

17  sq.  ft.  and  over    26@27 

No.  1  Rawhide  lace  leather  in  sides 

under  17  sq.  ft   25@26 

17  sq.  ft.  and  over    26(0)27 

No.  1  Rawhide  lace  leather  in  sides 
under  17  sq.  ft  25@26 

No.  2  Rawhide  lace  leather  in  sides 
17  ft.  and  over   26c 

No.  2  Rawhide  lace  leather  in  sides 
under  17  ft   25c 

Cut  lacing,  J^-inch    I-25 

Cut  lacing,  5-16-inch   

Cut  lacing,  ^-inch    J-75 

Cut  lacing,  7-16-inch    2.00 

Cut  lacing,  J^-inch    2.25 

Cut  lacing,  s^-inch    3- 00 

(  Cut  lacing,  %-inch    3-75 

Cut  to  special  lengths,  add  30  per  cent,  to 
list  prices. 

Prices  on  cut  lacing  apply  on  bundles  con- 
taining IOO. 


ROUGH  EEATHER.— There  is  a  fairly  n-16  x  3-32 

good  demand  for  No.    2  hemlock    from  1-2    x  1-9 

welting  and  shiny  leather  people  at  26  to  9"!6  x  1-9 

27c,  but  welting  people  are  not  willing  to  5-8    x  1-9 

pay  over  26c,  and  are  buying  at  that  price.  11-16  x  1-9 

There  is  a  little  enquiry  for  No.  1  hem-  1-2    x  1-8 

lock,  but  no  sales.  Reecipts  are  about  9-16  x  1-8 
normal,  and  consignees  are  carrying  a 
good  working  stock.  Dealers  are  making 
an  effort  to  clean  up  from  their  warehause 
floors  the  remainder  of  rough  light  splits 
which  they  hold,  and  have  named  a  price 


5-8  x  i-S 
11-16  x  i-£ 


6c 
5c 

S^c 
6c 

6^c 

57/sc 
6Vsc 
67/sc 


WELTING  QUOTATIONS. 
Inside  prices  are  for     single  shoulder 


which  looks  attractive  to  "those  who'  can  welt,  while  outside  prices  are  for  double 
utilize  them.  shoulder  welt. 

Sizes.  Per  yd. 

ROUGH  EEATHER  QUOTATIONS.     y2  x  3-32    zVMa 

Hemlock.  9-16  x  3-32    4  @4JA 

Card    34    @- ■   Ys  x  3-32    4A@5 

No.  1    29^@30  n-16  x  3-32    5  @SY2 

Selected    31    @32  Ya  x  3-32    5^@6 

No.  1,  Steers    31    @- •   XA  x  1-9    4  @4A 

No.  2,  Steers    26   @27  9-16  x  1-9    4XA@5 

Poor  damaged    23    @: .       x  1-9   ••  5  @5A 

Bulls   •   23   (§24  n-16  x  1-9    5J4@6 

Oak  No.  1      No.  2      No  3.  ^  x  1-9    6  @6A 

©24  y2  x  A,   43A®47A 

©24  9-16  x  A    47A@sYs 


Country,  light 

Country,  mid   

Country,  hy   

Packer,  hy   

Southern,  chestnut 

It  

South.,  black,  It... 


•@30 
■  @30 
•  @30 
•@34 


■  -@27 

■@27 

■  @27 
•@33 


•@24  5, 


•  @3i  --@27 


29@30  22@24 

ROUGH  SPEITS. 
Splits,  belt  knife,  table  run,  skiff- 

ings,  according  to  size. 
Splits,  belt  knife,  table  run,  6  lbs. 

and  less   

Splits,  belt  knife,  table  run,  6  to 


■  -@23 

.@20 


'8   X  /g 

11-16  x 

Ya  x  A 


■  5Y&@sY& 

5%@5  Ys 

■  6Ys@6Y& 


5@io 


SIDE  UPPER  LEATHER— There  is  a 
steady  demand  for  grain  leather.  Dealers 
are  also  making  some  good  sales  of  elk 
upper  sides  for  sporting  shoes. 

The  unprofitably  low  figures  which  have 
governed  trading  in  some  tannages  of  heavy 
side  leathers  used  extensively  in  men's 
high  cuts  have  caused  several  sellers  to 


8  lbs   n@i2  divert  their  attention  to  other  lines.  Storm 


to 


Splits,  belt  knife,  table  run,  8 

10  lbs  

Splits,  belt  knife,  table  run,  10  lbs. 


chrome  calf  in  H  H  weights  is  held  as 

I2@I4  low  as  22,  20  and  8c  per  ft.,  although  other 
sellers  are  not  willing  to  book  business  on 

and  up    i8@i9  this  class  of  stock  except  at  the  full  2c 

No.  1  per  ft.  premium  over  these  quotations.  Oil 

Splits,  union  heavy     I9@..  grain  in  the  7-ounce  substance  and  B  selec- 

Splits,  union  for  flesh    2i@22  tion  is  obtainable  at  7*4c,  although  tan- 
Splits,  calf  or  kip    20@2i  ners  claim  they  are  not  justified  in  tanning- 
Splits,  shoulder    3  tone  this  leather  from  hides  at  current  quota- 
Belly  splits    9@10  tions  on  raw  material.  Gambier  and  bark- 
tanned  leather  heavily  oiled  has  sold  in 
WELTING— Side  welt  is  held  as  high  lots  from  I00  t0  200  dozens  at  20,  19^2  and 
as  4^c,  although  little  trading  is  reported  for  tbe  Aj  B  and  q  selections  in  col- 
at  this  high  figure.  The  decline  in  oak  Qrs  Q]f  6-ounce  substance.  The  leading  tan- 
shoulders  is  reflected  in  the  welting  mar  nages  0f  patent  leather  are  offered  at  28c 
ket,  which  appears  to  have  settled  to  a  f01_  men's  weights,  26c  for  women's,  and 
3^c  basis  on  single  shoulder  stock,  de-  Mc  for  tipping  stock, 
spite  the  fact  that  some  sellers  are  as  yet 
unready  to  meet  this  figure  which  gov- 
erned considerable  trading  obtained  by  a 
large  eastern  welt  manufacturer.  The 
operator  referred  to  has  booked  several 
contr 


acts  with  shoe  manufacturers  involv- 


SIDE  UPPER  LEATHER 
QUOTATIONS. 
Western — Oil  Grain. 

A 

to  4Y2-OZ    14 


B 

13H 
14 


ing  50,000  to  100,000  yards,  and  calling  for  ^y2  to  s_oz   i4y2 

quantity  shipments  at  stated  intervals.         5     t0  5y2-0.z    isYa  WYa 


SIDE  LEATHER  WELTING 
QUOTATIONS. 


1-2  x  3-32 
9-16  x  3-32 
5-8    x  3-32 


SY>  to  6-oz   T.6A  16 

6  to  6K'-oz   7  16Y2 

7  to  7A-0Z   18  17 

4^c  7Y2  to  9-oz   19  18 

5c      Satin,  small  LL    16^  16 

5^  Satin,  small,  L    ^Ya 


C 

13 

I3# 
14 
15/2 
15 
16 

17 
15 

155* 
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Satin,  small,  LM    17 

Satin,  small.  M    17  J4 

Satin,  small,  LHM    17V2 

Kangaroo,  LM  ...  i8^@20 

Kangaroo,  M    20  @2oy2 

Kangaroo,  H    20^@2i 

Kangaroo,  HH  ...  2ij4@22j4 


i6y2  15V2 
i6y2  isu 
17  16 

i7/2@iS/2 
i8^@i9 

I9^@20 
20y2@2l 


Gambier,  pebble,  LL  

17^4 

15 

18  • 

17V2 

16 

Gambier  pebble.  LM 

m 

17M 

16 

Gambier  pebble,  M   

18 

16 

Wax,  small,  5  to  6-oz. . . 

T-9JA 

19 

17 

Wax,  small.  6  to  7-oz... 

20 

I9H 

17 

Wax.  small,  7  to  8-oz. . . 

2oy2 

20 

18 

Wax.  small,  8  to  9-oz.. .. 

21 

2oy2 

18 

Box  Chrome  sides,  L  •  •  ■ 

18 

17 

15 

Box  Chrome  Sides,  LM.. 

19 

18 

16 

Box  Chrome  Sides,  M  . . 

20 

19 

17' 

Box  Chrome  Sides,  HM. 

21 

20 

18 

Box  Chrome  Sides,  H... 

22 

20 

18 

Chrome  Glaze  Sides,  LM 

M 

22 

21 

Chrome  Glaze  Sides  LM 

M 

22 

21 

Chrome  Glaze  Sides,  H. 

23 

21 

Waterproof  Chrome  Sides 

B 

C 

No 

2 

Flexibles,  6^-oz.,  No.  1    7    @  8 

Flexibles, 

-7 lyl .a?     "Mo    t     6    /r/)  o 
//2  ui-,   inc.    1     u  y 

TT1  p  v  1  n  1  p  c 

_r  ica.iuj.coj 

I\Tn    t  to    f^r)T t 

T^l  py  1  "hi  f3^ 

union  Lv           10    @i  i 

Flexibles, 

union  M           13  (§14 

T-T 1 »  v  1  l~i  1  p  c 

1  JCAlUlCb, 

union    T~~T              T  "3     ut)  T  A 

BELT  KNIFE. 

No.  i 

No.  2 

HHH  .. 

  23@24 

2I@.  . 

2I@.  . 

2I@.  . 

20@.  - 

22@.  . 

22®.  . 

22@23 

No.     No.     No.  No. 

Chrome 

Veals  bd 

i 

2        3  4 

Chrome 

Veals  H.. 

.  26 

24      23  20 

Chrome 

Veals  M.. 

•  25 

23      22  19 

Chrome 

Veals  LM 

•  23 

21       19  17 

Chrome 

Veals  L-. 

.  22 

20      18  16 

Chrome 

Storm  Veals  A 

B  C 

Colors 

32@33 

30©3i    28®  29 

Black 

3i@32 

29@3<5  27®2S 

A 

B  C 

Chrome 

Rus.  Calf. 

29@30 

27@28  25^26 

Chrome  d.  Rus.  C'lf 

25@26 

23@..  2I@22 

Chrome 

Wax  L  .. 

24® .  .     23@  .  . 

Ch'me  WaxLM&M 

25®..  23®.. 

COMBINATION  STORM  VEALS. 


CALFSKINS.— There  is  a  fair  but  not 
active  demand  for  the  regular  standard 
lines  of  block  skins,  and  especially  in  dull 
finish,  as  dull  calf  shoes  are  steadily  gain- 
ing in  popularity  with  wholesalers  and  re- 


H 
H 
H 


24     @ .  .      22     (Gg . 

23^@--  2iy2@. 

23     @..     21  @. 


MH    22^®..  20^( 


19  @- 

isy2@. 
18  @. 


Eastern. 

Satin,  en- 

A 

B 

C 

large  . 

■4 

1 1 

@I2 

I0@  . 

9/2®.. 

Satin, 

large  .. 

4K 

11 

@I2 

I0@.  . 

Satin, 

large.... 

5 

15 

@r6 

I4@i5 

11 

@I2 

Oil   

5 

14 

@i5 

I3@i4 

1 1 

@I3 

Oil   

6 

IS' 

@i6 

12@I3 

11 

@I4 

Glove    . . 

3/2 

1 1 

@I2 

I2@I3 

10 

@I2 

12 

@I3 

I3@I4 

1 1 

@I2 

Pebble  .. 

3K2 

12 

@I3 

I3@i4 

10 

@II 

Pebble  .. 

•  4 

I2^4@i3^ 

II@I2 

11 

@I2 

K'ng'roo 

3K2 

12 

@I3 

II@I2 

11 

@I2 

K'ng'roo 

4 

13 

@I4 

I2@I3 

11 

@I2 

K'ng'roo 

5 

14 

@i5 

I3@!4 

12 

@I3 

K'ng'roo 

5^  15 

@i6 

I4@!5 

13 

@I4 

K'ng'roo 

6 

17 

@i8 

I5@i6 

IS 

@i6 

A 

B 

c 

Colors   

28  (S29 

26 

©27 

24 

©25 

Black   

25  @-- 

24 

@.. 

22 

@.. 

Chrome  Wax 

HM&M  .. 

'25  @.. 

24 

@-- 

23 

@.. 

HH   

26    @. . 

24^®.. 

23 

@.. 

Kang.  Veals 

LM  ■  

26  @.. 

24 

@-- 

22 

@.. 

M   

26^®.. 

24y2@.. 

22^@.. 

HM   

27  @.. 

26 

@.- 

24 

@.. 

H   

28  @.. 

26 

24 

@-. 

Extra 

A 

B 

C 

Fr.  Process 

Wax 

L   

32  @-- 

30 

@.. 

28 

@-. 

LM  , 

32   @. . 

30 

@.. 

28 

@-. 

M   

32   @-  • 

30 

®-- 

28 

@.- 

..  Ais 

B13 

IMPORTED  FRENCH  CALF 


SPLITS.— There  is  some  improvement 
noted  in  the  demand  for  middle  and  heavy 
finish  splits,  and  some  large  sales  have  been 
made.  There  is,  however,  no  change  in 
the  sluggish  demand  for  light-finished 
splits,  and  even  low  prices  will  not  attract 
buyers.  Stocks  held  by  some  tanners  are 
almost  burdensome.  Flexibles  also  are 
selling  very  well  in  all  weights. 

FINISHED  SPLITS  QUOTATIONS. 

Shoe,  LM    24   @..  22@.. 

Shoe,  M   26   @-.  24®.. 

Shoe,  HM    26   @.-  24@-- 

Shoe,  H    26   @..  24®.. 

Flesh,  best  grade  LL- .  28   @..  26®.. 

Flesh,  best  grade  L         28    @..  26®.. 

Flesh,  best  grade  LM..  29^®..  27®.. 

Flesh,  best  grade  M  30   @- •  27®.. 

Flesh,  best  grade  HM. .  32    ®—  28®.. 

Flesh,  best  grade  H         33   @..  30®-- 

Flesh,  best  grade  HH..  25    @27  30®3T- 


shoe  manufacturers  are  satisfied  to  pur- 
chase just  enough  to  cover  their  require- 
ments. There  is  nothing  doing  in  black  or 
colored  storm  veals  other  than  sampling, 
and  that  is  nearly  over.  Patent  calf  is  sell- 
ing well  of  the  higher  grades,  while  tans 
are  in  good  request,  and  tanners  are  con- 
fident that  great  quantities  of  colored  shoes 
will  be  sold  and  worn  another  summer. 

There  seems  to  be  a  steady  demand  for 
all  descriptions  of  calfskins,  particularly 
colored  Russia,  the  call  for  which  is  show- 
ing up  in  good  shape.  Ooze  calf  is  also  QUOTATIONS  ON  FIRST 
meeting  with  increased  sale.  Mat  is  in 
fair  call.  Patent  finishes  are  going  mod- 
erately. It  seems  to  be  established  that 
colors  will  be  extensively  used. 

Considering   that  western   calf  leather 
tanners  are  producing  not  to  exceed  fifty  14  to 
per  cent,  of  the  production  this  time    a  16  to 
year  ago,  the  movement  in  calf  upper  leath-  18  to 
er    has  been      fairly  active,  with  chrome  20  to  21 
calf  in  the  smooth  and  glazed  finishes  re-  22  to  23 
ceiving  the  bulk   of   attention.  Leading 
tannages  are  quoted  at  26,  24  an  22c,  for 
medium  weights,  with  heavy  leathers  com- 
manding the  usual   ic  per  ft.    premium..  ^ 
One  or  two  sales  were  effected  the  past  27  _  ^° 
week   which   involved  sev 
dozens. 


(WAX). 
GRADE 


5  to  9  kilo 
10  to  11  kilo 


AND  MIXED. 

1st  grade 
 $1.60 

  1 -55 


12  to 


24  to  25 


13  kilo    1.4S 

15  kilo    1.40 

17  kilo    1.30 

19  kilo    1.25 

kilo   

kilo   

kilo   


1 .20 
2.15 
1.12^ 


Mixed 

$i-45- ■ 
1.40 
1.30 
1 -25 
1 .20 

1 -IS 
1. 10 
1. 05 
1.02^ 


QUOTATIONS  ON  FIRST  GRADE 
AND  KIPS. 
 $1 


;eral  thousand  30  kilo 
33  kilo 
36  kilo 

CALFSKIN  QUOTATIONS.  3Q  kilo 

Ch'me  am.   dull  H  26@27    2S@26    23@24  42  kilo 
Ch'me  am  dull  M  .  26@27  25@26 
Ch'me  am  dull  LM  24@2S  23@24 
Ch'me  am  dull  L--  24®.. 
Chrome  gl.  fin.  H.  26@27 
Chrome  gl.  fin.  M.  2S@26 
Chrome  gl.  fin.  LM  2S@2S 
Chrome  gl.  fin.  L.  .  23®.  . 


00 

97^ 
95 
92^ 
90 

°5 


Chrome  gl.  fin.  LL  .  .@. . 
Chrome  bd.  fin.  HH  .  .©27 
Chrome  bd.  fin.  H..  .  .@26 
Chrome  bd.  fin.  M  ..©25 
Chrome  bd.  fin.  LM  .  .©23 
Chrome  bd.  fin.  L.  .  -@22 
Ch'me  Mat  fin.  LM  .  .©24 

Ch'me  Mat  fin.  L  @23 

Ch'me  Mat  fin.  LL  ..@2i 


22(g). . 

2S@26 

24@25 
23@24 
21®.  . 

i8@.. 

.  .@26 

.  .©24 

.  -@24 
.  .@22 
.  .@20 

.  .@23 

.  .@2I 

•  .@I9 


23@24  All  females  from  5  to  5  kilo,  15  to  20c  a 
22@23      pound  more. 
20®. . 
23@24 

23@24  No.  ix.       2x.  3x. 

22@23  Chrome  pat...  45® ..  40®..  35®  • 

COLT. 

No.  1      No.  2 
•  40®  •■  53®-- 


KID    (Domestic)  QUOTATIONS. 

4x 
30®  • 


19(a). . 
16®. . 

••@24  Chrome  pat. 

CHROME  SIDE  PATENT. 


No. 


■  (0)23 

.®22 


.  .,@20                           No.  1  No.  2  No.  3 

..@i8  Vamping,   med.  26@27  24@26  22@24 

..@2i  Vamping   ,lhvy.  26@28  24@26  22@24 

..@20  Tipping,  med..  24@25  22@23  21®.. 

..@i8  Tipping,  light..  24@25  22@23  21®.. 
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Get  Solid  With  Your  Trade 

If  a  man's  shoes  fit  well,  wear  well,  and  feel  good  to  the  feet,  he 
will  certainly  feel  good  toward  the  seller  of  those  shoes. 

Our  Solid  Leather  Shoes  for  Men  quickly  get 
"solid"  with  their  wearers  by  giving  comfortable 
lasting  service.  An  honest,  solid  leather  shoe  made 
especially  for  comfort  and  wear  but  not  one  whit 
behind  any  other  shoe  in  looks. 

It  will  pay  you  to  handle  these  good  shoes.  We 
don't  want  all  the  profit. 

WILLIAMS  SHOE  CO.  Brampton,  Ont. 


BE.RLIN.  ONT. 


Manufacturers  of 

Solid  Leather 
Shoes 

All  lines,  all  sizes  from 
Children's     to  Men's 

Also  SLIPPERS 


Selling  by  Mail 

(Continued  from  page  23) 
the  mail  order  houses.  Both  manufacturers  and  job- 
bers are  spending  many  thousands  of  dollars  yearly 
for  booklets,  circulars,  price  lists,  show  cards  and 
general  advertising.  Take  the  latter,  for  instance. 
Nearly  all  these  firms  will  gladly  send  you  copy  and 
cuts  for  any  amount  of  space  you  wish  to  use.  All 
you  pay  for  is  the  postage  and  the  cost  of  the  news- 
paper space  used.  And  remember  that  this  material 
is  strong,  pulling  advertising,  worthy  in  every  way  to 
cope  with  the  mail  order  brand.  Thus  at  a  very  slight 
cost  you  are  placed  in  an  advantageous  position, 
whereas  if  you  had  to  pay  even  for  the  cuts  used,  the 
cost  would  often  be  a  great  deterrent  to  you. 

Then  consider  the  booklets,  circulars  and  other 
printed  matter  which  is  yours  for  the  cost  of  postage. 
These  firms  are  not  doing  this  from  philanthropy,  but 


because  your  interests  are  theirs  also.  You  can  cover 
your  territory  with  the  best  class  of  advertising  matter 
for  the  cost  of  the  postage  and  envelopes  required. 
These  with  show  cards  and  window  dressing  ideas 
received  should  make  an  unbeatable  combination. 

The  Personal  Note. 

All  these,  however,  must  be  backed  up  by  the 
force  of  your  personality.  Do  not  lose  sight  of  that 
for  a  minute!  You  must  direct  the  campaign.  You 
are  the  general  on  the  firing  line.  You  should  be  the 
one  to  impress  upon  your  customers,  present  and  pros- 
pective, the  fact  that  no  amount  of  ordering  by  mail 
can  make  up  for  the  personal  attention  you  are  pre- 
pared to  give  to  fill  their  wants.  With  your  experi- 
ence and  sincere  desire  to  satisfy  them,  they  will 
secure  better  results  than  can  be  secured  by  the  im- 
personal machine-like  mail  order  system.  And  ther 
back  up  your  statements  by  your  actions. 


Quebec  Markets 


22      Rejected   4° 

25     No.  2    38 

Kangaroo    XS 

FISH  OILS— The  trade  is  not  very  ac-  Splits,  senior,  per  lb   26 

tive  on  account  of  the  scarcity  of  supply  Splits,  junior,  per  lb   27 

of  cod  oils.    This  is  caused  by  the    bad  Splits,  senior,  per  foot    2 

always  a  few  new  touches  being  given  to                          ^   ^^ted  this     year.  Splits,  H  and  Mm,  per  foot..  8 

footwear  to  please  those  who  always  want  ^  ^  ^  ifl  k        qUantities.    The   Splits,  M,  per  foot    6 


BOOTS  AXD  SHOES — Manufacturers  Greasy   cape    18 

are  for  the  most  part  busy  on  spring  run  Medium    23 

and  are  looking  forward  to  an  excellent 
business.  There  is  very  little  change  in 
styles  and  lasts,  but  of  course,  there  are 


39 
16 


something  new.  The  jobbing  trade  is  fair- 
ly good  at  present,  and    the  outlook  is 

bright;  improved  business    is  confidently  Cod  _  oil,  Gaspe,  gal. 


impn 

looked  forward  to.    Retailers  report 


atest  quotations  are  as  follows : 
  28 

Sea-hog  oil    35 


Sea-wolf  oil,  refined    35 


30 
38 
37 


quarters. 

past  month  has  been  more  active 


average  month,  though  trade  has  been  as  whale  oil,  No.  1,  refined,  gal. ..  1 .85  1.90 

usual,  stimulated  by  large  sales  in  many  Whale  oil,  No.  2,  refined  1.80  1.82 

The  rubber  trade  during    the  Whale  oil,  No.  1,  ordinary  .  .1,74  1.80 

than  Whale  oil,  No.  2,  ordinary  . .  .  .1.72  1.78 

Cod  oil,  pure  Newfoundland..    38  40 

usual,    the  weather  conditions  having  been  Liyerpool  gaU                              50  6o 

more  favorable.    Judging  by  the  appear- 
ance, it  can  be  said  that  the  volume    of      TALLOW— The  tallow  market  is  main- 
trade  for  January  has  been  in  advance  of  taming  its  customary  firmness,  and  condi- 
tio corresponding  period  of  a  year  ago.      tions  appear  to  be  right  for  a  good  trade, 

as  there  is  no  accumulation  on  the  mar- 
HIDES— The  market  remains  in  practic-  ket    Rxtra  tanow  j:s  quoted  at  6y2c  per  Wax  upper)  ljght  and  medium  38 

ally  unaltered    condition.      Although    the  pound  Horsehides   3-25 

local  market  has  been  more  active  and  firm-  Glove  grain    15 

er  since  the  middle  of  the  month,  business      SHOE  FINDINGS    Business  in     shoe  Heayy  grajn    iS 

at  present  is  good.     Tanners  are  buying  findings  continues  to  be  satisfactory,  but  Patent  cow    2Ii/2  2^/2 

just  to  keep  up  their  output  of    regular  no  large  enquiries  are  being  received,  and  patent  cow  chrome    21  23 

Receipts  continue  small  and  quality  all    buying  being  of  small  quantities,    no  Heavy  upper    19  20 


Splits,  Lm,  per  foot    5/4 

Splits,  junior,  per  foot    4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  H  M,  per  lb. .  .  32 

Splits,  trimmed,  M,  per  lb   32 

Pebble,  A  L   13 

Pebble,  AIM    1354 

Pebble,  AM   14 

Pebble,  A  H  M    14^ 

Buff,  A  M    14 

Buff,  AH   15 

Moccasin  leather,  red,  per  stamp 

weight,  lb   10 

Oil  grain  (Quebec)  per  foot..  17 

Wax  upper,  heavy    40 


18 
42 
44 

17 
17 


lines. 


er    I9}4  20l/2 

21 


of  hide,  is  satisfactory.    There  is  no  ac-  advance  in  prices  is  to  be  noted  for    the  Grained  upp 

cumulation  in  stocks.    The  opinion  of  deal-  moment.    We  quote  at  present :  Dongola^kid"  . '. '. '. '. '. '. '. '. '. '.  14 

ers  is  that  we  shall  see  a  slight    though  Leather,  friction  and  fibre  board    3SA  6 


steady  improvement  in  the  market 
now  on.    Prices  are  as  follows: 

Sheepskins   3° 

Sheep  clip  skins    10 

Lambskins   !5 


from  Union  leather                                 °  9 

Stiffners,  union                            1  3 

Stiffners,  leather  board,  per  100 

80        pounds  75  *-i5 

35      Insole  leather                               7  8 

5°     Leather  board,  per  lb                   2  3 


City  and  country  hides  quotations.  Prices      LEATHER— The      market  continues 


to  butchers : 


much    as  last  reported,    and  prices 


have 


Xo.  1  quoted 
Xo.  2  quoted 
No.  3  quoted 


Patent  kid    36 

White  alum    n 

Sumac    9/4 

Col.   sheep    10 

Napa  sheep    9/4 

India  kid    H 

Patent  colt    36 

Harness    4° 

French  kip  skins   94 


CALF  SKI  XS. 


21 
46 

15 
11 
12 
11 

13 
46 

42 

1.05 

65 
65 
85 
80 


11  changed  in  a  few  lines,  but  slightly,  and  English  kip  skins   55 

10  the  market  is' firm  and  steady.    Some  good  Canadian  kip  skins    61 

9  sales  are  reported.       The  manufacturers  Hemlock  calf    70 

have  been  buying  quite  freely  for  their  im-  Light   calf    7<> 

mediate  needs.    There  is  a  very  good  call  French  calf   I.IO  1.65 

Citv  and  country  prices:  -  -  . 

3  ,  T.  for  patents,  owing  to  the  popularity  of  this 

No.  1  quoted    Lo        1  , 

No.  2  quoted    12  leather  this  year,  in  both  ladies'  and  men  s 

footwear.    Fancy  leathers  are  selling  well, 

ness  being  reported.    The  quotations  are: 


TANNERS'  MATERIALS— The  market 
,  unchanged,  with  a  fair  amount  of  busi- 


WOOL— The  wool  market  is  quiet,  and  and  at  g00d  prices.    Harness  leather  ap- 

there  is  not  much  coming  in,  consequently  pearg  tQ  haye  settled  on  a  ,nrm  basis.  No  Degras    3}4 

weakness  is  apparent  for  the  present  in  any  Sumac   $69.00 

the     tendency     being     rather     to  Gambier    554 


local  transactions  are  not  heavy.  Al- 
though  factories  are  yet  working  at  a 

small    capacity,  prices  remain  firm,  with  a  line  , 
Steady  tendency.    The  following  are    the  strengthen.    The  following  are  the  latest  Hemlock  extract 

Hemlock  bark,  per  cord  8.00 

latest  quotations :  quotations  : 

II  A     nn\  22       <o  LEATHER. 

Canadian  pulled  wool    22  30 

Washed  fleece                              26      28  Harness  leather- 
Unwashed  fleece    16      18     No.  1  U.  0   42 


454 


Oak  extract    4 

Mineral  tanners'  extract    6 

Scuth,  lb   4 


6V2 
5 

7-50 
4*4 
7% 
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LOUIS  d.BREITHAUPT,  Present 


JbBh 


FOUNDED  IN  1657 


JOHNC  BREITHAUPT  Secrerar/ 


SOLE  L! 


Penetang,  Eagle  &  Listowel 

rHERjf.  Sole  Leather 


EAJH  ER  M  EF^-HANT^ 


CABLE  ADDRESS  SREiTHAUPT.  BERLIN 
W I  DEB  ROOK  COOE. 


Cut  Soles, 
Hastings  Grains, 
Hastings  Union  Oak 
Harness  Leather. 

Address  all  Orders  to 


BERLIN   =   =  ONT. 


LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 

A,so  Boot  and  Shoe  Laces  KS2^SE: 


FRANK  &  BRYCE,  Limited 


TORONTO 

MONTREAL 

QUEBEC 


F  G  CLARKE  President.  C.  E.  CLARKE,  VicePrks.  and  Treas. 

CLARKE  &  CLARKE.,  Limited      Established  issi. 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works — Christie  Street,  TORONTO 
City  Office  and  Warehouse— 52   Bay  Street,  1UftUluu' 
BRANCHES— 59  St.  Peter  St.,  MONTREAL.   G.  8.  Htobbll,  Agent  553  St.  Valier  St.,  QUEBEC.  Rtchard  Freres,  Agents. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.     Best  service. 

OUR  PRICES  ARE  RIGHT,    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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Bonner  Leather  Co. 


^Manufacturers,' 


G  LAZ  ED  RID 

(Black  and  Colors) 

CHROME  LAMBS 

(Qlazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   10 60  NOTRE  DAME  ST.  WEST,  MONTREAL. 


McKays 
Only 


When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travellers  and 
see  our  splendid  lines  of 
SpriDg  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


THE  MERCANTILE  AGENCY 


R.  G.  DUN  &  CO. 

Established  1841 

222  Offices  (15  in  Canada) 
Rates  of  subscription  quoted  on  application 

W.  C.  MATTHWES,  Toronto,  Canadian  General  Manager 

Canadian  Offices  at  Toronto,  Halifax,  Hamilton,  London,  Ottawa, 
Quebec,  St.  John,  Montreal,  Winnipeg,  Vancouver, 
Calgary,  Edmonton,  Saskatoon,  Regina,  Victoria 


JOSEPH  KING 


DEALER  IN 


LEATHER  AND  SHOE  FINDINGS 
25  and  27  Scott  Street,  Cor-  s™tngton  TORONTO,  Ont. 

TELEPHONE  Main  1293. 


JAMES  PRICE, 

DEALER  IN 

HIDES,  CALF  SKINS  AND  PELTS 

23  and  25  Wellington  Street,  MONTREAL. 

Highest  Price  Paid  for  Hides,  Calf  Skins,  Pelts  and  Tallow 


CLARKE'S 
PATENT 

COLT 


Decidedly  the  best  Pat- 
ent Leather  ever  put 
in  boots  or  shoes. 

It  is  a  clear  fine-grained 
leather  with  a  beautiful 
lustre  and  shiny  appear- 
ance. 

It  is  good-wearing, easy 
on  the  feet  and  helps  to 
make  shoes  have  a  nice 
stylish  and  dressy  ap- 
pearance. 

Clarke's  Patent  Colt 
cuts  very  economically 
and  is  really  better  than 
any  other  kind  of  pat- 
ent leather  made  and 
gives  far  better  satisfac- 
tion, so  why  not  have  it? 

A.  R.  CLARKE  &  CO. 

LIMITED 

Toronto  -  Canada 

Montreal  Branch  :  52  Victoria 
Square,  Montreal,  P.  Q. 
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Satisfaction  guaranteed 
by  factories  using 

Ullathorne's 

ENGLISH-MADE 

Shoe  Thread 

Stocked   by   all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 


Fred.C.A.Mclndoe&Co 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers-among  them  some  of  the  biggest 
in  the  country-have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (SI  CO., 

LYNN,  Mass.,  U.S.A. 


BOOTS  AND  SHOES  THAT 
STAND  ROUGH  WEAR 


FOR 


PROSPECTORS,  SURVEYORS 
CRUISERS,  RIVER  DRIVERS 

IN 

STANDARD  SCREW  AND  GOODYEAR  WELTS. 

C.  B.  Dayfoot  Co. 

GEORGETOWN      ...  ONTARIO 


C.  Parsons  &  Son 

"    *  LIMITED 

TORONTO 

AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

C  Parsons  &  Son 

LIMITED 

LEATHER  FINDINGS 

79  Front  St.  East       Toronto,  Ont. 


CUTTING  DIES 

0f  every  Description  for 

Leather,  Rtibber,  Paper,  Cloth, 


ETC. 


Honest  Valtxes  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 

Phone  E.  3778 


DUCL05  CQ.  PAY  AN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,       Store,  224  Lemoine  St. 
ST.  HYAC1NTHE.  MONTREAL. 
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TricKett's  Slippers 


All  Prices.      All  Styles. 

All  Jobbers. 
Largest  Makers  in  the  World 

H.  W.  TRICKETT 

Limited 

WATF.RFOOT,  England 

(Near  Manchester) 


KANGAROO 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


H.  INGLE  &.  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents 
Lady  Lane,  LEEDS,  ENG.         Also  at  Bristol,  Leicester  and  Kettering. 

Cable  Address:  INGOT 


W.H.  Staynes  &  Smith, 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


¥  pirpctpr     El\^    and  at  Kettering,  Northampton 
■  *  &•  Frankfort-on-Maine. 


Cable  "  HIDES,"  Leicester. 
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MARMN.  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.         2ir  North  Branch  Street,  CHICAGO,  U.S.A. 

r8-88  Wall  Street,  NEW  YORK,  U.S.A. 


It  s  Staples  That  Count 


ST.  HYACINTHS. 
CANADA. 


q  It's  not  by  the  shoes  you  sell  once  in  a  while 
that  your  business  is  judged  but  by  the  shoes 
you  sell   all  the  time.     A  high-priced  shoe 

may  advertise  you  for  a  few  days  but  it  takes  a  good  line  of  staples 
to  boost  you  every  day. 

q  Yamaska  Brand  Staple  Footwear  has  that  dependable  quality 
which  is  the  same  to-day  as  yesterday  and  will  be  the  same  to-morrow. 
The  ever-increasing  demand  is  evidence  of  the  success  of  this 
policy  of  giving  consistent  quality. 


J.  A.  &  M. 

ST.  HYAOIINTHE 


QUE, 


The  standard  for  style,  fit  and  quality  in 

Rubber  Footwear 

Don't  plage  any  orders  for  next  season  till 
you've  seen  the  new  goods  and   new  prices. 

YOU    WON'T    LOSE  ANYTHING. 


MANUFACTURED  SOLELY  BY 


The  Gutta  Percha  &  Rubber  M'f'g  Co. 

Of  Toronto,  Limited 

Head  Offices:    47    YONGE   STREET,  TORONTO 

{Not  in  any  Trust.) 

Selling  and  Distributing  Agencies: 


TORONTO 

W.  B.  HAMILTON  SHOE  CO.  Ltd. 
D.  D.  HAWTHORNE  &  CO. 
J.  D.  KING  CO.  Ltd. 

HAMILTON 

Thb  JOHN  MCPHERSON  CO.  Ltd. 

LONDON 

STERLING  BROS.  Ltd. 
COATES,  BURNS  &  WANLESS. 

COLLINGWOOD 

C.   STEPHENS  CO.  Ltd. 


MONTREAL 

JAS.  LINTON  &  Co. 
PLYDE  SHOE  Co. 
CANADA  SHOE 
G.  P.  &R.  M'F'GCO.  of  Toronto,  Ltd. 

QUEBEC 

J.  H.  LAROCHELLE, 
PICHER  &  CO. 

MARITIME  PROVINCES 

WATERBURY  &  RISING 

ST.  JOHN,  N.B. 

J.  W.  BOYER  &  CO. 

VICTORIA,  N.B. 


WINNIPEG 

W.  A.  MARSH  CO.  WESTERN  Ltd. 
Thb  WINNIPEG  RUBBER  CO.  Ltd. 

MOOSE  JAW 

MITCHELL,  HEMBROFF, 

MAYBEE,  Ltd. 

CALGARY 

Thb  WINNIPEG  RUBBER  CO.  Ltd. 

VANCOUVER 

VANCOUVER  RUBBER  CO.  Ltd. 


TORONTO 


t  &  I  t 
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The  Mark 


of  Quality 


Reasons  Why  They  Lead 

II  There  is  nothing  new  in  rubberdom  that  is  not 
found  in  "Canadian  Rubbers."  But  there  are  many 
special  features  found  only  in  "  Canadians." 

f§  Experts  through  close  application  and  study  have 
brought  these  rubbers  to  a  high  state  of  perfection. 

<I  Being  made  of  the  highest  grade  of  rubber,  by 
the  most  improved  methods  of  manufacture,  they 
have  a  quality  not  approached  by  any  other  rubber. 

<J  In  style  they  are  always  up-to-date,  and  can  be 
had  in  shapes  to  fit  any  shoe. 

The  Canadian  Rubber  Company  of  Montreal 

LIMITED 

D  LORNE  McGIBBON,  Vice-President  and  General  Manager 
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McKays  and 
Turns 

Mens,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  (SL  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents ; 

CHICAGO  TANNING  COMPANY 


130  W  Michigan  Sir  eel 


CHICAGO,  U.S. 


Dayton  and  Blackhawk  Sis. 


"BOSTON 
12S  Summer 


GLOVERSVILLE,  N  Y 
1 1  Cayadutta  Si 


ST.  LOUIS.  AIO 
811  Lucas  Ave 


DR.  BRANDON'S 

CUSHION  SOLE 
SHOE 


A  SOFTNESS  AND  RESILIENCY  TO  THE 
TREAD  is  the  leading  feature  of  this  shoe.  It 
may  be  embodied  in  other  makes  but  not  to  such 
an  extent  as  in  the  Dr.  Brandon. 

By  attaching  a  felt  inner  sole  to  the  shoe,  at  the 
welt,  with  edge  resting  on  a  shoulder,  is  the  way 
we  obtain  the  desired  result  and  is  really  the  only 
way  it  can  be  obtained. 

This  means  something  to  the  seeker  of  Foot 
Comfort,  does  it  not? 


The  Brandon  Shoe  Co.,  Ltd. 


Brantford 


Ontario 


Where 

Amherst  \ 

MAKE  i 

EXCELS 


.STOCK 


7 POINTS 


ON  EVERY  PAIR 
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Is  This  Worth 
Knowing  Now? 

In  the  midst  of  your  busy  season,  when  a  few  hours 
will  mean  many  dollars  to  you,  won't  it  be  very  com- 
forting to  know  where  to  place  your  sorting  orders 
so  as  to  get  the  quickest  and  surest  delivery  ? 

Won't  it  save  a  deal  of  worry  to  know  that  James 
Robinson  has  an  immense  stock,  comprising  all  you 
may  need,  and  giving  you  choice  of  the  best  produc- 
tions of  all  the  leading  factories? 

Won't  it  be  good  to  know  that  because  this  stock 
is  extra  large,  and  because  the  facilities  for  filling 
rush  orders  are  so  excellent,  you  can  depend  on  get- 
ting what  you  want  when  you  want  it  ? 

Because  it  will  be  good  to  know  all  this  when  you 
are  busy,  is  reason  why  you  should  prove  it  now  for 
yourself.  Try  a  rush  order  right  away.  You  will 
learn  something  that  will  save  you  considerable  worry 
in  the  busy  season. 

JAMES  ROBINSON 

182-186  McGill  Street 

MONTREAL   -    -    -    -  QUEBEC 
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Tans  Will  Be  The  Rage  This  Year 
Get  Acquainted  With  Our 

COLORED  CHROME  RUSSIAS 

THEY  ARE  ABSOLUTELY  UNIFORM  IN  COLOR  AND 

WILL  NOT  SOIL 

You  will  never  forget.  Mr.  Shoemaker,  the  joy  that  was  yours 
as  you  gazed  on  the  clear,  full  rich,  tan  shades  in  Russia  Calf 
that  were  produced  a  few  years  ago  by  vegetable  tanning. 

But  vegetable  tanned  leathers  lack  the  strength  and  wearing 
qualities  of  Chrome  skins.  On  the  other  hand,  with  ordinary 
Chrome  tannage,  it  was  not  only  impossible  to  get  two  skins 
alike  in  color  but  it  was  most  difficult  to  find  the  skin  that 
would  run  uniform  from  head  to  butt  and  from  skirt  to  skirt. 
So  you  found  yourself  between  the  devil  and  the  deep  blue  sea. 

But  it  is  different  now.  since  we  perfected  our  new  Chrome 
process,  for  it  combines  all  the  good  qualities  of  both  the  veg- 
etable and  ordinary  Chrome  tannages.  Every  skin  runs  true  to 
shade  and  it  frees  you  forever  from  the  money-time- and-patience 
wasting  bugbear  of  matching,  and  every  skin  is  tough  and  strong 
and  wear-resisting. 

And  these  colored  leathers  WILL  NOT  SOIL.  We  found  a 
way  of  making  them  impervious  to  dirt  and  stains  and  finger 
marks  without  in  the  slightest  affecting  the  grain. 

Ask  for  samples  of  No.  88  Chrome  Russia  Tan  and  London 
Brown. 

DAVIS  LEATHER  CO'Y,  LIMITED 

NEWMARKET  ONTARIO 
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WHY  THE  YEAR 

1911 

SHOULD  BE  A  GOOD  YEAR 
FOR  SELLING 
GOODYEAR  WELTS 

In  the  year  that  has  just  passed  a  campaign  of  education  and  information — 
which  now  extends  throughout  the  country — was  inaugurated  and  has  been 
continued  and  augumented. 

We  say  1 'campaign  of  EDUCATION/ '  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favourite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  1 'campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it— is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  are  going  to  WANT  GOODYEAR  WELT  shoes.  That 
is  why  this  year  is  going  to  be  a  good  year  for  selling  GOODYEAR  WELT 
shoes.  If  you  are  not  already  familiar  with  all  these  things  yourself,  write 
us.    The  story  is  yours  for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 
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Black  Diamond  Chrome  Patent  Leather— 
is  being  produced  at  the  rate  of  3000  sides 
per  day.  Its  superior  quality  is  accountable 
for  such  a  demand. 

T an  Gun  Metal  Calf—  especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 


NEW  YORK 


95  SOUTH  STREET,  BOSTON 

ST.  LOUIS  CINCINNATI 


6 


THE  SHOE  AND  LEATHER  JOURNAL 


J  PEW 


ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes,  there 
may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to  the 
extent  of  its  none  too  reliable  coating  of  enamel ;  underneath  is  the  inevitable  brass 
of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  constructed 
as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is  Fast  Color. 
They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and  nickel  non- 
corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They  preserve  their 
bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond        trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY  i  Lagauchetiere  and  St.  Monique  Sts.   -     MONTREAL,  QUE. 
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Elmira  Felts 
have  a  national 
reputation   which  was 
gained,  not  by  INFERIOR- 
ITY,   but    by  SUPERIORITY. 
They  may  be  a  little  higher  in  price 
but  they  have  stood  the  severest  tests  and 
in  the  long  run  have  proven  to  be  the  cheapest 
You  can  therefore  see  to  what  extent  they  help  you  in 
winning  the  confidence  and  continued  patronage  of  the  public 

McLAREN  &  DALLAS 

WHOLESALE  DISTRIBUTORS 

BOOTS    -    SHOES    -  RUBBERS 


30  FRONT  ST.  W. 


TORONTO 
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GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  A 

THIS  OUTFIT  contains  every  machine  required 
for  doing  repair  work  of  the  highest  grade 
economically  and  quickly.  They  are  all  mounted 
on  a  substantial  frame,  with  shaft  running  entire 
length,  from  which  all  machines  are  driven.  No 
overhead  shafting  is  required.  It  occupies  the 
smallest  possible  amount  of  room  consistent  with 
obtaining  the  best  results  and  has  the  following 
machines:  One  Goodyear  Rapid  Stitching  Machine 
making  lock-stitch,  one  Forepart  Trimming  Machine 
with  Shanking-out  Device  and  Cutter  Grinder,  one 
Buffing  Shaft  and  one  Finishing  Shaft. 

C  We  would  be  pleased  to  send  descriptive  Folder 
and  any  information  regarding  it,  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE 

24-4  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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This  is 
the  shoe 
that  will 
keep  you 
hustling 


Ever  since  we  introduced  the  Doctors  Antiseptic  to  the  trade 
we  have  been  kept  hustling  to  fill  orders.  We  have  just  been 
compelled  to  increase  our  staff  and  install  a  number  of  new 
machines. 

Doctors  Antiseptic  Shoes  feel  at  home  only  when  giving  ease 
and  comfort  to  tired  feet.  They  will  never  remain  on  the  shelves 
of  any  store.    Put  in  a  stock  of  these  really 


tC/aterproofed 


PATENT  NO.  111543 


Shoes  and  they  will  quickly  hustle  to  their  new  homes. 
To  supply  the  demand  in  cities  for  a  light-weight  shoe  we  are 
now  working  on  a  new  Doctors  Antiseptic.  It  will  be  built  on  the 
Gibson  last  and  will  have  all  the  special  features  that  have 
made  our  regular  line  so  popular. 

We  would  like  you  to  see  our  191 1 
samples  of  Hockey  and  Skating  Shoes. 
We   know   you  will  be  pleased  with 


<ntT- septic. 

ZsHoi^^"ON}  them. 

P4T  ,906  ,909  P£Rs?\?*y 


Tebbutt  Shoe  &  Leather  Company 

LIMITED 

THREE  RIVERS  QUEBEC 
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DIAMOND  BRAND 

CUTCH 

(SOLID  EXTRACT) 


C(  We  most  heartily  recommend  Black 
Diamond  Solid-Extract  Cutch  because  its 
efficiency  and  economy  have  been  proven 
to  the  entire  satisfaction  of  many  of  our 
largest  and  most  successful  tanners. 

C(  It  is  absolutely  soluble,  penetrates 
quickly,  and  produces  plump,  clean,  clear 
colored  leather.  It  is  no  exaggeration  to 
say  that  Black  Diamond,  Solid  -  Extract 
Cutch  is  concentrated  tanning  efficiency. 


C.  A.  SPENCER  &  SON 

Importers,  Exporters  and  Dealers  in  Tanning  Materials 

183  Essex  Street  -  Boston 
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TO  JOBBERS 

ANNOUNCEMENT 


C|  Our  arrangements  have  been  completed 
for  the  handling  of  Jobbers'  Trade  in  all 
the  provinces  of  Canada  except  Quebec. 

Ijl  Our  large  and  up-to-date  factory  has 
enabled  us  to  undertake  this  new  move 
in  our  business. 

^  We  wish  to  state  to  Jobbers  that  we 
will  be  able  to  give  perfect  service.  The 
reputation  of  our  house  is  sufficient 
guarantee  of  the  quality  of  our  boots 
and  shoes. 

1^  On  March  1st  we  will  have  ready  for 
inspection  a  full  range  of  Fall  samples, 
including  High-Grade  Pegged  and  Stan- 
dard Screwed  goods,  and  Medium-Grade 
McKays,  both    Men's  and  Women's. 

SEE  OUR  SAMPLES  BEFORE  ORDERING 


DAOUST,  LALONDE  &  COMPANY 


BOOT    AND    SHOE  MANUFACTURERS 

VICTORIA  SQUARE  -  MONTREAL 
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EXPERIENCE 


As  a  result  of  many  years  spent  in 
the  making  of  good  shoes  we  have 
that  insight  into  the  shoe  business 
which  enables  us  to  provide  just  what 
you  want  at  the  price  you  want  to  pay. 


QUALITY 


The  real  goodness  of  leather  and 
workmanship  which  we  put  into  our 
first  shoes  built  up  our  business.  That 
business  is  still  growing  because  we 
put  into  our  shoes  that  same  quality 
of  leather  and  better  workmanship. 


The  Louis  Gauthier  Company  Ltd 


QUEBEC 


QUEBEC 


If  you  wish  a  deep  and  bold  embossing 
effect  and  a  fast  working 
Machine,  take  the 


Moenus  Altera 

TYPE  1910 

Beware  of  weak  imitations 


IP  -*    Yearly  Output  200  Altera  Machines 


Write  for  the  prices  to  the 

MOENUS  MACHINE  WORKS 

FRANKFURT  ON  MAIN,  GERMANY 
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WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


g 

1 

1 

'I 

H 

1  SthilJj'J 

Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.  Always  ready  to  use.   Largest  quantity .   Finest  quality .     Polishes  without  rubbing.  Retails  25c. 

'BULLY  SHINE."  A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.  Blacks,  polishes,  softens  and 
preserves.  Contains  oils  and  waxes  to  polish  and  preserve  the  leather.  Large  tin  boxes.  Boxes  open  with  a  key.  Retails  10c. 

"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.  Boxes  open  with  a 
coin.    Retails  10c. 

"  DANDY  "  COMBINATION.  For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 

"  BOSTON"  WATERPROOF  POLISH.  A  black  liquid  for  men's  and  boys'  shoes.  Produces  a  patent  leather  shine  without 
brushing.    Retails  25c. 

"FT  TTE"  COMBINATION  For  those  who  take  pride  in  having  their  shoes  look  A-l.  Restores  color  and  lustre  to  all  black 
shoes   Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WH1TTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S  A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 

BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU  WANT  THE  BEST 


being  made  of  solid 
leather  is  not  only 
a  wearer,  but  also 
a  trade  winner  and 
business  builder  :: 


After  all  has  been  said,  the  final  test 
of  a  Shoe  is  its  Wearing  Qualities 


■BB 


L.  HIGGINS  &  CO. 


MONCTON 
YARMOUTH 
HALIFAX 
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Chrome  Glazed 
Kid 

It's  36  years  since  we  open- 
ed our  tannery  in  Quebec, 
and  we  have  learned  many 
things  in  that  time. 

One  thing  we  learned  quite 
well  was  how  to  turn  out 
the  finest,  best  looking,  and 
all  round  most  satisfactory 
chrome  glazed  kid. 

One  of  the  first  to  make  it 
in  Canada,  we  have  fre- 
quently improved  our  me- 
thods, until  today  we  can 
offer  you  a  product  that  is 
unsurpassed. 

The  Borne  reputation 
stands  behind  each  ship- 
ment as  a  guarantee  of 
quality  and  the  square  deal. 

Get  Our  Prices 

LUCIEN  BORNE 

QUEBEC 

Western  Agents:  Malette  &  Roy 
225  Lemoine  St.  MONTREAL 


CLARKE'S 
PATENT 

COLT 

Decidedly  the  best  Pat- 
ent Leather  ever  put 
in  boots  or  shoes. 

It  is  a  clear  fine-grained 
leather  with  a  beautiful 
lustre  and  shiny  appear- 
ance. 

It  is  good-wearing, easy 
on  the  feet  and  helps  to 
make  shoes  have  a  nice 
stylish  and  dressy  ap- 
pearance. 

Clarke's  Patent  Colt 
cuts  very  economically 
and  is  really  better  than 
any  other  kind  of  pat- 
ent leather  made  and 
gives  far  better  satisfac- 
tion, so  why  not  have  it  ? 


A.  R.  CLARKE  &  CO. 

LIMITED 

Toronto  -  Canada 

Montreal  Branch  :  62  Victoria 
Square,  Montreal,  P.  Q. 
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MARftEN.  ORTH  &  HASTINGS 

Successors  to  QEORQE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.         21T  North  Branch  Street,  CHICAGO,  U.S.A. 

T8-88  Wall  Street,  NEW  YORK,  U.S.A. 


WOOD-MILNE  RUBBER  HEELS 

Wood-Milne  Heels  are  made  from  infinitely  higher  grade  of  rubber  than  any  other 
heels,  hence  there  are  more  WOOD-MILNE  heels  sold  than  any  others,  because  they 
are  the  best. 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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MEN'S 

GOODYEAR  WELTS 

WOMEN'S 

FLEXIBLE  MacKAYS 

See  Our  New  Designs  before  Buying 

You  Will  Like  Them 

All  designs  from  the  very  latest  and  nattiest  American  lasts.  Soles 
and  uppers  made  from  the  best  selected  leather.  Workmanship 
expert.  Every  shoe  guaranteed.  Our  shoes  possess  Appearance, 
Comfort  and  Durability. 

Our  travellers  will  be  out  with  a  full  Fall  line  in  a  few  days.  See  our 
samples  before  you  order,  as  we  have  some  particular  values  that  you 
will  desire  to  have  in  stock. 

The  A.  P.  Cimon  Shoe  Mfg.  Co.  Limited,  Montreal 


Your  Catalogue  Represents  You 

Did  you  ever  look  at  it  that  way  ? 

When  seeking  trade  you  do  not  send  a  slovenly  representative,  a  man  of  poor  address  and 
careless  habits 

Then  why  should  you  not  be  as  careful  of  the  appearance  of  your  catalogue  ? 

Your  catalogue  is  your  representative,  oftimes  your  only  representative,  for  it  reaches  many 
your  travellers  are  unable  to  touch.    It  speaks  of  you  and  you  are  judged  by  it. 

The  catalogues  that  are  daily  coming  off  our  presses  are  works  of  art.  The  originality 
of  the  cover  designs  attracts  and  the  neatness  of  type  arrangement  makes  easy  and 
pleasant  reading. 

Give  us  the  printing  of  your  catalogue  and  we  will  give  you  a  representative  that  will 
bring  favorable  judgment  upon  you. 

ACTON  PUBLISHING  CO.  LIMITED 

59-61  JOHN  STREET       -       -      TORONTO,  ONTARIO 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


eft 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 


Lagauchetiere  and  St.  Monique 


sts<  MONTREAL,  QUE- 


IS 
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Established  Over  Half  a  Century 


Address  " 

BERLIN,  ONT. 


THE  BREITHAUPT  LEATHER  CO. 


Limited 


Tanners  of  the  Popular 

PENETANG— Sole  Leather,  Solid  Tanned,  Old  Fashioned,  Hemlock 
Leather.     "Cuts  like  cheese  and  wears  like  iron." 

EAGLE — Union  Tanned  Stock,  mellow,  close  grain  and  strong  fibre. 
Just  what  the  trade  now  wants. 

LISTOWEL— Non-acid,  a  favorite  brand. 

TAP  SOLES— None  better. 

Send  for  Price  List. 

NO  QUICK-TAN  PROCESS  USED 


H.  INGLE  &,  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents  ' 
Lady  Lane,  LEEDS,  ENG.        Also  at  Bristol,  Leicester  and  Kettering. 

Cable  Address:  INGOT. 

LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


W.H.StaynesS  Smith, 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


Leicester,  Eng. 


f    and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDES,"  Leicester. 


KANGAROO 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 


Sheepskins  Skivers 


Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


THE 


JOURNAL 
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RECIPROCITY  WITH  AMERICA. 

This  is  still  a  very  live  subject  with  the  Canadian 
retail  merchant,  shoe  manufacturer  and  tanner.   Not  that 
the  proposed  arrangement  now  under  discussion  directly 
affects  any  of  the  interests  of  these  men,  but  because  of 
what  the  initial  treaty  might  eventually  lead  to.  The 
first  thought  that  leaps  into  the  tanner's  mind  is  that  he 
would  have  to  meet  the  competition  of  the  American 
tanner  who  is  not  only  better  equipped  for  economical 
manufacture  of  leather,  but  is  at  present  literally  search- 
ing for  new  accounts.  On  the  other  hand  by  an  equally  low 
tariff  against  leather  on  the  part  of  both  conutries,^  the 
United  States  would  open  a  market  to  us  just  ten  times 
the  size  of  the  one  we  would  invite  them  to  sell  in.  Which 
attitude  do  you  take?    Further,  we  in  Canada  are  pro- 
ducing leather  of  all  kinds  equal  to  and  in  some  cases 
superior  to  American  tannages.    We  except  colors  alone 
from  this  statement  and  would  further  qualify  it  by  the 
suggestion  that  we  do  not  pretend  that  all  Canadian 
leathers  are  superior  to  all  American.    We  do  main- 
tain, however,  and  the  manufacturers  themselves  must 
admit  that  some  tanners  in  Canada  produce  leather  equal 
to  the  best  American  stock.    The  best  protection  for  us, 
under  an  equally  low  tariff  wall  on  leather  will  be  the 
rigid  enforcement  of  our  anti-dumping  laws.   The  Cana- 
dian shoe  manufacturer  sees  grave  danger  to  him  in  a  low 
tariff  reciprocal  treaty.    Why?    His  reasons  are  many. 
Economy  of  production  made  possible  by  the  speciali- 
zation of  American  factories  will  enable  the  American  to 
sell  at  a  lower  price  than  the  Canadian.    The  American 
manufacturer  of  shoes  that  are  merely  shells  that  are 
beautiful  to  behold  will  glut  our  market.     The  States 
is  subject  to  fits  of  panics  that  make  prices  very  irregular. 
On  the  other  hand,  the  Canadian  should  consider  the 
size  of  the  market  that  would  be  opened  to  him.  The 


possibilities  are  enormous.    Further  he  must  consider 
that  our  retail  merchants  are  highly  sensitive  to  the  value 
of  shoes.    True,  many  of  them,  as  we  stated  before,  are 
buying  heels,  toes,  lasts  and  patterns  instead  of  real  shoes 
but  there  is  a  limit  to  this.   We  demand  good  shoes  and 
only  the  makers  of  the  real  article  would  stand  much  of  a 
show  in  Canada.    Some  retail  merchants,  particularly  in 
the  West,  see  great  possibilities  in  a  reciprocity  treaty. 
More  competition,  lower  prices  and  so  on.    But  there  is 
not  more  than  a  dozen  of  them  who  would  consider  sac- 
rificing the  welfare  of  Canadian  industries  for  their  own 
temporal  good.   How  does  the  Shoe  and  Leather  Journal 
stand  on  the  question?   We  stand  pat.   We  believe  and 
state  unequivocally  that  the  time  is  not  ripe  by  long  odds. 
We  would  be  decidedly  opposed  to  any  reciprocal  relations 
that  would  affect  shoes  in  any  ways.    Any  reciprocal 
treaty  that  affects  Canada  affects  Canadian  shoes.  Fur- 
ther we  believe  in  spite  of  the  fact  that  tanners  would  like 
cheaper  materials,  manufacturers  would  welcome  certain 
classes  of  cheap  leather  and  supplies,  and  dealers  would 
buy  a  small  amount  of  foreign  made  shoes,  that  at  heart 
you  are  all  with  us  in  our  frank  and  open  statement.  It 
is  better  for  the  Canadian  people  as  a  whole  to  purchase 
shoes  made  in  an  up-to-the-minute  manner  in  Canada 
by  their  own  countrymen.   And  don't  let  the  people  for- 
get, Mr.  Retail  Merchant,  that  Canadian  shoes  are  right 
there  with  the  real  class. 

THE  MERGERS. 

We  have  remarked  before  that  the  past  few  years 
have  been  an  age  of  mergers  and  attempted  mergers.  ^  In 
view  of  the  recent  developments  in  our  trade,  let  us  just 
be  considered  as  repeating  that  statement.  One  is  led  to 
ask  the  question,  "Why?"  The  speech  of  the  promotor 
of  mergers  emphasizes  such  statements  as  "manufactur- 
ing economy,"  "executive  economy,"  "sales,  warehous- 
ing and  distribution  economy,"  and  so  on.  A  merger 
then  should  automatically  reduce  the  price  to  the  merch- 
ant and  through  him  to  the  consumer.  Does  it?  If  it 
does,  is  it  because  the  executive  desire  to  do  so  ?  Or,  why  ? 
The  only  reason  for  the  merging  of  many  interests  can  be 
found  in  the  estimated  ultimate— we  ask  you  to  think 
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over  that  word  "ultimate" — profits  of  such  a  merger. 
By  profit  we  mean  profit  to  the  promoter,  to  the  partici- 
pants or  members  of  the  merger,  to  the  executives  and  to 
the  shareholders  who  are  in  most  cases  all  three  elements 
combined.  The  road  to  greatest  profit  lies  through  "con- 
trol"— control  of  the  most  advantageous  methods  of  pro- 
duction or  marketing,  or  else  absolute  control  of  the  trade. 
Control  of  the  trade  makes  the  profits  possibilities  of  a 
merger  almost  limitless.  Such  a  point  is  only  reached  at 
the  expense  of  both  retail  merchant  and  consumer.  De- 
fendants of  the  merger  idea  may  cite  the  reduction  in  the 
prices  of  fuel  oils  as  a  defence  for  the  trust.  Against  this 
we  set  the  enormous  increase  in  production  of  oil,  the 
advent  of  competitive  methods  and  the  colossal  profits  of 
the  oil  trust.  The  defendants  of  mergers  might  ever,  go  so 
far  as  to  mention  the  change  in  price  of  their  own  particu- 
lar wares.  To  the  contrary  we  claim  that  any  price  reduc- 
tion that  might  exist  is  due  to  causes  altogether  beyond 
their  control.  We  do  not  state  that  the  fair-minded  and 
almost  socialistic  trust  executive  is  an  impossibility  but 
it  is  most  decidedly  an  improbability.  The  very  reason 
behind  its  formation  is  against  the  price  reducing  trust 
in  control.  The  fostering  of  actual  competition  is  the  sure 
cure  for  the  trust  bug.  The  competition  can  be  fairly 
conducted  along  the  lines  of  quality,  and  such  competition 
is  much  to  be  desired.  Trade-upsetting-price-cutting 
competition  is  a  disaster  to  be  avoided  and  it  is  the  brand 
that  is  usually  inaugurated  by  the  man  who  believes  him- 
self to  be  the  biggest  fish  in  the  pond  and  capable  in  some 
manner  or  another  of  bringing  the  men  he  considers  as 
the  smaller  fry  under  his  direct  rule.  The  real  control 
lies  with  the  retail  merchant  or  the  final  distributor,  as 
it  were.  He  must  take  the  onus  of  any  successful  control 
upon  himself.  If  the  man  he  buys  from  is  in  control,  or 
eventually  gains  control,  he  must  take  the  blame  upon  his 
own  shoulders.    Think  it  over. 

PASS  THEM  ALONG. 

Our  travelling  representatives  are  continuing  to  receive 
enthusiastic  praise  for  the  Shoe  and  Leather  Journal  from 
tanner  to  retail  merchant.  You  may  be  very  sure  that 
this  has  been  very  gratifying  to  us.  It  has  proven  to  our 
entire  satisfaction  that  service  will  win  out  always.  Our 
ideal  is  expressed  in  that  one  word  "service. " 

Any  news  that  will  interest,  any  discussion  that  will 
assist  tanner,  manufacturer  and  particularly  the  retailer, 
you  have  found  and  will  still  find  us  willing  to  take  up. 
Every  change  that  we  have  made  has  only  taken  place 
after  it  has  been  considered  most  seriously.  The  twice  a 
month  idea  has  met  with  great  favor.  Of  course,  we  knew 
it  would  before  we  made  the  change,  for  so  many  of  the 
merchants  had  expressed  their  opinions  beforehand. 
Some  have  wondered  at  the  source  of  the  ideas.  We  have 
expanded  our  organization  no  small  amount.  Our  repre- 
sentatives are  in  every  province  in  Canada,  in  New  York 
and  in  Boston.  We  arc  sure  of  first  hand  information 
from  every  important  point.  Our  offices  in  Montreal 
are  complete  from  every  standpoint.  The  Toronto  orga- 
nization has  grown  rapidly.  But  ideas,  expansion  and 
organization  must  be  guided.    The  Shoe  and  Leather 


Journal  has  been  under  the  direction  of  the  same  manage- 
ment since  eighteen  hundred  and  eighty-six.  We  have 
grown  at  exactly  the  same  speed  as  the  shoe  and  leather 
industry.  To  the  co-operation  of  all  branches  of  the  trade 
our  measure  of  success  is  due.  The  Shoe  and  Leather 
Journal  is  yours. 

Nothing  is  more  welcome  in  our  morning  mail  than 
the  suggestions  and  thoughts  we  receive  from  the  merchant 
with  "the  broader  outlook."  If  you  have  in  operation 
some  particular  stunt  that  has  proven  good  with  you,  let 
the  others  hear  about  it.  Anything  from  a  good  window 
to  a  stock -keeping  system  is  what  we  are  all  looking  for. 
Pass  a  few  of  those  good  ideas  along.   You've  got  them. 

THE  RUBBER  SITUATION. 

The  next  move  of  the  rubber  manufacturers  will  be 
looked  for  in  the  very  near  future  with  very  great  interest 
by  the  wholesale  and  retail  trades.  The  query  "What's 
doing?"  is  on  every  tongue.  That  something  is  "doing" 
is  now  evident  to  all  of  us.  But  what  it  is  not  one  manu- 
facturer can  tell.  Not  one  manufacturer  knows  what 
he  himself  will  do  in  detail.  The  Consolidated  are  after 
all  they  can  get  direct  to  the  trade  practically.  The  jobber 
cannot  afford  to  sell  Consolidated  lines  on  their  terms. 
Gutta  Percha  have  given  their  word  to  protect  their 
distributors.  Miner  Rubber.  Company  will  most  certainly 
protect  their  agents.  Kaufman's  are  doubling  their 
capacity.  The  New  Independent  Company  will  have  a 
strong  list  of  wholesalers  handling  their  new  lines.  The 
North  British  Company  will  be  out  after  their  share  strong. 
Compare  the  enormous  increase  in  output  of  rubber  shoes 
with  the  but  normal  growth  of  the  country  and  it  is  not 
difficult  to  see  that  some  one  is  going  to  come  out  at  the 
small  end  of  the  horn.  Since  we  first  spoke  of  possible 
price  cutting  the  matter  to  all  appearances  has  crystal- 
ized.  You  will  remember  that  we  then  advised  the  retail 
merchants  to  hold  their  prices  firm.  We  still  give  the  same 
advice.  For  your  own  good  get  together  with  the  merch- 
ants of  your  own  town  and  try  to  arrange  fair  and  equal 
prices  among  yourselves.  Rubbers  may  "touch  bottom" 
some  time  during  this  season,  but  how  long  they  will  stay 
there  is  a  matter  of  conjecture.  You  and  the  other  merch- 
ants can  quite  readily  see  that  it  is  much  more  difficult 
to  raise  prices  than  to  lower  them.  Keep  rubber  at  a  fair 
level.  Don't  you  start  to  cut.  The  very  day  you  do  it, 
the  other  fellow  will  too^  If  lower  prices  in  rubbers  were 
going  to  be  permanent  we  would  advise  lowering  3'Our 
lists  in  justice  to  your  trade.  But  rubber  prices  will  be 
higher  again.  They  will  be  worth  more  money  than  you 
may  be  asked  to  pay  for  them  this  season.  Our  sugges- 
tion is  that  you  follow  the  same  course  as  the  operator  in 
securities.  When  he  strikes  a  good  buy  does  he  sacrifice 
profit?  Certainly  not.  He  sells  at  the  fair  price.  Do  the 
same  yourself  and  secure  the  co-operation  of  your  com- 
petitors. 

KEEP  YOUR  STOCK  RIGHT. 

The  other  day,  having  borrowed  the  price,  we  entered 
a  shoe  store  to  purchase  some  new  footwear.  We  wanted 
a  waterproof  tan  and  being  particular  insisted  on  a  last 
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that  we  knew  would  fit  our  feet.    We  were  in  the  store 
about  twenty  minutes,  and  came  away  without  the  shoes. 
We  first  made  our  wants  particularly  clear.    The  dealer 
said  he  had  the  shoe.    He  actually  went  from  one  end  of 
the  store  to  the  other  on  both  sides  and  pulled  out  at  least 
an  average  of  one  carton  a  minute.   Further,  the  shoes  he 
showed  dated  from  nineteen  hundred  and  three  to  the 
present  season.  At  the  end  of  the  search  the  owner  turned 
toward  us— we  had  followed  him  on  his  tour  of  the  prem- 
ises—and "guessed"  he  was  out  of  that  line.    Now  that 
store  was  a  nice-looking  one  in  a  good  live  town.  How 
much  more  prosperous  it  would  have  been  had  he  properly 
arranged  and  properly  tabulated  his  stock  can  only  be 
conjectured.     In  our  particular  case  he  both  wasted 
twenty  minutes  of  his  valuable  time— to  say  nothing  of 
our  own— and  lost  a  sale  simply  because  he  did  not  have 
an  accurate  stock  arrangement  plan  and  no  system  of 
knowing  his  needs  at  all.    If  you  haven't  either  you  are 
actually  losing  money  fifty-two  weeks  of  the  year,  and  it 
would  only  take  you  one  week  to  rectify  your  errors. 
A  PLAIN  DUTY. 
The  inane  and  often  insane  arguments  against  reci- 
procity with  the  United  States  could  be  easily  adapted 
to  any  discussion  of  enlarged  trade  relations  with  even 
the  Mother  Country.     Manufacturers  here  would  be 
quite  as  averse  to  the  removal  of  duties  upon  British 
goods  as  American  and  those  who  harp  so  much  upon 
"the  ties,  "thin  as  air  though  strong  as  steel,"  would  be 
amongst  the  first  to  denounce  any  effort  to  make  Canada 
a  field  for  exploiting  British  wares.    The  plain  duty  of 
our  representatives  at  Ottawa,  both  government  and 
opposition,  is  to  calmly  discuss  the  present  proposition 
in  all  its  bearings,  leaving  out  election  clap-trap  and  the 
inclination  to  view  matters  from  the  standpoint  of  per- 
sonal prejudice  and  interest.    It  is  significant  that  the 
very  men  in  power  to-day  who  have  endorsed  protection 
as  a  policy,  once  predicted  the  ruin  of  the  country  through 
the  adoption  of  these  principles. 

EAST  AND  WEST. 
No  effort  should  be  spared  to  kill  off  the  fatal  ten- 
dency to  set  one  part  of  the  country  against  the  other, 
especially  in  trade  matters.    The  East  should  drop  the 
foolish  habit  of  reminding  the  West  how  much  it  owes 
to  the  older  provinces  in  its  development  and  upbuilding; 
the  West  should  get  over  the  equally  mean  custom  of 
sneering  at  everything  Eastern.   We  have  a  country  great 
enough  in  extent,  rich  enough  in  resources,  and  grand 
enough  in  its  history  and  traditions  to  make  us  proud  of 
it  irrespective  of  our  individual  situations.   Jealousy  and 
misunderstanding  are  as  fatal  to  national  as  family  life, 
and  broad-minded  progressive  men  of  all  parties  and  all 
callings  will  do  their  utmost  to  eliminate  it  from  our 
national  life.    Appeals  to  class,  nationality  or  religion 
should  be  regarded  as  traitorous  to  the  true  interests  of 
the  country.    It  is  only  as  we  adopt  the  larger  view  that 
we  will  deserve  our  own  respect  as  well  as  that  of  others. 
PUBLIC  WORKS. 
Canada  can  certainly  not  be  accused  of  lack  of  enter- 
prise in  her  public  works.   We  have  railways  and  canals 


in  this  country  sufficient  for  a  population  and  trade  many 
times  that  which  we  possess.   One  cannot  but  wonder  at 
times  if  we  should  not  make  haste  more  slowly.    In  the 
matter  of  canals,  for  instance,  in  Ontario  alone,  we  are 
facing  the  new  project  of  the  Georgian  Bay  Canal,  the 
enlargement  of  the  Welland  and  St.  Lawrence  canals  and 
the  completion  of  the  Trent  Valley  canal.    The  latter, 
which  has  already  cost  millions  of  dollars  of  public  money, 
and  which  will  undoubtedly  be  useless  should  the.  Georgian 
Bay  canal  be  built,  will  be  opened  from  Lake  Simcoe  to 
Lake  Ontario  in  a  couple  of  years.   Doubtless  a  good  deal 
of  activity  in  these  matters  is  accounted  for  by  an  effort 
on  the  part  of  both  political  parties  to  stand  well  with  the 
communities  through  which  they  pass.   As  the  old  farmer 
said  when  asked  by  a  youthful  surveyor  what  he  saw 
through  his  theodolite:  "  I  see  an  election"  so  as  the  elec- 
tions approach  the  activity  upon  these  public  enterprises 
increases. 


TRADE  OUTLOOK. 

The  outlook  for  the  year  appears  most  reassuring. 
Reports  from  industrial  and  commercial  centres  indicate 
continued  and  progressive  activity.    Things  are  a  little 
slow  in  the  West  on  account  of  the  season  and  the  fad  that 
agricultural  operations  are,  for  the  time  being,  in  abey- 
ance.   It  is  said,  however,  that  prospects  all  point  to  in- 
creased business.    With  a  larger  acreage  of  cultivation 
than  ever,  improved  methods  and  a  further  increase  of 
population,  dealers  are  expecting  a  healthy  expansion. 
A  promising  feature  is  the  absence  of  excitement  in  real 
estate  matters,  'conditions  gradually  assming  a  normal 
condition.   In  the  East  preparations  are  being  made  for  a 
good  year's  business.   Manufacturers  report  orders  ahead 
with  every  reason  to  expect  that  spring  and  fall  business 
will  go  considerably  ahead  of  last  year.    Money  is  com- 
paratively easy  since  the  moving  of  the  crop  and  during 
the  next  few  months  there  will  therefore  be  considerable 
industrial  expansion. 

GOVERNMENT  ENQUIRY. 

There  ought,  in  every  case  where  an  amalgama- 
tion of  important  interests  occurs  in  so-called  mergers, 
be  a  strict  enquiry  as  to  the  circumstances  occasioning 
the  same,  and  as  to  the  organization  methods  followed. 
That  four  or  five  concerns  should  be  able  to  get  to- 
gether, write  out  some  scheme  for  paying  the  pro- 
moters' and   principals   ridiculous   considerations  in 
stock  and  otherwise  for  the  simple  process  of  amalga- 
mation, is  scandalous.  The  policy  of  these  mergers  ap- 
pears to  be  to  give  the  public  the  worst  of  it  in  every 
way  possible,  from  making  the  simple  stock  buying 
investor  pay  for  the  heavily  watered  stock  to  soaking 
the  consumer  on  the  price  of  the  goods.    There  have 
been  amalgamations  promoted  within  the  past  year  or 
two  on  the  strength  of  the  immense  advantages  to 
accrue  from   the  saving  of   costs  in  production  and 
handling,  and  investors  have   been   influenced  along 
the  line  of  the  immense:  resultant  profits  while,  as  a 
matter  of  fact,  prices  have  been  enhanced  rather  than 
otherwise.    The  government  which  incorporates  these 
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concerns  is  responsible  for  their  traffic  in  public  con- 
fidence and  their  abuse  of  their  trade  privileges. 
Paternal  legislation  of  a  certain  type  may  be  deprecat- 
ed, but  the  public  looks  to  those  in  control  of  charters 
to  see  that  the  privileges  are  not  misused.  The  Ontario 
Government  has  done  some  good  work  along  this  line 
in  connection  with  mining  companies.  Protective 
legislation  should  be  carried  still  further. 

FAKE  ADVERTISING. 

There  is  a  lot  of  advertising  carried  by  respectable 
newspapers  that  is  as  much  a  breach  of  public  confi- 
dence as  the  issuing  false  reports  or  statements  for 
which  some  bankers  in  recent  years  have  been  given 
employment  in  the  penitentiary.  These  preachers  of 
government  and  business  rightousness  are  slow  to 
clean  their  own  houses.  Many  of  our  city  dailies,  as 
well  as  country  weeklies,  are  recommending  through 
their  columns  articles  which  they  ought  to  know  are 
not  what  is  claimed  for  them,  and  in  the  case  of  medi- 
cal nostrums,  for  instance,  calculated  to  do  a  vast 
amount  of  harm  to  readers  who  are  misled  by  their 
suggestions  and  claims.  The  government  takes  infin- 
ite pains  to  exclude  from  the  mails  what  it  interprets 
as  immoral  or  hurtful  literature.  It  ought  to  take  a 
hand  in  purging  the  newspaper  from  some  of  the  glar- 
ing immoralities  with  which  their  proprietors  for  gain 
allow  them  to  be  defiled.  It  is  a  safe  estimate  that 
thousands  of  people  are  injured  physically  and  thou- 
sands of  others  financially  by  the  alluring  announce- 
ments that,  for  so  .much  a  line,  find  their  way  into  the 
newspapers  that  enter  the  homes  of  this  country. 

THE  ONLY  WAY. 

There  is  not  so  much  talk  as  there  used  to  be 
about  departmental  store  competition,  not  that  it  has 
lessened,  but  dealers  have  learned  two  things.  First, 
that  the  big  store  is  here  to  stay,  and  second,  that  the 
best  way  to  lessen  its  influence  is  to  fight  it  with  its 
own  methods.  There  are  plenty  of  natural  advan- 
tages which  the  ordinary  retail  store  possesses  over 
the  catalogue  house.  It  is  on  the  spot,  it  comes  into 
personal  contact  with  its  customers,  it  can  make  direct 
deliveries,  and  it  can  at  once  adjust  any  difficulties  that 
may  arise.  It  has  been  proven  that  the  profits  are  as 
much  per  cent,  as  those  of  the  average  dealer,  and  if 
the  latter  can  only  buy  closely  and  provide  the  right 
goods  he  ought  to  fear  no  outside  competition.  The 
great  hindrance  is  of  course  the  credit  system,  but  if 
people  will  pay  cash  for  goods  that  come  hundreds  of 
miles  why  cannot  they  be  induced  to  hand  it  over  to 
the  local  store.  With  a  small  catalogue,  or  with  the 
catalogues  supplied  by  manufacturing  or  jobbing 
houses,  there  seems  to  be  little  excuse  for  continually 
whining  about  departmental  store  competition.  Some 
dealers  who  are  following  up  these  stores  by  duplicat- 
ing their  prices  and  methods  are  solving  the  problem 
satisfactorily.  ,  ,  , 


HEALTHY  AMUSEMENTS. 

In  the  crusade  against  deleterious  literature  and 
amusements  little  attention  seems  to  be  paid  to  the 
fact  that  people  must  have  recreation  and  amusement 
of  some  sort.  It  is  as  natural  as  to  breathe  or  to  eat, 
and  to  take  away  one  form  of  amusement  without  sub- 
stituting something  better  in  its  place  is  to  perpetuate 
the  mistake  our  Puritan  ancestors  were  guilty  of  when 
they  tried  to  legislate  people  into  being  religious.  Here 
and  there  some  attempts  are  being  made  to  provide  the 
children  of  our  large  cities  with  playgrounds.  This  is 
a  wise  and  thoroughly  humane  movement,  but  why 
cannot  the  idea  be  extended.  Just  now  the  cheap 
theatre  and  moving  picture  show  are  being  inveighed 
at  by  moral  and  social  reformers,  as  also  the  saloon. 
Without  something  is  done  to  provide  those  who  pat- 
ronize these  places  with  a  satisfactory  substitute  of  a 
more  uplifting  character,  wind  is  wasted  in  their  de- 
nunciation. It  has  been  said  that  people  are  influenced 
by  their  amusements  more  than  their  more  serious 
occupations.  If  this  be  so,  how  important  it  is  that  old 
as  well  as  young,  but  especially  the  latter,  should  be 
provided  with  healthy  mental  relaxation. 

DON'T  DISGRACE  YOUR  WINDOWS. 

We  still  notice  many  a  window  display  being 
ruined  by  the  introduction  of  matter  foreign  to  the 
business  of  the  store.  Your  window  when  pro- 
perly dressed  is  one  of  your  great  trade-winning  as- 
sets. Your  window  space  is  valuable  to  yourself  for 
yourself,  not  for  theatre  managers,  performers,  cir- 
cuses and  concerts.  If  you  cannot  afford  to  pay  cash 
to  see  any  of  the  entertainments,  don't  be  led  any 
longer  into  the  folly  of  paying  far  more  than  the  cash 
value  of  the  tickets  in  window  space.  Nothing  you 
might  do  would  so  brand  you  as  unprogressive  as  the 
appearance  of  flamboyant  entertainment  announce- 
ments displayed  along  with  your  goods.  Keep  your 
business  a  few  degrees  higher  than  that  of  the  catch- 
penny amusement  artist. 

CONDITIONS  IN  AMERICA. 

The  general  shoe  trade  has  remained  just  about  as 
quiet  as  on  our  last  report.  Shoe  manufacturers  are 
operating  about  fifty  per  cent,  of  capacity,  tanners  of 
upper  stock  about  the  same,  and  sole  tanners  about 
twenty  to  twenty-five.  The  prophets  forecast  better 
things  in  the  immediate  future  on  account  of  the 
spring  rush.  There  is  just  a  thought  here.  What  is 
the  reason  for  such  over-production?  For  it  is  over- 
production. People  still  have  to  wear  shoes  and  there 
are  more  people  in  the  United  States  than  ever  before, 
therefore,  more  shoes  than  ever  ought  to  be  worn. 
One  would  think,  then,  that  the  result  would  be,  fac- 
tories busier  than  ever.  It  is  a  pure  case  of  over- 
production which  has  brought  about  conditions  that 
we  do  not  wish  to  participate  in. 
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Starting  A  Mail  Order  Business 

Suggestions  for  Installing  and  Developing  a  Mail  Order  Department— Advertising  Methods  Employed 

—System  is  Necessary— How  Others  Have  Made  a  Success. 


The  mail  order  business,  as  handled  by  the  departmental 
stores  and  the  larger  houses  in  this  line,  has  no  doubt  given 
many  anxious  moments  to  dealers  in  various  localities.  They 
have  watched  the  business  grow,  until  it  has  penetrated  into 
every  town,  village  and  farming  community  in  the  country. 

Many  suggestions  have  been  made  with  a  view  to  com- 
bating this  movement,  but  the  most  sensible  seems  to  be  that 
of  adopting  the  same  methods  by  which  the  mail  order 
houses  have  gained  success.  Why  should  the  dealer  not 
reach  out  after  trade  in  the  same  way? 

He  need  not  try  to  cover  the  whole  Dominion  of  Can- 
ada, nor  even  the  whole  of  his  province,  particularly  at  first. 
His  country,  or  that  portion  of  it  which  it  seems  advisable 
to  tackle,  will  furnish  abundance  of  material  for  a  pre- 
liminary skirmish.  The  proximity  of  other  towns  and  cities 
will  probably  indicate  the  limit  of  the  dealer's  operations  in 
first  starting  out.  Not  that  there  is  necessarily  any  locality 
where  the  dealer  need  anticipate  failure  when  he  is  once 
established,  but  it  will  probably  be  advisable  at  first  to  confine 
one's  operations  to  the  most  likely  territory.  The  local 
dealer  has  the  advantage  of  being  on  the  ground  and  of  be- 
ing acquainted  with  his  own  territory.  This  gives  an  im- 
mense initial  advantage. 

Anything  and  everything  can  be  sold  by  mail  order,  and 
it  will  not  cost  anything  extra  to  say  in  the  newspaper  ad.  or 
the  other  advertising  matter  sent  out,  "Mail  orders  filled 
promptly." 

When  To  Start. 

When  to  start  is  an  important  consideration.  Plans  can, 
of  course,  be  formulated  during  the  quiet  season  and  pre- 
parations made  for  a  good,  live  campaign.  Advertising  mat- 
ter should  be  prepared  and  all  advertising  for  insertion  in 
papers  planned  as  far  as  possible  in  advance. 

Ads.  which  are  to  be  run  in  the  paper  will  need  to  be 
inserted  not  less  than  two  to  three  weeks  before  the  season 
opens  up.  If  for  Christmas  trade,  a  month  to  a  month  and 
a  half  will  be  required.  The  same  remarks  apply  to  folders 
and  catalogues. 

Just  before  Christmas  is  a  good  time  to  launch  out. 
Spring  should  be  another  favorable  opportunity. 

System  Is  Indispensable. 

A  good,  systematic  arrangement  is  a  practical  necessity 
in  instituting  a  mail  order  department,  whether  this  be  large 
or  small.  There  should  be  a  separate  room  for  this,  or  a 
good-sized  space  partitioned  off.  In  this  way  it  can  be  kept 
entirely  apart  from  other  departments  of  the  business. 

Here  whatever  fittings  are  necessary  can  be  in:talled. 
These  should  certainly  include  a  filing  cabinet  and  card  in- 
dex. These  will  indicate  at  a  glance  what  letters  have  been 
received,  which  orders  filled,  which  held  for  further  informa- 
tion, etc.  The  card  index  will  be  necessary  for  filing  away 
lists  of  names.  These  will  be  arranged  alphabetically,  and 
the  dealer  will  be  able  to  tell  at  once  who  have  been  circul- 
arized, or  to  whom  catalogues  have  been  sent,  who  have 


received  follow-ups  and  what  the  results  have  been  in  each 
case. 

As  the  business  develops,  this  may  finally  become  one 
person's  business  to  attend  to,  though  where  of  small  di- 
mensions, it  may  possibly  be  handled  by  the  staff  at  spare 
moments.  The  filling  of  orders  should  be  done  in  a  system- 
atic way,  the  same  as  in  the  departmental  stores.  Here  a 
buyer  goes  from  department  to  department,  the  sales  being 
recorded  in  the  usual  way,  and  a  memo  on  each  sales  slip 
showing  that  the  sale  was  by  mail  order. 

Kinds  of  Advertising. 

The  newspaper  ad.  will  appeal  to  most  dealers  as  a 
popular  and  moderate-priced  medium  of  reaching  the  con- 
sumer.   In  spreading  out  into  new  territory  it  will  be  neces- 


Regular  75c.  Kid  Gloves 
SPECIAL  39c. 

Less  5%  if  Cash  Accompanies  Order 

75  dozen  pairs  of  Women  s  Austrian  Kid  Gloves  m 
shades  of  tan  and  brown.  Sizes  6  to  7'/2-  Also  a  few  pairs 
in  black,  size  6  only.  They  have-2  dome  fasteners,  and  3 
cord  points.  Judicious  purchasing  has  enabled  us  to  of  fer  these  gloves  at  less  than 
manufacturers'  price,  and  the  opportunity  is  here  afforded  of  securing  really  fine 
Easter  Gloves  at  ridiculously  low  prices.  Regular  va]  uc  75c  pair.  January  Sale 
Price,  3f>c,  Lew  br.'i.  if  cos  h  accompanies  o'dcr.   NET  PRICE.  37c,  postpaid. 


We  Pay 
the 


We  Pay 
the 
Post 


A  good  glove  ad.  with  a  catchy  illustration,  and  showing  the 
application  of  the  Mail  Order  idea 

sary  to  make  use  of  papers  covering  these  localities,  avoid- 
ing overlapping  as  far  as  possible. 

It  must  not  be  expected  that  an  ad.  will  produce  results 
at  the  first  insertion.  It  takes  a  little  time,  generally  speak- 
ing, for  the  idea  to  soak  in,"  or  until  the  public  become 
familiar  with  the  dealer's  name.  It  takes  patience  and  per- 
sistence in  all  cases  before  an  ad.  acquires  what  is  familiar- 
ly called  "a  pull."  There  must  also  be  variety.  The  same 
ad.  run  too  long  will  fail  to  attract  interest. 

The  catalogue  is  another  very  valuable  medium  to  the 
mail  order  dealer.  This  may  be  large  or  small,  as  the  size 
of  the  business  may  require.  A  big  fat  catalogue  is  not  a 
necessity.  A  catalogue,  as  a  rule,  is  sent  out  only  once  or 
twice  a  year,  or  according  to  the  season,  while  a  neatly 
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printed  and  illustrated  folder,  or  an  eight  or  ten-page  book- 
let, can  be  sent  out  at  more  frequent  intervals  and  will  in 
this  way  have  a  much  greater  force  and  effectiveness. 

The  four-page  folder  is  a  cheap  and  effective  means  of 
making  the  public  acquainted  with  new  lines  or  seasonable 
goods.  It  should  be  printed  on  good  paper  and  well  illus- 
trated. Sufficient  room  is  also  given  to  explain  the  advan- 
tages of  the  dealer's  mail  order  service,  and  to  give  all 
necessary  information  about  refunds,  exchanges,  how  to 
remit  cash,  shipping  charges,  etc. 

The  folder,  on  account  of  its  greater  cheapness,  can  be 
sent  out  every  few  weeks  and  also  enables  the  dealer  to  cir- 
cularize a  much  larger  number  with  the  same  appropriation. 

The  insert  can  also  be  worked  with  all  orders  sent  out 
by  the  store.  Printed  slips,  neatly  laid  out  and  illustrated, 
and  dealing  with  lines  in  which  it  may  be  possible  to  interest 
the  customer,  are  inclosed  with  all  mail  order  parcels.  In 
mis  way  the  influence  of  the  folder  or  catalogue  can  often 
be  largely  extended. 

Give  Good  Values. 

The  goods  mentioned  should  include  a  good  variety, 
should  be  attractively  priced  and  illustrated  whenever  pos- 
sible. Cuts  can  often  be  obtained  through  the  manufacturer. 
A  few  leaders  at  cost  or  nearly  cost  are  sometimes  used  to 
make  the  offerings  more  attractive. 

Arrangements  should  be  made  for  sending  samples  of 
fabrics  or  lines  which  are  capable  of  being  sampled.  C.O.D. 
approval  orders  should  be  solicited,  especially  on  the  more 
expensive  articles.  All  goods  should  be  sold  on  condition 
that  they  may  be  exchanged  or  the  money  refunded.  Only 
in  this  way  can  mail  order  purchasing  be  made  attractive 
and  satisfactory.  Everything  must  be  made  smooth  and 
plain  sailing  for  the  purchaser,  and  the  advantages  offered 
must  be  very  nearly  equal  to  those  of  the  home  store. 

The  only  sound  foundation  for  continued  success  in  the 
mail  order  business  is  to  give  good  value  every  time.  Ex- 
ceptional care  should  be  taken  to  give  satisfaction.  A  de- 
partmental store  which  has  gained  great  success  in  this  line 
has  the  reputation  of  looking  after  mail  order  customers  even 
better  than  those  in  the  store,  also  that  their  out-of-town  cus- 
tomers get  the  benefit  of  all  the  bargains  going.  The  prompt 
filling  and  shipping  of  orders  is  also  an  important  point. 

Blanks  for  Ordering,  Etc. 

Another  necessity  in  the  line  of  printed  matter  will  be 
that  of  order  blanks.  These  should  be  of  four  pages.  The 
front  page  will  bear  the  words,  ''Order  Blank,"  also  the  firm 
name  and  address.  The  second  will  consist  of  a  generous 
space  for  the  order,  with  ruled  lines  and  instructions.  The 
latter  may  request  samples  to  be  securely  pinned  to  the 
sheet,  also  a  request  to  indicate  a  second  and  third  choice, 
also  whether  the  customer  will  accept  a  similar  article  of 
equal  or  better  value,  in  case  the  store  is  out  of  the  goods 
ordered,  and  in  order  to  save  delay.  The  ruled  columns  will 
show  quantity,  description  and  price. 

The  second  page  may  be  devoted  to  the  words  "Mail 
Order  Department,"  the  firm  name,  and  spaces  for  the  date, 
the  amount  enclosed  (whether  in  the  form  of  cheque,  money 
order,  stamps  or  cash),  whether  by  mail  or  express,  also  the 
address  in  full.  Any  necessary  suggestions  for  ordering  may 
be  given  here  as  well.  There  may  state  that  if  the  samples 
sent  are  not  satisfactory  others  will  be  forwarded;  how  re- 


mittances should  be  sent ;  that  all  orders  will  be  sent  by  ex- 
press, unless  otherwise  requested;  that  the  store  will  pay 
express  charges  on  all  orders  of  $5.00  or  over,  accompanied 
by  the  full  amount  in  cash. 

The  last  page  may  contain  a  request  for  the  names  of 
friends  or  neighbors  who  will  appreciate  a  catalogue.  A 
number  of  ruled  spaces  are  left  below  this.  Names  may 
often  be  obtained  from  tax  or  voters'  lists,  also  from  the 
news  or  society  columns  of  local  papers. 

Distribution  and  Follow-Ups. 

When  the  catalogue  or  folder  is  ready  it  should'  be 
sent  out  to  a  carefully  selected  list  of  names.  A  method 
suggested  for  getting  new  names  is  to  insert  a  small  ad.  in 
all  the  weekly  papers  circulating  in  the  district  it  is  desired 
to  cover,  offering  to  send  the  catalogue  free  of  charge  to 
those  requesting  it.  Brief  mention  might  also  be  made  of 
the  conveniences  offered  for  mail  order  shopping. 

Another  method  of  getting  names  is  to  advertise  some 
low-priced  leader,  using  a  small  space,  as  before.  These 
should,  apparently,  be  pushed  for  all  they  are  worth,  the 
real  object,  however,  being  to  secure  a  good  mailing  list.  A 
catalogue  should  be  sent  in  case  of  an  order  or  an  inquiry 
resulting  from  such  advertising.  Samples  are  sometimes 
offered  in  the  same  way,  and  form  an  inducement  to  many. 

The  follow-up  is  an  important  matter  in  connection  with 
any  mail  order  system.  Because  an  order  is  not  received 
immediately  is  no  indication  that  the  name  is  a  "dead  one.'' 
Several  instalments  of  advertising  matter  may  be  necessary 
before  a  response  is  obtained. 

People  are  not  always  ready  to  buy  at  a  moment's 
notice;  then,  too,  the  catalogue  or  folder  may  have  Decome 
mislaid.  One  sale  to  a  customer  does  not  constitute  a  mail 
order  success.  It  is  the  succession  of  orders  from  the  same 
customer  which  tells.  This  necessitates  some  sort  of  fol- 
low-up at  regular  intervals. 

A  small  catalogue  sent  out  two  or  three  times  in  the 
year  and  followed  by  a  series  of  illustrated  folders,  at  in- 
tervals of,  say  a  month  or  two,  or  as  new  lines  or  new  sea- 
sons arrive,  would  form  a  good  follow-up  system.  This 
allows  the  description  of  a  large  number  of  lines,  besides 
making  a  repeated  claim  upon  the  prospective  customer's 
attention. 

Mail  Order  Success. 

Location  does  not  seem  to  be  so  serious  a  matter  in 
this  connection  as  the  facilities  for  shipping  and  distribu- 
tion. Rural  free  delivery  would  be  an  important  factor  in 
the  merchant's  favor,  where  this  exists;  also  good  railway 
connections  with  the  districts  to  be  served. 

Merchants  who  have  made  the  experiment  of  issuing 
a  catalogue  have,  in  nearly  every  instance,  been  surprised 
at  the  results,  both  general,  and  where  the  mail  order  idea 
has  been  carefully  worked  out. 

Instances  of  mail  order  success,  on  both  a  small  and  a 
large  scale,  are  numerous.  The  system  has  been  carried  on 
successfully  almost  under  the  shadow  of  the  big  mail  order 
houses,  their  advertising  only  serving  to  give  prominence  to 
that  particular  city  as  a  mail  order  centre. 

Being  located  in  a  small  town  or  city  at  some  distance 
from  the  larger  centres  is  not  necessarily  a  drawback  to 
selling  by  mail.  The  dealer,  in  such  cases,  has  the  advantage 
of  being  on  the  ground  and  of  knowing  his  district  and  his 
trade. 
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The  Glove  Department 

Aggressive  Sales  Methods  the  Key  to  Success  in  Selling  Gloves  and  Mitts-Current 

Fashions  in  the  Finer  Lines. 


To  make  a  success  of  the  glove  department  it  is 
not  sufficient  to  lay  in  a  stock  of  gloves  and  to  pur- 
chase a  silent  salesman  or  showcase  in  which  to  dis- 
play them.    Some  incidental  business,  no  doubt,  may 
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merely  to  get  in  touch  with  the  glove  user. 

Good  literature,  in  the  shape  of  descriptive  folders 
or  leaflets,  is  an  absolute  necessity.  These  must  be  on 
good  paper  and  well  illustrated  with  pictures  of  the 
goods,  accompanied  by  the  fullest  possible  descrip- 
tions. These  should  be  distributed  personally  by  the 
dealer  or  his  representative. 

Sometimes  admission  can  be  obtained  to  the 
works  or  yards.  In  other  cases  it  will  be  necessary  to 
utilize  the  noon  hour  or  some  other  time.  Factories 
and  other  places  where  men  are  employed  can  be 
worked  in  the  same  way. 

No  line  of  business  should  be  overlooked.  Drivers 
of  store  delivery  rigs  require  good,  warm,  serviceable 
gloves.  Wood  and  coal  yard  employees  are  also  m 
line.  Street  car  conductors  and  motor-men,  especially 
the  latter,  need  a  glove  with  certain  special  features. 
Still  another  type  is  used  by  chauffeurs  and  drivers 
generally.  These  will  usually  be  of  the  gauntlet  type. 
Even  schoolboys  require  a  good  serviceable  glove  or 
mitt,  while  in  most  localities  there  is  the  farmers' 
trade  to  look  after. 

The  point  to  be  kept  in  view  is  co  cultivate  the 


Show  Card  Suggestions 

be  picked  up  in  this  way.    This  will  be  further  aided 
by  good  window  displays  at  suitable  intervals. 

It  is  quite  possible,  however,  to  go  after  a  certain 
class  of  trade,  particularly  in  the  heavier  class  of 
goods.  The  progressive,  or  rather  the  aggressive, 
dealer  will  make  a  study  of  local  conditions,  a  thor- 
ough knowledge  of  which  will  often  furnish  the  clue 
to  more  business  and  larger  returns. 

For  instance,  in  a  town  or  city  which  is  a  divisional 
point  for  railways  it  will  be  possible  to  cater  specially 
to  the  needs  of  railway  men.    All  the  larger  cities  are, 
to  a  greater  or  less  extent,  headquarters  for  railway 
employees.    These  men   are   constantly  in   need  of 
gloves  of  various  types.    Brakemen  are  heavy  users 
of  gloves,  especially  during  the  colder  months,  and  to 
some  extent  all  the  year  around.    Then  there  are  the 
engineers,  firemen,  conductors,  freight  handlers,  bag- 
gagemen, teamsters  and  others,  all  requiring  gloves  for 
special  or  ordinary  wear.  These  special  uses  do  not  vary 
ro  considerably  as  to  make  it  a  non-paying  proposition. 
Many   manufacturers,    in    fact,    have    this  problem 
already  solved,  and  have  lines  ready-made  for  many 
of  these  purposes.    It  remains,  then,  for  the  dealer 


Show  Card  suitable  for  Spring  Opening 

field. in  each  case  by  methods  specially  adapted  to  local 
requirements  and  circumstances.  Gloves  are  also  par- 
ticularly well  adapted  for  mail  order  selling. 

Prominence  has  so  far  been  given  to  heavy  lines, 
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but  fine  gloves  for  street  and  evening  wear  can  be 
handled  in  a  similar  manner.  Schools  and  colleges  can 
be  circularized  as  already  suggested.  Society  people, 
also,  can  be  reached  by  means  of  nicely  printed  circu- 
lars, and  a  carefully  selected  mailing  list. 

Frequent  window  displays  of  the  various  lines  and 
good  show  cards  are  an  important  part  of  glove  retail- 
ing, while  a  point  to  be  emphasized  is  the  fact  that 
half-hearted  methods  are  of  little  avail  in  boosting- 
sales  and  making  of  the  glove  department  what  it 
should  be — one  of  the  important  sections  of  the  retail 
store. 

The  Question  of  Long  Gloves. 

Glove  importers  and  the  big  departmental  stores 
have  speculated  to  a  certain  extent  in  white  and  black 
12  and  16-button  length  kid  gloves.  The  16-button 
length  white  kid  glove  is  always  safe  for  evening  wear, 
and  is  therefore  not  a  real  risk.  As  predicted  many 
months  ago  the  active  opening  of  Spring  trade  will  see 
a  small  demand  for  these  lines. 

As  regards  long  silk  gloves  there  is  no  hesitation 
on  the  part  of  retail  merchants.  Some  leading  retail 
buyers  interviewed  feel  that  business  in  long  silk 
gloves  will  be  50  per  cent,  of  the  entire  fabric  trade. 

The  Chamoisette  glove  will  be  good  again  this 


Spring.  Natural  chamois  and  white  will  be  the  good 
sellers,  along  with  black. 

Extension  of  Glove  Trade. 

The  whole  of  France  is  keenly  interested  in  Cana- 
dian investments ;  only  a  good  channel  or  medium 
through  which  to  place  French  money  being  lacking 
at  the  present  time,  according  to  the  head  of  a  well- 
known  glove  firm  who  recently  visited  Montreal  and 
Toronto,  in  connection  with  the  extension  of  his  Cana- 
dian business. 

"The  appointment  of  a  successor  to  the  late  Cana- 
dian Trade  Commissioner  at  Paris,  or  the  establish- 
ment of  a  great  French  bank  in  this  city,"  he  stated, 
"would  greatly  facilitate  the  flow  of  French  capital  to 
this  country.  The  banks  are  the  great  medium  in 
France,  and  carry  immense  capital  on  which  they  pay 
only  one  per  cent,  interest.  Wherever  the  banks  place 
their  investments  the  people  always  follow,  and  there 
is  no  reason  why  a  good  portion  of  the  great  surplus 
of  money  that  we  have  should  not  find  its  way  to  Can- 
ada instead  of  to  Swiss  and  Belgian  banks,  where  it  is 
again  picked  up  by  other  countries."  The  operation 
of  the  Franco-Canadian  trade  treaty,  it  is  said,  is  very 
satisfactory  to  the  glove  trade,  and  the  duty  of  thirty 
per  cent,  is  considered  to  be  a  very  small  matter. 


Your  Silent  Salesman 

Value  of  Window  Display  as  a  Business-  Getter — How  to  Renovate  Your  Store  Front 

— Approximate  Cost — The  Result. 


Xo  feature  of  the  shoe  retailer's  business  deserves  more 
careful  study  and  painstaking  effort  than  that  of  window 
display.  Any  store  window  is  a  splendid  asset  if  properly 
used.  It  can  be  dressed  so  effectively  that  it  will  fairly  pull 
people  into  a  store;  on  the  average,  it  is  dressed  in  such  a 
slipshod  manner  that  the  result  is  repellant  rather  than 
attractive.  This,  we  believe,  is  usually  due  to  lack  of  know- 
ledge of  the  principles,  methods  and  materials  used  in  proper 
window  display,  and  not  to  any  indifference  about  the  sub- 
ject. That  shoe  retailers  everywhere  are  alive  to  its  import- 
ance is  evidenced  by  the  enquiries  pouring  in  to  the  "  Shoe 
and  Leather  Journal"  from  all  sources.  This  is  a  good, 
healthy  sign,  and  augurs  well  for  present  and  future  prosper- 
ity in  the  retail  shoe  trade.  In  this,  and  subsequent  discus- 
5i'<  ns  on  window  dressing,  we  will  point  out  ways  and  means 
of  using  "  the  silent  salesman"  so  that  greatly  increased  busi- 
ness will  result  therefrom. 

Attractive  Store  Fronts. 

Set  it  down  as  an  axiom  to  start  with,  that  nothing  is  of 
more  assistance  to  you  in  your  fight  for  custom  than  an  up- 
to-date,  natty-looking  store  exterior.  If  you  have  an  old- 
fashioned  store  front  that  looks  generally  unkempt,  and  about 
twenty-five  years  behind  the  times,  you  are  heavily  handi- 
capped at  the  start,  and  no  matter  how  attractive  your  win- 


dow displays  in  themselves  may  become,  there  will  be  an 
absence  of  harmony  between  them  and  their  environment 
which  will  greatly  decrease  their  selling  power.  This  does 
not  mean  that  the  window  rather  than  the  display  should 
attract  attention,  but  if  you  surrounded  a  valuable  painting 
with  a  coarse  unfinished  frame,  your  sense  of  propriety 
would  get  such  a  jolt  that  appreciation  of  the  picture  would 
be  dulled.  Just  so  with  a  window  display,  and  we  will  work 
out  the  problem  on  that  basis. 

A  Modern  Exterior. 

Taking  it  for  granted  that  the  accompanying  diagram 
refers  to  a  frontage  of  25  feet  with  a  height  of  11  feet — fair 
average  measurements — the  first  thing  to  be  taken  into  con- 
sideration after  ripping  out  the  old  front,  is  the  window  base. 
For  a  25-foot  store,  each  window  should  be  about  10  feet 
wide  by  4%  feet  deep.  This  leaves  5  feet  for  the  entrance, 
which  narrows  down  to  about  3  feet  8  inches  at  the  door. 
The  base  should  be  of  some  hard  weather-resisting  wood  as 
evenly-grained  as  possible,  no  more  than  1  foot  high,  as  the 
tendency  in  modern  store  fronts  is  to  substitute  plate  glass 
for  wood  wherever  possible.  It  costs  more,  but  results 
have  proved  that  this  course  always  pays,  in  increased  adver- 
tising value,  cleanliness  and  custom.  Moreover,  in  modern 
windows  the  flooring  is  kept  low  so  that  the  displays  do  not 
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reach  much  higher  than  the  level  of  the  eye.  This  principle 
is  being  more  widely  followed  all  the  time,  though,  of 
course,  with  a  great  many  exceptions.  It  is  especially  appli- 
cable to  shoe  displays. 

The  plate  glass  should  be  fairly  heavy,  and  of  course, 
has  to  be  specially  ordered.  In  this  design,  it  extends  from 
base  to  ceiling  in  each  window.  Brass  corner  frames  are 
quite  commonly  used  to  hold  the  sheets  of  glass  in  place,  but 
that  this  is  the  best  method  is  very  questionable.  A  bright 
finished  brass  frame  will  keep  a  chore  boy  working  most  of 
his  time  to  keep  clean  and  shining,  and  if  an  oxidized  finish 
is  used,  it  gets  smeary  very  quickly.  When  dirty — as  is 
usually  the  case,  unless  carefully  attended  to— it  detracts 
greatly  from  the  general  appearance  of  the  front.    The  best 


can  easily  spoil  the  desired  effect.  There  is  nothing  more 
necessary  for  the  shoe  window  than  a  handsome  flooring.  It 
shows  the  shoes  off  to  much  better  advantage,  is  easily  kept 
clean,  and  lessens  the  time,  the  thought  and  the  number  of 
fixtures  required  to  dress  a  window  satisfactorily.  Over  the 
ordinary  wood  should  be  laid  a  flooring  of  2-inch  strips  of 
oak  about  }4-inch  thick.  To  make  the  effect  more  striking, 
room  may  be  left  for  an  inlaid  border  of  the  same  material, 
of  fancy  design,  about  6  inches  wide  round  each  window. 
If  within  reasonable  distance  of  any  of  the  larger  cities,  you 
could  probably  get  estimates  for  this  work  complete,  at  little 
more  than  the  average  carpenter  would  charge.  There  are 
companies  that  make  a  specialty  of  such  work  in  every  city, 
and  better  results  will  usually  be  obtained  through  them, 


An  artistic  and  easily  dressed  store  front. 


and  least  expensive  way  is  to  have  the  corners  of  front  and 
side  sheets  of  glass  tacked  together  with  metal  fasteners.  If 
this  job  is  carefully  done  it  will  be  just  as  strong  and  much 
neater  than  the  other  style,  and  there  is  no  frame  to  interfere 
with  the  display.  To  set  these  windows  up  properly,  it  takes 
men  skilled  at  the  work.  It  is  no  job  for  a  carpenter  or  a 
bungling  amateur.  Plate  glass  is  too  expensive  to  play  with. 
When  these  windows  are  finished  the  only  wood  to  be  seen 
is  the  base  of  each  and  the  small  frames  holding  them  in 
place  at  ceiling  and  wall. 

The  Window  Flooring. 

A  bottom  flooring  of  ordinary  inch  lumber  should  first 
be  laid  in  each  window  as  a  sort  of  foundation.  Don't  stop 
at  this,  however,  for  here  is  where  the  spirit  of  parsimony 


because  they  have  the  appliances,  experience  and  artistic 
taste  necessary  to  do  satisfactory  work.  Indeed,  if  you  desire 
a  border  as  mentioned  previously,  it  will  be  necessary  to  turn 
to  them,  as  the  average  carpenter  does  not  carry  the  required 
material  in  stock.  In  case  an  ordinary  carpenter  does  the 
work  you  should  be  satisfied  with  a  plainer  effect,  but  if 
2x>4-inch  oak  strips  are  used,  these  nailed  down  with  suit- 
able brads,  and  the  whole  sand-papered  very  smooth,  filled 
and  waxed  to  a  bright  golden-oak  finish,  the  result  will  be 
very  pleasing  to  the  eye. 

Don't  have  this  flooring  raised  above  the  base  and  bev- 
elled, as  is  so  frequently  done.  In  summer  the  crevice  be- 
tween the  top  of  the  floor  and  the  window  becomes  a  reposi- 
tory for  dead  flies,  dirt  and  other  objectionable  things,  and 
these  can  be  removed  only  by  daily  removing  part  of  the  dis- 
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play  to  get  at  them.  Sometimes  if  the  crevice  is  very  nar- 
row, nothing  but  a  vacuum  cleaner  will  remove  all  the  dirt 
so  deposited.  There  is  nothing  gained  by  the  raised  floor.  It 
is  harder  to  lay.  and  the  old  idea  that  the  sweat  from  the 
windows  in  winter  will  necessarily  spoil  a  level  floor  has  been 
exploded.  Avoid  this  by  boring  inch  holes  six  inches  apart 
in  the  bottom  woodwork,  then  when  laying  the  upper  strips 
leave  a  ^-inch  space  next  the  glass,  on  both  sides.  The 
water  will  run  down  the  glass  into  this  crevice,  thence 
through  the  auger  holes.  This  will  also  allow  a  passage  of 
air  which  will  keep  the  windows  clear  of  frost  without  other 
agencv  on  all  but  the  mcst  severe  days. 

The  Background. 

One  of  the  handsomest  effects  that  can  be  secured,  is  to 
erect  a  paneled  back  2  feet  high.    The  sketch  shown  will 
give  a  fair  idea  of  this  effect.    This  material  should  be  of  oak 
or  ash  with  a  mission  finish  to  contrast  sharply  with  the 
light-colored  flooring.    Divide  it  into  three  equal  sections  by 
two  small  posts,  the  central  section  being  for  the  door  into 
the  window.    It  is  unwise  to  have  a  purely  wood  back  higher 
than  2  feet,  as  it  shuts  the  light  from  the  store.    Plain  glass 
the  width  of  the  window,  or  the  usual  window-pane  effect, 
will  tend  to  cheapen  a  window  of  this  style.    This  can  be  sur- 
mounted easily  and  cheaply  by  securing  from  some  lumber 
dealer  10-foot  lengths  of  oak  or  ash,  one  inch  square — about 
225  feet  for  each  window  would  be  plenty— and  placing  them 
vertically  and  horizontally   in  such  a  way   that  rectangles 
10x12  inches  will  be  formed.    The  general  effect  is  shown 
in  the  drawing.    This  framework  runs  from  the  top  of  the 
solid  2-fcot  background  to  the  ceiling,  and  should  also  be  of 
mission  finish  to  harmonize  with  the  solid  back  below  it,  and 
to  contrast  properly  with  the  floor.    The  reason  for  having 
the  rectangles  measure  10  x  12  inches  is  that  this  is  a  stock 
size  for  ordinary  glass  and  in  dealing  with  the  cost  of  glass 
this  should  be  considered.    Insert  one  of  these  10  x  12-inch 
panes  in  each  rectangle,  and  fasten  it  back  and  front  on  all 
four  sides  by  triangular  strips  of  the  same  color  and  material. 
The  result  will  be  an  imitation  leaded  glass  effect  on  a  large 
scale  without  the  extreme  cost  of  the  latter,  and  without  any 
sacrifice  of  light  in  the  interior.    If  a  firm  were  to  make  an 
estimate  on  a  leaded  background  of  this  size,  the  cost  would 
made  you  blink;  whereas  the  above  result  can  be  attained 
very  cheaply  and  with  about  two  days'  labor.    A  four-foot 
door  in  line' with  the  smaller  door  in  the  background  can  be 
cut  out  of  this  frame  work. 

Results  Summarized. 

To  summarize,  by  working  along  the  above  lines,  you 
secure  a  window  which  will  attract  the  attention  of  every 
passer-bv.  It  will  be  easily  kept  clean,  quickly  dressed  with 
fewer  fixtures,  and  yet  the  window  itself  will  not  detract  in 
the  slightest  from  the  display,  but  rather  will  blend  with  the 
latter  and  vastly  increase  its  pulling  power.  The  dark  back- 
ground contrasts  sharply  with  the  bright  flooring,  and  the 
whole  front  shows  up  favorably  as  compared  with  the 
ordinarv  stereotyped  shoe  window  that  increased  trade  is 
bound  to  follow'  The  ceiling  and  sides  of  these  windows 
could  be  either  covered  with  harmoniously  colored  burlap  or 
linted.  unless  you  wished  to  go  to  the  extra  expense  of 
j.lanking  them,  which  is  really  unnecessary. 

The  Cost.  I 

Any  estimate  of  the  cost  of  these  changes  is  necessarily1 


only  approximate,  as  the  cost  of  the  material  and  labor  re- 
quired would  vary  according  to  locality.    A  fair  estimate  for 
both  windows  would  be  : 
Plate  Glass — 

2  front  windows,  each  10  x  10  ft,  200  sq.  ft.,  at  60c. $120  00 
2  side  windows,  each  10  x  5  ft.,  100  sq.  ft.,  at  60c.  . .  60  00 
Flooring — 

2  windows,  each  10x4^  ft.,  95  sq.  ft.  fallowing  5 
feet  for  inside  corners,  as  sides  are  not  perfectly 
parallel),  at  40c.  a  sq.  ft.  (a  trade  estimate)  ....    38  00 

(This  could  not  be  done  much  cheaper  for  the  class 
of  work  mentioned,  if  border  is  used). 

Background — 

Paneled  portion  for  both  windows,  10x2x2  ft.  at 

30c   12  00 1 

Upper  portion  (exclusive  of  labor,  counting  strips 

and- glass)  22  00  | 

Total  --.$252  00 j 

These  prices  are  not,  of  course,  absolutely  accurate,  and 
could  not  be  made  so  without  a  thorough  knowledge  of  local 
conditions,  but  they  are  a  fair  estimate  made  up  after  care- 
ful enquiries  among  firms  well  qualified  to  judge.  It  is  not 
within  the  province  of  this  article  to  figure  out  the  cost  of 
every  item  to  the  last  cent  as  a  contractor  would  do,  and  as 
only  he  would  be  qualified  to  do.  We  have  not  taken  into 
account  the  cost  of  the  base,  nor  of  the  door  or  transom 
above,  both  of  which  should  be  as  near  the  material  used  in 
the  base  as  possible,  and  with  either  the  leaded  effect  shown 
in  the  background  or  plain.  The  cost  of  the  lighting  fixtures 
would  also  have  to  be  taken  into  account,  and  also  the  cost 
of  demolishing  the  old  front.  Making  due  allowance  for 
these  and  other  unforeseen  expenses,  the  two  windows  should 
not  cost  more  than  $300  complete.  That  is  $6  a  week  for 
the  first  year.  Is  the  vastly  increased  trade  resulting  there- 
from, the  advertising  received  thereby,  and  the  generally  im- 
proved appearance  of  the  whole  store  not  worth  that  sum? 
A  shoe  merchant  who  is  progressive  would  be  ashamed  to  say 
"No" — out  loud,  at  any  rate. 

The  good  results  do  not  end  there.  You  dress  that  win- 
dow at  least  once  a  week.  Possibly  you  dreaded  it  before, 
owing  to  the  yards  of  tissue  paper,  green  baize,  or  other 
decorating  material  you  had  to  use  on  floors  and  as  back- 
grounds. This  is  all  obviated  in  the  renovated  windows. 
Such  decorations  would  only  spoil  the  general  effect.  A 
simple  background,  handsome  flooring,  neat  fixtures  to  match 
—a  few  shoes  in  each  window  and  a  plan  of  arrangement  in 
your  head.  Presto !  the  thing  is  done  in  a  few  minutes. 
That  alone  is  well  worth  the  $6  a  week  or  whatever  amount 
is  necessary  on  account  of  the  changes.  You  buy  conven- 
ience for  yourself  as  well  as  increased  trade  therewith. 

It  is  almost  impossible  to  estimate  the  loss  or 
gain  that  may  be  attributed  to  an  attractive  or  un- 
attractive store  front.    Time  was  when  any  old  thing 
did  for  a  front,  providing  the  goods— and  the  credit  if 
required— were  to  be  obtained  within.    All  this  has 
changed  with  the  forward  march.    Good  backing  is 
„  important,  so  is  a  good  front.    It  is  the  merchant's 
!!  "silent  salesman,"  and  money  spent  on  its  improve- 
|ment  from  time  to  time  might  well  be  charged  to  sal- 
Wary  expense. 
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Store  Management 

Details  May  Be  Made  Too  Prominent— The  Broad  Outlook  Counts— Giving  Qualified  Sales- 
men Responsibility — How  It  Works  Out. 


There  is  so  much  emphasis  placed  upon  the  mas- 
tery of  details  in  present-day  merchandising,  that  the 
average  retailer  tries  to  carry  the  whole  burden  of  his 
business  unaided,  and  frequently  flesh  and  blood  can- 
not stand  the  strain.  The  retailer  who  tries  to  be 
here,  there  and  everywhere ;  who  tries  to  carry  minute 
book-keeping  details,  salesmanship  problems  and  cus- 
tomers' complaints  in  his  head  at  one  and  the  same 
time  is  on  the  road  to  shattered  health,  if  not  to  finan- 
cial ruin — especially  if  his  business  be  a  large  one. 

The  captain  who  tries  to  fight  his  ship  from  the 
gun  platform  instead  of  the  conning  tower  is  courting 
defeat.  The  winning  general  is  sometimes  miles  away 
from  the  forefront  of  the  battle.  You  never  hear  of 
him  leading  a  cavalry  charge— except  in  fiction.  Why? 
Simply  because  he  is  using  his  brain  to  plan  the  cam- 
paign ;  he  has  a  thorough  first-hand  knowledge  of  the 
forces  for  and  against  him,  and  it  takes  every  moment 
of  his  time  initiating  plans  and  directing  their  carry- 
ing out— without  frittering  away  his  energies  and  his 
time  doing  tasks  that  others  can  do  for  him  equally 
well. 

Co-operation  Necessary. 

Like  a  general,  the  shoe  retailer  cannot  win  out 
alone  in  the  strenuous  competition  of  modern  business. 
His  staff  must  co-operate  with  him  constantly  if  suc- 
cess is  to  be  attained.  How  is  he  to  secure  that  co- 
operation on  the  part  of  every  member  of  his  staff? 
Many  a  man  is  up  against  that  problem  to-day  and 
is  not  handling  it  successfully,  simply  because  he  takes 
all  the  initiative  himself,  and  neither  looks  for  nor  re- 
wards enterprise  on  the  part  of  the  staff.  To  such  a 
man,  burdened  and  harassed  with  petty  details  until 
he  has  lost  all  sense  of  proportion,  we  can  lay  down  a 
simple  rule  which,  if  followed,  undeviatingly,  will 
make  his  business  a  pleasure  and  a  greater  success. 

Responsibility  Begets  Ability. 

"Never  do  yourself  what  some  one  else  can  do  for 
you  equally  well."  That's  the  secret  of  Andrew  Car- 
negie's marvellous  success.  He  didn't  try  to  carry  all 
the  departments  of  the  giant  steel  corporation  in  his 
head.  Not  he !  But  he  picked  out  qualified  men  and 
gave  them  absolute  responsibility  for  results.  He  ex- 
pected his  choice  to  be  justified;  it  invariably  was. 
He  washed  his  hands  of  the  department  details,  and 
let  his  genius  have  full  sway  in  the  general  oversight 
of  that  vast  concern.  The  principle  is-  sound,  and  is 
applicable  to  the  shoe  retailer,  no  matter  whether  his 
business  is  large  or  small. 

How  It  Works  Out. 

If  these  remarks  apply  to  your  business,  you  owe 


it  to  your  own  best  interests  to  try  this  plan.  Pick 
out  a  clerk  who  shows  initiative,  ability  and  loyalty 

 the  last  is  the  most  indispensable  of  the  three.  Place 

him  in  charge  of  a  certain  department  or  section  of  the 
store.  Make  him  absolutely  responsible  for  results 
in  that  section.  Give  him  your  confidence  as  far  as 
you  think  it  advisable,  but  at  any  rate,  show  him  that 
you  believe  he  is  equal  to  the  responsibility  placed 
upon  him.  If  he  is  of  the  right  calibre— and  you 
should  be  pretty  sure  of  that  ere  the  selection  is  made 
—he  will  rise  to  the  occasion  in  a  way  that  will  aston- 
ish you.  Encourage  him  to  come  to  you  with  his  dif- 
ficulties. You'll  find  his  visits  on  this  score  will  be 
less  frequent  as  time  goes  on.  Make  him  feel  that  as 
far  as  that  department  goes  he  is  the  business,  and 
give  him  reasonable  latitude  in  trying  out  new  ideas. 
Then  when  you  have  arranged  things  to  your  satisfac- 
tion, look  to  him  to  show  results,  and  wash  your  hands 
of  the  details. 

Divide  the  store  into  the  number  of  departments 
you  consider  advisable,  and  make  the  same  arrange- 
ments in  each  department.  This  applies  to  the  office, 
as  well  as  to  the  sales  force.  As  a  result,  you  will 
have  several  brains  in  active  co-operation  with  your 
own  in  increasing  your  business.  It  may  be  wise  to 
offer  a  certain  percentage  on  all  sales  over  and  above 
a  reasonable  average.  This  will  lend  added  interest 
to  the  work,  as  it  will  appeal  powerfully  to  the  self- 
interests  of  each  department  head,  and  create  a  heal- 
thy rivalry.  You  can  carry  this  idea  still  further,  if 
you  wish,  by  giving  an  extra  bonus  to  the  department 
showing  the  largest  net  increase  during  the  year. 

Time  for  Oversight. 

Having  thus  effectively  shaken  yourself  loose  from 
the  ancient,  yet  still  common  idea  that  "if  you  want 
to  get  a  thing  well  done,  do  it  yourself,  you  will  now 
be  free  to  assume  a  broad  oversight  of  the  business 
such  as -you  were  never  able  to  accomplish  under  the 
old  scheme  of  things.  You  need  not  worry  for  fear 
that  you  will  have  little  to  do.  Keeping  in  touch  with 
your  managers  or  head  salesmen,  receiving  their  re- 
ports and  issuing  instructions,  will  take  quite  a  bit 
of  your  time.  In  thus  securing  time  to  take  a  broad- 
gauge  view  of  things  you  will  be  doing  something  that 
no  one  on  your  staff  is  qualified  to  do.  You  will  also 
be  able  to  note  any  weakness  or  trouble  instantly,  and 
if  your  windows  are  not  properly  dressed,  you  will  not 
be  so  busy  ferreting  out  some  delivery  trouble,  that 
you  will  have  no  time  to  devote  to  a  discussion  with 
your  window-trimmer  of  ways  and  means  of  improve- 
ment. If  the  sales  in  one  department  show  a  falling- 
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Chat  With  The  Salesman 

Relations  Between  Clerk  and  Employer  Show  Mutual  Consideration — How  Clerks  Sometimes  Make  Friends 

for  the  Store. 


Relations  Betweem  Clerk  and  Employer. 

Employers,  as  well  as  employees,  should  make  a  careful 
study  of  the  rules  underlying  successful  salesmanship.  The 
employer,  in  many  cases,  has  been  a  salesman  himself,  and 
has  consequently  been  up  against  most  of  the  problems 
which  confront  the  latter.  This  should  render  him  not  only 
considerate,  but  should  furnish  him  with  the  key  to  securing 
the  highest  and  best  .results  from  his  staff  of  salesmen. 

This  does  net  mean  studying  to  get  the  most  out  of 
them  for  the  least  money.  This  is  a  procedure  which  usually 
antagonizes,  and  consequently  produces  the  very  reverse  of 


Kindly  and  considerate  relations  between  employer  and 
employee  should  be  mutual.  There  should  be  nothing  one- 
sided about  this.  The  clerk  owes  it  to  his  employer  to  use 
his  best  endeavors  to  forward  the  latter's  interests  on  every 
occasion. 

Many  employees  consider  their  duties  fully  discharged 
when  they  go  through  the  mechanical  execution  of  their  daily 
tasks  in  a  fairly  thorough  manner,  but  never  rise  to  a  suffi- 
ciently high  conception  of  their  work  to  make  a  study  of  it, 
to  plan  and  to  initiate. 

There  is  a  big  demand  at  present  for  initiative,  as  well 


Making  friends  for  the  Store 


the  effect  desired.  Fair  wages  are  just  as  essential  as  fair 
treatment  in  other  respects.  On  the  other  hand,  economical 
considerations  force  the  employer  to  take  the  quantity  and 
quality  of  service  into  account  just  as  carefully  as  he  would 
any  other  kind  of  expense  or  financial  outlay.  If  the  clerk 
is  not  a  producer,  or  even  if  the  returns  upon  his  labor  are 
below  the  economical  mean,  the  fact  must  be  known  and 
given  the  same  consideration  which  is  given  to  other  operat- 
ing expenses. 


as  executive  ability.  It  is  the  key  to  advancement  all  along 
the  line.  The  ability  to  "start  something,"  to  set  the  wheels 
of  business  in  motion,  or,  in  other  words,  to  be  a  producer,  is 
at  a  premium. 

The  fact  that  some  employers  are  lacking  in  generalship, 
that  they  do  not  know  how  to  handle  men,  is  no  reason  why 
the  clerk  should  be  remiss  in  his  duties.  He  owes  it  to  him- 
self, as  well  as  to  his  employer,  to  use  every  means  in  his 
power  to  cultivate  the  habits  which   command  commercial 
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success.    Careless  habits  once  acquired  are  carried  every- 
where and  prove  a  permanent  barrier  to  advancement. 

The  salary  question  is  one  which  crops  up  continually, 
and  is  the  source  of  much  trouble.  The  salesman  frequently 
becomes  dissatisfied  with  his  position,  and  whether  he  makes 
a  change  or  not,  his  dissatisfaction  is  often  traceable  in  the 
quality&and  quantity  of  work  done.  The  surest  and  best  way 
to  secure  a  rise  in  salary  is  for  the  salesman  to  show  by  the 
improved  quality  of  his  services  that  he  deserves  it. 

No  doubt  employers  are  unappreciative  at  times,  but 
more  often  it  is  the  employee  who  takes  a  one-sided  view. 
There  is  no  more  useful  business  asset  to  a  salesman  than  the 
ability  to  place  a  correct  valuation  upon  his  own  services. 
It  is  safer  and  wiser  to  place  a  slightly  lower  value  upon 
these  than  they  deserve  than  to  overvalue  them.  People 
who  can  form  a  correct  judgment  of  their  own  personal  at- 
tainments and  abilities  are  a  scare  article  in  all  departments 
of  life,  but  the  employee  who  is  lacking  in  the  sense  of  pro- 
portion in  this  respect  has  placed  a  serious  barrier  in  the 
way  to  success. 

The  employer  evidently  owes  it  to  his  employees  to  treat 
them  as  though  they  were  rational,  thinking  human  beings, 
though  he  is  sometimes  rather  rudely  jarred  to  find  that 
they  are  neither.  He  also  owes  it  to  them  to  have  regard 
both  for  their  health  and  their  comfort.  The  best  conditions 
are  necessary  for  the  best  class  of  work,  and  this  means  a 
kindly  atmosphere,  good  ventilation  and  lighting  and  the 
stimulation  of  example.  The  employer  who  wishes  his  clerks 
to  be  genial  should  cultivate  the  habit  himself.  The  same 
with  promptness— no  dealer  can  expect  his  assistants  to  be 
prompt  if  he  goes  in  and  out  at  any  old  time,  and  does  not 
insist  upon  system  and  orderly  methods.  Some  employers  go 
so  far  as  to  provide  lunch-rooms  and  reading-rooms  for  their 
employees.  This,  of  course,  is  applicable  only  to  the  larger 
stores  or  factories,  but  the  results  show  that  attention  to 
the  health  and  comfort  of  salespeople  not  only  meets  with 
a  generous  response,  but  secures  better  results  during  work- 
ing hours  as  a  result  of  improved  conditions. 

Making  Friends  for  the  Store. 

The  accompanying  cartoon  is  suggestive  of  conditions 
which  are  only  too  prevalent  in  all  lines  of  business.  No 
matter  how  progressive  the  store,  no  dealer  can  afford  to 
make  bad  friends  of  prospective  customers  by  sweeping  the 
mud  or  dust  from  the  store  front  upon  their  clothing  as  they 
pass.  Cleaning  up  is  a  necessary  operation,  but  one  which 
can  either  be  done  early,  or  in  such  a  way  as  to  avoid  the 
conditions  pictured.  A  little  extra  time  taken  to  wait  until 
people  pass  would  certainly  be  time  well  spent. 

Prompt  and  obliging  treatment  inside  the  store  is  a  posi- 
tive method  of  making  friends.  Every  one  likes  to  come 
back  where  such  service  is  given.  Some  clerks  have  the 
habit  of  looking  vexed  or  developing  a  sudden  frigidity  of 
manner  if  a  sale  is  not  made.  This  might  be  all  right  if  only 
one  sale  were  to  be  made  to  a  customer,  but  the  dealer  who 
knows  his  business  wishes  not  only  to  get,  but  to  hold  trade. 
He  wishes  his  customers  to  come  again  and  again,  and  would 
be  wise  to  see  that  his  plans  do  not  miscarry  through  irre- 
sponsible and  unthinking  assistants. 

No  doubt  the  position  of  the  salesman  is  often  trying. 
Customers  are  often  overbearing  in  manner,  capricious  and 


hard  to  suit.  This  requires  the  exercise  of  diplomacy  and 
should  not  be  allowed  to  develop  into  a  sort  of  "armed  neu- 
trality" towards  all  customers.  The  clerk  who  encounters  a 
difficult  customer  should  remember  that  people  of  this  stamp 
have  often  been  turned  into  the  best  friends  of  the  store  by 
a  little  skilful  handling.  We  would  not  suggest  that  the 
salesman  should  give  in  at  all  points.  He  should  hold  his 
own  politely,  but  firmly,  when  he  is  positive  that  he  is  right, 
but  should  defer  to  possible  differences  of  opinion.  Each 
case,  of  course,  should  be  handled  on  its  own  merits  and  will 
require  different  treatment. 

Three  gentlemen  of  the  writer's  acquaintance  recently 
went  into  a  large  down-town  store  and  were  allowed  to 
stand  around  for  fifteen  minutes  or  more  without  the  slight- 
est attention.  They  finally  got  tired  of  waiting  and  left  the 
store.  This  is  not  an  uncommon  experience,  and  shows  a 
serious  defect  in  store  management  and  salesmanship. 

For  all  any  one  knew  to  the  contrary,  these  three  men 
were  each  possible  purchasers  of  a  good  bill  of  goods.  Not 
only  was  a  sale  lost  to  the  store,  but  a  mental  resolve  was 
formed  to  go  elsewhere  next  time  anything  was  needed  in 
this  line. 

It  is  a  common  experience  to  be  required  to  wait  for 
quite  a  while,  or  until  the  "sales  person"  finishes  a  conversa- 
tion or  finishes  an  item  in  the  paper.  Another  experience 
equally  annoying  is  to  have  the  salesman  or  saleswoman  con- 
duct a  frivolous  conversation  with  another  employee  while 
endeavoring  to  wait  upon  the  customer. 

Another  acquaintance  was  practically  forced  into  buy- 
ing, or  rather  into  keeping  a  purchase,  which  proved  to  be 
entirely  unsuitable  and  which  was  brought  back  immediately, 
without  being  used,  and  in  the  same  condition  as  when  it  left 
the  store.  This  is  short-sighted  policy,  and,  as  before  stated, 
might  be  all  right,  so  far  as  the  store  is  concerned,  if  the 
dealer  never  expected  to  make  more  than  one  sale  to  each 
individual.  The  privilege  of  returning  will  be  subject  to  cer- 
tain limitations,  but  there  should  be  a  liberal  interpretation 
of  the  idea.  Some  of  the  largest  city  stores  exchange  goods 
almost  without  question,  or,  if  so  desired,  refund  the  money. 
There  is  something  pleasing  about  this  freedom  in  purchas- 
ing which  inclines  a  person  to  go  where  he  or  she  can  be 
sure  of  satisfaction  or  the  money  back. 


The  Value  of  Accuracy. 

Accuracy,  as  a  habit,  is  of  the  utmost  importance,  not 
only  in  business,  but  in  social  and  private  affairs.  Slipshod 
methods  are  no  doubt  the  cause  of  more  failures  than  almost 
anything  else.  No  amount  of  genius  can  offset  the  effects  of 
unreliability  and  inaccuracy  of  work.  There  are  probably 
more  shipwrecked  geniuses  from  the  lack  of  a  steady  hand 
at  the  rudder  than  from  any  other  cause. 

A  painter  may  paint  a  beautiful  picture,  full  of  action 
and  perfect  in  coloring,  but  such  efforts  have  frequently  been 
spoiled  through  a  lack  of  correct  setting  and  costume,  or 
some  inaccuracy  as  to  the  time  or  period  depicted. 

Accuracy  may  be  carried  to  an  extreme,  like  everything 
else,  but,  coupled  with  speed  and  originality  or  initiative,  is 
an  almost  sure  stepping-stone  to  success.  Accuracy  cannot 
be  safely  sacrificed  to  speed,  or  speed  to  accuracy,  but  a  fair 
proportion  of  the  two,  combined  with  the  third  quality 
mentioned,  is  a  winner. 
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Smith  &  Johnsons  Advertising  Campaign 

They  Make  Their  Publicity  Arrangements  for  the  Year. 


"Say,  Billy,  are  we  going  to  go  at  this  advertising  busi- 
ness this  year  the  way  we  did  last,  and  not  know  from  month 
to  month  where  we  are  at?  I  think  this  business  of  leaving 
our  arrangements  until  we  see  what  the  other  fellow  is 
doing,  and  this  splurging  just  because  a  fellow  feels  good  is 
all  wrong.  1  think  we  ought  to  sit  right  down  and  figure 
what  we  are  going  to  do,  and  stick  to  a  regular  plan."  And 
Sam  gave  the  stove  an  extra  kick  as  he  was  passing  to 
emphasize  his  remark. 

•'You'll  remember,  Sam,  I  made  that  suggestion  last 
year,  and  you  were  a  little  sore  on  the  subject,  and  thought 
we  ought  to  see  how  things  showed  up  before  making  defin- 
ite arrangements.  I've  always  believed  that  advertising  was 
as  necessary  a  part  of  business  building  as  proper  stock 
keeping  and  window  display,  and  should  be  treated  the  same 
way  we  treat  rent,  insurance  and  other  things,  with  the 
exception  that  by  carefully  spending  the  money  there  can  be 
more  business  brought  than  even  by  a  show  window  well  laid 
out,  and  that's  no  reflection  on  your  ability  in  that  line 
either,  Sammy."  11 
"Well,  I'll  admit  I  was  a  little  sore  on  advertising  last 
year,"  replied  Sam.  "It  made  me  sick  to  see  the  stuff  those 
suckers  down  the  street  were  putting  in  both  the  "  Record  ' 
and  "Review,"  and  I  think,  in  spite  of  it,  we  did  more  busi- 
ness than  they  did,  Billy,  so  it  looked  as  if  we  saved  the 
amount  they  put  into  their  spreads." 

"It's  no  use  advertising,  Sam,  if  you  don't  have  the 
goods  and  the  values,  and  those  fellows  are  getting  so  well 
known  that  their  big  ads.  do  not  seem  to  draw  any  more.  I 
understand  from  Tom  Brown,  who  keeps  the  cigar  store  next 
to  them,  that  after  their  big  noise  at  the  beginning  of  Christ- 
mas week  they  didn't  have  any  more  people  in  their  place 
than  the  week  before.  As  I  said,  you've  got  to  back  up 
advertising  with  the  goods  and  square  treatment  or  you 
might  as  well  throw  your  money  into  the  stove." 

"1  am  with  you  there,  Billy,  but  just  the  same,  lots  of 
people  are  caught  with  appearances,  and  you  know  what 
Barnum  said  'The  peopl-.  like  to  be  humbugged,'  and  I  think 
if  we  had  a  little  more  ginger  in  our  ads.,  with  the  stock  and 
prices  to  back  us,  we  ought  to  add  considerable  to  our  busi- 
ness this  year." 

"What  do  you  mean  by  ginger,  Sam?  I  think  our  ads. 
are  as  forceful  and  clear-cut  as  anything  in  either  of  our 
town  papers.  If  you  mean  that  spread-eagleism  and  fox  talk 
is  good  advertising  I  don't  agree  with  you,  and  I'll  tell  you 
right  now  that  1  won't  attempt  to  follow  those  'suckers'  as 
you  call  them.  I  want  a  better  example  for  my  advertising, 
not  to  speak  of  my  business  ideals." 

"No  use  getting  hot,  Billy.  I  only  mean  that  I 
thought  perhaps  our  ads.  were  a  little  conservative,  and  a 
little  more  confidence,  or  even  boldness,  wouldn't  hurt." 

"My  idea  of  advertising,  Sam,  is  to  tell  the  people  'the 
truth,  the  whole  truth,  and  nothing  but  the  truth,'  and  in  the 
leng  run  honesty  of  this  kind,  as  well  as  all  others,  pays.  Do 
you  think  the  people  to-day  don't  know  hot  air  from  straight 
business?  1  tell  you  there's  not  a  woman  in  the  town,  not  to 
speak  of  the  men,  who  can't  size  up  an  advertisement  as  well 
as  a  store,  and  tell  the  shoddy  from  the  all  wool.  The  same 
man,  Barnum,  you've  quoted,  said  also,  'You  can  fool  all  the 


people  some  time  and  some  of  the  people  all  the  time,  but  I 
you  can't  fool  all  the  people  all  the  time.'  " 

"I  know,  Billy,  you  are  awfully  conservative,  and  hate 
a  big  noise.    I  think  your  policy  of  taking  a  certain  space  and 
position  in  a  paper  is  wrong.    I  think  we  ought  to  talk  big  1 
when  business  is  doing,  and  run  light  at  a  time  like  this  when  I 
trade  is  quiet.    I  also  think  your  opposition  to  outside  adver- 
tising schemes  is  foolish,  I  know  the  lodge  felt  a  little  sore  ] 
that  we  turned  down  its  concert  programme,  and  though  I 
stood  pat  on  the  question  with  the  committee,  and  offered 
them  a  five  dollar  contribution  out  of  my  own  pocket,  I  know 
they  thought  we  were  mean,  and  it  will  cost  us  some  busi- 
ness.   Then  that  card  with  the  church  services  for  the  hotels 
which  we  passed  up.    I  am  sure  those  who  see  that  we  are 
out  of  it  must  think  we  are  a  pair  of  dubs  who  are  afraid  to 
spend  a  dollar  on  a  side  issue  for  fear  of  not  getting  it  back. 
However,  you're  the  doctor,  Billy." 

"  I'm  absolutely  down  on  fake  advertising,  Sam,"  replied 
his  partner.  "  I'd  sooner  give  what  money  I  give  to  charity 
direct.  I  was  hit  for  an  affair  in  our  church  the  other  day 
for  which  I  coughed  up  four  dollars  rather  than  work  it  in 
on  the  firm,  and  one  of  my  election  supporters  went  out  of 
the  store  yesterday  peeved,  because  I  would  not  listen  to  his 
graft  scheme  which  he  called  advertising.  No,  I  believe  in 
advertising,  and  am  willing  to  put  my  money  up  for  the  real 
thing,  but  certainly  not  for  these  side  shows  and  pap 
schemes." 

"Well,  how  much  do  you  think  we  ought  to  spend  this 
year,  Billy?  Don't  you  think  we  ought  to  fix  a  sum  and 
pretty  well  stick  to  it?" 

"Yes,  I  think  that's  a  good  idea,  Sam,  and  I'm  with  you 
on  deciding  just  how  much,  and  in  what  way,  we  should 
spend  it.  I  think,  taking  our  turnover  last  year  as  a  basis 
($30,000),  we  ought  to  spend,  at  least,  two  and  one  half  per 
cent,  of  this  amount  for  advertising.  That  would  mean 
$750.00,  which  I  think  is  a  fair  amount,  although  you'd 
probably  like  to  see  it  boosted  to  a  thousand.  I'd  spend 
$400.00  on  the  "Record,"  which  is  our  best  paper,  and 
$200.00  on  the  "Review,"  leaving  $150.00  for  extras,  and  by 
these  I  mean  legitimate  efforts,  such  as  circularizing,  and 
other  things  that  crop  up.    What  do  you  think?" 

"Well,  you're  a  little  conservative,  as  usual,  Billy.  As 
you  say  I'd  rather  see  it  an  even  thousand,  or  at  best  nine 
hundred.  I'd  like  to  see  an  extra  hundred  for  incidentals  at 
least.    Let's  make  it  $850.00." 

"No,  Sam,  I've  thought  it  all  out,  and  I'll  make  it  the 
even  $800.00,  and  I  think  that  ought  to  be  plenty." 

"Why  do  you  cut  the  "Review"  down  to  $200.00  though, 
Billy,  and  give  that  "Record"  fellow  double.  I  think  you 
should  split  even  on  it." 

"You  know  yourself,  Sam,  the  "Record"  is  worth  four 
times  as  much  to  us  as  the  "Review,"  even  if  the  latter  is 
your  party  paper.  Business  is  business,  Sam,  and  advertis- 
ing is  advertising.  We  have  to  recognize  the  "Review,"  but 
it  is  getting  all  the  show  it  is  entitled  to  in  these  figures.  My 
idea  is  to  make  a  line  contract  with  each  of  them,  and  use 
the  space  as  we  think  the  occasion  demands.  But  remember. 
Sam,  none  of  these  church  or  lodge  things  for  us  this  year." 

"All  right,  Billy,  we'll  let  it  go  at  that." 
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Good  Advertising 


The  Value  of  Salesmanship  Copy— Some  Errors  to  be  Avoided— Truthfulness  and  Realistic  Descriptions- 
Concrete  Examples — Bargain  Offers. 


As  stated  in  the  last  issue,  copy  for  advertisements 
is  divided  into  six  parts,  rive  of  which  were  then  briefly 
discussed.  The  remaining  feature — the  body  matter 
proper — is  the  most  important  of  all.  You  may  get  a 
good  heading  and  a  well-displayed  ad.,  but  unless  you 
have  something  to  say  that  grips  the  reader  and  makes 
him  want  the  article  in  question  and  want  it  badly,  the 
value  of  the  space  and  the  effort  is  largely  lost.  Not 
completely  so,  because  advertising,  if  persistent,  has  a 
cumulative  effect;  but  the  average  retail  advertiser  is 
looking  for  immediate  results.  He  cannot  build  up 
his  business  on  the  trade  that  he  may  get  six  months 
hence.  The  success  of  his  advertising  must  be  judged 
largely  by  immediate  results,  therefore  he  must  aim  to 
write  such  matter  as  will  impel  the  reader  to  take 
prompt  action  to  secure  what  he  considers  to  be  a  bar- 
gain either  in  quality  or  price  or  both. 

A  Few  Don'ts. 

If  you  wish  lo  be  a  successful  advertiser,  you  must 
avoid  the  many  pitfalls  in  the  path  of  the  retailer. 
1  his  class  of  advertising  is,- generally  speaking,  the 
poorest  in  the  world,  because  some  of  the  rules  given 
here  are  continually  broken. 

Don't  make  extravagant  statements.  If  your  ads. 
continually  abound  in  such  expressions  as  "the  great- 
est value  ever  known,"  '•tremendous  reductions," 
•  none  can  approach  our  prices,"  "wholesale  slaughter 
of  prices,"  and  many  other  effusions  of  -  like  nature, 
you  cannot  blame  readers  if  they  put  you  down  as  a 
"  hot-air  artist,"  as  the  man  on  the  street  says.  There 
are  many  merchants  who  consider  that  their  ads.  are 
not  effective  unless  they  can  string  off  adjectives  by 
the  foot,  and  superlatives  at  that.  These  expressions 
are  not  overdrawn  ;  they  are  actual  phrases  picked  from 
different  ads.  in  local  papers.  Always  remember  that 
mere  talk  and  strong  copy  are  vastly  different  things. 

Don't  be  verbose.  State  your  case  as  clearly  as 
possible  in  the  fewest  number  of  words,  and  in  the 
simplest  way  you  can.  Cut  out  all  jaw-breakers. 
Don't  swallow  the  dictionary.  The  man  on  the  stieet 
can't  get  your  point  of  view  if  you  do — and,  moreover, 
he  won't  try.  It  will  pay  you  to  spend  considerable 
time  revising  your  effort  with  this  end  in  view  before 
you  finally  send  it  to  the  printer.  It  is  also  well  to 
remember  that  the  averag  ereader  may  not  understand 
metaphors,  tricks  of  speech,  and  so  forth.  Instead 
of  saying,  "We  will  give  you  back  your  money,  if  you 
are  not  suited,"  say,  "Money  back  if  dissatisfied." 
The  reader  will  grasp  it  quicker  and  it  will  save  space, 
which  is  expensive. 


Don't  wander  in  your  arguments.  Make  one 
point  follow  logically  after  another.  In  this  way  the 
average  man  will  read  to  the  end,  and  the  farther  he 
goes,  the  greater  becomes  his  desire  to  purchase,  if 
he  is  at  all  interested  in  the  article.  Your  copy  will 
then  be  constructed  like  a  well-built  house.  \i  laiv.s 
thought  and  effort,  but  it  brings  results. 

Truthfulness  Counts. 

If  your  readers  once  get  the  impression  that  you 
keep  your  promise  to  the  letter,  and  that  your  goods 
are  always  as  represented,  your  success  is  assured  if 
you  keep  yourself  and  your  business  continually  before 
the  public.  When  you  offer  an  article  at  a  low  price, 
don't  state  that  you  are  giving  the  public  the- benefit 
of  a  great  bargain  secured  by  you  if  the  goods  have 
become  shopworn  or  moth-eaten.  You  might  sell  the 
lot  in  question,  but  you  could  not  sell  another  to  the 
same  people,  nor  to  their  friends.  Do  not  play  the 
all-too-common  trick  of  advertising  a  25  per  cent, 
reduction  on  an  article  worth,  let  us  say,  $1.00,  then 
marking  the  price  up  40  per  cent,  and  taking  the  reduc- 
tion off  the  doctored  price.  It's  a  reflection  on  the 
retail  trade  when  we  say  that  this  is  a  common  prac- 
tice, but  it's  true. 

The  square  advertiser  will  soon  receive  solid  finan- 
cial evidence  that  honesty  is  the  best  policy.  We 
heard  of  a  case  where  a  lot  of  cloaks  costing.  $15.00 
each  had  become  moth-eaten.  The  retailer  was  always 
absolutely  honest  with  his  customers,  so  rather  than 
be  confronted  with  dissatisfied  buyers,  he  advertised 
the  cloaks  after  this  fashion,  "These  cloaks  cost  $15.00 
each  when  new  ;  the  selling  price  was  originally  S22.00. 
Our  head  salesman  says  they  are  moth-eaten,  and  are 
no  good.  But  they  should  be  worth  $5.00  to  you. 
Come  in  and  look  them  over."  The  cloaks  were  sold. 
This  is  an  extreme  instance,  but  it  illustrates  the  point 
in  question. 

Be  Realistic. 

Paint  your  word  pictures  so  graphically  and  truth- 
fully that  the  reader  can  almost  see  the  article.  This 
takes  experience  and  hard  thought,  but  when  you  get 
the  habit,  it  will  be  a  splendid  asset  to  you.  For 
example,  in  writing  an  ad.  on  a  high-grade  lady's 
oxford  shoe,  imagine  that  your  customer  is  before  you. 
Think  of  what  would  probably  interest  her.  What 
talking-points  would  you  use  to  her  personally?  You 
would  certainly  not  insult  her  intelligence  by  telling 
her  that  it  was  the  finest  fitting  and  most  stylish  Oxford 
shoe  in  town.  Not  a  bit  of  it!  You  would  "get  down 
to  brass  tacks,"  and  describe  that  shoe  inside  and  out. 
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THE  SHOE  AND  LEATHER  JOURNAL 


You  would  explain  that  the  high  but  broad  heel,  the 
arched  instep,  the  broad  last  and  the  mannish  finish 
made  it  a  comfortable  yet  very  stylish  boot  for  street 
wear.  You  would  point  out  that  the  Goodyear  welt 
extension  soles,  the  careful  stitching,  and  the  medium 
weight  uppers,  assured  long  wear  and  weather-resist- 
ing qualities  which  were  uncommon.  In  some  such 
way,  you  would  give  her  the  whole  history  of  that 
shoe.  Then  why  not  do  so  in  your  advertising,  empha- 
sizing, of  course,  only  the  luost  important  points  in  as 
brief  a  way  as  possible. 

A  Concrete  Example. 

We'll  say  you  are  going  to  advertise  a  line  of 
boys'  shoes  for  rough-and-tumble  wear.  Many  retailers 
would  run  an  ad.  about  like  this : — 


BOYS'  SHOES 

We  are  showing  the  finest  line 
of  boys'  shoes  ever  seen  in  this 
town.  You  won't  get  an  oppor- 
tunity again  like  this  for  many 
moons  to  get  your  boy  shod 
right.  Come  in  and  talk  it  over.  j 
  All  sizes  and  styles.   

Prices  from  $2.50  to  $3.50 

SMITH  (&  CO. 

The  "  every-day  order  "  of  ad.  writing 

Ads.  of  this  style  are  as  common  as  blackberries 
in  August,  in  every  local  newspaper.  You  ask, 
"What  is  the  matter  with  it?"  Supposing  we  answer 
that  question  by  writing  that  ad.  in  the  concise  way 
the  mail-order  man  would  put  it. 

Put  yourself  in  the  position  of  the  busy  father  or 
mother  who  picks  up  the  paper  in  a  moment  of  leisure. 
Which  ad.  would  be  likely  to  bring  them  down  to  look 
at  Smith  &  Co.'s  shoes?  Naturally  the  latter,  because 
it  gives  convincing  reasons  for  buying  this  particular 
line  of  boys'  shoes. 

Bargain  Offers. 

A  genuine  bargain  is  always  attractive  to  every- 
one, men  as  well  as  women.  But  it  must  be  genuine. 
The  fakir  soon  gets  to  the  end  of  his  rope.  The  value 
of  the  bargain  offer  lies  not  so  much  in  clearing  the 
store  of  unseasonable  or  slow-selling  goods,  as  in  the 
opportunity  it  gives  to  the  salesman  to  sell  some  other 


lines,  at  a  considerable  profit,  to  the  satisfied  bargain- 
hunter,  while  he  or  she  is  in  the  store.  The  retailer 
who  gets  the  ear  of  the  public  by  featuring  real  bar- 
gains can  always  make  steady  customers  out  of  a  fair 
percentage  of  those  coming  for  bargains. 

In  the  next  issue,  the  final  discussion  on  the  sub- 
ject of  copy  will  appear,  after  which  another  phase  of 
the  advertising  problem  will  be  taken  up. 

Terms  Commonly  Used. 

Body  Matter — The  part  of  the  ad.  set  in  small  type 
as  opposed  to  the  display  type. 

Bold  Face — Any  type  of  heavy  face. 

Caps  and  Small  Caps — Short  for  capiaals  and 
small  capitals. 

Clean  Proof — Proof  which  needs  few  corrections. 

Cut-off  Rule — A  line  inserted  between  advertising 

Boys'  "Kant-rip" 
School  Boots— 

Don't  you  want  to  buy  a  pair  of  shoes 
that  your  boy  can't  rip  to  pieces  in  a 
month  ?  We  are  offering  a  line  that  is 
practically  seamless  ?  made  of  strong 
calfskin;  carefully  served.  These  shoes 
are  made  specially  for  boys  whose 
j  shoe  bills  usually  make  heavy  inroads 
on  father's  pocket  book.  But  you 
wouldn't  know  it  to  look  at  them. 
The  boy  will  feel  comfortable  and  look 
dressy  and  neat  in  them  either  In  church 
  or  at  school.   — 

I        Genuine  heavy  oak-tanned  Goodyear  - 
welt  soles  ;    uppers,  gun-metal  or  tan 
in  colour ;    broad  lasts.     This  is  too 
:  good  an  opportunity  to  miss.   

Price    -     -     $2.50  to  $3.50 


SMITH  ©.  CO. 
V  J 

The  ad.  as  a  mail-order  man  would  probably 
write  it 

matter  and  pure  reading  matter,  to  show  that  the 
matter  below  the  rule  is  advertising. 
D.  C. — Double  column. 

Dirty  Proof — Proof  needing  many  corrections. 

Display — Featuring  certain  portions  of  the  copy 
to  command  attention  for  them. 

Double  Leaded — Matter  separated  by  2  strips  of 
metal,  each  2  points  thick,  between  the  lines. 
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Ad.  Criticisms 


Plain-Spoken  Comment  Meant  to  be  Helpful— Crowded  Ads.  and  Exaggerated  Statements 

Do  Not  Replace  Strong  Copy. 


In  the  first  of  these  two  advertisements  we  see  the 
result  of  trying  to  utilize  every ,  fraction  of  space,  viz.,  a 
crowded  advertisement  and  the  reader's  attention  spread 

overTso   many  things 

ic*ncJnTr*"  TITmPJSHI  that  he  cannot  concen- 
'  SPfctlAL    I  5  UAYO  I  trate  on  anything.  In 


FOOTWEAR  SALEf 


and     Wiuht     Hmirmss.  § 

VERY    SPECIAL  BAR-  8 

GAINS  »-,H  prevail  for  j 

i  In;  next  15  days  Tin-  > 
buying    power   of  ycnft 

money  will  be  greatly  en-  » 

hanced  bv  taking  wdvun  ;J 
lu»e  of  tin-  special  off' 


i  In  i-un;is  and  Wimi- 
l'w,:wooi  -Siiv 
i-oiii  i-oiiijods.  Hand-on. 

I>l  oiimiH-  fin  i  n  ifivav. 

Good  Walking  Boot,  1.91 
Women's  Boot,  lino  Don 
2ulu  k.J  Icnlhvr  pnu-ll 
too  cup,  t'lilimi  hod.  ino- 
Jiinii  -nli-    Sale  $1,98 

Women's  Every  Day  Blu- 
eher  Shoe.  Glun-  «r»hi, 
oil  laiiuoil.  -ul nl  conn- 
tors.    Sale-  S1.48 


the  second,  the  weak- 
ness of  exaggeration.  An 
inch  of  space  devoted  to 
real  selling  talk  is  worth 
a  page  of  high-flown 
statements. 

There  seems  to  be  a 
mania  these  days  on  the 
part  of  many  advertis- 
ers to  get  as  much  matter 
as  possible  into  every  ad- 
vertisement, evidently 
on  the  principle  that  be- 
cause space  costs  con- 
siderable money,  it  must 
be  taken  the  fullest  ad- 
vantage of.    This  latter 
assumption  is  quite  cor- 
rect, but  as  has  been 
stated  several  times  be- 
fore in  these  columns, 
|  trying  to  get  the  depart- 
|  mental  store  effect  in  a 
I  small  or  medium-sized 
|: "       "  r  .  ~  |  advertisement  is  defeat- 

I  A.  J-  G  A  11  A  0  A  IN  I  ing  the  very  object  of 
I,     Woodstock  Footwear  Jtore     §  advertising,  which  is  to 

S  NEXT  TO  GRAFTON'S.         Look  for  .the  Yellow  Sign,  if  4-^Aa 

W«jfw.«wM»«*9«n"",WH'"m4  draw  iraue. 

An  n>2-in.  double-column  ad.  from  Wood- 
stock.   Too  crowded  in  appearance 


«j  A  Very  Dressy  Bool,  i.G8 

*  Women's  Boot.  pnk-ul 
.     ,..,lt.    dull    lull'  Blui'Jlei 

*  <"<■■  Od.an  i.cvi  nicOiou, 
J-    ..,lc,  noaiod  .TOinp 

*  Sale  $2.68 

4  Women's  Box  Call  Bluch 

*  er  Shof.  splendid  tni 
£  wint.-i  mi  Well  made 
%  .and  stroiix  Sale^Si.78 

*  Women's  Felt  Sho«;  Box  Calf,  Fleece  Lined,  Comfort-  J 
{     able  Slippers  and  other  Winter  -Footwear  at  special  { 

*  '  Prices-  ..  I 
t  Men's- Box  Calf,  Leather  lined  Blucher  Shoe 
i  tension  -ulc.  i-rcased  milip.  -Jcint  tin-  thin)! 
|  '  »ca,  Sale   

5  Men's  Dressy  Patent  Blucher  Shoe,  made  in  m 

*  lis),  A  liiindso.iic  shoe  foi  SOod  wi'iiv 
8     The  .iiinc  -nli-  in  Box  Calf 

*  - 
J  Men's  Strong-  Every  Day 

*  Shoes,    mod.-    uf  -ek-elcd 

|  SoVeiftTli  h-Tani  U-nlh- 
t  I-:,,-,,   p„,r  stiinipod 

S  't'linios  I'-raiid."  Salepri- 
«    ces   $1  48.   SI  79,   SI  95, 

*  S2  38  and  $2-48. 
«l  , 

a  If  you  want  Men's  Heavy 
«  Felt  Lined  Boots.  Prospec- 
S  tors'  Shoes,  Rubbers  and 
J  Felts,  or  any  other  winter 

*  wearables  in  Footwear,  we 
t  have  them  here  at  Sale  Prt- 
I  ces  Every  Day  a  Bargain 
J  Day 


This  advertisement  of 
A.  J .  Gahagan  is  a  good 
example  of  the  result  of  cramming  an  advertisement  with 
copy.  There  is  so  much  of  it  that  the  average  reader  will 
glance  carelessly  at  it  and  pass  on.  "No  time  to  wade 
through  all  that,"  says  he.  The  heading  is  good.  There 
is  nothing  like  letting  people  see  at  a  glance  the  subject 
of  an  advertisement  when  it  refers  to  the  ordinary  neces- 
sities of  life.  The  top  cut  is  of  the  stock  variety,  and  is 
altogether  irrelevant.  It  should  be  left  out.  The  rules 
under  the  headings  only  detract  from  the  display.  The 
bottom  cut  is  relevant,  but  too  small  and  so  crowded 
between  border  and  type  as  to  lose  value.  The  name  and 
address  occupy  the  right  amount  of  space  and  look  neat 
and  attractive.  The  rule  above  them  should  be  eliminated. 
^  A  good  way  to  set  this  advertisement  would  be  to 
place  a  shoe  cut  about  three  inches  deep  and  the  full 
double  column  width  at  the  top,  unsurrounded  by  any 
border.    This  would  at  once  attract  attention.   With  an 


illustration,  it  is  better  to  use  a  plain  rule  border.  The 
same  heading  could  be  set  just  beneath  the  illustration; 
then  a  short  introductory  paragraph  giving  some  valid 
reason  for  the  sale— this  is  always  necessary— and  a  few 
of  the  numerous  lines  mentioned  should  be  featured,  stat- 
ing the  most  important  talking  points  briefly,  just  as  a 
salesman  would  do  if  the  customer  were  before  him,  and 
finally  the  price  in  each  case.  The  copy  used  here  is  good 
enough  as  far  as  it  goes,  but  so  little  space  is  allowed  for 
each  article  that  there  is  no  chance  to  clinch  the  argu- 
ment by  showing  why  it  should  be  purchased.  There  is 
also  too  much  black  face  type  used  throughout  the  ad- 
vertisement. Over  emphasis  is  as  bad  as  too  little  empha- 
sis. The  remark  made  once  before  in  these  columns  is 
fitting  here,  "Display  is  like  credit;  to  abuse  it  is  to  lose 
it." 

The  Mullins  advertisement  is  entirely  too  black  m 
the  upper  portion,  and  we  doubt  the  strict  accuracy  of 
the  top  line,  "the  whole  city  is  talking."  The  advertise- 
ment would  be  much  better  without  it,  and  the  public 
would  be  more  likely  to  read  it.   This  exaggerated  strain 

is  continued  in  the 
copy;    "the  most 
remarkable  and  sue 
cessful  trade  event 
of  the  season," 
"thousands  of  sat- 
isfied customers," 
and  so  on.    If  this 
retailer  had  a  cus- 
tomer before  him, 
he  would  be  so  busy 
pointing  actual  and 
convincing  selling 
points  of  the  shoes 
in  question  that  he 
would  have  no 
time  for  bombast 
such   as   he  uses 
here.    We  cannot 
see  why  advertisers 
do  not  follow  the 
same  methods  in 
their  advertising 
that  they  use  suc- 
cessfully  in  their 
personal  salesman- 
ship. Advertising 
is  only  salesman- 


The  Whole  City  is  Talking 

2nd  Week  of  Mullins' 


just  as  adi 
;  to  make  c 


successful  trade  event  of  the  season.' 
reption;  faithful  and  true  in  fulfillment, 
asands     01    satisfied  customers— s-atisned 
irl.ia.'d.   THE  ENTIRE  STOCK  cut  in  price 
cry  pai.  a  positive  bargain.' 
ds  and  buy  quickly  befote  the    sizes  get 


iUindom  lines  showing  range  and  prices. 

Baby's  Soft  Sole  Bools,  sizes  I  to  4 
M  sses  Warm  Li,,ed  Boots,  sizes  II  to  2 
Men's  Heavy  WorkiDg  Boots,  from 
Men's  Ruhb-r  Bools,  best  made 
Women's  Dongo'a  Boots,  2  1-2  l.o  4  1-2  » 
Women's  $  I  00  lo  $5  00  Shoes 


19c 
$1.09 
99c 

$3.39 
-  99c 
$>.20 


Goods  Exchanged  or  Money  Refunded  if 
They  do  not  Suit 


V.  MULLINS 

i  92  Charlotte  Street 


A  g-inch  double-column  ad.  from  Quebec. 
The  copy  is  weak 


ship  in  print,  gov- 
erned by  the  same 
principles  that  operate  in  verbal  selling,  except  that  the 


Continued  on  page  53 
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Another  Sales  Plan 

A  Method  of  Interesting  the  Consumer  that  Convinces  of  the  Genuineness  of  the  Bargain. 

By  "A  Merchant." 


1  will  admit  that  the  idea  I  am  offering  you  is  not 
original  with  me.  The  manner  of  its  working  out, 
however,  is  entirely  original.  Indeed,  you  will  have 
to  vary  this  plan  somewhat  to  suit  your  own  local 
conditions. 

Some  time  ago  1  was  searching  for  a  new  idea  for 
holding  a  "reduced  price  sale."  I  believe  in  honest 
reductions  in  all  my  sales,  but  I  also  believe  in  the 
desirability  of  profits.  Some  plan  that  would  work 
along  with  my  general  advertising  policy  was  also 
essential.  The  three  items  involved  as  far  as  I  was 
concerned  were  (i)  genuine  sale;  (2)  real  profit;  (3) 
advertising. 

All  sales  must  be  within  the  reach  of  the  average 
man  or  woman.  Their  whole  layout  must  be  made 
with  the  idea  of  interesting  the  greatest  number  of 
people. 

My  plan,  then,  was  for  a  fifteen  per  cent,  reduc- 
tion on  absolutely  everything  I  had  in  the  store  and 
twenty  per  cent,  oft  on  all  summer  lines.  (The  sale, 
by  the  way,  was  held  last  fall).  You  see,  like  many 
others,  1  allowed  myself  to  be  carried  away  with  en- 
thusiasm when  purchasing  goods  for  the  summer  sea- 
son and  ordered  some  shoes  that  were  duplicates  prac- 
tically of  some  that  1  had  been  forced  to  carry  over 
from  the  previous  season.  It  is  not  a  grave  mistake 
to  give  a  large  order  to  the  manufacturer.  The  real 
error  lies  in  carrying  stock  along  when  we  might  bet- 
ter get  even  the  money  invested  in  the  shoes  so  that 
we  can  turn  it  into  new  lines  to  sell  at  a  profit. 

Having  determined  on  the  percentage  that  I  would 
take  from  the  selling  price  of  the  shoes,  the  method  of 
announcing  it  had  to  be  decided. 

1  had  never  conducted  a  definite  percentage  sale. 
All  previous  sales  had  been  advertised  largely  as 
twenty-five  per  cent,  or  thirty-three  and  a  third  .per 
cent,  reductions.  The  shoes  were  then  all  marked  in 
odd  figures  that  would  correspond  fairly  accurately 
with  these  reductions.  The  previous  year,  however, 
I  had  adopted  the  policy  of  marking  the  price  of  every 
pair  in  plain  figures,  both  on  the  shoe  and  on  the  car- 
ton. I  had  advertised  this  feature  extensively  and 
established  the  policy  firmly,  not  swerving  from  it  for 
even  the  oldest  friend,  in  a  very  short  while  there 
were  no  difficulty  at  all  in  selling  for  the  marked  price.- 

JJecause  all  goods  were  plainly  marked  and  just  to 
get  away  from  the  regular  general  sale  idea,  I  pre- 
pared two  letters.  One  to  everyone  that  I  could  trace 
a-  a  customer  and  another  to  five  hundred  of  the  best 
of  tin-  others  in  my  town.  The  letters  were  short  and 
to  the  point,  as : 


Dear  Sir : 

You,  along  with  a  number  of  the  good  people 
of  the  town,  have  been  wearing  shoes  bought 
from  me.  Knowing  the  shoe  as  I  do,  I  believe 
you  found  them  worth  the  price. 

A  large  shipment  will  arrive  in  about  six 
weeks  that  will  mean  that  many  of  the  shoes  will 
have  to  be  confined  to  the  store-room.  This  will 
make  it  more  difficult  to  fit  you  with  a  stylish 
article. 

There  are  still  about  two  months  of  warm 
weather  to  come — just  enough  time  to  use  a  new 
pair  of  shoes. 

I  take  pleasure  in  enclosing  a  "Cash  Coupon" 


Date  

Name  

Address  

This  Coupon  is  a  peculiar  little  slip.  For 
the  next  twenty  days  you  will  be  able  to  save 
money  with  us. 

If  you  read  the  other  side  you  will  see 
just  what  I  mean. 

(Signed) 

Front 


CASH  COUPON 

If  this  Coupon  is  presented  before  September  the  Tenth, 
it  is  worth — 

45  cents  reduction  on  any  $3.00  shoe 
60 '    $400  " 
75    "         '•       "    "    $5.00  " 

On  all  shoes  in  the  front  section  it  is  worth — 
55  cents  reduction  on  any  $3.00  shoe 
75 '   $4  00  " 
90 '    $5.00  " 

All  prices  remain  marked  on  the  shoes  and  boxes  as  usual. 
Any  three  members  of  your  family  can  use  this. 


that  I  hope  you  will  use.  This  is  a  new-  depar- 
ture for  me.  You  can  use  it  any  time  during  the 
next  three  weeks. 

Hoping  to  see  you  in  the  store, 
Yours  truly, 

The  tone  of  the  second  letter  sent  to  non-cus- 
tomers was  just  about  the  same. 

The  coupon  itself  was  printed  on  a  sort  of  yellow, 
rough,  tough  paper.  I  show  it  here,  so  that  you  all 
may  better  understand  the  idea: 

I  addressed  all  the  coupons  by  hand  and  signed 
[Continued  on  page  jj) 
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A  Broader  Outlook 

Canada  and  the  Twentieth  Century-The  Business  Man's  Share  in  Shaping  Canada's  Destiny 
—A  Plea  for  Bigger  and  Better  Methods  in  Business. 


"The  Twentieth  Century  belongs  to  Canada."  Surely 
that  famous  saying  of  Sir  Wilfrid  Lauder's  is  prophetic 
of  fact.  Canada's  position  is  unique.  Historically  she  stands 
at  a  remarkable  point  of  vantage.  Behind  her  stretches 
all  the  experience  of  civilisation,  upon  which  she  may  draw 
for  guidance  and  inspiration.  From  the  great  nations  that 
have  been  and  that  are  she  can,  if  she  will,  learn  the  secrets 
of  their  successes  and  the  lessons  of  their  failures.  Physi- 
cally her  wealth  is  great  indeed;  a  vast  area,  a  wondrous 
variety  of  climatic  conditions,  an  almost  incalculable  store 
of  vegetable  and  mineral  resources;  and  a  far-flung  system 
of  transportation  facilities,  both  God-given  and  man-made, 
the  latter  now  developing  fast.  She  can  extend  arms  of 
steam,  and  sail,  and  cable  from  her  Eastern  seaboard  to  the 
continent  of  Europe,  while  from  her  Western  coast  she  can 
reach  out  to  the  wonder  of  the  East,  Japan,  and  ancient, 
awakening  China.  Not  merely  capital,  but  much  of  the 
best  brain  and  blood,  of  the  older  lands  is  pouring  into  her, 
and  her  own  children  are  pursuing  the  high  task  of  nation 
building  with  a  vigor  and  enthusiasm  good  to  hehold.  The 
eyes  of  the  world  are  upon  her,  and  if  Canada  will  make 
her  achievement  equal  to  her.  opportunity  the  Twentieth 
Century  may  be  hers. 

"There  is  a  tide  in    the  affairs  of  men,  which,  taken 
at  its  flood,  leads  on  to  fortune."  . 

The  same  principle  applies  to  nations,  and  the  alert, 
patriotic  Canadian,  knowing  this,  does  his  best  to  see  that 
the  tide  which'  leads  on  to  Canada's  fortune  is  taken  at  its 
flood.    The  average  business  man  has  a  larger  share  in  the. 
shaping  of  Canada's  destiny  than  he  probably  realises.  As 
a  matter  of  fact  his  attitude  and  action  in  all  affairs  that 
concern  the  public  weal  affect,  to  a  greater  or  lesser  ex- 
tent, the  future  of  the  nation.    In  view  of  this  we  offer  a 
few' thoughts  on  a  subject  we  venture  to  call  "The  Larger 
Outlook."    Self-preservation   is  the   first  law  of  business, 
as  of  life,   and  no   sane  man  would  advise  his.  fellows 
to  make  that  hasty  and  ill-considered  plunge  into  public 
life  that  has  ruined  the  commercial  position  and  prospects 
of  so  many.    Let  a  man  make  sure  that  the  foundations  of 
his  own  commercial  structure  are  well  and  truly  laid  before 
he  enters  the  arena  of  public  service.  The  writer  knows  of 
three  men  who  started  in  business  together  with  the  agree- 
ment that  if  one  or  more  members  of  the  firm  accepted  public 
office  the  partnership  would  be  dissolved.    There  was  wis- 
dom in  their  arrangement,  although  it  is  not  desirable  to 
make  their  method  general.    After  making  ample  allowance, 
however,  for  the  self-preservation  standpoint,  we  plead  for 
"The  Larger  Outlook."    The  cultivation  of  a  healthy  public 
spirit  is  an  imperative  duty  for  the  Canadian  citizen.    It  is 
a  duty  for  the  citizens  of  any  country,  but  in  Canada,  a 
young  nation  with  magnificent  advantages  and  possibilities, 
the  importance  of  that  duty  is  mightily  increased.    In  cer- 
tain European  countries,  when  a  man  proposes  to  erect  a 
new  Wlilding  he  must  submit  the  elevation,  in  addition  to 
the  plan,  to  the  local  authorities,  in  order  that  the  exterior 
of  his  premises  may  harmonise  with  the  surroundings  amid 


which  they  will  be  place*!.    Unfortunately  this  rule  does 
not  obtain  in  Canada  or  the  "old  country,"  hence  many  of 
the   architectural  monstrosities  that  disfigure   our  streets, 
contrasting  most  unfavorably  with  the  harmony  and  beauty 
of  modern  thoroughfares  in  Germany  for  instance.  And 
this  principle  has,  or  ought  to  have,  a  far  wider  application. 
When  the  average  business  man  gets  the  habit  of  viewing 
his  private  enterprises  in  the  light  of  their  relation  to  the 
general  wellbeing  of  the  community  or  nation  of  which  he 
is  a  part  we  shall  move  more  rapidly  towards  the  goal  of 
ideal  citizenship.    We  know  that  a  man  is  in  business  to 
make  money,  and  that  competition  grows  fiercer  every  year. 
And  they  are  emphasised  daily  with  deepening  intensity. 
But  the  other  side  needs  emphasis,  too,  and  we  believe  that 
the  adoption  of  "The  Larger  Outlook"  will  result  in  cleaner 
methods,  higher  principles  and  a  better  feeling  among  our 
business  men.    "I  will  lift  up  mine  eyes  unto  the  hills"  is 
a  fine  motto  for  the  citizen.    It  is  a   familiar  fact  that 
dwellers  in  mountainous  countries  are  conspicuous  for  loft- 
iness of  mind  and  strength  of  character,  and  he  who  "lifts 
his  eyes  unto  the  hills"  of  patriotism  becomes  a  broader- 
minded  business  man,  as  well  as  a  more  efficient  citizen,  in 
the  process.    Canada  needs  men  with  "The  Larger  Out- 
look."   We  have  them  in  our  parliaments  and  civic  councils, 
but  if  we  would  make  the  Land  of  the  Maple  what  she  may 
be  and  what  she  ought  to  be  we  must  have  them  at  the 
counter,    the   desk   and   the   bench.      Practical  patriotism 
should  not  be  the  monopoly  of  a  select'  few  whose  leisure  or 
position  enables  them  to  dabble  in  public  affairs.    Some  men, 
apparently  designed  by  nature  for  public  service,  have  little 
or  no  aptitude  for  the  conduct  of  business  on  a  small  and 
personal  scale.    But  they  are  outstanding  exceptions.    As  a 
general  rule  the  man  who  has  not  mastered  and  succeeded 
in  his  own  business  is  not  competent  to  take  a  prominent 
part  in  the  management  of  the  larger  business  of  the  city 
or  province. 

"Faithful  in  little,  faithful  in  much." 
The' personal  responsibility  of  the  individual  citizen  is 
not  a  dream  of  the  arm-chair  philosopher.  It  is  a  reality. 
Who  can  estimate  the  influence  of  Nelson's  famous  signal 
upon  the  issue  of  the  Battle  of  Trafalgar?  That  stirring- 
appeal  to  the  sense  of  personal  responsibility  roused  the 
average  sailor  to  do  his  best.  Battles  are  won  by  the  loyal 
co-operation  of  great  leaders  and  earnest  followers,  and 
Canada's  high  destiny  can  only  be  reached  along  the  same 
lines.  "The  Larger  Outlook"  is  the  direct  result  of  a  true 
sense  of  personal  responsibility  for  the  welfare  of  the  na- 
tion. "Canada  expects!"  Let  none  disappoint  her.  It 
should  be  part  of  the  business  of  every  man  worth  the  name 
of  citizen.  Here  is  a  New  Year  resolution  that  is  worth 
while,  "I  will  cultivate  the  Larger  Outlook." 

WANDERER. 


38 

Let's  Have  a  Smile 

Stray  Items  of  Humor  and  Comedy  Which  Have  Given  Relaxation  From  Business  Cares. 


The  teacher  had  been  telling  the  class  about  the 
rhinoceros  family.  "Now  name  some  things,"  said  she, 
"that  it  is  very  dangerous  to  go  near  to  and  that  have  horns." 
"Motor-cars,"  replied  little  Jenny  Jones  promptly. 

*  *  * 

Old  Highland  lady  (to  sentry) — "Excuse  me,  sodger, 
dae  ye  ken  my  son?"  Sentry — "What  is  his  name?"  Old 
Lady — "Sandy  Macpherson."  Sentry — "Oh,  yes;  I  know 
Sandy.  He  belongs  to  my  company."  Old  Lady — "I'm  awful 
glad  tae  hear  that.  Ye  might  run  up  and  tell  him  his  mither 
wants  tae  see  him,  an'  I'll  watch  yer  wee  hoose  till  ye  come 
back." 

*  *  * 

An  Irishman  was  sitting  in  a  depot  smoking  when  a 
woman  came  in  and,  sitting  down  beside  him,  remarked : 

"Sir,  if  you  were  a  gentleman  you  would  not  smoke 
here." 

"Mum,"  he  said,  "if  you  wuz  a  lady  ye'd  sit  farther 
away." 

Pretty  soon  the  woman  burst  forth  again: 
"If  you  were  my  husband  I'd  give  you  poison." 
"Well,  mum,"  returned  the  Irishman,  as  he  puffed  away 
at  his  pipe,  "if  you  wuz  me  wife  I'd  take  it." 

Pietro  had  drifted  down  to  Florida  and  was  working 
with  a  gang  at  railroad  construction.  He  had  been  told  to 
beware  of  rattlesnakes,  but  assured  that  they  would  always 
give  the  warning  rattle  before  striking. 

One  hot  day  he  was  eating  his  noon  luncheon  on  a  pine 
log  when  he  saw  a  big  rattler  coiled  a  few  feet  in  front  of 
him.  He  eyed  the  serpent  and  began  to  lift  his  legs  over  the 
log.  He  had  barely  got  them  out  of  the  way  when  the 
snake's  fangs  hit  the  bark  beneath  him. 

"Son  of  a  guna !"  yelled  Pietro.  "  Why  you  no  ringa 
da  bell  ?" 

*  *  * 

A  guest  landing  at  the  yacht  club  float  with  his  host, 
both  of  them  wearing  oilskins"  and  sou'westers  to  protect 
them  from  the  drenching  rain,  inquired  of  the  proprietor. 

"And  who  are  those  gentlemen  seated  on  the  verandah, 
looking  so  spick  and  span  in  their  white  duck  yachting  caps 
and  trousers,  and  keeping  the  waiters  running  all  the  time?" 

"They're  the  rocking-chair  members.  They  never  go 
outside,  and  they're  waterproof  inside,"  explained  that  gen- 
tleman. 

*  *  * 

"George,"  said  her  husband's  wife,  "I  don't  believe  you 
have  smoked  one  of  those  cigars  I  gave  you  on  your  birth- 
day." 

"That's  right,  my  dear,"  replied  his  wife's  husband:  "T'm 
going  to  keep  them  until  our  Willie  wants  to  learn  to  smoke." 

*  *  * 

The  conductor  of  a  western  freight  train  saw  a  tramp 
stealing  a  ride  on  one  of  the  forward  cars.  He  told  a  brake- 
man  in  the  caboose  to  go  up  and  put  the  man  off  at  the  next 


stop.  When  the  brakeman  approached  the  tramp,  the  latter 
waved  a  big  revolver  and  told  him  to  keep  away. 

"Did  you  get  rid  of  him?"  the  conductor  asked  the 
brakeman,  when  the  train  was  under  motion  again. 

"I  hadn't  the  heart,"  was  the  reply.  "  He  turned  out  to 
be  an  old  school  friend  of  mine." 

"I'll  take  care  of  him,"  said  the  conductor,  as  he  started 
over  the  tops  of  the  cars. 

Af^er  the  train  had  made  another  stop  and  gone  on,  the 
brakeman  came  into  the  caboose  and  said  to  the  conductor: 

"Well,  is  he  off?" 

"No;  he  turned  out  to  be  an  old  school  friend  of  mine, 
too." 

*  *  * 

Senator  Money,  of  Mississippi,  asked  an  old  colored  man 
what  breed  of  chickens  he  considered  best,  and  he  replied : 

"All  kinds  has  merits.  De  w'ites  ones  is  de  easiest  to 
find;  de  black  ones  is  de  easiest  to  hide  aftah  you  gits  'em." 

*  *  * 

Jones :  "  Excuse  me,  neighbor,  but  every  morning  on 
your  way  to  the  train,  you  walk  over  my  lawn." 

Brown :  "I  know  it  isn't  right.  I'm  awfully  sorry,  but 
I  can't  help  it.  I  have  only  just  time  to  catch  the  train, 
there's  the  lawn  and  the  temptation — and  I'll  be  hanged  if  I 
can  resist  it !" 

Jones :  "  I  know  just  how  you  feel.  I'm  that  way  myself. 
I've  got  a  shot-gun,  and  when  I  sit  in  my  window  and  see 
you  sprinting,  it  brings  out  my  sporting  instincts.  I've  stood 
it  so  far,  but  I  can't  answer  for  myself  to-morrow  morning." 

John  Bull,  Andy  McPherson  and  Pat  Hennessey  were 
arguing  as  to  the  speed  of  trains  in  their  native  countries. 
"In  England,"  said  John,  "  the  trains  travel  so  fast  the  tele- 
graph poles  look  like  paling  fences." 

"  In  Scotland,"  said  Andy,  "  tha  trains  tra'el  sa  fas  ye'd 
think  the  meelstanes  wur  a  bug  stane  wall." 

"In  Oireland,"  said  Pat,  "first  you  come  to  a  pig  farm, 
thin  to  a  sheep  farm,  thin  to  a  prater  field,  thin  to  a  turnip 
field,  and  the  thrain  goes  so  moighty  shwift  you'd  think  you 
were  goine  through  an  Oirish  stew." 

*  *  * 

The  boy  came  into  the  Cleveland  bank  and  laid  a  half- 
dollar  with  his  bank  book  on  the  receiving  teller's  window. 
"  We  don't  receive  deposits  of  less  than  a  dollar,"  said  the 
teller.  The  boy  yielded  reluctantly  to  the  system  and  drew 
back.  But  he  did  not  leave  the  bank.  He  crossed  the  cor- 
ridor and  seated  himself  on  a  settee.  The  teller  noticed  him 
sitting  there,  and  also  noticed  the  reflective  look  on  his  face. 
The  boy  waited  for  some  time,  thinking  it  over.  Finally  he 
arose  and  went  to  the  paying  teller's  window.  A  moment 
later  he  confronted  the  receiving  teller.  "  I  want  to  deposit 
this  dollar  and  a  half,"  he  said.  The  teller  grinned.  The 
boy  had  just  drawn  a  dollar  from  his  little  balance  and  was 
using  it  as  an  entering  wedge  for  the  rejected  half-dollar. 
And  so  the  system  was  beaten  by  the  boy,  and  a  considerable 
accession  of  book-keeping  labor  was  the  price  of  defeat. 


Out  After  'Gator  Skins 

An  Interesting  Account  of  the  Habits  of  the  Animal  and  Methods  Employed  in  its  Capture. 


A  recent  consular  report  draws  attention  to  the  fact  of 
how,  last  year,  over  sixty  thousand  alligator  skins,  valued  at 
almost  eighty-two  hundred  dollars,  were  shipped  from  far- 
away Quayaquil,  in  Ecuador,  to  the  United  States. 

Another  consul  reported  how  the  lagoons  either  side  of 
Acapulco  in  Mexico,  which  run  parallel  with  the  ocean, 


Where  'Gators  Flourish 


abound  in  'gators,  and  these  are  hunted  by  the  natives, 
though  not  as  a  regular  pursuit. 

Down  in  Paraguay,  too,  the  'gators  are  taken,  their 
skins,  however,  not  being  of  any  commercial  improance, 
owing  to  lack  of  demand.  And  so  with  Colombia  and  other 
countries. 

All  of  which  serves  to  show  that  the  market,  to-day,  is 
forced  to  look  elsewhere  than  in  our  Southern  bayous  for 
the  skins  of  the  'gators. 

One  who  knows  the  habits  of  the  animal  best,  tells  us 
how  all  the  varied  species  of  them  "breed  near  fresh  waters, 
and  though  they  are  sometimes  found  at  sea,  yet  that  may 
be  considered  rather  as  a  place  of  excursion  than  abode. 
They  produce  their  young  by  eggs,  and  for  this  purpose,  the 
female,  when  she  comes  to  lay,  chooses  a  place  by  the  side 
of  a  river  or  some  fresh-water  lake,  to  deposit  her  brood  in. 

She  always  pitches  upon  an  extensive  sandy  shore, 
where  she  may  dig  a  hole  without  danger  of  detection  from 
the  ground  being  fresh  turned  up.  The  shore  must  also  be 
gentle  and  shelving,  and  a  convenient  place  must  also  be 
found  near  the  edge  of  the  stream— that  the  young  may 
have  a  shorter  way  to  go.  When  all  these  requisites  are  ad- 
justed the  animal  is  seen  cautiously  stealing  upon  the  shore 
t-.  deposit  her  burden.  The  presence  of  a  man,  a  beast,  or 
even  a  bird,  is  sufficient  to  deter  her  at  that  time,  and  if  she 
perceives  any  creature  looking  on,  she  infallibly  returns.  If, 
however,  nothing  appears,  she  then  goes  to  work,  scratching 
up  the  sand  with  her  forepaws,  and  making  a  hole  pretty 
deep  in  the  shore. 

"There  she  deposits  from  eighty  "to  a  hundred  eggs,  of 
the  size  of  a  tennis  ball,  and  of  the  same  figure,  covered  with 
a  tough  white  skin  like  parchment.    She  takes  over  an  hour 


to  perform  this  task,  and  then,  covering  up  the  place  so  art- 
fully that  it  can  scarcely  be  perceived,  she  goes  back,  to 
return  again  the  next  day. 

"Upon  her  return  she  lays  about  the  same  number  of 
eggs,  and  the  day  following,  also  a  like  number.  Thus,  hav- 
ing deposited  her  whole  quantity,  and  having  covered  them 
close  up  in  the  sand,  they  are  soon  vivified  by  the  heat  of  the 
sun.  At  the  end  of  thirty  days  the  young  ones  begin  to  break 
open  the  shell.  At  this  time  the  female  is  instinctively  taught 
that  her  young  ones  want  relief,  and  she  goes  upon  land  to 
scratch  away  the  sand,  and  set  them  free.  Her  brood 
quickly  avail  themselves  of  their  liberty,  a  part  run  unguided 
to  the  water,  another  part  ascend  the  back  of  the  female  and 
are  carried  thither  in  greater  safety. 

"But  the  moment  they  arrive  at  the  water  all  natural 
connection  is  at  an  end.  When  the  mother  has  introduced 
her  young  to  their  natural  element,  not  only  she,  but  the 
male,  become  among  the  number  of  their  most  formidable 
enemies,  and  devour  as  many  of  them  as  they  can.  The 
whole  brood  scatters  into  different  parts  of  the  bottom,  by 
far  the  greater  number  is  destroyed,  and  the  rest  find  safety 
in  their  agility  or  minuteness.  Thence  on,  too,  the  little  ones, 
like  their  sires,  become  the  prey  of  the  'gator  hunter. 

"A  decidedly  novel  method  of  affecting  their  capture,  it 
seems,  is  often  put  into  execution  by  the  colored  people  liv- 
ing near  the  bayons  of  Louisiana  and  Florida.  These  affix 
a  strong  rope,  having  a  noose  at  the  pendant  end,  to  the  top 
of  a  stiff  sapling,  which  is  then  bent  over  by  the  force  of 
three  or  four  men,  until  the  noose  can  be  made  fast  around 
a  circle  of  sticks  placed  in  the  ground,  some  six  inches  high, 


'Gators  in  Captivity 
and  set  with  triggers,  baited  with  a  piece  of  putrid  flesh. 
When  the  alligator  seizes  the  meat,  the  noose  is  loosed,  and 
catching  him  about  the  neck,  raises  the  victim  half  off  the 
ground  where  all  his  struggles  can  avail  nothing,  and  he  soon 
strangles. 

"The  shooting  of  alligators  has  long  been  a  favorite 
pastime  with  sport-loving  tourists,  who  visit  the  swamps  of 
Florida,  while  thousands  are  annually  killed  for  their  hides." 


40 


Stray  Shots 

The  Sayings  of  the  Wisest  of  Men  Applied  to  191 1  Conditions. 


You  can  tell  a  man  best  by  what  he  does  in  his  off  moments. 
Amusement  is  a  great  indicator  as  well  as  a  great  educator.  You 

may  pass  for  a  good  business  man  and  a  fair 
THOU  husband  or  father  as  these  go,  but  if  your  feet 

FOOL.  turn  after  hours  to  the  saloon  or  the  bawd  house, 

or  your  fingers  itch  for  the  gaming  table  and  your 
mind  craves  the  excitement  of  the  yellow  novel  or  obscene  pic- 
tures you  are  a  fool.  "Folly  is  joy  to  him  that  is  devoid  of 
wisdom."'  When  a  man  deliberately  does  those  things  that  break 
him  down  physically  and  mentally  we  have  no  hesitation  in 
choosing  a  term  to  apply  to  him.  The  trouble  is  there  are  so 
many  fools  who  take  pleasure  in  the  things  that  ruin  them  mor- 
ally that  the  straight  edge  of  the  Wise  Man  is  not  often  enough 
applied.  What  do  you  enjoy  most?  You  don't  drink  whisky 
because  you  know  that  would  mean  a  quick  end  to  your  business 
and  social  life.  You  are  temperate  in  your  eating  because  you 
have  had  one  or  two  lessons  on  gluttony  in  the  case  of  others,  if 
not  your  own.  But  you  are  secretly  delighting  in  some  things 
that  are  as  sure  to  bring  you  down  in  the  end  as  any  of  the  more 
open  vices.  The  bad  taste  they  have  more  than  once  left  in  your 
mouth  -is  a  warning  to  let  them  alone.  Quit  them  and  get  pas- 
times that  will  build  you  up  instead  of  pulling  you  down. 

We  do  some  things  because  we  have  been  taught  to  do  them, 
and  omit  others  because  our  fathers  or  mothers  or  those  amongst 

whom  we  have  lived  never  did  them.  The  thing 
ARE  YOU  we  call  conscience  may  be  habit  or  prejudice,  and 
CLEAN?        we  are  apt  to  think  we  are  better  than  other  people 

who  do  the  things  we.  don't,  or  vice  versa,  when  we 
are  simply  conceited  prigs.  Even  the  best  of  us  go  on  doing 
things  that,  until  we  see  them  in  a  little  different  light,  appear 
proper,  but  suddenly  we  are  jolted  into  asking  ourselves  whether 
we  may  not  be  in  wrong  on  our  standards.  "All  the  ways  of  a 
man  are  clean  in  his  own  eyes  but  the  Lord  weig'heth  the  spirit.' 
There  are  some  things  you  are  doing  in  a  business  way  that 
seem  straight  according  to  your  way  of  thinking,  but  what  about 
the  "spirit"  of  them.  You  do  some  things  to  travellers,  to  those 
you  trade  with,  or  maybe  to  those,  who  work  for  you  that  appear 
just  and  right  in  the  light  you  seem  to  have,  but  turn  them  over 
a  few  times  in  your  mind.  Apply  the  "Golden  Rule"  to  them 
before  you  go  any  further.  You  may  not  be  as  clean  a  man  as 
you  think. 

Knowledge  is  power,  but  it  is  not  always  the  power  that 
turns  things  into  gold.  As  wise  as  Solon  does  not  usually 
mean  as  rich  as  Croesus,  in  fact  the  wise  man  to- 
WISDOM  day  as  in  past  ages  is  generally  a  poor  onie. 
vs.  GOLD  Nevertheless,  "How  much  better  is  it  to  get  wis- 
dom than  gold  and  to  gel  understanding  rather 
to  be  chosen  than  silver."  From  the  number  who  are  chasing 
the  nimble  dollar  the  Wise  Man's  words  do  not  seem  to  be 
taken  seriously  in  this  year  of  grace.  There  are  few  praying  for 
wisdom  but  many  reaching  out  itching  fingers  for  gain.  In  fact, 
for  the  past  few  years  in  this  country  there  has  been  a  wild 
scramble  for  riches  with  little  thought  how  they  are  gathered. 
Yet  there  is  infinitely  more  satisfaction  in  accumulating  wisdom 
than  money  and  in  character  rather  than  fortune-building.  We 
could  name  men  who  have  made  more  money  in  the  past  five 
years  than  they  or  their  families  can  ever  use,  and  in  the  process 
they  have  lost  almost  every  shred  of  that  sort  of  wisdom  that  is 
in  the  mind  of  the  W  ise  Man.  On  the  other  hand,  there  are 
those  who  have  pegged  away  at  their  lawful  occupations,  making 
no  more  than  a  living,  but  who  have  lived  more  in  the  five  years 
than  the  others  could  in  a  lifetime. 


The  mouth  is  a  great  breeder  of  disease  and  it  gives  off 
moral  quite  as  much  as  physical  "pathogenic  germs."    In  this 

age  of  the  mouth  we  seem  to  be  developing  a 
A  CLEAN  carelessness  of  speech  that  is  most  demoralizing. 
MOUTH.       Even  those  who  ought  to  know  better  fail  to  "set 

a  watch"  upon  their  lips.  A  minister  in  curling 
the  other  day  developed  a  method  of  expression  that  surprised 
even  those  who  were  less  apt  to  think  before  they  spoke  when  a 
stone  went  "wide."  "Righteous  lips  are  the  delight  of  kings  and 
they  love  him  that  speaketh  right."  There  is  no  way  that  a  man 
can  lower  himself  more  in  the  eyes  of  his  fellows  than  by  dirty 
or  dishonest  speech.  If  we  were  as  careful  of  our  words  as  we 
are  of  our  money  or  our  health  they  would  be  weighed  better. 
"That  man's  word  is  as  good  as  his  bond"  is  the  expression  we 
use  not  about  the  blatherskite  or  boaster  but  the  man  whose 
brain  works  before  his  tongue  gets  started.  We  talk  too  much 
and  think  too  little.  We  say  the  word  and  try  to  square  things 
afterwards  instead  of  putting  the  square  on  first  and  then  stand- 
ing pat  on  truth. 

You  have  your  eye  on  big  things.  It's  all  right  to  hitch 
your  wagon  to  a  star  so  long  as  the  star  doesn't  pull  you  away 

from  things  that  count  for  more  than  a  fast  spec- 
BIG  tacular    ride    through    space.    There    are  some 

THINGS.       smaller  things  in  the  universe  than  stars  which 

are  much  more  important.  It  is  not  so  neces- 
sary that  you  should  be  a  rich  man  as  that  you  should  be  a 
straight  one.  It  is  not  so  important  that  your  name  should  be 
written  high  up  on  the  world's  scroll  of  fame  as  that  you  should 
be  able  to  leave  your  son  the  best  inheritance  a  boy  can  have — 
a  clean  name.-  It  is  a  great  thing  to  manage  a  large  business, 
but  it  is  greater  still  to  do  something  each  day  to  make  the 
world  better  for  having  lived  in  it.  There  are  some  men  rich, 
famous  and  prosperous,  who  have  reached  the  top  by  trampling 
down  others.  Let  them  have  their  "success."  "Better  is  a  little 
with  righteousness  than  great  revenues  without  right."  Don't 
get  fussy  because  a  few  shysters  "get  on." 

The  funniest  sight  for  men  or  angels  is  the  man  with  the 
swelled  head.    You  would  think  that  nobody  in  the  world  had 

ever  made  a  bit  of  money  or  done  anything  smart 
VULGAR  before  he  came  on  the  boards.  One  of  these 
PRIDE  interesting  fellows  was  on  the  street  car  the  other 

day  and  was  telling  things  to  an  acquaintance 
so  that  everybody  in  the  car  could  hear  and  form  an  idea  of 
his  wonderful  importance.  He  had  just  finished  recounting  a 
European  experience,  and  was  talking  loftily  about  the  compara- 
tive discomforts  of  the  best  European  hotels,  when  a  humble 
acquaintance  entered  the  car  and  saluted  him  familiarly  as 
"Billy."  Billy  had,  as  a  matter  of  fact,  been  a  commercial  trav- 
eller and  in  his  earlier  days  knew  the  workings  of  dollar-a-day 
hotels  in  Ontario.  He  made  a  little  money  out  of  "package 
goods,"  opened  agencies,  and  in  a  few  years  has  been  able  to 
lift  himself  above  the  "vulgar  throng."  The  look  he  gave  the 
man  who  called  him  "Billy"  before  the  car  full  of  people  spoke 
volumes.  He  is  no  longer  "Billy."  He  travels  with  his  family 
in  Europe  and  finds  the  best  hotels  "disappointing."  "Pride 
goeth  before  destruction  and  an  haughty  spirit  before  a  fall. 
Better  it  is  to  be  of  an  humble  spirit  with  the  lowly  than  to 
divide  the  spoil  with  the  proud." 
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Boost  Your  Findings  Sales 

It  Means  Increased  Net  Profits-Initial  Outlay  Small  _Large  Field  for  Effort-How  to  go  About  it-Good 

Displays,  Advertising  and  Initiative  Necessary. 


That's  the  word  exactly.  Feature  your  findings! 
Get  into  the  game  as  if  yon  meant  it,  not  in  a  half- 
apologetic,  we-keep-them-because-they're-asked-for 
sort  of  manner.  Findings  are  the  easiest  articles  on 
earth  for  the  shoeman  to  sell,  but  even  they  are  not 
proof  against  the  indifferent  sort  of  treatment  they  so 
often  receive  in  otherwise  up-to-date  shoe  stores.  We 
wonder  why  it  is  that  many  a  man  who  is  an  enthusi- 
astic and  successful  shoe  salesman,  and  who  backs  up 
his  salesmanship  by  telling  displays,  goes  to  some 
drawer  or  table  in  an  obscure  corner  of  the  store  to  get 
the  laces  or  polishes  desired  by  the  customer.  The 
only  reason  we  can  see  is  that  because  the  articles  are 
small  they  are  therefore  despised.  Never  was  a  gfeater 
mistake  made  ! 

Findings  Profitable. 

If  for  no  other  reason  than  the  profit  to  be  made 
in  handling  them,  you  should  push  your  findings  sales 
to  the  limit.  As  has  been  previously  stated  in  these 
columns,  the  average  net  profit  on  shoes  is  about  15 
per  cent.,  and  on  findings  it  is  anywhere  from  25  to 
125  per  cent.  Is  not  a  trade  like  that  worth  getting 
after  hot-foot,  especially  when  these  articles  are  easily 
handled  and  sales  quickly  made? 

But  it  is  not  only  in  financial  returns  that  findings 
prove  their  worth.  They  are  the  greatest  feeders  for 
the  shoe  departments  proper  that  can  be  placed  m  any 
store.  If  properly  located  and  displayed  many  people 
who  come  for  findings  alone  will  stay  to  buy  shoes 
when  under  the  skilful  guidance  of  a  good  salesman 
A  findings  display  can  be  made  most  attractive  and 
compelling. 

The  Field. 

If  laces  and  polishes  were  the  only  items  included 
in  the  term  "findings,"  one  could  understand  perhaps, 
the  indifference  displayed  by  so  many  retailers  toward 
them  But  when  you  look  over  a  list  of  the  articles 
more  commonly  called  for,  the  extent  of  the  trade  is 
evident.  Here  are  a  few  of  them:  laces,  polishes, 
blackings  of  all  kinds,  white  canvas  cleaners,  shoe- 
trees,  rubber  heels,  insoles,  heel-cushions,  overgaiters 
and  leggings,  arch  and  ankle  supports,  brushes,  shoe- 
lifts  button-hooks,  ice-creepers,  and  heel-plates.  There 
are  'items  in  this  list  and  items  not  mentioned  here, 
which  appeal  strongly  to  both  young  and  old  of  eithei 
sex  Surely  the  salesman  does  not  lack  opportunity 
to  exercise  his  talents  with  such  materials  to  work  on  . 

The  Initial  Investment. 

Any  retailer  desirous  of  adding  findings  to  his 


general  stock  is  always  surprised  at  the  small  amount 
of  capital  required  to  make  a  creditable  beginning. 
It  should  be  remembered  that  this  capital  is  very 
quickly  turned  over  and  thus  the  stock  can  always  be 
kept  new  and  complete  with  little  subsequent  extra 
outlay.    From  $100  to  $150  is  quite  ample  to  start  with. 
The  smaller  figure  will  do  for  retailers  in  close  touch 
with  findings  manufacturers ;  the    larger    for  those 
whose  stocks  can  not  be  replenished  so  readily.  When 
you  consider  that  many  hustling    shoe    men  have 
turned  over  a  capital  of  this  size  in  less  than  a  month, 
there  is  absolutely  no  risk  in  the  proposition,  nor  any 
reason  for  hesitation,  in  view  of  the  undoubted  bene- 
fits to  be  derived  therefrom.    A  catalogue  from  a  good 
findings  establishment  will  give  you  all  needed  in- 
formation. 

How  To  Begin. 

To  ensure  success  from  the  start,  you  should  open 
a  findings  department  and  keep  it  entirely  separate 
from  the  other  departments.    This  should  be  located 
just  inside  the  door,  and  will  take  up  very  little  floor- 
space,  as  a  great  deal  of  the  stock  is  kept  in  a  show 
case,  and  the  remainder  can  be  shelved  within  easy 
reach.    This  show  case  should  not  be  a  cheap,  second- 
hand affair.    Far  from  it !    The  success  of  your  de- 
partment will  depend  considerably  on  its  abearance. 
For  $30  or  $40  you  can  secure  a  handsomely  finished 
case  of  quarter-cut  oak,   with   plate    glass   top  and 
shelves,    mirrored    doors,    plated    adjustable  shelf 
brackets,  from  6  to  10  feet  long.    This  will  attract 
instant  attention  if  its  contents  are  carefully  arranged 
and  tastefully  displayed.   Customers  entering  the  store 
cannot  miss  it,  and  while  waiting  to  be  served,  will 
view  the  contents  with  interest.    When  leaving  the 
competent  salesman  will  always  bring  it  to  the  cus- 
tomer's notice,  with  the  usual  result  of  adding  per- 
haps 50  cents  or  $1  to  a  $5  order.    This  not  only  in- 
creases gross  sales,  but  also  net  profits. 


Methods  of  Management. 

There  are  two  in  common  use.  In  one,  each  clerk 
is  instructed  as  to  the  proper  way  to  sell  findings,  and 
is  supposed  to  push  this  department  as  thoroughly  as 
he  ■  can.  Some  proprietors  judsre  the  worth  of  then- 
clerks  largely  by  the  amount  of  findings  they,  sell  and 
reward  or  admonish  them  accordingly.  This  is  be- 
cause findings  sales  are  largely  an  index  to  the  initi- 
ative and  ability  of  the  salesman.  In  other  cases,  the 
salesmen  are  given  a  certain  percentage  on  all  sales 
above  a  certain  total.    This  would  seem  to  be  the  bet- 
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ter  method,  as  it  appeals  powerfully  to  that  motive 
so  strong  in  everyone — self-interest.  An  enterprising 
salesman  can  add  several  dollars  per  week  to  his 
salary  in  this  way. 

Still  other  shoemen  run  this  as  an  entirely  separ- 
ate department,  and  place  it  entirely  in  charge  of  one 
clerk.  The  latter  is  responsible  for  results  and  any 
customer  desiring  findings  is  turned  over  to  him  for 
attention.  This  has  its  advantages  and  its  drawbacks 
as  well.  If  one  person  is  responsible  for  the  appear- 
ance of  the  department,  it  will  probably  be  kept  in 
better  condition  than  if  several  were  interested  in  its 
uokeep.  "Too  many  cooks  spoil  the  broth."  It  will 
also  be  easier  to  keep  accurate  record  of  sales,  as  this 
record  will  be  in  one  salesbook  rather  than  in  several, 
and  mixed  with  other  sales  at  that.  Again,  there  is 
less  likelihood  of  stock  running  short  or  any  line  be- 
coming shopworn  if  one  man  is  responsible,  and  keeps 
in  intimate  touch  with  it  day  by  day.  On  the  other 
hand,  when  a  customer  has  been,  successfully 
handled  by  a  certain  salesman,  it  is  often  annoying 
to  the  customer,  and  harmful  to  the  interests  of  the 
store,  to  turn  him  over  to  another  salesman  for  atten- 
tion. It  breaks  that  personal  relationship,  which  is  a 
strong  feature  in  successful  salesmanship.  This  is  a 
matter  which  must  be  decided  according  to  the  judg- 
ment of  the  retailer.  In  any  case,  careful  record  must 
be  kept  of  all  findings,  so  that  the  department  may 
receive  due  credit. 

Compelling  Displays. 

These  are  most  important.  Give  up  your  best 
window  to  the  findings  department  periodically.  It 
will  not  only  sell  findings,  but  draw  people  into  the 
store  for  the  other  departments.  You  can  make  a 
very  neat,  attractive  disolay  if  you  study  out  a  nlan 
before  dressing  the  window.  For  instance,  display  a 
line  of  polishing  and  mud  brushes  and  daubers  close 
tn  the  shoe  polishes.  Passers-by  will  see  the  noint 
much  quicker  than  if  the  articles  were  dutrmed  into 
the  window  helter-skelter.  With  button-hooks,  shoe- 
lifts,  oversraiters  and  leggings,  all  sorts  and  colors  of 
fancy  laces,  arch-supports,  insoles  and  other  articles, 
the  window  will  not  lack  for  contrast  and  can  be  ar- 
ranged in  very  telling  combinations.  With  laces  alone, 
a  good  window-trimmer  can  make  an  effective  and 
unusual  display.  These  remarks  apply  to  the  inside 
show-case  as  well. 

Displavs  should  consist  of  seasonable  articles. 
Don't  show  ice-creepers  in  summer  or  cricket  and  golf 
spikes  in  winter.  There  are  enough  all-the-year-round 
ctaples  to  fill  a  window  at  any  season.  Occasionally, 
for  the  sake  of  variety,  you  could  make  a  strong  effect 
by  dressing  a  window  with  one.  article  alone.  This  is 
always  an  instant  eye-catcher,  when  carefully  done. 


Advertise  Freely. 

Give  the  findings  department  a  fair  share  of  the 
advertising  space.  Let  people  know  that  your  lines 
are  complete,  and  that  you  are  in  earnest  in  your  efforts 
to  give  them  the  best  goods  obtainable.  But  don'^ 
cut  prices,  except  on  rare  occasions.  You  would  be 
very  foolish  to  do  this  just  because  you  make  a  large 
profit.  Why  shouldn't  you?  There  is  enough  dead 
timber  in  any  business  without  throwing  away, any 
advantage  you  possess.  Besides,  if  you  boom  the  de- 
partment in  the  proper  way,  you'll  never  have  to  cut 
prices.  That  has  been  the  experience  of  many  of  the 
most  successful  retailers  in  this  line. 

Observation  Invaluable. 

There  is  one  undoubted  advantage  in  expecting 
each  salesman  to  boost  the  sale  of  findings,  and  that 
lies  in  the  opportunity  he  has  of  suggesting  findings 
which  are  needed  by  the  customers  on  whom  he  waits. 
If  a  man  comes  in  for  a  pair  of  rubbers  and  the  sales- 
man notices  that  the  heels  of  his  shoes  are  so  run  over 
that  an  accurate  fit  at  the  heel  is  impossible,  there  is 
his  chance  to  suggest  having  the  heels  trimmed  and  a 
pair  of  rubber  heels  put  on.  When  selling  a  pair  of 
shoes,  he  can  suggest  the  value  of  a  pair  of  trees  in 
keeping  the  shape  and  also  in  allowing  perfect  ven- 
tilation. If  he  is  fitting  a  lady  whose  instep  has  fallen, 
he  can  urge  the  necessity  and  the  comfort  of  arch- 
supports  ;  to  a  lady  with  a  high  instep  he  can  sell 
inside  heel  cushions  to  absorb  the  shock  and  add  to 
the  comfort  and  fit.  These  instances  can  be  multiplied 
indefinitely;  in  fact,  the  salesman  with  initiative 
and  resolution  can  materially  increase  his  own  value 
and  the  firm's  profits  by  training  himself  to  act  noon 
hints  suggested  by  accurate  observation. 

Tact  Necessary. 

Of  course,  in  profiting  by  observation  as  outlined 
above,  great  tact  must  be  used  in  making  these  sug- 
gestions, so  that  no  offence  will  be  taken.  This  would 
do  vastly  more  harm  than  good,  and  the  salesman 
must  study  the  question  from  all  sides,  profit  by  past 
mistakes,  and  strive  by  force  of  personality  and  genu- 
ine courtesy  to  make  such  sales  and  still  have  the  cus- 
tomer's good-will.  In  fact,  quite  often  the  latter  will 
thank  the  salesman  for  some  hint  thrown  out  which 
means  much  added  comfort. 

Keen  your  stock  no  to  par ;  display  and  adver- 
tise it  well ;  exact  courtesy  and  powers  of  observation 
from  vour  salesmen  ;  and  above  all,  boom  your  finding's 
department  in  and  out  of  season.  You'll  find  that  the 
net  orofits  will  pay  your  minor  expenses,  and  still 
leave  you  with  a  substantial  balance  to  the  good  at 
the  end  of  the  year.  It  will  also  be  a  factor  in  many 
shoe  sales  which  wovdd  otherwise  have  gone  else- 
where. 
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Limitation  of  Styles 

American  Manufacturers  Take  up  the  Subject-Why  Not  Canadian?-The  Benefit  to  Mann- 

facturer  and  Retailer. 


Now  that  the  fall  season  is  almost  upon  us,  the 
question  of  future  styles  takes  an  important  place  in 
the  minds  of  the  retail  trade.  The  policy  of  the  manu- 
facturers is  practically  completed  and  they  are  work- 
ing upon  the  samples. 

In  men's  shoes,  the  lasts  themselves  will  not  vary 
very  much,  but  the  quantity  to  be  made  up  from  each 
last  shown  is  expected  to  vary  considerably  from  the 
quantities  sold  from  practically  the  same  lasts  for  the 
preceding  season.  High  toes  with  correspondingly 
high  heels  are  expected  to  be  quite  a  feature  of  the 
sates  in  the  heavy  weather-proof  lines  as  well  as  the 
dress  shoes.  Not  very  many  button  shoes  will  be  sold 
or  shown. 

The  women's  lasts  will  also  be  quite  similar  to 
those  sold  for  spring.  High  toes,  short  fore-parts  and 
Cuban  heels  will  have  the  cell.  Fabric  shoes  for  even- 
ing wear  will  hold  a  prominent  position,  while  fabric 
tops  for  general  wear  will  be  popular.  Although 
bronze  is  not  selling  so  well  in  the  States  there  will 
be  a  fair  demand  for  it  here.  Gun  metal  will  be  large- 
ly sold. 

But  in  spite  of  the  apparently  few  changes  made 
in  the  lasts,  manufacturers  have  spent  large  sums  on 
the  introduction  of  new  ones.    The  last  expenditure 
has  become  a  seriously  important  item  to  the  maker 
of  fine  shoes.    With  styles  having   a   tendency  to 
change  so  rapidly,  the  manufacturer  is  compelled  to 
consider  his  lasts  as  an  expense  rather  than  an  asset. 
Particularly  are  they  an  expense  when  the  maker  is 
free  to  use  them  as  a  substitute  for  coal,  owing  to  their 
being  supplanted  by  the  latter  fads.    It  is  evident  that 
this  item  of  expense  running  far  into  the  thousands 
of  dollars  each  year,  seriously  affects  the  cost  of  pro- 
duction of  each  shoe.    The  retailer  is  particularly  in- 
terested in  the  cost  of  production,  for  if  a  shoe  that  is 
sold  for  three  dollars  and  eighty-five  cents  could  be 
sold  for  fifteen  cents  less  the  additional  profit  will  go 

to  the  merchant. 

What,  then,  are  the  reasons  for  the  changes  made 
in  the  styles?  We  enumerate  them  m  the  order  oi 
their  importance:  (i)  The  last  manufacturer;  (2) 
The  salesmen  for  factories;  (3)  The  retail  merchant: 
(4)  Competition  among  manufacturers. 

The  last  manufacturer  gets  up  a  number  of  new 
lines  The  last  salesman  carries  the  samples  to  the 
factory  The  shoe  salesmen  see  the  new  last— or,  ll 
they  don't,  the  manufacturer  considers  their  demands 
when  buying-and  believe  they  can  "scoop    the  trade 

with  the  new  lasts.  „+,riPC  Thev 

Now  the  public  do  not  create  the  styles  1  hey 
would  buy  and  be  satisfied  with  practically  the  same 
lasts  year  after  year.    If  all  that  the  consumer  de- 


mands is  shoes  made  of  real  leather  that  will  wear 
well,  why  not  supply  them?    Why    can    the    last  , 
manufacturer  dictate  the  new  ideas  in  shoe-making? 
It  is  simply  a  case  of  the  tail  wagging  the  dog. 

These  conclusions  have  evidently  been  arrived 
at  by  the  National  Boot  and  Shoe  Manufacturers' 
Committee  on  Styles,  which  recently  agreed  to  re- 
commend eight  styles  for  men's  shoes,  and  eight  for 
women's  for  next  fall  and  winter.  These  styles  they 
intend  to  illustrate  in  separate  hangers. 

Each  one  of  these  shoes  is  supposed  to  represent 
a  type  of  last,  and  it  was  contemplated  that  these  eight 
distinct  types  of  lasts  were  to  be  used  in  making  shoes 
with  various  materials  in  the  uppers  and  with  different 
effects  in  patterns,  soles,  edges,  finish,  etc.,  so  that 
the  recommendations  of  the  committee  really  are  more 
in  the  nature  of  limitations  of  lasts  than  of  shoes. 

The  eight  lasts  adopted  give  expression  to  the  de- 
signs of  the  different  sections  of  the  country,  yet  none 
of  them  are  of  the  really  extreme  type,  except  one,  a 
"straight  wall"  high-toed  last. 

Notwithstanding  the  variety  of  shoes  that  may 
be  made  and  shown  on  these  eight  styles  of  lasts,  the 
adoption  of  the  recommendations  of  the  committee 
would  mean  a  considerable  curtailment  in  the  number 
of  freaks  and  novelties  that  now  occupy  a  space  on 
the  shelves  of  the  retail  shoe  dealers. 

The  manufacturers  would  likewise  be  benefited, 
because  the  adoption  of  the  committee's  recommenda- 
tions would  check  unnecessary  investment  of  capital 
in  a  variety  of  new  lasts  each  season. 

We  believe  the  work  of  the  Styles  Committee  to 
be  the  most  important  action  that  the  manufacturers 
have  ever  taken,  and  one  fraught  with  the  greatest 
amount  of  possible  benefit  both  to  themselves  and  to 
their  customers. 

Speaking  in  the  interest  of  the  shoe  retailers,  we 
believe  their  support  of  the  Committee's  action  will 
mean  that  they  can  buy  shoes  with  greater  certainty 
as  to  styles  and  with  less  danger  of  loss  on  goods  left 
over  at  the  end  of  the  season. 

It  is  just  about  up  to  the  Canadian  retailers  and 
manufacturers  to  get  together  on  a  somewhat  similar 
proposition.  We  believe  that  the  work  of  such  a  com- 
mittee would  receive  the  warmest  commendation  from 
all  travellers  of  the  trade  with  the  sole  exception  of 
the  last  manufacturers. 

The  shoe  manufacturers  and  retailers  of  shoes 
are  the  ones  who  should  create  the  styles  and  no  out- 
side interests  should  have  any  interests  m  the  matter 
whatever.  We  are  open  for  suggestions  on  this  matter 
and  will  use  our  organization  to  the  fullest  extent  in 
furthering  this  movement. 
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If  I  Were  a  Banker 

What  I  Would  do  if  Were  the  Head  of  the  Local  Bank. 


These  days  a  banker's  lot  does  not  seem  to  be 
altogether  a  happy  one.  With  two  or  three  of  the  big 
wigs  in  the  jug,  it  looks  as  though,  after  all,  there  was 
something  more  in  banking  than  sitting  in  a  comfort- 
able office  for  four  or  five  hours  a  day  and  playing'  golf 
or  draw-poker  the  rest  of  the  time.    I  used  to  think  I 

could  fill  the  chair  of  old  B  ,  and  have  time  on  my 

hands  to  do  more  work  than  smoke  cigars  at  the  club, 
but  I  have  begun  to  think  that  if  a  man  at  this  sort  of 
job,  like  anything  else,  wants  to  put  brains  and  timp 
into  it  he  can  find  plenty  of  ways  to  use  them  both. 

A  Banker's  Disposition. 

I  think  I've  already  said  something  about  one 
bank  manager  in  connection  with  the  store  and  its  cus- 
tomers. He's  not  a  bad  sort  of  an  old  rooster,  but  he 
is  so  pompous  and  important  in  his  ways  that  it  would 
make  a  town  mule  dog  tired  to  watch  him.  He  seems 
to  think  he  is  "it,"  and  expects  everybody  to  kow-tow 
to  him.  I  don't  see  myself  that  a  bank  manager  or  a 
bank  clerk  is  any  better  than  anybody  else,  but  they 
seem  to  think  the  handling  of  money  is  more  genteel 
than  selling  groceries,  shoes  or  furniture.  I  heard  the 
other  da}-  that  the  manager  made  a  great  fuss  because 
the  principal  baker  in  the  town  wanted  to  join  the  busi- 
ness men's  club.  I  heard  the  Boss  say  to  someone  in 
the  store  in  this  connection,  that  the  baker  had  more 
business  in  his  little  finger  in  a  minute  than  the  bank 
manager  had  in  his  head  in  a  week.  I  think  one  of  the 
things  I  would  try  and  shake  if  I  was  a  bank  manager 
is  this  foolish  uppishness  that  I  am  told  is  common  to 
the  whole  class.  I  might  say,  by  the  way,  that  Sam 
Campbell,  who  went  to  school  with  me,  hardly  speaks 
to  me  since  he  got  a  job  at  the  bank.  What  do  you 
know  about  that?  And  I'm  getting  twice  as  much  at 
the  store  as  that  kid  earns  at  the  bank,  too. 

Know  Your  Customers. 

Just  here,  I  think  it  would  pay  bankers  to  get 
acquainted  with  their  customers,  just  as  it  does  a  retail 
storekeeper,  or  any  other  business  men  to  meet  and 
know  his.  After  all,  as  I  heard  the  Boss  say  once,  it  is 

men  tiiat  count  these  days.  Old  B          got  stuck  with 

the  firm  up  the  street  in  our  line  because  he  didn't  take 
the  trouble  to  properly  size  up  the  bunch.  If  he'd 
been  in  the  store  enough  to  see  what  kind  of  men  they 
were,  or  had  even  kept  in  touch  with  their  ways  and 
means  through  other  firms  in  the  town  he  might  have 
got  \\  \<c  in  time.  The  same  old  stiff  refused  to  pay  a 
note  for  a  young  fellow  lately  started  in  business  for 
the  sake  of  a  few  dollars  shy  in  the  account,  when  the 


former  was  out  of  town,  having  overlooked  the  fact 
that  the  note  was  due.  He  took  his  account  to 
another  bank,  and  has  taken  a  good  deal  of  trouble  to 

tell  what  he  thinks  of  old  B  .  All  the  same  I  hear 

it  said  that  banking  is  now  more  like  other  lines  of 
business,  and  the  banks  go  after  it  instead  of  waiting 
for  it  to  come  in.  If  I  was  the  manager  at  our  bank  I 
would  either  get  into  the  game  or  get  out.  I  would  see 
that  those  who  needed  and  deserved  encouragement 
would  get  it,  and  those  who  didn't  got  it  where  the 
chicken  got  the  axe. 

Bank  Loses. 

While  on  this  subject  I  might  sa)'  that  old  B  

was  given  the  laugh  a  couple  of  months  ago  in  connec- 
tion with  a  deal  in  which  he,  as  well  as  the  bank,  got 
hit.  A  smart  Alec  of  a  real  estate  agent  and  stock 
broker  got  the  inside  track  on  him  and  some  others 
through  the  club  and  its  influences.  He  got  a  great 
stand  in,  and  when  he  lit  out  his  account  was  consider- 
ably overdrawn,  he  had  some  shady  paper  in  the  bank, 
and  the  manager  and  some  other  business  men  in  the 
town  had  scrip  in  their  safes  that  was  not  worth  pow- 
der to  blow  them  over  Kelly's  livery.  That's  the  way, 
as  the  Boss  says.  A  business  man  has  to  fight  for 
what  he  gets  at  the  bank,  and  they  shovel  out  the 
dough  to  the  first  fakir  that  comes  along  with  a  smooth 
way  and  tailor-made  clothes.  I  think  the  bank  was 
really  to  blame  for  the  losses  made  by  others  because 
the  manager  was  as  thick  as  molasses  with  the  sharper 

Be  Above  Suspicion. 

If  I  was  a  banker  I  would  look  after  my  help  a 
little,  as  well  as  pay  attention  to  my  own  goings.  I 
think  a  man  who  handles  a  lot  of  other  people's  money 
should  be,  like  Caesar's  wife,  above  suspicion.  I've 
seen  Nicol,  the  teller  of  our  bank,  in  company  with 
some  people  who  may  think  themselves  too  good  for 
common  clerks,  but  if  they  don't  get  into  the  pen  it 
will  not  be  their  fault.  Draw-poker  may  be  a  gentle- 
man's game,  but  I  think  if  I  had  mone)^  in  a  bank  I'd 
pull  it  out  pretty  quick  if  I  knew  the  manager  or  head 
clerk  was  regularly  in  either  of  these  pastimes.  A 
minister  said  the  other  Sunday  that  Cobalt  stocks, 
horse  racing  and  poker  were  doing  more  to  ruin  the 
young  men  of  this  country  than  even  the  liquor  busi- 
ness, and  I'm  inclined  to  believe  him.  If  I  were  a 
banker  I  would  give  gambling  and  whisky  no  show. 
An  ordinary  individual  usually  puts  up  his  own  on 
games  of  chance  or  vice.  The  other  fellow  has  to  pay 
the  piper  when  a  bank  man  goes  wrong. 

SILAS. 
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A  Felt  Goods  Window 

Which  Won  First  Place  for  the  Province  of  Quebec  in  the  Competition  Announced  in  the 

Shoe  and  Leather  Journal  of  January  First. 


A  A  Daoust  of  Geo.  G.  Gales  &  Co.,  Montreal,  is  the  artist  who  dressed  this  window,  and  is  to  be  congratu- 
lated on  the  success  of  his  efforts.  It  truly  has  a  »  comfy  "  look,  and  must  have  prompted  many  a  passerby  to  step 
inside  and  make  unpremeditated  purchases. 

The  word  «  Comfy  "  at  the  top  is  made  of  cotton  wool,  pasted  on  the  glass  background  ;  the  banners  are  of 
different  colored  felts,  and  the  shades  on  the  electric  lights  are  made  of  tan  calf  skin  fringed.    The  show  card  in  the 
centre  is  embossed,  and  fur  rugs  cover  the  mounts  on  which  felt  shoes  of  every  description  are  delayed.  Colored 
lights  are  placed  inside  the  hosiery  forms,  which  must  have  enhanced  the  effect  very  materially  when  lighted  at  mght. 
Our  congratulations  are  tendered  to  Mr.  Daoust. 
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Boston 

General  Curtailment. 

Boston,  the  shoe  centre,  is  at  present  the  centre  of 
difference  of  opinion.  Last  month  saw  meetings  of 
tanners,  last  manufacturers,  shoe  manufacturers  and 
retail  merchants.  The  object  of  all  meetings  was  to 
evolve  a  co-operative  system  of  the  manufacture  of 
leather,  lasts  and  shoes  and  the  marketing  of  them. 

The  result  was  curtailment  of  the  tanners  of  sole 
stock,  promised  curtailment  on  the  part  of  upper 
manufacturers,  last  manufacturers  dissatisfied,  shoe 
manufacturers  endeavoring  to  limit  the  styles  and  a 
series  of  proposals  from  the  shoe  merchants. 

Sole  leather  manufacturers  have  either  been  over- 
producing, or  the  consumption  of  sole  stock  has  de- 
creased. Shoe  manufacturers  are  some  of  them  still 
spending  money  for  freak  lasts,  but  suggested  a  style 
card  embodying  eight  men's  lasts  and  eight  women's 
lasts.  What  the  actual  and  final  results  will  be  can 
only  be  known  six  months  from  now. 

Shoe  manufacturers  are  operating  at  about  sixty 
per  cent,  of  capacity  and  have  not  been  making  the 
money  they  feel  they  should.  Decrease  in  output  and 
heavy  sole  stocks  are  their  reasons  for  not  ordering 
more  leather.  The  fact  that  the  aggressive  methods  of 
the  last  manufacturers  have  resulted  in  the  makers  of 
lasts  dictating  shoe  styles,  has  led  the  manufacturers 
in  sheer  self-defence  to  attempt  to  reduce  the  enormous 
varieties  of  lasts  shown.  Ten  to  thirty  thousand  dol- 
lars a  year  wasted  is  a  fair  estimate  for  the  average 
factories  on  this  one  item. 

Change  in  Leather  Discounts. 

There  is  still  quite  a  little  unrest  caused  by  the 
changes  in  discounts  and  change  of  dating  of  leather. 
It  seems  as  if  it  will  be  practically  impossible,  consider- 
ing present  conditions,  to  put  the  reform  through 
unless  prices  are  eased  off  a  little.  It  seems  impos- 
sible at  present  for  the  manufacturers  to  increase  the 
prices  of  shoes  on  account  of  the  long  period  of  de- 
pression the  trade  has  just  pulled  through.  The  newly 
proposed  datings  are  2  off  10,  I  off  30,  net  60  days. 
Tanners  say  they  will  stand  together  for  these  terms. 

The  Situation  in  Review. 

A  few  months  ago  there  was  a  sentiment  through- 
out the  trade  that  they  would  develop  a  marked  im- 
provement. The  contention  was  that  the  pendulum 
having  swung  one  way  for  nearly  a  year  was  due  to 
reverse  the  swinging.  The  shoe  industry  still  remains 
in  a  passive  state,  and,  up  to  date,  is  not  much,  if  any, 
better  than  a  repetition  of  last  year. 

The  sole  leather  situation  is  bad  with  nearly  one 
hundred  hemlock,  union  and  oak  leather  tanneries 
closed,  and  for  an  indefinite  period.  The  upper  leather 


Letter 

situation  has  not  improved.  The  curtailment  which 
tanners  of  domestic  hides  practised  has  only  so  far 
relieved  the  situation  that  stocks  of  finished  grains  and 
other  side  leathers  have  been  depleted  to  an  extent  that 
it  would  not  be  possible  for  any  tanner  to  accept  large 
orders  for  early  delivery. 

The  finished  split  leather  situation  is  still  in  rather 
bad  shape,  and  the  accumulations  of  light  splits,  both 
finished  and  in  the  rough,  are  causing  tanners  no  little 
thought.  The  sales  are  of  little  or  no  account  and 
every  side  of  grain  leather  being  turned  out  of  the  tan- 
neries yields  another  split  to  increase  the  accumulation. 

The  calfskin  tanners  have  been  up  against  it  for 
several  months.  Raw  calfskins  have  been  priced  so 
high  that  the  tanning  of  them  has  become  positively 
unprofitable.  The  kid  business  is  unprofitable  as  well. 
The  shoe  business  which  during  the  major  portion  of 
1910  was  about  two-thirds  production,  has  shown  some 
little  spirit  of  improvement  at  times,  and  again  now 
become  very  quiet. 

The  making  of  freak  shoes  has  entailed  a  heavy 
expenditure  upon  the  manufacturer  in  the  way  of  lasts, 
dies  and  patterns,  to  say  nothing  of  the  increased  cost 
of  making  such  shoes.  The  innovation  of  velvet,  cloth 
and  other  fabric  shoes  has  in  a  certain  sense  dissipated 
the  staple  shoe  industry. 

Quite  a  number  of  the  tanners  of  specialties  in 
upper  stocks  and  fabric  converters  report  calls  from 
the  Canadian  trade. 

Reports  as  to  new  styles  are  at  variance.  AVhile 
in  some  sections  there  is  reported  a  fair  demand  for 
patents,  the  concensus  of  opinion  is  that  dull  leathers 
have  the  call. 

Leather  For  Women's  Shoes. 

In  women's  lines  for  full  black  suedes,  black  buck- 
skins, black  casters,  silks,  satins  and  velvets,  plain, 
embroidered  and  beaded  are  the  outstanding  features. 
Persian  or  "Ottoman"  cloths  in  patterns  embodying 
shot  gold  and  silver  effect  are  novelties  that  while 
more  in  place  as  upholstery  than  as  shoes  will  be 
shown  for  extremists.  Gros  and  grain  cloths  are  being 
shown. 

While  the  manufacturers  are  giving  fabrics  such 
attention  they  recognize  their  weakness.  They  cannot 
be  expected  to  wear  anything  like  leather  goods.  In 
fact  when  shown  in  combination  with  leather  it  is  an 
easy  matter  to  predict  which  will  wear  out  first.  Some 
manufacturers  are  enclosing  a  printed  slip  to  this  effect 
in  all  cartons.  Another  point  that  the  retailers  should 
realize  is  that  buttons  should  never  be  re-fastened  on 
velvet  shoes  with  a  patent  fastener.  The  reason  is 
quite  evident.  Canvas  shoes  are  selling  remarkably 
well  in  pumps,  colonials  and  oxfords,  and  even  in  boots 
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and  high  Roman  sandals.  Canvas  in  all  colors  and  pat- 
terns is  being  used  under  the  terms  "Crashette,"  "Cor- 
dette,"  and  so  on.  Some  manufacturers  are  even  show- 
ing a  small  line  for  fall  trade.  White  calf  is  a  dead  one 
for  spring,  white  canvas,  sea  island  cotton  and  linen 
having  replaced  it.  White  patents  for  fall  are  falling  off 
in  men's  lines ;  they  are  still  popular  in  women's  lines. 
For  spring  trade  in  spite  of  previous  predictions,  it  is 
believed  that  tans  will  show  an  increase  of  almost  20 
per  cent,  over  last  year. 

There  are  no  radical  departures  in  regard  to  pat- 
terns. Seamless  pumps,  plain  and  fancy  straps,  colon- 
ials or  high  tongued  styles  having  buckles  covered 
with  material  from  which  the  shoe  is  made,  promise  to 
be  the  leading  feature  in  the  slipper  line  for  the  coming 
season.  Some  manufacturers  express  a  doubt  as  to 
the  "come  back"  qualities  of  the  colonial  pattern. 
Others  are  equally  positive  that  it  will  be  one  of  the 
best  sellers.  All,  however,  agree  that  the  pump  and 
strap  patterns  in  both  plain  and  fancy  effects  will  have 
the  right  of  way  next  season. 

Regarding  lasts  in  women's  slippers  and  boots  the 
stage  shape  is  one  which  is  reasonably  sure  to  lead  all 
others  In  this  the  short  vamp  is  accentuated  and  the 
high  heel  featured.  In  short,  the  effect  of  the  stage 
last  is  to  reduce  the  apparent  size  of  the  shoe,  a  point 
which  is  important  to  the  merchant  who  caters  to  the 
-  fair  sex.  A  special  pump  last  for  street  shoes  has  a 
close  fitting  effect  around  the  top  made  by  digging  out 
the  sides  of  the  last,  thus  enabling  the  pump  to  cling 
closely  to  the  foot  of  the  wearer  and  have  the  stay-on 
qualities  which  are  so  important  in  this  style  of  foot- 
wear. These  lasts  carry  heels  from  12-8  to  16-b 
heights. 

Going  back  to  the  leather  proposition  in  women's 
=hoes  for  fall,  mention  should  be  made  of  suede,  a 
material  which  will  have  a  considerable  prominence 
in  various  colors  in  both  boots  and  slippers.  This 
stock  being  of  leather,  has  substantial  wearing  qual- 
ities which  the  fabrics  do  not  possess  and,  therefore, 
can  be  relied  upon  to  give  good  satisfaction  m  that 
regard.  Glazed  calf  and  kid  will  be  largely  employed 
in  boots  and  slippers  this  season,  as  in  past  years. 
These  leathers  are  produced  in  every  conceivable  color 
to  match  dress  materials. 

Men's  Leather. 

Leather  for  men's  shoes  is  not  in  such  great 
variety.  Patents,  as  we  stated  above,  show  quite  a  fall- 
ing off  for  fall.  Manufacturers  for  novel  patents,  how- 
ever, claim  that  prospects  are  very  bright.  Dull 
leathers  will  be  the  thing  for  fall.  White  buck  is 
shown  extensively  for  summer  trade.  A  large  number 
of  orders  for  high  grade  white  canvas  shoes  are  re- 
ported. 

Men's  Lasts. 

Styles  are  being  discussed  just  at  present.    It  is  a 


much-to-be-regretted  fact  that  style  is  practically  sev- 
enty-five per  cent  of  the  shoe— as  the  manufacturer 
has  seen  and  does  see  it.    The  high  toe  is  being  shown 
more  than  ever,  particularly  in  shoes  retailing  at  any- 
where from  $3-00  to  $5.00.    Makers  of  higher  class 
footwear  are  more  conservative.    A  new  one  en  us 
was  a  high  toe  with  a  low  heel.    The  particular  one 
referred  to  was  one  with  an  extremely  high  toe  and 
but  a  one  inch  heel,  replacing  the  one  and  a  half  inch 
or  higher  heel.    This  shoe,  strange  to  say,  is  a  very 
attractive  looking  one.    The  stage  last,  adopted  from 
the  similar  women's  last,  is  also  being  shown.    It  will 
sell  to  the  dealer  on  the  lookout  for  something  affer- 
ent in  the  high  class  toe  line.    It  has  the  short  vamp, 
medium  high  toe  and  high  heel. 


Women's  Lasts. 

Lasts  for  fall  do  not  embody  any  great  number  of 
changes  from  those  shown  for  spring.  The  high  toe 
will  be  popular  in  medium  and  fairly  high  priced  lines 
with  a  sharp  ridge  across  the  toe.  Flat  fore-parts 
and  high  heels  are  of  course  on  the  go.  However, 
there  are  some  fairly  pointed  toes,  flat  fore-parts  and 
generally  sharp  receding  effects  shown.  These  are 
certainly  different  and  should  sell  fairly  well,  particu- 
larly for  the  out-door  lines.  The  fad  of  wearing  low 
shoes  all  the  year  round  appears  to  be  falling  off. 

Young  People's  Shoes. 

.  The  high  rounded  toes,  high  heels  and  short 
vamps  are  quite  a  popular  idea  with  the  manufacturers 
of  shoes  for  both  boys  and  girls  of  about  the  high- 
school  age.  These  lines  for  tail  have  been  given  just 
as  much  attention  as  the  "grown  ups"  shoes. 

The  Opinion  of  Retailers. 

Retailers  all  over  the  country  send  in  conflicting 
reports  to  the  manufacturers.    The  majority  of  them 
state  that  business  is  not  any  too  well  with  them. 
Spring  in  the  south  has  opened  up  rather  quietly.  On 
the  question  of  shoe  styles,  strange  to  say,  the  majority 
are  in  favor  of  doing  away  with  the  glut  of  fanciful 
ideas.    The  shoe-travelling  salesman's  cry  that  "the 
dealers,  demand  them"  is  being  given  the  lie.  Prac- 
tically all  retailers  tell  the  manufacturers  that  they 
would  like  to  see  shoes  standardized  to  quite  an  extent. 
They  believe  that  the  manufacturer  who  features 
freaks  and  fads  is  injuring  his  own  business  and  they 
further  believe  that  he  ought  to  be  told  so.    The  re- 
tailers generally  have  found  that  the  short  skirts  worn 
and  so  popular  with  the  women  are  responsible  for  a 
great  deal  of  the  increased  demand  for  fancy  tops. 
While  they  have  to  carry  the  shoes  to  fill  the  demand, 
it  is  really  against  the  principles  of  many  of  them. 
They  know  that  the  fabrics  cannot  wear  well.  Many 
of  them  have  posted  notices  to  that  effect  in  their  store. 
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Boston  News  Items 


At  the  meeting  of  the  extract  manufac- 
turers in  Washington,  D.C.,  the  matter  of 


Chestnut  Wood  Situations  teat.    Practically  all  New  England    shoe  in  the  rooms  of    the  N.    E.  Shoe  and 

manufacturing  centres  were  represented  at  Leather    Association,    Wednesdaj-  after- 

the  meeting.  noon,  at  3  o'clock.    The  meeting  was  call- 

_        "  ,01  ed  to  order  by  Secretary  Anderson  of  the 

short  supplies  ot  chestnut  wood  on    hana      On   February  the  6th  a   complimentary  ,.T    ^    C1  ,  T     it        \        ■  ^  1 

'  ^  .  .  "  iM .  h,.  bhoe  and  Leather  Association,  who 

at  the  plants  was  given  careful  consider-  banquet  was  tendered  to  the  salesmen  of  •  .     <       ,     r     ^    -1   r\     a  1  c  ^ 

.    '  ,  T  ,  1     -vr       -r*    1     t    1        r        •      ,       ,  introduced  Mr.  Cecil  Q.  Adams,  of  the 

ation  by  the  members.     It  was  the  gen-  the  l\ew  hngland  shoe   factories  by  the  „  .  ,  ,       ,    ,  ,T  „  ,  . 

.  r  mi       tc    ,  1      •    »         1  Bristol  .Patent  Leather    Co.  as  chairman, 

eral  opinion  that  plenty  of  wood  can    be  manufacturers.     the      celebration      took  ^.     c  ,        r       jr,  w 

.     ,  ,  .       ,    "  ,       ■    -n  „     ,  „  m,      1  hhe  m_st  speaker  ot  the  afternoon  was  Air. 

obtained  bv  paying  the  wood  operators    an  place  m  Boston,  Hotel  bomerset.    I  he  do-  „   ^   T     .  .   ,     T  _  ...  . 

.      ,  .  .  ,  ,  ,  .  r        .  R.  C.  Jacobsen,  of  the  Jacobsen  Publishing 

advance  111  price,  but  this  the  chestnut  ex-  mgs  were  preceded  by  an  informal  recep-  „  ,.  ,t      .  ,  1 

,  ,  .  ,.     .  Co.,  managers  of  the  shoe    and  leather 

tract  manufacturers  are  very  loth  to  do  tion  at  0  p.m.     the  banquet  following  at 

uiKler   present   trade   conditions,    as   the}'  6.30  p.m.  was  a  huge  success  in  every  way. 
are  now  paying  about  25  per  cent,  more  It  was  a  great  move,  and  the  manufactur- 
er their  wood  than  they  were  obliged  to  ers  enjoyed  it  just  as  much  as  did    the  Planning  An  Exposition 
two  years  ago.    If  the  bad  weather  con-  salesmen. 


market  fair,  to  be  held  in  Mechanics 
Building,  July  I2th-iath,  191 1. 


tinues  in  the  south,  it  is  probable  that 
more  than  one  extract  plant  will  have  to 


Following  along  the      line  of  several 
The  boom   of  the  New  England   shoe  xrew  England  cities  which  have  held  in-' 


city. 

The  plan  as  tentatively  arranged  is  to 
exhibit  the  various  goods  which  are  "Made 
in  Brockton,"  with  a  special  idea    of  em- 


manufacturing  is,  of  course,  the  leading 
feature  of  Brockton's  industrial  life,  vet 


curtail  until  such'  time  as  the  woods  roads  continues    t0.    develoP  'm  ^  Nf  dustrial  expositions  during  the    past  few 

become  passable  England  manufacturing  centres  under  the  years>  the  Brockton  Merchants'  Association 

leadership  of  Thos.  F.  Anderson,  the    ac-  ,have  taken  preijminary  steps  toward  hold- 

The  Value  of  Quick  Service.  ^  and  eff  ^  secretary  of  the  N.    E.  ing  a  similar  affair  m  this 

^  Shoe  and  Leather  Asociation.     Harmony  • 

"There  is  one  little  detail  about  selling,"  and  co-operation  with  the  main  organiz- 

said   a   big    shoe   dealer   the   other     day,  ation    exists    throughout    most     of  these 

"that  I  would  like  to  see  impressed  upon  shoe  centres,  and  it  is  the  earnest  hope  of  "*                  .."  T* 

....                         ...  ph.asizmg   a    diversity  01   industries.  In 

the  mind  of   every  merchant     and  clerk  those  sacrificing  time  and  monev  m  the  in-  .:  ...      ,        ,                ,  . 

J  .  vestigation  nas   shown    that  while  shoe 

who  has  a  mens  trade.     It  is  the  value  terest  of  the  movement  to  keep  New  ling 

of  despatch  in  the  serving  of  a  customer,  land  in  the  first  rank  of  the  shoe  manufac 

The  average  man   (and  in  this  respect  Ulrln8"  industry.  there  ^  ^            ^  manufacturing 

he  differs  from  the  average  woman)     is  concerns  producing  goods  which  are  not 

more  likely  to  buy  what  he  wants  as  one  Large  Repair  Business.  related  to  the  shoe  business.    It  is  to  this 

might  say  incidentally,  rather  than  making  „,      ,             .     ,              t              .w  point  that  special  attention  would  be  di- 

a  fixed  purpose  of  shopping.  The  shoe  repair  departments  report  that  ^           ^  ^  ^  M 

T            ,      ,              .  the  past  season  has  been  one  ot  large  pro-  r  ■  , 

1  mean  by  that,  to  give  a  concrete  ex-  .      T                 .            .         ,    ,       ,  .  the  shoe  and  kindred    lines    ot  industry 

.      ,                 ,        .       ,      ,  fit.    In  conversation  one  large  dealer  states  .  . 

ample,  that  a  man  knowing  that  he  wants  .    ,  .     .       .                       .•  ,      .    ,,          ,  would  naturally  receive  at  such  a  time. 

.    ,            .,,           .  that  he  has  done  more  repairing  m  the  past 

a  pair  ot  shoes,  will  step  into  a  store    to  ,              .  . 

get  them,  and  then  hurry  on  about  some  :vear    T  T      ^    vT  u  For  Merchants  and  Manufacturers. 

•  .                 .  ly  to  the  mild  winter  which  has  made  it 

otter  business  that  ,s  quite,  if  not  more  b|(,  {m                    w  bm  ^  M  j.  hu  b„n  planned    by  the  execotive 

important  than   the   purchase.     His  time  s]]oes  M  up  instead  of  toying  „„  onM  conlmittee  of  (he  associatio„  t0  hold  tl,is 

1  gtat        is  occupying    a    serious    amount  merchants,    as     well    as  manufacturers, 

So  111  my  opinion,  the  ideal     way    to  .  .,             .  .,    ..  >                r  .                 ,  should  show  their  ooods 

of  the  thought-giving  time  of  tanners  and  !>1I"Lllu  illu«   uilt-n  ouuub' 

handle  a  man  customer  is  to  find  out  as  manufacturers  around  Boston.  0ne  manu_  The  chief  difiiculty  in  the  way  of  hold- 
quickly  as  possible  just  the  kind  of  shoe  &  snddm  b  ^  ing  fthis  exposition  is  the  ahsence  of  a 
he  has  in  rrund,  locate  the  shoe,  or  as  near  cost  of  Wg  so]e  department.  As  hall  sufficiently  large  to  accommodate  it. 
to  it  as  the  stock  will  permit,  ht  him  ^  ^  nQ  ;n  his  brand  of  The  only  building  in  the  city  which  would 
and  make  out  the  sales  check  leather,  and  as  the  sides  did  not  vary  in  have  sufficient  space  on  one  floor  is  the 
"Of  course  this  does  not  always  apply ;  spread  or  appearance  from  the  former  State  armory.  It  is.  doubtful,  however,  if 
but  nine  times  out  of  ten  the  quickness  of  ]otSj  :he  h,eid  a  very  rig;d  examination,  the  state  authorities  would  consent  to  its 
the  sale  will  make  a  strong  appeal  to  the  "Traded  leather"  was  the  result.  This  use  for  this  purpose.  The  members  of 
man.  and  leave  him  with  a  favorab'e  im-  nlatter  has  become  very  serious,  and  de-  the  Merchants'  Association  are  enthusi- 
pression  of  the  store  and  its  service.  To  serves  ciose  attention  on  the  part  of  all  astic  over  this  idea,  and  are  using  every 
be  sure  when  the  man  customer  is  uncer-  manufacturers.  Buy  leather,  not  glucose.  effort  to  obtain  adequate  hall  accommoda- 
fcain  as  to  what  he  wants,  it  may  take  tions  at  the  time  suggested.  If  successful 
time  and  the  showing  of  considerable  Charles  T.  Cahill  recently  addressed  the  on  a  small  scale  it  can  no  doubt  be  con- 
merchandise,  to  finally  bring  about  the  Boston  Continuation  School,  and.  gave  a  tinned  another  year  on  a  more  extensive 
sale,  but  this,  at  leasl  in  my  experience,  history  of  the  shoe  and  leather  industry  plan.  Several  applications  for  space  have 
is  the  exception,  not  the  rule,  and  I  believe  and  of  the  development  of  machinery  in  been  received, 
it  to  be  a  good  plan  wherever  possible  to  the  past  half  century.    At  the  conclusion  of 

conclude  the  business  as  quickly  as   cir-  bis  talk  an  interesting  general  discussion  The  United  Shoe  Manufacturing  Com- 

cumstances  will  allow.  was  held.  Pany  'has  purohased  the  Eastham  Shoe  Ma- 
chinery and   Supply  Company,     of  Lynn, 

The  opposition  to  the  change  in  leather  A  meeting  of  the  different  organizations  and  Henry  W.  Eastham,  its  manager,  has 

discounts  cr  jtallized  into  a  general  meet-  interested  in  the  shoe  trade  week  to    be  joined  the  staff  of  the  United  States  Ma- 

ing,  held  in  Boston,  February  1st,  to  pro-  held  in  Boston,  July  i2th-ioth,  was  held  clhinery  Company  at  the  Beverly  factory. 


49 


Business  Boosters 

Practical  Ideas  Others  Have  Found  Profitable  -Live   Suggestions   from   Different  Parts  of 

Canada. 


An  Ingenious  Show  Case. 

Montreal— A  retailer  here  has  an  in- 
genious way  of  arranging  for  display 
room  in  a  crowded  store.  His  windows 
are  very  deep,  with  the  entrance  thereto 
just  inside  the  door  on  the  sides.  He  had 
a  display  case  six  feet  high  and  two  feet 
wide  built  next  to  the  window  back.  It 
takes  up  little  room,  and  faces  the  interior 
of  the  store.  Every  customer-  who  enters 
can  get  a  good  look  at  the  leading  lines 
carried  in  stock  or  on  bargain  without 
going  outside  again,  as  the  shoes  shown 
therein  are  duplicates .  of  the  ones  in  the 
windows.  He  has  found  this  plan  pro- 
ductive of  considerable  business  at  small 
cost!  It  is  especially  useful  if  customers 
have  to  wait  to  be  served,  as  it  is  a  silent 
salesman. 

Cutting  Out  the  Sales  Books. 

Halifax.— We  found  that  individual 
sales  books  became  an  awful  nuisance. 
They  were  always  being  mislaid,  or  used 
by  the  wrong  clerks:  then  the  stubs  would 
be  lost,  and  endless  trouble  caused.  So 
we  installed  an  automatic  cash  sales  regis- 
ter just  beside  the  cashier's  window,  and 
each  salesman  registers  thereon  the 
amount  of  the  sale,  the  article,  the  stock 
number  and  his  number  in  triplicate.  One 
sheet  stays  in  the  machine,  one  goes  to 
the  customer  and  one  to  the  cashier  with 
the  money.  All  confusion  is  now  done 
away  with.  Each  morning  the  roll  of 
paper  with  all  the  previous  day's  reports 
thereon  is  taken  out  of  the  machine,  noted, 
and  filed  away.  It's  the  best  labor-saver 
and  most  accurate  record  we  ever  had, 
and  worth  the  price,  $25,  many  times  over. 
Here's  a  tip  for  retailers  similarly  situ- 
ated. 

Light  Up  Your  Store. 

Winnipeg— A  local  shoe  man,  whose 
store  was  long  and  very  dark,  found  that 
he  had  to  keep  his  lights  turned  on  almost 
all  day.  His  bills  were  tremendous  every 
month.  To  obviate  this,  he  had  installed 
a  number  of  rows  of  prism  glass  just 
above  the  top  of  his  windows  in  front  of 
the  store.  The  light  is  reflected  in  such 
a  way  that  the  back  of  the  store  is  now  as 
light  as  the  front,  very  much  in  the  same 
way  as  the  headlight  on  an  engine  throws 
its  beams.  The  shoe  man  states  that  it 
has  cut  his  lighting  bills  75  per  cent.,  be- 
sides showing  off  the  store  to  better  ad- 
vantage. 

Modernizing  the  Windows. 

Regina.— It  is  pretty  hard  to  draw 
business  with  window  displays,  when  these 
displays  are  placed  in  rickety  old  windows. 


So  a  dealer  here  had  his  windows  torn 
down  and  rebuilt,  in  the  latest  fashion, 
very  much  after  the  way  described  else- 
where in  this  issue.  He  found  that  it  not 
only  advertised  his  store,  but  attracted 
many  people  inside  who  had  always  passed 
him  by.  His  business  has  increased  25  per 
cent,  in  two  months.  He  hates  to  say 
what  the  result  will  be  in  a  year,  but  he 
looks  confidently  forward  to  at  least  100 
per  cent,  largely  through  the  new  win- 
dows. 

Uniform  Cartons  Pay. 

Ottawa— A  local  shoe  retailer,  becoming 
disgusted  with  the  checkered  look  of  his 
shelves,  owing  to  the  number  of  variegat- 
ed-colored shoe  boxes  thereon,  determined 
to  order  cartons  for  his  own  use.  He  had 
a  large  number  made,  15-in.  x  4-in.  x  5 -in,, 
of  which  size  ten  just  fitted  into  each 
division  in  the  shelving.  On  the  end  of 
these  cartons  were  stamped  the  name  of 
the  shoe  man,  the  cost  price  (in  private 
marks),  the  size,  the  stock  number  and 
the  selling  price.  His  store  is  now  a 
model  of  neatness,  and  the  checkerboard 
effect  has  entirely  disappeared.  It  cost 
a  little  money,  but  results  proved  the  value 
of  the  change. 


Frosted  Windows  Again. 

'Quebec— The  climate  here  is  usually 
severe  enough  in  winter  to  frost  windows 
over  a  good  part  of  the  time,  unless  pre- 
cautions are  taken  to  prevent  it.  deal- 
er here  had  a  double  window  made,  which 
he  screwed  fast  to  the  outside  window 
frame,  after  first  seeing  that  both  inside 
and  outside  panes  were  perfectly  clean.  He 
made  this  frame  just  high  enough  to  be 
on  a  level  with  the  top  of  the  average  ob- 
server's head.  This  finished  the  frosted 
window  trouble  for  him  at  once.  He  has 
not  had  a  recurrence,  even  in  the  coldest 
weather. 

Flaming  Arcs  Attract. 

Montreal— A  store  window  cannot  be 
too  well  lighted.  A  merchant  here  in- 
stalled an  unusually  bright  flaming  arc 
lamp  of  German  make  in  his  front  entrance 
between  his  two  windows.  He  finds  that 
this  lamp  not  only  attracts  attention  to 
the  store,  but  also  lights  up  the  windows 
without  any  other  lights  being  required. 
This  has  meant  a  material  saving  to  him, 
with  no  decrease  in  efficiency. 

Findings  Profit-Makers. 

Toronto—"'No  shoe  man  can  expect  to 
make  a  profit  on  findings  if  he  has  to 
haul  them  out  of  some  drawer  in  the  back 
of  the  store  whenever  they  are  asked  for," 


said  a  dealer  recently.  "I  installed  a  hand- 
some showcase,  specially  made  for  the  pur- 
pose, just  inside  the  door,  arid  arranged 
findings  systematically  and  as  strikingly 
as  possible.  At  the  same  time  I  featured 
them  in  my  best  window.  I  sold  $100 
worth  in  one  week.  The  profit  more  than 
paid  the  lighting  and  heating  bills." 
What's  the  matter  with  more  of  the  re- 
tailers waking  up  to  the  opportunity  offer- 
ed by  the  findings' department? 

Business  Boosters. 

St.  Hyancinthe.—A  really  attractive  holi- 
day store  front  was  that  of  D.  S.  Milette, 
an  enterprising  local  shoe  man,  who  had 
unique  windows,  one  on  each  side  of  the 
entrance  door.  One  window  showed 
summer  lines  of  boots  and  shoes,  while 
the  other  showed  winter  staples  and 
specialties.  The  novelty  in  each  "case  lay 
in  the  background,  which,  in  one  instance, 
was  a  hand-painted  summer  scene,  on 
canvas,  and  in"  the  other,  a  winter  land- 
scape. Both  pieces  of  art  work  were 
highly  creditable,  and  reflect  most  favor- 
ably upon  the  ability  of  the  artist.  It  is 
not  every  merchant  who  can  put  in  such 
a  window,  and  the  novelty  of  it  is  as- 
suredly a  feature.  These;  windows  were 
considered  among  the  best  holiday  dis- 
plays in  the  Province. 


Handling  Complaints. 

Toronto— A  shoe  retailer  found  that  he 
had  lost  several  good  customers  owing  to 
dissatisfaction  he  was  unaware  of.  His 
business  was  divided  into  two  depart- 
ments, each  provided  with  a  'phone,  and 
all  complaints  were  'phoned  to  the  depart- 
ment selling  the  goods;  consequently  he 
often  did  not  hear  of  them.  He  installed 
one  central  'phone  instead  of  the  two  de- 
partment 'phones,  and  placed  an  order 
clerk  in  charge.  All  complaints  were  noted 
by  this  clerk  and  referred  to  the  proprietor 
for  action.  In  this  way  he  was  able  to 
place  responsibility  for  errors  where  it 
belonged,  also  to  take  up  such  matters 
personally  with  dissatisfied  customers. 


MESSRS.  S.  N.  MEYER  &  CO.,  Copen- 
hagen V.,  Denmark,  want  an  agent  in 
each  of  the  following  cities:  Chicago, 
Toronto,  Montreal  and  San  Eranciecp,  for 
the  sale  of  Danish,  Swedish,  Norwegian 
and  Finnish  Hides,  Veal  Skins,  Calf 
Skins  and  Sheep  Skins  direct  to  the  tan- 
neries. An  excellent  connection  if  offered 
to  the  right  man,  who  knows  his  trade 
and  can  "  make  good." 


Rubber  History 

The  Rubber  Shoe  Industry  of  Canada  in  the  Making — The  Concise  Facts  of  the  Case. 


The  rubber  question  is  still  a  very  vex- 
ed one  indeed.  It  seems  as  if  it  must  al- 
ways be  so. 

The  Old  Guard. 

A  few  years  ago,  when  the  old  Can- 
adian Rubber  Co.,  the  Granby  Rubber  Co., 
the  Maple  Leaf  Co.,  the  Gutta  Percha  Co. 
and  the  Berlin  Co.  were  hi  the  field  as  in- 
dependents, there  was  trouble  enough. 
Manufacturers  were  cutting  one  another's 
throats  and  jobbers  were  doing  likewise 
to  one  another.  Then  after  a  great  deal 
of  preliminary  work  on  the  part  of  a  few 
of  the  big  men  in  the  shoe  trade,  the  Job- 
bers' Association  was  formed.  From  that 
time  on,  the  jobbers  made  money.  With 
the  exception  of  the  terms  and  datings, 
which  were  not,  and  are  not  yet  reason- 
able, the  retail  merchants  were  more  satis- 
fied than  ever. 

The  First  Newcomer. 

The  arrival  of  the  Merchants'  Rubber 
Company,  who  sold  either  direct  to  the 
trade  or  through  specified  agents,  upset 
things  not  a  little.  The  rivalry  of  the  two 
companies  in  BerHn  was  keen.  Prices 
were  somewhat  affected,  but  the  most  cost- 
ly item  to  the  manufacturer  was  the  pro- 
duction of  a.  multitude  of  styles  for  each 
season.  At  this  time  then,  we  had  six 
companies  actively  independent  of  one  an- 
other, but  all  the  jobbers  at  least  pre- 
tending to  keep  their  agreement,  which 
carried  a  severe  penalty  for  breach  of 
faith. 

The  Consolidated  is  Fromed. 

At  this  stage  of  the  game  an  idea  was 
born  in  the  mind  of  someone.  There  are 
several  claimants  for  the  honor.  The 
manufacturers  were  all  canvassed  to  be- 
come a  part  of  a  huge  merger,  with  the 
object  of  controlling  the  trade.  American 
capital  was  added  to  the  Canadian  in  hand, 
and  eventually  all  the  independent  con- 
cerns, with  the  exception  of  the  Gutta 
Percha  and  Rubber  Manufacturing  Co.. 
Limited,  sold  out  to  the  Canadian  Consoli- 
dated at  a  good  profit  to  all  of  them.  D. 
Lome  McGibbon  was,  and,  of  course,  still 
is,  mighty  active  in  the  interests  of  the 
Canadian  Consolidated.  The  history  of 
the  fighting  he  did,  both  inside  and  out- 
side of  the  directors'  meetings,  would 
make  very  interesting  reading.  It  was  no 
easy  task  to  swing  things  his  way  as  he 
did.  Whether  he  was  right  or  whether  he 
was  wrong  in  his  ideals  and  his  method  of 
working  them  out,  he  got  there.  The  first 
step  after  the  consolidation  was  to  obtain 
the  co-operation    of  the    jobbers.  Those 


handling  the  Maltese  Cross  brands  stuck 
with  the  Gutta  Percha  Company.  As  the 
others  were  known  to  handle  certain  other 
brands,  they  had  to  fall  into  line. 

Consolidated  Saving  Money. 

To  pay  dividends  on  the  loaded  capital- 
ization of  Canadian  Consolidated  great  sav- 
ings in  production  and  administration  were 
necessary.  Office  staffs  were  still  consid- 
ered necessary,  and  the  head  office  staff 
was  a  heavy  item.  Unnecessary  styles  were 
cut  out,  as  competition  was  for  a  time 
eliminated.  Prices  were  advanced.  The 
Gutta  Percha  Company  felt  that  for  a 
time  they  should  fall  into  line.  Then  the 
Berlin     and     Merchant     factories  were 


UpRiver  Fine 
Para 


January  1910 
January  30th  1911 
February  15th  1911 


$1.80 
1.30 
1.50 


brought  together.  The  Consolidated  stock 
was  listed  on  the  Montreal  Exchange,  and 
had  a  fair  standing. 

Active  Opposition  to  Consolidated. 

Just  about  this  time  Mr.  Kaufman,  who 
had  been  heavily  interested  in  the  Mer- 
chant factory,  commenced  to  build.  The 
Kaufman  company  put  up  a  fine  mil!  in 
Berlin  and  started  to  make  rubbers.  They 
determined  to  make  good  rubbers,  and 
market  them  as  they  pleased,  and  at  their 
own  figure.  They  made  certain  that  their 
figure,  however,  would  show  them  a  pront. 
When  approached  to  become  a  part  of 
the  consolidation,  or  to  conform  to  their 
lists  and  discounts,  they  declined,  and  in 
spite  of  all  prophesies  to  the  contrary,  the 
Kaufman  factory  is  making  good. 

More  Opposition. 

S.  H.  C.  Miner,  the  oldest  man  in  the 
rubber  business,  comes  into  the  limelight 
now.  Miner  was  in  control  of  the  old 
Granby  factory.  He  was  heavily  interest- 
ed in  Consolidated.  As  McGibbon  and 
Miner  could  not  live  in  the  same  room, 
and  both  of    them    were  after  the  same 


office  in  the  Consolidated,  something  was 
bound  to  happen.  It  did.  McGibbon  is 
still  president  of  the  Consolidated.  Miner 
sold  Che  greater  portion  of  his  Consolidated 
stock  at  a  good  figure,  and  started  to  build 
a  mill  in  Granby.  This  mill  has  been  sell- 
ing for  a  year  now,  and  looks  to  be  very 
prosperous  under  the  direction  of  William 
Miner,  a  nephew  of  S.  H.  C.  Miner. 

Still  More  Opposition. 

The  North  British  Rubber  Co.  came  into 
the  field  at  about  the  same  time  as  Miner. 
E.  L.  Kingsley,  who  had  been  connected 
with  the  shoe  trade  through  the  defunct 
J.  D.  King  Co.  and  Sovereign  Shoe  Co.. 
had  a  hankering  for  rubbers.  He  made  a 
trip  to  the  Old  Country,  and  convinced 
the  North  British  Rubber  Co.  that  they 
should  come  into  the  Canadian  field.  He 
opened  a  warehouse  in  Toronto.  He  was 
going  to  sell  all  kinds  of  rubber  goods,  and 
if  the  jobbers  wouldn't  handle  his  lines 
he  was  going  to  sell  direct  to  the  retailers. 

Jobbers'  Association  Breaks  Up. 

Just  a  year  ago,  when  Miner  and  North 
British  were  coming  along,  the  Jobbers' 
Association  broke  up.  Some  of  them  claim- 
ed that  the  Kaufman  Company  had  made 
it  impossible  to  maintain  prices.  This  wras 
not  so.  The  jobbers  had  some  of  their 
own  association  to  blame.  There  were 
some  of  them  whose  affidavit  was  not 
worth  the  paper  it  was  written  on.  They 
had  been  giving  extra  discounts  before 
Kaufman  ever  thought  of  building  a  fac- 
tory of  his  own.  The  representative  of 
Ames-Holden  Company,  then  the  recog- 
nized agents  for  the  "Granby"  brands, 
brought  matters  to  a  sudden  head  a  little 
over  a  year  ago  by  refusing  to  make  any 
affidavits  or  renew  any  agreement  of  any 
kind.  Granby  sales  had  been  falling  off, 
and  they  attributed  it  to  the  underhand 
price-cutting  of  one  or  two  of  the  other 
wholesalers.  This  may  have  affected 
Granby  sales,  but  it  was  not  the  sole  rea- 
son for  their  decline.  The  fat  was  in  the 
fire,  and  open  war  was  declared.  Even- 
jobber  made  it  quite  clear  that  he  intend- 
ed to  hold  his  own  trade.  Before  the 
season  was  over  rubbers  were  sold  at  an 
actual  loss. 

Another  Newcomer. 

Toward  the  end  of  1910  a  new  factory 
was  proposed.  James  Robinson,  who  is 
probably  the  largest  jobber  in  the  country, 
was  heavily  interested  in  the  rubber  busi- 
ness. Robinson's  history  is  interesting. 
His  introduction  to  the  rubber  trade 
through  obtaining  control  of  the  old 
"Maple   Leaf",  factory   was   one  of  the 
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shrewdest  deals  ever  put  over  in  the  trade. 
When  he  sold  the  Maple  Leaf  mill  to  Con- 
solidated he  made  money.  He  always  does. 
When  Consolidated  genuine  and  watered 
stock  both  rose  to  a  good  figure  Robinson 
sold  out.  In  the  meantime  things  had  not 
teen  running  too  smoothly  at  the  Maple 
Leaf  factory.  Mr.  Foot  had  been  superin- 
tendent. A  new  office  was  created  in  Con- 
solidated. A.  T.  Reider,  first  of  the  Berlin 
factory,  then  of  the  Merchants,  and  finally 
directing  both,  was  appointed.  For  this 
and  other  good  reasons,  Foot  was  dissatis- 
fied. For  some  years  he  had  his  eye  on 
a  site  in  Merritton,  on  which  he  felt  that 
some  day  there  might  be  a  rubber  mill,  with 
himself  in  charge.  Robinson  started  the 
ball  rolling  by  approaching  the  majority  of 
the  big  jobbers  in  the  country,  with  the 
idea  of  having  them  all  take  'stock  in  a 
new  company  whose  rubbers    they  would 


sell.  They  all  fell  into  line.  The  new 
company  was  organized  with  Foot  in 
charge. 

Consolidated  could  see  their  selling  plan 
entirely  disorganized.  As  announced  about 
a  couple  of  months  ago,  the  Consolidated 
intend  to  go  direct  to  the  retail  trade. 
They  will  handle  the  sales  department  of 
the  whole  organization  from  Montreal. 
Gutta  Perch  and  Consolidated. 

In  January  of  this  year  both  Gutta 
Percha  and  Consolidated  issued  tennis 
lists.  Each  say  they  were  the  first  out. 
However,  the  result  was  that  one  of  them 
changed  its  lists  and  the  other  hit  back 
and  so  on.  Tennis  prices  are  now,  we 
believe,  lower  in  Canada  than  in  the  Unit- 
ed States.  All  Consolidated  tennis  goods 
are  now  made  in  St.  Jerome,  Quebec,  un- 
der the  one  brand  "Fleetfoot."    This  spe- 


cialization is  counted  to  lower  the  cost  of 
production  of  these  lines. 

There  are  so  many  men,  so  many  meth- 
ods and  so  many  results  of  the  workings 
of  the  rubber  group  that  we  can  only  give 
the  above  outline  in  this  particular  issue. 
In  the  future  we  may  elaborate  upon  the 
subj  ect. 

Consolidated,  through  McGibboin's  lat- 
est deali  n  Montreal,  will  now  have  one  of 
the  most  economical  sales  and  distribution 
organizations  in  the  West.  Their  new 
London  warehouse  will  look  after  central 
and  western  Ontario.  Their  eastern  dis- 
tribution facilities  are  already  assured. 

It  will  be  noticed  that  we  dwell  particu- 
larly upon  the  Canadian  Consolidated  Co. 
in  this  short  history.  This  is  absolutely 
necessary.  The  formation  of  the  Consoli- 
date! Co.  is  what  has  made  rubber  history 
interesting. 


Trade  News 


Two  of  the  Largest  Firms  in  Montreal  Are  Amalga  mated— Will  Operate  Three  Factories  and  Specialize 

in  Each  One. 


Shoe  Merger. 

Ames-Holden-McCready  Company,  will 
be  the  name  of  the  new  concern  which 
takes  over  the  old-established  firms, 
Ames-Holden,  Limited,  and  James  Mc- 
Cready  Co.,  Limited,  as  a  result  of  the 
merger  formed  by  D.  Lome  McGibbon, 
who  has  purchased  the  controlling  inter- 
ests in  the  Montreal  shoe  manufacturing 
businesses. 

At  the  disposal  of  the  new  concern  will 
be  three  modern  factories,  McCready's 
up-to-date,  new  establishment  on  Mount 
Royal  Avenue,  and  Ames-Holden's  well- 
equipped  plant  on  Inspector  Street,  and  the 
latter's  large  factory  at  St.  Hyacinth e,  to 


D.  Lome  McGibbon. 

which  only  recently  a  large  addition  was 
made. 

Mr.  McGibbon  will  be  president  of  the 
new  concern,  while  Clarence  F.  Smith, 
Rufus   Holden,   and  probably  one  other 


gentlemen  will  be  vice-presidents.  The 
board  of  directors,  which  is  not  yet  en- 
tirely made  up,  will  include  these  gentle- 
men and  H.  B.  Ames,  J.  C.  Holden  and  C. 
F.  Smith,  Sr.  It  is  stated  that  all  old 
officers  of  both  firms  will  be  retained  in 
service  of  the  new  company. 

Mr.  McGibbon  himself  will  take  an  ac- 
tive interest  in  the  business,  which  will  be 
conducted  along  scientific  lines. 

The  factory  of  the  Ames-Holden  Co.  in 
Montreal  will  be  utilized  for  the  making 
of  Goodyear  welts;  the  Ames-Holden  fac- 
tory in  St.  Hyacinthe  will  be  run  on  peg 
shoes;  while  McKays  will  be  turned  out 
in  the  McCready  factory.  If  further  speci- 
alization is  necessary,  arrangements  will  be 
made  to  arfect  it,  even  if  it  be  necessary  to 
build  a  fourth  factory. 

Capitalization  of  the  new  company  has 
not  yet  been  announced.  The  purchase 
price  was  between  three  and  a  half  and 
four  million  dollars. 

The  business  done  by  the  two  com- 
panies in  the  past  amounted  to  some  five 
million  dollars  a  year.  It  is  expected  that 
sales  will  be  much  larger  when  the  new 
company's  selling  organization  is  com- 
pletely rounded  out.  To  facilitate  distri- 
bution branches  will  be  opened  in  all  im- 
portant centres.  The  sales  staffs  of  the 
two  firms  will  probably  undergo  organiz- 
ation, though  the  personnel  will  likely  be 
the  same,  but  for  possible  additions. 

The  Ames-Holden  Company  began  busi- 
ness fifty-three  years  afo.  Officers  are: 
J.  C.  Holden,  president;  James  Redmond, 
vice-president  and  general  manager;  R.  C. 
Holden,  treasurer;  W.  A.  Matley,  assist- 


ant general  manager  and  secretary;  J.  C. 
Holden;  James  Redmond,  W.  A.  Matley, 
R.  C.  Holden,  H.  B.  Ames,  A.  C.  Flumer- 
felt,  A.  L  Johnston,  A.  R.  Holden,  Chas. 


Clarence  F.  Smith. 

Bonnick,  W.  M.  Angus,  A  B.  Erskine, 
directors. 

James  McCready  Co.  has  been  carrying- 
on  business  since  1871.  Officers  are: 
Charles  F.  Smith,  president;  Clarence  F. 
Smith  and  Arthur  Congdon,  vice-presi- 
dents; John  Hammill,  secretary-treasurer; 
directors,  Charles  F.  Smith,  Clarence  F. 
Smith,  Arthur  Congdon,  John  Hammill,  F. 
J.  McKenna,  A.  N.  Douglas. 

Extra  Facilities. 

The  Rideau  Shoe  Co.,  Montreal,  has 
erected  a  50x50  feet  three-storey  addition 
to  their  plant.  The  ground  floor  is  used 
for  offices,  the  first  floor  for  a  treeing 
room,  and  the  top  floor  for  a  cutting  room 
and  stock  room.    This  has  made  possible 
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an  increase  of  5,000  pairs  of 
weekly  output  of  the  firm. 


shoes  in  the  in  Calcutta,  India,  in  1854.    He  came 
Canada  when  a  young  man. 


to 


A  Men's  Shoe  Store. 

The  Peterman  Shoe  Co.,  Montreal,  are 
selling  oft'  their  stock  of  ladies'  and  child- 
ren's footwear,  and  intend  to  handle  only 
men's  lines  in  future.  This  will  be  the 
lirst  exclusive  men's  shoe  store  in  the 
uptown  district. 


that  you  will  keep  your  old  staff  of  em- 
ployees in  pleasant  remembrance  as  they 
do  you. 

On  behalf  of  the  men 

Foremen  of  Departments. 

Mr.  Nathan  Stafford  then  presented  Mr. 
about  one  hundred  employees  of  Wickett  Wickett  with  a  handsome  leather-covered 
&    Craig,  Lim-  armchair,  as  a  further  gift  from  the  men 


Presentation  at  Wickett  &  Craigs, 
Limited. 

On  Friday,  February  3rd,  the  officers  and 


John  Wickett 


The  Price  Tag. 

Far  be  it  from  me  to  be  unduly  in- 
quisitive, but  for  many  moons  I  have  de- 
sired to  know  why  it  is  that  there  be  mer- 
chants who  insist  on  marking  their  goods 
with  cabalistic  signs  that  not  even  a  clerk 
can  decipher  without  the  aid  of  a  code 
book. 

Being  a  lover  of  books  I  often  find  my- 
self in  some  book  store    just  browsing 

around.  And  many,  many  times  I  have  D.  Pitcher  read  the  following  address 
been  tempted  to  buy  some  book  that  ap-  which  was  handsomely  engraved  and 
pealed  to  me  until  I  looked  for  the  price  framed,  and  signed  by  the  foremen  of  the 
and  found  something  like  this,  ZXVBN.  departments: 

And  such  a  mark  always  gets  under  my      j0         j0jln  wickett,  Factory  Superin- 
skin  and  makes  me  feel  that  Mr.  Book-  ttngent    0f    Wickett    &    Craig,  Limited, 
seller  has  two  or  three  prices  on  his  stock.  Toronto. 
W  hen  I  io  buy  a  book  with  such  a  mark  rjear  gjr_ — 


with  whom  he  has  so  long  been  associated. 

Mr.  Wickett  was  much  moved  by  the 
kindness  and  good  will  of  his  old  staff  and 
made  a  happy  reply. 

On  behalf  of  the  company,  the  President, 
Mr.  S.  R.  Wickett,  and  the  Vice-President, 
Mr.  'Wm.  Craig,  both  referred  in  the  warm- 
est terms  to  their  retiring  superintendent, 
and  also  expressed  to  the  men  their  appre- 
ciation of  the  faithful  work  done  and  the 
gcod  spirit  manifested  by  them  in  the  past. 
Mr.    S.    M.   Wickett   then   handed  Mr. 
On  behalf  of  John  Wickett  a  cheque  for  one  thousand 
the  men  Mr.  H.  dollars,  in  recognition  of  his  faithful  ser- 
vice to  the  company. 

A  pleasant  hour  was  concluded  by  rous- 
ing cheers  for  the  retiring  officer  and  for 
the  company. 


ited  met  in 
their  large  new 
warehouse  on 
Cypress  Street, 
Toronto,  for 
the  purpose  of 
marking  their 
appreciation  of 
Mr.  John  Wick- 
ett, retiring 
Factory  .Super- 
tendent. 


I  always  leave  with  a  feeling  that  I  might 
have  paid  less  if  I  had  tried  to  get  a  bet- 
ter price. 

But  when  a  merchant  marks  his  goods 
plainly  with  the  price,  I  feel  that  I  have 


Retailer  to  Move. 

The  land  and  building  situated  at  235- 
237  St.  James  Street,  Montreal,  now  occu- 
When  it  became  known  to  us  that  you  pied  jointly  by  the  Semi-Ready  Co.  and 
intended  to  sever  your  active  connection  Malcolm  Stewart,  shoe  retailer,  was  recent- 
with  this  company  we  felt  that  we  could  ly  sold.  Mr.  Stewart,  whose  lease  has  sev- 
not  allow  the  occasion  to  pass  without  ex-  eral  months  to  run,  is  not  yet  certain  in 
pressing  to  you  the  deep  and  sincere  regard  what  part  of  the  city  his  future  place  of 
found  a  real  ^-merchant — one  -who  is  doing  m  .which  you  are  held  by  the  employees  in  business  will  be  located, 
business  above  board  and  gives  the  same  this  factory. 

price  to  everybody.  You  have  been  connected  with  this  bus- 

It  is  queer,  isn't  it,  that  merchants  all  iness  since  its  inception  a  generation  ago, 
over  the  world  have  not'  learned  that  if  anc]  it  must  be  a  satisfaction  to  you,  sir,  in 
they  marked  the  price  plainly  on  their  looking  back  over  the  years  of  your  busy 
goods  they  would  make  many  more  sales  ]ife  to  realize  that  your  energy  and  integ- 
and  could  serve  many  more  cus-  rJty  have  contributed  materially  toward 
tomcrs  with  fewer  clerks  than  when  they  the.  attainment  of  the  enviable  position  this 
use  signs  which  the  clerks  themselves  have  company  now  occupies.    We  wish  also  to 


difficulty  in  understanding. 

A  Novel  Improvement  in  Athletes 
Boots. 

A  newly  patented  boot  by  E.  Mercer,  of 
Blackburn,  England,  is  specially  adapted 
for  athletes,  and  is  provided  with  a  divid- 
ed instep  strap  (1)  which  is  furnished 
with  eyelet  holes  (3),  and  is  sewn  all 
along  its  length  to  the  upper  (2).  Patent 
Xo.  22,062. 


Died  From  Worry. 


his 


assure  you  that  your  sympathetic  and  hu- 
mane treatment  of  every  man  in  the  employ 
of  this  company  has  done  much  in  prevent- 
ing the  friction  and  unsatisfactory  relations 
that  are  too  common  in  many  large  indust- 
rial concerns. 

We  appreciate  the  fact  that  while  you 
have  required  that  every  man  faithfully 
discharge  his  duty  you  have  never  shirked 
your  own,  nor  spared  yourself  in  the  con- 
stant struggle  incident  to  the  growth  of 
every  successful  enterprise. 

We  know,  moreover,  that  it  has  been 
your  ambition  in  your  position  of  authority 
to  make  even  the  youngest  among  us  feel 


The  Salesman's  Creed. 

I  believe  in  the  goods  I  am  selling;  the 
firm  I  am  working  for ;  in  my  ability  to  get 
results. 

I  believe  that  honest  goods  can  be  soM 
to  honest  men  by  honest  methods. 

I  believe  in  working;  not  weeping;  in 
boosting,  not  knocking;  and  in  the  pleas- 
ure of  my  job. 

I  believe  that  a  man  gets  what  he  goes 
after;  that  a  good  deed  done  to-day  is 
worth  two  deeds  done  to-morrow;  that  no 
man  is  down  and  out  until  he  has  lost 
faith  in  himself. 

I  believe  in  to-day,  and  the  work  I  am 
tloiing;  in  to-morrow  and  the  work  I 
hope  to  do,  and  in  the  just  reward  which 
the  future  holds. 

I  believe  in  courtesy  and  kindness;  in 
generosity  and  good  cheer  in  friendship, 
in  honest  competition. 

I  believe  there  is  something  doing  some- 
where for  every  man  ready  to  do  it. 


Illness,  brought  on  by  worry  over 
business  affairs,  was  the  cause  of  the  that  we  are  all  workers  together  for  the 
death  of  H.  T.  Allsopp,  who  was  for  over  success  of  this  business,  and  that  strict 
ten  year-  proprietor  of  the  Trunk  and  discipline  must  be  maintained,  not  in  an  ar- 
Lcather  Goods  Co.,  on  Yonge  St.,  Toronto,  bitrary  spirit,  but  as  being  absolutely 
Shortly  before  Christmas  he  made  an  as-  essential  to  the  welfare  of  us  all. 
signment  for  the  benefit  of  his  creditors,  In  parting  we  earnestly  wish  for  you 
and  was  so  worried  by  his  losses  that  he  not  only  that  your  health  may-  be  fully 

but  that  the  years  yet  before  you  tary;  E.  T.  Baldwin,  treasurer,  and  t.  L,. 

Bunker,    assistant    treasurer.  Directors 
/hole  life,  and  were  elected  as  follows:  S.  H.  C.  Miner, 


Walpole  Rubber  Annual. 

At  the  annual  meeting  of  the  Walpole 
Rubber  Co.,  held  in  Granby,  S.  H.  C. 
Miner  was  elected  president;  F.  J.  Glea- 
son,  vice-president:  P.  G.  Dunham,  secre- 


was  taken  ill  and  gradually  became  worse 
until  the  end  came. 

Mr.  Allsopp  was  an  Englishman,  born 


restored 

may  be  the  fullest,  the  brightest,  and  the 
most  prosperous  of  your 
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11  idea  of  the  high-grade  shoes  represented 
Granhy;  Thos.  Reid,  Montreal;  P.  G.  kets,  etc.,  desires  to  .appomt  agents ^ J  all  dea  .  ^  ^  ^  ^  &  ^  ^ 
Dunham,  Granby;  F.  J.  Gleason,  Walpole,  the  ptwapal  business  centres  of  Canada.  ^  ^  ^  ^  ^ 

Mass.;  E.  T.  Baldwin,  Boston.   .  the  extent  0f  this  offer,"  and  then  go  on 

A  prosperous  year's  business  was  report-  <P/„n  as  in  the  advertisement.    The  bottom  por- 

ed, and  Mr.  Reid,  who  has  just  returned  Another  dales    rian  ^  of  m  advertisement  could  be  read 

from  Europe,  prophesied  development    of  {Continued  from  page  36)  ag  weU  i{  light-faced  type  were  used, 

a  nice  business  for  Walpole  specialties  on  ^  ^  personally  so  as  to  make  the  ap-  and  the  foody  matter  as  a  whole  would  then 
the  other  side  of  the  water.  contrast  better  with  heading  and  firm  name 

  You  will  notice  the  reference  to  "Shoes  an  daddress.    The  latter  is  neat,  and  oc- 

F  Blouin,  of  Quebec,  was  in  Montreal  in  ^  front  section."  These  were  strictly  cupies  the  right  amount  of  space,  but  the 
for  a  few  days  last  week.  summer  lines  that  I  placed  there  for  the  biack  rules  above  it  should    be  removed. 

Thos  Reid  sales  manager  of  the  Wal-  occasion.  They  were  Oxfords,  pumps,  Ruies  used  in  this  manner  are  needless.  An 
pole  Rubber  Company,  has  returned  to  light-weight;  white  canvas  and  tennis  advertisement  of  this  size  does  not  need 
Montreal  from  Europe.  lines.    I  wanted  particularly  to  move  these  dividing  into  compartments. 

Albert  Lasalle  has  moved  his  shoe  busi-  out  of  tlhe  place.   

ness  from  1687  Notre  Dame  St.  west,  to      The  result  of  the  sale  was  very    satis-  Management 

a  larger  and  finely-equipped  store  at  1803  factory  indeed.     Of  course,  while  I  was  Oiore  c/0  g 

Notre  Dame  Street  west,  Montreal.  sending  out  these  eight  hundred  slips  (re-  (Continued  from  page  29). 

•  Aubrey  Davis  and  wife,  of  Newmarket,  presenting  about  1,500  people)  Was  --  ^  ^  ^  up  fa  ferret, 

Were  at' the  Chateau  Erontenac,    Quebec,  nn^heavy  ^dvertisem ^  ^  ^  ^  &  ^  ^  that  the  fact  e, 

reCently'                   t  t-u     *   j    p  na<1:rtn  mention  of  the  coupon  sale  at  all,    but  capes  you,  and  so  on. 

The  renovation    of  the  Anglo-Canadian  ^                     ^   ^     ^  ^  Essentials. 

Leather  Company's  premises    St.  Recol  et  J   ^  ^           ^  ^  ^  Attention 

Street,   Montreal,   recently   destroyed     by  ^               ^            figures_  Yqu  wilI  nQW  ,be  free  t0    try  out  and 

fire,  is  being  rapidly  proceeded  with.    A  ^  ^  ^  ^           ^  &s  {q1_  saks  planS)  leaving  the  details  to 

modern  fireproof  building  is  being  erected,  ^  te  carried  ou  by  your  lieutenants.  Most 

and  by  midsummer  the  company  will  have  °™earran  ■      sfcock  (say)   $2.00  important  of  all,  you  will  be  able  to  de- 

a  handsome,    business     block     extending  pr.        *  fof  T  0Q0  coupons             2.50  vote  much  time  to  the  buying  end  of  the 

through  to  Notre  Dame  Street.  letfcers                     5.00  business.    Many  shoe  men  go  into  liqui.da- 

„     ,  n;rlpe  Eight  hundred  envelopes    1.40      tion    .because     they  are  so  busy  fussing 

Trade  Enquiries.    g  oo  that  they  never  have  the  proper 

Since  the  publication  of  the  list  issue  of      Ind<kntak    1.80      amount  of  time  to  spend  with  the  traveller 

the  Shoe  and  Leather  Journal  the  fol-    when  he  calls.     They  buy  spasmodically 

lowing  enquiries     relating    to     Canadian  $20.70      0r  too  f redly,  and  often  order  merely  to 

trade  have  been  received.    The  names  of      g^  ^    ^  whok    cost    was  get  rid  of  the  traveller.    This  is  a  disas- 

the  firms  making  these  enquiries,  with  their  twenty_Qne  dollars.    The  sales  represented  trous  policy,  as  they  invariably  find  out 
addresses,  can  be  obtained  only  by  those  ^  of  thrge  hurtdred  and    two  to  their  sorrow. 

especially    interested    in    the    respective  ^  ^  Qr  an  average      Advertising  is   the   greatest   lever  you 

commodities  upon  application  to  the  En-  Qf  aknogt  aixty  ceints  a  pair—  can  use  in  boosting  your  business.  You 

quiries  Branch,  the  Department  of  Trade  ^  practli.ca%  all  my  summer  lines  were  wiH  be  able  to  handle  this  yourself.  If 
and  Commerce,  Ottawa,  or  the  Secretary  deaned  QUt(  for  at  the  front  of  the  store  the  average  shoe  man  would  leave  the 
of  the  Board  of  Trade  at  Halifax,  Mont-  '  bearing  such  words  as  customers  to  his  salesmen,  and  spend  con- 

real,  St.  John,  Winnipeg,  Calgary  or  Van-  0xf0rds  for  men,"  and  siderafole  time  in  his  private  office  think- 

couver.  so  m>  alld  I  was  careful  to  have  quite  aj  ing  out  his  advertisements  and  planning 

64.  Deer  and  Elk  Skins.— An  Amster-  fgw  s'amples  on  the  shelves  and  counters  how  to  spend  his  appropriation  most  ef- 
dam  firm  having  made  special  arrange-  toward  the  front.  The  extra  five  per  fectiveily,  he  would  be  doing  more  for  his 
ments  for  shipments  from  Ceylon  and  Ma-  Qn  thig  summer  stuff  was  what  ap-  business  than  if  he  waited  on  one  hun- 
kassar  for  deer  and  elk  skins  will  be  pleas-  pealed  tQ  fcem  all.  dred  customers  personally. 

ed  to  get  into  touch  with  Canadian  tan-  j  credit  four  things  with  the  success  of  Then  there  is  the  personal  touch  fea- 
ners.  the  sale,  namely:  standard  price,  standard  ture.    Your  presence  in  the  store  on  a 

65.  Tallow.— An  Amsterdam  firm  is  de-  lityj  general  advertising  and  the  per-  busy  afternoon  walking  the  floor  to  see 
sirous  of  getting  into  touch  with  Canadian  appeab  The  timeliness  of  the  sale  that  every  customer  is  being  speedily  and 
exporters  of  tallow.                                    is  als0  an  important  item.    Just  as  I  write  satisfactorily   attended   to  by  your  sales- 

103.  Agents— A  Walsall  firm  manufac-  .g  ^  correct  time  for  holding  a  winter  men .  the  courteous  word  passed  with  each 
hiring  saddlery  and  harness,  dog  collars,  c]ear_out  sale.  as  be  or  she  comes  in,  will  have  a  greater 

belts,  braces  and  purses,   is  anxious     to   effect  Qn  your  business  than  if  you  your- 

appoint  first-class   representatives    in   the  ,  self   served  many.     Nothing  escapes  you, 

provinces  of  Ontario  and  Quebec.  Jia   LritlClsm  ag  yQu  are  not  smothered    with  detail. 

119.  Boots   and   Shoes.— A   manufactur-  {Continued  from  page  35)  Thus,  we  might  continue  indefinitely, 

ers'  agent    in  Barbados    would  like    to  '       ,       x    j    d  b       Don't  you  consider  that  this  plan  offers 

handle  a  line  of  Canadian  boots  and  shoes.  talks_  must  necessarily  be  charactenzed  Ly   .   ^    y  ^  ^  ^  ^  q{ 

Correspondence  invited  ^EteUting  the  useless  and  exaggerat-  carrying  aid  the  burden?  If  it  relieves 
iSi.  Agents.-A  London  firm  is  desirous  ™  .  »  ^  yQU  of  the  worry  and  anxiety,  not  to  men- 
of  appointing  a  reliable  agent  in  each  of  ing  >  ^  ^  room  for  tion  the  financial  side  of  the  question,  it 
the  largest  cities  of  Canada  for  the.  sale  omew  concerning  two  may  be  the  turning  point  m  your  business 
of  their  commercial  stationery,  diar.es,  ^  ^  0n  sale  This  could  be  fol-  career.  And  you  yourself  will  be  broad- 
note  books  and  fancy    eather  goods.  or  three                            SDmething    like  ened  as  much  by  the  change  as  will  your 

146.  Agents.-A  London  wholesale  and  ™ed(^                           iye          SQme  employes. 

export  manufacturer  of  trunks,  dress  bas-  this,    Miese  examples  w     g  y 
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BOOTS  AXD  SHOES.— There  is  not 
the  air  of  expectancy  regarding  reciprocity 
among  the  shoe  trade  as  there  was  a  fort- 
night ago.  The  sequel  has  shown  that  it 
does  not  affect  the  shoe  men  in  any  way. 
But  the  merger  recently  reported  to  have 
been  consummated  between  two  of  the 
largest  shoe  manufacturing  firms  here  has 
been  the  cause  of  much  comment  and 
guesswork  in  the  trade. 

Manufacturers  have  now  practically 
ceased  cutting  for  spring  orders,  and  bot- 
toming is  now  the  order  of  the  day. 
Naturally,  therefore,  in  most  shoe  factories 
a  slight  slackening  of  operations  is  notice- 
able. 

The  jobbers  say  they  can't  complain. 
They  report  business  good,  and  spring  or- 
ders coming  in  steadily.  There  is  no 
rush,  but  a  good  volume  of  business  is 
being  done.  This  also  applies  to  the  sort- 
ing trade. 

The  bargain  sale  is  still  the  order  of  the 
day  among  the  retail  trade,  but  January 
has  been  a  very  quiet  month  with  most 
retailers.  Little  change  is  expected  dur- 
ing February.  Recent  heavy  snowfalls 
have  accelerated  the  rubber  and  overshoe 
business,  which  to  date  has  been  slack. 

HIDES. — The  market  is  very  quiet. 
Tanners  are  well  stocked,  and  are  not 
inclined  to  buy  freely  until  the  shoe 
manufacturers  order  more  heavily.  Deal- 
ers report  a  steady  supply,  and  a  demand 
far  from  strong.  Prices,  however,  have 
changed  very  little  since  last  report. 

BUTCHERS'  BUYING. 
City  and  country  prices — 

No.  i,  quoted   10. . 

No.  2,  quoted   9 

No.  3,  quoted   8 

Country  hides   (green)   7J/2 

Country  hides    (cured)   8 

CALFSKIN  QUOTATIONS. 

No.  I,  city  inspected   I2j4 

No.  2,  city  inspected   n 

Lambskins,  city  butchers'  kill   90 

TALLOW". — Prices  are  stationary.  Sup- 
plies are  coming  in  well,  but  the  demand 
is  also  good,  consequently  the  effect  on 
prices  is  not  noticeable  at  present.  No 
particular  change  is  expected  for  some 
time,  at  any  rate.    The  latest  quotations : 

No.  1  cake   6^4  -7 

No.  2  cake   5  .6 

No.  1  solid  6  .6}4 

No.  2  solid  4  .5 

LEATHER— Like  the  shoe  trade,  the 
leather  people  are  now  free  of  any  worry 
rc  probable  reciprocity  changes.  They  are 
left  unscathed.  January  has  been  a  very 
quiet  month  in  all  lines  of  the  leather 
business.  Though  the  trade  in  Canada 
has  not  suffered  from  over-production  as 
has  been  the  case  in  the  States,  the  shoe 


manufacturers  are  still  allowing  the  tan- 
ners to  carry  all  the  stock,  as  they  have 
been  doing  all  along.  The  manufacturers 
are  buying  only  on  a  hand-to-mouth  basis, 
especially  as  cutting  is  practically  over, 
and  they  want  leather  now  principally  for 
bottoming  and  sorting  orders.  There  is, 
of  course,  considerable  of  the  American 
surplus  finding  its  way  into  Canada, 
which  also  tends  to  weaken  the  demand. 

Sole  leathers  are  very  quiet.  The  tan- 
ners have  plentiful  supplies  on  hand,  and 
the  demand  is  slack.  This  is  the  case  with 
uppers,  though  not  to  the  same  extent.  In 
sheepskins  the  buying  is  also  of  the  hand- 
to-mouth  variety. 

LEATHER. 
Spanish  sole,  custom,  No.  1....  27 

Spanish  sole,  No.  2   23^  24^ 

Spanish  B.  A.  hides,  No.  1         24  25 

Spanish  B.  A.  hides,  No.  2  22>4  23^4 

Spanish  B.  A.  hides,  No.  3   21 

Slaughter,  hemlock,  No.  1   26  27 

Slaughter,  hemlock,  No.  2   24  25 

Slaughter,  hemlock,  No.  3   23^4 

Slaughter,  oak,  No.  iL   27  28 

Slaughter,  oak,  No.  2M   24  25*4 

Harness    32  34 

Wax,  upper,  heavy    35  38 

Wax,  upper,  light  and  medium  38  42 
Oil  (Western)  grained,  per  foot  14  15 
Oil  (Quebec)  grained,  per  foot  12  14 
Chrome  glazed  kid — 

Tampico  in  color    10  28 

Patnas,  black    10  28 

European    8  20 

Chinese   12  22 

Owing  to  large  number  of  varieties  of 
glazed  kid,  it  is  impossible  to  quote  on 
many  of  them. 

The  prices  given  below  for  chrome  calf 
and  kips  are  average,  as  lack  of    space  for* 
bids  mention  of  the  great  range  in  price 
and  quality  carried  by  large  tanners. 
Box  chrome  calf — 

A.  H.  French    25 

A.  Hm   23 

A.  M  '.   22 

B.  M   24 

B.  Hm   21 

B.   M   19 

Veal,  other  European    17  20 

Veal,   X    IS  18 

Grassers    15  :7 

Grassers,  X    14  16 

Reject    12  14 

Box  kips — chrome  turned — 

A.  H.,  Canadian    20 

A.  Hm.,  Canadian    19 

A.  M   18 

B.  H   17 

B.  Hm   17 

C.  X   15 

Reject   ;   13  down 

Chrome  dull  kip  for  toppings — 
M   20 


L.  M   19 

L   18 

SHEEPSKINS. 

Glazed  and  dull,  black    6  6*4 

Colors,  No.  1,  beading    7  j!/2 

Colors,  No.  1,  lining    j}A 

Ooze,  black  and  colors    8  8J/2 

Skivers  . . .'   7%  8 

Calfine,  A.  H,  Can.  native   9 

Calfine,  A.  M.,  Can.  native   9 

Calfine,  A.  L-,  Can.  native   9 

Calfine,  B.  H.,  Can.  native   8 

Calfine,  B.  M.,  Can.  native   8 

The  prices  below  are  average,  as  qual- 
ity and  quantity  would  cause  considerable 
variation. 

Slats,  A.  H   9 

Slats,  A.  M   83/4. 

Slats,  A.  L   8*4 

Slats,  B.  H   8 

Slats,  B.  M  ,   7*A 

Pickle  skins  for  lining — 

A  common  pickle   7J/2 

B    7 

C   -.   6Y2 

Cape  A    8V2 

Cape   B    7^4 

Cape  C    7 

Job    5'A 

H  Facing    7?4 

L  Facing    8 

Splits,  senior,  per  lb  22  down  to  15 

Splits,  junior,  per  lb  19  down  to  13 

Splits,  senior,  per  foot    734 

Splits,  H.  and  Hm.  per  foot. . .  7TA 

Splits,  M.,  per  foot    6J/2 

Splits,  Lm.,  per  foot    6 

Splits,  junior,  per  foot    4%. 

Splits,  trimmed,  H.  M.,  per  lb..  23  down 
Splits,  trimmed,   M.,  per  lb...  22  down 

Pebble,  A.  L   12H 

Pebble,  A.  L.  M   i2}4 

Pebble,  A.  M   13^ 

Pebble,  A.  Hm   14^ 

Buff,  A.  M   16 

Buff,  A.  Hm   i6y2 

Buff,  A.  H.,  side  leather    17 

Table  run  pebble    9/4 

Job  pebble    8J4 

TANNERS'  MATERIALS.— The  demand 
for  all  classes  of  tanners'  materials  re- 
mains fair. 

Sumac   $55  $7° 

Degras   5J4  W2 

Gambier  '.  .'    6  7 

Hemlock  extract    3^2  4 

Quebracho   extract   '   3  4 

Quebracho   solid    4  5 

Logwood  chips    i/4  i$4 

Logwood  crystals    12  16 

Logwood  paste    6  9 

Dermiforma    4/4 

Egg  yolk    5/4  8 

Egg  albumen    60  75 
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BOOTS  AND     SHOES.— Business     in  Hemlock  Country  Harness— 

this  line  keeps  at  fairly  even  temperature.      No.  i    33 

Retailers  report  a  fair  trade.     Manufac-      No.  2    32 

hirers   are  already  finishing  samples     of  Upper,  heavy    48 

early  fall  shipments.    Although  the  active  Upper,  light  and  medium    50 

sorting  season  is  hardly  on,  jobbers  and  Ppper,  grained    19 

wholesalers  are  doing  a  fair  sorting  trade.  Kip    skins,   French   I. IS 

With  rumors  of  mergers  in  the  air,  the  Veal  kips,  Canadian   75 

rubber  market  - is  a  little  unsteady,  and  it  Hemlock  calf    75 

is  difficult  to  predict  just  how  the  market  Imitation   French    80 

will  be  affected  during  the  next  few  weeks.  French   calf   1.38 

Splits,  light  and  medium    24 

HIDES.— Situation  about  the  same    as  Splits,   heavy    23 

last  week  as  far  as    prices    go,  although  Splits,  junior    19 

there  is  a  decidedly  stronger  feeling    ap-  Enamel,  cow,  per   foot    20 

parent  in  the  hide  markets  generally,  Can-  Pebble  grain    15 

adian   tanners   keeping   pretty   well     sold  guff    17 

up,  and  some  big  sales  reported  last  week  Colored  buff    20 


45— 

40 

4/2 

70— 

60 

60- 

50 

4% 

Women's  XX..  5 
34  Boys'   XXX. ...  5 

33  Boys'  XX   5 

50 
55 
20 

j  2g  Men's    . .  . 
g0  Women's  . 

80 
85 

l  62  Men's  3JA 

2S  Women's  2%    3j4c  pr. 

COUNTERS— Either  flat,  clammed  or 
moulded. 

2,  Men's  754    8c  Pn 

I7  Women's  5?4   ;   6?4C  Pr- 


■  SHAPED  HEELS. 
Size 

  5-8—10-8 

 5-8-13-8 

BOX  TOES. 


Price 
8— 15c  pr. 
7 — lie  pr. 


5c  pr. 


24 


in  United  States. 

No.  1  inspected  steers  and  cows  9^ 
No.  2  inspected  steers  and  cows  8l/2 
No.  3  inspected  cows  and  bulls  7^ 

Country  hides  (green)    7V2 

Country  hides  (cured)    8 

Calfsskins   " 

Sheepskins   95 

Horsehides,  No.  1    3- 00 

Horsehides,  No.  2    2.00 

TALLOW.— Local  market  firm  as  ever, 
and  supplies  behind  the  demand.  Foreign 
markets,  however,  show  reductions  in 
price  which  may  affect  the  local  quotations. 


19 

22 

$12 
50 

35 

3.00 


No.  1  cake   6j4 

No.  2  cake    4 

No.  1  solid   ,  •    W2 

No.  2  solid    4 

LEATHER  WHOLESALE. 

No.  1  Spanish  sole  (for  jobbing)  27 
No.  Spanish  sole  (for  jobbing)  26 
No.  1  Spanish  sole  (for  mf.)  . . .  26 
No.  2  Spanish  Sole  (for  mfg.) ...  25 
No.  3  Spanish  sole  (for  mfg.)...  23 

No.  1  oak  sole    32 

No.  2  oak  sole    29 

No.   1   oak  sole  bends    45 

No.  1  slaughter  sole,  heavy....  30 
No.  1  slaughter  sole,  medium....  30 

No.  1  slaughter  sole,  light   30 

Harness  leather — 

No.  1,  U.  0   38 

Rejected,  U.   0   37 

No.  2,  U.  0   36 


Russets,  extra  heavy,  per  doz....$io 

Shoe  russets,  per  lb  45 

Russets,  No.  2,  all  grades,  lb   30 

Glove  russets,  per  doz  $6.00 

8         CUT  SOLES.— Prices    are  unchanged, 
8lA  with  sales  about  up  to  average.    The  fol- 
13      lowing  are  the  latest  quotations : — 
1  ..1.5 

OUTSOLES. 
Oak—  Gauge  Price 

Men's,   No.    1   7-12  30 

Men's,  No.  2   7-*2  27 

Women's,  No.  1   5-8  18 

Women's,    No.   2   5-8  16 

Spanish- 
Men's,  No.  1   7-12  26 

Men's,  No.  2   7-12  23 

Women's,.  No.    1   5-8  16 

Women's,   No.   2   5-8  14 


TANNERS'  MATERIALS.— The  mar- 
ket continues  with  unchanged  prices,  with 
about  usual  sales  reported.  The  follow- 
ing are  the  latest  quotation,  f.o.b.  Toronto: 

Degras    2V2  3lA 

Sumac   55  °5 

Gambler    6j4 

Cod  Oil,  pure  Nfld.  tanked....  47 

Cod  Oil,  Gaspe    40 

Hemlock  extract    3TA 

Oak  extrac    3 


r/2 
50 
42 
4 

3/3 

aA 
5 


7 
5 

634 

5 


TAP  SOLES. 

HEIGHT  PRICE 


29  Men's  XXX  ....  6  $4.10— $2.75 

28  Men's  XX   6  3.70—  2.10 

27  Men's  X    6  2.25—  1.-85 

26  Women's   XXX.  5  2.40—  1.95 

24  Women's   XX....  5  2.05—1.45 

33  Women's  X   4  1.20—  1.10 

31  Boys'  XXX            5V2  2.90—  2.35 

50  Boys'   XX   SV2  2.65—  2.20 

31  Boys'  X   SV2  1.60—  1.35 

3T 
31 

Men's  XXX  ...  5^2  $1.35—  75 

39  Men's  XX   ... .  5A  i  ■  IS—  70 

38  Men's  X   5'  65—  50 

37  Women's  XXX.  5  55—  50 


TOP  LIFTS. 


45  Quebracho  extract    SA 

42  Quebracho  solid   •  4A 

23 

21      LEATHER.— Conditions    remain  prac- 
tically the  same  as  two  weeks  ago,  prices 
41  quoted  then  being  the  same  as  to-day. 
38     In  some  quarters  it  was  anticipated  that 
21  the  action  of  the  United  States  tanners  in 
ro  curtailing  their  output  would  have  some 
effect  on  the  leather  market  and  also  on 
the  hide  market.    The  condition  seems  to 
height  |>e  tnat  while  the  tanners    are  curtailing 
4      their  product"  at  the  present    time,  they 
4      are  taking  the  opportunity  of  disposing  of 
4/2  their  surplus  stock  of  leather,  and  instead 
4      of  letting  hides  pile  up,  and  thus  unsettle 
3J"2  the  market,  they  are  buying  up  the  hides 
-'      at  the  present  market  price  with  the  money 
4A2  obtained  for  the  leather  they  are  selling, 
4?Ai  and  are  holding  these  hides  awaiting  more 
4A2  favorable  conditions  for  tanninng.  This,  of 
course,  applies  to  green  hides. 

So  far  as  dry  hides  are  concerned,  the 

,  .  tanners  here  are  pretty  well    stocked  with 

4/2 

dry  hides  bought  on  the  high  market,  so 
4^  that  there  is  little  prospect  of  any  change 
5  in  the  present  price  for  the  next  few 
4A  months. 
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HEMLOCK  SOLE. — There  is  a  little 
more  business,  and  this  has  continued  dur- 
ing the  week.  While  there  does  not  appear 
to  be  any  disposition  on  the  part  of  shoe 
manufacturers  to  anticipate  their  wants, 
the  going  into  effect  of  the  new  terms 
within  a  few  days  has  stimulated  a  some- 
what more  diversified  trading,  and  sales 
of  i, ooo  to  5,000  or  more  sides  have  been 
effected.  There  is  a  fair,  but  not  active, 
export  demand,  and  several  sizable  cable 
orders  have  been  received,  and  receipts 
have  not  only  been  absorbed,  but  quite  a 
little  more  sold  from  warehouse  reserves. 
All  common  hdde  leaitiher  is  selling,  and 
reserve  stocks  of  such  are  below  normal  in 
Boston  warehouses.  The  market  is  steady 
and  strong. 

There  have  been  some  excellent  sales 
in  New  York  during  the  past  week,  and 
all  at  full  prices  on  dry  hide  leather.  In 
fact,  some  of  the  large  tanners  are  talk- 
ing of  an  advance  of  Vi  to  ic.  Buyers 
realize  that  on  account  of  the  curtailment 
it  is  best  for  them  to  lay  in  their  supplies 
now. 

Some  improvement  was  noted  in  the 
Philadelphia  market  last  week,  and  a  little 
mire  buying  resulted.  Prices  are  also 
strengthening  up  a  trifle,  and  altogether 
there  is  quite  a  little  better  tone  to  the 
situation. 

The  Chicago  market  for  sole  leather 
shows  some  improvement.  Trading  has 
been  in  small  quantities  for  immediate, 
needs.  Prices  are  firm,  and  in  some  in- 
stances a  trifle  steadier  than  last  week. 
The  changes  in  terms  and  datings  has 
had  a  quieting  influence,  retarding  market 
improvement,  at  least  temporarily.  More 
manufacturers  are  said  to  be  using  hem- 
lock leatiher  for  better  grades  of  footwear 
than  formerly,  and  that  call  for  hemlock 
-nil-  is  comparatively  stronger  than  for 
i  ther  tannages.  Slaughter  sole  is  selling 
at  25.  24  and  22c  for  the  first,  second 
and  third  grades  respectively. 

Call  for  hemlock  sole  stock  in  St. 
Louis  is  limited,  the  buyers  so  far  not 
evincing  a  much  brisker  enquiry,  since  the 
recent  suspension  of  work  by  the  tanners. 
Local  buyers  seem  to  hold  off  seeking 
-tock  in  any  large  amounts,  and  trade  is 
only  fair,  with  prices  steady,  and  not  en- 
tirely satisfactory  to  the  tanner's  end. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont.        mon  H. 

Xo.  I,  light    23  @24  22    @  2.V2 

Xo.  1,  mid    23  (0)24  22    @. . 

Xo.  r,  over    23  (0)24  22  @.. 

No.  2,  light   22  @..  21  @.. 

No.  2,  mid    22  (a)..  21  @.. 

Xo.  2,  over   @22  21  @.. 

Xo.  3,  light  @20  19    @  -  • 

Xo.  3.  mid    20  ®2i  21  @.. 

Xo.  3,  over    20  ©21  I9^@20j^ 

Rejects   @i8  16  @.. 


Scabs    ©14 

Buffalo 

1,  light    19  @20 

1,  mid    19  @20 

over   @I9 


No. 
No. 
No. 
No. 
No. 
No. 
No. 
No. 


1, 

2,  light 
2,  mid 

2,  over 

3,  over 
3,  mid  . 


@i8 
@i8 
@i8 
@i8 
@i6 


China 

@2I 
@22 
@20 
@20 

@i8 


No.  3,  light    IS  @i6 

Scabs   


11 


Acid,  New  York  Selections. 


Best 

Good 

No.  2 

Light  .... 

.  ..@28 

2S@26 

22^@23 

Mid   

@28 

25@26 

23  @. . 

Over 

(§28 

25@26 

23  @-  ■ 

Rejects    .  .. 

I9@20 

.  •  -I2@I3 

Slaughter, 

Packer. 

No.  1 

N.  2 

No.  3 

Spd.  light 

.  .  .  .  24@26 

23@25 

22@24 

Plump 

....  2S@27 

24@26 

•23@2S 

Spdymed 

....  2S@27 

24@26 

23@25 

Plump  " 

.  .  .  .  26@28 

2S@27 

24@26 

Spdy  over 

....  26@28 

25@27 

24@26 

Plump  ovei 

.  .  .  28@29 

27@28 

26@27 

Mfrs.  over 

. . .  27(0)28 

26@27 

25@26 

All  plumps 

Camden  pack- 

er 20-27- 

lb....  30@3i 

28@29 

26@.  . 

Light    3i,@32 

Country  Hide  Leather  Relatively  Less. 
Cows  ic  less. 

OAK  SOLE. — With  some  tanners  the 
trading  in  oak  backs  has  been  steady,  and 
sales  have  been  made  of  many  thousand 
collectively.  Much  of  this  leather  is  to  be 
delivered  later,  as  it  is  not  available  In 
dealers'  warehouses.  Standard  leather  for 
shoe  purposes  is  38c,  and  for  seconds  35c, 
thirds  32c.  Texas  sides  and  bends  are  in 
fair  request. 

There  is  a  fair  call  for  scoured  backs 
and  bends  in  New  York,  and  there  have 
been  some  excellent  sales  which  have 
tended  to  reduce  stocks  materially.  Prices 
are  firm,  with  higher  rates  quoted,  but 
no  sales  of  account  are  noted  as  yet  at 
any  advance. 

Some  of  the  larger  buyers  are  in  the 
Philadelphia  market  each  week,  and  it  is 
stated  that  some  fair-sized  orders  have 
been   placed.     The   discussion  regarding 


in  influencing  shoe  manufacturers  to  pur- 
chase at  this  time.    Prices  are  firm. 

Demand  during  the  past  week  was  ac- 
tive in  Cincinnati,  both  in  immediate  and 
in  future  business.  The  supply  seems  to 
be  normal,,  with  prices  steady  at  34-3°°  for 
best  selections  of  oak  stock.  A  large  num- 
ber of  contracts  are  reported  placed  for 


UNION  SOLE— Ith  as  been  a  remark 

1     K^tt,  the  next  fall  run. 
ably  active     week  in     union     sole,  botn 

among  sole  cutters  and  shoe  manufactur 
ers.  Sales  have  been  effected  in  lots 
5,000  to  20,000  backs,  and  these  could  have 
been  greatly  multiplied  were  dealers  will- 
ing to  accept  such.  They  will  sell  any- 
thing they  have  in  warehouse  or  in  sight 
at  the  tannery,  but  decline  to  sell  what  they 
do  not  own.  The  terms  are  scheduled  to 
become  operative  on  February  st,  and 
this  in  a  certain  sense  stimulates  buying. 
Some  tanners  have  already  adopted  the 
new  terms,  and  have  made  sales  on  such. 
The  market  is  strong  at  32c  for  standard 
steer  backs,  and  30  and  31c  for  cows.  A 
quantity  of  inferior  leather  has  been 
cleaned  up.  Sales  have  far  exceeded  in 
voices  and  drafts  made  on  the  reserve 

Buying  has  been  on  a  more  liberal  scale  And  other  grades  m  proportion 
in  New  York  and  Philadelphia  and  at  full  Scoured    bends,  8 


The  Oxford  season  is  at  hand  for  shoe 
£  manufacturers,  and  the  increased  demand 
for  oak  sole  for  this  class  of  footwear 
has  strengthened  the  western  market  to 
some  extent,  while  prices  of  last  week 
have  held  firm.  Buying  has  been  carried 
on  in  small  quantities  only.  The  aggre- 
gate of  this  week's  business  is  probably  a 
slight  improvement  over  that  of  last,  and 
tanners  predict  a  stronger  market  in  the 
near  future.  Scoured  oak  backs  of  light 
substance  are  receiving  most  attention. 
OAK  SOLE  QUOTATIONS. 

No.  1        No.  2       No.  3 
Scoured  backs,  It..  39@40    36@37'  --©35 
.  Scoured  bks.,  md..  38®. .     ..©36    • -@34 
Scoured  bks.,   hy...  38®..     .  .@36  ..@34 


prices.     Cowhide  backs  tannery   run  are 

,  i  .,,,,-1  ct-aoi-c  -it-  n  to  Scoured  bends,  10 

quoted  at  30  to  31c,  and  steers  at  31  to 

32c.    In  some  instances  it  is  even  reported 

that  y2c  above  these  prices  are  wanted. 

Trading  in  small  quantities  still  prevails 

in  the  west.    The  general  curtailment  in 

the  production   of   sole  leather  and  the 

fact  that  there  is  no  over-supply  of  leather 

in  manufacturers  hands  are    regarded  as 

factors  of  strength  in  the  present  market. 


to  10  lb..,  @44  --@43 


■@4i 

■@4 


UNION  SOLE  QUOTATIONS. 
Tannery  Run. 

Heavy   

Middle   


to  12  lb  @44    ■  -@43 

Scoured  bends,  12 

to  14  lb  @44    •  -@43    •  -@4i 

Texas  sides,  XX  free  of  brands..  .  .@34 
Texas,  sides  Xhy.  free  of  brands..  ..@33 

Texas,  sides  A  hy  one  brand   @32 

Texas,  sides  B  hy  two  brands  @3i 

Texas,  sides  C  hy  more  than  2  brns.  .  .@30 

Texas  bends  XX   @5i 

Texas  bends  X   @46 

Texas  bends  A   @44 

3i@32  Texas  bends  B   @42 

31(0)32  Texas  bends  C   @40 
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No.  I 

No.  2 

28@.. 

26@.. 

California  sides,  mid   . . 

28@.  . 

26@.  . 

..  30@.- 

28@.  . 

California  backs,  It  ... 

. .  32@-  ■ 

30@. . 

California  backs,  mid  . . 

.. .  32@-  • 

3i@-  • 

California  backs,  hy  ... 

•  •  35®-- 

36@.. 

Shoulders,  •    double  ket,  which  appears  to  have  settled    to  a 
Goodyear                        @32       ••    @32  3/2c  basis   on   single  shou  der   stock,  de- 
Butt  pieces                    23    @25     23    @25  spite  the  fact  that  some  sellers  are  as  yet 

Butt  pieces,  scoured..  22    ©23     22    ©23  unready 

erned  con  ><v.'\  u.'m.m^ 

The 


Oak  baskc  free  of  brands  for  belting  pur 
poses,  No.  1,  42  cents. 

Oak  backs,  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 

Branded  backs,  No.  2,  38  cents. 

Branded  backs,  No.  3,  35  cents  and  36  cents 


LACE  LEATHER  QUOTATIONS. 
31®--   No.  1  surface  or  Indian  tanned,  un- 
der and  over   28@30 

No.  1  cut  lace,  random  lengths,  30  and 
No.  1  Surface  or  Indian  tanned,  un- 
der 17  feet   27@29 

40  per  cent,  off 
No.  1  Rawhide  lace  leather  in  sides 
17  sq.  ft.  and  over   24@26  !"2^  x  3"32 


CHROME  SOLE.— There    is  not  much   No.  1  Rawhide  lace  leather  in  sides 


of  any  improvement  in  the  demand  with 
the  opening  of  the  new  year,  but  dealers 
assert  that  more   manufacturers   are  en- 


under  17  sq.  ft  24(0)27 

No.  2  Rawhide  lace  leather  in  sides 

17  ft.  and  over   23@24 

sides 


about  it  and  its  merits,  and  there  No.  2  Rawhide  lace  leather  in 

is  a  strong  sentiment  that  the  buying  will      under  17  ft  23®.. 

is  a  situ  a  %-inch    i-25 

gradually  increase.  .  °'  74     .  cn 

The  bulk  of  business  continues  in  the  Cut  lacing,  5-16-mch    i-SO 

natural  or  "white"  stock.    Manufucturers  Cut  lacing,  ^-inch    1-75 

making  a  specialty  of    waterproof    soles  Cut  lacing,  7-i6-mth    2.00 

claim  that  they  experience  less  difficulty  Cut  acing,  g-mch    2.25 

cutting  the  unfilled  leather    and  applying  Cut  lacing,  ^-inch    3-00 

their  own  waterproofing  preparation  while  Cut  lacmg,  V4-moh    3-75 

the  shoes  are  in  the  course  of  manufac-  Cut  to  special  lengths,  add  30  per  cent,  to  y2  x  3-32 
ture     Chrome  sole  leather  tanned    from      list  prices. 

South  American  or  European    hides    of  Prices  on  cut  lacing  apply  on  bundles  con 
lar-e  pattern   and  even   plump   substance      taming  100. 

ROUGH  LEATHER  QUOTATIONS. 


o  meet  this  figure  which  gov- 
erned considerable  trading  obtained  by  a 
large  eastern  welt  manufacturer, 
operator  referred  to  has  booked  several 
contracts  with  shoe  manufacturers  involv- 
ing 50,000  to  100,000  yards,  and  calling  for 
quantity  shipments  at  stated  intervals. 
SIDE  LEATHER  WELTING 
QUOTATIONS. 

3  @3TA 

9-16  x  3-32   ■  •   3^@4 

5-8    x  X3-32    4-  @4/2 

1 1-16  x  3-32    6c 

1-2    x  1-9   5c.  . 

9-16  x  1-9    5>^c 

5-8    x  1-9    6c 

11-16  x  1-9    6^c 

r-2    x  1-8    SHc 

9-16  x  1-8   •   S^c 

5-8    x  1-8    6^c 

u-16  x  1-8    6^c 

WELTING  QUOTATIONS. 

Sizes.  Per 

3  @3V2 

9-16  x  3-32   3#@4 

5A  x  M2    4  @4JA 


is  receiving  considerable    preference  by 
■   shoe  manufacturers    over  stock  produced 
from  some    domestic    hides  which  rur 
spready  in  the  shanks.    Buyers  are  show 
ing  the  bulk  of  attention  to  leather  gaug 
ing  8  to  10  iron. 

CHROME  SOLE 
Ex.  Hvy.  sides,  11  to  12  iron..  46c  to  48c 
Heavy  sides,  8^  iron  and  over  40c  to  43c 
Medium  sides,  7^  to  8^  iron..  35c  to  37c 

Light  sides,  6/2  to  8  iron   30c  to  31c 

Sizes  under  6  iron   25c  to  27c 

Above  quotations  apply  on  highest  class 
heavy  hides. 

Waterproofed  leather,  from  2  to  3c  per 
foot  additional. 

TANNERY  RUN.  per  sq.  ft. 
Tannery  run,  sides,  natural. .. -35c  to  36c 
Tannery  run,  sides,  waterproof  37c  to  38c 

BENDS. 


Hemlock. 

Card   

No.  1   

Selected    3* 

No.  i,  Steers    31 

Per  sq.  ft.  No.  2,  Steers   26 

Poor  damaged    23 

Bulls   

Oak  No.  1       No.  2 


>/s  x  3-32  •■ 
11-16  x  3-32 

/4   X   3-32  •■ 

y2  x  1-9  ■•• 

9ri6  x  1-9 

1-9  •■• 


34 

29>2@30  9/8 

11-16  x  1-9 


4JA@5 
5  @5/2 
3^@4 

4  @4H 
4^@5 

5  ©S'A 


Zh*>-9-  :-■»»! 


227    V2    X  Vs, 

a    9-16  x  y 


23     @24  n  X  /8   ■  ■ 

No  3    11-16  x  M 


Country,  light   

•  -@3° 

.  .(§27 

Country,  mid   

.  .@30 

.  -@27 

•  -@3Q 

..@27 

•  -@34 

•  -@33 

Southern,  chestnut, 

■  -@27 

South.,  black,  It... 

29@30 

22@24 

.(§24 


Va. 


4V&@S7A 

53A@57A 
67/s@6H 


Waterproofed,  9  to  10  iron. 
Waterproofed,  7  to  8  iron. 
Waterproofed,  under  7  iron- 
OAK  OFFAL.— There  is 


...  48c  to  50c 
no  accumula- 
tion of  good  oak  bellies.    Good  oak  bellies 
are  selling  at  20c,  and  heads  at  uT/4c  to 
ISC- 
OAK  OFFAL  QUOTATIONS. 


ROUGH  SPLITS. 
Splits,  belt  knife,  table  run,  skiff- 
ingsr  according  to  size. 
Per  sq.  ft.  Splits,  belt  knife,  table  run,  6  lbs. 

61c  to  63c     and  less    5@10 

53c  to  56c  Splits,  belt  knife,  table  run,  6  to 

8  lbs   "@12 

Splits,  belt  knife,  table  run,  8  to 

10  lbs   12 

Splits,  belt  knife,  table  run,  10  lbs 
and  up   


Mid. 

Bellies,  scoured    19  @20 

Bellies,  unscoured  ...  17  @l8 
Heads,  scoured  ....  n  @I2 
Heads,  unscoured  ...  10  @. . 
Shoulders,  scoured, 

without  heads    @3° 

Shoulders,  unscoured, 

with  heads   •  --@22 


Heavy. 
19  @20 
17  @t8 

II  @I2 


i8@i9 
No.  1 

Splits,  union  heavy    I9@  ■  • 

Splits,  union  for  flesh    2i@22 

Splits,  calf  or  kip    20@.2i 

Splits,  shoulder    3  tone 


•@24  SIDE  UPPER  LEATHER.— Dealers 
.@24  are  having  a  reasonably  good  business,  and 
while  few  transactions  in  Boston  exceed 
5,000  sides  of  grain  leather,  the  total  is 
•@23  of  fair  volume.  Even  were  tanners  and 
.@2p  ( dealers  inclined  to  make  larger  sales  they 
could  not  do  so  and  promptly  deliver  the 
leather  by  reason  of  greatly  depleted 
warehouse  stocks.  Receipts  with  some 
dealers  are  normal,  but  numerous  sales  of 
1,000  to  5,000  sides  practically  absorb  tan- 
nery invoices.  Kangaroo  grain,  elk  leather, 
chrome  sides  and  kindred  upper  leather 
are  being  sold  in  fair-sized  lots,  but  the 
business  continues  unsatisfactory  by  rea- 
son that  the  best  obtainable  price  is  still 
below  a  parity  on  hides. 

Eastern  producers  of  bark-tanned  side 
leather  report  a  fair  call  for  kangaroo  sides, 
stating  that  eastern  manufacturers  continue 
to  absorb  their  restricted  production  of 
eastern  oil  grains. 

Chrome  side  leathers  in  both  the  smooth 


14 


10    @.  • 


Belly  splits   9^io  ^  boarded  finishes  are    moving  in  a 

WELTING.— Side  welt  is  held  as  high  hand-to-mouth  manner  at  unchanged  quo- 
@28  as  4%c   although  little  trading  is  reported  nations.    Popular  tannages  of  gambier  tan- 
at  this 'high  figure.    The  decline  in    oak  ned  kangaroo  sides  are  wanted,  and  one 
@22  shoulders  "is  reflected  in  the  welting  mar  or  two  local  tanners  are  sufficiently  sup- 
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plied  with  orders  to  keep  their  plants  ac 
lively  employed  during  the  near  future. 
SIDE  UPPER  LEATHER 
QUOTATIONS. 
Western — Oil  Grain. 

A 

...  to  4A-0Z   : .  ■  14 

aYz  to  5-oz.    1454 

5  to  5^-o.z    ISJ4 

5*/2  to  6-oz   16A 

6  to  6^-oz   7 

7  to  7A-0Z  18 

?Vi  to  9-oz   19 

Satin,  small  LL    i6}4 

Satin,  small,  L    16^ 

Satin,  small,  LM    17 

Satin,  small,  M    171A 

Satin,  small,  LHM    17^ 

Kangaroo,  LM  . . .  i8j^@20 

Kangaroo,   M    20  @20j4 

Kangaroo,  H    201-2@2i 

Kangaroo,  HH  ...  2i^@22^ 

Gambier,  pebble,  LL   17H 

Gambier  pebble,  L    18 

Gambier  pebble,  LM  ....  18% 

Gambier  pebble,  M    18^2 

Wax,  small,  5  to  6-oz...  igl/2 
Wax,  small.  6  to  7-oz. ...  20 
Wax,  small,  7  to  8-oz...  20^ 
Wax,  small,  8  to  9-oz....  21 
Box  Chrome  sides,  L  ■  ■  -  18 
Box  Chrome  Sides,  LM..  19 
Box  Chrome  Sides,  M  . .  20 
Box  Chrome  Sides,  HM.  21 
Box  Chrome  Sides,  H...  22 
Chrome  Glaze  Sides,  LM  M 
Chrome  Glaze  Sides  LM  M 
Chrome  Glaze  Sides,  H.  .. 
Waterproof  Chrome  Sides — 

B  C 

H    24  @.. 

H    23^®.. 


Ch'me  Mat  fin.  L  ©23  ..@2i 

Ch'me  Mat  fin.  LL  ..@2i    .  .@I9 


B 

1-3*4 
14 
1454 
16 

i6y2 
17 
18 

16  i 
iW 
i6y2 
i6y2 
17 

I7^@ 
i8^@ 

I9^@20 
20^2@2I 

i7JA 

1734 
18 
19 

19A 

20 

2oy2 
17 


26 

@-- 

24®. . 

26 

@.. 

24®. . 

26 

@... 

24®. . 

28 

©■■ 

26@.  . 

28 

©■■ 

26@ .  . 

29^®-- 

27®. . 

30 

@.. 

27® .  . 

32 

@- 

20(g) . . 

33 

©.. 

30®.  . 

25 

@27 

30@3- 

7 

@  8 

6 

@  9 

10 

@n 

10 

@n 

13 

@I4 

13 

@I4 

No.     No.  No. 

Chrome 

Veals  bd 

1 

2  3 

Chrome 

Veals  H.. 

. .  26 

24  23 

Chrome 

Veals  M.. 

••  25 

23  22 

Chrome 

Veals  LM 

■•  23 

21  19 

Chrome 

Veals  L-. 

. .  22 

20  18 

Chrome 

Storm  Veals  A 

B 

Colors 

32@33 

30@3i 

Black  . 

3i@32 

29@30 

A 

B 

Chrome 

Rus.  Calf. 

29@30 

27@28 

Chrome  d.  Rus.  C'lf 

2S@26 

23®.. 

.@20 

.@i8 
No. 
4 


20 
19 
17 
16 


2I@22 
23@.  . 

23®. . 

COMBINATION  STORM  VEALS. 


Chrome  Wax  L  .  • 
Ch'me  WaxLM&M 


24(a).. 

2S@- 


18 
19 
20 
20 
22 
22 
23 


No.  2 

2I@.  . 
2I@.  . 
21(5).  . 


A  B 

Colors   28    @29    26  ©27 

Black   25  (c 

Chrome  Wax, 

HM&M    . .  25  (< 

HH    26  (i 


24 


24  (g). . 
24^®-. 


20®. .  Kang.  Veals 

22@.  . 
22®.  . 
22@23 


H   

MH    . . 

Satin, 
large 

Satin, 
large 

Satin, 
large. 

Oil  ... 

Oil  ... 
Glove 


oz. 
•  •4 


23  @-- 

22 J/2®.  . 

Eastern. 
A 

1 1  ®I2 


22  (aj. 
2iy2@.. 
21  @. 

20^®. 


No.  2 
19  @- 

i8y2@. 
18  @. 

i8^@. 


B 

10® 


C 

9^2@. 


4^  II    @I2        10®.  .  9^@ 


5     15  @i6 

5  14  @J5 

6  15  ®i6 
3^4  11  @I2 

Glove   12  @I3 

Pebble  ..  3^  12  ®I3 
Pebble  ...4  i2T/4®i3^ 

K'ng'roo  3A  12  @I3 

K'ng'roo  4     13  @I4 

K'ng'roo   5     14  @J5 

K'ng'roo   5^  15  ©16 


I4@i5 
i3@x4 

12@I3 

12®  13 
I3@!4 
I3@I4 

II@I2 
II@I2 
12®  13 

I3@I4 
I4®i5 
I5@i6 


11 
11 
11 
10 
11 
10 
11 
11 
11 
12 
13 
15 


FINISHED  SPLITS  QUOTATIONS 

Shoe,  LM    24 

Shoe,  M  ."  26 

Shoe,  HM    26 

Shoe,  H    26 

C    Flesh,  best  grade  LL-.  28 

3  Flesh,  best  grade  L-...  28  @ 
2>y2  Flesh,  best  grade  LM..  29^ 

4  Flesh,  best  grade  M 
5A  Flesh,  best  grade  HM..  32 

5  Flesh,  best  grade  H... 

6  Flesh,  best  grade  HH..  25 

7  Flexibles,  6^-oz.,  No.  1 

5  Flexibles,  7^-oz.,  No.  1 
5A  Flexibles,  8^4-oz.,  No.  1  10 

5A  Flexibles,  union  L   10 

Sfi  Flexibles,  union  M   13 

6  Flexibles,  union  H   13 

BELT  KNIFE. 

No.  1 

HHH   ;   23@24 

HH   23@24 

H  23@25 

HM  22®.. 

M  25®.. 

LM  ■•■  25®.  • 

L  24@25 

CALFSKINS— Dealers  in  vealskins, 
black  and  russet,  are  selling  some  skins 
both  locally  and  to  western  manufacturers 
who  are  working  on  government  con- 
tracts. It  is  a  fair  business  for  this  sea- 
son of  the  year.  Other  lines,  such  as  dull 
calf,  mat  and  smooth  bright  skins  are  in 
fair  renuest  but  one  or  two  tanners  who 

have  Sed  the  ««w  schedule  of  terms  QUOTA  HONS  ON  FIRST  ,RaLE 
have  not  closed  a  single  transaction  for  a 
week.  There  is  a  very  good  call  for  tans, 
most  of  which  will  be  made  in  one  shade, 
and  several  sizable  contracts  have  been 
closed  for  regular  weekly  delivery. 

Colored  Russia  calf  seems  to  be  in  excel- 
lent call  in  New  York.  Suede  calf  is  also 
moving  in  good  quantities. 

The  Chicago  market  for  calf  leather 
was  not  especially  active,  considerable 
trading  was  affected  in  small  lots.  There 

was  some  call  for  colors,  although  blacks      QUOTATIONS  ON  FIRST  GRADE 
in  gun  metal  finish  have    the  preference.  AND  KIPS. 

Medium  and  light  weights  are  most  in  de-  27  kilo   $1.00 

mand,  and  bringing  27  to  28c.  25  to    26c,  30  kilo   97A 

22  to  23c  for  the  A,  B  and  C  grades.    Ex-  33  kilo  95 

fg, T 2  tra  heavy  substance  brought  29c. 
@i2  CALFSKIN  QUOTATIONS. 


LM    26  @. 

M    26^®. 

HM    27  @. 

H    28  @. 

Extra 
Fr.  Process  Wax 

L    32  @- 

LM    32  @  . 

M    32  @. 


24   @  . . 

24H®-- 

26  @.. 
26  @.. 


A 


B 


30  @. . 
30  @-  • 
30    @.  • 


C 

24  @25 

22  @  . . 

23  @-- 

23  @-  • 

22    @. . 

22^@-  . 

24  @.  . 
24     @.  . 

C 

28  @.. 
28  @.. 
28  @.. 


Linings    A15  B13 

IMPORTED  FRENCH  CALF  (WAX). 


10  to 


AND  MIXED. 

1st  grade 

Mixed 

0   $1.60 

$1.45.. 

  1 -55 

1.40 

  1  •  45 

1.30 

  1.40 

1.25 

  1.30 

1 .20 

  1.25 

1 -15 

>    1.20 

1. 10 

  2.15 

1.05 

i   

1.02^ 

@I2 

@I3 
@I4 


@n  Ch'me  am.  dull  H  26@27  25@26  23 

@I2  Ch'me  am  dull  M .  26@27  25@26  23 

@I2  Ch'me  am  dull  LM  24@25  23@24  22 

®I2  Ch'me  am  dull  L..  24®..  22®..  20®.. 

@I3  Chrome  gl.  fin.  H.  26@27  25@26  23^24 

@I4  Chrome  gl.  fin.  M.  25@26  24@25  23@24 

®'6  Chrome  gl.  fin.  LM  24@25  23@24  22®23 

de-  Chrome  gl.  fin.  L- .  23®.. 


36  kilo   •  92H 

39  kilo   90 

42  kilo   85 

24  All  females  from  5  to  5  kilo.  15  to  20c  a 

24  j 
^      pound  more. 

23 


one  Chrome  gl.  fin.  LL 


K'ng'roo   6     T7  ®il 

SPLITS— There  is  an  improved 
mand   for  all   weight   flexibles,  and 

house  sold  more  than  12,000  rolls  within  Chrome  bd.  fin.  HH 

two  or  three  weeks.    There  is  also  a  fair  Chrome  bd.  fin.  H.. 

demand  for  good  weight  black    finished  Chrome  bd.  fin.  M 

splits,  but  the  great  incubus  of  the  split  Chrome  bd.  fin.  LM 

trade  is  the  accumulation  of  light  weights  Chrome  bd.  fin.  L. 

with  no  improved  demand  in  sight.  Ch'me  Mat  fin.  LM 


•  @.. 

.@27 
.@26 
•@25 
•@23 
.  .@22 
.®24 


21( 
l8( 


.@26 
•@24 
■@24 
,@22 
.  ,@20 
•  ®23 


KID   (Domestic)  QUOTATIONS. 

No.  ix.       2x.       3x.  4x 
Chrome  pat...  45®--  40®--  35@- 
COLT. 

No.  1      No.  2 

Chrome  pat  40®..    53®-  ■ 

CHROME  SIDE  PATENT. 

No.  1       No.  2      No.  3 

.@22  Vamping,  med.  26@27  24@26 
,@20  Vamping  ,hvy.  26@28  24@26 
.@i8  Tipping,  med..  24(0)25  22(0)23 
.@2i  Tipping,  light..  24@25  22@23 


19®  •  • 
16®. . 
•  -@24 
-  -@23 


30®. . 

No.  3 
30®. . 


22@24 
22@24 
21®.  . 
21®.  . 
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/S  As 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travellers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 
301  Aird  Ave. 
MONTREAL 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country-have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with'them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (Si  CO., 

LYNN,  Mass.,  U.S.A. 


Fred.C.A.Mclndoe&Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Le.ther  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery alwayskeptin  stock.  Ask  for  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 


Bonner  Leather  Co. 


■  {Manufacturers' 


G  LAZ  ED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom:  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


DUCLOvS  ®.  PAY  AN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,      Store,  114  Lemoine  5ft. 
ST.  HYACINTHE.  MONTREAL. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rtibber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 

Phone  E.  3778 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture  for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given   To  Export  Trade 
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THE  MERCANTILE  AGENCY 


R.  G.  DUN  &  CO. 

Established  1841 

222  Offices  (15  in  Canada) 
Rates  of  subscription  quoted  on  application 

W.  C.  MATTHEWS,  Toronto,  Canadian  General  Manager 

Canadian  Offices  at  Toronto,  Halifax,  Hamilton,  London,  Ottawa, 
Quebec,  St.  John,  Montreal,  Winnipeg,  Vancouver, 
Calgary,  Edmonton,  Saskatoon,  Regina,  Victoria 


JAMES  PRICE, 

DEALER  IN 

HIDES,  CALF  SKINS  AND  PELTS 

23  and  25  Wellington  Street,  MONTREAL. 

Highest  Price  Paid  for  Hides,  Calf  Skins,  Pelts  and  Tallow 


The  Shoe  and  Leather  Journal 

Established  1886  by  James 

X 

Acton  who  is  to-day  editor-in- 

chief. 

Designers 

°f  CATALOGS, 

Booklets, 

Pamphlets, 

Book  ©vers, 

Des,Steel 

PlatesAVgdd 

(Ots,Etchings. 


THOMSON 

ENGRAVING  CO 

TELEPHONE  +  MAIN  5489 
216  ADELAIDE  ST  W  TORONTO 


JOSEPH  KING 


DBA1.KB  IN 


LEATHER  AND  SHOE  FINDINGS 
25  and  27  Scott  Street.  Cor-  s^«,on  TORONTO,  Ont. 

TELEPHONE  Main  1293. 
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PACKARD'S 

SPECIAL  SHOE  DRESSINGS 

"THE  STANDARD  OF  QUALITY " j 


•-•BUCK 


_  ^^mUHHmr  _  Combination  Dressing. 

SEStSSS    I—   Spec,,  B,ackj    French ^up^  T^'S    f«  ^  S 

srhjus  issy  SSSr5  ml—  - 

Liquid  and  a  Tin  of  Paste,     up  in  an  attractive  carton.     for  a  Cheap  Dressing. 


iPEClM  ] 


White liquid  Dressing  in  5-na.  White  ■•<>",. •  >» ^  iSU^  """l 

RnnndBottlesin.  nest  carton.             «  C»»  dl.  Bottles,  Pints,  Quarts.    Polishing   All  Kmds  of 

Also  put  up  in  4-o«.  Psnel  Boxes.  The  Best  Wh,te  Canvas  4  o  ^  ^ 

Bottles.  aeaner- 


Our  travellers  are  now  on  the  road  and  will  be  pleased 
to  receive  your  spring  order  for  these  lines.  Look  over 
your  stock  and  get  ready  for  that  first  spring  customer. 

L  H  PACKARD  &  CO.  LIMITED    -  MONTREAL 

"  MANUFACTURERS   OF   HIGH   GRADE   SHOE  POLISHES 


The  standard  for  style,  fit  and  quality  in 

Rubber  Footwear 


Don't  place  any  orders  for  next  season  till 
you've  seen  the  new  goods  and  new  prices 

YOU  WONT  LOSE  ANYTHING 

MANUFACTURED  SOLELY  BY 

The  Qutta  Percha  &  Rubber  M'fg  Co. 

Of  Toronto,  Limited 

An  absolutely  independent  company,  having  no  connection 
whatever  with  any  merger,  trust  or  combine 

Head  Offices:  47  Yonge  Street,  Toronto 


Selling  and  Distributing 


TORONTO 

W.  B.  HAMILTON  SHOE  CO.  Ltd. 
D.  D.  HAWTHORNE  &  CO. 
J.  D.  KING  CO.  Ltd. 

HAMILTON 

The  JOHN  McPHERSON  CO.  Ltd. 

LONDON 

STERLING  BROS.  Ltd. 
COATES,  BURNS  &  WANLESS. 

COLLINGWOOD 

C.   STEPHENS  CO.  Ltd. 


MONTREAL 

JAS.  LINTON  &  Co. 
PLYDE  SHOE  Co. 
CANADA  SHOE 
O.  P.  &R.  M'F'GCO.  of  Toronto,  Ltd. 

QUEBEC 

J.  H.  LAROCHELLE, 
PICHER  &  CO. 

MARITIME  PROVINCES 

WATER  BURY  &  RISING 

ST.  JOHN,  N.B. 

J.  W.  BOYER  &  CO. 

VICTORIA,  N.B. 


Agencies: 

WINNIPEG 

W.  A  MARSH  CO.  WESTERN  Ltd. 
The  WINNIPEG  RUBBER  CO.  Ltd. 

MOOSE  JAW 

MITCHELL,  HEMBROFP, 

MAYBEE,  Ltd. 

CALGARY 

The  WINNIPEG  RUBBER  CO.  Ltd. 

VANCOUVER 

VANCOUVER  RUBBER  CO.  Ltd. 
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Black  Diamond  Chrome  Patent  Leather — 
is  being  produced  at  the  rate  of  3000  sides 
per  day.  Its  superior  quality  is  accountable 
for  such  a  demand. 

Tan  Gun  Metal  C#//^-especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather — A  wide  range  of  weights 
and  finishes. 

Weilda  Calf—In  twenty-two  shades. 

Sheep  Leather— In  every  good  tannage. 

Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 

95  SOUTH  STREET,  BOSTON 


NEW  YORK 


ST.  LOUIS 


CINCINNATI 
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McKays  and 
Turns 

Mens,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 

583-585  St.  Timothy  St.  Montreal 


Black  Chrome  Sides 

w 

DIUC  ljGCi^  vv  uicrpTuuj  ijiui-'t 

1  an  Chrome  bides 

UQTt^  DTOWit    VV  CllClfJiUUj 

1  A,  y 

Pearl  Chrome  bides 

For  Moccasins 

Chrome  Sole 

Leathers   for  High 
Cuts    and  Unlined 

Gusset  oplits 

Ct           j  J 

bnoes,  tanned  so  as 
to  Wear  Well  and 

Black,  Tan,  Olive,  Drab 

Stand  Hard  Usage. 

Fraser  River  Tannery,  Limited 

New  Westminster,  British  Coll 

imbia 

Exclusive  Selling  Agents : 

CHICAGO  TANNING  COMPANY 

Office  and  Salei/oom 

130  W  Michigan  Street                  CHICAGO,  U.S. 

Dayton  and  Blackhawk  Sis. 

j]        ~  r BOSTON                                                                  GLOVERSVILLE.  N 
128  Summer  St.                                                                  1 1  Cayadutta  St 

Y                       ST.  LOUIS.  MO 
811  Lucas  Ave 

SUEDES  TO  THE 


FRONT 


One  by  one  glove  manufacturers  are 
discovering  that  the  only  way  to  gain 
a  reputation  for  quality  is  to  use 
genuine  suede  skins. 

Possibly  you  have  realized  this,  but 
can't  imagine  a  suede  leather  with 
enough  extra  goodness  to  make  it 
worth  the  added  cost. 

Proper  tanning  and  proper  ageing 
give  to  our  suedes  that  toughness  and 
pliability  that  are  the  joy  of  the  glove 
maker's  heart. 

If  you  cannot  come  and  see  these 
skins,  we  suggest  that  you  buy  a 
sample  dozen  and  examine  them.  If 
you  are  not  thoroughly  satisfied,  re- 
turn them  and  get  your  money  back. 
That's  fair,  isn't  it? 

NATIONAL  LEATHER  CO. 
OF   CANADA,  LIMITED 

TORONTO     -      -  ONTARIO 


Where 

Amherst  j 

MAKE  ! 

EXCELS 


TIPS  o 
O 

o 
o 
o 
o 

ON  EVERY  PAIR  o 


7 POINTS 

OUR  GUARANTEE 
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"WHERE  QUALITY  COUNTS.  WE  WIN' 


The  Shoe  with  this 

&RAND-ON 

Has  merits  to  stand  on. 


We  sell  direct  to  the 
"RETAIL  TRADE 


"Where  Quality  Counts,  We  Win" 

FALL  SAMPLES,  1911 
FIVE   NEW  LASTS 

The  latest   and  most  up-to-date,  from  the  best  American  makers 

BIGHT   NEW  PATTERNS 
NEWEST    AMERICAN  DESIGNS 


New  features  shown  in  our  samples  which 
increase  their  value  50  per  cent. 
LOOK   THEM  OVER. 


EVERY  PAIR  OF  SHOES 
GUARANTEED 
SOLID  THROUGHOUT. 


The 

„Monarch  " 
Shoe. 


When 
it  comes  to 
QUALITY 

and 

STYLE 

in  popular 
priced  shoes 

WE  MAKE 

them  all  sit  up  and 
take  notice. 


The 

"Brandon" 
Shoe. 


WE   STAKE  OUR    REPUTATION  ON  THE  WEARING   QUALITIES  OF  "MONARCH" 
AND  -BRANDON"  SHOES.     PUT  THEM  TO  THE  TEST. 


Travellers  are  now  out  with  strongest  and  most  up-to-date  samples  we  have  ever 
manufactured.    Wait  and  see  our  lines  before  placing  Fall  orders  as  we  believe 

IT  WILL   PAY  YOU. 


BRANDON  SHOE  COMPANY,  Limited 

Brantford     -     =     =     =  Ontario 
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Chrome 
Tanned 

Uniform 

in 
Color 

j& 

Open 

in 
Grain 

Washable 


Tan  Leathers 

Are  Spring  Trade  Leathers 

When  the  days  have  grown  a  little  longer, 
when  the  balmy  breath  of  spring  is  in  the  air 
and  the  overcoat  grows  irksome,  the  big  rush 
for  tan  shoes  will  be  on. 

Immediate-shipment  orders  will  pour  in 
from  all  directions,  for  you  know  as  well  as 
we,  that  more  tans  will  be  sold  this  year  than 
ever. 

The  demand  is  absolutely  certain.  Failure 
to  prepare  for  it  will  mean  less  profit  for  you 
and  more  for  the  other  fellow.    A  re  you  ready  ? 

OUR  CHROME  RUSSIA  No.  88 
IN  TAN  AND  LONDON  BROWN 

marks  the  highest  attainment  in  modern  calf 
leather  making.  Every  skin  is  light  and 
tough  and  pliable.  The  color  is  as  good  and 
as  uniform  as  the  best  vegetable  tannage  ever 
produced.  The  grain  is  open  to  make  the  shoe 
cool  on  the  foot,  yet  by  a  special  treatment  the 
leather  is  at  the  same  time  made  washable  and 
non-soiling. 


Our  proposition  will  interest  you. 
or  wire  before  it  grows  too  late. 


Write 


Davis  Leather  Co'y  Limited 

NEWMARKET,  ONT. 
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LIFE-BUOY 
RUBBERS 

The  Fall  Placing  Season  will  be  with  us  in  the  course  of  a  few  days,  and  through 
the  medium  of  this  Journal,  we  wish  to  thank  you  for  the  liberal  support  given  to  our 
Company  during  the  past  two  seasons. 

Our  position  as  an  INDEPENDENT  COMPANY  has  done  much  to  remove  the 
arbitrary  conditions  under  which  the  rubber  footwear  business  was  formerly  conducted, 
and  to  a  realization  of  this  by  the  Trade,  our  liberal  and  progressive  policy,  backed  up 
by  a  thoroughly  reliable  line  of  goods,  we  feel  that  we  owe  our  success. 

Our  progress  for  the  past  two  years  has  been  such  that  it  has  been  necessary 
for  us  to  increase  our  factory  capacity  by  50,000  square  feet  of  floor  space,  with  which 
we  are  at  present  engaged,  giving  us,  for  the  future,  increased  facilities  for  prompt 
delivery  of  goods. 

For  the  season  of  191 1  prices  will  likely  be  close,  but  we  wish  to  emphasize  this 
one  point,  that 

No  matter  what  the  price  may  be,  the  qualify  of 

LIFE-BUOY 
goods  will  remain  the  same. 

We  are  also  introducing  many  new  lines,  and  some  distinctly  new  ideas  in 
rubber  construction,  which  will  be  important  both  to  the  dealer  and  to  the  consumer, 
and  we  would  ask  you  to  see  these  samples  before  buying.  Our  travellers  will  reach 
you  in  ample  time  to  enable  you  to  place  your  orders  elsewhere  should  you  not  feel  that 
"LIFE-BUOYS"  are  the  goods  you  want. 

Yours  very  truly, 

The  Kaufman  Rubber  Company 

LIMITED 

BERLIN  ONTARIO 

An  Independent  Company 


To  The  Trade: 
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Selling  Foot  Comfort 

The  Professor  Gold  Cross  Shoe  is  made  of  soft  kid  that  answers 
quickly  to  every  move  of  the  foot.  It  fits  the  foot  instead  of  forcing 
the  foot  to  fit  it.    That— means  comfort. 

Its  medicated  cushioneted  inner  sole  gives  a  light  springy  tread. 
That— means  foot  ease. 


You 

Give 

With 

Every  Pair 


Good  Fit 


Comfort 


Foot  Ease 


-  '  PAT.  N.°-  ■  119409 

GOLD  CROSS 
SHOE 


You 
Receive 
For 

Every  Pair 


A  Good  Profit 


A  Fast  Friend 


More  Business 


Every  time  you  sell  a  pair  of  these  "built-for-the-foot  shoes  you 
sell  foot  ease  and  comfort  and  receive  in  return  a  good  profit  and 
a  good  customer.  Every  pair  will  make  a  fast  friend  for  your  store. 
Will  you  let  the  Professor  Gold  Cross  Shoe  help  you  to  more  busi- 
ness and  greater  profits  ? 

The  Tebbutt  Shoe  &  Leather  Comp'y 

THREE  RIVERS,  QUEBEC 
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Mr.  Miner  refutes  current 


rumors 

Mr.  S.  H.  C.  MINER,  President  of  the  Miner  Rubber  Company,  Limited,  wishes 
to  inform  the  boot  and  shoe  trade  of  Canada  that  the  rumors  which  have  been  in  circu- 
lation with  such  persistence  during  the  past  few  weeks,  to  the  effect  that  the  Consolidated 
Rubber  Company  has  purchased,  or  acquired  control  of  the  MINER  RUBBER 
COMPANY,  are 

Absolutely  Untrue 

and  without  any  foundation  whatsoever. 

MINER  RUBBERS  will  be  sold  independently  this  season  on  quality  as  they  were 
last  season.  They  won  their  way  wherever  they  were  stocked  in  1910  and  there  are  reasons 
why  they  will  find  a  much  more  extended  field  in  191 1. 

Wait  and  See  Why 

Miner  Rubbers  are  sold  exclusively  by  the  following  Selling  Agents  : 

Jackson  &  Savage,  78  St.  Peter  St.  Montreal 

Geo.  E.  Boulter  Co.,  Limited,  Front  St.  W.  Toronto,  Ont. 

J.  M.  Humphrey  &  Co.,  St.  John,  N.  B. 

Dowling  &  Creelman,  Brandon,  Man. 

F.  Maranda,  Notre  Dame  St.,  Quebec 

Remember  that 

MINER 
EANS 
ERIT 

The  Miner  Rubber  Company,  Limited 

Granby,  P.  Q. 


Factory  at  Granby,  P.Q. 
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FOOD  FOR  THOUGHT 

The  different  Grades  of  Rubber  Footwear  which  will  be  on  the  market 
this  season  will  be  almost  as  numerous  as  the  styles. 

The  merchant  of  to-day  is  of  the  kind  who  hopes  to  remain  in  business, 
not  only  to-day  or  to-morrow,  but  for  some  time  to  come.  He  recognizes 
the  fact  that  the  surest  way  to  realize  bis  hopes,  is  to  handle  only  goods  of 
a  satisfaction  giving  nature,  goods  which  contain  those  lasting  qualities 
which  so  please  the  wearer  and  makes  him  feel  that  he  received  full  value 
for  his  money.  Now,  from  these  numerous  grades  of  Rubbers  afore-men- 
tioned, the  dealer  must  select  that  which  will  best  suit  his  ideals  and  the 
choice  he  now  makes  for  his  next  season  s  rubber  selling  may  mean  the  mak- 
ing or  breaking  of  his  business , 

The  brands  we  will  offer  you  this  season  will  be  "Kant  Krack  , 
"  "Dainty  Mode',  "  "Royal''  and  "  "Bull  "Dog",  We  know  them  to  con- 
tain the  necessary  elements  to  aid  you  in  building  up  your  business.  We 
know  the  goods  will  bear  out  this  statement  and  you  know  we  stand  behind 
the  goods.  In  the  next  issue  of  the  Journal  we  will  make  a  larger  announce- 
ment and  illustrate  some  of  the  styles  we  will  offer  for  your  approval. 
In  the  meantime-  THINK  IT  OVER 

MCLAREN  Sz  DALLAS 

WHOLESALE  DISTRIBUTORS 

BOOTS  SHOES  RUBBERS 

30  FRONT  STREET  WEST  TORONTO  CANADA 


OYAL 


bulldog! 
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EYELETS 


BETWEEN  'wo  shoe  eyelets  that  present  the  same  appearance  in  the  shoes,  there 
may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to  the 
extent  of  its  none  too  reliable  coating  of  enamel ;  underneath  is  the  inevitable  brass 
of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  constructed 
as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is  Fast  Color. 
They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and  nickel  non- 
corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They  preserve  their 
bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way.— Fast  Color  eyelets  have  a  small 
diamond  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond        trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.   -     MONTREAL,  QUE. 
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DIAMOND  ^BRAND 

CUTCH 

(SOLID  EXTRACT) 

Q  We  most  heartily  recommend  Black 
Diamond  Solid-Extract  Cutch  because  its 
efficiency  and  economy  have  been  proven 
to  the  entire  satisfaction  of  many  of  our 
largest  and  most  successful  tanners. 

C(  It  is  absolutely  soluble,  penetrates 
quickly,  and  produces  plump,  clean,  clear 
colored  leather.  It  is  no  exaggeration  to 
say  that  Black  Diamond,  Solid  ■  Extract 
Cutch  is  concentrated  tanning  efficiency. 


C.  A.  SPENCER  &  SON 

Importers,  Exporters  and  Dealers  in  Tanning  Materials 

183  Essex  Street  -  Boston 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 

5^  *s   SR 

If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.  MONTREAL,  QUE. 
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COMMON  SENSE 

AND 

REAL  RUBBERS 

Will  Always  Win  Against  "CHEAP 

TALK"  and  "FANCY  PROMISES" 

TO  THE  RETAIL  TRADE  OF  CANADA: 

Cl  We  are  glad  to  inform  you  that  our  own  travellers  are  now  on  the  road 
with  new  samples  for  1911.  They  will  show  you  the  finest  range  of  RUBBER 
FOOTWEAR  ever  offered  to  the  Canadian  public :  and  you  may  purchase 
from  us  direct,  under  most  favorable  terms  and  conditions. 
<I  You  will   hear   a  great   deal  of   "cheap   talk"   regarding  RUBBERS 
we  have  none ! 

•J  You  may  hear  abuse — we  have  none  ! 
Ifl  You  may  hear  promises — we  have  none! 

q  But  we  have  SAMPLES,  PRICES,  TERMS  and  CONDITIONS- 

which  speak  for  themselves  ! 

q  Do   not  be   misled ;    remember  that  We  are  leading  all  our  competitors 
by  offering—  Better  Goods 

Better  Packings 
Prepaid  Freights 
and  the  Lowest  Prices  ever  made  to  the  Retail  Trade. 

q  With  twenty -two  Branch  Stocks  throughout  Canada,  we  are  ready  to  give 
you  actual  service  with  good  goods, 


Canadian  Consolidated  Rubber  Co. 

LIMITED 

Halifax,  St.  John,  N.  B.,  Yarmouth,  Sydney,  Moncton,  Quebec,  Granby,  Montreal,  Ottawa, 
Hamilton,  Toronto,  London,  Brantford,  Berlin,  Port  Dalhous.e,  Winnipeg,  Reg.na,  Calgary, 
Saskatoon,  Edmonton,  Vancouver,  Victoria. 
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O'SULLIVAN'S 

SAFETY  CUSHION 

RUBBER  HEELS 


Have  Made  Their  Mark  Through- 
out Canada  and  the  United  States 

The  Increasing  Demand  Demon- 
strates the  Reputation  they  have 
with  the  Consumer 

THE  BEST  DEALERS  SELL  THEM 


O'SULLIVAN'S 
LAST  LONGER 


Made  in  all  sizes 
in  Men's 
and  Women's 


MMBKnaGMaaaa 


The  Standard  of 

Rubber 

Excellence 


O'SULLIVAN'S  ARE 
MORE  RESILIENT 


Worn  in  all  the  large  hospitals  by  Nurses  and  Doctors. 

You  can  recommend  them  to  your  customers  who  have 
much  walking:  to  do. 

They  take  the  jar  from  the  spine,  ease  the  nerves  and 
give  new  life  and  vigor. 

ASK  YOUR  DOCTOR  ! 


O'SULLIVAN'S  MAKE 
WALKING  A  PLEASURE 


L.  H.  PACKARD  &  CO.  Lm.tED,  MONTREAL 


SOLE  AGENTS  FOR  CANADA 
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MISS  CANADA. 


VASSAR 


FOOTWEAR  OF  FASHION 


But  not  that  alone,  not  by  a  long  way,  for  no 
matter  how  attractive  a  shoe  may  be,  if  it  hasn't  the 
wearing  qualities  behind  it,  it  lacks  that  one  great  ele- 
ment essential  to  win  the  confidence  and  continued 
patronage  of  the  public. 

"BERESFORD  SHOES  FOR  MEN"  and  "MISS 
CANADA"  and  "VASSAR  FOOTWEAR  FOR  WOMEN" 
have  proved  their  worth.  They  have  shown  that  they 
embody  the  necessary  elements  to  make  them  what  we 
want  and  what  you  want—"  satisfaction  giving  shoes." 

For  style,  they  have  been  kept  right  up  to  the  mark 
and  if  there  is  any  possibilitiy  whatever,  they  will  be 
just  a  little  ahead  of  it  for  Fall,  Nineteen-eleven.  We 
have  made  several  fine  additions  to  our  lines,  the  sam- 
ples of  which  are  now  ready.  Our  travellers  will  be 
starting  on  their  regular  trips  shortly,  If  you  have 
handled  our  goods,  we  are  sure  your  judgment  will  tell 
you  to  see  our  Fall  Samples  before  placing,  if  you 
haven't,  we  would  suggest  that  you  do  so  for  we  be- 
lieve it  will  prove  beneficial  to  both  you  and  ourselves. 


MINISTER-MYLES  SHOE  CO.,  Limited 

Cor.  PEARL  and  SIMCOE  STS. 

TORONTO      -----  CANADA 


BERESFORD 


BERESFORD 
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Chrome  Glazed 
Kid 

It's  36  years  since  we  open- 
ed our  tannery  in  Quebec, 
and  we  have  learned  many 
things  in  that  time. 

One  thing  we  learned  quite 
well  was  how  to  turn  out 
the  finest,  best  looking,  and 
all  round  most  satisfactory 
chrome  glazed  kid. 

One  of  the  first  to  make  it 
in  Canada,  we  have  fre- 
quently improved  our  me- 
thods, until  today  we  can 
offer  you  a  product  that  is 
unsurpassed. 

The  Borne  reputation 
stands  behind  each  ship- 
ment as  a  guarantee  of 
quality  and  the  square  deal. 

Why  not  order  samples 
immediately?  We  have 
Glazed  Kid  in  all  qualities 
and  prices. 

LUCIEN  BORNE 

QUEBEC 

Western  Agents:  Malette  &  Roy 
225  Lemoine  St.  MONTREAL 


TO  INCREASE 
YOUR  SALES 

You  should  look  into  the 
line  which  has  proven 
to  be  such  a  profitable 
line  for  the  stores. 

20th  Century  Shoes 

have  proven  themselves 
to  be  Business  Builders 
wherever  put  in. 


The  C.  E.  I 
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KINGSBURY 
GROWTH 

Result  of  Up-to-Date 
Methods— Fine  Values 
Good  Service. 


Kingsbury  Factory  in  1905. 


We  have  grown  because  we  have  made  the  shoes  the  people  wanted. 
Because  we  have  given  the  trade  shoes  that  have  been  consistently 
good  sellers. 


Kingsbury  Factory  in  1908. 


Our  shoes  possess  Style,  Comfort,  Wear,  unsurpassed  by  any  maker. 

DO  YOU  HANDLE  THEM? 


R    Still  Growin; 


Even  to-day  our  factory 
is  too  small.   We  have 

75,000  Square  Feet  Floor 
Space. 

Brand     900  EmPloyees- 

5,000  Pairs  a  day  Capacity. 


E 
R 
I 

C 
A 

'S 

B 
E 
A 
U 
T 
Y" 

Brand 


Kingsbury  Factory  in  1910. 


KINGSBURY  FOOTWEAR  CO.,  Limited 

Specialists  in  Ladies'  Shoes 
MONTREAL 
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SHoe  Machinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL-C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,   Eyelets,    Shanks,    Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      =      MONTREAL,  QUE. 
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Is  Your  Business 
On  a  Sound  Foundation? 

If  the  foundation  be  weak  then  is  the  building 
weak  also. 

Your  boot  and  shoe  business  is  just  like  a 
building.  Staples  are  its  foundation  and 
unless  they  be  of  the  best  quality  you  cannot 
expect  the  best  business. 

Over  half  a  century's  endeavor  to  give  the 
best  in  shoedom  has  resulted  in  the  Surpass 
Shoe  of  to-day.  There  is  in  this  shoe  a  de- 
pendable quality  that  is  a  direct  result  of  this 
fifty  years  of  work. 

In  the  best  equipped  factory  in  the  Dominion 
Surpass  Shoes  are  built  to  give  satisfaction 
and  service  to  their  wearers,  and  good  profit 
to  the  dealer. 

Surpass  Shoes  will  put  any  business  on  a 
sound  foundation. 

The  Louis  Gauthier  Cot 

LIMITED 

Quebec      -  Quebec 
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SUNSHINE  COLT 


SUNSHINE  KID 


Not  Patent  Leather,  but 
BETTER 


Has  all  the  good — none  of  the  objection- 
able-features of  Patent  Leather. 

Has  a  thin,  flexible  finish,  giving  a  beau- 
tiful grain  effect.  Is  softer,  holds  its 
finish  longer,  wears  better  than  Patent. 

Order  your  shiny  shoes  from  Sunshine 
Colt  or  Kid  and  get  rid  of  your  Patent 
Leather  trouble,  as  it  does  not  check 

WHEN   BEING  WORN   EVEN  IN  THE  COLDEST 

weather.  Great  for  Canadian  Fall  and 
Winter  Weather. 

Made  in  Black,  Brown  and  Tan. 


CORONA  KID  MANUFACTURING 


COMPANY 

BOSTON      ...       -  MASSACHUSETTS 


NOT  VARNISHED 


NOT  BAKED 


MADE  AND  SOLD  ONLY  BY  THE 


NOT  VARNISHED 


NOT  BAKED 
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


being  made  of  solid 
leather  is  not  only 
a  wearer,  but  also 


a  trade  winner  and 
business  builder  :: 


After  all  has  been  said,  the  final  test 
of  a  Shoe  is  its  Wearing  Qualities 


L.  HIGGINS  &  CO. 


MONCTON 
YARMOUTH 
HALIFAX 
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■  All  the  Bag  and 
Trunk  Makers 
want  fancy  leather 
embossed  on  the 

MOENUS 

Altera  Machine 


They  reject  weak 
imitations. 


Write  for  the  prices  on  the 

MOENUS 

Machine  Works 

Frankfurt  on  Main 
GERMANY 


Give  That  Extra  Satisfaction 

The  unexpected  is  what  appeals  most  to  everyone.  It  is  the 
amount  of  extra  satisfaction  that  you  can  give  with  your  shoes 
that  determines  the  growth  of  your  business. 

Here's  where  the  Williams  Shoe  can  help  you  to  a  bigger 
business.     It  is  a  solid  leather  shoe,   sewed  right,  lasted 
right  and  priced  right. 

After  you  have  sold  a  pair  of  Williams'  Shoes 
your  customer  will  come  back  and  tell  you  it  pays 
to  give  that  extra  satisfaction.  But  you  will  have 
learnt  that  yourself  long  before. 

There's  a  nice  profit  from  this  extra  satisfaction. 
Will  you  have  some  of  it  ? 


WILLIAMS  SHOE  COMPANY,  LTD. 

BRAMPTON      -  ONTARIO 
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This  is  the  Outfit  that  Will  Make  Money  for  You 


This  is  the  box  that  is 
built  to  carry  "The 
Nugget"  Outfit. 


It's  clean. 
It's  convenient. 
It's  attractive. 
It  sells  quickly. 


This  is  the  polish  that 
comes  in  the  box  that 
is  built  to  carry  "The 
Nugget"  Outfit. 


Shines  wherever  the 
sun  does. 

Gives  the  best  polish. 
Is  the  most  economical. 


This  is  the  brush  that 
applies  the  polish  that 
comes  in  the  box  that 
is  built  to  carry  "The 
Nugget"  Outfit. 


It's  of  handy  size. 

It  doesn't  waste  the 

polish. 


This  is  the  pad  that  aids 
the  brusn  that  applies 
the  polish  that  comes  in 
the  box  that  is  built  to 
carry  "The  Nugget" 
Outfit. 


It  gives  the  finishing 
touch  to  a  shine. 


THE  "NUGGET"  POLISH  COMPANY  LIMITED 

TORONTO 


MARDEN.  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  217  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 
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MEN'S 

GOODYEAR  WELTS 

WOMEN'S 

FLEXIBLE  MacKAYS 

See  Our  New  Designs  before  Buying 

You  Will  Like  Them 

All  designs  from  the  very  latest  and  nattiest  American  lasts.  Soles 
and  uppers  made  from  the  best  selected  leather.  Workmanship 
expert.  Every  shoe  guaranteed.  Our  shoes  possess  Appearance, 
Comfort  and  Durability. 

Our  travellers  will  be  out  with  a  full  Fall  line  in  a  few  days.  See  our 
samples  before  you  order,  as  we  have  some  particular  values  that  you 
will  desire  to  have  in  stock. 

The  A.  P.  Cimon  Shoe  Mfg.  Co.  Limited,  Montreal 


—mule— 

If  you  cut  "Split"  Gloves  and  Mittens  don't  forget  the 
P.  &  V.  Lines. 

Largest  Tanners,  widest  range  of  colors,  most  uniformly 
selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens 


PFISIffi  &  YOGEL  LEAIIEi  CO. 

MILWAUKEE      -  WIS. 

Distributors  : 

BOSTON  ST.  LOUIS.  SAN  FRANCISCO.  LONDON,  England. 

NEW  YORK  ^T.  PAUL.  NEW  ORLEANS.  FRANKFURT,  O-M.,  Germany 

CHICAGO.  CINCINNATI.         GLO VERSVILLE .  PARIS,  FRANCE 

Address  all  correspondence  to  Boston  Office,   85-89  South  Street,   BOSTON,  MASS. 
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SHOE  STOOL  AND  FOOT  REST 

Frame  Antique  Copper  Finish.  Corded 
Rubber  Inlaid  Foot  Rest.    Golden  Oak  Finish. 


A  complete  line  of  shoe  store 
furniture  and  fittings  on  hand 

NON-RIP  SANDALS 
INFANTS'  FOOTWEAR 
LADIES'  BOUDOIR  SLIPPERS 


No.  1835-SINGLE 

Patent  Boot  Stand.  To  show 
straight  or  tilted,  with  Brass  Orna- 
mental Stem.,  Black  Porcelain, 
Gold  Lined  Base.  Made  in  four 
heights,  10  inch,  14  inch,  18  inch 
and  24  inch. 


No.  1896 

Brass  Stand  on  Porcelain  Base 
with  10  Simplex  Arms.  Fancy 
Tube    and    Very  Ornamental. 


PHILIP  JACOBI 


LACES 

AND  ALL  SHOE 
STORE  SUPPLIES 


5  WELLINGTON  EAST 

TORONTO 


When  you  buy  shoes  what  else 
do  you  receive? 

Would  you  like  to  have  the  result  of  a  half  century's  work  handed 
you?  That's  just  what  happens  when  you  stock  Yamaska  Brand 
Boots  and  Shoes.  Fifty  years  of  experimenting  and  economizing 
are  yours.  You  get  a  shoe,  tried  and  found  worthy,  at  a  price  which 
has  proven  a  profit-maker  for  many  dealers.  The  ever-increasing 
demand  for  these  good  shoes  proves  that  quality  and  economy  are 
a  team  very  popular  with  the  public. 


ST.  HYACINTME, 

CANADA- 


J.  A.  &  M.  Cote  Co. 


ST.  HYACINTHE,  QUE. 
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Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front  rank.      You  will  have 

cause  to  be  proud  of  every 

shoe  because : — 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 
so  desirable. 

It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 

Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on  each  of  those  shoes. 

We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 

A.  DAVIS  &  SON 

LIMITED 

Kingston     -     -  Canada 


CLARKE'S 
PATENT 

COLT 

Decidedly  the  best  Pat- 
ent Leather  ever  put 
in  boots  or  shoes. 

It  is  a  clear  fine-grained 
leather  with  a  beautiful 
lustre  and  shiny  appear- 
ance. 

It  is  good-wearing, easy 
on  the  feet  and  helps  to 
make  shoes  have  a  nice 
stylish  and  dressy  ap- 
pearance. 

Clarke's  Patent  Colt 
cuts  very  economically 
and  is  really  better  than 
any  other  kind  of  pat- 
ent leather  made  and 
gives  far  better  satisfac- 
tion, so  why  not  have  it  ? 


A.  R.  CLARKE  &  CO. 

LIMITED 

Toronto  -  Canada 

Montreal  Branch  :  52  Victoria 
Square,  Montreal,  P.  Q. 
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Anybody  can  cut  the  price,  but  it  taKes 
brains  to  maKe  a  better  article. 

Apologies  to  Alice  Hubbard 

Walpole  Process 

is  A 

"Better  Article" 


We  are  prepared  to  coat  your  gem  duck 
in  a  manner  satisfactory  to  you.  Please 
note  this  statement. 

Re-covering  and  repairing  crippled  gems 
is  an  expense  that  you  will  not  have  if 
you  use  WALPOLE  Coated  Duck 
(patent  applied  for). 

We  can  also  show  you  a  more  econo- 
mical way  of  cutting  the  ducK  than 
that  in  general  use,  and  can  furnish 
complete  outfit  on  short  notice. 

Let  us  quote  you  on  DRYFOOT  CORK 
SOLES;  DRYFOOT  WELTING; 
M.C.  BACKING  CLOTH,  all  weights; 
BOX  TOES-COMBINATION  with 
Waterproof  centre  (pat.  app.).  Where 
this  box  is  used  fancy  tips  will  not  be 
stained  by  box  toe  gum.  BOX  TOE 
SHELLAC  No.  34,  for  Welt  Shoes; 
BOX  TOE  SHELLAC  No.  36,  for 
McKay  Shoes;  PATENT  LEATHER 
SOFTENER,  No.  37?  PATENT 
LEATHER  CLEANER,  No.  38 
(spirit);  PATENT  LEATHER 
CLEANER,  No.  41  5  RUSSET  LEA- 
THER CLEANER,  No.  39  5  WAL- 
POLE LIQUID  GLUE;  WALFOLE 
INSOLE  PROOFING. 

Walpole  Rubber  Co. 

Limited 
MONTREAL 


"Goodsense  Shoe" 

Prompt  Delivery  Guaranteed 

We  are  planning  to  make  a  feature  of  Prompt 
Delivery  on  all  orders  placed  with  us  at  once, 
for  any  of  the  undermentioned  lines. 
It  is  generally  conceded  by  those  who  know,  that 
this  summer  will  see  an  unprecedented  demand 
for  Ankle  Strap  Pumps. 

Are  you  fully  prepared  to  meet  this  demand  ? 
If  not,  here  are  a  few  of  our  lines: 


TAN  CALF  PUMP 

No.  165,  11/2,  $1.55;  No.  365.  8/io#, 
$1.35;  No.  565,  5/7J*.  $i.i5- 

GUN  METAL  OR  VELOUR  CALF 
PUMP 

No.  166,  11 '2,  $1.55;  No.  366,  8'io}4, 
$i.35;  No.  566,  5/7K.  *i-i5- 
CHOC.  OR  BLACK  KID 

No.  168,  1 1/2,  $1.35;  No.  368,  8/10K, 
$1.15;  No.  568,  5/7K.  $i-00- 

PATENT  CHROME 

No.  169,  11/2,  $1.35;  No.  369.  8/ioj£, 
$1.15;  No.  569,  5  7lA,  li-00- 


All  of  the  above  lines  are  the  "Goodsense", 
which,  you  already  know,  means  solid  leather. 
In  addition  we  have  a  very  attractive  live  line 
of  Strap  Sandals  at  popular  prices : 


PATENT  VAMP,  DULL  QUARTER, 
ONE  STRAP 

No.  176,  11/2,  $1.15;  No.  376,  8/10K- 
95c;  No.  576,  5/7#.  80c. 

PATENT  VAMP,  DULL  QUARTER, 
TWO  STRAPS 

No.  177,  11/2,  $1.20;  No.  377.  8/10K, 
$1.00;  No.  577,  5/7#,  85c. 

BLACK  KID 

No.  178,  1 1/2,  $1.00;  No.  378,  8/10K. 
80c;  No.  578,  5/7 K.  65c 

CHOC.  KID 

No.  179,  11/2,  $1.05;  No.  379.  8/10^, 
85c;  No.  579,  5/7  H.  70c  • 


Don't  wait  for  samples — order  what  you  require. 
We'll  take  the  risk  of  them  pleasing  you. 

Kirvan-Doig,  Limited 

The  "Goodsense"  Shoe  Factory 
Montreal. 
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HASTINGS  GRAINS  are  not  excelled  for  Fibre  and  Finish  as  also  for  most  profitable 
cutting  qualities.    All  weights  of 

Combination,  Mennonite,  Kangaroo,  Im.  Chrome,  Sydney,  Glove 

and  other  Grains  supplied  on  short  notice.    Also  Splits  all  weights. 

jiddress  inquiries  and  orders  to 

THE  BRIETHAUPT  LEATHER  CO.  LTD.,   -    Berlin,  Ont. 


LINEN  THREADS         COTTON  THREADS 

STANDARD  QUALITY  BEST  VALUE 

Twines — all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  ^ohair.'  L?at***> 

 ___    Mercerized,  Silk. 


FRANK  <&  BRYCE,  Limited 


MONTREA 
TORONTO 
QUEBEC 


H.  INGLE  &  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents 
Lady  Lane,  LEEDS,  ENG.        Also  at  Bristol,  Leicester  and  Kettering. 


Cable  Address!  INGOT. 


HIDE  and  LEATHER 
FACTORS 


W.H.StaynesS  Smith, 

CASH  ADVANCED  f  «:«ncittf,     IT  ■■«*  *V    and  at  Kettering,  Northampton 

ON  CONSIGNMENTS.        l^ClCcMcr,   ML,I*g.         Frankfort  on-Maine. 

Cable  "HIDES,"  Leicester.  "~ 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.     Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 
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War  in  Rubber  Footwear  Prices 

A  Review  and  Preview  of  Rubber  Conditions  in  Canada 


The  battle  is  really  on,  although  it  may  be  a  week  or  two 
before  the  engagement  becomes  general.    Samples  have  been 
out  in  the  West  for  some  time  and  from  this  quarter  come 
the  first  indications  of  the  situation  which  looks  ominous 
enough  for  rubber  interests.    The  net  lists  seem  to  show 
prices  consider- 
ably below  those 
of  last  year,  and 
in     some  cases 
lead  naturally  to 
uncertainty  as  to 
what  the  out- 
come will  be,  as 
they  have  the  ap- 
pearance  of 
b  e  i  ng  consider- 
ably under  manu- 
facturing cost. 
The  Consolidated 
are   first   in  the 
field,    a  1 1  hough 
the    rest  are 
patiently  follow- 
ing up  their  lead 
and   seem  deter- 
mined    to  hold 
their  trade  at  all 
hazard.     In  the 
East   no    one  is 
supposed  at  this 
writing  to  be  out 
with  the  new  season's  lines,  but  it  is  reported,  nevertheless, 
that  attempts  are  being  made  to  blanket  orders  on  guaran- 
tees of  prices.    At   all   events   war   has   practically  been 
declared  and  there  is  now  no  hope  of  any   change   in  the 
imminent  prospects  of  a  general  melee. 

It  seems  a  strange  thing  that  with  a  common  cost  of  raw 
rubber  and  with  whatever  advantage  there  is  in  the  cost  of 
other  materials  in  their  favor,  the  United  States  factories, 
which  announced  their  lists  and  discounts  a  couple  of  months 
ago,  are  getting  considerably  more  for  their  goods  than  the 
Canadian   factories,  their  trade  discount  being  fifteen  to 


our  thirty  on  practically  the  same  list.  That  the  Canadian 
end  of  the  Trust  must  have  something  more  in  view  than 
providing  its  factories  with  full  tickets  seems  more  than 
likely,  although  no  doubt  most  of  the  factories  must  have  run 
slack  last  year.    It  looks  as  though  the  Trust  was  out  for 

blood  in  the 
gage  it  has 
thrown  down, 
and  something 
more  than  a  mere 
excuse  that  its 
competitors  have 
not  played  the 
game  must  be  the 
basis  for  such  a 
drastic  revision 
of  its  lists  and 
terms. 

The  present 
situation  must 
have  easily  been 
foreseen  by  those 
who  have  fol- 
lowed  rubber 
shoe  interests  for 
the  past  two 
or  three  years 
with  any  degree 
of  car  efulness. 
Even  with  five 
original  factories 

the  field  it  was  generally  admitted  that  our 
capacity  for  making  rubber  shoes  was  far  beyond 
the  requirements  of  the  country,  or  its  prospective 
needs  for  that  matter.  The  adoption  of  a  friendly  working 
agreement  on  prices,  therefore,  was  the  natural  outcome  and 
the  only  solution  of  the  desire  of  all  concerned  to  do  a  profit- 
able business,  and  had  this  state  been  maintained  all  would 
have  continued  to  make  money  and  participate  in  the  natural 
growth  of  the  demand  for  this  class  of  goods.  The  effect 
of  the  formation  of  the  merger  was  simply  that  which  is 
inevitable  with  all  enterprises  of  this  sort.    It  has  been  the 


in 
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history  of  every  trust  that  has  ever  been  formed  that  com- 
petition has  been  stimulated  rather  than  eliminated,  and  that' 
as  much,  if  not  more,  from  within  than  without.  Dissatis- 
faction amongst  those  who  are  drawn  into  the  amalgamation 
results  usually  in  the  development  of  new  factories  by  those 
who  withdraw,  and  the  impression  conveyed  by  the  amalga- 
mations themselves  encourages  active  outside  promotion  if 
only  with  the  prospect  of  being  bought  out.  Taking  the 
United  States  Rubber  Company  as  an  example,  there  are 
to-day  just  as  many  and  just  as  influential  concerns  outside 
the  Trust  as  within  it,  and  that  too,  notwithstanding  the  fact 
that  fourteen  factories  have  been  closed  by  the  Trust  and 
also  that  in  the  twenty-five  years  of  its  fight  to  keep  down 
competition,  it  has  only  managed  to  pay  a  dividend  on  its 
common  stock  three  times,  the  last  being  one  per  cent, 
declared  three  years  ago.  Canada  has  proven  no  exception 
to  this  tendency  as  witnessed  by  the  fact  that  at  least  two 
of  the  largest  factors  in  the  consolidation  here  have  since 
pulled  out  and  equipped  with  the  newest  and  most  effective 
plants  factories  that  should  be  able  alone  to  make  a  serious 
impression  on  the  Canadian  field.  As  a  matter  of  fact  we 
have  ten  factories  to-day  in  Canada,  instead  of  the  original 
five  referred  to,  or  with  the  St.  Jerome,  eleven,  which  is  a 
pretty  heavy  growth  for  less  than  ten  years.  In  the  whole 
of  the  United  States  there  are  only  twenty  rubber  factories, 
or  one  for  every  four  millions  and  a  half  of  population, 
while  in  spite  of  our  reputed  unprogressiveness  we  have 
thus  one  to  every  three  quarters  of  a  million.  Anyone  can 
see  at  a  glance  that  there  must  be  trouble  ahead  unless  some 
of  our  rubber  concerns  are  content  with  a  more  or  less 
modest  share  of  the  trade. 

The  question  is  whether  the  apparent  policy  of  the 
Trust  to  take  the  bull  by  the  horns  and  reduce  this  competi- 
tion by  heroic  measures  will  succeed  even  with  all  the  Ameri- 
can money  that  may  be  behind  the  attempt.  Has  this  policy 
ever  succeeded?  With  possibly  the  exception  of  the  Stan- 
dard Oil  Co.,  who  have  been  able  to  use  means  and  methods 
far  beyond  the  means  and  perhaps  skill  (to  put  it  that  way), 
of  others,  there  has  been  no  aggregation  of  capital  or  men 
that  has  been  able  to  stifle  competition.  The  United  States 
Rubber  Company  has  spent  enough  money  to  reach  a  solution 
in  the  United  States  if  it  were  possible  to  do  so.  It  is  safe 
to  say  that  were  it  feasible  to  buy  out  all  the  outside  rubber 
concerns  in  Canada  at  present,  the  Trust  would  find  in  five 
years'  time  a  new  factory  for  every  one  it  had  taken  over 
ready  to  take  issue  with  it  on  the  question  of  supplying  the 
country's  needs  in  rubber  footwear.  There  can  never  be  a 
combination  formed  that  will  keep  brains  or  courage  from 
finding  expression  in  opposition.  Every  man  worth  the 
name  has  that  innate  lust  of  fight  that,  while  it  may  expend 
itself  sometimes  in  undesirable  and  unprofitable  warfare,  will 
find  an  inspiration  in  the  effort  to  defeat  and  destroy  arro- 
gant aggression  in  business  or  elsewhere.  There  is  an  ad- 
ditional incentive  in  the  antagonism  of  the  average  individual 
to  the  trust  idea  which  makes  it  possible  in  almost  any  com- 
munity for  opposition  altogether  apart  from  price  to  secure 
a  certain  amount  of  support.  The  Trust  in  offset  to  any 
advantage  that  economy  in  production  or  distribution  may 
give,  has  to  reckon  with  this  factor.  But  with  over 
capitalization  and  the  methods  of  the  professional  manip- 
ulator as  well  as  the  natural  tendency  to  extravagance  the 
Trust  has  little  advantage  if  any  even  over  a  well  equipped 
and  well  organized  antagonist;  so  that  to  begin  a  war  of 


extermination  is  a  serious  proposition  for  a  concern  with  1 
abundant  resources  of  money  and  expedient  behind  it. 

What  a  fight  like  the  present  one  means  to  the  entire  j 
trade  both  wholesale  and  retail  is  most  difficult  to  foretell.  J 
It  is  of  far  wider  significance  than  a  mere  war  of  prices.  I 
It  means  many-sided  demoralization  of  methods,  ideals, 
quality  and  business  relations.  It  is  always  a  most  difficult 
proposition  to  get  prices  back  to  a  normal  standard  when 
once  they  have  dropped  below  cost.  To  destroy  the  idea  of 
value  with  the  retailer  first,  and  then  with  the  consumer  must 
necessitate  a  tedious  process  of  education  to  correct  and 
recover.  To  raise  prices  twenty  or  thirty  per  cent,  will 
require  an  effort  that  will  take  all  the  patient  perseverance 
of  those  who,  when  they  realize  the  futility  of  selling  below 
cost,  make  up  their  minds  to  get  back  upon  solid  ground.  It 
took  at  least  three  years  after  the  last  rubber  emeute  to 
get  things  where  the  wholesaler  or  retailer  began  to  make 
money  at  the  business  and  then  it  was  only  the  distributing 
end  that  had  broken  loose.  Who  would  dare  to  prophesy 
to-day  how  soon  after  the  rubber  trade  has  once  more  be- 
come the  football  of  the  shoe  business  it  will  get  back  to 
respectable  and  profitable  relationship? 

As  to  quality  it  is  absolutely  impossible  that  the  same 
attention  should  be  given  to  the  development  of  merit  as 
will  henceforth  be  devoted  to  price.  Within  the  past  two  I 
seasons  it  has  become  the  custom  to  dilute  the  quality  of 
high-grade  rubber  with  substitutes  and  this  must  inevitably 
be  more  and  more  the  case.  Dividends  have  to  be  provided 
for  at  least  on  preferred  stock  and  bonds,  and  running  ex- 
penses do  not  diminish  in  a  period  of  enhanced  costs.  The  ; 
"piper"  will  have  to  be  paid  out  of  the  shoe,  and  it  looks  as 
though  his  bill  would  be  a  pretty  steep  one.  Dealers  who 
have  complained  during  the  past  two  years  of  the  falling 
off  in  quality  may  expect  to  be  compelled  to  make  even  fur- 
ther allowances  for  the  reduced  cost  of  rubber  footwear.  In 
the  meantime  the  reports  that  individuals  if  not  rubber  com- 
panies themselves  are  waxing  opulent  will  have  the  continued 
effect  of  stimulating  capital  or  at  best  ambitious  rubber 
operators  to  get  into  the  game  and  we  shall  have  one  or  two  \ 
more  concerns  working  faithfully  in  the  interests  of  the 
beloved  public  if  they  do  not  succeed  in  a  desire  to  be 
gobbled  at  a  fair  price  by  some  trust.  We  are  thus  at  the 
present  moment  in  the  same  position  as  Europe,  organized 
for  a  fray  that  when  all  is  over  will  make  considerable 
history. 

The  Shoe  and  Leather  Journal  has  from  the  begin- 
ning stood  for  fair  prices  as  against  the  trust  idea  of  cen- 
tralization and  aggression.  As  we  have  consistently 
maintained,  a  fair  price  is  in  the  interests  of  the  producer, 
the  distributor  and  the  consumer.  Ten  years  ago  the  manu- 
facturer was  "hogging"  it  and,  while  making  money,  was 
giving  the  seller  and  wearer  of  rubber  footwear  only  what 
he  deemed  advisable.  With  the  addition  of  new  factories 
came  the  spirit  of  active  emulation  as  to  style  and  quality 
and,  fortunately  for  themselves,  manufacturers  saw  to  it 
that  by  a  "gentleman's  agreement"  the  competition  was  on 
quality,  not  price.  Up  to  seven  years  ago  the  manufacturer" 
had  practically  all  there  was  in  the  game,  the  jobber  and 
dealer  making  little  or  nothing.  Then  came  the  Jobbers' 
Association  with  uniform  prices  and  terms,  and  both  wdiole- 
saler  and  retailer  began  to  partake  of  the  fruits  of  sensible 
business  methods.  Everybody  made  money  at  selling  rubbers 
and  might  have  continued  to  do  so  indefinitely. 
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A  Tender  Subject 

Rubber  Prices  Will  Be  Very  Uncertain — What  to  Buy 


With  the  raw  rubber  market  in  so  absolutely  an  uncer- 
tain condition  what  should  happen  to  the  price  of  rubber 
footwear  ? 

Do  you  know  that  since  January  the  price  of  Up-river 
Fine  Para  has  advanced  over  sixty-five  cents?  That  repre- 
sents an  increase  of  approximately  sixty  per  cent,  in  the 
raw  product.  Could  you  imagine  such  an  increase  not  sway- 
ing the  price  of  the  finished  article? 

The  only  reasonable  thought  is  that  raw  rubber  was  in- 
>rdinately  low.  Was  it?  We  hear  many  a  rumor  of  an  or- 
ganization that  enhances  the  price  of  raw  rubber.  Just  a 
thought  here.  It  is  a  fact  that  the  best  rubber  advances 
approximately  eighty  cents  a  pound  from  the  time  it  leaves 
|;he  plantation  or  forest  until  it  reaches  Liverpool.  An 
enormous  advance.  Who  gets  the  money?  Although  those 
with  tapping  rights  or  plantations  make  good  money  at  their 
;nd,  their  selling  price  is  only  a  fraction  of  the  cost  to  the 
rubber  shoe  manufacturer. 

The  Warehouses. 

The  organized  storage  warehouses  in  South  America 
follow  the  plan  of  giving  the  least  possible  service  for  an 
jxtortionate  price.  The  planter  or  lessee  must  have  money 
:o  pay  his  help.  He  must  have  food  and  supplies.  The 
warehousemen  are  reputed  to  take  his  rubber,  credit  his 
account  with  as  little  as  possible  for  it,  charge  an  exorbitant 
jrice  for  supplies  and  carriage,  and  give  the  producer  the 
jalance  that  may  or  may  not  remain.  They  are  wise  enough 
:o  see  that  there  is  enough  left  to  encourage  the  producer 
:o  try  again.  None  of  these  lost  motions  add  one  iota  to  the 
actual  value  of  the  product. 

Further,  if  an  organization  such  as  the  warehousemen 
:.ombine  with  one  end  in  view,  what  will  be  the  result? 
U/no  is  likely  to  "control"  the  organization?  Organized 
•ubber  interests.  There  is  one  aggregation  of  men  that 
are  planters,  lessees  of  tapping  rights,  warehousemen,  rub- 
ber shoe  manufacturers  and  distributors.  That  body  is  the 
Lie  most  likely  to  attempt  to  regulate  the  price.  It  is 
[powerful. 

The  Policy  in  Canada. 

You  are  more  particularly  interested,  however,  in  the  ac- 
ion  of  the  Canadian  manufacturers  of  rubber  shoes.  They  are 
:he  final  makers  of  the  price.  This  year  their  prices  are 
ikely  to  be  rather  an  amusing  study.  They  are  low  now. 
They  are  likely  to  go  lower.  They  are  also  just  as  likely 
:to  go  higher.  The  rubber  interests  each  intend  wherever  pos- 
sible, to  keep  the  other  fellow  guessing.  This  is  their  stated 
(policy.  Frankly  it  appears  to  us  as  a  waste  of  both  time, 
Energy  and  good  hard  cash.  There  are  so  many  possibilities 
bf  leaks  in  rubber  organizations  in  the  first  place.  It  is  also 
mpossible  for  any  one  company  to  attempt  to  beat  the  other 
fellow  to  it  successfully.  Twenty-four  hours  will  not  elapse 
after  the  announcement  of  a  new  move  by  any  one  interest 
before  all  others  in  the  game  are  aware  of  it.  And  you  can 
take  it  from  us— and  we  know— that  every  mill  is  holding 
Itself  ready  to  make  a  change  in  policy  or  otherwise  at  a 
moment's  notice. 

Where  is  the  common  sense  in  all  this  rivalry?  The 
rubber  manufacturer  or  manufacturers  who  started  the  non- 


sensical, feverish,  grasping,  over-reaching  policy  of  1911-12 
have  a  good  hot  roast  coming  to  them  this  season. 

All  After  the  Business. 

At  the  Independent  Rubber  Company's  headquarters 
the  consensus  of  opinion  was  that  Kant  Krack,  Dainty  Mode 
and  their  other  brands  must  be  on  the  shelves  of  a  large  per- 
centage of  the  retail  stores  next  fall.  The  Miner  Com- 
pany is  just  as  determined.  North  British  say  they  already 
have  enthusiastic  customers.  Kaufman  says  that  they  are 
likely  to  double  their  capacity,  and  that  in  any  event,  they 
have  made  up  their  mind  to  sell  as  largely  as  last  year,  when 
they  worked  up  to  capacity.  Consolidated  say  that  with 
their  immense  specialized  organization  they  will  trim  them 
all.  There  you  have  it.  "You  pays  your  money  and  you 
takes  your  choice,"  as  the  small  boy  says.  Add  to  all 
these  the  immense  organization  of  the  Gutta  Percha  and 
Rubber  Mfg.  Co.,  Limited,  and  y0u  have  a  good  bunch  of 
live  producers  of  rubber  footwear  that  are  all  after  all  the 
business  they  can  get. 

What  to  Buy. 

We  would  strongly  advise  you  to  buy  very  carefully 
this  season.  We  do  not  feel  it  necessary  to  hesitate  to  buy 
at  all.  To  be  sure,  after  you  place  your  order  you  may  be 
offered  a  better  price  by  someone  who  finds  it  necessary  to 
cut  to  hold  their  business.  But  whatever  you  do,  buy  a 
standard  brand.  Accept  no  line  that  is  quite  evidently  of  a 
lower  quality  than  the  best  that  can  be  made.  This  season 
particularly  it  is  important  to  bear  this  advice  in  mind. 
No  matter  from  whom  you  buy,  make  a  point  of  getting 
their  first  quality.  We  do  not  state  that  any  manufac- 
turer will  deceive  you  as  to  the  quality  of  his  brands,  but 
we  do  state  that  the  best  brands  to  buy  are  "Life- 
Buoy,"  "Maltese  Cross,"  "Kaut  Krack,"  "Dainty  Model," 
"  Jacques  Cartier,"  "  Granby,"  "  Maple  Leaf,"  "  Miner," 
and  "  N.  B.  R.  Co."  Any  other  brands  than  these  that 
they  may  offer  at  a  better  price  than  for  the  above  men- 
tioned lot  you  may  be  sure  are  not  absolutely  first  grade 
lines.  Our  information  is  given,  as  we  understand  the 
manufacturers'  statements  of  the  case. 

We  wish  we  could  see  every  one  of  you  personally  and 
impress  you  with  the  last  above  piece  of  advice.  It  is  not 
the  price  that  you  must  look  into  most  carefully.  It  is  the 
quality  that  counts  every  time.  Forget  for  this  once  that 
you  are  buying  and  look  forward  to  next  fall  and  winter 
when  you  will  be  selling.  You  will,  without  doubt,  create 
an  untold  number  of  dissatisfied  customers  if  you  attempt 
to  give  them  a  second-rate  article.  Rubbers  at  best,  are  a 
ticklish  proposition.  You  know  that  some  defect  is  liable 
to  be  found  in  any  rubber.  If  you  buy  and  attempt  to  sell 
anything  that  is  offered  to  you  as  a  cheaper  rubber  you  are 
running  a  chance  that  is  really  a  certainty — you  will  lose 
out.  Fix  that  fact  firmly  in  your  mind  when  you  are  buying 
for  next  fall  delivery. 

This  advice  may  not  fit  in  with  what  a  few  of  the  sales- 
men may  tell  you.  It  will,  however,  exactly  coincide  with 
the  views  of  the  best  salesmen,  the  sensible  manufacturer, 
the  long-headed  retail  merchant — and,  what  is  more,  it  is  the 
advice  of  one  who  knows  the  policy  of  all  parties  to  the 
fray,  the  Shoe  and  Leather  Jounaf,. 


Changes  in  Toes 

Measurements  of  Lasts  all  Standardized— Last  Manufacturer  Leaves  Most  of  Them  the  Same, 

Changing  only  the  Toe 


Before  the  spring  styles  reach  you— before,  in  fact,  they 
are  all  completed— the  discussion  of  new  lasts  is  very  timely. 
As  we  stated  two  weeks  ago,  the  last  manufacturer  is  the 
creator  of  the  sales  of  new,  and  particularly  fresh  shapes. 
This  decidedly  should  not  be.  The  manufacturers  should 
be  long-headed  enough  to  see  that  they,  in  conjunction  with 
the  retail  merchants,  should  create  the  styles;  and  keeping 
the  staple  lines  at  a  uniform  price,  charge  a  figure  for  fads 
and  fancies  that  is  commensurate  with  the  cost  of  their  manu- 
facture. 

A  Manufacturer's  Suggestion. 

Mr.  Geo.  A.  Slater,  of  Montreal,  drew  our  attention  to 
the  subject  as  taken  up  elsewhere  in  the  following  manner: 
"From  an  impartial  viewpoint  the  cost  attending  many 


stand  for  a  price  that  will  fit  the  cost  of  production.  The 
other  trades  obtain  a  price  commensurate  with  cost.  Give 
the  public  all  the  novelty  they  want,  but  make  them  pay  for 
it  accordingly.  If  you  really  wish  to  limit  your  styles  it  can 
be  done  in  this  way  as  well  as  any  other." 

That  hits  the  nail  right  on  the  head.  If  people  will  pay 
for  styles  in  hats  they  will  most  certainly  pay  for  shoe  fash- 
ions. If  they  won't  pay  for  them,  it  is  a  safe  bet  that  they 
do  not  want  them  very  badly. 

Last  Measurements  Standard. 

Almost  without  exception  the  greatest  changes  in  lasts 
are  made  in  the  toe.  In  some  cases,  of  course,  where  heels 
are  considered,  slight  alterations  in  measurements  are  made 


styles,  fads  and  innovations,  should  be  considered  more  in  line 
with  the  demands  of  the  public.  If  you  don't  make  what 
the  public  wants,  someone  else  will.  Consider  the  millinery 
and  women's  apparel  lines.  If  your  daughter's  hat  cost  $15 
last  year  and  $25  this  year,  are  you  threatening  investigation, 
are  you  going  to  try  and  discover  what  part  fashion  plays  in 
the  matter?  More  than  likely  you  will  pay  little  attention 
to  it.  One  of  the  great  troubles  with  the  shoe  business  is, 
and  always  has  been,  the  inexcusable,  the  unaccountable  fear 
of  charging  the  public  the  added  costs  that  they  are  willing 
to  pay,  and  do  pay,  for  finery  of  other  kinds.  In  strictly  a 
staple  line,  such  as  shoes,  the  manufacturer  is  not  expected 
to,  and,  indeed,  should  not,  go  into  fads  and  fancies.  But 
when  it  comes  to  novelties,  something  which  has  "class,"  to 
use  a  colloquialism,  make  those  people  pay  for  it  who  want  it. 
The  manufacturers  of  shoes  have  been  weak  in  not  making  a 
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necessary  on  account  of  the  change  made  in  the  position  of 

the  foot  when  in  the  shoe. 

In  the  7C  men's  shoe  the  standard  measurements  are 
for  ball  of  foot,  8^  for  waist  line,  and       for  instep.  All 

measurements  being  taken  with  the  tape  drawn  snugly 

around  the  last. 

In  a  4B  women's  shoe  7^  for  ball,  7H  for  waist  line,  and 

jpi  for  instep  are  considered  the  standard.  Measurements 

taken  the  same  as  for  men's. 

Toes  Far  from  Standard. 

When  the  dimensions  that  give  the  fit  to  a  shoe  are 
standardized,  why  leave  those  little  items  that  merely  create, 
or  follow  a  certain  created  vogue  so  open  to  change?  Be- 
cause. That  is  a  woman's  reply,  but  it  is  certainly  the  only 
one  that  fits  the  case  under  discussion.  There  is  absolutely 
no  reason  for  it  whatever— except  the  last  manufacturer. 
Toes  can  be  made  broad  and  flat,  narrow  and  flat,  narrow 
and  high,  broad  and  high,  French  or  English,  Dutch  or  Dago. 

Why?  Because!  The  absurdity  of  the  great  variety 
will  be  quite  apparent  if  you  investigate  just  a  little  more 
closely.  You  who  are  a  shoe  merchant— and  probably  a 
good  one  at  that— can  take  two  shoes  that  in  your  mind's 
eye  would  seem  to  be  alike.  Just  take  those  two  shoes  and 
place  them  side  by  side  and  note  the  difference.  Now  you 
can  carry  that  still  further  and  compare  a  half  dozen  in  your 
own  store.    You  will  find  a  difference  in  the  product  of  all 
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your  manufacturers — this  in  spite  of  the  fact  that,  generally 
speaking,  they  are  the  same. 

No  Apparent  Difference  to  the  Public. 

Now,  if  you  who  make  your  living  buying  and  selling 
shoes  will  thoughtlessly  consider  a  half  a  dozen  toes  as  being 
the  same,  what  of  your  customers?  Unless  the  change  is  so 
extreme  as  to  be  evident  to  a  baby  the  average  man  or  woman 
knows  of  no  difference  between  shoes  except  in  the  pattern 
and  fit.  It  is  the  average  customer  that  you  make  your 
money  out  of. 

Make  the  Consumer  Pay. 

You  purchase  lines  that  are  not  standard  at  your  own 
risk.  If  they  do  not  sell  you  know  you  lose,  for  by  the  next 
season  that  they  are  wearable  they  are  out  of  date  entirely. 
This  risk  should  be  covered  in  your  selling  price  of  every  pair 
of  faddish  shoes.  If  a  man  or  a  woman  really  desires  some- 
thing that  is  out  of  the  ordinary  they  will  be  willing  to  pay 
for  it  if  you  have  backbone  enough  to  ask  a  big  price.  Try  it 
on  and  watch  the  result.  Our  suggestion  is  that  you  ticket 
every  faddish  shoe  with  such  price  as  will  give  you  fully  a 


No.  10  No.  ii  No.  12 


half  dollar  more  profit  on  every  pair.  If  we  were  doing  it 
ourselves  we  would  make  the  advance  a  full  dollar,  so  confident 
are  we  that  the  people  would  gladly  pay  it.  And  if  they 
won't  pay  the  advance  cut  out  the  fads.  They  do  not  want 
them.  If  one  thousand  merchants  put  their  figurative  two 
thousand  feet  down  flat  and  said,  "  No  more  fads,  thank  you," 
then  a  couple  of  hundred  shoe  manufacturers  would  make 
their  regular  lines  at  a  lower  price  to  you. 

The  Jobber's  Proof. 

The  proof  that  shoes  could  be  made  and  sold  at  a  lower 
price  than  at  present  if  fads  were  eliminated  is  right  at  hand. 
How  can  the  great  number  of  wholesale  shoe  merchants  exist, 
to  say  nothing  of  making  a  right  good  profit?  By  good  buy- 
ing. They  buy  their  shoes  from  the  factory  that  makes  very 
few  faddish  lines.  The  manufactured  cost  of  these  lines  is 
so  low  that  the  jobber  can  get  his  profit  and  still  sell  in  com- 
petition with  other  manufacturers. 

The  Toes  Themselves. 

We  are  illustrating  sixteen  different  toes  so  as  to  drive 
the  matter  home.  All  these  toes  are  on  distinctly  different 
lasts.  Yet  how  many  of  them  look  almost  alike?  This 
should  prove  at  the  first  glance  that  many  of  the  lasts  are 
an  absolutely  unnecessary  expense  load  upon  the  shoe  itself. 

Men's  Toes. 

Number  1  is  a  standard  type  and  a  great  seller  all  over. 
Number  2  is  a  very  high  toe  but  not  extreme.    It  is  very 


popular.  Number  3  is  the  well  known  high  sharp  toe  with 
the  full  swing.  Numbers  4  and  5  are  straighter  than  num- 
ber 3  but  still  have  a  little  swing.  Height  is  moderate. 
Number  6  looks  a  lot  like  number  4  but  is  a  little  longer  all 
over  the  toe.  Number  7  is  a  trim  slightly  swinging  high 
ridged  toe.  Number  8  is  almost  an  orthopedic  last  when 
looked  down  on  but  it  is  in  reality  an  extremely  high  and 
rounded  toe. 

Women's  Toes. 

In  women's  lasts  the  variations  are  almost  as  great  as 
in  men's  but  they  are  even  harder  to  distinguish.  Number 
9  is  rather  pointed  and  a  little  high  and  while  not  long 
gives  the  appearance  of  length.  Number  10  is  a  very  high 
toe  and  might  be  considered  a  copy  of  the  popular  men's 
lasts  but  on  account  of  the  toning  down  it  received  is  really 
not  extreme  Number  1 1  is  a  plain  everyday  effect  not  to  be 
used  with  a  high  heel  in  any  case.  Number  12  is  a  strictly 
misses'  orthopedic  toe  giving  lots  of  room.  Number  13  is 
the  popular  line  in  every  town — plain,  slightly  pointed  and 
with  fair  swing.  It  is  a  good  fitter.  Numbers  14  and  15 
are  both  high  toes,  though  not  extreme.    Their  general  lines 
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are  pleasing  and  the  toes  just  high  enough.  Number  16  is 
high  with  a  fair  swing.  It  is  bound  to  take  well,  although 
we  doubt  the  success  of  the  wing  tip. 

Just  look  over  the  lines  that  are  nearly  alike.  Can  you 
as  a  shoeman  really  see  any  great  difference?  What  an  enor- 
mous waste  then  there  has  been  for  particularly  the  last  ,six 
or  seven  years  in  this  striving  after  style  that  is  not  style,  in 
that  it  is  not  recognized  as  a  change  when  it  is  in  existence. 

While  preparing  this  material  suggested  by  the  cuts 
used  through  the  courtesy  of  the  Boot  &  Shoe  Recorder 
we  had  resource  to  several  of  the  manufacturers  who  blamed 
the  combination  of  the  retail  merchant  and  the  last  manu- 
facturer for  the  frequent  appearance  of  new  toes.  When 
interviewing  the  retailer,  in  turn  he  blamed  the  manufacturer 
and  the  last  manufacturer.  It  is  pretty  certain  then  that 
the  last  manufacturer  is  the  man  in  the  case: 
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The  Cancellation  Evil 

Its  Causes-Retailers  Largely  Responsible- Manufactures  and  Travellers  Also  Somewhat  to  Blame- 

The  Only  Way  to  Remedy  the  Evil. 


\lthou<di  cancellation  is  on  the  decrease,  it  is  still  an 
aggravating  factor  to  be  reckoned  mth  in  the  shoe  trade.  A 
number  of  causes  are  credited  with  this  condition  of  affairs, 
but  these  can  be  boiled  down  to  a  very  few  actual  reasons. 
Retailers  Largely  at  Fault. 

There  is  no  doubt  about  this.    In  nine  cases  out  of  ten 
neither  the  goods  themselves  nor  the  delivery  is  at  fault. 
The    manufacturer    usually-though    not    always— carry* 
throu-h  his  part  of  the  transaction  as  per  contract.  The 
retailer  is  the  chief  sinner  in  this  respect.    Time  after  time 
he  will  send  in  a  large  order-let  us  say  in  September  for 
spring  delivery— only  to  write  in  to  the  factory  about  Jan- 
uary "cancelling  same.    By  this  time  all  the  materials  have 
been  cut  and  perhaps  much  of  them  finished.     If  some  of 
the  -entry  who  most  frequently  indulge  in  this  questionable 
procedure  could  only  see  the  disarrangement  in  the  working 
conditions  of  the  factory,  and  the  liability  of  loss  that  ensues 
when  many  such  cases  happen  with  the  one  firm,  they  would 
take  a  good  long  think  ere  they  continued  the  practice.  To 
put  it  mildly,  in  most  cases  it  denotes  an  absolute  lack  of  even 
the  elementary  principles  of  fair  play— that  square  deal  with- 
out which  business  becomes  an  empty  sham.    After  all,  the 
whole  thing  simmers  down  to  a  question  of  business  honesty. 
One  man  goes  to  much  expense  on  the  faith  in  another  man's 
word.    That  thought  should  be  enough  to  kill  the  practice. 
Of  course,  exceptional  circumstances  are  bound  to  occur 
occasionally  that  make  cancellation  absolutely  necessary, 
but  in  such  a  case  due  allowance  is  always  made  by  the  manu- 
facturer or  jobber. 

Some  Causes  Therefor. 

First  and  foremost,  plain  ordinary  "cold  feet"— to  use 
the  modern  free  translation  for  timidity— is  a  large  contribut- 
ing factor.  The  retailer  who  gives  a  $500  order  in  the  early 
fall  when  he  is  bubbling  over  with  optimism  begins  to  do  the 
crawfish  act  about  the  middle  of  January,  when  the  usual 
after-holiday  lull  sets  in.  He  gets  in  a  state  of  panic;  no  one 
can  tell  him  that  a  bad  reaction  has  not  set  in.  He  at  once 
writes  in  cancelling  all  or  part  of  his  order.  Sometimes  he 
gets  the  "nerves"  so  badly  that  the  mail  is  too  slow— he  wires 
instead.  And  if  such  a  man  were  accused  of  being  a  quitter 
he  would  go  up  in  the  air  higher  than  Gilroy's  kite.  ' 

Then  there  is  another  kind  of  mortal— still  of  the  craw- 
fish brand— who  hands  the  traveller  an  order  that  he  knows 
he  should  not  give,  merely  to  get  rid  of  the  knight  of  the  grip. 
Closely  allied  to  this  species  is  the  chap  who  gives  Tom,  Dick 
or  Harry  an  order— perhaps  after  they  have  adjourned  from 
a  neighboring  thirst  emporium  to  the  sample  room— knowing 
that  he  can  cancel  same  a  little  later  on.  This  has  happened 
too  often  to  be  mere  hearsay. 

Next  there  is  the  spineless  member  who  is  browbeaten 
or  hypnotized  into  giving  an  order  which  later  takes  on  alarm- 
ing proportions  when  away  from  the  hypnotic  eye  and  elo- 
quence of  the  traveller  who  has  one  eye  on  the  retailer  and 
the  other  on  the  commission  he  gets  out  of  it. 

Then  comes  the  retailer  whom  local  conditions  have 
played  pranks  with,  and  who.  often  through  force  of  circum- 
stances, is  absolutely  unable  to  fill  his  part  of  the  contract. 


He  generally  receives  the  good  treatment  he  deserves,  as  he 
is,  in  nearly  every  case,  a  man  whose  trade  record  is  without 
a  blemish.  Needless  to  say,  the  first  four  varieties  mentioned 
keep  themselves  and  the  wholesale  and  manufacturing  sec- 
tions of  the  trade  in  hot  water  a  good  part  of  the  time. 


Manufacturers  to  Blame. 

At  times,  though  not  so  frequently,  they  are.  When  a 
firm  sends  out  its  travellers  to  take  all  the  orders  they  can 
regardless  of  their  ability  to  turn  out  the  goods  in  the  time 
promised:  in  fact,  when  such  a  firm  knows  quite  often  that 
its  delivery  promises  cannot  be  fulfilled,  this  shows  a  lack  of 
everyday  business  honor  quite  as  deserving  of  censure  as  are 
the  cases  of  the  retailers  mentioned  above.  Unfortunately 
these  cases  are  often  matters  of  comment,  and  do  not  redound 
to  the  credit  of  any  firm  guilty  of  the  practice.  A  firm  s 
moral  responsibility  does  not  cease  when  the  order  is  taken. 
Many  a  retailer's  business  has  been  seriously  handicapped 
owing  to  the  non-delivery  of  goods  for  weeks  after  the  time 
promised.  This  means  a  big  loss  to  the  small  dealer  who 
finds  it  necessary  to  carry  a  good  assortment,  and  at  the 
same  time  a  small  stock. 

Occasionally,  though  not  often,  considering  the  great 
volume  of  business  done  in  Canada,  it  happens  that  the  goods 
when  received  by  the  retailer  are  not  up  to  the  specifications. 
Whether  this  is  due  to  carelessness  or  indifference  does  not 
affect  the  case  in  any  way.  The  retailer  has  to  go  to  the 
trouble  of  returning  them,  and  his  business  suffers  correspond- 
ingly. 

The  Travelers'  Contribution. 

The  knights  of  the  grip  are  not  wholly  guiltless  on  this 
question.  Too  often  they  have  their  eyes  and  thoughts  glued 
so  fast  to  the  commissions  in  view  that  they  do  not  heed  the 
obvious  warnings  conveyed  by  their  powers  of  observation 
and  their  common  sense.  For  if  the  retailer  later  on  cancels 
an  order  he  was  fairly  talked  to  death  to  get,  where  does  the 
traveler  come  in?  Yet  many  times  he  will  take  the  chance 
on  the  supposition  that  "a  bird  in  the  hand  is  worth  two  m 
the  bush."  A  good  traveler's  worth  to  his  firm  consists  m  the 
net  business  he  turns  in,  not  the  gross  amount. 

The  Remedy. 

More  co-operation  between  traveler,  manufacturer  and 
jobber  and  retailer  will  aid  greatly  in  sending  this  evil  into 
the  oblivion  where  it  belongs.  The  retailer  should  use  his 
common  sense  and  his  best  judgment,  and  should  not  be 
blinded  by  any  extraneous  issues  when  buying.  If  m  any 
doubt  it  would  be  preferable  to  order  lightly,  trusting  to  sort- 
ing orders  to  keep  his  stock  up  to  par.  By  this  method  also 
he  does  not  tie  up  so  much  capital,  and  what  capital  he  in- 
vests is  placed  where  it  is  earning  dividends  most  rapidly. 

The  manufacturer  and  jobber  can  help  greatly  by  refus- 
ing more  orders  than  the  plant  can  handle  easily  and  promptly. 
Common  business  honesty  dictates  this  method. 

The  traveler  should  consider  the  interests  of  the  firm 
and  the  retailer  as  well  as  his  own.  Where  one  suffers  all 
suffer.  In  this  way  this  evil  would  be  largely  a  thing  ot  the 
past  in  a  short  time. 


33 


Spring  Merchandizing  Methods 

Spring  Campaign  Should  be  Aggressive  and  Extend  to  all  Departments  of  the  Store- 
Special  Means  of  Boosting  Sales. 


With  the  opening  of  the  spring  season  there  is  evidently 
an  opportunity  for  the  introduction  of  special  methods  in 
merchandizing.  The  season  for  clearance  sales,  usually  con- 
nected with  the  slack  period,  has  passed.  The  clearance  sale, 
under  whatever  name  it  may  have  been  utilized,  has  helped 
to  fill  in  an  otherwise  dull  portion  of  the  season.  Cut  prices, 
presumably,  have  been  the  attractive  feature.  Now,  how- 
ever, aggressive  methods  must  be  the  order  of  the  day.  The 
main  reliance  will  be  placed  upon  the  fact  that  new  and  up- 
to-date  goods  are  on  display.  Everything  about  the  store 
is  suggestive  of  spring  and  the  lines  which  characterize  this 
period. 

The  spring  feeling  which  we  have  just  mentioned  will 
be  particularly  noticeable  in  the  style  and  frequency  of  the 
trims  which  are  placed  on  display  in  the  window.  Floral 
designs,  backgrounds  and  accessories  add  to  this  and  help 
to  make  the  store  stand  out  from  the  general  sameness  which 
stamps  so  many  establishments.  Interior  rearrangement  of 
stock,  the  spring  opening,  Easter  decorations,  arrangements 
for  special  sales,  all  add  to  the  attractiveness  of  the  store  and 
provide  a  suggestive  setting  for  the  goods. 

Seasonable  Advertising. 

Advertisers  should  talk  quality  and  style  more  than  price 
at  a  season's  beginning.  The  public  expect  it.  While  they 
may  be  influenced  very  materially  by  the  price  quotations, 
they  are  much  more  anxious  about  the  newness  or  reasonable- 
ness of  the  lines.  When  you  can  convince  a  reader  that  your 
combination  of  material  and  style  is  correct,  he  or  she  will  look 
up  the  price,  and  if  that,  too,  is  right,  that  will  clinch  matters, 
but  if  you  should  talk  price  to  the  exclusion  of  the  other  qual- 
ities you  are  likely  to  give  the  impression  that  you  are  dis- 
posing of  a  job  lot  of  last  year's  goods. 

The  phrase  "Reduced  from"  applied  to  new  stock  is 
ridiculous.  Your  customers  know  that  new  stock  is  not 
reduced.  Let  your  phrasing  consist  of  "Well  bought," 
"Bought  before  the  recent.rise,"  or  any  other  combination  of 
words  that  accounts  for  your  attractive  prices  at  the  season's 
beginning,  but  never  "Reduced  from."  Let  this  well-worn 
and  hackneyed  phrase  rest  until  the  season  naturally  demands 

its  use.  .  .. 

Another  fault  to  be  avoided  is  heaviness  m  the  compila- 
tion of  spring  advertisements.  At  this  season  the  most 
effective  trade  bringers  are  the  light,  buoyant,  spontaneous 
ads,  those  that  suggest  spring  in  their  lightness  and 
freshness.  This  spring-like  quality  may  be  enhanced  by 
the  judicious  use  of  well  selected  and  artistically  arranged 
cuts  that  pertain  to  the  season,  by  the  avoidance  of  heavy, 
sombre  type  and  by  the  absence  of  solidly  set  up  matter. 
Crisp,  airy  phraseology  will  also  tend  to  the  same  result. 
Voluminous  descriptions  are  not  necessary  for  the  description 
of  warm-weather  merchandise,  as  they  are  for  that  ot  winter 
The  look  of  a  thing  has  much  to  do  with  its  effectiveness  and 
an  advertisement  can  look  summery  or  it  can  suggest  winter 

just  by  its  make-up. 

It  is  well  nigh  impossible  between  seasons  to  avoid  mix- 
ing the  old  and  the  new.  The  final  clean-up  sale  of  one 
department  will  rub  shoulders  with  announcements  of  new 


goods  of  another  department.  But  with  the  beginning  of 
March  all  these  heterogeneous  mixtures  should  be  done  away 
with  and  the  main  part  of  the  ad.  devoted  to  new  goods.  This 
carries  conviction.  Readers  are  impressed  with  the  idea  that 
everything  is  new,  fresh  and  worth  seeing.  If  by  any  chance 
an  announcement  of  a  sale  of  remnants  or  marked-down  mer- 
chandise must  figure  in  your  copy,  let  it  have  place  by  itself 
at  the  side  or  bottom  of  the  main  ad,  that  it  may  not  mar  the 
otherwise  perfect  harmony  of  your  matter.  The  use  of  mater- 
ial of  this  kind  in  an  otherwise  well- written  ad.  affects  the 
spectator  very  much  as  would  a  beautifully  gowned  woman 
whose  shoes  or  gloves  were  shabby  and  out  of  keeping  with 
the  balance  of  her  costume. 

Special  Inducement  Sales 

As  a  means  of  helping  the  sale  of  regular  lines  as  well  as 
promoting  the  sale  of  stickers  and  slow  sellers,  a  dealer  pro- 
poses making  a  run  on  certain  of  these  lines  from  time  to 
time.    This  also  has  the  merit  of  attracting  attention  to  the 
store  and  its  goods.    A  slight  reduction  only  is  made  in  price, 
the  goods  being  still  sold  at  a  profit.    This  fact,  once  known 
by  the  public,  the  dealer  thought,  could  be  counted  upon  to 
bring  in  custom  not  otherwise  obtainable.    On  certain  days 
of  the  week  a  line  is  taken.    We  will  say,  by  way  of  example, 
that  this  is  priced  regularly  at  $2.50.    This  is  marked  down 
to,  say,  $1.95,  conspicuously  displayed  in  the  window  and 
inside'the  store,  and  also  made  a  special  feature  in  the  reg- 
ular newspaper  advertising  space.    In  connection  with  these 
displays,  show  cards  are  used  reading,  "These  goods  have 
not  been  advertised.    Many  of  our  best  values  are  not  adver- 
tised," the  word  "not"  being  emphasized  in  both  of  these 
sentences.    The  cards  should  be  neatly  and  appropriately 
designed,  and  will  serve  to  direct  attention  to  the  display, 
the  price  being  also  conspicuously  mentioned.    Even  though 
the  particular  article  shown  does  not  appeal  to  the  prospective 
customer,  he  or  she  will  be  on  the  alert  for  other  lines.  In 
this  way  the  attention  of  the  public  is  directed  to  many  feat- 
ures of  the  store's  stock  which  would  otherwise  be  overlooked 
or  unnoticed.    The  price  reduction  holds  good  for  one  day 
only,  a  different  article  being  featured  each  time. 

The  Basement  Idea. 

A  basement  salesroom  in  which  are  handled  household 
necessities  and  novelties  will  prove  a  money  making  propo- 
sition for  any  merchant  who  handles  it  right.  The  merchan- 
dising principles  may  differ  slightly  from  the  main  store  up- 
stairs but  the  general  principles  are  the  same.  It  is  simply 
a  matter  of  giving  people  what  they  want  at  the  right  price 
and  keeping  up  the  interest  by  means  of  specials  and  sales. 

Carry  the  goods  that  are  wanted,  mark  the  staples  down 
and  get  your  profits  from  novelties  and  the  volume  of  busi- 
ness, display  the  goods  attractively  in  the  basement  and  in 
the  windows  and  you  will  find  that  your  basement  not  only 
pays  as  good  profits  as  any  other  department,  but  it  will 
also  bring  to  the  store  a  lot  of  new  trade. 

It  takes  horse  sense  and  hustling— you  will  have  to 
scheme  and  plan  and  sometimes  you  will  have  to  sell  goods 
for  less  than  they  cost  you,  but  if  you  go  at  it  in  the  right 
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way.  give  it  a  little  intelligent  attention,  the  basement  will 
return  to  you  exceedingly  satisfactory  dividends  for  every 
dollar  you  put  into  it. 

Rainy  Day^Sales. 

Rainy  days  very  often  come  suddenly  and  offer  a  very 
difficult  merchandizing  proposition,  unless  the  dealer  is  selling 
rubbers,  raincoats  and  umbrellas.  For  this  reason  it  is  im- 
possible to  advertise  in  advance. 

The  only  thing  to  do  is  to  impress  upon  the  public  the 
fact  that  every  rainy  day  will  be  considered  as  a  special  sale 
day  and  unusual  values  will  be  offered.  The  public  must  be 
assured  that  if  it  will  come  to  the  store  on  any  rainy  day  it 
will  be  well  repaid  for  it.  Macy's  in  New  York  has  been 
advertising  "Rainy  Day  Sales"  by  means  of  postcards  sent 
to  a  large  mailing  list.  The  cards  are  attractively  gotten  up 
and  are  worded  as  follows: 

"When  a  day  begins  with  rain,  the  crowds  usually  do 
not  come.  Casting  about  for  means  to  sustain  the  sales 
record  of  fair  days  in  spite  of  rain,  a  dealer  hit  upon  the  idea 
of  establishing  a  system  of  rainy  day  specials.  Therefore 
you  may  come  to  this  establishment  on  any  day  that  starts 
with  a  drizzle  or  a  downpour,  expecting  to  find  extraordinary 
bargains.  You  may  locate  these  groups  by  cards  like  this, 
'  There'll  be  interesting  values  on  every  floor — goods  reduced 
for  the  purpose  of  turning  stormy,  dull  days  into  stormy  busy 
days.'  " 

The  postcard  has  on  it  an  attractive  drawing  of  a  man 
and  a  girl  under  an  umbrella,  and  it  is  explained  that  this  is 
a  miniature  facsimile  of  much  larger  cards  that  are  used  in 
the  store  on  rainy  days  to  indicate  specials. 

A  Package  Sale. 

"Last  summer,"  writes  a  dealer,  "we  held  a  sale  during 
which  we  sold  1,500  packages.  These  were  packages  con- 
taining all  sorts  of  goods,  made  up  of  poor  sellers  that  had 
been  accumulating  for  four  years.  We  did  not  lose  much 
and  we  got  rid  of  a  lot  of  old  stock.  Some  very  good  leaders 
were  put  in  the  packages.  In  this  sale  everyone  got  his 
money's  worth  and  was  satisfied,  although  some  of  the  people 
would  not  have  bought  the  things  they  did  had  they  known 
beforehand  what  the  package  contained. 

"The  stairway  to  our  basement  is  at  the  rear  of  the  main 
aisle.  This,  in  my  opinion,  is  the  best  place  for  it.  To  reach 
the  stairs  one  must  pass  the  entire  length  of  the  store  and 
along  the  main  aisle  are  always  a  lot  of  tempting  displays. 

"On  the  signs  we  put  on  specials  in  the  window  we  do 
not  mention  the  regular  retail  values,  as  many  would  ques- 
tion them.  We  allow  people  to  draw  their  own  conclusions 
as  to  what  the  values  are."  This  idea  could  be  applied  to 
all  kinds  of  articles  capable  of  being  done  up  in  packages  or 
parcels. 

Sticking  to  Facts. 

Sometimes  it  happens  that  a  merchant  who  has  built 
up  a  big  business  by  aggressive  advertising  thinks  that  he 
is  in  a  position  to  take  some  chances  with  his  trade.  He  feels 
so  sure  of  his  customers  that  he  believes  that  it  will  not  be 
noticed  if  he  skimps  a  little  in  the  values  he  gives.  He  is  so 
assured  of  his  position  that  he  gets  careless  in  his  advertising 
and  makes  statements  that  are  not  justified  by  facts.  Such 
a  merchant  is  riding  for  a  fall.  Any  really  successful  store 
has  succeeded  through  public  confidence.  Whenever  that 
confidence  is  shaken  the  merchant  may  as  well  send  in  his 


application  to  the  "Down  and  Out  Club,"  for  he  will  soon  be 
eligible  to  membership. 

Selection  of  Samples. 

Every  store  receives  occasional  requests  for  samples, 
and  some  stores  receive  a  great  many  of  them.  Some  sales- 
men are  extremely  careless  as  to  the  manner  in  which  these 
orders  for  samples  are  filled.  They  note  the  kind  of  goods 
wanted  and  snip  off  a  few  scraps  from  the  first  patterns  they 
come  to  and  let  it  go  at  that.  This  is  a  poor  policy  that  will, 
in  the  end,  drive  away  profitable  trade. 

>sThe  salesman  should  read  over  the  request  carefully 
and  then  make  the  selection  as  carefully  as  he  would  if  he 
were  doing  it  for  his  mother  or  his  sister.  When  a  person 
sends  for  samples,  it  may  be  taken  for  granted  that  she  would 
like  to  give  your  store  the  preference  providing  she  can  get 
what  she  wants;  it  must  also  be  remembered  that  in  all  proba- 
bility there  are  other  stores  where  she  can  buy  quite  as  con- 
veniently as  she  can  from  you. 

Customers  who  buy  by  mail,  place  themselves  in  the 
hands  of  the  salesman,  to  a  certain  extent,  and  this  fact  must 
be  appreciated.  The  salesman  should  use  every  effort  to 
make  the  transaction  satisfactory. 

Collecting  Bills. 

The  Merchants'  Association  of  Elgin,  111.,  has  evolved 
a  simple  scheme  of  collection  that  has  proved  so  successful 
that  it  is  being  adopted  by  other  cities.  After  ordinary 
means  have  failed  to  effect  a  settlement  by  the  debtor,  the 
claim  is  turned  over  to  the  secretary  of  the  association,  to- 
gether with  data  concerning  the  account.  The  secretary 
then  sends  the  bill  to  the  delinquent,  enclosed  with  a  respect- 
ful but  very  definite  letter  stating  that  unless  a  settlement 
is  made  or  arranged  for  within  a  certain  given  time,  the  name 
of  the  debtor  and  the  circumstances  regarding  the  account 
will  be  published  in  the  official  bulletin  of  the  association. 
The  bulletin  appears  periodically  and  is  circulated  only 
among  members  of  the  organization.  It  contains  the  names 
of  all  debtors  who  have  refused  to  settle  their  obligations. 
It  is  of  a  good  deal  of  value  to  members  as  a  guidance  in  mat- 
ters pertaining  to  the  extension  of  credit. 

The  usual  system  of  making  collections  is  to  send  out 
a  series  of  letters,  each  one  a  little  more  strenuous  than  the 
preceding  one.  Experience  has  proved,  however,  that  the 
debtor  who  fails  to  respond  to  the  first  one  is  not  likely  to 
take  any  more  notice  of  those  that  follow.  The  Elgin  system 
is  apparently  a  good  one,  but  it  requires  thorough  co-opera- 
tion to  make  it  an  entire  success.  Furthermore,  it  requires 
a  good  deal  of  tact  and  judgment  on  the  part  of  the  secretary. 
A  Spring  Exposition 

Spring  expositions  on  a  co-operative  basis  have  been 
held  in  a  number  of  American  cities  with  considerable  suc- 
cess. A  newspaper  paragraph  describes  one  of  these  as 
follows : — 

"Thousands  of  Philadelphians  yesterday  visited  the 
Market  Street  department  stores  in  which  the  Industrial 
Exhibition  is  being  held,  and  viewed  with  interest  a  number 
of  new  exhibits  which  have  during  the  past  few  days  been 
added  to  the  already  large  display.  So  successfully  has  the 
present  exposition  proven  that  merchants  and  manufacturers 
are  already  at  work  upon  plans  for  a  still  larger  show  of 
home  products  next  year.  If  the  ideas  advanced  as  a  result 
of  experience  gained  in  the  exhibit  this  year  are  carried  out 
next  year  practically  every  industry  of  the  city  will  be  re- 
presented, if  not  by  an  entire  booth  showing  methods  of 
manufacture,  at  least  by  a  display  of  completed  products. 


35 


Current  Comments 

On  Trade  Conditions  and  Matters  af  Interest  to  the  Manufacturer,  the  Wholesaler 

and  Retailer. 


THE  SHOE  TRADE. 

It  is  somewhat  early  to  gather  anything  like  a  definite 
idea  of  the  immediate  prospects  in  footwear,  as  but  few 
have  as  yet  ventured  forth  with  fall  samples.  Dealers 
are' waiting  expectantly  for  spring  weather  to  usher  in 
trade  in  seasonable  goods,  of  which  most  have  ordered 
and  have  now  in  stock  fair  supplies.    General  confidence 
in  the  business  situation  has  led  to  great  expectations  as 
to  spring  business,  and  it  is  felt  that  all  that  is  needed  is 
the  right  kind  of  weather  to  make  trade  brisk.  Easter 
being  a  little  late  this  year  will  doubtless  have  the  effect 
of  holding  things  back  somewhat,  although  a  spell  of 
warm  sunshiny  weather  such  as  we  had  in  March  last 
year  will  promote  buying.    At  this  period  of  the  year 
everybody  has  reached  the  limit  in  old  footwear,  and  as 
soon  as  the  rubbers  and  overshoes  are  cast  aside  there 
will  be  a  pressing  necessity  for  rehabilitation  of  the  feet. 
Let  us  hope,  therefore,  for  the  sake  of  shoe  men  that 
March  may  come  in  like  a  lamb  no  matter  how  much  it 
may  go  out  like  a  lion.    Wholesale  men  have  their  sam- 
ples pretty  well  on  hand,  although  it  will  be  another  month 
before  jobbers  in  the  East  are  on  the  ground  with  new 
lines.    Fall  trade  is  never  as  important  as  spring,  and 
there  are,  as  a  result,  fewer  changes.    Nevertheless  con- 
siderable alteration  in  the  spirit  of  buying  has  come  with 
the  greater  frequency  and  perhaps  persistency  of  travellers 
in  recent  years,  and  fall  trade  is  more  seriously  regarded 
than  it  once  was. 

A  MORAL  QUESTION. 


In  spite  of  all  the  education  and  preaching  that  have 
gone  on  through  trade  journals  and  the  gradual  intro- 
duction of  higher  ideals  in  retail  as  well  as  wholesale  trade 
by  those  who  find  it  necessary  as  well  as  desirable  to  do 
business  on  business  principles,  there  are  too  many  still 
in  business  who  manage  to  maintain  practices  that  are 
not  only  unbusinesslike,  but  immoral.    We  have  before 
now  been  taken  to  task  for  using  such  strong  terms  as 
"highwayman"  and  "thug"  to  characterize  those  who 
extort  unwilling  tribute  in  the  way  of  extra  discounts, 
freights,  claims  for  shortages,  and  like  concessions  from 
those  who  sell  them  goods  and  who  would  rather  submit 
to  imposition  than  lose  trade.    Yet  how  else  can  one 
designate  the  man  who  deliberately  sets  himself  to  bluff 
or  cheat?   There  is  another  practice  that  is  even  more 
common  than  flagrant  extortion,  namely,  that  of  can- 
celling orders.    There  are  some  dealers  who  seem  to  give 
an  order  to  every  traveller  who  comes  along,  cancelling 
as  much  of  it  as  he  chooses  when  the  next  fellow  shows 
him  either  goods  or  prices  that  seem  to  suit  him  better. 
It  may  be  quite  true  that  travellers  are  responsible  for 
most  of  this  most  unfair  practice,  and  it  never  seems  to 
occur  to  these  men  themselves  that  it  reacts  upon  them 
but  the  dealer  should  be  above  this  meanness  himself. 


Where  would  a  manufacturer  or  wholesaler  land  if  he 
attempted  this  course?  He  would  be  out  of  business  m 
a  year.  No  one  would  give  him  credit.  Why  should 
the  retailer  do  what  the  wholesaler  dare  not?  Is  it  not 
largely  because  he  knows  that  conditions  are  such  that 
few  wholesalers  dare  to  apply  the  remedy? 

NEED  INVESTIGATING. 

The  ways  of  banks,  trust  and  insurance  companies 
would  seem  to  deserve  careful  investigation  at  the  hands 
of  competent  authorities  in  the  public  interest.  More 
than  once  or  twice  during  the  past  four  or  five  years  such 
glimpses  of  their  inner  working  have  been  afforded  the 
unsuspecting  public  as  must  lead  to  some  concern  as  to  what 
may  happen  some  day  unless  proper  safeguards  against 
the  ambition,  cupidity  and  scheming  of  manipulators  are 
provided.    A  great  outcry  was  made  against  insurance 
companies  and  their  investments  through  subsidiary 
trust  organizations  a  short  while  since,  with  no  better 
result  than  the  fact  to-day  that,  if  you  can  put  a  mortgage 
on  a  sawhorse  and  bond  it,  an  insurance  company  will 
loan  trust  funds  on  it.    Taking  the  Farmers'  Bank  as 
another  example  of  how  the  financial  institutions  are 
allowed  to  fleece  the  public  one  might  well  ask  if  it  be  not 
time  we  gave  at  least  as  much  attention  to  this  as  to  some 
trade  questions.    The  way  the  Bank  was  assisted  in  its 
raid  upon  private  pocketbooks  by  a  trust  company  should 
be  fully  followed  up.    Common  ordinary  people  would 
like  to  know  the  difference  between  two  knights  of  the 
"jimmy"  who  divide  the  proceeds  of  their  haul  up  a  back 
lane  and  a  trust  company  which  puts  a  high  rate  of  interest 
and  a  "  bonus ' '  upon  its  loan  of  a  hundred  thousand  dollars 
to  a  bank  to  help  the  latter  deceive  the  government  and 
swindle  the  people.    There  are  some  things  done  in  high 
finance  that  when  figured  out  show  an  advantage  if  any- 
thing to  the  ordinary  midnight  operator. 


COMMONS  DEBATE. 

The  debate  in  the  House  of  Commons  at  Ottawa  on 
the  reciprocity  question  has  developed,  as  might  be  ex- 
pected, into  an  acrimonious  political  discussion  in  which 
gibes  and  personalities  seem  to  play  the  most  frequent 
and  most  outstanding  part.  It  may  be  after  all  a  political 
issue,  but  why  is  it  not  possible  to  have  a  few  men  on  both 
sides'  who  can  see  the  desirability,  if  not  the  necessity,  of 
discussing  in  a  practical  way  an  issue  that  is  so  ordinary 
in  its  bearings  at  least.  The  whole  occasion  is  a  strong 
reminder  of  the  seeming  impossibility  to  get  any  but  tools 
and  party  hacks  to  take  an  interest  in  public  affairs.  ^  It 
is  most  painful  to  witness  the  development  of  pusillanimity 
that  recent  debates  have  called  forth.  There  has  not  as 
yet  been  a  sensible  studious  speech  made  on  the  issue  by 
anyone  on  either  side.  The  people  want  to  know  the 
reasons  why  reciprocity  is  a  wise  thing  for  Canada  and 
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definite  proof  of  the  wisdom,  and  they  desire  also  to  know 
the  salient  reasons  why  the  pact  should  notfcbe  endorsed. 
Instead,  they  are  treated  to  avalanches  of  invective, 
rivers  of  scorn  and  sarcasm  and  torrents  of  mud.  It  is 
enough  to  make  anyone  despair  of  popular  government. 
How  long  would  a  business  concern  or  body  be  able  thus 
to  transgress  all  ideals  of  common  sense  and  business. 
The  time  and  money  wasted  by  blatherskites  and  schemers 
at  Ottawa  makes  one  wonder  if  a  simple  dictatorship  or 
even  a  despotism  might  not  be  better. 

GOING  AHEAD. 

Evidently  the  government  is  determined  to  go  ahead 
with  the  reciprocity  agreement  "willy-nilly."  It  has 
told  the  fruit  growers  and  bacon  men  they  were  too  late, 
and  just  here  seems  to  be  the  greatest  weakness  of  the 
whole  scheme.  Discussion  thus  is  mere  waste  of  wind, 
the  measure  has  to  be  adopted  without  recourse,  which 
is  a  peculiar  procedure,  and  indeed  a  most  dangerous  one. 
To  commit  the  country  to  a  definite  policy  upon  which 
it  has  had  no  opportunity  to  declare  itself  appears  high- 
handed, no  matter  whether  the  result  be  advantageous 
or  otherwise.  The  possibility  of  annexation  is  so  remote 
as  to  be  dismissed  as  a  foolish  and  vicious  cry.  No  trade 
pact  could  result  in  the  alienation  of  the  people's  affection 
from  the  mother  country,  against  which  no  grievances  have 
arisen  or  could  well  be  imagined.  We  are  too  old  now  to 
be  kidnapped,  and  as  to  secession  sentiment,  there  is  no 
such  thing  excepting  amongst  perhaps  a  few  enthusiatics 
American  colonists  in  the  West  whose  environment  is  a 
fairly  safe  antidote  to  political  frenzy.  It  looks  as  though 
the  whole  thing  constituted  a  clever  move,  or  at  least  a 
fortuitous  circumstance  making  possible  the  clever  move  in 
the  political  game  of  which  full  advantage  will  no  doubt 
be  taken.  Parliament  would  naturally  dissolve  next  year 
as  a  matter  of  course.  Here  is  an  issue  that  is  supposed 
to  appeal  to  the  agricultural  class  who  are  in  a  large  major- 
ity in  Canada.  The  idea  is  undoubtedly  to  snatch  a  ver- 
dict on  the  issue  before  there  has  been  sufficient  time  to 
prove  its  undesirability  or  otherwise.  It  is  one  that  will 
obscure  all  others  for  the  time  being. 

HIDES  AND  RECIPROCITY. 

It  has  been  pointed  out  that  when  the  duty  was  taken 
off  hides  by  the  United  States  some  time  ago,  hide  dealers 
and  tanners  expected  as  a  necessary  sequence  that  prices 
here  would  go  up  immediately.  On  the  contrary,  there 
was  practically  no  change  either  in  the  demand  or  prices, 
the  market  simply  showing  the  usual  sympathy  with  prices 
in  Chicago  and  New  York.  This  seems  to  throw  some 
light  on  the  promise  of  greater  remuneration  to  the  Cana- 
dian farmer  through  the  enlarged  market  provided  by 
reciprocity.  One  hundred  million  bushels  of  wheat  cannot 
affect  the  market  in  the  United  States,  which  raises  six 
or  seven  times  the  quantity  of  grain  we  do,  especially  as 
prices  are  established  not  by  New  York,  but  Liverpool. 
The  results  of  wheat  raising  in  Argentine  will  have  more 
effect  on  prices  in  Canada  than  any  opening  of  the  United 
States  to  our  products,  except  that  shipments  may  go 
after  reciprocity  by  way  of  Duluth  instead  of  Fort  William. 


The  same  would  seem  to  apply  to  general  produce.  The 
egg  market  in  New  York  last  week  was  lower  than  at 
Toronto  or  Montreal  by  five  cents  a  dozen.  Except  for 
localities  along  the  border  market  garden  produce  and 
fruit  will  be  apparently  in  the  same  position,  so  that,  as 
in  many  other  cases,  "the  far  field  looks  green." 

THE  SHOE  MERGER. 

Several  attempts  have  been  made  to  round  up  the 
shoe  trade  in  an  amalgamation.  Quite  a  large  order  of 
this  kind  was  attempted  a  few  years  ago,  but  fell  asunder 
because  of  its  very  magnitude.  Where  economies  in  buy- 
ing, producing,  distributing  and  management  can  be  real- 
ized by  amalgamation  there  is  always  an  incentive  and 
possibly  a  desirability  for  its  consummation,  but  as  we 
pointed  out  in  the  abortive  scheme  already  referred  to 
there  was  little  prospect  of  anything  being  accomplished 
but  the  lining  of  the  pockets  of  promoters  with  gold.  Un- 
fortunately this  seems  to  be  the  usual  foundation  for 
mergers  notwithstanding  any  ultimate  purpose  they  may 
accomplish.  The  recent  amalgamation  of  two  of  our 
largest  shoe  manufacturing  enterprises  seems  to  have 
much  to  commend  it  from  the  standpoint  of  prestige  of 
the  two  concerns,  possibilities  of  rearrangement  for  special- 
ization, and  particularly  the  economic  distribution  and 
administration.  Whether  these  may  be  offset  by  over- 
capitalization, heavy  salaried  officials,  and  the  fact  that 
the  distributing  organization  is  to  be  so  largely  used  by 
consolidated  interests  which  are  said  to  stand  behind  the 
merger,  remains  to  be  seen.  Whether  the  development 
of  other  enterprises  will  be  occasioned,  such  as  has  taken 
place  in  the  rubber  business  and  felt  trade,  by  taking  away 
the  individuality  of  these  two  concerns  that  for  nearly 
half  a  century  have  had  a  locus  fenens  in  the  leather  shoe 
trade,  the  future  also  will  disclose. 

QUALITY  IN  RUBBERS. 

As  pointed  out  elsewhere,  the  fight  in  rubber  footwear 
is  bound  to  be  more  and  more  one  of  quality.  The  "cut" 
must  be  taken  out  of  the  shoe  and  the  dealer  and  consumer 
stand  the  largest  chance  of  getting  it  under  the  fifth  rib 
in  such  a  conflict.  Most  of  the  concerns,  even  the  young- 
est, is  starting  out  to  make  thirds,  and  some  are  announc- 
ing fourths.  What  does  this  mean?  The  dealer  is  to  be 
given  a  shoe  at  whatever  price  he  demands,  and  the  result 
of  this  policy  promises  to  be  much  more  far  reaching  than 
might  appear.  There  have  been  enough  seconds  all  along 
in  the  rubber  business  to  keep  the  handler  in  hot  water. 
Rubbers  are  a  source  of  infinite  trouble  in  any  case.  There 
is  much  more  dissatisfaction  with  them  than  with  leather 
goods,  the  dealer  being  constantly  called  upon  to  make 
good  real  or  fancied  defects  in  manufacture.  To  put 
rubbers  in  the  hands,  or  rather  on  the  feet,  of  a  customer 
must  mean  to  invite  disaster  to  shoe  business  generally. 
It  will  never  pay  to  let  a  pair  of  rubbers  drive  a  customer 
to  a  competitor;  so  that  the  safety  of  the  dealer  just  now 
lies  in  handling  as  far  as  possible  the  best,  no  matter  what 
he  feels  like  doing  for  advertising  purposes.  Even  the 
best  is  to-day  not  what  it  was  even  five  years  ago,  not- 
withstanding the  arguments  put  up  for  guayule  and  other 


THE  SHOE  AND  LEATHER  JOURNAL 


37 


substitutes,  and  that  is  pretty  generally  the  opinion  of 
those  who  are  in  a  position  to  judge  of  their  wear. 

THE  CORONATION. 

Arrangements  are  being  completed  for  the  ceremony 
and  pageantry  of  the  coronation,  and  already  it  is  difficult 
to  secure  transportation  across  the  Atlantic  even  to  con- 
tinental ports,  so  great  is  the  travel  crush.  Word  has  just 
come  that  the  route  of  the  procession  is  to  be  shortened, 
and  therefore  the  seating  capacity  considerably  reduced. 
In  order  to  get  a  "look-in"  at  this  mediaeval  pomp  it  looks 
as  though  one  would  have  to  mortgage  his  automobile. 
However,  in  the  interest  of  London  tradesmen  the  cere- 
monies, or  at  least  the  celebration,  is  to  extend  over  a  con- 
siderable period,  so  that  whether  in  the  ancient  red  and 
gold  glass  coach  or  its  successor  (for  the  original  was 
burned  the  other  day)  almost  anyone  who  makes  the  effort 
stands  a  chance  of  seeing  royalty  in  all  its  gorgeous  trap- 
pings.   King  George  and  Queen  Mary  are  eminently 
sensible  and  deserving  sovereigns,  and  one  might  feel  on 
that  account  like  going  a  long  distance  and  putting  up 
with  a  good  deal  of  expense  and  inconvenience  to  see  them. 
To  know  their  sentiments,  as  evidenced  by  their  opinions 
and  conduct,  one  can  be  certain  that  they  only  from  neces- 
sity lend  themselves  to  a  great  deal  in  this  display  that  they 
cannot  approve.    There  must  be  a  lot  of  insufferable 
weariness  as  well  as  disgust  associated  in  their  minds  with 
the  trying  ordeal  through  which  they  are  compelled  to 
pass    When  it  is  considered  that  nine  hundred  out  of 
every  thousand  people  of  Great  Britain  die  in  poverty, 
while  eight  millions  of  them  struggle  on  the  ragged  edge 
of  starvation,  and  that  nearly  half  a  million  m  London 
alone  do  not  know  where  the  next  meal  is  to  come  from 
one  cannot  wonder  that  such  wasteful  extravagance  and 
tawdry  display  should  give  occasion  for  the  demonstra- 
tions that  frequently  take  place  in  Trafalgar  Square  and 
Hyde  Park. 

THE  HIGH  TOE. 


That  the  eye  can  become  accustomed  to  almost  any 
kind  of  monstrosity  is  attested  by  the  popularity  of  the 
coal-scuttle  hat  and  the  rhinocerous  toe.    It  is  claimed 
however  in  favor  of  the  latter  that  it  provides  desired 
room  and  therefore  comfort  for  the  foot.    It  is  a  question 
however,  whether  utility  or  faddisms  is  the  foundation  of 
a  style  which  is  as  ugly  as  it  seems  unnecessary.  Retailers, 
and  especially  repairers,  have  long  ago  reached  the  con- 
clusion that  the  high  toe  will  never  maintain  anything 
like  permanency  in  its  popularity.    Its  susceptibility  to 
wet  and  even  the  moisture  from  the  foot  which  causes  it 
to  break  down,  and  its  liability  to  strike  against  objects 
that  cause  the  leather  to  rub  and  peel  have  already  occa- 
sioned considerable  worriment  to  those  who  have  to  stand 
the  brunt  of  wearer's  displeasure.    The  box  toe  m  any 
case  is  a  problem  both  with  the  manufacturer  and  handler, 
and  while  it  may  give  a  certain  appearance  and  go  to  a 
shoe  there  is  the  danger  of  the  tail  wagging  the  dog  in- 
stead of  the  dog  the  tail.  We  have  had  several  toe  frenzie 
in  the  shoe  trade  in  the  past  decade  or  two,  the ^razor,  the 
bull  dog,  and  others  not  necessary  to  enumerate.  Ihese 


departures  from  the  sane  and  utilitarian  have  always 
proven  ephemeral  and  costly.  It  seems  necessary  to  be 
in  the  swim,  but  a  dealer  should  be  careful  that  the  ambi- 
tion to  develop  fancy  strokes  does  not  lead  him  to  take  in 
a  "  nosefull." 

BUY  SHOES. 

These  are  the  days  of  the  clever  salesman  with  the 
clever  sales  plan.  More  power  to  them  both  when  they 
are  at  their  best.   There  are  those,  however,  who  mis- 
take cuteness  and  deceit  for  the  honest  article  and  put 
them  into  practice  as  a  part  of  their  policy.  Now, 
any  manufacturer  or  retail  merchant  can  figure  out  a 
"scheme,"  but  it  takes  one  with  an  exceptionally  fair 
endowment  of  brains  to  figure  out  one  that  will  be 
fair  to  both  parties  to  the  transaction.    The  manu- 
facturer advertises  direct  to  the  public,  secures  free 
"readers"  in  the  daily  press  to  impress  you  with  his 
magnitude  and  puts  over  other  laughable  stunts  that 
even  a  babe  could  see  through  if  he  would  only  open 
his  eyes.    By  these  stunts  he  bears  down  the  retail 
merchant's  opposition,  flashes  a  contract  and  has  him 
tied  to  him  for  good  or  until  the  merchant's  lawyer 
can  find  a  loophole  in   the   agreement.    Now,  we 
heartily  endorse  any  legitimate  selling  assistance  that 
the  manufacturer  will  offer  to  you  in  the  retail  trade. 
Further,  we  believe  in  the  contract— if  it  is  a  fair  one. 
But  we  do  not  believe  that  the  retail  merchant  should 
let  himself  be  carried  by  these  plans  of  the  manufac- 
turer to  such  a  point  that  he  will  overlook  the  actual 
value  of  the  shoes  he  is  buying.    Listen  to  the  talk 
about  the  advertising  campaign,  the  wonderful  prestige 
of  the  line  and  all  the  rest  of  it,  but  when  it  is  all  over 
decide  your  action  purely  on  the  merits  of  the  shoes 
themselves.    You  cannot  afford  to  buy  window  cards, 
brass  signs,  advertising  campaigns  and  long  contracts 
unless  you  get  the  best  shoe  value  there  is  in  the  coun- 
try.   Be  sure  you  own  the  goods  when  you  pay  for 
them,  too— own  them  in  every  sense  of  the  word. 


BUY  SHOES— NOT  HEELS  AND  TOES. 

Don't  forget  when  ordering  for  fall  that  you  are 
buying  shoes.   The  average  merchant  to-day  is  buying 
lasts,  vamps,  heels,  toes  and  tips.    Don't  you  be  aver- 
age Buy  a  few  shoes  as  well.  We  dislike  to  cry  down 
any  advance  in  shoe-making,  and  maintain  that  the 
present  craze  is  not  an  advance.   It  may  be  considered 
as  concrete  evidence  of  the  advance  in  Canadian  shoe- 
making  in  that  Canadian  factories  are  showing  them- 
selves able  to  produce  as  "snappy"  a  looking  shoe  as 
any  made  in  any  country.    But  that  is  all.   You  must 
remember  that  you  are  the  one  that  pays  for  new 
lasts  and  new  patterns-and,  let  us  repeat,  they  cost 
real  money.     New  styles  are  so  uncertain  that  the 
manufacturer  is  compelled  to  add  an  unusual  amount 
for  their  use.    There  are  many  factories  producing  both 
style  and  shoes.     Be  willing  to  pay  for  both  for  you 
can't  buy  both  with  anything  other  than  real  hard  cash. 


3« 


Smith  and  Johnson  Discuss  Reciprocity 

Business  and  Politics  of  the  Great  Trade  Question  of  the  Hour. 


"That  fellow  Stalker  gives  me  a  pain.  You'd  think 
because  he  manages  a  bank  and  has  a  couple  of  letters  to  his 
name  that  he  was  the  whole  cheese;  and  that  Laval  like 
a  dog  that  thinks  he's  going  to  be  hit,  howls  before  he's  hurt." 
And  Sam  folded  up  the  paper  he  had  been  reading  and  threw 
it  on  his  partner's  desk  with  a  gesture  of  disgust.  It  was 
the  morning  after  the  meeting  of  the  Board  of  Trade  to  dis- 
cuss the  Reciprocity  "Pact." 

Politics  was  a  forbidden  subject  in  the  store,  Smith  and 
Johnson  being  on  opposite  sides  of  the  political  fence,  but 
for  business  reasons  it  was  tacitly  understood  that  political 
discussions  were  not  to  be  encouraged  even  on  the  part  of 
customers  and  visitors.  "With  some  hesitation,  therefore, 
"Billy"  Smith  took  up  the  thread  of  his  partner's  remarks, 
both  having  been  at  the  meeting  referred  to  in  the  town  hall 
the  previous  evening. 

"I  thought  Stalker's  address  was  sensible,  practical  and 
very  moderate,  and  I  consider  he  showed  conclusively  that 
Canada  can't  afford  to  be  drawn  just  now  into  any  such 
dangerous  arrangement.  What's  to  become  of  the  railways 
and  canals  we've  built  in  the  last  thirty  years?  Are  we 
going  to  throw  our  home  trade  just  when  we've  built  it  up 
to  a  respectable  amount  into  the  hands  of  those  who've 
never  contributed  a  copper  cent  to  make  it?  I  don't  think 
it  needs  much  intelligence  to  see  that  with  reciprocity  trade 
will  run  north  and  south  instead  of  east  and  west,  and  then 
cities  like  Seattle,  St.  Paul,  Chicago,  Detroit,  Buffalo,  Port- 
land New  York  will  get  what  ought  to  go  to  Vancouver,  Win- 
nipeg, Port  Arthur,  Toronto,  Montreal,  Quebec,  St.  John  and 
Halifax.  I  think,  too,  that  Stalker  proved  conclusively  that 
all  these  Yankee  towns  would  benefit  without  the  Canadian 
farmer  being  a  dollar  better  off.  The  wheat  market  isn't 
run  from  Chicago,  but  from  Liverpool,  and  the  only  effect 
of  the  Reciprocity  Pact  will  be  to  give  American  millers  a 
chance  to  take  away  our  wheat  and  put  the  industry  here 
on  the  bink.  It's  going  to  paralyze  the  lumber  business  too 
in  British  Columbia,  and  put  the  fruit  business  in  a  hole  all 
over  our  country.  Besides,  after  getting  a  lot  of  British 
capital  into  the  country  and  getting  Canada  so  well  adver- 
tised over  in  the  old  land  it  would  put  back  the  clock  for  us 
a  generation.  It's  going  to  be  hard  enough  anyway  to  main- 
tain loyalty  to  British  connection  with  the  French  in  the 
East  and  the  Yankees  and  other  foreigners  pouring  into  the 
West  without  establishing  trade  connections  across  the 
border." 

"There  you  are,  Billy,  on  the  only  argument  these 
'anti's'  seem  to  put  up  in  the  controversy.  It  makes  me 
tired  to  hear  this  everlasting  blatt  about  loyalty  shoved  at 
you  by  politicians  and  manufacturers  when  their  interests 
or  pockets  are  touched.  These  suckers  who  are  so  afraid 
of  someone  stealing  the  country  make  me  feel  like  saying 
something  cross.  What  do  you  suppose  Laval  cares  for 
Canada  if  he  couldn't  make  a  good  fat  thing  out  of  hog  stick- 
ing. You  bet  he'd  be  in  Buffalo  next  week  is  he  could  make 
a  thousand  a  year  more.  Why  can't  he  with  the  same 
chances  in  the  hog  market  and  with  his  finished  product 
stand  pat  on  his  own  ability  to  do  business  even  on  the  loyalty 
basis?  It  seems  to  me  it's  up  to  the  government  to  give  the 
farmer  the  same  show  the  tariff  has  been  giving  the  manu- 


facturer. Give  him  a  chance  at  the  larger  market.  He 
ought  to  know  what  he  wants  better  than  bank  managers 
and  manufacturers.  The  farmer  to-day  is  no  slouch,  Billy. 
He  has  been  getting  the  business  end  drilled  into  him  by 
farmers'  institutes  and  his  wits  sharpened  by  manufacturers' 
associations  until  he's  able  to  sit  up  and  take  a  little  nourish- 
ment. Just  here,  Billy,  let  me  say  I  think  it's  in  the  interest 
of  the  retail  business  man  to  see  the  farmer  get  all  he  can  for 
his  stuff.  It  means  he'll  have  more  money  to  spend  and  in 
the  long  run  the  manufacturers  will  be  the  gainers  also." 

"Yes,  Sam,  but  what  do  you  really  think  of  two  elderly 
gentlemen  like  Fielding  and  Patterson  undertaking  to  fix 
this  whole  thing  up  without  consulting  even  the  farmer  who 
is  supposed  to  be  so  much  benefited,  not  to  speak  of  interests 
such  as  implements,  automobiles,  cement,  wood  pulp,  lumber, 
and  so  forth,  which  are  so  intricate  in  their  bearings  that  even 
those  intimately  connected  with  them  differ  in  opinion  as  to 
their  requirements?  I  have  lots  of  confidence  in  the  ability 
of  these  two  men,  and  I  believe  they  think  they  have  brought 
back  a  good  thing  from  Washington,  but  I  don't  think  you'll 
get  many  people  to  believe  the  proposition  is  much  better 
than  a  gold  brick. 

"What  else  could  they  do,  Billy?  We  have  been  dicker- 
ing with  the  United  States  for  over  forty  years  to  try  and  get 
them  take  up  the  question  of  reciprocity — in  fact,  ever  since 
the  treaty  of  1854  was  cancelled  after  the  American  war  in 
1866.  They  would  never  talk  to  us  except  on  the  question 
of  an  interchange  of  manufactures  as  well  as  food  and  natural 
products,  and  now  when  they  say  they're  ready  to  talk  to  us 
on  our  own  proposition  you  want  our  people  to  run  away. 
It  reminds  me  of  a  couple  of  school  boys  trading  jack  knives 
or  tops  and  one  get's  leery  because  he  thinks  the  other  lad 
is  too  anxious  to  swap.  What  the  dickens  is  there  to  be 
afraid  of?  These  people  say  they  are  willing  to  trade  with 
us,  and  the  reductions  in  their  duties  will  be  two  dollars  to 
every  one  of  ours,  but  just  because  it  looks  as  though  they 
were  giving  us  the  handle  of  the  jug  a  lot  of  muts  are  stirring 
up  trouble  and  talking  the  usual  rot  about  the  Trojans  and  the 
wooden  horse.  It  would  make  a  wooden  horse  laugh  to  see 
men  with  such  wooden  heads!" 

"That's  one  side  of  it,  Sammy;  but  suppose  we  change 
all  the  currents  of  our  trade  for  a  year  or  two  and  instead  of 
sending  our  foodstuffs  to  the  old  country  we  find  it  handier 
to  send  them  south.  Then  just  as  we  get  everything  run- 
ning smoothly  along  comes  a  tariff  agitation  in  the  States 
and  we  are  left  standing  like  a  lot  of  fools  just  as  we  were  in 
1866.  We'd  have  to  begin  over  again  and  build  up  our  over- 
seas trade  and  learn  the  lesson  never  to  throw  away  dirty 
water  till  we  get  clean." 

"  Billy,  all  this  is  theory.  We're  now  doing  about  a  hun- 
dred million  dollars  worth  of  trade  with  the  "United  States, 
mostly  in  natural  products.  Twenty-five  years  ago  we  only 
did  about  a  third  of  this.  Are  we  any  worse  off  'patriotically ' 
or  'imperially'  than  we  were  when  our  trade  was  only 
$30,000,000,  and  will  we  be  out  and  out  annexationists  if  our 
trade  gets  to  be  $150,000,000  or  $200,000,000  in  the  next 
ten  years,  which  it  seems  likely  to  be  whether  we  go  into  the 
pact  or  not?    I  guess  not." 

"Just  the  same,  Sam,  the  whole  thing  is  a  departure  from 
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a  course  we've  been  forced  to  take  by  the  very  people  who 
are  now  chasing  us  so  hard  for  our  business.  We  wanted  to 
trade  with  them  badly  forty  years  ago,  and  they  turned  their 
backs  on  us  then  and  since.  We  were  forced  to  spend  millions 
developing  the  country  and  its  foreign  trade.  Now  when 
tbey  see  we  are  able  to  run  our  own  show  and  when  they 
realize  that  we  have  the  goods,  they  want  to  take  advantage 
of  all  that  we've  done  to  establish  our  independence.  It 
looks  queer,  Sam.    There  is  a  nigger  in  the  fence  somewhere." 

"Yes,  that's  the  argument  of  the  politician,  Billy,  but 
it's  blamed  rot.  You  might  as  well  say  that  we  should  turn 
our  backs  upon  a  customer  we'd  tried  for  years  to  get  because 
one  day  he  comes  into  the  store  and  shows  a  friendly  interest 
in  our  goods  and  prices.    Isn't  that  right?" 

"Not  exactly,  Sam.  We'd  sell  him  all  he  wanted  unless 
we  found  that  by  selling  him  it  was  interfering  with  other 
custom  we  found  profitable  and  who  were  likely  to  be 
longer  with  us.  It  depends  upon  the  man  and  his  purpose, 
Sam." 

"I'm  afraid,  Billy,  it's  politics  more  than  business  after 


all,  and  the  same  old  'line  up'  will  take  place  in  spite  of  the 
merits  of  the  case." 

"I  think  it's  politics  all  around,  Sam,  if  you  ask  me.  1 
think  the  government  has  to  have  an  issue  to  go  to  the  coun- 
try with  next  year,  and  they  have  found  this  the  most  con- 
venient to  get  rid  of  the  other  issues,  such  as  graft  and  so 
forth  They  will  catch  the  majority  of  the  farmers  with 
the  cry  of  larger  markets  and  cheaper  implements  and  that's 
about  all  there's  to  it." 

"Well,  in  any  case,  Billy,  I  hope  the  'loyalty  cry  will 
be  left  at  home.  It's  been  said  that  patriotism  is  the  last 
refuge  of  the  scoundrel.  I  never  hear  a  man  raise  this  cry 
of  patriotism  in  an  election  that  I  don't  ask  myself,  where 
is  the  axe?  For  my  part  I  think  reciprocity  is  the  same  as 
other  things  that  have  aroused  opposition.  We  will  find  out 
after  all  the  kicking  and  howling  it  will  turn  out  a  good  thing 
for  the  country.  Anyway  we  will  likely  have  a  try  at  it  or 
I'll  miss  my  guess  and  I  don't  see  how  it  can  do  any  harm  to 
us  retailers."  And  Sam  picked  up  the  duster  and  made  for 
the  other  end  of  the  store. 


One  of  the  Successful 

Who  Attained  His  Success  by  Stick-to-ativeness  and  Unflagging,  Intelligent  Effort. 


J.  M.  Petermann,  president  and  manager  of  Petermann 
Shoes  Ltd.,  is  a  firm  believer  in  advertising,  and  by  the  same 
token  has  one  of  the  most  up-to-date  and  commodious  shoe 
stores  in  Montreal.    Another  example  of  the  result  of  steady.. 

persistent,  intelligent 
effort   along  one  line, 
Mr.   Petermann  broke 
into  the  shoe  business 
in    Toronto    when  a 
young    boy,    and  has 
never    changed  from 
his  first  affection.  He 
has    all    through  his 
career  been  a  believer 
in  having  an  object  in 
view    and    aiming  at 
that    object  always. 
For    fifteen    years  he 
worked     in  Toronto, 
patiently  and  thorough- 
ly grasping  the  many 
details    of    the  retail 
shoe  trade.    He  finally 
went   to   Uncle  Sam's 
territory  to  broaden  his  experience  and  get  in  touch  with 
the  latest  ideas.    After  spending  several  fruitful  years  in 
Rochester  and  Buffalo,  the  result  of  his  efforts  became  ap- 
parent when  he  came  back  to  the  city  of  his  first  love,  To- 
ronto, as  manager  of  the  shoe  department  of  the  then  le- 
cently  reorganized  Robert  Simpson  Co.    This  was  m  189/. 

After  five  successful  years  there,  he  was  finally  per- 
suaded to  come  to  Montreal  in  1902  as  manager  of  W.  H 
Scroggie's  shoe  department,  which  he  installed.  Montreal 
was  entirely  new  to  him  at  that  time,  but  has  evidently  won 
his  regard,  for  he  has  remained  here  ever  since.  After  foul 
years'  service  with  this  firm,  he,  like  many  another  man,  be- 


J.  M.  Petermann 


came  desirous  of  starting  business  for  himself,  and  with  this 
end  in  view,  took  over  the  complete  interest  in  the  shoe 
department  of  the  Hamilton  Company.  Three  years  later 
he  assumed  the  active  management  of  Petermann  Shoes, 
Ltd.,  his  present  location. 

Mr.  Petermann  believes  thoroughly  in  the  old  adage. 
"A  rolling  stone  gathers  no  moss."  Six  changes  in  a  life- 
time of  effort  is  evidence  of  that  fact.  His  recipe  for  suc- 
cess, as  stated  before,  is  to  have  an  object  in  view,  and  to 
attain  that  object,  by  hard  work,  intelligent  study  of  details, 
courtesy  of  demeanor,  and  last,  but  not  least,  persistent,  de- 
termined effort.  His  advice  to  his  employes  has  always  been 
modeled  after  his  own  experience :  "Change  your  position  as 
seldom  as  possible,  and  then  only  to  better  yourself;  work 
hard  and  intelligently.  Your  employer  cannot  help  reward- 
ing you  according  to  your  worth.  Some  one  else  will,  if  he 
doesn't.  Good  men  are  scarce  enough  to  be  in  the  limelight 
most  of  the  time."    Fairly  sound  advice  that ! 

He  is  a  thorough  believer  in  regular,  intelligent  adver- 
tising, as  is  evidenced  by  the  space  he  uses  in  the  daily 
papers.  He  also  believes  in  standing  behind  promises  made 
and  goods  advertised;  also  in  the  value  of  having  a  thorough 
system  for  keeping  track  of  stock,  and  in  general  store  man- 
agement. No  large  business  can  be  successful  without  such 
a  system. 

Very  shortly,  this  progressive  retailer  will  open  up  the 
first  exclusively  men's  shoe  store  in  the  uptown  district,  as 
he  believes  the  time  is  ripe  for  such  a  departure.  To  this 
end  he  is  now  selling  out  his  stcck  of  ladies'  and  children's 
footwear.  Apparently,  the  time  is  drawing  closer  for  spe- 
cialization in  the  retail  shoe  trade. 

Such  loyalty  to  one  line  of  business  as  Mr.  Peterman 
nas  shown  deserves  the  success  he  has  enjoyed,  and  we 
have  confidence  will  continue  to  enjoy  in  this  exclusive 
line  to  which  he  purposes  devoting  his  time  and  talents  in 
the  future. 
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Are  Your  Cartons  Uniform 

First  Impressions  Important — Uniform  Cartons  Prepossessing — Frank  Discussion  from  the  Customer's 

Standpoint — Methods  for  Getting  this  Result 


How  manj'  shoemen  take  seriously  into  account  the 
importance  of  the  impression  received  by  the  prospective 
purchaser  as  he  has  his  first  look  around  after  entering  the 
store?  Judging  by  appearances  a  lot  of  them  consider  it  a 
negligible  factor — to  their  great  detriment.  For  first  im- 
pressions are  usually  lasting,  and  are  nearly  always  confirmed 
by  subsequent  impressions.  Even  should  snap  judgments 
of  this  nature  prove,  upon  maturer  judgment,  to  be  erroneous, 
a  prejudice  has  been  formed  which  can  only  with  difficulty 
be  successfully  combatted.  This  point  can  be  made  of  mate_ 
rial  assistance  to  every  shoeman  if  he  so  plans  his  store  that 
this  prejudice  works  in  his  favor. 

The  Appearance  of  the  Shelving. 

Probably  the  first  thing  that  strikes  the  eye  of  the  ob- 
servant person  in  entering  any  shoe  store  is  the  general  ap- 
pearance of  the  shelving  and  cartons  on  either  side.  And  it 
usually  happens  that  this  is  a  very  good  criterion  to  judge 
both  the  proprietor's  personality  and  the  standing  of  the 
business. 

In  many  stores,  on  looking  toward  the  rear,  the  observer 
on  enterng  sees  in  diminishing  peispective  on  each  side  a 
hodge-podge  of  differently  colored  labels  looking  pretty  much 
like  a  vertical  checkerboard  with  multi-colored  squares  in- 
stead of  in  two  colors  only.  And  often  the  lack  of  color  har- 
mony is  glaring.  When  you  add  to  this  weakness  gaps  of 
greater  or  less  extent  all  along  the  shelving,  delapidated 
cartons  and  cartons  of  unequal  length,  the  combined  effect 
points  to  a  slovenly,  indifferent  proprietor  and  a  generally 
run  down  business. 

The  pity  of  it  is  that  it  is  so  unnecessary — and  so  detri- 
mental to  success.  When  a  shoeman  has  to  fight  such  an 
attitude  of  mind  on  his  customer's  part,  he  is  "up  against 
it  good  and  hani,"  to  use  a  colloquial  expression.  In  fact, 
he  will  find  "t  decidedly  more  beneficial  to  use  the  energy  he 
thus  expends  many  times  daily  in  remedying  existing  con- 
ditions, thus  making  initial  unfavorable  prejudice  impossible. 

Uniform  Cartons. 

Install  a  uniform  carton  system.  This  is  a  very  simple 
matter.  Some  dealers  try  to  do  this  by  making  an  arrange- 
ment with  each  manufacturer  or  jobber  with  whom  they  deal 
whereby  all  shoes  shall  be  delivered  in  cartons  approximating 
a  certain  measurement  as  closely  as  possible.  They  then 
olace  their  own  labels  on  the  ends  of  the  cartons.  This  is  a 
decided  ;mprovement  over  the  multi-colored,  many-sized 
cartons  often  used:  but  it  is  not  an  ideal  method  by  any  means. 
The  most  serious  objection  is  that  such  cartons  are  not  abso- 
lutely the  same  size,  and  the  dealer  may  find  that  whereas 
five  cartons  may  occupy  two  inches  too  much  space  in  one 
division  of  his  shelving  four  will  leave  a  gap.  This  detracts 
greatly  from  the  appearance  of  the  stock,  and  cannot  be 
remedied  by  inserting  a  carton  on  its  side  as  is  so  often  done. 
This  only  makes  the  matter  worse.  Moreover,  such  cartons 
may  be  manufactured  from  cardboard  stock  of  different  color 
and  weight.  This  tends  to  give  a  mottled  appearance  to  the 
shelves:  again,  one  carton  will  become  delapidated  more 
quickly  than  another,  necessitating  constant  changing  of 
stock  and  labels. 


The  ideal,  though  the  most  expensive  method,  is  to 
divide  the  shelving  into  sections  of  uniform  height  and  width, 
which  should  be  just  large  enough  to  admit  two  rows  of  five 
or  six  cartons  each  without  crushing,  but  not  wide  enough 
for  any  gap.  One  dealer  had  cartons  made  measuring  15  in. 
x  4}i  in.  x  4><  in.  In  these  can  be  fitted  exactly  the  largest 
sizes  of  men's  shoes  he  handles.  In  the  case  of  the  smaller 
men's  and  all  the  women's  sizes  there  is  a  little  room  to  spare. 
Each  division  in  the  shelving  on  both  sides  is  just  large 
enough  to  contain  two  rows  of  six  cartons  each.  He  believes 
so  strongly  in  uniformity  in  size  that  all  of  his  stock  of  chil- 
dren's shoes  is  placed  in  the  uniform  cartons  in  the  original 
boxes.  His  store  certainly  looks  the  part,  and  is  a  model 
in  this  regard.  It  is  important  that  cartons  should  not  be 
so  wide  as  to  be  ungainly,  and  that  the  front  end  of  each 
should  be  exactly  flush  with  the  shelving. 

Uniform  Labels. 

These  strengthen  the  favorable  impression  caused  by 
uniformity  in  size.  It  detracts  from  the  general  appearance 
of  the  stock  if  the  labels  are  made  the  exact  width  of  the 
carton.  It  is  preferable  to  leave  a  small  border  on  each  side 
of  the  label,  which  should  just  touch  the  edge  of  the  lid.  The 
latter  serves  as  a  border  at  the  top.  None  is  necessary  at  the 
bottom. 

In  choosing  a  color  for  the  label  always  remember  that 
the  more  neutral  tints  look  best  in  the  aggregate,  and  this  is 
what  should  be  considered.  A  bright  red,  green  or  blue  may 
look  attractive  enough  singly,  but  if  a  customer  entering  the 
store  be  confronted  with  two  solid  rows  of  vivid  coloring,  one 
on  each  side,  the  effect  is  too  startling  to  be  pleasing.  Stick 
to  the  quieter  shades  of  color.  When  ordering  these  labels 
it  is  just  as  easy  to  have  them  gummed,  which  will  obviate 
to  a  large  extent  the  dirty,  sticky  job  of  pasting  them  on. 
The  outside  should  contain  the  firm  name,  the  stock  number, 
the  width  of  the  last,  and  the  retail  price.  The  cost  price  in 
ciphers  is  not  necessary,  as  the  shoeman  who  is  familiar  with 
his  stock  will  know  that  instantly  from  the  stock  number. 
It  also  looks  better  to  the  customer  to  have  everything  in 
plain  figures  on  the  label. 

Stamp  all  figures  on  the  label  in  preference  to  writing 
them  on.  It  is  much  neater,  and  helps  to  foster  the  impres- 
sion you  are  striving  for.  A  catch  phrase  such  as  "Foster's 
Fine  Footwear,"  printed  across  the  lid  of  the  carton  just  over 
the  label  is  also  a  good  idea.  If  certain  branded  lines  are 
carried  and  you  wish  to  show  the  name  on  the  labels,  it  will 
not  detract  from  the  general  uniformity  in  the  slightest  so 
long  as  they  are  made  subordinate  to  the  firm  name.  Some- 
times the  latter  can  be  turned  into  a  sort  of  trade  mark  to 
good  advantage.  A  shoe  retailer  named  Larose  secured  this 
effect  very  effectively  and  neatly  by  having  printed  in  the 
exact  centre  of  each  label  a  delicate  red  rose.  The  e.fect 
from  the  front  of  the  store  is  very  striking. 

Uniform  Arrangement. 

It  impresses  a  customer  very  favorably  when  the  shoe- 
man  can  at  once  place  his  hand  on  any  size  and  style  of  shoe 
desired.    Nothing  makes  a  prospective  purchaser  more  im- 
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patient  than  to  have  to  wait  while  a  salesman  pulls  out  car- 
ton after  carton  here  and  there  in  his  endeavor  to  find  what 
he  is  looking  for.  Getting  fitted  is  usually  tedious  enough 
without  adding  to  the  bother  in  this  way.  One  live  retailer 
arranges  his  stock  numerically,  according  to  stock  numbers 
from  front  to  back.  For  example,  the  300  line  denotes  the 
styles  of  men's  patents  ;  the  400  line,  the  grades  and 
styles  of  black  calf  shoes  ;  the  500  line,  tans  and  fancy 
colored  calfs.  Women's  shoes  number  from  600  up,  slippers 
and  pumps  from  100  to  300.  The  stock  is  arranged  with 
the  smaller  numbers  on  the  lower  shelves,  and  the  largest 
on  the  top.  Women's  lines  occupy  one  side  of  the  store, 
men's,  the  other.  By  this  arrangement  he  can  at  once  place 
his  hand  on  any  size,  style  or  quality  of  shoe  required.  The 
sizes  usually  called  for  are  thus  within  easy  reach.  Rubbers 
are  placed  under  uniform  labels  as  in  the  case  of  shoes,  but 
are  kept  beneath  the  horizontal  shelf  running  the  full  length 
of  the  store  on  both  sides.  With  these  also  there  is  not  the 
slightest  confusion.    There  is  a  place  for  everything. 

It  is  very  important  to  the  proper  handling  of  such  a 
system  that  there  should  be  no  gaps  anywhere  in  the  shelving. 
Of  course,  when  cartons  are  specially  made,  none  are  given 
away  with  the  shoes  sold.  When  a  carton  is  empty  it  is  put 
back  in  its  place  upside  down.  This  indicates  that  it  is 
empty,  and  does  not  detract  at  all  from  the  general  appear- 
ance of  the  shelving.  Such  action  should  be  made  obligatory 
on  the  part  of  all  salesmen.  Gaps  will  ruin  the  effect  you  are 
going  to  so  much  trouble  to  secure,  besides  creating  an  im- 
pression that  the  stock  is  rapidly  going  to  seed.  Only  one  or 
two  cartons  at  a  time  should  be  removed  from  the  shelves; 
if  several  are  taken  down  and  carelessly  returned  the  whole 
system  soon  becomes  disorganized  through  cartons  being 
mixed.  Moreover,  the  moment  a  carton  becomes  in  any  way 
broken  replace  it. 

Keep  Extra  Cartons  on  Hand. 
Either  in  the  storeroom  or  on  a  section  of  unused  shelving 
near  the  rear  of  the  store  at  least  one  hundred  spare  cartons 
should  be  kept  in  reserve.  If  kept  on  the  shelves  they  will 
look  the  same  as  the  filled  cartons,  except  that  the  lables  will 
contain  no  marks  of  any  kind.  These  will  be  put  on  when 
in  use.  Cartons  will  be  broken  in  spite  of  care;  extra  stock 
is  constantly  arriving,  therefore  it  is  well  to  be  on  the  safe 
side.  The  original  cartons  in  which  the  shoes  arrive  can  be 
used  when  wrapping  them  up  for  the  purchasers.  It  looks 
rather  shoddy  to  tie  up  purchases  in  ordinary  wrapping  paper 
unboxed  and  does  not  create  the  best  impression. 

The  above  system,  as  outlined,  will  cost  more  than  the 
happy-go-lucky  methods  used  by  many  retailers,  but  the 
results  will  justify  the  expenditure.  Any  reputable  paper- 
box  manufacturer  will  make  and  deliver  cartons  for  three 
cents  each,  some,  no  doubt,  for  less.  This  should  not  stand 
in  the  way  of  increased  efficiency. 


Height  of  Shelving. 

More  and  more  live  shoemen  are  coming  to  realize  the 
great  importance  of  leaving  several  feet  of  space  between  the 
top  of  the  shelving  and  the  ceiling.  The  amount  of  space 
thut  left  depends  upon  the  height  of  the  store.  In  any  case 
it  should  not  be  less  than  two  feet,  preferably  four. 

There  is  a  two-fold  advantage  in  doing  this.  The  stock 
on  the  top  shelf  can  be  reached  without  the  use  of  the  cum- 
bersome and  awkward  trolley— always  an  unmitigated  nuis- 
ance. It  may  be  all  right  for  a  hardware  store,  but  looks 
very  much  out  of  place  in  a  shoe  store.    Furthermore,  by 


papering  the  walls  all  along  this  space  with  wall  paper  har- 
monious in  coloring  with  the  carpet  on  the  floor  or  with  the 
general  color  tone  of  the  store,  a  border  effect  is  secured  which 
adds  very  much  to  the  appearance  of  the  whole  establishment. 
This  paper  should  be  dark  in  color  so  as  not  to  show  the  dirt 
quickly.  One  dealer  whose  store  is  long  and  rather  narrow 
gives  it  an  exceedingly  striking  appearance  by  painting  his 
shelves  a  light  cream  and  papering  the  walls  above  the  shelves 
with  a  dark  green  striped  paper  and  border  to  match.  The 
rugs  on  the  floor  are  also  green.  Along  the  top  of  the  shelving 
on  either  side  small  palms  and  other  evergreen  plants  are 
placed  at  intervals,  but  not  a  single  carton.  The  cost  of 
obtaining  this  effect  was  very  little,  and  it  has  made  the  store 
the  most  talked-of  place  in  that  town.  In  fact,  the  retailer 
in  question  could  have  quite  accurately  charged  the  whole 
cost  to  advertising  appropriation. 

Keep  this  Space  Clear. 

There  is  little  use  in  going  to  trouble  and  expense  to 
attain  this  end  unless  the  space  on  top  of  the  shelving  is  kept 
absolutely  free  from  cartons.  There  are  some  shoemen  who 
have  very  little  storage  space.  Perhaps  this  difficulty  could 
be  largely  done  away  with  if  they  adopted  the  method  used 
by  one  in  a  similar  fix.  He  moved  the  shelving  on  one  side 
three  feet  out  from  the  wall  from  the  middle  to  the  rear  of  the 
store.  In  the  space  thus  created  between  the  shelving  and 
the  wall  he  was  able  by  careful  arrangement  of  impromptu 
shelving,  to  store  several  hundred  pairs  of  shoes.  In  front 
of  the  angle  made  by  this  arrangement  he  placed  his  office. 
The  change  was  thus  little  noted,  and  he  was  able  to  keep  the 
top  of  his  shelving  clear. 

Some  shoemen  occupy  stores  anything  but  modern, 
with  shelving  from  floor  to  ceiling.  It  would  make  such 
stores  much  more  attractive  if  several  feet  were  cut  off  the 
top  and  storage  room  found  in  some  other  way.  Generally 
the  stock  can  be  so  arranged  that  unseasonable  goods  can  be 
stored  away,  leaving  room  enough  for  all  steady  selling  lines 
and  for  lines  the  shoeman  desires  to  dispose  of. 

Floor  Arrangement. 

It  should  be  remembered  that  the  result  we  are  trying 
to  reach  by  the  suggestions  in  this  article  is  not  so  much  to 
facilitate  the  handling  of  stock— although  this  will  be  the 
case— as  to  secure  the  approbation  and  good  will  of  the  cus- 
tomer by  means  of  a  favorable  first  impression  which,  as  was 
stated  previously,  is  most  important.    There  are  many  other 
details  that  might  be  gone  into  here  if  space  permitted,  the 
proper  attention  to  which  adds  to  the  general  effect.  But, 
undoubtedly,  neat  shelving,  evenly  divided,  filled  with  uni- 
form cartons  uniformly  labeled ;  a  space  left  between  shelving 
and  ceiling,  papered  and  decorated;  these  are  general  features 
to  which  the  eye  is  at  once  favorably  attracted.    To  them 
can  be  added  careful  floor  arrangement.    If  the  chairs  be 
neatly  arranged  back  to  back  in  perfect  line  facing  the  shelves 
on  either  side;  if  a  neat  carpet  or  linoleum  be  laid  along  the 
aisle  between  the  chairs;  if  all  footrests  and  show  cases  are 
placed  in  perfect  order  and  kept  that  way  the  favorable  im- 
pression compelled  by  the  neat  and  orderly  sides  of  the  store 
will  be  greatly  increased. 

These  are  the  things  the  customer  sees  before  the  shoe- 
man  gets  the  chance  to  grow  eloquent  over  his  goods  and  his 
service.  Well  for  him  if  the  impression  be  favorable;  if  not, 
he  has  his  work  cut  out  for  him  to  make  a  friend  of  that  cus- 
tomer. And  working  along  these  lines  it  is  easy  to  secure 
results. 
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Good  Advertising 

Copy  Should  be  Seasonable  and  Timely — How  to  Brighten  Up  Copy — Importance  of  Studying 
Both  Human  Nature  and  the  Goods  Advertised 


As  stated  previously,  the  element  of  seasonableness  is 
a  most  important  one  in  most  advertising  copy,  especially 
the  retail  variety.  For  example,  the  fall  and  early  winter 
seasons  are  the  best  times  to  advertise  felt  shoes  and  over- 
shoes at  regular  prices,  though  clearing  sales  may  be  put  on 
at  a  later  date.  On  the  contrary,  you  should  use  little  space 
in  winter  exploiting  Oxfords.  Such  advertising  would  be  a 
gross  error  in  judgment.  Heavy  weather  boots  are  most 
successfully  advertised  in  the  early  fall  before  the  rubber 
season  begins,  and  in  early  spring  when  people  who  have  been 
wearing  rubbers  or  overshoes  all  winter  for  warmth  are 
anxious  to  be  rid  of  them,  and  yet  to  have  footwear  both 
cold-  and  water-proof.  This  feature  must  be  carefully 
watched  that  the  best  results  may  be  obtained. 

Again,  copy  should  be  timely.  By  that  is  meant  using 
events  of  local  import  to  add  interest  to  copy.  If  weather 
conditions  haA*e  been  such  that  your  local  sidewalks  are 
covered  with  an  icy  coating,  there  is  your  opportunity  to 
feature  rubber -soled  boots  for  the  younger  generation  and 
ice-creepers  for  the  older  folks.  Any  retailer  who  intelli- 
gently reads  the  ads.  in  large  daily  newspapers  cannot  fail 
to  note  how  often  this  feature  of  timeliness  is  taken  advan- 
tage of.  For  example,  after  a  fare  of  more  than  local  interest, 
did  you  ever  notice  the  strong,  forceful  ads.  of  fireproof  safes? 
Of  the  need  for  fire  insurance  before  and  not  after  the  event? 
That  is  the  strongest  kind  of  advertising,  as  it  literally 
"strikes  while  the  iron  is  hot,"  when  people  are  deeply  inter- 
ested. The  live  shoeman  does  not  lack  opportunites  of  this 
nature.  The  next  time  someone  in  your  locality  breaks  his 
leg  on  an  icy  walk,  then  has  his  suit  for  damages  against  the 
corporation  rejected  because  he  did  not  wear  rubbers,  get 
busy  and  advertise  rubbers  and  overshoes  at  once,  using  this 
as  a  peg  on  which  to  hang  your  argument.  You  will  find  it 
pays  if  done  before  interest  cools  down. 

Avoid  Overworked  Phrases. 

Even  if  it  takes  some  extra  exercise  of  grey  matter  to 
accomplish  it,  keep  away  from  such  tiresome  phrases  as,  "we 
beg  to  announce,"  "we  lead — others  follow,"  and  so  forth. 
They  reduce  any  ad.  to  a  common  dead  level  and  kill  all 
interest. 

Brighten  up  the  copy  as  much  as  possible.  One  way  of 
doing  this  is  to  paragraph  frequently,  though  this  can  be 
overdone.  Too  many  paragraphs,  however,  is  a  fault  in 
the  right  direction.  Short  sentences  also  help  to  brighten 
up  the  argument.  The  interest  does  not  lag  as  is  the  case 
where  long  involved  sentences  are  used.  You  need  not  fear 
to  use  don't,  won't,  shouldn't,  and  expressions  of  that  nature. 
It  brings  you  closer  to  your  readers.  On  the  other  hand,  if 
you  are  stating  the  fact  that  no  one  can  equal  some  particu- 
lar line  of  shoes  at  the  price,  don't  say  "We  have  com- 
petitors beaten  a  mile."  That  is  going  too  far  in  the  other 
direction. 

Study  Human  Nature. 

The  successful  advertiser  has  to  be  a  student  of  human 
nature.  He  must  learn  to  place  himself  in  the  other  fellow's 
shoes — to  find  out  how  he  looks  upon  things  and  what  inter- 


ests him.  It  is  stated  on  good  authority  that  a  highly-paid 
advertising  manager  of  one  of  the  largest  implement  houses 
in  the  States  takes  periodical  trips  to  the  country  incognito, 
sits  on  fence  rails  in  the  most  democratic  manner,  and  gets 
close  to  the  average  farmer's  ways  of  looking  at  things,  his 
wants,  his  ideas,  and  his  aspirations.  He  comes  back  loaded 
up  with  talking-points  that  are  effective  with  the  farmers 
because  he  has  grasped  their  point  of  view.  The  shoeman 
can  apply  this  suggestion  to  his  own  business  quite  readily, 
and  with  astonishing  results.    Be  a  good  "mixer."    It  pays. 

When  advertising  to  women  remember  that  they  love 
detailed  description  much  more  than  do  men.  80  per  cent, 
of  your  readers  are  women,  and  they  have  a  lot  of  influence 
in  suggesting  purchases  for  the  men.  You  can  convince 
them  more  easily  than  the  men.  The  latter  depend  more 
upon  the  truthfulness  of  your  advertising  than  do  the  women, 
as  they  have  less — or  take  less — time  to  investigate  than  do 
the  latter.  Therefore  they  expect  that  you  be  reasonable 
and  honest  in  your  statements.  They  are  after  the  important 
points,  not  infinity  of  detail. 

Study  Your  Goods. 

It  is  not  enough  to  study  human  nature  so  that  you  may 
know  what  interests  different  classes  of  men  and  women. 
You  must  also  ferret  out  every  possible  point  of  interest  in 
your  goods.  This  often  takes  deep  study.  Supposing  you 
desire  to  advertise  a  high-class  men's  shoe.  You  should 
reason  it  out  after  this  fashion:  "What  particular  features 
of  interest  are  there  in  this  shoe?  Is  it  Goodyear  welt  or 
MacKay  sewn?  Is  the  sole  flexible  or  stiff,  waterproof  or 
not?  Has  it  a  pneumatic  inner  air  cushion?  Are  the  coun- 
ters guaranteed  to  wear  as  long  as  the  shoe  itself  ?  What 
about  the  upper?  Patent  or  calfskin,  black  or  tan  ?  Leather 
or  canvas-lined?  Fast-color  eyelets  guaranteed  not  to  pull 
out?  Wide  or  narrow  last?  Raised  toe  or  plainer  in  style  ? 
These  and  similar  questions  should  be  turned  over  in  your 
mind.  Then  if  only  one  ad.  is  to  be  written,  pick  out  the 
points  you  consider  to  be  the  most  important  to  the  buyer 
and  make  these  the  subject  of  your  ad.  It  is  sometimes  well 
to  run  two  or  three  ads.  in  a  series  describing  different  features 
of  a  certain  line  of  footwear  each  day.  This,  of  course,  only 
applies  to  a  daily  ad.  The  weekly  ads.  are  too  far  apart  for 
this  idea  to  be  successful. 

The  above  procedure  is  much  less  formidable  than  it 
may  appear  when  set  down  in  print.  After  a  while  the  mind 
almost  automatically  grasps  the  most  important  selling 
points  and  uses  them  in  advertising.  The  good  salesman> 
however,  should  not  have  much  trouble  in  mastering  this 
ability  to  discover  points  of  interest  to  buyers.  If  he  uses 
the  same  hard-headed  common  sense  and  decent  English 
he  applies  to  selling  problems  in  the  store  he  is  sure  to  adver- 
tise successfully. 
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Ad.  Criticisms 


Plain  Spoken  Comment  Meant  to  be  Helpful — Irrelevant  Illustrations  Merely  Waste  of  Space- 
Strong  Copy  Necessary  for  Results. 


These  three  ads.  have  one  fault  in  common — lack  of 
strong,  descriptive  copy.  Without  this  no  ad.  can  be  really 
effective.  The  first  not  only  gives  no  reasons  for  buying, 
but  is  an  absolute  waste  of  space.  The  last  one  gives  a  few 
good  points,'  but  not  enough.    The  second  features  only  the 


A  3>£-inch  double  column  ad.  from  Brantford. 
Aeroplanes  or  shoes  ?    Which  ? 

price.  If  the  reader  does  not  know  something  about  the  shoe 
it  is  rather  hard  to  tell  whether  or  not  it  is  worth  while  to 
make  a  trip  to  the  store  to  see.  One  shoe  may  be  as  good  a 
bargain  at  $4  as  another  at  $5.  Price  without  the  mention 
of  quality  is  not  a  good  selling  point. 

Wouldn't  the  Roberts  and  Van  Lane  ad.  start  you  guess- 
ing" 


?    You  might  legitimately  wonder  whether  this  firm  had 

gone  in  for  aeroplanes  as  a  side  line  or  whether  they  were 

specializing  on  these  and 

pushing  shoes  when  time 

permitted.    It  is  not  the 

intention  of  the  ad.  critic 

to   criticise   unduly,  but 

this  example  of  misused 

space  and  therefore  wasted 

money  is  too  flagrant  to 

escape  unfavorable  notice. 

Such  an  ad.   would  not 

sell  a  pair  of  shoes   in  a 

decade — unless  there  was 

not  another  store  in  town 

— and  from  the  firm  name 

we    would   deduce  that 

Roberts   and  Van  Lane 

are   in   business   to  sell 

shoes. 

This  is  a  Christmas 

ad.,  but  for  the  above 

reasons  we  note  it  here. 

Shoes  are  not  mentioned 
A  4^-inch  single  column  ad.  trom  .     ,     nA  T^ 

LQuebec  lacking  in  strong  copy.      anywhere  m  the  ad.  me 


cut  is  evidently  of  the  stock  variety,  and  is  not  in  the 
least  degree  suited  for  a  shoe  store.  Then  why  use  it?  There 
are  any  amount  of  suitable  stock  cuts  to  be  had  at  small  cost, 
and  care  should  be  taken  to  secure  one  of  this  nature,  unless 
the  advertiser  has  a  special  cut  made  direct  from  some  par- 
ticular shoe  representative  of  the  lines  carried  in  stock. 
There  must  be  at  least  one  good  engraving  house  in  Brantford. 

It  is  not  necessary  to  run  the  firm  name  at  both  the  top 
and  bottom.  It  looks  too  much  as  if  the  advertisers  could 
find  little  to  say  about  their  stock.  Placing  a  heading  such 
as  "Footwear  for  Xmas  Gifts"  at  the  top  of  the  ad.  and  a 
good  line  cut  of  a  dressy  shoe  on  the  left  hand  side  would 
attract  attention  at  once.  The  illustration  could  be  left  out 
if  desirable,  although  it  generally  lends  force  to  any  ad.  If 
used,  the  left  hand  border  should  be  eliminated  for  three- 
fourths  of  the  distance  from  top  to  bottom,  as  it  is  unwise 
to  surround  a  cut  with  a  border  in  an  ad.  of  this  size.  To  the 
right  of  the  cut,  but  not  close  to  it,  aggressive  copy  should 
be  run,  giving  accurate  details  of  some  particular  shoe  suit- 
able for  a  Xmas  gift.  This  should  be  set  in  about  10  pt. 
type.  The  line,  "For  the  best  Christmas  Gifts,  go  to," 
should  be  eliminated.  The  firm  name  and  address  are  of 
the  right  size,  and  the  style  of  type  suitable.  These  changes 
would  undoubtedly  bring  results  at  no  added  cost  or  trouble. 

The  Quebec  Shoe  store  ad.  is  a  much  better  example  of 
advertising  than  the  one  just  mentioned.  In  an  ad.  of  this 
size,  however,  the  cut  would  be  better  displayed  if  placed  at 
the  top  of  the  space,  unsurrounded  by  any  border.  The  large 
$4  can  be  left  out  without  evil  results,  as  the  price  is  quite 
prominently  shown  further  down.  The  border  would  look 
better  if  only  3 -point,  as  it  is  rather  heavy  in  proportion.  It 
should  be  carried  only  to  the  bottom  of  the  cut,  and  perhaps 

brought  in  towards  the  latter, 
which  is  a  very  satisfactory 
one. 

There  is  no  need  for  the  rule 
over  the  name  and  address, 
which  should  take  less  space, 
leaving  room  for  a  few  lines  of 
bright  descriptive  copy.  Under 
the  cut  run  a  heading  some- 
thing like  this,  in  about  18-pt. 
type—' '  Classy  $4  Shoes. ' '  The 
cut  will  show  that  men's  shoes 
are  meant.  To  properly  ad- 
vertise, if  a  cut  is  used,  it  would 
be  better  to  use  six  inch  single 
column  space  instead  of  four 
inches. 

Again  the  small  ad.  with- 
out a  border.  If  the  Ryan- 
Devlin  Co.  realized  how  much 
more  effective  a  border  makes 
a  5-inch  ad.,  they  would  seldom 
have  an  ad.  set  without  one. 
It  gives  an  individuality  that  is 
difficult  to  secure  in  any  other 
[Continued  on  page\jj) 


$3.50  Men's 
Boots 


£Box  Calf  and  Velour  Calf 
— GfoocTyeajr  Welts'. 

JSgw  higb  I- ins  and  heels  and 
eojufovt  lasts. 


The  RYAN-DEVLIN 
SHOE  CD 

494  MAIN  ST.    PHONE  MAIN  779 

A  5-inch  single  column  ad. 
from  Winnipeg,  again  the 
lack  of  a  border. 
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The  Village  and  the  City  Store 


Beine  in  business  in  a  village  of  about  600  population, 
and  situated  not  more  than  10  miles  from  a  city  of  15,000, 
and  about  25  miles  from  a  city  of  50,000,  I  would  like  to 
ask  through  your  valuable  journal  the  advice  of  some  of  its 
readers,  as  to  how,  or  what,  is  the  best  course  to  take  to 
hold  trade  which  is  gradually  slipping  away,  due  to  the  ex- 
tensive advertising  of  the  city  stores,  and  catalogue  houses. 

Some  will  put  their  success  down  to  selling  as  cheap,  or 
even  below  the  prices  asked  by  the  city  merchants. 

Others  say  they  carry  a  big  variety,  and  can  give  their 
customers  a  good  selection  of  goods  carried  in  stock. 

This  may  be  true  in  some  cases,  but  it  can't  be  applied 
to  all.  If  you  sell  too  cheap,  and  you  don't  show  a  substantial 
increase  in  your  turnover,  you  would  soon  find  yourself  in  a 
serious  position.  While  on  the  other  hand,  you  carry  a 
large  stock,  the  turnover  is  not  large  enough  to  make  money 
on  the  capital  invested. 

The  population  of  our  village  is  on  the  decrease,  owing 
to  lack  of  manufacturing  industries.  The  young  man  or 
woman  must  seek  employment  in  the  cities  and  towns  unless 
they  consider  farming  their  vocation. 

Therefore,  if  you  are  to  increase  your  business,  you  must 
pull  trade  from  your  competitors.  This  is  not  an  easy 
matter.  The  farmer  who  can  get  carried  along,  for  six 
months  or  a  year  will,  usually,  buy  the  bulk  of  his  mer- 
chandise at  your  store. 

Railways  do  Harm. 

This  village  a  few  years  ago,  had  no  railway  entering 
it.  The  ratepayers  thought  this  would  be  a  great  boom  to 
the  place,  but  the  merchants  to-day  vow  that  it  has  hurt 
business. 

People  can  now  get  excellent  accommodation  to  the 
city.  They  take  advantage  of  the  reasonable  fare  and  make 
a  day  of  it,  spending  many  dollars  which  otherwise  would 
have  been  spent  in  their  home  village. 

Rural  Mail  and  the  'Phone. 

Then  comes  the  rural  mail  delivery  and  rural  telephone, 
a  blessing  to  the  farmer,  but  an  unfortunate  thing  for  the 
country  merchant. 

Now  the  farmer  has  his  mail  brought  right  to  his  door. 
He  no  longer  has  to  hitch  up  his  team,  and  go  in  for  his 
mail  which  meant  that  he  would  probably  spend  a  few  dollars 
at  some  one  of  the  stores. 

Then  by  'phone  he  can  order  his  goods,  and  have  some 
friend,  or  mail  man,  bring  them  to  him. 

All  this  helps  to  deaden  the  village  as  there  is  not  the 
usual  number  of  people  coming  in.  Even  the  egg  buyers  call 
right  at  the  farmer's  door  and  pay  the  highest  price  for 
produce. 

Catalogue  Houses. 

The  catalogue  houses  send  their  advertising  into  every 
home.  The  farmers  get  together,  make  up  an  order  large 
enough  to  save  freight  charges,  and  have  the  goods  shipped 
to  the  nearest  station  free.  T  think  it  is  high  time  some- 
thing was  done  to  protect  the  country  merchant.  Although 
he  will  always  be  a  necessity,  he  wants  more  than  a  living 
out  of  his  investment.    He  is  required  to  tie  up  several 


thousand  dollars,  to  have  a  good  assortment,  and  to  not  find 
himself  short  in  lines  which  he  might  have  a  demand  for. 

Then  come  the  radial  lines  leading  to  the  cities.  They 
too,  have  a  tendency  to  pull  trade  from  the  villages,  and  lower  I 
the  value  of  property. 

Yours  truly, 
A  COUNTRY  SHOE  MERCHANT. 
The  Letter. 

The  following  letter  was  received  along  with  the  fore- 
going contribution : 
The  Acton  Publishing  Co. 
Dear  Sirs : 

I  am  enclosing  a  letter  for  publication  in  your  next  issue, 
if  you  think  it  worthy.  If  not,  simply  destroy  it.  I  might 
further  state  that  I  have  read  where  the  country  merchant 
could  use  the  Rural  Mail  Delivery  to  advantage.  I  can  say 
from  experience  that  this  could  not  be  made  pay.  They 
charge  you  as  much  to  send  a  parcel  by  mail  10  miles,  as  they 
do  100  miles,  which  would  be  too  large  an  increase  in  price, 
which  neither  the  merchant  nor  consumer  would  pay. 

I  would  like  you  to'  cut  out  any  unnecessary  lines  or 
words,  and  although  I  sign  my  name,  I  would  not  care  to 
have  it  published.  You  may  use  the  initials,  or  any  abbrevi- 
ation you  wish. 

Yours  truly, 
A  COUNTRY  MERCHANT. 

Another  Letter. 

A  copy  of  the  letter  by  "A  Country  Merchant"  was  sent  j 
to  J.  C.  North  of  Picton,  whose  reply  is  as  follows: 
Acton  Publishing  Co.,  Toronto. 
Gentlemen : 

No  doubt  the  writer  has  covered  the  correct  points  in 
the  case.  In  towns  and  villages  we  are  all  having  our  own 
troubles  along  the  same  lines.  Some  of  the  merchants  will 
simply  have  to  pull  out,  follow  the  crowd,  move  to  the  cities 
and  take  their  luck.  Then  eventually  the  farmers  will  have 
no  near-by  town  or  village  accommodations  for  their  own 
dear  use.  Yours  truly, 

J.  C.  NORTH. 

We  sent  a  number  of  other  good  merchants  in  smaller 
towns  a  copy  of  the  article  at  the  same  time  that  we  ad- 
dressed Mr.  North,  and  their  replies  were  many  of  them  in 
the  same  tone.  They  seemed  to  feel  that  the  country 
merchant  was  up  against  a  difficult  problem. 

He  is,  but  there  is  no  use  in  lying  down.  The  merchant 
of  any  town  can  make  what  he  will  of  his  own  prospect. 
The  future  lies  with  him.  Meet  fire  with  fire — and  good 
and  hot  fire  at  that.  Use  the  very  weapons  that  are  in  the 
hands  of  the  mail  order  house  and  with  the  advantage  of 
being  on  the  grounds  there  with  the  goods  to  show  there 
should  be  no  doubt  of  the  outcome. 

The  following  contribution  which  was  brought  out  by 
one  of  our  good  friends  by  the  tone  of  "A  Country  Merch- 
ant's" letter,  states  the  case  very  decidedly.  "We  would  like  to 
hear  more  from  you,  now  that  the  question  is  under 
discussion. 
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The  Country  Shoeman 

Some  of  His  Problems  and  Methods  of  Combatting  Them— The  Value  of  Personality,  Service  and  Aggressive 

Publicity  Methods — Up-to-date  Store  Equipment  Necessary. 


"  What  is  the  best  course  to  take  to  hold  trade  that  is 
gradually  slipping  away  on  account  of  the  extensive  adver- 
tising of  the  city  stores  and  catalogue  houses? 

"This  is  not  all.  There  is  the  rural  mail  delivery  and 
the  rural  telephone,  blessings  to  the  farmer,  but  unfortunate 
for  the  country  merchant.  The  farmer  has  his  mail  brought 
right  to  his  door;  he  can  order  his  goods  by  phone  and  have 
some  friend  or  the  mail  man  bring  them  to  him.  All  this 
helps  to  deaden  the  village,  as  there  is  not  the  usual  number 
of  people  coming  in  and  spending  a  few  dollars  each  at  some 
of  the  stores. 

"It  is  high  time  something  was  done  to  protect  the  coun- 
try merchant.  He  is  required  to  tie  up  several  thousand 
dollars  to  have  a  good  assortment  and  to  avoid  shortage  in 
lines  he  might  have  a  demand  for.  Although  he  will  always 
be  a  necessity,  he  wants  something  more  than  a  living  out  of 
his  investment." 

Here  is  a  succinct  statement  of  a  mighty  live  issue.  It  is 
part  of  a  letter  received  a  short  time  ago  from  an  observant 
shoe  merchant  in  a  town  of  less  than  iooo  population,  and 
evidences  a  state  of  affairs  which  a  great  many  shoemen  are 
striving  against,  ofttimes  unsuccessfully. 

And  it  is  a  serious  problem!  The  younger  generation, 
unless  they  intend  to  remain  farmers  like  their  fathers,  drift 
into  the  cities  and  large  towns  seeking  their  life  work.  In 
many  villages  there  are  no  manufacturing  industries  what- 
ever, which  complicates  the  problem.  In  addition,  the  aver- 
age village  to-day  is  a  very  short  distance  by  rail  or  radial  lines 
from  some  large  city;  the  cheap  fare  and  excellent  accommo- 
dation attracts  them  cityward  to  spend  a  day  or  two,  and 
many  dollars  that  should  go  to  the  home  retailer. 

But  after  all,  it  is  not  quite  possible  for  the  country  shoe- 
man  to  overestimate  these  difficulties?  This  world  is  no 
place  for  a  pessimist— at  least  he  will  never  succeed  in  it. 
The  true  optimist,  however,  does  not  shut  his  eyes  to  the 
difficulty  of  the  task  ahead  of  him,  but  having  "sized  up"  the 
whole  situation,  buckles  in,  takes  off  his  coat  and  gets  down 
to  serious  work— intelligently,  because  he  is  working  along 
the  lines  of  some  carefully-thought  out  plan. 

In  a  recent  issue  we  discussed  some  of  the  methods  that 
could  be  used  in  fighting  mail  order  competition,  and  laid 
emphasis  upon  the  fact  that  the  smaller  retailers  can  secure 
effective  aid  from  their  manufacturers  and  jobbers  in  this 
struggle  by  means  of  advertising  matter  of  various  kinds 
which  costs  little,  except  for  postage.  Yet  the  value  of  these 
ready-made  helps  can  be  overestimated.  At  best,  they  extol 
the  merits  of  certain  lines  and  styles  of  shoes,  and  are  there- 
fore of  use  only  for  these  lines.  Other  methods,  however, 
have  proven  effective  when  tried  out,  and  these  will  bear 
discussion. 

There  is  no  doubt  that  the  mail-order  houses  have  seme 
great  advantages  that  are  denied  the  smaller  retailers.  But 
they  have  great  and  more  than  compensating  disadvantages 
that  give  the  smaller  retailers  the  whip  hand  if  they  are  live 
enough  to  rise  to  the  occasion. 

Personality  Counts. 

In  the  first  place  personality  is  a  great  outstanding  factor 


in  business  relationships,  but  it  doesn't  operate  by  mail. 
The  personal  equation  is  all-important.    You  cannot  dodge 
this  fact.    It  is  a  law  of  nature  broader  and  deeper  than  any 
business  system  or  locality.  If  all  other  factors  in  the  prob- 
lem are  everything  like  equal,  your  personality  will  turn  the 
scale  in  your  favor  every  time — if  you  are  the  man  you  ought 
to  be.    We  leave  out  of  consideration  in  this  discussion  the 
small,  narrow-minded  men,  the  moral  dwarfs,  who  travel 
through  life  on  the  principle,  "Do  others  before  they  get  a 
chance  to  do  you,"  and  it's  too  much  to  expect  that  the  shoe 
business  is  entirely  free  of  them.    But  the  cheery,  broad- 
minded,  optimistic  shoeman,  who  is  a  firm  believer  in  hand- 
ing out  the  square  deal  even  if  it  operates  against  his  personal 
gain  at  times,  will  attract  custom  like  a  magnet  and  make 
friends  everywhere.    Needless  to  say,  you  won't  find  such 
a  man  acting  like  a  crook,  then  washing  his  hands  of  the  deal 
with  the  smug  statement,  "Business  is  business."  When 
self-confidence  and  a  thorough  knowledge  of  details  is  added 
to  these  characteristics  the  combination  is  surely  a  winning 
one  in  spite  of  drawbacks. 

Service  Important. 

The  shoe  merchant  who  cannot  score  by  emphasizing 
the  superior  quality  of  the  service  he  can  render  as  compared 
with  the  mail-order  man,  is  a  back  number.    The  very  nature 
of  the  article  he  sells  fights  for  him.    It  is  all  very  well  for 
the  housewife  to  send  a  large  order  to  the  mail-order  house 
for  dress  goods,  furniture  and  many  other  articles  of  like 
nature.    If  such  a  house  is  truthful  it  can  serve  her  as  well 
i  fnot  better,  than  the  local  dealers.    But  the  firm  that  under- 
takes to  fit  feet  by  mail  is  up  against  a  pretty  tough  proposi- 
tion.   By  "fit"  we  mean  an  accurate  fit.    There  are  many 
people  with  perfectly  normal  featureless  feet  who  can  perhaps 
be  fitted  perfectly  by  mail-order  shoes.    But  it's  taking  a 
long  chance,  and  you're  buying  a  pig  in  a  poke.    If  the  style 
and  shape  are  satisfactory,  the  size  and  width  may  be  wrong, 
and  vice  versa.    And  when  the  person  with  the  abnormally 
high  or  low  instep,  with  corns  or  bunions,  or  any  of  the  other 
foot  ills,  undertakes  to  use  the  mail  order  house  product,  the 
result  is  likely  to  be  not  only  annoying,  but  expensive.  The 
foot  must  be  treated  well,  and  it  is  along  these  lines  that  the 
local    shoeman  can  score  knockout  blows.    He  must  take 
the  stand  that  no  trouble  is  too  great,  nor  any  amount  of  time 
too  long  to  spend  in  suiting  the  reasonable  customer.  He 
must  constitute  himself  a  foot  physician,  as  it  were,  and  pre- 
scribe according  to  the  necessities  of  the  foot  and  the  pocket- 
book.    This  intimate  personal  service  once  rendered  will  be 
only  the  commencement  of  a  series  of  such  services  not  only 
for  the  satisfied  customer,  but  the  friends  also. 

Intelligent  Buying. 

Very  few  retailers  in  any  line  of  business  to-day  are  more 
frequent  sinners  against  sound  business  caution  in  buying 
than  are  many  shoemen.  Buying  is  a  science  deserving  of  a 
lifetime  study.  The  merchant  who  buys  out  of  friendship 
alone  is  a  fool;  that's  plain,  but  true.  If  he  allows  himself  to 
be  persuaded  by  some  smooth-tongued  gent  into  buying  a 
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quality  and  quantity  of  shoes  he  knows  he  does  not  need — 
trusting  to  cancellation  later  to  help  him  out — he  is  more  or 
less  a  knave. 

To  be  a  good  buyer  a  man  must  be  thoroughly  posted  on 
present  styles,  possible  changes,  and  the  needs  and  desires 
of  his  probable  customers.  He  must  be  able  to  steer  a  course 
between  tying  up  too  much  capital  and  not  having  a  proper 
assortment  from  which  to  choose — and  this  is  no  easy  matter. 
It  is  safe  to  say  that  there  is  little  necessity  for  the  country 
shoeman  to  spend  much  capital  on  extreme  styles.  He  has 
not  the  same  chance  to  rid  himself  of  them  if  they  don't  go 
well,  as  has  the  city  dealer.  If  he  is  the  right  kind  of  a  sales- 
man he  can  nearly  always  suit  a  customer  by  showing  a  more 
normal  style  if  the  quality  is  up  to  the  mark. 

On  the  other  hand,  it  is  a  mistake  to  take  it  for  granted 
that  his  probable  customers  care  little  about  style,  but  all  for 
wear.  The  country  or  town  buyer  has  changed  greatly  in 
recent  years.  The  farmers  are  having  their  innings  now, 
and  are  ready  to  buy  stylish — but  not  freakish — shoes.  Wear 
is  not  of  the  same  importance  as  it  used  to  be  in  shoes  for 
ordinary  use,  although  still  the  most  important  quality  for 
working  boots.  It  is  much  better  to  buy  less  than  probable 
needs,  making  up  the  deficiency  with  sorting  orders  as  re- 
quired, rather  than  to  stock  up  too  heavily.  This  both  saves 
capital  and  spends  it  where  most  required. 

Selling  Policy. 

Is  it  better  to  sell  more  cheaply,  bending  efforts  to  a  large 
turnover,  or  to  devote  more  energy  to  making  larger  profits 
on  each  pair  sold?  This  is  a  problem  many  dealers  are  trying 
to  solve.  Look  at  it  from  a  purely  financial  standpoint.  A 
man  making  a  profit  of  25  per  cent,  on  a  capital  of  $10,000, 
has  to  turn  over  this  capital  twice  yearly  to  make  a  profit  of 
$5000;  on  a  profit  of  10  per  cent,  he  has  to  turn  over  the  same 
capital  five  times.  This  involves  much  more  labor  and  selling 
expense,  so  that  on  the  face  of  it  the  larger  profits  look  the 
better  proposition.  However,  in  the  long  run  selling  at  a 
lower  profit  will  prove  the  more  beneficial,  just  as  a  lowering 
of  the  passenger  rate  on  the  railways  results  ultimately  in  a 
net  increase  in  traffic  earnings.  A  reputation  for  quality  at 
a  reasonable  price  is  the  best  asset  any  retailer  can  have,  and 
is  very  productive  of  business.  The  country  merchant  espe- 
cially will  find  it  an  additional  lever  to  use  in  prying  loose  the 
hold  the  mail  .order  habit  may  have  on  his  community.  He 
thus  hits  it  in  a  decidedly  vulnerable  spot. 

Modern  Facilities. 

It  will  be  noted  in  the  quotation  previously  given  that 
our  correspondent  considers  such  modern  facilities  as  rural 
mail  delivery — this  is  not  extensive  to  date — the  rural  tele- 
phone, and  radial  railways,  where  such  exist,  to  be  detrimental 
to  the  country  shoeman.  Marvellous  to  relate,  however,  he 
appears  to  think  these  same  agencies  helpful  to  the  catalogue 
house  or  retail  competitor  in  the  nearest  city.  If  the  city 
retailers  can  use  these  to  advantage,  why  not  the  local  dealer 
with  all  the  factors  we  have  just  mentioned  at  his  back — if 
he  really  has  these  advantages?  The  'phone  can  be  used  to 
acquaint  the  farmer  with  his  bargains  or  general  stock. 
Rural  mail  delivery — where  such  exists — cuts  no  figure,  as 
shoes  are  toe  bulky  to  be  sent  by  mail.  The  radial  railway — 
growing  ever  more  common — should  be  no  enemy  to  the  up- 
to-date  shoeman  with  a  reasonable  range  in  quality,  style  and 


price.    Here  is  where  personality  will  turn  the  scale — other 
things  being  equal . 

Store  Equipment. 

This  is  one  feature  that  the  retail  shoeman  in  the  smaller 
towns  or  villages  can  rightly  blame  for  much  loss  of  trade 
Can  one  wonder  that  many  people  prefer  to  deal  with  the  city 
store  whenever  possible?  It  shows  neatness,  orderly  arrange- 
ment, fancy  show  cases,  uniform  cartons  and  shelving,  and 
handsome  displays  rather  than  the  dingy  and  unsightly  shoe 
store  which  is  all  too  common  in  many  of  the  smaller  centres? 
Before  they  can  hope  for  much  success  many  country  shoe 
dealers  will  have  to  spend  some  money  installing  uniform 
cartons,  a  neat  show  case  or  two,  and  giving  the  store  a  thor- 
ough renovating  and  painting  or  graining.  A  cheerful,  invit- 
ing interior  makes  a  strong  bid  for  trade  and  reinforces  the 
arguments  put  forth  urging  home  patronage.  This  applies 
to  the  windows  also.  Just  because  they  do  not  bring  results 
as  quickly  in  a  town  as  in  the  city,  with  its  passing  throngs, 
is  no  reason  why  the  retailer  so  situated  should  neglect  them. 
The  time  he  often  spends  discussing  politics  with  some  fellow- 
townsman  if  spent  dressing  his  windows  will  bring  results 
fully  proportionate,  population  considered,  to  those  attained 
elsewhere. 

Newspaper  Advertising. 

The  local  papers,  whether  daily  or  weekly,  cover  thor- 
oughly the  surrounding  territory.  Space  is  cheap,  compara- 
tively speaking,  and  should  be  used  effectively  and  constantly. 
By  effectively  we  mean  with  care  taken  regarding  the  copy 
inserted  in  the  space  used.  It  should  be  carefully  thought 
out  and  no  exaggerated  statements  used.  Advertising  must 
be  constant  to  be  resultful.  One  insertion  every  two  or  three 
weeks  will  not  do.  People  are  needing  shoes  daily,  and  can 
only  be  reached  by  steady  publicity.  The  amount  to  be 
spent  in  this  way  should  be  about  2%  per  cent,  of  the  net 
profits,  figured  on  the  basis  of  last  year's  turnover.  Some- 
times in  the  face  of  strong  opposition  it  may  be  advisable  to 
increase  this  to  5  per  cent.  More  than  this  is  not  judicious. 
Of  course,  a  certain  sum  should  be  laid  aside  from  this  amount 
to  cover  the  cost  of  circular  matter  used  during  the  year  as 
a  supplement  to  newspaper  efforts. 

Follow-Up  Matter. 

Many  shoemen  find  that  circulars  carefully  distributed 
throughout  the  country  give  splendid  results.  But  they 
should  be  as  carefully  printed  as  local  equipment  will  admit 
of,  and  should  be  snappy  and  interesting.  People  in  country 
districts  will  always  read  them  because  they  are  not  pestered 
with  dodgers  as  are  their  city  cousins.  Good  sensible  sales 
talks  will  bring  results  every  time.  These  should  be  short  on 
bombast  and  superlatives  and  longer  on  prices,  quality,  styles 
and  other  facts  that  interest  every  reader.  Where  there  is  a 
regular  market  day  these  circulars  can  often  be  distributed 
economically  and  thoroughly  on  such  days,  as  a  large  per- 
centage of  the  population  will  come  to  town  then.  Small 
booklets  giving  a  resume  of  the  various  styles,  prices  and  qual- 
ity of  the  stock  carried  sent  through  the  mails  will  much  more 
than  pay  the  cost  of  make-up  and  distribution,  and  will  be 
an  antidote  to  mail  order  literature.  Considerable  space  in 
these  booklets  can  also  be  devoteed  to  emphasizing  the  square 
deal  problem,  service  and  other  features  mentioned  pre- 
viously. 
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Random  Hits 

Laws  Modern  and  Ancient  and  Their  Application. 


SLIPS  "There's  many  a  slip  'twixt  the  cup  and 

the  lip,'''  but  the  fellow  who  is  afraid  of 
slips  will  miss  many  a  fine  swig.  It's  not  a  good  thing  to 
be  "cock-sure,"  but  it's  worse  to  chase  about  asking  people 
for  permission  to  wipe  your  own  nose.  There  are  two 
afraid  to  venture  to  the  one  who  is  ready  to  take  chances  of 
defeat  in  a  brave  try.  "Never  venture,  never  win."  It  is 
better  to  have  ventured  and  lost  than  never  to  have  ventured 
at  all.  Of  course,  weak  fools  will  try  and  apply  this  to 
gambling.    Men  and  deeds  are  the  things  we're  discussing. 

BIRD-  "A  bird  in  the  hand  is  worth  two  in  the 

CATCHING      bush."     Nevertheless,  there  is  no  reason 
why  the  bird  in  the  hand  should  prevent 
the  one  in  the  bush  being  caught  by  any  lawful  effort.  "Let 
well  enough  alone"  is  the  wail  of  the  coward  and  sluggard. 
If  men  had  been  content  to  leave  well  enough  alone  the  his- 
tory of  the  race  would  have  been  no  better  than  that  of  a 
[race  of  baboons.    It's  the  restless  reaching  out  after  that 
[which  is  better  that  makes  us  men.    Ambition  is  the  chasm 
J  which  divides  man  from  the  ape. 

I  FAINT  "Faint  heart  never   won   fair   lady,"  but 

I  HEARTS  there  is  a  lot  of  bravery  that  looks  better 

than  it  is.  Brave  men  take  no  foolish  risks 
[even  for  charming  ladies.  The  fellow  who  thinks  bravery 
[means  to  flaunt  his  indifference  in  the  face  of  peril  does 
■not  know  what  courage  is.  It's  the  green  hand  who  exposes 
[himself  in  battle;  it's  the  four-flusher"  who  wants  to  rush 
linto  all  kinds  of  danger  to  show  his  nerve.  At  the  same 
[time  there  are  some  people  who  need  to.  learn  the  risk  is 
■worth  something  on  its  own  account  as  well  as  for  the  sake 

■  of  the  prize. 

IMENDING        "It's  never  to  late  to  mend,"  but  it's  much 
better    not    to    become    broken    or  even 

■  "cracked."    That  fool-saying  that  used  to  be  so  often  backed 

■  by  the  doctors,  that  every  young  man  must  "sow  his  wild 

■  oats,"  has  become  somewhat  rusty;  but  now  and  then  you 
[hear  men,  even  fathers,  talking  the  pernicious  rot.  There 
■are  some  men  who  would  give  all  they  could  to  have  some 
| break  covered  up  or  some  twist  straightened  that  they  got 
jkvhen  they  were  putting  in  their  crop  of  "oats."  No,  it's 
flnever  too  late  to  mend,  the  thief  on  the  Cross  is  a  constant 
[reminder,  but  a  break  is  a  break  and  a  spot  is  a  spot  even 
[though  others  may  not  see  the  scars. 

IHOT-AIR  "Brag  is  a  good  dog  but  hold  fast  is  a 

better."  While  you  are  talking  about  what 
[(you're  going  to  do  someone  else  may  make  a  move  that  will 
[  block  you.    The  fellow  who  talks  is  always  at  the  mercy  of 

■  the  one  who  does.  Some  men  who  are  poor  to-day  would 
J  have  been  rich  if  they  had  known  how  to  keep  their  tongues 
[  in  their  cheeks.  When  you  hear  a  man  bragging  about  what 
J  he  has  done  or  is  about  to  do,  don't  worry.  He  will  give  you 
i  or  someone  else  plenty  of  time  to  get  in  ahead  of  him. 

I  TO-MORROW   "Never  put  off  till  to-morrow  what  you  can 
do  to-day."    Just  the  same,  don't  put  into 
I  to-day  what  should  belong  to  the  cares  or  duties  of  to- 


morrow. There  are  some  people  who  are  worrying  them- 
selves into  early  graves  trying  to  get  ahead  of  the  game  by 
anticipating  to-morrow's  demands.  "Sufficient  unto  the  day 
is  the  evil  thereof."  Don't  do  to-day  what  can  better  be 
left  for  to-morrow's  circumstances,  or  light  to  point  the  way. 
The  secret  of  successful  work  is  to  let  each  day  complete 
its  own  tasks. 

HOT  IRON  "Strike  while  the  iron  is  hot,"  but  don't 
leave  figuring  whether  you're  going  to  make 
a  pruning-hook  or  a  spear  until  the  metal  is  sizzling  on  the 
anvil.  There's  as  much  danger  of  hot  iron  being  fashioned 
into  wrong  instruments  as  there  is  of  cold  being  made  into 
mis-shapen  or  useless  ones.  There's  such  a  thing  these  days 
as  having  too  much  hot  iron  as  well  as  too  much  hot  air. 
We  are  apt  to  have  too  many  irons  in  the  fire  rather  than 
lack  of  blows  to  beat  them  into  needed  implements.  Do  your 
thinking  before  your  doing. 

WILLS  "Where  there's  a  will  there's  a  way,"  but 

AND  WAYS  when  there  isn't  a  way  and  one  is  needed, 
make  it.  Lots  of  people  say  they  have  the 
will  but  can't  see  the  way.  They  are  either  short-sighted 
or  weak-handed.  If  you're  in  earnest  and  your  liver  is  red 
you  won't  be  long  finding  an  outlet  for  your  will.  But  be 
sure  the  way  is  needed  and  that  it  is  a  right  one  before  you 
commence  to  hew  or  hammer. 

GRASPING  "Do  not  grasp  at  too  much  or  you  may  lose 
all."  The  modern  translation  of  this  chunk 
of  wisdom  is  "Don't  bite  off  a  piece  bigger  than  you  can 
chew."  There  are  people  who  have  been  choked  by  getting 
too  big  a  mouthful.  There  are  some  who  have  gone  down 
through  trying  to  swim  with  too  much  in  the  belt  around 
their  waists.  He's  a  wise  man  who  attempts  great  things 
but  knows  just  where  to  draw  the  line  between  what  he  can 
chew  and  what  he  can  swallow.  Greed  is  as  good  a  poison 
or  knife  as  any  for  the  suicide. 

NUMBER  "God  helps  those  who  help  themselves,"  but 
ONE  God  help  the  man  who  goes  through  life 

with  the  idea  that  he  only  exists  to  help 
himself.  This  "look  out  for  number  one"  principle  is  the 
doctrine  of  hell.  Every  man  for  himself  and  the  Devil  take 
the  hindmost."  Nice  philosophy,  that !  It's  true  that  the 
man  who  does  what  he  can  for  himself  usually  fares  well, 
but  the  man  who  gives  a  leg  up,  or  puts  out  a  helping  hand 
to  his  fellow  every  chance  he  gets,  makes  something  out  of 
life  the  self-helper  can't  understand. 

HONEST  "Honesty  is  the  best  policy,"  but  as  a  policy 

POLICY  it  has   a   rogue   for  a  holder.     The  man 

who  is  honest  as  a  matter  of  policy  is  not 
fit  to  be  trusted  with  a  common  watch-key  under  his  nose, 
not  to  speak  of  the  watch.  The  honest-policy  man  when 
the  corner  has  to  be  turned  will  do  it  so  quickly  that  you'll 
never  see  his  skates.  Nevertheless,  honesty  is  the  best  and 
safest  course  in  life,  even  for  a  rogue. 


4» 


If  I  Were  A  Preacher 

A  Few  Things  I  Think  a  Pastor  Ought  to  Do  and  Say. 


Gee!  we  got  a  great  sermon  last  Sunday  night.  I  say 
we,  because  I  go  to  the  same  church  as  the  Boss,  and  I  also 
saw  a  couple  of  the  fellows  from  the  store  there.  The  preacher 
is  taking  up  social  questions  on  Sunday  nights  and  the  place 
is  generally  crowded,  although  some  of  the  people  I  see  there 
seem  to  be  the  kind  that  just  run  after  every  kind  of  new  thing. 
I  heard  the  Boss  tell  one  of  the  other  officials  the  other  day 
that  although  they  were  having  big  crowds  on  Sunday  nights 
the  loose  collection  wasn't  much  over  what  it  was  before.  He 
says  the  people  who  chase  after  sensational  preaching  are 
cheap  skates  that  would  rather  put  a  nickel  into  a  five-cent 
picture  show  than  on  the  collection  plate.  He  figured  out 
that  for  four  Sundays  the  evening  collection  did  not  average 
a  cent  apiece  for  the  crowd,  and  they  had  to  bring  in  chairs 
too  to  help  out  the  seating  arrangements.  In  the  seat  I  was 
in,  up  in  the  gallery,  the  plate  got  nothing  but  nods  till  it 
-eached  me,  and  I  was  so  ashamed  I  dropped  in  five  cents. 

The  sermon  was  on  "Employers  and  Employed,"  and 
most  of  the  talk  was  along  the  line  of  "oppressing  the  hire- 
ling in  his  wages."  I  think  the  talk  was  aimed  at  a  factory 
in  town  that  has  lately  cut  the  men's  wages  down  ten  per 
cent.,  and  although  it  looked  like  the  preacher  was  working 
a  pretty  good  stand-in  with  the  work  people,  what  he  said 
was  all  right.  I  noticed  what  he  didn't,  or  at  least  was  afraid 
to  say  anything  about.  The  head  man  in  this  factory  just 
before  the  drop  bought  a  four  thousand  dollar  automobile, 
and  his  brother  gave  a  five  hundred  dollar  subscription  to  the 
building  fund  of  his  church. 

I  think  it  is  a  good  thing  for  preachers  to  take  an  interest 
in  the  common  people.  It's  too  often  the  other  way.  But 
as  I  heard  the  Boss  say,  they  are  apt  to  get  a  little  twisted. 
They  don't  seem  to  know  what  they're  talking  about  when 
they  get  down  to  everyday  things.  The  preacher  said  a  lot 
of  nice  things  about  the  strong  not  crowding  the  weak  and 
the  rich  not  grinding  the  poor,  but  if  he  was  in  our  store  a 
morning  or  two  when  the  Boss  is  out  he  would  get  some  of 
his  ideas  jolted.  I  don't  set  up  to  be  better  than  other 
people,  but  I  do  try  to  earn  my  weekly  three  dollars-and- 
a-half.  There  are  some  in  our  place  who  don't  earn  what 
they  get  in  their  pay  envelope.  I  don't  want  to  mention 
names,  and  I  suppose  our  store  is  not  very  much  different 
from  other  stores  and  factories,  for  that  matter,  but  I  think 
if  the  Boss  knew  what  I  know  there  would  be  some  people 
walking  the  street. 

1  met  Bob  White  yesterday  about  three  minutes  to 
twelve.  I  was  coming  back  from  the  Post  Office  and  he  was 
going  home  from  the  factory  to  dinner.  He  says  all  the 
hands  quit  about  five  minutes  to  twelve  to  wash  up  and 
everybody  is  out  by  the  time  twelve  o'clock  strikes.  I  sup- 
pose they  soldier  too  for  five  or  ten  minutes  before  they  quit, 
as  well  as  in  getting  started,  so  it  is  safe  to  say  most  of  them 
waste  at  least  half  an  hour  a  day  of  the  time  they  are  paid  for. 
I  think  some  bosses  are  too  mean  to  live,  but  there  are  a  great 
many  men  and  boys  who  take  mighty  good  care  the  boss 
doesn't  make  anything  out  of  them.  I  think  a  man  or  a  boy 
should  get  all  he  can  in  money  out  of  those  who  hire  him,  but 
when  it  comes  to  taking  time  out  of  my  employers  my  mother 


has  taught  me  that  it  is  just  plain  common  stealing.  I  felt 
when  I  heard  our  minister  talk  he  had  only  one  side  of  the 
question,  and  was  glad  when  I  heard  the  Boss  say  on  Monday 
he  was  going  to  put  him  wise  to  the  other  side.  He  said  he 
was  going  to  give  him  the  text,  "Not  with  eye  service  as  men 
pleasers." 

If  I  was  a  preacher  I  think  I'd  get  more  into  touch  with 
all  kinds  of  people  and  try  and  help  them.  I  think  if  they 
were  to  cut  out  the  idea  that  visiting  the  homes  of  their  par- 
ishioners was  their  duty  they  would  make  a  good  start.  I 
think  too  much  is  made  of  the  social  side  of  the  church — I 
mean  the  society  side.  There  is  a  minister  in  our  town  be- 
longing to  another  denomination  who  has  the  boys  of  the 
town  with  him.  He  is  not  one  of  those  who  go  in  for  sports 
and  all  that  sort  of  thing,  but  he  always  has  a  good  word  for 
the  boys.  I  know  lots  of  fellows  who  have  been  turned  aside 
from  the  poolroom  and  such  things  by  his  influence.  He 
doesn't  seem  to  preach  much  either. 

I  think  if  I  was  a  preacher  I  would  know  all  about  boys, 
men,  clean  sports,  business,  and  by  trying  to  be  a  man  among 
men  win  everybody  to  Him  who  said,  "And  I,  if  I  be  lifted  up, 
will  draw  all  men  unto  Me."  I  think  a  minister  above  every- 
body else  should  be  "a  living  epistle  read  and  known  of  all 
men,"  and  only  as  he  draws  in  this  way  and  not  by  catchy 
sermons  will  he  do  good  and  be  successful  in  the  best  sense. 
Now  that's  pretty  much  like  preaching  for  a  kid,  isn't  it? 

Another  thing  that  hurts  a  preacher  is  graft.  There 
are  lots  of  those  who  preach  sermons  against  it  who  are  as 
good  at  holding  out  their  hand  as  the  next  one,  if  what 
I  hear  is  true.  I  heard  Jones  say  the  other  day  that  preachers 
made  him  tired.  They  want  ten  per  cent,  off  because  of 
the  "cloth"  and  yet  they  get  fifty  per  cent,  more  salary  than 
he  does.  What  right  has  a  minister  to  a  discount  more  than 
a  teacher  or  a  doctor?  Then  they  get  half-fare  on  the  rail- 
ways and  travel  at  kids'  rates,  because  they  wear  a  white  tie, 
while  I  can't  work  the  racket  although  I  wear  short  pants 
and  am  small  of  my  age.  I  heard  the  Boss  say  the  other  day 
that  there  wasn't  a  bigger  grafter  down  at  Ottawa  than  a 
certain  preacher  in  our  town.  He  makes  more  money  on 
the  side  in  stock-jobbing  than  he  gets  for  preaching.  Some 
time  ago  he  worked  a  number  of  people,  including  the  Boss, 
on  a  certain  stock  which  most  of  the  people  took  just  be- 
cause the  preacher  offered  it.  No,  it  wasn't  a  mining  stock: 
the  Boss  wouldn't  bite  on  a  proposition  of  that  kind.  Even 
a  brother  preacher,  who  was  told  the  share  he  got  was 
secured  as  a  special  favor  was  landed,  and  when  he  repented 
and  tried  to  get  his  money  back  he  found  the  brother  who 
sold  him  the  stock,  got  a  good  fat  commission,  which  he 
didn't  want  to  cough  up.  There  was  some  talk  of  church 
trouble  over  it,  I  understand,  but  the  thing  was  hushed  up. 
No,  I  think  a  minister  ought  to  leave  graft  alone  as  well  as 
politics. 

SILAS. 
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Lights  and  Shadows  of  the  Road 

Fact  and^Fancy  Relating  to  the  Couriers  of  Commerce  in  our  Own  and  Other  Trades. 


"In  a  sermon  I  heard  at  our  church  last  night,"  said  the 
dry  goods  man  to  the  bunch  in  the  smoker  on  Monday  morn- 
ing, "I  got  hold  of  a  great  text  and,  while  the  dominie  was 
analyzing  and  applying  it  spiritually,  I  couldn't  help  work- 
ing it  out  as  it  touches  life  on  the  road." 

"Hello,  boys,"  bawled  the  furniture  man,  "here's  Charley 
at  it  again;  got  a  Gideonite  talk  on,"  and  the  rest  of  the 
car  gathered  to  hear  the  homily  and  its  application. 

"Hold  on  a  minute,  Harry;  I  distinctly  said  I  left  the 
sermonizing  to  the  preacher"  continued  the  man  of  fabrics 
and  notions.  "Instead  of  Gideonizing  I  was  applying  the 
truth  philisophically  or  commercially,  not  spiritually,  or  even 
morally.  However,  here  is  the  text  and  any  man  who 
knows  his  business  will  agree  with  me  there  is  fine  scope 
for  practical  application.  'And  beside  this,  giving  all  dili- 
gence, add  to  your  faith,  strength,  and  to  strength  know- 
ledge, and  to  knowledge  self-control,  and  to  self-control 
patience,  and  to  patience  godliness,  and  to  godliness  brotherly 
kindness,  and  to  brotherly  kindness  charity.  For  if  these 
things  be  in  you  and  abound,  they  make  you  that  ye  shall 
neither  be  barren  nor  unfruitful.'  " 

"Where  is  the  man  on  the  road  to-day  who  is  worth  his 
salt  to  the  house  or  himself  who  hasn't  faith?    Isn't  faith 
the  very  foundation  of  travelling,  faith  in  a  fellow's  goods, 
his  house,  faith  in  himself,  in  his  fellow  travellers  and  even 
in  the  people  he  sells  goods  to?    What  becomes  of  the  pes- 
simist, the  old  growser.    Does  he  stand  any  show  to-day  to 
o-et  on  easy  street?  No,  it's  the  fellow  with  abounding  faith, 
even  if  he  gets  fooled  now  and  then,  who  wins  out  at  the 
game.    I  would  rather  trust  and  lose  than  never  trust  at  all. 
I  had  a  funny  case  some  time  ago  which  illustrates  what  faith 
can  do  even  with  a  cranky  crooked  customer.    My  firm 
wrote  me  that,  on  account  of  frequent  cancellations,  etc.,  1 
was  in  future  to  have  all  orders  signed  by  a  certain  dealer 
in  my  territory.    Notwithstanding  his  crankiness  and  queer- 
ness  I  sold  him  some  pretty  good  bills  and  hated  to  lose  him, 
as  I  expected  I  would  if  I  faced  him  up  with  his  order  for 
signature.    I  determined  to  try  a  little  faith  cure  on  him.  I 
called  on  him  for  his  placing  order,  sold  him  a  pretty  good 
bill,  which  we  went  over  carefully  on  my  book  before  I  made 
out' the  order.    I  made  a  duplicate,  and  on  finishing  I  said: 
'Mr.  S— ,  our  firm  has  just  adopted  a  new  regulation  which 
I  don't  like  and  don't  care  to  follow  out  with  some  of  our 
oldest  and  best  customers.       They  insist  on  orders  being- 
signed.    I  am  going  to  leave  this  copy  with  you  without  that 
formality.    I  shall  be  in  town  till  this  evening,  if  there  is 
any  change  you  want,  call  me  up  and  I  will  drop  over.'  We 
have  never  had  a  cancellation  with  that  man  since.  He 
seemed  quite  anxious  to  live  up  to  the  faith  I  had  in  him. 
I  think  most  people  are  built  that  way. 

"Speaking  of  strength,"  said  the  necktie  man,  "and  I 
am  glad  to  see  your  preacher  give  the  literal  translation  of 
the  old  Latin  word  'virtus'  in  the  text.  I  think  a  man  has 
to  be  a  pretty  strong  man  to  hold  his  own  on  the  road.  The 
fellow  with  that  kind  of  watery  faith  which  believes  every- 
thing it  sees  and  hears,  runs  on  lots  of  shoals.  I  think  it's 
a  good  thing  to  have  faith  in  your  enemies  as  well  as  your 
friends  but  I  believe  in  that  kind  of   faith  that  trusts  m 


God  but  keeps  its  powder  dry.  There  are  some  dealers,  for 
instance,  who,  if  you  drank  in  all  they  told  you,  and  took 
all  they  gave  you,  would  put  you  to  the  bad.  There  are  lots 
of  people  who  mistake  credulity  or  gullibility  for  faith  and 
who  mix  meekness  with  weakness.  I  had  a  fellow  on  my 
beat  who  was  so  smooth  that  he  would  inspire  faith  in  a 
stone  dog.  I  gave  way  so  often  to  his  blandishments  that 
he  became  bolder  and  more  exacting  each  time  I  called.  He 
was  like  the  fellow,  however,  who  stole  the  sawmill  and 
went  back  after  the  dam  and  got  caught.  I  was  selling 
him  his  season's  goods  and  had  got  down  to  rock  bottom  in 
prices  and  discounts.  I  had  really  cut  closer  than  I  had 
ever  done.  When  we  had  finished  he  hemmed  and  hawed 
a  little  and  then  remarked  that  it  was  a  pretty  good  bill  and 
he  thought  I  ought  to  pay  the  freight.    I  got  hot,  but  didn't 

show  it.    I  simply  said:  'Mr.  B  ,  I  have  sold  you  this 

bill  so  close  that  I'm  really  afraid  to  send  in  the  order.  You 
have  crowded  me  so  much  that  I  have  really  come  to 
the  conclusion  that  there  is  no  money  for  us  in  your  trade. 
I  shall  draw  my  pencil  through  the  whole  bill  if  you  say  so.' 
He  didn't  say  so.  He  knew  where  to  get  off.  After  that 
I  had  no  trouble  with  him  and  might  have  saved  myself 
many  worries  and  the  firm  considerable  money  if  I  had 
shown  my  strength  sooner." 

"Yes,"  mused  the  shoeman,  "a  fellow  has  to  be  strong 
sometimes  as  well  as  trustful,  or  as  the  Book  puts  it,  'wise 
as  serpents  and  harmless  as  doves.'  He  has  to  have  knowl- 
edge of  men  as  well  as  his  goods,  and  as  to  self-control  and 
patience,  a  fellow  finds  plenty  of  opportunities  for  develop- 
ing these  great  virtues.  I  had  a  man  practically  call  me  a 
liar  the  other  day,  and  of  course  I  felt  like  landing  him  one. 
He  said  I  had  quoted  a  competitor  of  his  up  the  street  an 
extra  discount  on  rubbers.  I  quietly  denied  it  and  he  flew 
into  a  passion  and  said  a  lot  of  things,  amongst  which  was 
that  all  travellers  were  liars.  I  asked  him  if  I  could  use 
his  telephone.    He  gave  a  gruff  consent.    I  called  up  the 

dealer  in  question  and  stated  that  W          had  said  that  I 

had  offered  him  an  extra  ten  per  cent,  on  rubbers.    I  turned 

t0  w          and  said  quite  mildly:  'He  says  you're  a  liar. 

Would  you  like  to  speak  to  him.'  You  never  saw  a  man 
quiet  down  so  quickly  in  your  life.  If  I'd  got  into  a  racket 
with  him  I  suppose  he  would  have  tried  to  put  me  out  of 
the  store." 

"I  think  there's  lots  of  room  for  the  development  of 
godliness  or  wholesomeness,  and  also  brotherly  kindness 
amongst  us  fellows  on  the  road,"  suggested  the  quiet-looking 
spiceman.  "Nevertheless,"  said  the  furniture  man,  facetious- 
ly, "spicy  stories  and  dirty  tricks  are  not  quite  as  common 
amongst  the  fellows  on  the  road  as  they  once  were.  The 
day  has  gone  by  when  even  as  a  joke  a  competitor  can  side- 
track a  fellow's  grips  or  hide  his  photo-case  to  steal  a 
march  on  him." 

"I  feel  like  saying  something  on  that  greatest  of  all 
commercial,  as  well  as  Christian  graces,  'charity,'  but  we 
are  getting  into  Hamilton  and  I  will  have  my  say  some  other 
time,"  said  the  harclwareman,  as  he  got  into  his  overcoat 
and  gloves,  and  picked  up  his  travelling  bag. 


So 

Let's  Have  a  Smile 


"It  is  wonderful  what  progress  has  been  made  in  the 
way  of  machinery,"  remarked  Mr.  Figg.  "I  see  that  there 
has  been  a  machine  invented  that  can  make  a  complete  pair 
of  shoes  in  sixteen  minutes.  Why,  that  is  even  faster  than 
Tommy  can  wear  them  out." 

%       *  * 

In  the  bright  sunlight  on  a  railroad  station  in  Georgia 
slept  a  colored  brother.  He  snored  gently,  with  his  mouth 
ajar  and  his  long,  moist  tongue  resting  on  his  chest  like  a 
pink  plush  necktie.  A  Northerner  climbed  off  a  train  to 
stretch  his  legs,  unscrewed  the  top  of  a  capsule,  and,  ad- 
vancing on  tiptoe,  dusted  ten  grains  of  quinine  on  the  sur- 
face of  the  darkey's  tongue.  Presently  the  negro  sucked 
his  tongue  back  inside  his  mouth  and  instantly  he  arose  with 
a  start  and  looked  about  him  wildly. 

"Mistah,"  he  said  to  the  joker,  "is  you  a  doctah?" 

"Nope."' 

"Well,  then,  kin  yo'  tell  me  whar  I  kin  fin'  me  a  doctah 
right  away?" 

"What  do  you  want  with  a  doctor?" 
"I'm  sick." 
"How  sick?" 
"Powerful  sick." 

"Do  you  know  what's  the  matter  with  you?" 
"Suttin'ly  I  knows  whut's  de  matteh  with  me — mah 
gall's  busted !" 

^       *  * 

A  sailor  rushed  to  Boston  with  a  wounded  hand  and 
claimed  that  he  had  been  bitten  by  an  angel  fish  whilst  pull- 
ing his  net  into  a  small  boat.  Everybody  knows  there  is  no 
end  to  the  possibilities  of  the  grog  they  serve  on  shipboard, 
but  little  did  one  ever  dream  that  it  is  capable  of  putting 
fleecy  wings  and  a  halo  on  a  shark. 

*  ^ 

An  Englishman,  having  decided  to  buy  himself  a  dog, 
dropped  into  a  store  where  they  made  a  specialty  of  dogs. 
Approaching  a  clerk,  he  said: 

"Hi  wants  a  kind  of  a  dog  about  so  'igh,  and  so  long. 
Hit's  a  kind  of  gr'y'ound,  an'  yet  hit  ain't  a  gr'y'ound,  bt- 
cause  'is  tyle  is  shorter  nor  any  of  these  'ere  gr'y'ounds  an' 
'is  nose  is  shorter  an'  'e  ain't  so  slim  round  the  body.  But 
still  'e's  a  kind  of  gr'y'ound.    Do  you  keep  such  dogs?" 

"We  do  not,"  said  the  clerk.    "We  drowns  'em." 
•jf       *  * 

While  digging  post  holes  the  other  day  two  Manitoba 
men  unearthed  a  bunch  of  snakes.  Both  were  perfectly  dry 
at  the  time,  but,  with  much  logic  they  figured  it  out  that  if 
they  saw  snakes  while  they  were  unjagged,  there  was  no 
use  being  sober. 

Hence  we  feel  that  we  should  excuse  their  immediate 
flight  to  the  nearest  exhilarator. 

■jf       *■  * 

In  the  dining-room  of  a  hotel  at  Nice,  on  a  huge  placard 
posted  over  the  mantel-piece,  you  can  read  the  following — 
"Our  English  visitors  are  kindly  requested  to  address  the 
waiters  and  servants  in  English,  as  their  French  is  not  gen- 
erally understood." 


A  youthful  barrister  looked  somewhat  contemptuously 
at  a  simple-looking  agricultural  laborer  in  the  witness-box, 
evidently  regarding  the  rustic  as  too  "small  fry"  for  his 
cross-examining  skill.  However,  he  began,  "Have  you  been 
married?"  The  witness,  who  stammered,  said  he  had  once. 
"And  whom  did  you  marry?"  "A  w-w- woman,  sir."  The 
barrister  turned  to  one  of  his  confreres  and  murmured,  'Vil- 
lage idiot."  "Come,  come,  my  good  man,"  he  said  to  the 
witness,  "of  course  it  was  a  woman !  Did  you  ever  hear 
of  anyone  marrying  a  man?"  "Yes,  sir;  p-please,  my  sister 
did !"  was  the  reply,  and  the  "village  idiot"  was  troubled  no 
further. 

*  *  ^ 

Johnson  and  Jenkins  meet  on  the  way  home. 

"Come  and  see  us  some  evening,  why  don't  you?"  says 
Johnson.    "Bring  your  wife  and  come  on  over." 

"Thank  you,  we'll  plan  to  drop  in  on  you  some  time," 
says  Jenkins.   "You  and  Mrs.  Johnson  call  on  us,  won't  you?" 

"Sure  we  will.  We've  been  talking  about  it  for  a  year 
or  so,  but  the  children,  you  know — " 

"Yes,  I  know;  we've  got  a  houseful  of  youngsters,  too." 

Then  Johnson  and  Jenkins  smile  amiably  and  part  com- 
pany, each  happy  to  know  that  the  other  has  no  calling  in- 
tentions whatever. 

*  *  * 

A  young  Quaker  had  been  for  some  time  casting  diffi- 
dent glances  at  a  maiden  of  his  persuasion,  while  she,  true 
to  the  tenets  of  her  upbringing,  had  given  him  mighty  little 
encouragement.  However,  one  day  the  opportunity  of  plac- 
ing the  matter  upon  a  more  stable  footing  presented  itself 
to  Seth,  and  he  shyly  inquired:  "Martha,  dost  thou  love  me?" 

"Why,  Seth,  we  are  commanded  to  love  one  another," 
quoth  the  maiden. 

"Ah,  Martha,  but  dost  thou  feel  what  the  world  calls 
love  ?" 

"I  hardly  know  what  to  tell  thee,  Seth.  I  have  tried  to 
bestow  my  love  upon  all,  but  I  have  sometimes  thought  that 
you  wast  getting  more  than  thy  share." 

*  *  * 

A  well-known  German,  who  is  something  of  a  wag, 
walked  into  one  of  the  public  offices  in  Cincinnati  the  other 
day,  and  from  the  noise  it  was  plain  that  he  was  wearing  a 
pair  of  new  shoes,  or  ones  that  had  recently  been  repaired. 

One  of  the  clerks  remarked  about  the  shoes  and  the  Ger- 
man said : 

"I  comes  pretty  near  selling  dese  shoes  the  other  day." 
"How  is  that?"  asked  the  clerk. 

"I  had  'em  half-soled,"  said  the  German,  as  he  walked 
out  of  the  office. 

A  deep  groan  was  heard  as  he  slipped  through  the  door. 

*  *  * 

"Now,"  said  an  Irishman,  after  a  serious  accident  to  a 
fellow  miner,  "we'll  have  to  send  some  man  to  break  the 
news  to  Moriarty's  wife."  "Send  Hannigan,"  suggested  one 
of  the  gang.  "He's  just  the  man  to  break  the  news  gradual 
— look  how  he  stutters." 
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Business  Boosters 

Practical  Ideas  From  Here  and  There-Suggestions   Gleaned  From  Those  Who  Have  Benefited  by  Their 

Use— Watch  for  These  Timely  Items. 


Keeping  Track  of  Stock 

Ottawa.— One  method  of  keeping  track 
of  stock  that  a  dealer  here  has  found 
very  effective  is  as  follows:  All  stock 
received  is  entered  on  a  card  system  and 
complete  data  is  shown.  When  each  pair 
of  shoes  is  put  into  stock  a  small  ticket 
with  the  stock  number,  the  size,  the  cost 
price  and  the  selling  price  marked  there- 
on, is  placed  in  the  carton.  When  the 
sale  is  made,  this  ticket  must  be  handed 
to  the  cashier  with  the  sales  check.  By 
her  the  necessary  particulars  are  entered 
on  the  proper  cards.  In  this  way  the  pro- 
prietor can  keep  accurate  track  of  every- 
thing sold,  and  the  condition  of  any  por- 
tion of  his  stock  at  all  times. 


Neat  Labels  Attract 

Montreal— Emile  Larose,  a  local  shoe 
man,  has  capitalized  his  name  in  a  unique 
and  advantageous  manner.  He  is  a  firm 
believer  in  uniform  labels,  which  greatly 
add  to  the  appearance  of  his  store.  The 
unusual  feature  about  these  labels  is  the 
deep  red  rose  printed  in  the  exact  centre 
of  each.  The  effect  as  noticed  on  enter- 
ing the  store  is  very  striking  and  attract- 
ive, and  by  the  suggestion  of  neatness  and 
method  that  it  conveys  has  proven  a  busi- 
ness booster.  It  is  not  every  shoe  man 
that  has  a  name  which  can  be  turned  to 
profit  in  this  way,  nor  is  it  everyone  who 
would  have  thought  to  do  so. 


that  they  are  really  foot  physicians,  and 
will  oft-times  be  compelled  to  prescribe 
for  people  with  abnormal  feet  who  really 
do  not  know  what  is  the  best  style  of 
shoe  for  comfort  or  foot  health.  The  re- 
sult is  that  his  store  has  a  reputation  for 
accuracy  in  this  respect  that  boosts  his 
cash  sales  many  hundreds  of  dollars  year- 
ly. If  more  retailers  displayed  the  same 
care,  complaints  would  be  few  in  number 
indeed. 

Flowers  Bring  Business 

Calgary.— A  local  shoe  man  believes  that 
no  retailer  can  beautify  his  store  too  much, 
so  he  secured  two  handsome  palms  and 
stood  them,  one  on  each  side  of  the  door, 
just  inside  the  store.  Along  the  top  of  the 
shelving  on  each  side  he  placed  gerani- 
ums and  other  potted  plants  every  few 
feet.  The  effect  is  very  pleasing,  and  has 
been  the  means  of  attracting  many  cus- 
tomers, especially  ladies,  into  the  store. 


One  for  the  Jobbers 

Toronto— A  jobber  here  sends  out  a 
notice  on  the   ist  of   October  each  year 
to  all  retailers  within  reasonable  distance 
of  the  city  urging  the  advisability  of  a 
personal  inspection  of  his  very  large  and 
complete  stock  in  all  lines.  To  give  point 
to  his  remarks,  he  offers  to  pay  the  rail- 
road fare  to  and  from  the  city    of  any 
outside  retailer  who  orders  stock  to  the 
value  of  $400,  stipulating,  of  course,  that 
there  shall  be  no  subsequent  cancellation 
of  any  part  of  his  order.    As  nearly  all 
retailers  who  take  advantage  of  this  offer 
come  from  surrounding  territory,  the  ex- 
pense so  incurred  is  not  large.    This  plan 
also  has  the  additional  advantage  in  mak- 
ing retailer  and  jobber  better  acquainted, 
which  is  an  important  factor  in  business, 
especially  when   some   difficulty  turns  up 
that  has  to  be  straightened  out  by  corres- 
pondence. 

Careful  Fitting  Pays 

Belleville.— A  retailer  in  this  city  is  con- 
tinually impressing  upon  his  clerks  the  fact 


Pay-Day  Sale. 

Winnipeg.— A  pay-day  sale,  specially  de- 
signed to  catch  railroad  men,  was  recently 
run  by  a  local  dealer.  This  idea  would  do 
for  factory  towns  as  well,  and  even  for 
Saturday  sales,  as  many  people  are  paid 
at  the  end  of  each  week.  In  fact,  it  is 
capable  of  great  development.  The  best 
results  are  obtained  when  the  women  are 
encouraged  to  do  their  shopping  for  the 
family  at  such  times.  Genuine  bargains 
should  be  offered,  as  such  trade  is  always 
for  cash.  In  all  towns  or  cities  at  division- 
al points  of  railways,  this  idea  should  be 
exceptionally  successful. 


good  idea  to  place  in  the  window  a  large 
chart  indicating  the  sizes  and  prices  of 
the  shoes  being  closed  out.  Across  the  top 
of  the  chart  he  marks  the  sizes  and  half 
sizes  and  along  the  side  the  widths.  Op- 
posite these,  in  little  squares,  he  tallies  the 
number  of  pairs  in  stock.  At  the  bottom 
under  the  head  "Remarks,"  he  shows  the 
former  and  the  present  price  of  the  shoe, 
with  a  brief  description. 

This  enables  a  person  in  the  street  to 
see  at  a  glance  whether  or  not  he  will  be 
able  to  find  a  shoe  of  a  certain  size.  It 
saves  time  for  both  the  clerk  and  the  cus- 
tomer. 

One  for  the  Wholesaler. 

Toronto.— A  manufacturer  here  has  a 
large,  square  white  card  over  the  tele- 
phone, on  which  are  the  words,  in  good- 
sized  letters,  "We  encourage  sorting  over 
the  telephone.  It  saves  time."  As  this 
telephone  is  a  wall  instrument,  and  used 
in  the  sample  room,  the  sign  is  seen  by 
every  customer  that  comes  in,  and  a  good 
suggestion  is  driven  home  in  a  nice  way. 
Of  course,  it  will  be  seen  that  the  more 
business  done  over  the  'phone,  the  more 
time  there  is  left  for  getting  after  or- 
ders in  person. 


Red  Tag  Sale. 

Quebec— Here  is  a  dodge  that  has  been 
most  successfully  carried  out  by  a  retailer 
here.  It  not  only  furnishes  a  good  sale 
name,  but  also  provides  a  method  of  indi- 
cating the  lines  that  are  being  sold  at  re- 
duced prices.  Those  upon  which  no  re- 
duction has  been  made  are  marked  with 
price  tickets  of  another  color.  Good  show 
cards  are  also  a  great  help  in  this  kind 
of  sale.  It  has  another  advantage  in  that 
little  preparation  is  necessary. 

A  Special  Idea  Sale 

Calgary,  Alta. — A  shoe  merchant  here 
has  obtained  a  good  idea  for  a  special 
sale.  He  places  a  large  chart  in  his  win- 
dow that  shows  the  sizes  and  prices  of 
all  shoes  being  closed  out.  He  can  change 
the  quantities  daily. 

In  connection  with  a  shoe  sale  it  is  a 


Another  Good  Idea. 

Brantford.— A  local  merchant  had  the 
following  paragraph  inserted  in  a  daily 
paper : 

"We  have  a  system  for  mailing  you  a 
little  calendar  every  month  during  the  new 
year.  Will  you  please  call  and  leave  your 
address?  It  will  put  you  under  no  obliga- 
tion, and  will  be  of  undoubted  benefit  to 
you." 

He  has  received  many  responses  to 
this  notice,  and  it  has  helped  to  win  cus- 
tomers by  personal  contact.  Curiosity  is 
always  a  strong  trait  to  play  upon. 

Uniform  Price  Tickets. 

Kingston.— There  is  nothing  more  pleas- 
ing to  anyone  who  has  any  appreciation  of 
artistic  taste  than  natty  price  tickets  of 
uniform  size,  shape  and  color.  One  mer- 
chant here,  recognizing  this  fact,  had  a 
great  many  tickets  cut  from  the  same 
weight  and  color  of  cardboard,  uniform  in 
shape  and  size.  He  takes  care  that  these 
are  neatly  lettered,  using  some  phrase  as 
brief  and  catchy  as  possible,  usually  stat- 
ing a  price  in  somewhat  larger  figures.  He 
says  it  is  a  business  booster,  and  he  uses 
it  constantly. 
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Trade  News 

Happenings  in  Shoe  Circles  All  Over  Canada — Personal  Items — Business  Openings 

That  You  Should  Know  About 


The  Recent  Shoe  Merger 

As  announced  in  the  last  issue  of  the 
Shoe  and  Leather  Journal,  a  merger  has 
been  effected  between  the  Ames-Holden 
Company  and  the  James  McCready  Com- 
pany, of  Montreal,  through  Mr.  D.  Lome 
McGibbon.  The  new  enterprise  has  is- 
sued at  the  outset  $1,000,000  six  per  cent, 
bonds,  $2,500,000  seven  per  cent,  preferred 
stock,  and  $3,500,000  common  stock.  It  is 
understood  that  twenty-five  per  cent, 
of  the  bonds  have  been  diposed  of 
in  Montreal,  and  the  remainder  with 
English  financiers.  Applications  from 
the  public  for  the  $2,500,000  preferred 
issue  came  in  rapidly,  and  within  two  days 
the  entire  sum  was  placed.  The  under- 
writing terms  were  95  per  cent,  of  par  for 
the  preferred  stock,  together  with  a  bonus 
of  40  per  cent,  common.  The  over-sub- 
scriptions exceeded  $2,000,000,  and  in  every 
case  applications  from  the  inside  and  out- 
side had  to  be  cut  down  by  half.  It  is 
reported  that  the  consolidation  of  the  two 
big  companies  was  effected  at  a  figure 
around  the  four-million-dollar  mark.  The 
books  of  the  two  concerns  for  the  past 
year  show  surplus  earnings  equal  to  a  little 
over  twelve  per  cent,  on  the  $2,500,000  pre- 
ferred stock,  after  taking  care  of  bond  in- 
terest and  all  fixed  charges.  After  paying 
the  preferred  dividend,,  this  is  equal  to 
about  four  per  cent,  on  the  common  stock. 
It  is  said  the  next  move  will  be  the  read- 
justment of  selling  and  manufacturing 
methods  and  the  enlargement  of  the  an- 
nual output  of  the  amalgamated  factories. 

Shoes  with  Soles  of  Steel 

The  application  and  use  of  steel  in  the 
economy  of  modern  life  is  ever  widening, 
and  one  of  the  latest  things  on  the  mar- 
ket are  shoes  with  steel  soles.  The  bot- 
tom of  the  shoe  is  one  piece  of  steel  from 
toe  to  heel,  with  the  metal  running  up  an 
inch  above  the  sole  all  around  the  shoe. 
The  steel  is  thin,  light,  seamless  and  rust- 
resisting,  while  adjustable  steel  rivets 
serve  the  dual  purpose  of  protecting  the 
soles  from  wear  and  giving  a  steady  foot- 
ing on  all  occasions.  The  rivets  can  be 
replaced  at  any  time,  and  the  shoes  are 
as  good  as  new. 

The  cost  of  the  rivets  is  a  mere  baga- 
telle. Those  at  the  tip  of  the  toe  and 
the  hall  of  the  heel,  are  the  only  ones 
that  wear.  Thus  half-soling,  renewing 
heels  and  putting  on  patches  are  elimin- 
ated. Ruthstein's  steel  shoes  are  not 
clumsy,  awkward  and  heavy,  as  one 
misrht  naturally  suppose,  but  are  comfort- 


able, easy,  and  just  as  light  as  heavy  leath- 
er shoes  wbidh,  in  wet  weather,  become 
water-soaked,  wrinkled  and  ill-shaped, 
while  the  soles  curl  up  and  the  uppers 
warp.  Steel  shoes  are  resilient  and  springy 
to  walk  in,  having  a  cushion-like 
inner  sole  made  of  fine  select  horse- 
hair and  felt.  Horsehair  possesses 
natural  electricity,  and  the  circulation  ot 
blood  is  promoted  by  these  insoles.  Other 
advantages  of  steel  shoes  are  that  they 


can  be  worn  in  all  kinds  of  weather,  and 
are  as  waterproof  as  rubber  boots.  The 
makers  claim  that  one  pair  of  them  will 
outlast  three  to  six  pairs  of  the  best  all 
leather  footwear.  The  sihoes  are  made 
for  men  in  sizes  from  5  to  12,  at  6,  9, 
12  and  16  inches  high,  and  for  boys  in 
sizes  1  to  5,  at  6  and  9  inches  in  height. 

Steel  footwear  finds  a  ready  sale,  and 
gives   splendid   satisfaction     to  farmers, 


miners,  railway  men,  construction  crews, 
creamery  workers,  excavators,  and  many 
others.  They  slip  on  the  feet  and  off 
with  remarkable  ease,  are  shape-retaining, 
and  comfort-giving. 

The  Ruthstein  steel  shoe  is  a  decidedly 
new  feature,  and  the  only  selling  agents 
for  Canada  are  Bladhford,  Da  vies  &  Co., 
60-62   Front   Street  west,   Toronto,  who 


will  gladly  furnish  prices  and  particulars 
on  application. 

Investigation  under  Combines  Act 

Under  the  Combines  Investigation  Act, 
which  was  passed  by  the  Federal  Parlia- 
ment last  session,  Hon.  W.  L.  Mackenzie 
King,  Minister  of  Labor,  informed  the 
House  last  week  that  an  order  had  been 
granted  by  Mr.  Justice  Cannon,  of  Que- 
bec, for  the  investigation  of  the  operations 
of  the  United  Shoe  Machinery  Co  of  Can- 
ada. The  government  had  received  the  order, 
and  'had  taken  steps  to  inaugurate  the  in- 
vestigation at  once.  Each  party  had  the 
right  to  appoint  one  member  of  the  investi- 
gating board,  the  two  to  agree  on  a  chair- 
man. Otherwise  the  government  would 
appoint  the  chairman.  "I  may  also  tell  the 
House  that  the  government  has  decided  to 
appoint  a  special  solicitor,"  said  Mr.  King, 
"to  assist  the  complaining  parties  in  deter- 
mining the  most  effective  means  of  getting 
the  information  required,  and  conducting 
the  fullest  investigation." 

This  is  the  first  application  made  under 
the  Act,  and  Judge  Cannon,  of  the  Su- 
preme Court  at  Quebec,  made  the  report 
to  the  government  on.  the  application  of 
a  number  of  shoe  manufacturers  of 
that  province,  who  charged  that  a 
combine  existed  in  restraint  of  trade 
on  the  part  of  the  United  Shoe  Ma- 
chinery Company.  Judge  Cannon  re- 
ported that  the  company  levied  toll  on  prac- 
tically every  consumer  and  producer  in 
connection  with  the  shoe  business  in  Can- 
ada. The  United  Shoe  Machinery  Com- 
pany has  been  attacked  on  similar  grounds 
in  the  United  States,  but  so  far  any  legal 
proceedings  taken  have  not  been  success- 
ful in  establishing  that  a  trust  or  com- 
bine exists  across  the  border. 

Mr.  Meighen,  M.P.,  has  moved  in  the 
Commons  for  a  return  supplying  all  docu- 
ments, papers  and  information  of  every 
kind  touching  the  methods  and  operations 
of  trusts  and  combines  in  the  United 
States.  He  said  that  Canada  was  now 
developing  huge  mergers,  usually  the  re- 
sult of  parent  combines  in  the  United 
States. 

The  resolution  presented  by  Mr.  King  to 
appoint  a  Board  of  Investigation  was 
adopted  by  the  House. 

J.  C.  Walsh,  editor  of  the  Montreal 
Herald,  has  been  appointed  a  member  of 
the  Board  of  Investigation  ordered  by  Mr. 
Justice  Cannon,  of  the  Quebec  Supreme 
Court,  in  the  cases  of  the  United  Shoe 
Machinery  Co.    Mr.  Walsh  was  named  H 
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the  plaintiffs  and  the  Minister  of  Labor  boomerang  suggestion  of  that  hothead  did  of  the  Company  are:  President,  Hon  E.  J. 
has  made  the  appointment.  him  good.    He  might  have  been  wedded  in  Davis;  vice-president  and  secretary,  Aubrey 

' '  his  bare  feet  for  all  I  know.    There  is  no  Davis;   directors,  Andrew  J.  Davis  and  h.  J. 

His  Wedding  Boots  Not  Ready  ,0f  .being  in  business  to-day  if  you  do  Davis,  junior. 

This  is  an  age  of  rush.  Patrons  insist  not  keep  faith  with  your  customers.  That 
that  their  wants  shall  be  supplied  instanter.  js  the  reason  I  have  several  workmen  in 
A  shoemaker  in  an  Ontario  town  remarked  mv  Slh0.p  when  there  is  not  another  that 
the  other  day  that  the  hurry  mania  was  has  more  than  one  or  two.  People  can 
really  getting  on  his  nerves.    Nearly  every  depend  upon  us." 


Thomas  O.  Curtis  Dead 


customer  demanded  that  half-soling,  patch- 
ing, sewing,  etc.,  should  be  attended  to  at 
once,  no  matter  how  much  work  was  in 
hand. 

"Why,  do  you  know,"  he  remarked,  "a 
man  called  last  week,  wanted  his  shoes 


Short  Sighted  Business  Tact 

A  darkey  once  took  the  contract  for 
sawing  five  cords  of  wood.  He  was  to 
get  seventy-five  cents  per  cord.    He  soon 


Mr.  Thomas  Oliver  Curtis,  of  Toronto, 
died  of  lung  trouble  recently.  Mr.  Curtis 
was  forty-two  years  of  age,  and  leaves 
a  widow.  He  was  well  known  through 
the  States,  coming  from  Cleveland  to  To- 
ronto about  three  years  ago.  He  was  head 
of  the  United  Shoe  Company,  of  Queen 
Street  west,  until  a  short  time  ago. 


'         engaged  another  darkey  to  do  the  work, 
re-soled,  said  he  was  going  down  the  street  tQ  ^         ^  doUar  foj.  each 

a  block  or  two,  and  hoped  I  would  have 


the  job  completed  on  his  return.  He  hustled 
out  of  the  door,  came  bustling  in  fifteen 
minutes  later,  and  finding  that  nothing  had 
been  done,  he  went  away.  A  month  later 
he  called  for  the  shoes,  yet  when  he 
brought  them  in  he  impressed  me  with  the 
idea  that  he  was  in  the  greatest  possible 
haste  to  take  them  away." 

"It  is  a  strange  phase  of  human  nature," 
continued  the  shoemaker,  "but  the  fussy 
fellow  who  must  have  a  thing  right  on 
the  spur  of  the  moment  insists  that  all 
others  get  the  go-by  to  please  him  is  the 
one  who  is  frequently  bluffing,  and  when 
he  finds  that  he  cannot  bulldoze  you  into 
his  way  of  thinking,  will  let  the  work  lie 
for  weeks  before  coming  to  get  it. 

"Say,"  he  added,  "I  did  get  even  with 
one  of  those  hurry-up,  jumble-up  Johnnies 
in  a  neat  way  a  few  years  ago.  He  enter- 
ed the  shop  on  a  Friday  night  and  told 
me  he  was  to  be  married  on  Monday  and 
that  he  wanted  me  to  make  him  a  pair 
of  wedding  boots. 

"'Can't  do  it,'  said  I,  'too  much  other 
work  ahead  of  you  and  it  will  be  impos- 
sible.' 

"He  was  most  persistent,  and  finally  sug- 
gested that  I  could  stave  some  of  the  others 
off.  I  told  him  that  was  not  my  style  of 
doing  business,  and  I  endeavored  to  treat 
all  fairly. 

'"Confidentially,  can't  you  do  a  little 
lying  about  some  of  your  work  and  let  me 
have  the  wedding  footwear?  You  see  the 
predicament  that  I  am  in.' 

"  'All  right,'  I  replied,  'I  will  try  and  do 
a  little  lying.' 

"The  next  night  the  fellow  'bustled  in 
and  asked  for  the  toots. 

"  'Not  done,'  I  answered.  'Have  not 
touched  them.' 

"  'But  you  promised  to  have  them  fin- 
ished.' 

'"I  did  not' 

"  'You  told  me  you  were  going  to  do  a 
little  lying.' 
"  'So  I  have.' 

"'Then  why  haven't  you  the  boots?' 

"'Well,  I  thought  that  I  might  as  well 
lie  to  you  as  anyone  else,  and  that's  exact- 
ly what  I  have  done.' 

"He   was     flabbergasted.     I   hope  the 


Will  Sell  to  Jobbers 

Daoust,  Lalonde  and  Co.,  Montreal,  are 
making  a  new   departure  this   season  in 
that  they  are  going  to  sell  to  jobbers  out- 
side of  Quebec  province.    Their  samples, 
full  fall  range,  will  be  ready  March  1st. 
For  many  years  this  firm  has  done  an  ex- 
About  a,s  senseless  and  profitless    a  pro-  tensive  business  with  the  retail  trade  in 
ceeding  has  been  played  by  two  shoe  mer-  Quebec  province.    This  business  they  will 
chants  in  a  Western  Canada  city.      One  continue    to    conduct    themselves.    J.  E. 
came  out  with  the  announcement  recently :   Pare,   for  many  years     with  the  Louis 
"Any  winter  shoe  in  the  place  for  $3.95.  and  Gauthier  Co.,  Quebec,  is  in  charge  of  the 
one  pair  of  rubbers  free."    A  competitor  new  department. 


"Where  does  your  profit  come  in?"  en- 
quired a  friend. 

"Say,  it  am  wo'th  a  qua'ter  to  be  boss, 
not  to  mention  the  'xtreme  dign'ty  of  th' 
bizness." 


across  the  street  was  not  to  be  outdone 
in  alluring  methods  of  merchandise,  and 
displayed  a  bewildering  number  of  new 
one-dollar  bills  in  the  window,  which  was 
decorated  with  shoes  of  all  kinds  for 
men.  The  card  related  that  the  price  of 
any  pair  was  $3-9S>  and  every  purchaser 
would  receive  a  brand  new  one-dollar  bill. 
It  was  a  plan  somewhat  bolder  in  concep- 
tion, and  perhaps  a  dollar  bill  was  calcu- 
lated to  appeal  more  directly  to  the  cu- 
pidity of  customers  than  a  pair  of  rub- 
bers. In  the  end  it  was  doubtful  if  his 
means  of  reducing  stock  was  impressive 

or  convinced  any  one  that  real  bargains  — 
were  given.    A  straightforward  statement 

offering  the  shoes  at  $2.95  per  pair  would  WANTED.— A  German  firm  wants  offer 
have  been  quite  as  effective  and  satisfac-      of  heavy  lines  of  boots,  staple  article, 

black  and  tanned,  suitable  for  laborers 
and  farmers.  Address  "Export,"  care 
Shoe  and  Leather  Journal,  61  John 
Street,  Toronto. 


Notes 

It  is  announced  that  Mr.  A.  L.  John- 
son, who  has  up  till  now  been  Western 
manager  of  Ames-Holden,  Limited,  has 
been  chosen  as  the  Western  general  man- 
ager of  the  new  amalgamation  consummat- 
ed by  D.  Lome  McGibbon  at  Montreal  of 
the  Ames-Holden  Co.,  Limited,  with  the 
James  McCready  Co.,  Limited. 

The  shoe  department  of  the  Hudson's 
Bay  Company's  store,  Winnipeg,  has  been 
greatly  improved.    It  is  located    on  the 


tory,  and  the  buyer  would  have  known  the 
real  price.  As  the  signs  read  they  re- 
minded one  of  the  reply  Pat  gave  when 
questioned  regarding  his  exact  age.  "If 
I  live  seven  more  months  I  will  be  forty - 
three  years,  lacking  nine  months."  An 
explicit  answer  of  forty-one  years  and 
eight  months  would  have  settled  the  point 
quickly,  and  cleared  the  atmosphere  of 
doubt.  The  plan  adopted  by  the  Western 
dealers  was  lacking  in  tact. 

Davis  Leather  Company  Increases  [. 
its  Capital 

The  Davis  Leather  Company,  Limited,  of 
Newmarket,  have  been  authorized  by  sup- 
plementary letters  paten',,  to  increase  their 
capital  from  $300,000  to  $750,000. 

This  company  are  well-known  to  the  Cana- 
dian trade  as  manufacturers  of  high  grade 
shoe  leathers.  They  have  recently  enlarged 
their  plant  to  such  an  extent  as  to  enable 
them  to  double  their  capacity.   The  officers 


EOR  SALE-TANNERY  MACHINERY. 
—One  Union  splitting  machine,  run  by 
power;  one  automatic  splitting  knife 
grinder;  one  combination  rolling,  glass- 
ing and  printing  machine,  run  with  two 
speeds;  one  ratchet  Skrue  leather  press; 
one  copper  centrifugal  pump  complete. 
Apply,  Tannery,  Canifton,  Ontario. 


TANNERY  MANAGER  —  Position  in 
Canada  by  manager  of  an  up-to-date 
English  yard;  knows  latest  processes; 
sole,  harness  and  strap  butts;  has  know- 
ledge of  the  latest  harness  currying  pro- 
cess; had  great  success  in  present  posi- 
tion. Box  1071,  Agence  Mitchell,  1  and 
2  Snow  Hill,  London,  England. 
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second  flat,  and  the  appointments  and  fix- 
tures are  convenient  and  attractive. 

Mr.  Burt,  who  has  been  with  the  T. 
Eaton  Co.,  in  the  shoe  department  of  their 
W  innipeg  store  for  some  years,  has  join- 
ed the  staff  of  the  Ryan,  Devlin  Shoe  Co., 
Winnipeg. 

T.  X.  Carom,  who  has  been  travelling  for 
the  Thomas  Ryan  Co.,  Limited,  in  the 
West,  has  left  the  road  and  taken  a  posi- 
tion with  the  Yale  Shoe  Store,  321  Port- 
age Avenue.  Winnipeg. 

The  Ryan.  Devlin  Shoe  Company  has 
made  decided  improvements  to  iftheir  store 
front  in  Winnipeg.  The  interior  of  the. 
premises  has  also  received  a  general  over- 
hauling. 

The  Collis  Leather  Company,  of  Aurora, 
Ont..  has  just  been  incorporated.  The 
company  is  empowered  to  manufacture  and 
sell  leather  and  to  carry  on  a  general  tan- 
ning business.  The  share  capital  is 
$150,000. 

M.  C.  Martin,  of  Martin  &  Stewart, 
hide  dealers,  Montreal,  in  connection  with 
the  reciprocity  proposition,  does  not  think 
farmers  will  benefit  a  great  deal  by  the 
removal  of  duty  on  natural  products.  He 
says  the  Payne-Aldrich  treaty  removed  the 
duty  of  fifteen  per  cent,  and  made  hides 
free.  He  adds  that  the  exporters  have 
really  gained  nothing  by  the  removal  of 
the  duty. 

Shoe  merchants  in  Winnipeg  report  a 
brisk  business  during  the  past  month.  Many 
sales  have  been  held,  and  several  catchy 
window  devices  and  display  cards  were 
made  use  of.  Some  smart  styles  for 
spring  wear  are  now  shown. 

"We  know  nothing  of  it.  Gutta  Per- 
cha  Company  is  not  and  never  will  be 
for  sale.  We  are  paddling  our  own  canoe, 
and  hope  we  will  always  be  able  to  do  so." 
This  is  the  answer  we  received  from  Mr. 
Candee,  secretary  of  the  Gutta  Percha 
and  Rubber  Manufacturing  Co.,  Limited, 
to  our  enquiry  as  to  whether  there  was 
any  truth  in  the  report  that  the  representa- 
tive of  a  large  American  rubber  concern 
was  in  Toronto  negotiating  to  purchase 
the  Gutta  Percha. 

H.  B.  Ames,  M.P.,  who  is  one  of  the 
directors  of  the  Ames-Holden-McCready 
Company,  Montreal,  has  just  returned 
from  an  extended  visit  to  Australia.  He 
sees  wonderful  days  ahead  for  the  Com- 
monwealth. The  yellow  invasion,  he  de- 
clares, is  a  real  peril,  but  the  Australians 
are  preparing  to  resist  it  by  force. 

James  Linton  and  Co.,  of  Montreal, 
have  just  completed  extending  and  reno- 
vating their  factory.  They  have  now  one 
special  factory  confined  solely  to  Good- 
year welts,  and  they  are  making  a  range 
of  these  samples  in  all  the  new  leathers, 
and  on  all  the  latest  and  most  up-to-date 


American  lasts,  both  in  extremely  high 
and  medium  toes. 

The  Ontario  agents  for  Spicer  rubbers 
this  season  will  be  the  George  E.  Boulter 
Co.,  Limited,  of  Toronto.  Their  travelers 
are  now  out  on  their  regular  trips  carry- 
ing a  full  range    of  the  Turner  Rubber 


Ontario  Distribution  Depot  for 
Miner  Rubbers 

Company's  high  quality  rubbers.  We  un- 
derstand the  boys  are  showing  something 
extra  good  this  season,  and  it  will  no  doubt 
be  good  policy  for  the  merchants  to  see 
what  they  have  before  placing. 

The  Gananoque  Harness  Works,  Limit- 
ed, has  been  incorporated.  The  capital  is 
$40,000,  and  the  head  office  Gananoque. 
The  company  will  take  over  the  business 
known  as  the  Gananoque  Harness  Works. 

Herbert  Packard  was  recently  appointed 
general  sales  manager  for  L-  H.  Packard 
and  Co.,  Montreal,  and  is  now  performing 
the  duties  of  his  new  position. 

A.  D.  Weber,  manager  of  the  footwear 
division  of  the  Canadian  Consolidated 
Rubber  Co.,  Toronto,  who  has  been  ill 
for  some  weeks,  is  able  to  resume  business. 

J.  A.  McLaren,  of  McLaren  &  Dallas, 
Toronto,  spent  last  week  among  the  fac- 
tories of  Montreal  and  Toronto,  select- 
ing fall  goods. 

Howard  Savage  the  Ottawa  representa- 
tive of  the  George  E.  Boulter  Co.,  was  in 
Toronto  this  week  looking  over  the  Con- 
struction and  the  Wanderer  racer  profes- 
sional racer  hockey  league  shoes. 

George  Armstrong,  of  Kingston,  form- 
erly with  the  James  Robinson  Company, 
of  Montreal,  has  taken  a  position  on  the 
road  in  Ontario  for  the  Miner  Rubber 
Company. 


The  George  E.  Boulter  Co.,  of  Toronto, 
last  week  sent  out  three  thousand  circu- 
lars to  the  trade  notifying  them  that  the 
Miner  Rubber  Company,  of  Granby,  Que., 
has  not  been  purchased,  and  was  in  no  way 
controlled  by  the  Consolidated  Rubber 
Company. 

John  L-  Chisholm,  of  the  Emmett  Shoe 
Store,  Toronto,  who  broke  his  shoulder- 
blade  while  playing  hockey  some  time  ago, 
has  recovered  sufficiently  to  resume  his 
duties. 

The  Canadian  Consolidated  Rubber  Com- 
pany have  added  to  the  number  of  their 
Ontario  representatives,  J.  C.  Xicholson, 
for  many  years  with  the  Canada  Rubber 
Company,  is  manager  for  Ontario,  with 
headquarters  in  Toronto.  A.  D.  Weber, 
formerly  with  the  Merchants'  Rubber 
Company,  of  Berlin,  is  manager  of  the 
footwear  division  in  Toronto.  R.  M.  But- 
ler is  covering  northern  Ontario,  while  J. 
A.  Connor  is  looking  after  the  London 
branch ;  F.  A.  Bauslaugh  the  Brantford 
branch.  C.  F.  Veitch  is  on  the  road  for 
the  Central  Ontario  division,  and  W.  H. 
Martin  is  holding  up  the  interest  of  the 
company  in  Toronto  as  city  traveller. 

The  various  Toronto  jobbers  and  whole- 
salers are  getting  ready  to  send  their  shoe 
representatives  out  early  in  May  with 
samples  for  fall  wear. 

February  is  generally  a  dull  month  in 
the  shoe  trade,  but  retailers  throughout 
Ontario  report  that  business  was,  on  the 
average,  a  little  ahead  of  the  correspond- 
ing month  last  year. 

D.  D.  Hawthorne,  Toronto,  is  spending  a 
few  days  in  the  factories  of  Montreal  and 
Quebec. 

A.  Levy,  late  manager    of  McKendry 

shoe  department,  Toronto,  has  leased  the 

premises  next  door  to  the  old  stand,  and 
opened  out  last  week. 

At  a  special  meeting  of  the  shareholders 
of  Ames-Holden,  Limited,  held  in  Mont- 
real recently,  D.  Lome  McGibbon  was 
elected  president,  and  three  new  directors 
were  elected  to  the  board,  viz. :  Clarence 
F.  Smith,  Victor  Mitchell  and  Fleetwood 
Ward. 

Clarence  Vermilyea,  of  Winnipeg,  Can- 
adian agent  for  the  Scholl  Manufacturing 
Company,  was  in  Montreal  for  a  few  days 
recently. 

On  February  19th  the  factory  of  the  Re- 
gina  Shoe  Company,  of  Montreal,  was 
damaged  by  a  fire  that  partially  destroyed 
the  adjoining  warehouse  of  D.  C.  Bros- 
seau  and  Company,  wholesale  grocers. 
Damage  was  confined  chiefly  to  water  and 
smoke,  and  is  estimated  at  $1,000  to  stock 
and  $1,000  to  building,  fully  covered  by  in- 
surance. The  firm  are  filling  orders  as 
usual,  and  repairs  will  soon  be  completed. 
Offices  and  showrooms  escaped. 
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Annual  Banquet 

On  February  22nd,  the  first  banquet  of 
the  local  shoe  section  of  the  Retailers'  As- 
sociation of  Canada,  was  held  in  the  com- 
modious quarters  of  the  Canadian  Club, 
Lagauchetiere  Street,  Montreal.  The  pre- 
sident, C.  R.  Lasalle,  occupied  the  chair, 
and  acted  as  toastmaster.  Round  the  board 
were  noticeable  among  the  forty  or  more 
local  shoe  men  present,  L.  Adelstein  and 
P.  Robitaille,  first  and  second  vice-presi- 
dents respectively;  J.  A.  Alain,  secretary; 
E.  P.  Ronayne,  treasurer;  J.  G.  Watson, 
auditor,  and  J.  A.  Beaudry,  provincial  se- 
cretary for  all  the  allied  branches  O'f  the 
association. 

J.  G.  Watson,  who  was  one  of  the  origin- 
al coterie  of  determined  shoe  men  that 
organized  the  association  years  ago  in 
the  face  of  active  and  passive  opposition 
on  all  sid:s,  and  who  has  been  one  of  the 
most  active  and  self-sacrificing  members  of 
the  Dominion  board  ever  since,  gave  a 
humorous  yet  rousing  speech.  He  outlin- 
ed therein  the  work  that  had  been  done  in 
the  past,  and  the  work  they  hoped  to  do 
in  the  future,  emphasizing  the  urgent  need 
of  the  co-operation  of  every  member  by 
turning  out  regularly  on  the  third  Wed- 
nesday evening  of  every  month  at  8  p.m., 
when  helpful  discussions  will  be  the  or- 
der of  the  meetings. 

Vice-president  Adelstein  gave  us  some 
of  the  objects  of  the  local  association;  co- 
operation among  the  shoe  men;  elevat- 
ing the  standard  of  the  trade;  dealing 
with  various  trade  evils,  such  as  appro- 
bation, wholesale  selling  to  consumer,  ab- 
normal price-cutting  and  others. 

Several  rousing  speeches  were  made  by 
the  various  officers  and  members  present, 
and  it  was  quite  evident  that  the  idea  of 
the  executive  in  holding  the  banquet,  viz., 
to  stimulate  local  interest  in  the  work  of 
the  association,  was  a  decided  success. 

It  was  also  evident  that  the  Shoe  and 
Leather  Journal,  was  regularly  read  and 
appreciated,  several  quotations  from  re- 
cent issues  being  made  by  various  members 
present. 


more.  Sold.  L.  Shorn,  Coleman,  to  Alex. 
Easton.  Burned  out:  P.  E.  Crosby,  Leth- 
bridge. 


Business  Changes. 


The  following  changes  in  business  have 
been  reported  recently: 

Quebec— Out  of  business:  E.  Dumesnil, 
Lachine.  Assigned:  J.  A.  Lesage,  Que- 
bec. 

Ontario—  Started  business:  S.  M.  Ross, 
Ceylon;  Robert  Holley,  Kimberley.  Re- 
tiring from  business:  J.  E.  Gauthier,  Ot- 
tawa. Sold:  R.  W.  Hull  to  E.  A.  Eewis. 
Assigned:  W.  G.  Begg,  Collingwood ;  D. 
E.  Brown,  Gait.  Burned  out:  J.  J.  Sulli- 
van, North  Bay. 

Manitoba.— Sold:  W.  T.  Greensides, 
Dauphin,  to  J.  E.  Wallwin. 

Alberta.— Started  business:  Campion  & 
Brick,   Calgary;   Harvey  Murphy,  Blair- 


New  Inventions. 

The  following  patents  have  recently  been 
granted,  brief  descriptions  of  which  have 
been  specially  compiled  for  the  Shoe  and 
Leather  Journal  by  G.  Hughes,  R.PA. 
Editor  of  British  Machinist  and  Patents, 
55-56  Chancery  Lane,  London,  W.C.,  Eng- 
land, who  will  give  advice  and  assistance 
free  to  our  readers  on  all  matters  relat- 
ing to  Patents,  Designs  and  Trade  Marks. 

Patent  No.  21908  for  an  invention  relat- 
ing to  pulling-over  machines  is  the  posses- 
sion of  Messrs.  The  British  United  Shoe 
Machinery  Co.,  of  Leicester,  and  enables 
it  to  be  used  for  welting  or  McKay  work. 
Each  tack  delivery  passage  can  be  fed 
from  one  of  two  hoppers  containing  tacks 
of  different  lengths.    The  tacks  from  the 
one  hopper  are  shut  off  while  the  other 
hopper  is  in  use  by  a  hand-operated  lever 
which    has  at  its    end    fingers  arranged 
to  be  movable  in  the  path  of  yielding  oper- 
ated separators  on  one  or  the  other  of  the 
hoppers.     The  length  of   stroke     of  the 
hammer  is  also  changed  simultaneously. 
Under  a  collar  on  each  hammer  there  is 
an  adjustable  washer  having  a  series  of 
recesses  in  its  underside,  which,  when  the 
hammer  is  arranged     for  driving  tacks 
flush,  fit  a  corresponding  series  of  projec- 
tions on  the  machine  frame.    When  it  is 
desired  to  leave  the  tacks  upstanding,  the 
washer  is  turned  so  that  the  recesses  ride 
up  on  the  projections.    The  washers  are 
connected  by  extensions,  and  from  one  of 
them  a  link  passes  to  the  lever  (1)  oper- 
ating the  further  lever  (2). 

Patent  No.  21909.— Messrs.  The  United 
Shoe  Machinery  Co  have  also  been  grant- 
ed a  British  patent  for  an  invention  in 
connection  with     boot  sole  sewing  ma- 
chines, means,  not  dependent  on  the  action 
of  the  tread,  being '  provided  for  definitely 
determining  the  position  of  the  auxiliary 
take-up  when  thread  for  a  stitch  is  drawn 
from  supply  by  the  main  take-up;  and  the 
cam,  etc.,  by  which  the  main  take-up  is  ac- 
tuated is  provided  with  a  "dwell"  in  it, 
so  that  the  action  of  the  main  take-up  is 
interrupted  while  the  lock  is  being  put  up- 
on the  thread.    When  the  take-up  roll  on 
the  arm  rises  to  tighten  the  stitch  a  fur- 
ther arm  on  the     auxiliary    take-up  is 
brought  against  the  action  of  the  spring 
into  contact  with  a  temporarily  fixed  stop 
by  the  tension  of  the  thread  and  by  the 
action  of  a  lug  on  the  main  take-up  actu- 
ating means  upon    an  extension    of  the 
lever.     A  definite  quantity  of  thread  is 
drawn  off  by  the  further  motion  of  the 
take-up,   which   then   "dwells"   while  the 
thread-lock,  actuated  by  adjustable  levers, 
preferably  connected  with  the  cam-actuat- 
ed lever  that    controls    the  feed-point, 
comes  into  action.     Connected  with  the 


adjustable  lever  is  another  arm  having 
a  pin,  which  on  the  actuation  of  the 
thread-lock  mechanism,  rides  down  the 
face  of  a  spring-held  detent  which  norm- 
ally locks  the  stop.  The  auxiliary  take- 
up  cam  now  yields  a  little  under  the  action 
of  the  spring  when  the  main  take-up  rises 
further  to  tighten  the  stitch.  The  final 
tightenings  may  be  made  positive  by  an 
adjustable  screw  top.  The  adjusting 
screw  of  the  spring  is  locked  by  a  further 
screw. 

J.  Holmes,  Clarke  Road,  Boot  Manu- 
factory, Northampton,  England,  has  in- 
vented and  patented  an  improved  puff  for 
the  toe  portion  of  boots  and  shoes  which 
is  made  of  the  material  known  commerci- 
ally as  "vulcanized  fibre,"  i.e.,  a  material 
prepared  by  the  treatment  of  sheets  of 
paper  with  a  suitable  solvent,  such  as 
chloride  of  zinc,  in  conjunction  with  heat, 
pressure  and  moisture,  but  without  any 
vulcanizing  process  with  rubber  or  oil  and 
sulphur.  The  puff  may  be  blocked  to  the 
shape  of  the  last,  while  the  boot,  etc.  is 
being  made,  and  inserted  between  the  lin- 
ing and  outer  covering,  which  latter  may 
be  of  leather,  kid,  etc. 

Leather  manufacture. — Herr  A.  .H.  Kehr- 
hahn,  of  Germany,  has  recently  been  grant- 
ed a  British  patent  for  his  invention  re- 
lating to  the  treatment  of  raw  and  tanned 
or  tawed  hides  and  skins.  The  beds  of 
machines  for  fleshing,  unhairing,  setting, 
and  otherwise  treating  hides  are  formed 
o'f  sections  hinged  or  jointed  together  so 
as  to  yield  without  forming  sharp  edges 
between  adjacent  sections.  The  bed  sec- 
tions are  carried  in  a  casing  mounted  in 
rocking  arms,  and  are  pressed  out  towards 
the  hide  by  springs  which  are  adjustable 
by  screws. 


Ad.  Criticisms 

{Continued  from  page  41) 

way.  In  this  case  also,  the  cut  would 
appear  to  more  advantage  if  set  at  the 
top,  with  the  heading  underneath.  This 
cut  is  a  good  one,  but  note  the  sawed-off 
look  of  the  toe.  It  is  always  well  to  ex- 
amine cuts  ere  sent  to  the  printer,  to  be 
sure  that  there  are  no  defects  to  show 
up  in  the  printing.  The  firm  name 
would  look  better  set  in  capitals  and 
lower  case  letters  like  the  heading,  as 
the  latter  should  always  be  more 
prominent. 

What  there  is  of  copy  in  this  ad.  is  to 
the  point,  but  there  is  not  enough  to  be 
really  effective.  A  few  lines  should  be 
added,  stating  why  these  shoes  at  $3.50 
are  good  value,  and  enumerating  other 
selling  points  as  well.  The  more  the 
reader  is  told  about  the  article  advertised 
— if  told  concisely — the  more  desire  he 
will  have  to  buy. 


56 


Montreal  Markets 


BOOTS  AND  SHOES.— Retailers  just  No.  i  cake   6A 

now  are  suffering  from  the  customary  Feb-  No.  2  cake   5 

ruary  slump,  but  this  year  the  slump    is  No.  1  solid   0 

more   pronounced  than   usual.     Trade   is  No.  2  solid   4 


very  quiet.  Of  course,  there  is  the  ordin-  LEATHER. — The  trade  at  present  is  in 
ary  dribble  going  on  in  the  more  staple  a  lethargic  state,  due  perhaps  to  over-pro- 
lir.es  but  shoe  men  in  general  are  fervent-  duetion,  but  more  likely  to  the  policy    of  Box  kips— chrome  turned 


.7        B.   M   19 

.6        Veal,  other  European    17 

.6]/2      Veal,  X    15 

.5        Grassers   15 

Grassers,   X    14 

Reject    12 


20 
18 

17 
16 

14 


A.  H.,  Canadian    20 

A.  Hm.,  Canadian    19 

A.  M   18 

B.  H   17 

B.  Hm   17 

C.  X   15 

Reject    13  down 


ly  hoping  for  a  much-improved  March,  the  manufacturers,  which  is  to  buy  from 
Of  course,  rubbers  will  now  begin  to  move  hand  to  mouth,  and  let  the  tanners  carry 
much  more  freely,  which  will  stimulate  the  the  stock.  The  result  may  be  a  duplica- 
retail  trade  considerably.  In  quite  a  num-  tion  of  What  is  happening  on  the  other  side 
her  of  cases  January  sales  have  been  con-  of  the  line  at  present,  if  this  attitude  is 
tinued  all  through  February  to  give  more  persisted  in.  Of  course,  it  is  between  sea- 
life  to  business.  sons  at  present,  added  to  which  there  is 

Some  manufacturers  have  laid  off  part  more  or  less  of  the  American  article  find-  Q\lrome  dun  kip  for  toppings — 

of  their   cutting   staffs,   others   are     still  ing  its  way  into  Canada  at  reduced  prices.   20 

working  with  a  full  complement.    In  the  Consequently,  at  present,  tanners  are  very  m   ig 

finishing  departments,  every    factory    has  pessimistic.    18 

plentv  to  do.  Spring  orders  are  still  drib-  Sole  leather  is  keeping  fairly  firm,  with 
bhng  m,  a  few  at  a  time,  though  very  late,  little  change  m  prices.    Splits  are  still  m 

and  sorting  orders  are  fully  as  large    in  the  doldrums,  grain  leather  being  the  popu-  Chrome  sides  (acc.  to  quality)  25 

volume  as  usual.  lar  article  at  present.    Possibly  more  pat-  Enamel  colt    3° 

With  the  jobbers  there  is  a  good  volume  ent  leather  is  moving  than    anything  else,  SHEEPSKINS 
of  spring  and  sorting  orders,  but  no  great  while,  of  course,  all  tan  leathers  are  in 

rush  as  yet.    A  good  season  is  expected.      more  or  less  demand.    Kids  of  all  kinds  Glazed  and  dull,  black    6 

In  rubbers,  everyone  has  been  holding  are  the  hardest  hit  at  present,  and  in  these  Colors,  No.  1,  beading    7 

or,  waiting  to  see  which  "way  the  cat  is  lines  there  is  little  doing.    Buying  in  all  Colors,  No.  1,  lining   

going  to  jump."  as  one  man  expressed  him-  lines  is  of  the  desultory  variety,  for  im-  9.°Ze'  ^ac^  an<^  c°l°rs 
self.     From  manufacturer  to  retailer  the  mediate  use  only.     No  change  is  looked 


3^ 
40 


6/2 
1V2 

lA 

8A 


Skivers    7^ 


state  of  suspense  is  general.  In  the  mean- 
time the  retailer  has  been  sticking  to  a 
fair  profit  more  than  last  season. 

HIDES. — There  is  practically  no  move- 
ment in  hides.      Everything    is  decidedly 


for  for  some  time. 

LEATHER. 

Spanish  sole,  custom,  No.  i  .  .  .  .  27 

Spanish  sole,  No.  2   23  J 

Spanish  B.  A.  hides,  No.  1 .  .  . .  24 


quiet,  more  so  in    Quebec  province    than  Spanish  B.  A  hides,  No.  2   22^ 

elsewhere.    The  Lenten  season,  so  prom-  Spanish  B.  A.  hides,  No.  3   21 

inent  here,  will  naturally  lessen  the  meat  Slaughter,  hemlock,  No.  1   26 

consumption,  which  will  affect  killing  and  Slaughter,  hemlock,  No.  2   24 

cause  a   shortage   of  hide   receipts.     But  Slaughter,  hemlock,  No.  3  23^ 

the  first  effect  will  be  to  deaden  things  Slaughter,  oak,  No.  iL   27 

still  more  if  possible.    This  sounds  pessi-  Slaughter,  oak,  No.  2M   24 

mistic,   but  it  just  about   illustrates     the  Harness    32 

general  feeling  among    the  dealers.      At  Wax>  uPPer'  heavy  3$ 

present,  the   supply  is  limited,   and  none  Wax,^  upper,  light  and  medium  38 
too  good  in    quality.     Prospects  for  the 
spring  do  not  appear  rose-colored  at  pre- 
sent. 


24/2 
25 

23V2 
27 

25 

28 


Chrome,  glazed    5 

Chrome,  dull    7 

Calfine,  A.  H.,  Can.  native   9 

Calfine,  A.  M.,  Can.  native   9 

Calfine,  A.  E,  Can.  native   9 

Calfine,  B.  H.,  Can.  native   8 

Calfine,  B.  M.,  Can.  native   8 

Pickle  skins  for  lining — 

A  common  pickle    7A 

B    7 

C    6y2 


25A  Cape  A    8A 

34  Cape   B    73A 

38  Cape  C    7 

42         Job    554 

15        H  Facing    73A 

14        E  Facing    8 


BUTCHERS'  BUYING. 
City  and  country  prices — 

No.  1,  quoted   

No.  2,  quoted   

No.  3,  quoted   

Country  hides  ("green)   

Country  hides  (cured)   


are  average,  as  quality 
would    cause  considerable 


0. . 


7V2 

8 


CALFSKIN  QUOTATIONS. 

Xo.  1  Government  inspected  12A 

No.  1,  selected   10 

Lambskins,  city  butchers'  kill   1.00 

TALLOW.— Prices  are  still  stationary. 
Supplies  are  equal  to  the  demand,  conse- 
quently the  prices  are  still  at  the  same  dead 
level  with  no  particular  change  in  sight 
at  present.    The  latest  quotations  are : 


Oil  (Western)  grained,  per  foot  14 
Oil  (Quebec)  grained,  per  foot  12 
Chrome  glazed  kid — 

Tampico  in  color    10  28 

Patnas,  black    10  28 

European    8  20 

Chinese    12  22 

South   American    10  28 

Owing  to  large  number  of  varieties  of 
glazed  kid,  it  is  impossible  to    quote    on  Sumac 

many  of  them.  Degras    SJA 

The  prices  given  below  for  chrome  calf  Gambier   6 

and  kips  are  average,  as  lack  of   space  for-  Hemlock  extract    3A 

bids  mention  of  the  great  range  in  price  Quebracho  extract    3 


and  quality  carried  by  large  tanners. 
Box  chrome  calf — 

A.  H.  French    25 

A.  Hm   23 

A.  M   22 

B.  M   24 

B.  Hm.    21 


The  prices 
and  quantity 
variation. 

TANNERS'  MATERIALS.— The  demand 
for  all  classes  of  tanners'  materials  re- 
mains fair. 

•$55  $70 
6V2 
7 
4 
4 
5 

1 54 
16 

9 


Quebracho   solid    4 

Logwood   chips    lA 

Logwood  crystals    12 

Logwood  paste    6 

Dermiforma    4H 

Egg  yolk    sA 

Egg  albumen    60 


75 


Toronto  Markets 


BOOTS  AND  SHOES.— The  business  certain.  The  popularity  of  patent  still 
during  the  past  week  has  been  good,  and  keeps  up,  while  there  is  some  activity  for  Oak 
the  retail  trade  reports  a  steady  demand,  colored  leathers.  Boot  and  shoe  manu-  M 
with  prospects  for  an  active  turnover  dur-  facturers  are  buying  a  little  more  freely  M 
ing  the  month  of  March.  The  sorting  sea-  than  during  the  past  three  weeks.  There  W 
son  is  on,  and  jobbers  report  a  livening  up  is  a  good  movement  in  fancy  leathers,  and  W 
generally.  The  outcome  in  the  rubber  line  prices  rule  firm, 
is  as  yet  somewhat  uncertain,    and  what. 

will  happen,  owing  to  the  recent  merger,  LEATHER  WHOLESALE, 

is  not  fully  assured.  The  fight  may  pos-  Nq_  l  gpanish  sole  (for  jobbing  27 
sibly  prove  keen  and  protracted.  Na  2  gpanish  sole  (for  jobbing  26 

HIDES.— There  is  no  great  activity,  but  No.  1  Spanish  sole  (for  mfg.)..  26 
it  is  expected  that  receipts  will  shortly  be  No.  2  Spanish  sole  (for  mfg.)..  25 
heavier.    Prices  are  steady,  with  continued  No.  3  Spanish  sole  (for  mfg.)..  23 

small  purchasing.    Tanners  take  a  favor-  No.  1  oak  sole    32 

able  view  of  spring  operations.    The  mar-  No.  2  oak  sole   29 

ket,  however,  shows  no  change  at  outside  No.  1  oak  sole  bends    45 

points.  The  present  receipts  are  fair,  and  No.  1  slaughter  sole,  heavy....  30 
dealers  are  keeping  their  stocks  well  sold  No.  1  slaughter  sole,  medium...  30 

No.  1  slaughter  sole,  light   30 


OUTSOLES. 


Spanish — 

Men's,   No.   1 . 


Gauge 

Price 

7-12 

30 

45 

7-12 

27 

42 

5-8 

18 

23 

•  5-8 

16 

21 

7-12 

26 

4i 

7-12 

23 

38 

5-8 

16 

21 

20 


26 
24 

33 
3i 


Women's,  No.  2    $-'< 

TAP  SOLES. 

HEIGHT 

Men's  XXX   ....  6 

Men's  XX    6 

Men's  X    6 


14 


19 


out.    Prices  are  a  little  firmer,  but  there 
was  no  actual  advance.     Deliveries  from 
the  country  are  not  as  large  as  they  will 
be  in  a  few  weeks. 
No.  1  inspected  steers  and  cows  9^ 
No.  2  inspected  seters  and  cows  8^ 
No.  3  inspected  cows  and  bulls  7J/2 

Country  hides  (green)  flat   7aA  8 

Country  hides  (cured)  flat   8  81/?, 

Calfskins    "  13 

Sheepskins    90 


Harness  leather — 

No.  1  U.  0   37 

Rejected  U  .0 
No 


50  Women's  XXX..  5 

3!  Women's   XX.  .  .  5 

3!  Women's  X  .  .  .  .  4 

3I  Boys'  XXX  ....  VA 

Boys'  XX    SA    2.65—  2.20 

Bovs'  X    SV2    1.60—  1.35 


PRICE 

4.10— $2.75 
3.70 —  2.10 
2.25—  1.85 
2.40—  1.95 
2.05—  i-45 
1.20 —  1. 10 
2.90—  2.35 


HEIGHT 
4 

4 

4/2 

4 

3V2 
4 

4/2 
4A 
4TA 


36 


Hemlock  Country  Harness- 


No.  1 
No.  2 


1.25  Upper,  heavy 

Horsehides,  No.  1    3-00  Upper,  light  and  medium    50 

Horsebides,  No.  2    2.00  Upper,   grained    19 

Kip  skins,  French   i.i'S 

TALLOW.    The  price  is  still  firm,  but  ^  ^    75 

receipts  are  small.    Dealers  could  handle  Hemlock  calf    75 

a  great  deal  more  if  they  could  get    it  in.  Imitation   prench    80 

A  ready  market  is  always  at  hand.  prench  calf   1-38 

No.  1  cake    7        7lA  giplitSj  ijght  and  medium    23 

No.  2  cake    5  6 

7 
6 


39  TOP  LIFTS. 

38  Men's  XXX    ...          $1 -35—  -75  AlA 

2U.0   35^    37  Men's  XX    5A    1.15—  -7°  4lA 

Men's  X    5        -65—  -50  5 

Women's   XXX.    5         -55—  -50  4A 

33      34  Women's  XX...    5        -45—  -40  4JA 

32      33  Boys'  XXX  ....    5        -70—  .60  4A 

48      50  Boys'  XX    5        -6o—  .50  4A 

SHAPED  HEELS. 

Size  Price 

Men's    5-8—10-8  8— 15c  pr. 

Women's    5-8—13-8  7— lie  pr. 

BOX  TOES. 


55 
20 
1.28 
80 


No.  1  solid    ty* 

No.  2  solid    4 


23 
19 


85 

L62  Men's  3JA    5c  pr 

24  Women's  2%    3^c  pr. 

COUNTERS— Either  flat,  clammed  or 
moulded. 

40  Men's  7*4    8c  pr. 

3o  Women's  S3A    6?4C  pr. 

22     TANNERS'  MATERIALS.— Good  sales 
l7  are 
19 


Splits,  'heavy   22 

Splits,   junior    18 

Patent  colt,  per  foot    30 

WOOL.— There  is  no  wool  available,  and  Patent  chrome,  sides,  per  foot..  28 
will  not  be  until  next  month.    Quotations  Enamel  cow,  per  foot   20 

are  therefore  the  same  as  last  issued.        Pebble  grain                                   15  17  are  reported.    There  are  no  changes  in 

Washed  fleece    21  22  Buff   l7  l9  prices.  The  latest  quotations  f.o.b.  To- 
Unwashed  fleece                          13       U     Colored  buff                                 20  22  ronto  are  . 

Re:ects                                        16              Russets,  extra  heavy,  per  doz...$io  $12  Degras    *A 

LEATHER— The  past  month  has  been  Shoe  russets,  per  lb                     45  50  Sumac    55 

a  good  one  in  leathers.    The  demand  for  Russets,  No.  2,  all  grades,  lb..      30  35  Gamier    —  —  —  * 

all  grades  is  active.    There  is  a  steady  en-  Glove  russets,  per  do.z  $6.00  9.00  ^  Q^  Q^    ^ 

quiry  for  all  grades  of  upper  leather.    In  Hemlock  extract    3A 

sole  leather  really  no  change  exists  from      CUT  SOLES.-There  is  a    fair    trade  Qak  extract    3 

The  indications  are  that  doing,  and  considerable  buying.    Prospects  Quebracho  extract    33A 


the  last  report, 
there  may  lie  an  advance,  but  this  is  not  are  good. 


Quebracho  solid    4A 


3/2 
65 
7% 
50 
42 
4 

3A 
4A 
5 


American  Markets 


HEMLOCK  SOLE.— While  the  new 
schedule  of  terms  naturally  had  a  retard- 
ing effect  on  new  sales,  several  small  pur- 
chases have  been  made.  Delivery,  how- 
ever, on  sales  prior  to  February  1st,  has 
been  liberal,  and  receipts  have  been  taken 
fully,  and  more  or  less  drawn  from  ware- 
house reserves.  Common  hide,  including 
buffalo,  China,  Rangoon  and  domestic  hide 
leather  have  all  been  taken  in  the  deliver- 
ies. The  export  demand  is  somewhat  slow 
at  present. 

Xew  business  is  slow  in  New  York,  de- 
liveries on  the  large  orders  taken  previous 
to  February  ist  going  forward  which  con- 
stitute the  bulk  of  trading.  Receipts  from 
tanneries  are  moderate.  As  a  rule  sole 
leather  companies  are  holding  firmly  to  the 
new  discounts. 

The  market  on  hemlock  leather  is  still 
quiet  in  Philadelphia,  with  buying  on  a 
moderate  basis.  Full  current  terms  are 
obtained  on  all  transactions,  however,  ac- 
cording to  the  latest  figures. 

Reports  from  the  East  have  exerted  a 
strengthening  tendency  on  the  Chicago 
market  which  was  naturally  firm,  owing 
to  western  leather  concerns  being  well  sold 
ahead  by  previous  trading.  The  few  tan- 
ners of  sole  leather  not  yet  observing  the 
new  terms  of  sale  are  contemplating  the 
step  and  sole  leather  buyers  face  practic- 
ally a  united  front. 

While  many  shoe  manufacturers  have 
given  the  preference  to  those  tanners  still 
transacting  business  under  the  old  dis- 
counts, they  have  frequently  found  it 
necessary,  in  order  to  supply  their  needs, 
to  place  contracts  with  tanners  who  have 
adopted  the  new  regulations.  The  aggre- 
gate of  these  orders  does  not  represent 
even  a  fair  week's  business,  but  the  fact 
that  the  transactions  have  taken  place  is 
considered  some  evidence  of  the  trend  of 
future  trade.  Two  cars  of  No.  i  spready 
overweight  slaughter  sole  sold  at  25c  un- 
der the  new  terms. 

B.  A.  dry  hide  leather  is  comparatively 
quiet.  There  are  some  call  for  medium 
and  overweights.  Car  lots  of  No.  2  over- 
weigh  sides  sold  at  22  to  23c.  A  car  of 
No  2  middle  weights  brought  22c. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont.        mon  H. 

\'o.  1,  light    23  ©24  22  @22yi 

No.  1,  mid    23  (0)24  22 

No.  1,  over    23  (SJ24  22  @.. 

No.  2,  light    22  @..  21  @.. 

No.  2,  mid    22  @..  21  @.. 

No.  2,  over    22  (0)23  21    @. . 

No.  3,  light    19  ©20  19  @.. 

No.  3,  mid    19  @20  20   @. . 

Rejects    @i8  16   @. . 

Scabs   (3}i4  12  @.. 


China 

@2I 
@22 
@20 
@20 

@i8 


Buffalo 

No.  1,  light    19  @20 

No.  1,  mid    19  (SJ20 

No.  i,  over   (SJ19 

No.  2,  light    @i8 

No.  2,  mid   @i8 

No.  2,  over   @i8 

No.  3,  over   @i8 

No.  3,  mid   @i6 

No.  3,  light    15  @i6 

Scabs   @n 

Acid,  New  York  Selections. 

Best        Good        No.  2 


•  @27 
.©27 


Light  .... 

Mid   

Over   @28 

Rejects    i9@20 

Scabs   I2@I3 


25®. . 

•  -@2S 

25@-  • 


22j4@23 
23     @-  • 

23  @-  • 


Slaughter, 

Packer. 

No.  1 

N.  2 

Spd.  light  .... 

24@26 

23@25 

Plump,  light  . 

24@2S 

24@26 

24@2S 

24@26 

Plump,   Spdy . . 

25@26 

25@27 

Spdy  over  .... 

26@28 

25@27 

Plump  over   . . 

27@29 

27(0)28 

Mfrs.  over  . . . 

2S@26 

26@27 

All  plumps 

Camden  pack- 

er 20-27-lb.... 

30@3i 

28@29 

Two  cars  of  middle  weight  cow  backs  were 
purchased  under  the  new  terms  at  31c, 
tannery  run. 

UNION  SOLE  QUOTATIONS. 
Tannery  Run. 

Heavy    @32 

Midjdle    . . .,  ©32 

Light   ©32 

Country  Hide  Leather  Relatively  Less. 
Cows  ic  less. 

OAK  SOLE. — Dealers  are  selling  light 
clear  oak  backs  at  40c,  and  this  leather  is 
especially  desirable  for  high-grade  light 
women's  shoes.  For  branded  hide  backs 
the  market  is  38,  35  and  33c.  There  is  a 
fairly  good  demand  for  seconds  and 
thirds.  Dealers  in  Texas  sides  and  Texas 
bends  are  selling  considerable,  but  all  in 
a  small  way. 

New  business  on  both  scoured  and  Tex 
No.  3  as  is  small  in  New  York.    Deliveries  are 
22@24  still  being  made  on  contract  taken  previous 
23@25  to  February  ist.    Supplies  are  now  moder 
23@25  ate.    No.  1  scoured  is  quoted  at  a  range 
24@26  of  38c  to  40c. 

24@26  The  factory  trade  is  buying  in  a  fairly 
26@27  active  manner  from  Philadelphia  houses. 
25@26  but  the  local  findings  trade  is  quiet.  The 
larger  houses  report  a  pretty  fair  demand 
from  findings  houses  in  the  'West.  It  is 
26(g). .  reported  that  the  New  England  shoe  fac- 
tories are  much  busier,  and  the  factories 
UNION  SOLE. — As  compared  with  of  this  section  are  working  full.  Prices 
transactions  prior  to  February  ist,  there  is  on  all  lines  are  still  firm  and  unchanged, 
a  material  falling  off.  Deliveries  are  Demand  is  fair  in  Cincinnati,  with  vol 
steadily  going  on  of  leather  sold  to  shoe  time  of  business  in  current  wants  from  the 
manufacturers  and  sole  cutters  before  the  shoe  manufacturers  of  good  size.  Very 
new  terms  went  into  effect,  and  large  little  business  is  being  done  in  contracting 
quantities  are  still  to  be  forwarded.  Sole  for  the  next  run. 
cutters  are  cutting  the  backs  previously  The  volume  of  trading  in  the  Chicago 
contracted  for,  and  are  steadily  drawing  market  would  have  been  materially  in 
down  their  reserve.  Receipts  are  still  be-  creased  had  concessions  been  granted,  but 
low  normal,  and  do  not  add  materi-  prices  were  firmly  held  rendering  trad 
ally  to  the  accumulation.  Tanners  and  irag  comparatively  quiet.  Light  medium 
dealers  are  holding  strictly  to  their  sell-  scoured  oak  backs  available  for  belting  were 
ing  terms  of  32c  for  steers'  backs,  30c  and  in  good  demand,  and  several  lots  of  500  to 
31c  for  good  cow  leather.  1.000  sides  of  No.  1  leather  sold  at  35  to 

Good  strong  conditions    are  ruling    in  38c.    No.  2  medium  weight  scoured  backs 
New  York,  tanners  holding  steady  to  31c  sold  to  shoe  manufacturers  in  fair  quan 
for  best  tannages  cowhide  backs,  tannery  titles  at  34  to  36c. 
run,  and  32c  for  steer  hides.    A  large  sale  OAK  SOLE  QUOTATIONS, 

was  reported  to  an  eastern  buyer  of  about  No.  1        No.  2  N 

40,000  backs  at  30c.  Scoured  backs,  It...  38@40  36(3)37 

Union  leather  has  been  moving  a  little  Scoured  bks.,  mid.  ..(SJ40  ..(SJ36 

better  than  most  other  lines  of  sole  leather  Scoured  bks.,  hy  (SJ39  ..©36 

in  Philadelphia  for  the  past  month.    Re-   And  other  grades  in  proportion, 
gular  buyers  have  been  purchasing  steady   Scoured    bends,  8 

at  full  current  terms,  and  the  market    is      to  10  lb  ©44  ..@43 

pretty  well  cleaned  up  on  desirable  lines.  Scoured  bends,  10 

Fair   enquiry   with   little   trading     con-      to  12  lb  ©44  ..@43 

summated  in  the  West.    Business  transact-  Scoured  bends,  12 

ed  was  at  full  prices,  tanners  who  had  in-      to  14  lb  ©44  ..©43 

stituted  the  new  terms  deciding  not    to  Texas  sides,  XX  free  of  brands. . 
lower  quotations  in  order  to  obtain  con-  Texas  sides  Xhy.  free  of  brands., 
tracts.     The  demand  was  principally    for  Texas,  sides  A  hy  one  brand  .... 

middle  weights,  although  some  small  quan-  Texas,  sides  B  hy  two  brands   

tities  of  heavy  and  light  weights  were  sold.  Texas,  sides  C  hy  more  thai:  2  brns 


•@35 
•@34 
■@34 


■  @4i' 
.@4i 

■@4i 
•@34 
•@33 

•  @32 

•  @3i 

•  @30 
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No.  i 


©23 


No.  2  Shoulders,  double 

Texas  bends  XX  @52     Goodyear  33    @33^  34 

Texas  bends  X    45@47  Butt  pieces    23    @25  23 

Texas  bends  A   @44  Butt  Pieces>  scoured..  22    @23  22 

Texas  bends  B   @42       ^ACE  LEATHER  QUOTATIONS. 

Texas  bends  C   @40  n0.  :  surface  or  Indian  tanned,  un- 
der and  over   28@30 

No.  1  cut  lace,  random  lengths,  30  and 
No.  1  Surface  or  Indian  tanned,  un- 
der 17  feet   271 

40  per  cent,  off 
No.  1  Rawhide  lace  leather  in  sides 

17  sq.  ft.  and  over    251 

No.  1  Rawhide  lace  leather  in  sides 

under  17  sq.  ft   24@26 

No.  2  Rawhide  lace  leather  in  sides 

17  ft.  and  over    23@25 

Cut  lacing,  y-'mch    T-25 


California  sides,  It   

28@.. 

26@ 

California  sides,  mid   . . 

28@.. 

26® 

• ..  30®.  • 

28® 

California  backs,   It  ... 

■  •  -  32@-  ■ 

30@ 

Calif  ornia  backs,  mid.  . . 

•  33@-- 

3i@ 

California  backs,  hy  ... 

...  35®-- 

36@ 

/elt- 


@5 
.  6c 


Oak  backs  free  of  brands  for  belting  pur- 
poses, No.  1,  42  cents. 

Oak  backs,  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 

Branded  backs,  No.  .2,  38  cents. 

Branded  backs,  No.  3,  35  cents  and  36  cents. 
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CHROME   SOLE— Conditions     change  Cut  lacing,  5-16-inch    1-5° 

but  little  from  week  to  week.    New  Eng-  Cut  lacing,  ^-inch    1-75 

land  shoe  manufacturers  are  taking  a  lim-  Cut  lacing,  7-16-inch    2.00 

ited  amount,  and  others  are  sampling    to  Cut  lacing,  ^-inch    2.25 

test  its   waterproof   qualities   and  claims.  Cut  lacing,  ^-inch    3-0° 

Western  shoe  manufacturers  seem  rather  Cut  lacing,  %-inch    3-75 

more  inclined  to  its    use  than    Eastern  Cut  to  special  lengths,  add  30  per  cent,  to 


manufacturers.  It  is  the  sentiment  of  tan- 
ners of  chrome  sole  that  ultimately  it 
will  become  a  regular  commiercial  sole 
leather. 

The  peculiar  effects  incidental  to  the 
adopting  of  new  selling  terms  were  in  evi- 
dence in  the  Western  market  for  chrome 
sole.  Little  trading  was  reported.  The 
heavier  weights  of  8x/2  iron  and  over  were 
in  moderate  request,  and  lots  of  from  100 
to  200  sides  sold  under  the  new  terms  at 
prices  quoted. 

CHROME  SOLE.  Per  sq.  ft. 
Ex.  Hvy.  sides,  11  to  12  iron..  46c  to  48c 
Heavy  sides,  8^4  iron  and  over  40c  to  43c 
Medium  sides,  y/2  to  8y2  iron . .  35c  to  37c  Country,  heavy 

Light  sides,  6y2  to  8  iron   30c  to  31c  Packer,   hy  .. 

Sizes  under  6  iron   25c  to  27c  Southern, 

Above  quotations  apply  on  highest  class      it.  .... 
heavy  hides. 

Waterproofed  leather,  from  2  to  3c  per 
foot  additional. 

TANNERY  RUN.  Per  sq.  ft. 

Tannery  run,   sides,  natural  35c  to  36c 

Tannery  run,  sides,  waterproof  37c  to  38c 


list  prices. 

Prices  on  cut  lacing  apply  on  bundles  con 
taming  100. 


ROUGH  LEATHER  QUOTATIONS. 
Hemlock. 

Card    34  @-- 

No.  1    29^@30 

Selected      31  @32 

No.  1  steers    3° 

No.  2,  Steers    26 

Poor  damaged    23 


Bulls   

Oak 
Country,  light 
Country,   tndd . 


23 


No.  1 
. .  30@32 
•  •  30@32 
. .  30®.  • 
..  -.@34 


chestnut, 


■  -@3i 
29@30 


No.  2 
27®. . 
27®. . 
27®.. 

•  •@33 

•  -@27 

22@24 


BENDS.  Per  sq.  ft. 

Waterproofed,  9  to  10  iron         61c  to  63c 

Waterproofed,  7  to  8  iron....  53c  to  56c 

Waterproofed,  under  7  iron         48c  to  50c 

OAK  OFFAL— There  is  no  accumula- 
tion of  good  oak  bellies.  Good  oak  bellies 
are  selling  at  20c,  and  heads  at  n^c  to 
13c 

OAK  OFFAL  QUOTATIONS. 


South.,  black,  It. 

ROUGH  SPLITS. 
Splits,  belt  knife,  table  run,  skiff  - 

ings,  according  to  size. 
Splits,  belt  knife,  table  run,  6  lbs. 

and  less    5@io 

Splits,  belt  knife,  table  run,  6  to 

8  lbs   XI@12 

Splits,  belt  knife,  table  run,  8  to 

10  lbs   121 

Splits, 
and 


Mid. 
@2i 
@i7 


Heavy. 


®.. 


Bellies,  scoured  ....  19 
Bellies,  unscoured  .  .  15 

Heads,  scoured    34 

Heads,  unscoured   ...  10 
Shoulders,  scoured, 

without  heads    28 

Shoulders,  unscoured, 

with  heads   @22 


19 
17 
14 
10 


@2I 

@I9 
@IS 


Splits, 
Splits, 
Splits, 
Splits, 
Belly 


belt  knife,  table  run,  10  lbs. 

up   i8@i9 

No.  1 

union  heavy   19®  •  • 

union  for  flesh    2i@22 

calf  or  kip    20@2i 

shoulder    3 tone 

splits   •   9@io 


WELTING— Moderate  trading  charac 


ners  who  manufacture  double  shoulder 
@3S  well  ting  have  exhausted  their  own  stocks  of 
@2S  oak  shoulders  and  have  been  obliged  to  buy 
in  the  open  market.  Lots  of  from  25,000 
to  100,000  yards  of  double  shoulder 
ing  sold  on  a  3?4c  basis. 

SIDE  LEATHER  WELTING 
QUOTATIONS. 

I-  2  x  2-32   

29  9-16  x  3-32   

5-8  x  3-32   

II-  16  x  3-32   

I-  2    x  1-9    Sc.  • 

9-16  x  1-9    S^c 

5-8    x  1-9    6c 

11-16  x  1-9   ■   6^c 

I-  2    x  1-8    5^c 

9-16  x  1-8   5%c 

5-8   x  1-8    63/^c 

11-16  x  1-8    6%c 

WELTING  QUOTATIONS. 
Sizes.  per  yd. 

y2  x  3-32    3^@3M 

9-16  x  3-32    4  @4J/2 

5/s  x  3-32    4^@434 

II-  16  x  3-32    5  @ST/2 

3A  x  3-32    5lA@S3A 

y2  x  1-9  4  @aVa 

9-16  x  1-9    4LA@4iA 

Y%  x  1-9    5  @5^ 

II-  16  x  1-9    5^@5?4 

yA  x  1-9   6  @6l/4 

y2  x  y8   45A@45A 

9-16  x  y&   -  47/&@5l/& 

y&  x  y&   •  5V&@45/& 

n-16  x  y&   sV&@&A 

yA  x  y&   6H@6y& 

SIDE    UPPER    LEATHER— Dealers 
report  a  somewhat  improved  demand,  and 
several  good  sales  have    been  made  of 
satin  kangaroo  grain,  chrome  waterproof 
■  side  and  elkskin.  The  latter  leather  is  tak- 

ing a  strong  hold  with  shoe  manufactur- 
••@23  ers,  who  are  having  a  good  sale  for  soft 
■■@20  elkskin  shoes,  both  in  low  and  high  cut, 
and  transactions  to  individual  manufactur- 
turers  have  been  in  lots  of  100  to  500 
sides  and  in  some  few  instances  of  larger 
amount.  The  great  curtailment  of  last 
summer  and  fall  made  little  or  no  impres- 
sion -on  shoe  mannf  aoturens  who  could  pur- 
chase all  they  required  without  difficulty 
but  now  the  effect  is  manifest,  and  few 
tanners  can  sell  and  deliver  any  great 
quantity  from  their  warehouses. 

The  Chicago  market  showed  some  im- 
provement over  the  previous  week,  but 
grading  could  hardly  be  called  active. 
Western  shoe  manufacturers  had  previ- 
ously bought  ahead  in  quantities  nearly 
sufncienit  to  finish  their  spring  orders,  and 
present  buying  consists  of  small  lots  of 
leather  to  complete  various  lines.  Sample 
shoes  for  fall  and  winter  are  being  made, 


27 


©24 
No  3. 
24  .. 
24®. . 
24®. . 


14 


terized  itihe  market.     Shoe  manufacturers  and  upper  leather  for  these  was  ordered 

are  buying  in  small  quantities  and  asking  in  small  parcels.    Lots  of  from  50  to  100 

@3i       27   ©28  concessions,  although    so  far    as  known,  dozen  6-ounce  sides  in  bark-tanned  leath- 

prices  have  remained  firm.    Double  shoul-  ers  bought  for  18,  17  and  16c  for  the  A,  B 

@22  der  welting  is  particularly  strong.    Tan-  and  C    grades  respectively.    Heavy  kan- 
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-aroo  waa  fairly  active.     Several  lots  of  and  some  dealers  have  closed  fair  sales.  Ch'me  am  dull  LM  24@25  23@24  22@23 

"oo  to  wo  dozen  sides  sold  on  a  basis  of  There  is  no  perceptible  change  in  the  slow  Ch'me  am  dull  L. .  24@. .  22@..  20@.. 

3  :  t-or  the  C  selection.  In  medium  and  featureless  trading  in  light  finished  Chrome  gl.  fin.  H.  26@27  25@26  23©24 
weights,  lots  of  50  dozen  B  and  C  grade 


were  purchased  at  19  and  16c  for  the  two 
grades  respectively. 

SIDE  UPPER  LEATHER 
QUOTATIONS. 
W  estern— Oil  Grain. 

A 


spl'ts,  and  large  accumulations  are  still  Chrome  gl.  fin.  M.  2S@26  24@25  23^24 
in  dealers'  warehouses.    Flexibles  are  sell-  Chrome  gl.  fin.  LM  24@25    23@24  22@23 


ing  freely  in  all  weights. 

FINISHED  SPLITS  QUOTATIONS. 


16 
16 

17 
18 

18 
19 
20 

1634 


B 

15 
15 
16 
17 
17 
18 
19 
16 

16K 

i6y2 
i6y2 
17 


...  to  4}/2  oz  

AV2  to  5  oz  

5  to  $y2  oz  

sYz  to  6  oz  

6  to  6l/2  oz  

7  to  7s/2  oz  

/]/2  to  9  oz  

Satin,  small,  LL   •  •  • 
Satin,   small,  L 

Satin,   small,  LM    17 

Satin,  small,  M    17  A 

Satin,  small,  LHM   17^ 

Kangaroo,  LM    @i8lA  ..@i6^ 

Kangaroo,  M   @I9       ■ -@J7 

Kangaroo,   H   ©20       .  .@i8 

Kangaroo,  HH   @20^    ..  @i8^ 

Gambier,  pebble,   LL         173A    l7A  TS 

Gambier,  pebble,  L   18       17TA  16 

Gambier,   pebble   LM    ..  i8j^    173A  16 

Gambier,  pebble  M   iSy2    18  16 

Wax,  mall,  5  to  6  oz          19A    19  17 

Wax,  small.  6  to  7  oz         20       19A  17 

Wax,  small,  7  to  8  oz         20}/2    20  18 

Wax,  small,  8  to  9  oz         21       20^  18 

Box  Chrome  Sides,  L...  20^2    19  17^ 
Box  Chrome  Sides,  LM..  21       19K  17/4 
Box  Chrome  Sides,  M..  2i]/2    20  18 
Box  Chrome  Sides,  HM  21       20  18 
Box  Chrome  Sides,  H...  22       20}/2  18A 
Chrome  Glaze  Sides,  LM  M..  21  19 
Chrome  Glaze  Sides,  LM  M..  21  19 

Chrome  Glaze   Sides,   H   22  20 

W  aterproof  Chrome  Sides — 

B  C 
H  24   @25    22  @23 

H  23^@--  22^@-- 


Shoe,  LM    24  @.. 

Shoe,  M   26  @.. 

Shoe,  HM    26  @.. 

Shoe,  H   26  @.. 

Flesh,  best  grade  LL--  28  @.. 

Flesh,  best  grade  L  28  @.. 

Flesh,  best  grade  LM..  29^®. . 

Flesh,  best  grade  M         3o    @. . 

Flesh,  best  grade  HM..  32  @— 

Flesh,  best  grade  H         33  @.. 

Flesh,  best  grade  HH..  25  @27 
\^y2  Flexibles,  6^-oz.,  No.  1    7    @  8 
y2  Flexibles,  7^-oz.,  No.  1    6   @  9 
Flexibles,  8^-oz.,  No.  1  10  @n 

jg'     Flexibles,  union  L   10  @ii 

Flexibles,  union  M   13  @i4 

Flexibles,  union  H   13  @i4 

BELT  KNIFE. 

No.  1 

HHH    23@24 

HH  23@24 

H  23@25 

HM   22@-- 

M  25@-  • 

LM   2S@.. 


Chrome  gl.  fin.  L- -  23®.. 
Chrome  gl.  fin.  LL  . .  @ .  - 
Chrome  bd.  fin.  HH  .  .©27 


.@26 

•  @25 

•  @23 

.@22 
.  ®24 

■ -@23 

.  .@2I 


2I@.  . 

i8@.. 

.  .@26 
.  .@24 
.  .@24 
.  .@22 
.  .@20 
•  -@23 
.  .@2I 
..@I9 

No. 
3 


No. 
2 
24 

23 

21 
20 


I9@. . 
i6@..  J 

.  .®24 
•  -@23 
.  .@22 
.  .®20 

.  .@i8 

.  .@2I 
.  .@20 
..@l8 

No. 
4 


24@..  Chrome  bd.  fin.  H.. 
24@..  Chrome  bd.  fin.  M 
24@..  Chrome  bd.  fin.  LM 
26®. .  Chrome  bd.  fin.  L. 
26®..  Ch'me  Mat  fin.  LM 
27®. .  Ch'me  Mat  fin.  L... 
27® . .  Ch'me  Mat  fin.  LL 
28®..  No. 
30@..  Chrome  Veals  bd  1 

30@3i  Chrome  Veals  H  26 

Chrome  Veals  M  25 

Chrome  Veals  LM..  23 
Chrome  Veals  L-  •  ■  ■  22 
Chrome  Storm  Veals  ABC 

Colors    32@33    3»@3i  28@29 

Black    3i@32    29@30  27@28 

ABC 
Clrome  Rus.  Calf.  29@30   27@28  25(0)26 
Chrome  d.  Rus.  C'lf   2S@26    23®..  2i@22 
Chrome  Wax  L  ..  24@..  23®.. 

Ch'me  WaxLM&M  25®..  23®.. 

COMBINATION  S10RM  VEALS. 


23 
22 

19 
18 


No. 

21®.  . 
21®.  . 
21®.  . 
20®.  . 
22®.  . 
22®.  . 

22@23  Black   25 


A 


B 


C 


No.  2 
19 


20 


L  24@25 

CALFSKINS.— While  trading  generally  Chrome  Wax, 
is  restricted  to  shoe  manufacturers'  wants      HM&M    . .  25  @ 

of  a  few  days'  cutting,  it  is  rather  more      HH    26  @ 

general  and  diversified,  and  some  dealers  Kang.  Veals 

have  had  as  far  as  volume,  a  nearly  satis-      LM    26  @ 

factory  trade.  Sales  of  dull  calf,  mat, 
smooth,  boarded  and  colors,  are  being- 
made  in  parcels  of  50  to  100  or  more  doz- 
ens. That  shoe  manufacturers  and  whole- 
salers of  shoes  are  confident  that  tan 
shoes  will  be  in  evidence  the  coming  sum- 
mer, is  seen  by  the  purchases  of  colored 
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The  principal  demand  in  calfskins     in  Linings    A15  B13 

New  York  is  for  colors  and  suede.  Black  IMPORTED  FRENCH  CALF  (WAX), 
stock  is  moving  slowly,  but  larger  sales  QUOTATIONS  ON  FIRST  GRADE 
are  expected  now  that  the  fall  season  is  AND  MIXED, 

due  to  open  shortly.  1st  grade  Mixed 

$1.45-- 
1 .4o 

9/4®- •  the  preceding  week.    Medium  weight  dull-  12  to  13  kilo    1-45 

finished  chrome  calfskins  sold  in  lots    of  14  to  15  kilo    1.40 

11    ®i2  ^00  to  500  dozen  at  25c  and  23c  for  B  and  16  to  17  kilo   1.30 

11    ®i3  q  grades  respectively.    Like  quantities    of  18  to  19  kilo    1.25 

11    ®i4  medium  glazed  chrome  tanned  calf  leath-  20  to  21  kilo    1.20 

10  ®i2  ers  brought  24c  for  B,  and  23c     for  C  22  to  23  kilo    2.15 

11  @I2  grades.    Mat  finishes  in  chrome  calfskins  24  to  25  kilo    1.12% 


While  the  week's     trading    was     only      5  to    9  kilo   $1.60 

moderate,  sellers  report  improvement  over  10  to  11  kilo    1-55 
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I3@I4    10    ®ii  were  in  good  request,    and  the    market      QUOTATIONS  ON  FIRST  GRADE 
II@I2    11    ®i2  much  Wronger.    Orders  continue  small  in  AND  KIPS. 

size,  but  the  increased  number  formed  a  27  kilo   $1.00 

fair  volume  of  trade  for  this  description  ^0  Y\\o   97/4 

of  leather.    Forty  to  50  roll  lots  of    all  33  kilo   95 

I3®i4    12    ®I3  weights  and  grades  moved  at  prices  listed  36  kilo   •  92 

r4®i5    13    ®I4  below.  39    kilo   90^4 

CALFSKIN  QUOTATIONS'.  42  kilo   85 


II®I2  II 
12®  13  II 


I5®i6  15 


somewhat  better  Ch'me  am.   dull  H  26®27    2S@26    23@24  All  females  from  5  to  5  kilo,  15  to  20c  a 


call   f<        a      and  middle  finished  splits,  Ch'me  am  dullM.  26®27    25®26    23®24      pound  more. 
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CJ  Hereafter   I   will  handle 
exclusively    "Kant  Krack," 
"Dainty  Mode,"  "Bull  Dog" 
and     "Royal"     Brands  of 
Rubbers. 

CJ  These  productions  of  the 
Independent   Rubber  Com- 
pany of  Merritton,  Ont,  are 
of  the  highest  quality.  The 
rubber  used  in  their  construc- 
tion is  the  purest  Para,  and 
they  are  built  after  the  latest 
models  by  most  experienced 
workmen. 

t|  In  the  past,  as  perhaps  you 
know,    I    have   given  good 
satisfaction  in  rubbers  and  it 
was  only  after  the  most  careful 
consideration  of  your  needs 
that  I  decided  to  make  the 
change. 

ritt  t  non 

DULL  i/UU 

paintvMo<*e 

IJ "  K  ant  K rack"  and  1 '  Dainty 
Mode"  Rubbers  are  pretty 
well  known  to  the  trade.  They 
hardly  need  any  other  recom- 
mendation  than   their  own 
good  qualities  have  already 
given  them. 

C[  Dainty  in  style  and  light  in 
weight  but  with  wear-resisting 
qualities  that  are  really  sur- 
prising these  rubbers  are  sure 
to  make  a  big  hit  with  your 
customers. 

q  "Bull  Dog"  and  "Royal" 
Brand  Rubbers  are  made  in 
the  same  factory  as  "Kant 
Krack"  and  "Dainty  Mode," 
which    is   a  guarantee  that 
they  will  be  all  that  a  rubber 
should  be 

ROYAL 

JAMES  ROBINSON 

182-186  McGILL  STREET     -     MONTREAL,  QUE. 
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Fred.C.A.Mclndoe&Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Br.nth.upt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


BOX  TOES  THAT  COME  ALIKE 


i 


i 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


<A  ffl  AND  (cm 

C/  Bl 


(jhppawj 


E.RLIN,  ONT. 

Manufacturers  of  

Solid  Leather  Shoes 

All  Lines,  All  Sizes,  from  Children's 
to  Men's 

jzr   FINE  LINES  OF  SLIPPERS  & 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (SL  CO., 

LYNN,  Mass.,  U.S.A. 


CLARKE 


 O  E  CLARKE,  Vice-Prls.  and  Tkeas. 

F.  G.  CLARKE,  President.   ^-  ^-^^ 

&l  CLARKE,  Limited 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works-Christie  Street  JQRONTO 
 i  WoroVirmcp — C2  Bav  street, 


Established  1852. 


r;+.T  offire  and  Warehouse — 52  Bay  Street, 

City    Uttice    anu    vv  *i  o  j      ^  g^  QUEBEC    RlCHABD  Freres,  Agents. 

BRANCHES— 59  St.  Peter  St.,  MONTREAL.   G.  S.  Htxbbell,  Agent 


UNITED  STATES 
REFERENCE  BOOKS 

In  addition  to  the  General  Reference  Book  cover- 
ing the  United  States  and  Canada,  we  publish  indi- 
vidual States  and  groups  of  States  in  separate  bind- 
ings, both  as  pocket  books  and  office  editions. 

Rates  of  same  are  quoted  to  subscribers,  or  pros- 
pective subscribers,  on  application. 

R.  G.  DUNN  &  CO. 

Establised  1841         212  Offices— 15  in  Canada 


JAMES  PRICE, 

DEALER  IN  ^ 

HIDES,  CALF  SKINS  AND  PELTS 

23  and  25  Wellington  Street,  MONTREAL. 

Highest  Price  Paid  for  Hides,  Calf  Skins,  Pelts  and  Tallow 


JOSEPH  K1ING 


DSALEB  IN 


LEATHER  AND  SHOE  FINDINGS 
25  and  27  Scott  Street,  TORONTO,  Ont. 

TELEPHONE  Main  1293. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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C  Parsons  &  Son 

LIMITED 

TORONTO 

AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(  C.  F.  Brand ) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

C  Parsons  &  Son 

LIMITED 

LEATHER  FINDINGS 

79  Front  St.  East       Toronto,  Ont. 


Bonner  Leather  Co. 


■  ^Manufacturers' 


G  LAZED  KID 

[Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 

Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  ep. 
Office:  1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


DUCLOS  ®.  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,       Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


Perfect  Shoe  Patterns 


We  have  recently  installed  a  modern 
Power  Grading  and  Cutting  Machine, 
which,  with  other  improvements  in  our 
factory  equipment,  puts  us  in  the  posi- 
tion of  being  the  most  modern  Shoe 
Pattern  Plant  in  Canada. 
With  this  machine  and  our  increased 
staff  of  expert  workmen  we  guarantee 
all  sizes  to  fit  exactly  as  the  model  size. 

Perfect  Service  Quick  Deliveries 


L.C.JONES 


N.P.APPLETON 


Gray  Patters  ®. 


'  254  Lemoine  St. 

Montreal,  Que. 
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THE 


Shoe  and  Leather 

JOURNAL 

AND 

THE 

Dry  Goods  Record 


FOR 


$2.00  a  Year 

Shoe  and  Leather  Journal 

(Semi-monthly)  24  issues.  $1.50  a  year 

Dry  Goods  Record 

(Monthly)   12  issues.     $1.00  a  year 

Both  for  $2.00  a  Year 

Each  paper  an  authority  in  its  field. 


WRITE 


CIRCULATION  DEPARTMENT 

Acton  Publishing  Co. 

Limited 

59-61  John  Street    -  TORONTO 
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Dupont  & 


KANGAROO 

Wo  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


/S  


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travellers  and 
see  our  splendid  lines  of 
Spriog  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rtibber,  Paper,  Cloth, 

rxc. 

Honest  Values  at  Honest  Prices. 
All  WorR  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 

Phone  E  3778 


PRINTING 


OF  EVERY  DESCRIPTION— FINE  CATA- 
LOGUE WORK  A  SPECIALTY 

ESTIMATES  FURNISHED 

ACTON  PUBLISHING  COMPANY 

59-61  John  St.,  TORONTO,  ONT.  LIMITED 
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GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  A 

THIS  OUTFIT  contains  every  machine  required 
for  doing  repair  work  of  the  highest  grade 
economically  and  quickly.  They  are  all  mounted 
on  a  substantial  frame,  with  shaft  running  entire 
length,  from  which  all  machines  are  driven.  No 
overhead  shafting  is  required.  It  occupies  the 
smallest  possible  amount  of  room  consistent  with 
obtaining  the  best  results  and  has  the  following 
machines :  One  Goodyear  Rapid  Stitching  Machine 
making  lock-stitch,  one  Forepart  Trimming  Machine 
with  Shanking-out  Device  and  Cutter  Grinder,  one 
Buffing  Shaft  and  one  Finishing  Shaft. 

©.  We  would  be  pleased  to  send  descriptive  Folder 
and  any  information  regarding  it,  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 
LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS 


MONTREAL,  QUE 


244  Adelaide  Street  West,  TORONTO 


492  St.  Valier  Street,  QUEBEC 


THE  STANDARD  FOR  STYLE,  FIT  AND  QUALITY  IN 

RUBBER  FOOTWEAR 

Lasts  have  been  remodelled  more  than  is 
usual  this  season,  which  insures  a  perfect 
fit  the  first  trial. 

Perfect  and  quick  fitting  means  quick  sales 
and  better  service— a  point  well  worth  con- 
sidering: when  placing  your  orders. 

Travellers  will  be  on  the  road  shortly  with 
new  samples  and  new  prices. 

YOU  CAN'T  GET  BETTER  RUBBERS 
YOU  CAN'T  GET  BETTER  PRICES 

WAIT  FOR  THE  "  MALTESE  CROSS"  MAN 


MANUFACTURED  SOLELY  BY 

The  Gutta  Percha  ft  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver, 
Branches:  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


MARCH  15th 


TORONTO 


1911 


FEATURING 

RUBBER 
FOOTWEAR 


ACTON  VmMSttBK  CO  LIP 

TORONTO  MQHIPE/IL 
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WHEN  YOU  SEE  THE 
TRADE  o  MARK 
YOU  KNOW  IT'S  FAST  COLOR 


THE  BEAUTY  IN  A 
DIAMOND  FAST  COLOR  EYELET 

WHILE  everything  else  about  a  shoe  grows  dull  and  unsightly  with  wear  the 
beauty  of  Diamond  Fast  Color  Eyelets  does  not  change ;  they  retain 
the  same  bright,  new  appearance  throughout  the  wear  of  the  shoe ;  in  fact 
if  it  were  practicable  to  transfer  them  from  one  shoe  to  another  a  Diamond  Fast 
Color  Eyelet  would  outwear  several  pairs  of  shoes.  As  they  cannot  wear  brassy 
their  bright,  new  appearance  adds  wonderfully  to  the  satisfaction  of  shoe  wearers, 
millions  of  whom  are  learning  every  month  just  what  the  little  Diamond  Tride 
Mark  means,  and  knowing  will  certainly  want  Fast  Color.  They  should  be  in 
every  good  shoe.  It's  for  you  to  say  whether  you  will  have  them  in  yours.  Just 
specify  Diamond  Fast  Color  when  you  order. 

The  United  Shoe  Machinery  Co.  of  Canada 

Office  and  Factory:  Lagauchetiere  and  St.  Monique  Streets,  Montreal 
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McKays  and 
Turns 

Men  s,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 
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Where 

Amherst 

MAKE 

EXCELS 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


Black  Chrome  Sides 

Blue  Back  Waterproof  Slock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents : 

CHICAGO  TANNING  COMPANY 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


OHice  on  J  Saleroom 

130  W  Michigan  Street 

'80ST0H 
128  Summer  St 


CHICAGO,  U.S. 


GLO  VERSVt  LLB,  N  1 
1 1  Cayadutla  St 


Trmnory 

Dayton  and  Blackhawk  Sis. 

ST.  LOUIS.  MO 

811  Lucas  Ave 


PROPERLY  AGED 
GLOVE  LEATHER 

After  our  Suede  Leather  has  been  tanned, 
six  months  passes  before  it  is  colored. 
This  half  year  of  ageing  gives  the  leather  a 
nice,  smooth  texture,  and  a  strength  and 
pliability  unknown  in  "rushed"  leathers. 

The  extra  value  that  our  Suede  Leathers 
will  put  into  your  gloves  will  bring  you  a 
great  increase  in  business. 

National  Leather  Co. 
Of  Canada,  Limited 


Toronto 


Ontario 
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TENNIS 

The  5%  Early  Order  Discount  on  Tennis  will  be 
discontinued  on  and  after  April  1  st,  1911. 

If  you  have  not  as  yet  ordered  your  supplies  from 
your  jobber  there  is  no  time  to  lose,  if  you  want  to 
get  the  best  terms  on  the  most  popular  brand  of  Tennis 
on  the  market. 

We  have  already  booked  about  all  the  Tennis  busi- 
ness we  can  handle  this  season. 

This  shows  how  the  Maltese  Cross  Lines  are  selling. 


THE  GUTTA  PERCHA  &  RUBBER  MFG.  CO. 

OF  TORONTO,  LIMITED 

HEAD  OFFICES:  47  YONGE  STREET,  TORONTO 

BRANCHES:    MONTREAL,    HALIFAX,   W'NNIPEG,    CALGARY,  VANCOUVER 
SYDNEY   AND    MELBOURNE,  AUSTRALIA 

(NOT  IN  ANY  TRUST) 
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THE  RUSH  ON  TANS 
HAS  COMMENCED 

Jobbers  and  dealers  with  their  ears 
to  the  ground  already  hear  the  tramp 
of  the  unexpectedly  large  demand  for 
tan  footwear.  There  is  not  nearly 
enough  tans  on  the  shoe  store  shelves 
to  meet  it.  A  few  more  days  of 
sunshine  will  see  the  rush  orders 
pouring  in.  Those  manufacturers 
who  are  not  caught  napping  will 
gather  in  the  coin. 

Chrome—tough  and  pliable;  Uniform 
color;  Open  Grain;  Washable. 
Conceive  of  a  calf  leather  possessing 
all  these  golden  qualities  and  you 
have  in  mind  our  CHROME  RUSSIA 
JVo.  88.  It  comes  in  Tan  and  london 
Brown.  By  our  own  special  processes 
we  are  able  in  this  leather  to  combine 
the  advantages  and  eliminate  the 
disadvantages  of  both  Chrome  and 
Vegetable  tannages.      Try  it. 

The  time  to  get  ready  for  the  rush  is 
short.  You'll  have  to  hustle.  Wire 
to-day. 


DAVIS  LEATHER  CO-  Limited 

NEWMARKET         -         -  ONTARIO 
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PACKARD'S 

SPECIAL  SHOE  DRESSINGS 

"THE  STANDARD  OF  QUALITY" 


Combination  Dressings 
in  Black,  Tan,  Ox-blood 
and  Brown.  Each  Box 
contains  a  4-oz.  Bottle  of 
Liquid  and  a  Tin  of  Paste. 


Ladies'   Special  Black. 

A  Self-Polishing  Liquid, 

in  a  6-oz  Bottle.  Put  up 

in  an  attractive  carton. 


French  Glycerine  Dressing. 
A  10c  Liquid  Self-Polisher. 
There  is  a  Good  Demand 
for  a  Cheap  Dressing. 


Patent  Leather  Cream. 
Put  up  in  Two  Sizes. 
Keeps  the  Leather  Soft 
and  Pliable. 


Combination  Dressing. 
Pony  Size.  Similar  to 
our  Large  Combination 
in  Quality.  In  All  Colors. 


White  Liquid  Dressing  in  5-oz.  White   '  0 "  in  Cakes,  in  Paper 

Round  Bottles  in  a  neat  carton.  Boxes,  in  Wood  Boxes   in  Zinc 

Also  put  up  in  4-oz  Panel  Boxes.    The  Best  White  Canvas 

Bottles.  Cleaner. 


Crow  Black  Oil  Dye.     Dyes  Pastes.    All  Colors.  For 

Colored  Leather  Perfectly.  In  Poiishing  All  Kinds  of 
4-oz.   Bottles,   Pints,  Quarts, 

Gallons  and  in  Bulk.  Leather. 


Our  travellers  are  now  on  the  road  and  will  be  pleased 
to  receive  your  spring  order  for  these  lines.  Look  over 
your  stock  and  get  ready  for  that  first  spring  customer. 


L  H.  PACKARD  &  CO.  LIMITED    ■  MONTREAL 

MANUFACTURERS   OF   HIGH   GRADE   SHOE  POLISHES 
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Black  Diamond  Chrome  Patent  Leather— 
is  being  produced  at  the  rate  of  3000  sides 
per  day.  Its  superior  quality  is  accountable 
for  such  a  demand. 

Tan  Gun  Metal  ta/f— especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather—  A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 

95  SOUTH  STREET,  BOSTON 

,„„  „      ,  CINCINNATI,  632  Sycamore  St. 

NEW  YORK,  621  Broadway  OCHFSTER  605-6  Powers  Building         ST.  LOUIS,  705  Lucas  Ave. 

GLOVERVILLE,  50  So.  Main  St.  ROCHEs  l        oua-o  rowers  ouiiumg 
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SACRIFICE  SALE 
OF  SHOES = 

On  May  1st  I  move  to  my  new  factory.  Before  I  leave 
present  premises  I  wish  to  clear  out  a  particularly  large 
stock  of  shoes,  which  must  be  sold  no  matter  what  the  price, 
for  I  am  going  to  take  no  stock  with  me  when  I  leave  here. 

Bargains!  Bargains!  Bargains! 

Merchants  who  are  alive  to  the  opportunities  of  the  day 
will  not  fail  to  write  for  my  special  price  list  of  this  lot  of 
stock,  which  consists  of  assortments  of  Men's,  Boys',  Youths', 
Little  Gents',  Women's,  Misses',  Childrens',  and  Infants'. 
Every  shoe  is  guaranteed  in  every  respect,  and  my  sole 
reason  in  clearing  stock  is  to  facilitate  moving  to  the  new 
factory  in  Colomb  Street. 

WRITE  FOR  PRICES  TO-DAY. 
THESE  BARGAINS  CANNOT  HELP  BUT  INTEREST  YOU 

F.  BLOUIN  = 

MANUFACTURER 

Boots     -      -     Shoes     -      -  Mocassins 

QUEBEC  CITY 
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IT'S  A  BUSINESS  PROPOSITION 


The  Brands  of 

RUBBER  FOOTWEAR 

Best  Known 

throughout 

CANADA 


TACQUES  CARTIER 

MAPLE  LEAF 

GRANBY 

MERCHANTS 

DAISY 

DOMINION 

ANCHOR 

FLEET  FOOT 


Four 


2. 


Reasons 


Why 


You 


Should 
Buy 
Them  4 


Because  each  Brand,  at  its  price,  is  the 
Best  Value  made  in  Canada. 

Because  they  were  the  first  Brands  to  ap- 
pear all  cartoned,  and  delivered  to 
Retailers,  Freight  Prepaid,  at 
Lower  Prices. 

Because  they  are  distributed  from  twenty- 
two  points  in  Canada — a  chain  of 
Branches  across  the  Continent — 
organized  to  give  the  Retail  Trade 
Prompt  deliveries  at  lowest  cost. 

Because  they  will  be  advertised,  and  the 
merchants  who  sell  them  will  have 
the  co-operation  of  the  factories 
who  make  them. 


Canadian  Consolidated  Rubber  Co.,  Ltd. 


Sidney.       Moncton.  Quebec. 

Granby.  Montreal. 

Brantford.     Berlin.     Port  Dalhousie.     Winnipeg.  Regina. 


Halifax.       St.  John,  N  B.  Yarmouth. 

Ottawa.      Hamilton.     Toronto.  London. 


Calgary.  Saskatoon.  Edmonton.  Vancouver.  Victoria 
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For  All  Kinds  of  Hard  Wear 


Metallic  Heels  and  Counters 


{MADE  of  STEED 


Are  the  best  wear  resisters  ever  invented.  Shoes  that  are  sub- 
jected to  rough  usage  invariably  show  the  first  signs  of  wear 
at  the  heels,  and  when  the  counters  break  down  or  wear 
through,  the  shoes  are  practically  worn  out.  Metallic  heels 
and  counters  take  absolute  care  of  these  important  parts  of 
the  shoe,  as  the  heels  cannot  wear  uneven  or  the  counters 
break  down  where  they  are  used,  and  they  do  not  add  to 
weight.    Full  Information  Gladly  Sent  Upon  Request. 


United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique  Streets,  MONTREAL.  QUE. 
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THE 


"  CONSTRUCTION  " 


SHOE 


GUARANTEED 


THE  CALL  OF  THE  PEOPLE 

particularly  the  men  and  boys,  the  nature  of  whose  daily  occupation 
is  such  as  to  require  the  use  of  a  shoe  built  to  stand  extraordinary 
wear    and    tear    has    resulted    in    the    production    of  the 

CONSTRUCTION  SHOE 

There  may  be  other  styles  and  makes  which  have  been  endeavor- 
ing to  fill  the  requirement  of  such  a  shoe,  and  although  successful 
to  a  certain  degree,  there  has  seemed  to  be  something  lacking— a 
something  required  to  give  the  wearerthe  desiredamount  of  satisfaction. 

The  Construction  Shoe  is  made  of  selected  leather— the  best  ob- 
tainable, which  also  applies  to  every  bit  of  material  used  in  the  manu- 
facture of  the  shoe.  Built  on  roomy  lasts  which  provides  for  the  em- 
bodiment of  the  maximum  amount  of  comfort  and  which  at  the  same 
time  allows  for  the  maintenance  of  the  necessary  neatness  of  appear- 
ance. In  short  the  Construction  Shoe  is  built  to  stand  the  extraor- 
dinary wear  and  tear  and  supply  to  the  wearer  that  desired  amount  of 
satisfaction  and  perhaps  a  little  more.  Should  it  not  be  a  profitable 
shoe  for  you  to  handle  ? 

Made  in  different  styles  in  Tans  and  Blacks— Our  travelers  are 
now  showing  samples. 


°  \°  BOULTER  LIMITED 

26-28  FRONT  ST.  WEST  -  TORONTO 

ONTARIO  AGENTS  FOR  MINER  RUBBER  CO.,  LTD. 


IO 
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"WANDERER 

PROFESSIONAL  RACER 


(  Cuts  for  advertising  purposes 
supplied   with    each  order.) 


TAN  TOE.  -  TAN  ANKLE  PAD 
SIDE  PROTECTOR 


The 

HOCKEY  BOOT  OF  THE  SEASON 

The  verdict  of  practically  all  who  have  handled  the  WANDERER  PROFESSIONAL 
RACER.  Such  a  verdict  in  favor  of  an  article  is  surely  sufficient  proof  that  it  is  a  good  pro- 
position to  handle. 

For  next  season  we  are  not  only  showing  a  greater  variety  of  this  particular  Hockey  Shoe,  but 
also  the  Rover  Brand,  a  boot  wliich  apparently  promises  to  rival  the  popularity  of  the  Wanderer. 
Worth  thinking  over  before  placing,  is  it  not  ?      Our  travellers  are  showing  the  samples. 


99 


HIGHEST 
QUALITY 


RUBBER 
FOOTWEAR 


THE  NECESSITY  OF  MERIT 

No  man  of  to-day  realizes  the  necessity  of  merit  better  than  the  retail  shoe  merchant,  and 
particularly  so  in  Rubber  Footwear.  This  season  it  is  therefore  evidently  a  most  trying  prob- 
lem for  him  to  select  that  which  is  best  and  most  suitable  to  his  requirements  But  why  should 
it  be  so  ?    There  is  at  least  one  line  in  which  the  merchant  can  have  absolute  faith. 

<<  Miner  Means  Merit,"  and  in  offering  you  Miner  Rubbers  this  season,  we  do  so  with  the 
assurance  that  there  are  no  rubbers  manufactured  better  suited  to  your  requirements— and  the 
prices  are  right. 

Wait  for  the  "  Miner  Man  "—place  your  order  with  him— and  cease  to  worry. 


99 


GEO 
E. 


B  O  ULTE R 


CO. 
LIMITED 


26-28   FRONT  STREET 


TORONTO 


SUNSHINE  COLT  SUNSHINE  KID 


Not  Patent  Leather,  but 
BETTER 

NOT  VARNISHED  NOT  BAKED 


Has  all  the  good — none  of  the  objection- 
able-features of  Patent  Leather. 

Has  a  thin,  flexible  finish,  giving  a  beau- 
tiful grain  effect.  Is  softer,  holds  its 
finish  longer,  wears  better  than  Patent. 

Order  your  shiny  shoes  from  Sunshine 
Colt  or  Kid  and  get  rid  of  your  Patent 
Leather  trouble,  as  it  does  not  check 

WHEN  BEING  WORN  EVEN  IN  THE  COLDEST 

weather.  Great  for  Canadian  Fall  and 
Winter  Weather. 

Made  in  Black,  Brown  and  Tan. 


MADE  AND  SOLD  ONLY  BY  THE 


CORONA  KID  MANUFACTURING 

COMPANY 

BOSTON      -      -      -       -  MASSACHUSETTS 


NOT  VARNISHED 


NOT  BAKED 
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1185  —  Carnegie. 
Men's  Light 
Storm  Over, 
Lasts,  De- 
fender, Bruns- 
wick, Varsity. 


1199— Victor.  Men's  Light 
Over  Toecap.  Lasts  Var- 
sity and  Connaught. 


1189— Tycoon.  Men's  Light 
Clog,  Self  Acting,  Lasts 
Varsity  and  Brunswick. 


1186 — Marquis.  Men's 
Light  Over.  Lasts, 
Defender,  Bruns- 
wick, Varsity,  Con- 
naught. 


1191— Pluto.  Men  s 

Jersey  Storm 
Alaska.  Lasts 
Defender,  Bruns- 
ick  and  Varsity. 


"  The   best  is  true  economy,  Kant  Krack  and  Dainty  AM 


M  c  L  A  R  E 


1190 -Vice  Roy. 
Men's  Jersey 
Arctic  Fleece 
Lined.  Lasts, 
Defender, 
Brunswick. 


2109— Men's  Cash 
Arctic  Rolled 
Edge. 


1107  —  Chestnut. 

Men's  3  Eye- 
1  e  t  Lumber- 
men's, Rolled 
Edge,  Solid 
Heel. 


Kant  Krack 
and  Dainty 
Mode  Rub- 
bers give 
that  com- 
fortable 
feeling  that 
comes  from 
having 
w  arm  dry 
feet. 


1152  —  Olive. 

Men's  7  inch 
Leather  Top 
Rolled  Edge 
Solid  Heel, 
Black  and 
Tan  Tops 


McLARE 


WHOLESALE 
DISTRIBUTERS 


BOOTS 
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stood  the  tests  and  are  absolutely  supreme  in  all  Ways. 


l DALLAS 


1150 — A  c  a  c ia . 
Men's  li  incti 
Leather  Top, 
Rolled  Edge, 
Solid  Heel, 
Tan  and 
Black  Tops. 


Dependable 
goods  are 
the  founda- 
tion of  a 
succe s sful 
business- 
Kant  Krack 
and  Dainty 
Mode  Rub- 
bers will  at- 
tract custo- 
mers of  the 
kind  who 
stay  with 
you. 


2102 — Motorman. 

Men's  Cash. 
4  Buckle  Ex- 
cluder, Rolled 
Edge. 


2100  —  Hickory, 
s  2  Bkle. 
Cash.  Top, 
Dull  Rub- 
ber Vamp, 
Wool 
Lined. 


1114  — Ash. 
Men's  '2 
B  uckle 
R  o 1  led 
Edge, 
Solid  Heel 


2057  -Rosewood. 

Men's  3 
E  y  e  1  e  t 
Lumber- 
men's Rol- 
led Edge, 
Solid  Heel 


1121 
Maple. 

Men's  1 
B  u  c  k  1  e 
Lumber- 
men'sRol- 
Edge, 
Solid 
el. 


DALLAS 


RUBBERS 


30  FRONT  ST.  WEST 
%     TORONTO  & 


1166  — Evangeline, 
men's  Light 
Croquet.  Lasts, 
and  Vogue. 


Wo- 
Fancy 
Petite 


1164-Nordica.  Women's 
Light  Croquet  Toe  Cap 
Lasts,  Petite  and  Vog 


1181—  Constance. 
Women's 
Jersey  Storm 
Alaska  Fleece 
Lined.  Lasts, 
Vassar, Vogue 
and  Collegiate 


1169  —  Heloise.  Wo- 
men's Jersey,  3 
Buckle  Excluder, 
Fleece  Lined.  Last, 
Euclid. 
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You  will  remember  the  old  saw, 
"Never  look  a  Gift  Horse  in 
the  mouth." 

For  your  own  peace  of  mind  I 
would  suggest  the  same  motto 
for  the  rubber  season. 

Don't  be  too  particular — if  you 
want  to  be  "handed  one,"  a 
lemon. 

When  the  established  mill  lowers 
its  list  there  must  be  a  reason. 
They  fear  the  result  of  competi- 
tion. Having  confidence  that 
their  brands  will  sell  on  their 
reputations  they  will  slaughter 
quality  in  order  to  sell  at  the 
profit  so  necessary  to  pay  a  divi- 
dend. 

Rubbers  this  season  may  go 
higher.  They  should.  Raw 
rubber  is  just  64c  per  pound 
higher  than  two  months  ago.  But 
whatever  the  price,  you  may  be 
sure  that  our  brands  will  repre- 
sent the  acme  of  quality.  We  can- 
not afford  to  have  it  otherwise. 

If  you  can  see  that  quality  is 
what  you  can  build  on,  you  will 
buy  Kant  Krack  and  Dainty 
Mode.  Put  my  reputation  be- 
hind the  quality  of  these  brands. 
Examine  them  carefullv. 


JAMES  ROBINSON 

MONTREAL 
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If  all  others  were  to  the  contrary 
I  would  expect  you  to  believe 
that  both  "Kant  Krack"  and 
"Dainty  Mode"  rubber  shoes 
were  this  season  going  to 
be  better  value  than  any  other 
rubber  shoe  you  could  buy. 

Mind  you  I  did  not  say  they 
will  be  absolutely  the  lowest  m 
price.  There  is  only  one  grade 
of  Kant  Krack  and  one  grade  of 
Dainty  Mode— and  that  is  the 
best— no  half  dozen  grades  and 
prices  for  me,  thank  you. 

No  matter  at  what  price  you 
buy  any  rubber  shoe,  Kant 
Krack  and  Dainty  Mode  will 
represent  real  quality. 

Sir,  it  is  qualitv  that  counts  in 
the  long  run.  Don't  you  be 
mislead  into  believing  that  you; 
are  going  to  be  able  to  satisfy 
your  trade  withta  cheap,  shoddy 
brand. 

Royal  Brand,  which  I  will  also 
handle,  although  new,  will  con- 
tain the  excellent  qualities  which 
gained  the  reputation  for  the 
established  first  grade  brands, 
while  Bulldog  as  a  second  will 
perhaps  contain  better  qualities 
than  some  so-called  firsts. 


JAMES  ROBINSON 

MONTREAL 
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"KEEP  THE 


WHAT  WE  HAVE 


^  "Keep  the  quality  up"  is  the  j 
facturing  ''Royal"  and  "Bull  Dog"  Bj 
several  grades,  each  grade  has  a  stad 
goods  we  will  keep  the  quality  up  tj 
set  a  higher  standard,  and  we  can  do  it,  too,  bj 
requirement  to  aid  us  in  doing  so.  This 
the  very  latest  modern  machinery  in  a  most  m 
every  particle  of  unnecessary  labor;  all  of  wl 
shouldn't  we  keep  the  quality  up — at  the  sani 

C[  Leading  Jobbers  are  now  sho 
such   as  to  warrant  our  saying  "H; 


SOLD  BY 

Amherst  Boot  &  Shoe  Co.  -  Amherst,  N.  J 
James  Robinson  -  -  Montreal,  P.  C 
Garside  &  White     -      -      -  Toront 


INDEPENDENT 

MERRITOIN 


RU 
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<  P 


UALITY  UP 


lopted  when  we  commenced  manu- 
bber  Footwear.  Although  there  are 
lality.  In  the  manufacture  of  our 
ird,  and  we  even  hope,  in  fact  we  will, 
only  crude  materials  which  contain  every 
il  will  be  converted  into  Rubber  Footwear,  by 
,  equipped  with  facilities  which  will  eliminate 
the  supervision  of  a  man  who  knows.  Why 
le  prices  as  low  as  can  be  obtained  elsewhere. 

amples,  and  we  know  they  are 
setter  see  them  before  placing?" 


SOLD  BY 

McLaren  &  Dallas  -  -  -  Toronto 
ondon  Shoe  Co.  Limited  -  London,  Ont. 
ilgour  Rimer  Co.  Limited  -  Winnipeg,  Man. 


ER  COMPANY  L 

ONTARIO 


IM1TED 
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SURE  f 


«J  "Kant  Krack"  and  "Dainty  Mode" 
brands  of  Rubber  Footwear  have  an  enviable 
reputation.  The  chance  of  losing  it  by 
lowering  quality  to  make  a  price  is  much  too 
great  and  so  you  are  sure  the  quality  will 
be  maintained  and  possibly  bettered. 

q  "Kant  Krack"  and  "Dainty  Mode" 
will  be  moulded  on  only  new  lasts,  the  very 
latest  models,  and  so  you  are  sure  of  style  in 
every  pair. 

q  "Kant  Krack"  and  "Dainty  Mode" 
will  be  made  in  an  ideal  factory,  modern  in 
every  way  and  equipped  to  provide  for 
the  most  economical  production  of  Rubber 
Footwear,  and  you  may  be  sure,  quality 
considered,  the  prices  will  be  RIGHT. 

q  These  elements  being  assured,  aren't  you 
SURE  you  will  be  perfectly  SAFE  in 
buying  "Kant  Krack"  and  "Dainty 
Mode"  Brands? 


INDEPENDENT  Rl 

MERRITON 
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SOLD  BY 

JAMES  ROBINSON 

182-186  McGill  St.  -  Montreal 

McLAREN  &  DALLAS 

30  Front  St.  West  -  Toronto 


LONDON  SHOE  CO. 

LIMITED 

London  -  Ontario 


KILGOUR  RIMER  CO. 

LIMITED 

Winnipeg  -  Man. 


e 


ER  COMPANY  L 


IMITED 


ONTARIO 


e 
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LIFE-BUOY 
RUBBERS 

The  Fall  Placing-  Season  will  be  with  us  in  the  course  of  a  few  days,  and  through 
the  medium  of  this  Journal,  we  wish  to  thank  you  for  the  liberal  support  given  to  our 
Company  during  the  past  two  seasons. 

Our  position  as  an  INDEPENDENT  COMPANY  has  done  much  to  remove  the 
arbitrary  conditions  under  which  the  rubber  footwear  business  was  formerly  conducted, 
and  to  a  realization  of  this  by  the  Trade,  our  liberal  and  progressive  policy,  backed  up 
by  a  thoroughly  reliable  line  of  goods,  we  feel  that  we  owe  our  success. 

Our  progress  for  the  past  two  years  has  been  such  that  it  has  been  necessary 
for  us  to  increase  our  factory  capacity  by  50,000  square  feet  of  floor  space,  with  which 
we  are  at  present  engaged,  giving  us,  for  the  future,  increased  facilities  for  prompt 
delivery  of  goods. 

For  the  season  of  191 1  prices  will  likely  be  close,  but  we  wish  to  emphasize  this 
one  point,  that 

No  matter  what  the  price  may  be,  the  qualify  of 

LIFE-BUOY 
goods  will  remain  the  same. 

We  are  also  introducing  many  new  lines,  and  some  distinctly  new  ideas  in 
rubber  construction,  which  will  be  important  both  to  the  dealer  and  to  the  consumer, 
and  we  would  ask  you  to  see  these  samples  before  buying.  Our  travellers  will  reach 
you  in  ample  time  to  enable  you  to  place  your  orders  elsewhere  should  you  not  feel  that 
"LIFE-BUOYS"  are  the  goods  you  want. 

Yours  very  truly, 


To  The  Trade: 


The  Kaufman  Rubber  Company 

LIMITED 

BERLIN  ONTARIO 

An  Independent  Company 
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Notice  the 
Men's  Heel 

Reinforced  at  the 
point  most  needed. 

Used  on  Men's 
First  Quality  Life- 
Buoy  Goods. 

Gives  twice  the 
wear. 


Men's  Double  Heel 


LEATHER 


Notice  the 
Women's  Heel 

This  improvement  will 
appeal  to  every  dealer 
handling  women's  shoes. 

HEEL  and  COUNTER 
one  solid  piece  of  leather. 

WILL  NOT  CUT 
through  the  bottom. 

CAN  NOT  BREAK 
open  in  back. 

Used  on  all  Women's 
First  Quality  Goods. 


PATENT  PENDING 


SEE   OUR  SAMPLES 


WINNIPEG 
87  King  Street 

CHARLOTTETOWN,  P.  E.  I. 


C  Our  Travellers  will  call  in 
plenty  of  time  for  Fall  Placing 

Complete  Stocks  carried  at 


TORONTO 
76  York  Street 

TRURO,  N.  S. 

EDMONTON,  ALTA. 


OTTAWA 
281  Wellington  E. 

FREDERICTOWN,  N.  B. 

VANCOUVER,  B.  C. 


MONTREAL 
310  Craig  W. 

CALGARY,  ALTA 
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WHY  THE  YEAR 

1911 

SHOULD  BE  A  GOOD  YEAR 
FOR  SELLING 
GOODYEAR  WELTS 

In  the  year  that  has  just  passed  a  campaign  of  education  and  information— 
which  now  extends  throughout  the  country— was  inaugurated  and  has  been 
continued  and  augumented. 

We  say  "campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favourite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it— is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  are  going  to  WANT  GOODYEAR  WELT  shoes.  That 
is  why  this  year  is  going  to  be  a  good  year  for  selling  GOODYEAR  WELT 
shoes.  If  you  are  not  already  familiar  with  all  these  things  yourself,  write 
us.    The  story  is  yours  for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 
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WALPOLE 

Adhesive  Stay 
Tape 


Will  remove  many  obstacles  from 
your  path  and  make  you  happy 

BECAUSE— 

It  will  prevent  the  tops  of  your 
slippers  and  pumps  from  stretch- 
ing. 


A 
ten 
rard 
mple 
free 
mail 


It  will  prevent  tearing  at  the 
throat,  when  drawing  the  lasts. 

Applied  with  a  hot  iron,  will 
stick  to  any  leather. 

No  Cement  or  Paste  required. 

When  it's  on  it  stays  put. 

Standard  width,  3-8  in.  — it  can 
be  made  any  width  to  meet  your 
requirements. 

Be  sure  to  get  some  of  this 
tape;  you  will  find  it  a  good 
investment. 

It's  $2.00  per  1,000  yards  for 
the  white;  $2.20  for  the  black. 


Walpole  Rubber  Co. 


LIMITED 

MONTREAL 


LEATHER  BEAUTY 

THAT  MEANS 

SHOE  BEAUTY 


Not  all  glazed  kid  leather,  Mr.  Shoemaker,  is 
the  same  in  the  finished  shoe  as  in  the  skin. 
For  it's  not  every  manufacturer  who  can  make 
a  glazed  leather  that  will  pass  through  all 
the  processes  of  shoe  manufacture  and  re- 
tain its  original  quality  and  shape. 

It  has  taken  over  35  years  to  perfect  the  finish 
of  Borne  Glazed  Kid.  That's  why  the  appear- 
ance of  the  leather  does  not  change  what- 
ever during  the  making  of  the  shoe.  Exper- 
ience has  taught  us  just  how  to  give  the 
leather  ' '  the  glaze  that  won't  come  off. ' ' 

There  are  many  qualities  you  don't  look  for  in 
a  glazed  leather  that  you  will  find  in  Borne 
Glazed  Kid.  And  the  prices  compete  with 
those  of  the  "not  so  good"  leathers.  Try 
a  sample  and  learn  that  we  are  right. 


LUCIEN  BORNE, 

QUEBEC 
Western  Agents :   Malette  $  Roy 

225  Lemoine  Street      -  MONTREAL 
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MEN'S 

GOODYEAR  WELTS 

WOMEN'S 

FLEXIBLE  MacKAYS 

See  Our  New  Designs  before  Buying 

You  Will  Like  Them 

All  designs  from  the  very  latest  and  nattiest  American  lasts.  Soles 
and  uppers  made  from  the  best  selected  leather.  Workmanship 
expert.  Every  shoe  guaranteed.  Our  shoes  possess  Appearance, 
Comfort  and  Durability.  Your  attention  is  called  also  to  our  new  water- 
proof shoe,  "Cimon's  Special".  Be  sure  to  see  it  before  buying. 
Recent  changes  in  our  company  will  enable  us  to  serve  you  better  than 
ever.  Mr.  Jos.  Beauchamp  is  now  our  manager,  while  Mr.  A.  P.  Cimon 
will  continue  as  president.  The  experience  and  resources  of  the  new 
company  are  to  serve  you. 

Our  travelers  are  now  out  with  a  full  range  of  samples.    See  them. 

The  A.  P.  Cimon  Shoe  Mfg.  Co.  Limited,  Montreal 


WOOD-MILNE  RUBBER  HEELS 

Wood-Milne  Heels  are  made  from  infinitely  higher  grade  of  rubber  than  any  other 
heels,  hence  there  are  more  WOOD-MILNE  heels  sold  than  any  others,   because  they 

are  the  best. 


WOOD-MILNE,  LIMITED    -   PRESTON,  LONDON  and  PARIS 

Wholesale  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  21?  North  Branch  Street,  CHICAGO,  U.S.A. 

r8-88  Wall  Street,  NEW  YORK,  U.S.A. 


yf*    THE  KM 


THE  MARK 
THAT  MEANS 
SOMETHIN  G 


The  Value  of  a  Name 


The  value  of  a  name  depends  upon  the  amount  of  service 
that  is  given  by  the  article  bearing-  that  name. 

The  value  of  the  name  Surpass  on  a  shoe  grows  greater 
every  day.  The  results  of  the  efforts  which  we  are  continu- 
ally putting  forth  to  give  the  best  shoe  value  on  the  market 
are  making  many  new  friends  for  Surpass  Shoes  and  the 
dealers  who  handle  them. 

When  you  have  carried  Surpass  Shoes  for  a  few  months 
you  will  realize  what  is  meant  by  the   value  of  a  name. 


THE  LOUIS  GAUTHIER  COMPANY 

Quebec       -  Quebec 


LIMITED 
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TJ  „    •  ^  _  are  not  excelled  for  FIBRE  and  FINISH,  as  also  for 

XiaStingS  VxiainS  most  PROFITABLE  cutting  qualities. 


All  weights  of 

Combination  Im.  Chrome 

Mennonite  Sydney 

Kangaroo  Glove 

and  other  GRAINS  supplied  on  short  notice; 
also  SPLITS  all  weights. 


Address  inquiries  and  orders  to 

THE  BREITHAUPT 
LEATHER  CO. 

Limited 

BERLIN  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  oui  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


PRINTING 


OF  EVERY  DESCRIPTION— FINE  CATA- 
LOGUE WORK  A  SPECIALTY 

ESTIMATES  FURNISHED 

ACTON  PUBLISHING  COMPANY 

59-61  John  St.,  TORONTO,  ONT.  LIMITED 


F.  G.  CLARKE,  President.  C.  E.  CLARKE,  Vice-Pbes.  and  Tbeas. 

CLARKE  &  CLARKE,  Limited      Established  iss2. 

Manufacturers  of  SHEEPSKINS  of  all  kinds 


General  Offices  and  Works — Christie  Street,  TORONTO 
City  Office  and  Warehouse— 52   Bay  Street,     1  UKU1N  1  U' 
BRANCHES— 59  St.  Peter  St.,  MONTREAL.   G.  S.  Hubbell,,  Agent  553  St.  Valier  St.,  QUEBEC.   Richabp  Fbebes,  Agent8. 


HIDE  and  LEATHER. 
FACTORS 


W.H.  Stay  ties  &  Smith, 

CASH  ADVANCED  j       •  ^ -.^4^.—     IT  »> -V    and  at  Kettering,  Northampton 

ON  CONSIGNMENTS.        lyClCcSlcr,   IL-fl|£.  Frankfort-on-Maine. 

Cable  "HIDES,"  Leicester. 


H.  INGLE  &  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents 
Lady  Lane,  LEEDS,  ENG.        Also  at  Bristol,  Leicester  and  Kettering. 

Cable  Address:  INGOT. 
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Savagery  of  the  War  Spirit 

The  Lust  of  Conquest  Transferred  from  the  Sphere  of  the  Physica!  to  that  of  the  Conunercia!  Modern 

Business  War  Methods. 


We  are  by  nature  savages.  Our  ancestors  clothed  m 
skins  and  decorated  with  dyes,  fought  for  tribal  supremacy 
Our  more  immediate  forefathers,  terrible  with  coats  of  mail 
and  fluttering  banners,  hewed  their  enemies  to  pieces  m 
order  to  extend  their  landed  possessions.  In  recent  years, 
in  spite  of  the  tacit  abandonment  of  wars  of  conquest,  stand. 


their  way  as  those  which  attend  the  use  of  gunpowder  and 
lyddite  Instead  of  dreadnoughts  we  are  building  trusts; 
instead  of  cannon  we  are  using  coercion;  instead  of  block- 
ade the  cornering  of  raw  materials.  In  the  United  States 
came  first  the  industrial  trust,  then  the  railway  ring  and 
now  the  banking  combination,  with  the  result  that  m  some 


ing  armies  of  frightful  and  diabolical  preparedness  are 
maintained  to  an  extent  that  every  man  in  the  civilized  world 
to-day  practically  carries  a  soldier  on  his  back. 

With  the  abandonment  of  physical  war  on  this  con- 
tinent, however,  we  are  finding  an  outlet  for  this  spirit  of 
savagery  that  promises  denouements  quite  as  startling  in 


particular  lines  the  individual  finds  he  has  to  ask  permission 
to  breathe.  Conditions  are  becoming  so  intolerable  that  the 
result  must  inevitably  be  a  situation  quite  as  serious  as  could 
result  from  any  internecine  war,  for  it  is  certain  that  when 
the  people  awaken  to  the  fact  that  their  interests  are  held 
in  pawn  by  an  oligarthy  more  intolerant  and  absolute  than 
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that  of  the  slave-owners  of  the  South,  something  must  hap- 
pen. We  in  Canada  are  gradually  drifting  along  in  the 
same  direction  as  our  neighbors,  as  anyone  will  realize  who 
has  watched  the  development  of  associations  and  mergers 
within  the  past  few  years.  The  ground  is  being  pretty  well 
covered  with  these  "daughters  of  the  horse  leech,"  which 
cry.  "Give  !  Give  !"  The  influence  they  acquire  over  legis- 
lation as  well  as  through  the  direct  domination  of  smaller 
interests  is  being  strikingly  demonstrated  every  day.  This, 
and  the  manipulation  to  which  they  lend  themselves  in  order 
to  enrich  individuals  who  control  them,  constitutes  a  growing 
menace  to  business  and  society  that  may  well  alarm  those 
who  realize  their  ultimate  effect. 

Taking   the   United    States   Rubber   Company,  which 
touches  the  shoe  trade  most  closely,  and  whose  operations 
are  now  extended  to  this  country,  we  have  a  fairly  good 
example  of  the  pernicious  influence  and  methods  of  this 
modern  "system."    About  twenty-five  years  ago  it  was  de- 
cided, not  so  much  by  rubber  manufacturers  themselves  as 
by  ambitious  promoters,  that  it  was  time  to  stem  the  tide 
of  unlimited  competition,  and  by  a  wise  economy  of  meth- 
ods of  production  and  distribution,  as  well  as  an  effort  to 
develop  the  sources  of  raw  rubber  supplies,  to  put  rubber 
manufacturing  interests  upon  a  much  more  substantial  and 
effective  basis.    All  but  a  very  small  number  of  the  prin- 
cipal manufacturing  concerns  in  the  United  States  were) 
rounded  up  by  the  usual  method  of  paying  a  full  price  for 
their  assets  and  good-will  with  a  super  added  bonus  following 
the  usual  amount  of  water  to  let  the  promoters  out  with 
sufficient  to  reimburse  them  for  the  brains  put  into  the  deal. 
Then  commenced  an  effort,  not  so  much  to  eliminate  ex- 
pense of  production  and  distribution,  as  outside  competition, 
and  for  a  while  all  those  who  were  not  brought  into  the 
fold  had  rather  a  rough  time  of  it  "out  on  the  desert  dark 
and  drear."    Nevertheless,  some  of  these  outcasts  were  able 
to  stand  the  stress  of  the  weather,  and  managed  to  develop 
not  only  flesh,  but  wool  in  the  process.  Other  concerns  em- 
boldened by  the  prospect  of  sharing  in  the  benefits  of  a  gen- 
eral antipathy  to  trusts  cn  the  part  of  buyers  got  into  the 
game  with  the  result  that  in  spite  of  the  weaker  ones  who 
went  to  the  wall,  or  the  more  wary  who  were  gathered  into'' 
the  fold,  and  their  skins  hung  up  to  dry,  a  steady  growth, 
took  place  outside  with  the  result  that,  as  has  been  gener- 
ally admitted,  most  of  the  development  in  the  rubber  busi- 
ness within  the  past  decade,  has  taken  place  with  concern.! 
outside  the  trust.    In  the  meantime,  it  is  safe  to  say  that  the 
Trust  in  the  war  of  extermination  had  not  been  able  to  make 
much  money  at  rubber  shoe  manufacturing,  as  is  evidenced 
by  the  fact  that  its  last  dividend  on  common  stock  was  paid 
in  April,  1900,  and  then  it  was  only  one  per  cent.    Yet,  the 
men  engaged  in  the  game  have  gone  on  making  money 
themselves,  and  herein  largely  consists  the  iniquity  of  the 
trust  game.    In  the  buying  out  of  conflicting  interests  a  few 
have  always  managed  to  line  their  own  pockets  while  un- 
loading the  various  deals  upon  the  "Company."  For  instance, 
five  of  the  directors  of  the  Trust    some    time    ago  got 
control  of  a  non-trust  mechanical  goods  concern  outside  of 
Boston  through  the  death  of  one  of  the  principals,  and  by 
getting  away  the  executive  head  secured  an  option  at  a  low 
figure  on  a  controlling  interest.    They  sold  this  option  to  the 
Trust  at  nearly  double  the  price,  clearing  a  tidy  sum  to  divide 
amongst  themselves.     The  same  deal   was  practically  put 
through  in  Canada  with  the  Canadian  Consolidated.  An 
option  was  given  at  a  low  figure  on  a  controlling  interest  and 


turned  over  by  the  individuals  interested  to  the  Trust  at  al- 
most double  the  amount.  Here  is  where  the  money  has  been 
made  in  recent  years  that  has  given  the  impression  that  the 
rubber  shoe  business  done  by  the  Trust  has  been  profitable. 
Men  who  a  few  years  ago  were  either  penniless  or  in  ordin- 
ary circumstances,  are  to-day  millionaires.  Who  has  paid 
for  this  unearned  increment?  The  ordinary  stock-holder  is 
at  present  carrying  the  load,  but  in  the  long  run  the  dealer 
and  consumer  must  put  up  for  the  "melon-cutting."  It  has  to 
come  from  somewhere,  and  out  of  someone's  pocket. 

While  all  this  has  been  going  on  the  Trust  has  been  busy 
elsewhere  manipulating  and  endeavoring  to  secure  control 
of  raw  rubber  supplies  to  see  if  they  cannot  be  made  to  do 
service  as  dividend-builders,  if  not  a  source  of  profitable 
stock- jobbing.  Controlling  interest  has  been  secured  in  the 
International  Rubber  Company,  whose  aim  has  been  to  corral 
African  and  Asiatic  supplies,  as  well  as  those  from  Central 
and  South  America.  But  the  progress  of  rubber  cultivation 
has  been  such  within  the  last  few  years  that  the  octopus  has 
not  managed  to  get  its  tentacles  about  all  the  markets  quite 
as  rapidly  as  they  have  developed.  Then  there  has  come  the 
probability  of  rubber  substitutes  entering  the  field  through 
the  operations  of  companies  such  as  the  Mexican  and  Con- 
tinental Rubber  Co.  formed  to  develop  the  possibilities  of  the 
guayula  plant.  The  Trust  now  controls  this  enterprise  so  that 
if  the  product  is  to  be  used  with  any  success,  as  seems  like- 
ly, they  are  in  a  position  to  say  just  how  much  shall  go  into 
the  pockets  of  the  few  at  the  top  instead  of  to  the  consumer 
in  the  cheapened  production. 

The  war  is  just  now  transferred  to  Canada,  as  far  as 
the  selling  operations  are  concerned,  and  there  is  every  in- 
dication of  its  being  as  fierce  as  it  was  in  the  early  period 
of  the  history  of  the  Trust  in  the  United  States.  Should  the 
outside  concerns  be  crowded  out  or  pulled  in,  and  there  is 
indisputable  evidence  that  they  have  been  approached  with 
flattering  proposals,  there  is  not  the  least  doubt  but  that 
Canadians  will  have  to  constitute  their  share,  and  a  hand- 
some one  at  that,  to  the  war  treasury  of  the  Trust.  It  may 
be  taken  for  granted  that  if  rubber  footwear  is  sold  this  year 
at  cost  or  lower,  it  will  not  be  because  the  Trust  or,  for  that 
matter,  any  of  the  rubber  shoe  manufacturers  so  love  the 
dealers  or  the  public  that  they  are  desirous  of  giving  them 
the  goods  with  freights  thrown  in.  The  only  thing  that 
makes  present  conditions  possible  is  the  prospect  at  some 
time  in  the  future  of  prices  being  so  adjusted  as  to  give  back 
that  which  has  been  lost  on  this  cr  next  year's  business.  This 
proposition  is  a  safe  one,  even  were  the  competition  be- 
tween two  ordinary  individuals,  but  with  the  knowledge  of 
the  past  before  them  it  becomes  much  more  obvious  to 
buyers  of  rubbers  in  this  particular  instance. 

There  is  no  objection  to  the  Trust  beyond  the  mistrust 
created  by  its  methods.  There  is  no  reason  why  by 
organization  and  careful  economy  in  management,  produc- 
tion and  distribution,/  it  should  not  be  in  a  position  to  do 
business  with  some  advantage  over  its  competitors.  If, 
instead  of  using  the  club  on  its  competitors  it  applied  the 
knife  to  its  equipment  or  management  it  might  place  it- 
self in  a  much  better  position.  After  a  year  or  two  of  "get- 
ting into  condition,"  it  might  possibly  stand  a  better  chance 
to  accomplish  something  with  the  big  stick.  The  other 
concerns  will  be  foolish  if  they  follow  the  lead  of  any  com- 
petitor in  such  a  campaign.  There  is  a  fair  amount  of  busi- 
ness always  to  be  done  on  quality,  and  if  some  of  those  out- 
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side  the  Trust  had  only  realized  this  last  year  they  might, 
perhaps,  have  saved  the  present  situation.  Circumstances 
seem  to  lend  color  to  the  open  hint  that  some  of  them  have 
been  riding  for  a  fall,  or,  to  put  it  more  plainly,  are  open 
to  be  bought  by  an  aggressive  competitor,  and  here  is  a 
further  illustration  of  the  perniciousness  of  the  Trust  sys- 
tem. When  a  man  has  once  bought  he  has  an  almost  irresist- 
able  inclination  to  repeat  the  operation.  In  other  words,  the 
process  of  making  money  by  a  flip  of  the  hand  is  much  too 
alluring  to  most  men  to  be  passed  up,  and  that  is  why  it  so 
invariably  happens  that  when  a  concern  is  bought  up  it  finds 
a  way  of  getting  into  the  game  again  if  only  with  the  re- 
motest chance  of  making  another  fistful  of  easy  money.  We 
feel  that  the  whole  situation  is  most  unfortunate  for  the 


Canadian  shoe  trade.  We  have  now  eleven  factories  doing 
what  fewer  are  able  to  more  than  cover.  In  a  way,  war  was 
inevitable,  and  in  one  sense  the  Consolidated  is  not  to  be 
blamed  for  thinking  the  only  solution  the  wiping  out  of  a 
few  of  the  outsiders.  It  is  a  pity,  however,  that  those  who 
engineered  the  consolidation  did  not,  from  past  experience, 
realize  what  they  were  up  against,  or  had  not  at  least 
"gumption"  enough  to  hold  together  those  they  "consoli- 
dated." With  a  little  tact  and  burying  of  personal  ambition 
this  might  possibly  have  been  accomplished. 


Interviews  on  Rubber 

A  Representative  of  The  Shoe  and  Leather  Journal  Talks  With  Both  Retailers  and  Jobbers  on  This 
Live  Subject-Retailers  in  Montreal  and  Toronto  Are  Not  Placing  Freely 


Hostilities  in  the  rival  rubber  camps  have  begun.  The 
fighting  so  far  is  of  a  skirmishing  character,  rather  than  open 
conflict  The  forces  are  now  all  in  the  campaign.  One  has 
been  on  the  march  for  several  weeks,  but  the  others  have 
only  recently  taken  to  the  field.  A  sharp,  close  quarter  en- 
gagement has  not  occurred,  but  may  be  waged  at  any  mo- 
ment. The  issue  may  be  decided  in  a  few  days,  or  it  may 
be  some  weeks  distant,  and  then  the  retailer,  who  at  present 
is  looking  on  complacently,  may  come  in  for  his  share  of  the 
spoils.  The  strife  is  as  interesting  as  it  is  uncertain.  Sur- 
prises need  alarm  no  one. 

Travelling  representatives  of  the  Canadian  Consolidated 
Rubber  Company  have  been  on  the  war  path  since  the 
first  of  March,  and  nearly  every  retail  shoe  merchant  has 
been  called  upon  and  asked  to  place  his  order  at  once.  Some 
of  the  Independent  companies  have  met  cut  on  scouting  ex- 
peditions, but  they  have  not  covered  anything  like  the  terri- 
tory that  the  Consolidated  forces  have. 

Operations  are  being  carried  on  this  spring  for  placing 
orders  on  an  entirely  new  basis  so  far  as  the  Consolidated 
interests  are  concerned.  Last  year  the  product  of  the  amal- 
gamated factories  was  marketed  largely  through  the  jobbers, 
but  this  spring  another  method  is  being  used.  From  over 
twenty  branch  establishments  of  the  merger  there  has  gone 
forth  an  army  of  travellers,  apparently  working  under  secret 
instructions  and  using  an  entirely  different  schedule  A  few 
jobbers  are  still  handling  the  Consolidated  lines,  but  on  a 
small  commission  basis,  so  small  in  fact  that  one  of  them  said 
that  selling  was  really  done  at  a  loss. 

Price  List  Kept  Secret. 

This  year  the  prices  are  net,  with  two  per  cent,  discount 
for  accounts  settled  within  ten  days,  but  the  strange  departure 
is  that  there  are  no  printed  price  lists  issued  by  the  Consoli- 
dated concerns,  whereas  last  year  these  were  sent  out  freely 
There  has  been  a  generous  distribution  of  the  catalogues  of 
the  various  factories,  attractively  setting  forth  all  the  styles 
makes,  and  care  with  which  the  goods  have  been  turned  out, 
but  the  price  sheet  is  a  thing  quite  apart.  That  is  closely 
guarded,  and  rests  snugly  in  the  inner  coat  pockets  of  the 
traveller  who  shows  the  various  samples  and  quotes  figures 


in  a  confidential  chat.  There  has  also  been  a  substantial  re- 
duction in  price,  as  much  as  ten  and  fifteen  per  cent,  on  lead- 
ing lines,  and  on  boys',  girls'  and  infants'  as  high  as  thirty 
per  cent. 

Why  the  lessened  quotations,  has  not  been  explained,  but 
various  plausible  reasons  have  been  assigned.  Whether  the 
Consolidated  interests  have  taken  this  step  to  frighten  away 
competition  or  to  secure  a  major  portion  of  the  business  by 
covering  the  ground  early  and  seeking  to  corral  all  placing 
orders  before  others  could  hope  to  cover  the  territory,  is 
known  only  to  themselves.  Retailers  are  told  of  the  advan- 
tage of  purchasing  direct  and  at  once.  It  is  argued  that  there 
is  nothing  to  be  gained  by  delay,  and  that  prices  and  terms 
are  all  in  favor  of  the  men  giving  the  early  order. 

One  shoe  man  remarked  this  week  that  he  was  told  by  a 
traveller  of  the  Consolidated  interests  that  the  retailer  was 
protected  in  any  event  and  that  the  company  took  all  the 
chances.  By  ordering  now  the  shoe  man  was  assured  of  get- 
ting early  delivery;  he  would  enjoy  the  benefit  of  any  drop 
in  price,  and,  if  he  were  offered  a  better  quotation,  it  would 
be  promptly  met.  Then  again  there  was  a  possibility  of  rub- 
bers going  up  at  any  moment,  and  by  coming  in  now  he 
would  be  fully  protected.  The  state  of  affairs  would  seem  to 
be  that  giving  the  Consolidated  concern  the  business  quickly 
the  odds  were  all  on  the  side  of  the  retailer  for  the  reason 
that  he  is  safeguarded,  and  any  reduction  in  the  list  would 
be  enjoyed.  In  any  event,  he  would  get  the  advantage  of  a 
lower  quotation  should  prices  alter,  and  if  they  soared,  the 
company  would  have  to  bear  the  loss. 

Breaking  Road  for  Others. 

The  Independent  concerns  have  been  holding  aloof  and 
allowing  the  other  fellow  to  break  the  road  and  clear  the 
path.  This  is  regarded  by  them  as  good  tactics,  especially 
when  fighting  a  foe  which  has  not  come  out  in  the  open,  but 
has  a  secret  price  list  as  a  weapon.  The  Independent  con- 
cerns have  not  followed  the  method  of  suppressing  prices, 
but  are  having  their  lists  printed  and  ready  for  distribution. 

"We  have  nothing  to  hide  and  are  not  afraid  of  compe- 
tition," remarked  a  representative  of  an  Independent  factory, 
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who  added  that  they  were  not  fearing  combat  in  the  open 
and  had  nothing  to  conceal.  A  visible  foe  fully  armed  is  pre- 
ferable any  day  to  an  enemy  using  concealed  weapons,  for  in 
the  former  yen  know  exactly  what  you  are  up  against.  You 
can  measure  the  strength  of  your  adversary  and  meet  him  on 
an  equal  footing,  but  when  the  munitions  are  hidden  then  you 
have  to  proceed  cautiously." 

"Y\  ill  you  change  your  printed  price  lists?"  was  asked 
one  Independent  man. 

"There  never  was  a  price  list  issued  that  was  not  sub- 
ject to  fluctuation,  and  we,  of  course,  reserve  the  right  to  al- 
ter it  at  any  time.  When  you  go  out  to  do  battle  and  are  at- 
tacked by  the  enemy,  self-preservation  being  the  first  law  of 
nature,  you  frequently  have  to  adopt  the  same  means  of  war- 
fare as  the  one  by  whom  you  are  assailed.  Emergencies  have 
to  determine  future  action.  But  we  have  nothing  to  conceal. 
Our  prices  are  open  and  above  board.  I  have  no  sympathy 
with  the  policy  of  getting  a  man  in  a  confidential  confab  and 
making  all  sorts  of  promises  of  what  you  will  do  for  him. 
We  endeavor  to  treat  every  one  alike,  and  the  understanding 
on  which  our  rubbers  are  sold  applies  to  all.  The  buyer  is 
left  free  to  determine  his  action,  and  we  do  not  resort  to  spe- 
cious pledges  or  hold  out  such  inducements  as,  "If  ne- 
cessary, we  will  go  the  other  fellow  one  better." 

The  Cause  of  Reductions. 

"Why  are  rubber  shoes  so  much  less  in  price  than  last 
season  ?"  was  asked  of  another  representative  outside  the 
merger. 

"I  will  tell  you  why.  There  are  eleven  factories  making 
rubber  footwear  in  Canada  today,  when  there  is  only  busi- 
ness enough  for  six  or  seven  at  the  most,  and  it  may  surprise 
you  when  I  tell  you  that  the  Canadian  retailer  is  buying  his 
stock  for  delivery  next  fall  cheaper  than  the  American 
wholesaler  is  paying  for  the  same  grade  of  goods." 

"The  Consolidated,"  he  continued,  "have  reduced  prices 
in  the  hope  of  driving  us  out  or  making  us  come  into  the 
trust.  But  they  have  not  accomplished  their  purpose  yet,  and 
never  will.  We  know  exactly  what  it  costs  them  to  produce 
their  goods,  and  if  they  make  any  further  reductions  they 
will  be  doing  business  at  a  heavy  loss.  No  combination  that 
ever  lived  has  successfully  driven  out  all  competition.  It  is 
a  moral  and  physical  impossibility.  Even  if  the  Consolidated 
succeeded  this  year,  why  as  soon  as  they  had  achieved  their 
end,  they  would  turn  around  and  boost  prices  to  the  topmost 
figure.  That  has  been  the  history  of  trusts  the  world  over. 
Then  who  would  suffer?  The  retailer  and  the  consumer. 
No,  it  will  not  work,  and  all  the  talk  of  saving  money  by 
means  of  a  merger,  in  having  one  selling  organization,  no 
overlapping,  no  senseless  waste  in  production  and  methods, 
is  all  dust,  intended  to  blind  the  eyes  of  the  unthinking  ones. 
Talk  of  economy  in  process  or  distribution  is  mere  poppy- 
cock. The  larger  the  concern,  the  greater  the  outlay.  Accre- 
tions are  bound  to  graft  themselves  upon  a  vast  body,  while 
the  smaller  concerns  escape.  Take  our  own  company  here 
for  example.  Do  you  suppose  that  if  we  formed  a  compon- 
ent part  of  a  trust,  each  officer  would  be  working  to  the  limit 
of  his  ability  and  endurance,  seeking  to  keep  down  expenses, 
effect  a  saving  in  production  here  and  there  in  order  to  turn 
out  a  better  article  so  that  the  public  would  have  the  bene- 
fit ?  It  is  the  little  items  that  count,  and  enable  any  factory 
to  know  exactly  what  savings  can  be  accomplished  and  the 
prestige  of  our  goods  can  be  maintained  and  their  quality  im- 


proved. When  an  organization  has  ample  capital,  and  there 
is  a  deep  chest  to  dip  into,  do  you  suppose  the  officers  exer- 
cise the  same  rigid  care  and  oversight,  and  cut  their  coat  ac- 
cording to  the  cloth,  as  we  have  to  do  ?  Give  any  individual 
ample  material,  or  scope  for  recklessness,  or  looseness,  and 
lack  of  direct  and  minute  supervision  invariably  creeps  in.  It 
is  only  human.  If  the  average  man  is  getting  only  a  moder- 
ate salary  he  will  live  on  it  and  have  money  co  spare  perhaps, 
but  let  a  windfall  come,  and  he  begins  to  spread,  to  practise 
extravagances,  and  purchase  things  that  he  previously  got 
along  very  well  without.  He  lives  on  a  better  scale  and  real- 
ly has  no  more  money  at  the  end  of  the  year.  He  looks  back 
and  wonders  where  it  has  all  gone,  and  is  amazed  that  he 
managed  to  live  on  such  a  meagre  allowance  before.  He  can- 
not understand  it.  When  you  have  to  pay  as  you  go,  you  do 
not  strike  such  a  swift  speed  as  when  somebody  else  foots  the 
bill.  After  all,  trusts,  although  they  have  no  souls  or  com- 
punction, we  are  told,  are  only  large  human  concerns  and 
have  a  natural  tendency  to  extravagance.  The  subordinates 
think  that  the  burden  is  on  the  central  organization  and  that, 
as  they  have  plenty  of  the  "sinews"  at  their  call,  there  is  not 
the  need  for  restraint  or  stint  that  there  was  before." 

What  Retailers  think  of  the  Move. 

"No,  I  have  not  placed  my  order  yet,  and  am  in  no  hurry. 
It  looks  as  if  the  Consolidated  is  trying  to  play  safe,  and 
I  think  I  have  as  good  a  right  to  do  so  myself.  I  knew  that 
prices  are  less  than  last  season,  but  they  may  be  lower  yet, 
and  I  have  nearly  two  months  to  consider  the  question,  and 
a  whole  lot  may  happen  in  that  time,"  remarked  one  merch- 
ant, who  said  that  he  was  not  worrying  about  the  situation  of 
affairs.    He  was  prepared  to  take  chances. 

Another  shoe  merchant  said  that  the  Consolidated  man 
had  called  upon  him  and  urged  the  necessity  of  early  plac- 
ing, remarking  that  he  (the,  dealer)  had  everything  to  gain 
and  nothing  to  lose  by  ordering  now.  "You  are  protected 
against  a  raise,  and  if  prices  descend,  you  will  get  the  bene- 
fit ;  besides,  we  will  meet  any  figure  that  may  be  handed  to 
you,"  said  the  knight  of  the  grip.  Continuing,  the  retailer 
said  it  was  satisfactory  to  have  net  prices  quoted,  but  he 
could  not  understand  why  a  printed  price  list  was  not  handed 
to  him.  The  old  disccunt  style  was  confusing,  and  a  buyer 
scarcely  knew  where  he  was  at.  One  man  would  offer  fif- 
teen and  five  last  season,  another  twenty  and  five,  another 
twenty-five  and  five,  and  another  twenty-five,  five  and  five. 
The  effect  was  kaleidoscopic — at  each  move  a  different  pic- 
ture was  presented  which  required  time  to  figure  out. 

"This  warfare  has  at  least  one  benefit.  The  average  man 
knows  exactly  what  his  rubber  goods  are  costing  him  without 
calling  in  a  mathematician  to  make  calculations.  I  want  to 
tell  you  that  any  company  that  secures  my  placing  order  must 
give  me  the  same  consideration  and  price  on  my  sorting  dur- 
ing the  season,  or  it  is  all  off." 

"I  am  not  worried  over  this  fight,"  added  another  dealer. 
"Rubbers  are  being  less  worn  every  year,  in  the  cities  parti- 
cularly, the  men  especially  preferring  shoes  with  thick  soles 
and  of  waterproof  construction.  Then,  when  the  first  storm 
comes,  you  will  see  a  departmental  store  offer  rubbers  for 
a  less  figure  to  the  public  than  we  have  bought  them  at  in  our 
placing  orders,  and  yet  the  big  stores  must  make  a  profit  on 
them.    They  are  not  selling  rubbers  for  their  health." 

Another  merchant  said  that  he  was  not  handling  any  rub- 
bers at  all,  and  he  understood  that  several  retailers  had  fol- 


THE  SHOE  AND  LEATHER  JOURNAL 


31 


lowed  his  example.  "I  do  not  think,"  he  went  on,  that  I 
have  lost  any  money  by  cutting  them  out  altogether.  My  ex- 
perience in  buying  and  selling  rubbers  has  been  unsatisfac- 
tory, and,  while  I  have  missed  some  sales,  still  I  am  not  com- 
plaining." . 

"I  have  been  offered  a  discount  of  five  per  cent,  if  1  give 
my  placing  order  before  the  end  of  April,  and  I  understand 
that  others  have  had  overtures  made  to  them  that  if  they  buy 
goods  to  the  extent  of  two  hundred  dollars  during  the  year 
—that  is  between  now  and  the  end  of  January  next— the  five 
•  per  cent,  discount  will  apply  to  all  the  stuff  purchased  during 
that  time.    It  must  be  a  mighty  small  dealer  who  does  not  or 
cannot  turn  over  $200  worth  of  rubber  stock  between  now 
and  the  first  of  March  next.    I  have  not  had  any  of  the  re- 
presentatives of  the  Independent  companies  call  upon  me  yet, 
but  one  for  the  Consolidated  people  has  been  here  a  couple  of 
times  and  was  very  anxious  to  secure  my  placing  order.  I 
asked  him  for  a  price  list,  but  was  told  that  they  had  chang- 
ed their  policy  and  were  not  giving  out  any  this  season.  I 
like  to  know  in  black  and  white  what  a  thing  is  going  to  cost 
me,  and  I  will  not  do  business  in  the  dark— not  if  I  know  it." 

All  the  Same  Story. 


duction  has  been  made,  it  is  exceedingly  difficult  to  make  the 
grade  again.   It  is  easy  to  glide  down  stream  but  irksome  to 
paddle  up.   Unforeseen  snags  are  often  struck,  and  dealers 
believe  they  should  have  a  fair  living  profit.     A  rubber  - 
men's-that  is  bought  this  season  for  sixty-three  or  sixty-six 
cents  and  sells  to  a  customer  for  ninety  cents  or  one  dollar, 
yields  the  retailer  only  a  living  profit,  considering  the  ex- 
pense of  doing  business,  high  rents,  the  cost  of  store  help,  and 
other  considerations.    Retailers,  even  if  they  succeed  m  se- 
curing their  stock  at  from  ten  to  fifteen  per  cent,  less  than 
last  season's  quotations,  are  seemingly  not  inclined  to  de- 
crease the  figure  at  which  rubber  goods  will  be  placed  m  the 
hands  of  the  consumer. 

Views  of  some  Wholesalers. 
"We  have  been  frozen  out  and  we  are  going  to  sell  for 
the  Independents,"  remarked  a  jobber.   "The  trust  have  very 
little  use  for  us  now,  thinking  that  they  can  get  things  in  their 
own  hands  by  selling  to  the  trade  direct.    Our  commissions 
have  been  squeezed  until  we  actually  did  business  at  a  loss, 
and  we  have  now  been  thrown  over  by  the  merger.   We  are 
not  adopting  any  clandestine  tactics  and  are  before  the  re- 
tailer with  an  open  price  list  and  terms.   These  may  be  sub- 
ject to  changes,  but  the  future  will  be  our  guide  as  to  that. 
The  merger  is  hard  driven  and  is  out  with  any  scheme  to 
catch  the  trade  of  everyone  that  it  can.   If  the  Consolidated 
are  not  afraid  of  the  outside  companies  what  are  they  mak- 
ing and  offering  thirds  for?    Heretofore,  first  and  second 
trades  have  been  all  that  were  presented  to  the  trade,  but  this 
year  thirds  are  figuring  on  the  list.  It  is  to  corral  every  class 
of  custom,  but  I  pity  the  dealers  who  buy  thirds.   The  qual- 
ity would,  at  the  prices  quoted,  be  like  tissue  paper  and  about 
as  lasting.     If  rubbers  are  less  in  price,  the  retailer  has  to 
thank  the  Independent  companies  for  it,  and  not  the  merger 

Another  wholesaler  observed  that  there  would  always  be 
competition,  and  the  hope  of  the  Consolidated  to  intimidate 
the  outsiders  was  a  vain  one.  "We  can  stand  the  strain  equal- 
ly as  well  as  they  can  with  their  watered  stock  and  over-capi- 
talization. The  Independent  concerns  have  mapped  out  their 
course,  and,  having  put  their  hand  to  the  plow,  there  will  be 
no  turning  back.  The  Consolidated  policy  of  centralization 
and  aggression,  backed  with  a  desire  for  suppression  when- 
ever it  can  manifest  itself,  will  never  be  successfully  carried 
out.    Mark  my  words." 

"We  are  receiving  lots  of  orders,  and  have  m  no  way 
felt  the  opposition  of  the  merger,"  added  another  jobber.  Of 
course,  if  they  are  telling  around  that  they  will  meet  any 
price  we  will  give  them  all  that  kind  of  argument  that  they 
are  looking  for.  We  can  make  a  price  too-that  is  an  offer 
to  a  retailer  when  he  is  told  that  any  lower  quotation  will  be 
met  by  the  Consolidated-but  I  do  not  say  that  we  will  fill 
>„e  with  wnom  T° "^onTf  the  terms  of-  the  order  at  the  figure  we  quote,  that  being  quite  another 
it  coim.s  t(1  a  settlement  or  an  interpretation  of  thejer^  ^  ^  ^  ^  ^  ^  ^  ^  ^  ^  and  ^  m  wmd 

that  does  not  blow  somebody  some  good.    If  the  trust  are 


In  the  course  of  calls  upon  a  dozen  other  retail  men,  it 
was  practically  the  same  story.    The  Consolidated  represen- 
tatives had  been  around,  and  in  some  instances  quoted  prices 
privately  after  leaving  catalogues,  and  urged  the  advisability 
of  giving  placing  orders  now.    If  any  more  advantageous 
quotations  were  made  they  would  be  met,  that  the  goods  this 
year  were  of  better  quality  than  ever,  were  considerably 
cheaper  owing  to  the  action  of  the  merger,  and  that  credit 
should  be  given  the  organization  that  had  brought  about  such 
a  desirable  state  of  affairs  far  the  retailer,  were  the  points 
presented.    In  only  a  few    instances  'had  there  been^a  visit 
from  travellers  of  the  Independent  companies,  and  then  the 
calls  were  rather  of  an  informal  nature.  _ 

One  dealer  said  that  in  addition  to  the  lessened  prices 
quoted,  he  had  been  offered  the  bait  of  a  further  discount  of 
five  per  cent,  if  his  placing  order  was  handed  out  now  to  the 
Consolidated  organization,  but  in  no  other  store  could  it  be 
found  that  anything  in  the  way  of  an  inducement  had  been 
made  other  than  the  arguments  already  outlined.     As  one 
merchant  expressed  it,  "I  would  have  given  my  order,  but 
when  I  asked  for  a  price  list  and  a  couple  of  days  to  consider 
the  matter,  I  was  refused  the  list  and  told  the  price  would  be 
right,  as  well  as  the  discount.    I  object  to  doing  business  on 
that  line,  as  I  find  that  a  hard  and  fast,  open  and  above  board 
agreement  is  the  most  satisfactory  way  of  making  „■ ends ,11 
commercial  relations.    The  man  who  says  he  wiU  do  ^ 
sciuare  thing'"  and  that  the  job  and  price  will    be  right  is 
Z   Hy  thbe  one  with  whom  you  have  the  most  trou  e .when 
ft  comes  to  a  settlement  or  an  interpretation  of  the  terms  of 
contract.   I  am  a  plain  figure  man,  and  want  no ^  sen  time  t  o 
meaningless  clauses  injected  in  any  understanding  that  I  en 
ter  into." 

Price  to  the  Consumer. 

If  dealers  get  rubbers  from  ten  to  fifteen  cents  less  per 
pair  by  placing  their  orders  now,  will  there  be  a  reduction  in 
price  to  the  puke?  This  is  a  vital  and  leading  question  and 
o  course  rests  with  the  dealer.  The  consensus  o  opinion  is 
tha  there  will  be  no  drop,  as  rubbers  were  soM on 
a  very  small  margin,  and  the  shoe  man  finds  that,  once  a  re 


holding  out  inducements  to  every  Tom,  Dick,  and  Harry  that 
they  will  checkmate  any  lessened  quotation  in  order  to  clinch 
business  now,  we  will  furnish  the  reduced  figure;  but  until  I 
have  proof  positive  that  such  promises  are  resorted  to,  we 
will  sell  at  our  present  printed  prices  and  discount." 

The  Manufacturers'  Perspective. 

"Yes  we  have  seen  the  price  of  the  Consolidated,  al- 
though a 'desperate  effort  appears  to  have  been  made  to  keep 
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the  figures  from  mortal  eyes.  I  think  our  prices  will  compare 
favorably  with  what  they  are  quoting,  and,  if  the  representa- 
tives adhere  to  their  word  there  should  be  no  trouble.  If, 
however,  they  start  violating  the  instructions  given  them,  we 
will  reverse  the  order  of  things.  I  know  that  the  discount 
has  been  placed  at  the  usual  two  per  cent,  off  for  cash,  and 
that  the  Consolidated  representatives  have  no  authority  to 
make  any  further  concessions,  such  as  five  off  for  orders 
placed  during  the  present  or  following  month.  If  they  live  up 
to  that,  it  will  be  satisfactory  so  far  as  our  company  is  con- 
cerned, and  we  will  be  able  to  get  our  share  of  business  on 
the  merit  and  worth  of  our  goods.  Our  price  list  is  printed. 
It  is  no  secret  document.  As  to  whether  it  will  be  changed 
depends  altogether  on  the  tactics  and  manoeuvres  of  the  oth- 
er fellows." 

"The  Consolidated  people  appear  to  have  adopted  the 
policy  of  keeping  us  guessing,"  observed  another  maker,  "As 
to  what  they  are  going  to  do  by  suppressing  price  lists,  but. 
we  are  prepared  for  any  emergency.  We  are  in  the  game, 
and  are  determined  to  remain  to  its  finish.  Our  price  lists 
may  be  revised  at  any  moment,  so  uncertain  are  conditions, 
but  if  the  others  fight  fair  we  will  do  the  same,  and  let  qual- 
ity be  the  basis  on  which  the  retailer  buys — not  promises  and 
underhand  agreements.  The  propaganda  of  secret  rebates, 
we-will-go-the-others-one-better  and  beat  them  at  any  cost — 
well,  that  programme  may  win  a  few  orders,  but  it  will  not 
capture  confidence  or  breed  faith  in  the  stability  of  future 
relations.  Lookers-on  see 
most  of  the  game,  and  we 
are  looking  on  for  a  few 
days,  at  any  rate.  We  are 
not  afraid  but  that  we  will 
get  our  share  of  the  business. 
It  is  early  yet  in  the  struggle, 
and  retailers  seem  in  no 
great  rush  to  fall  into  the 
arms  of  the  first  proposition 
that  is  presented.  Prices  are  apt  to  go  up  or  down,  and 
lists  undergo  revision  in  a  night." 

Consolidated  Groupings  and  Prices 

A  representative  of  the  Consolidated  stated  that  they 
were  doing  business  direct  this  year,  as  it  was  thought  that 
v/ould  be  the  most  satisfactory  and  economical  all  around. 
They  had  decided  to  quote  net  prices  as  the  most  convenient 
and  modern  way,  all  leather  shoes  being  sold  on  net  price 
lists.  He  saw  no  reason  why  the  old-fashioned  discount  sys- 
tem should  prevail  on  rubbers.  Net  prices  were  the  most 
simple  and  handy,  led  to  fewer  misunderstandings  and  better 
business  relations. 

A  Change  of  Policy. 

Asked  why  price  lists  were  not  published  and  sent  out  in 
their  catalogues,  he  said  all  their  travellers  had  the  lists,  and 
he  did  not  think  it  necessary  to  have  them  known  to  every- 
one. He  added  that  all  retailers  were  treated  on  the  same 
basis,  and  there  were  no  discounts,  secret  or  otherwise,  of- 
fered  to  dealers  who  would  give  their  placing  orders  before 
the  first  of  March.  The  reason  that  no  price  lists  had  been 
printed  was  that  the  company  had  adopted  this  policy  along 
with  the  idea  of  selling  direct  to  the  trade.  Quotations  would 
be  freely  furnished  all  dealers  who  desired  any  particular 
line. 


"We  have  nothing  to  keep  dark.  We  make  no  elaborate 
promises,  and  we  are  getting  the  business.  Our  argument  in 
favor  of  our  organization  is  that  this  is  an  age  of  specializa- 
tion. With  the  output  of  several  factories  at  our  disposal,  du- 
plication is  in  a  large  measure  eliminated,  selling  and  manu- 
facturing cost  reduced,  and  we  can  suit  each  factory  to  its 
own  best  equipment,  and  handle  the  immense  output  at  less 
expense  than  can  isolated  interests,  which  must  more  or  less 
clash  and  overlap.  The  public  gets  the  benefit  of  our  central- 
ization and  effective  economic  plan,  and  if  there  is  abuse  and 
jealousy  from  the  outside,  we  are  not  worrying  about  it.  We 
have  no  use  for  derision,  and  are  soliciting  business  solely  on 
the  character  and  quality  of  our  goods.  Our  favorable  prices 
have  been  made  without  regard  to  what  others  may  do, 
say  or  think,  and  we  intend  to  pursue  this  policy.  To  speak 
of  a  rubber  war  is  not  a  correct  term.  There  must  be  two 
parties  in  a  war — the  attacking  and  the  attacked.  We  are 
simply  hewing  out  our  own  lines,  and  have  made  our  prices 
and  terms  irrespective  of  all  other  concerns." 

Five  Different  Grades 

"The  Consolidated  Company  are  seeking  to  mystify  the 
country  dealer  in  the  matter  of  rubbers,"  remarked  a  trav- 
eler for  an  Independent  concern,  "and  I  will  tell  you  how 
they  go  about  it.  Last  year  they  sold  only  two  grades  or 
qualities,  both  of  which  were  guaranteed.  This  year  they 
have  on  their  secret  price  list  five  grades,  and  a  shoe  man 

perhaps  places  an  order  for 
the  same  brand  that  he 
bought  last  season.  He  pre- 
sumes they  are  of  the  same 
quality,  but  he  may  find,  in 
several  cases,  that  they  are 
not.  A  brand  which  was  dis- 
posed of  last  year  as  second 
grade  is  this  season  of  the 
fourth  grade  or  quality — I 
refer  to  the  Anchor  line.  Now,  thirds,  fourths  and  fifths 
are  bought  by  the  shoe  man  entirely  at  his  own  risk,  and 
the  makers  hold  themselves  in  no  way  responsible  for  the 
goods.  The  most  of  the  Independent  concerns  are  making 
three  grades,  the  first  and  second  being  fully  guaranteed, 
and  the  third  not,  but  the  Consolidated  interests  do  not  give 
the  dealer  or  the  wearer  any  protection  on  three  grades — 
the  third,  fourth  and  fifth." 

How  They  are  Classed 

It  is  learned  that  the  Jacques  Carrier,  Maple  Leaf,  and 
Granby  are  included  among  the  firsts  of  the  Consolidated 
Company,  in  the  matter  of  grades  or  quality.  The  Merchants 
and  Berlin  (Daisy)  rubbers  form  the  seconds.  The  Do- 
minion brand  is  third,  while  the  Anchor  (which  last  season 
was  second)  is  fourth,  and  the  Challenge  is  the  fifth  quality 
or  grade.  The  price  on  the  firsts,  as  compared  with  the 
seconds,  is  only  three  cents  in  difference.  The  first  grades 
are  quoted  at  sixty-six  cents,  the  second  at  sixty-three,  while 
the  fifth  grade  can  be  secured  as  low  as  fifty  cents.  Wo- 
men's firsts  are  listed  at  fifty  cents,  and  the  seconds  at 
forty-eight,  while  fifth  grades  figure  at  thirty-six  cents. 

"I  have  seen  the  clandestine  price  list  of  the  Consoli- 
dated," observed  a  jobber,  "and,  as  compared  with  the  fig- 
ures of  the  Independent  companies,  I  can  say  there  is  very 
little  divergence.  Some  Independent  lines  are  slightly  higher. 


Royal  Brand  was  omitted  in  our  list  of 
brands  to  buy,  embodied  in  the  article  en- 
titled A  Tender  Subject"  in  the  March 
ist  issue  of  the  Journal.  This  brand  will 
be  first  grade  and  right  up  to  the  mark  in 
every  way. 
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Current  Comments 

On  Trade  Conditions  and  Matters  of  Vital  Interest  to  the  Manufacturer,  the  Wholesaler 
and  the  Retailer  of  Boots,  Shoes  and  Accessories  all  over  Canada. 


RUBBER  SITUATION. 

Most  of  the  companies  have  made  attempts  to  do 
business  and,  although  the  dealer  has  been  exhorted 
by  circular  and  postal  card  to  stand  pat,  and  is  to  some 
extent  playing  a  waiting  game ;  travellers  report  a  fair 
amount  of  business  closed.    How  it  has  been  closed 
"deponent  sayeth  not,"  but  it  is  safe  to  guess  that 
most  of  the  large  orders  "taken"  have  been  booked  on 
the  broadest  kind  of  terms.    In  other  words,  the  dif- 
ferent concerns  have  been  content  with  "futures" 
covering  their  best  customers  with  contracts  that  en- 
sure them  goods  at  the  best  prevailing  prices  during 
the  season.  Price  lists  have  been  sent  out,  and  some 
of  these  this  year  have  been  printed  outside  Canada, 
'ostensibly  for  secrecy,  although  one  is  at  a  loss  to 
understand  the  reason  of  secrecy  under  the  circum- 
stances.   The  lists  mean  nothing  more  than  a  basis 
of  operations.    Almost  every  day  typewritten  lists 
and  terms  are  issued,  and  from  the  look  of  things  the 
sales  departments  of  the  different  concerns  will  short- 
ly look  like  typewriting  schools.    Instead  of  the  turtle 
the  voice  of  the  typewriter  is  heard  in  the  land.    It  is 
practically  impossible  to  follow  the  changes  which  may 
be  said  to  occur  daily,  if  not  hourly,  for  the  telegraph 
is  as  often  used  as  the  post. 


THE  COMBINE  ENQUIRY. 

Within  a  few  days  the  enquiry  into  the  working 
of  the  Goodyear  Shoe  Machinery  Company  in  this 
country  will  be  in  progress,  and  the  details  placed 
before  the  public.    That  there  has  been  no  outcry  on 
the  part  of  shoe  manufacturers  against  the  methods 
of  this  concern  does  not,  of  course,  prove  that  there 
are  no  grievances,  nevertheless,  the  fact  that  the  com- 
pany and  its  clients  or  customers  have  lived  together 
amicably  for  years,  and  have  both  made  money  out 
of  the  arrangement  shows  that  the  advantage  of  the 
agreement  has  not  been  all  on  one  side.    There  is 
always  a  tendency,  nevertheless,  in  combines  or  trusts, 
to  unslip  the  limits  of  decency  or  good  business,  and 
the  Goodyear  concern  has  been  no  exception  to  the 
general  rule.    Several  years  ago  the  Journal  took  up 
the  cudgels  in  behalf  of  the  Canadian  trade  when  it 
was  not  getting  the  improved  machines  as  fast  as 
needed,  and  was  willing  to  pay  the  price.    The  pos- 
sibility of  government  interference  at  that  time  wak- 
ened up  the  company  and  since  then  there  has  been 
comparatively  little  to  complain  of  beyond  the  high 
prices  paid  for  materials,  which  manufacturers  con- 
sidered they  were  compensated  for  in  several  ways, 
amongst  them  the  removal  of  the  possibility  of  con- 
stant changes  in  machinery  that  made  a  huge  scrap 


pile  of  the  cellar,  and  the  fact  that  everybody  was  on 
an  even  footing.  It  may  be  that  the  present  agitation 
which  has  emanated  from  competitors  rather  than  con- 
sumers may  result  in  good  to  all  concerned,  but  the 
trade,  if  asked,  would  prefer  present  conditions  in  the 
shoe  industry  to  a  return  to  the  uncertainties  of  twen- 
ty years  ago. 

SHOE  TRADE  CONDITIONS. 
With  the  warmer  weather  that  has  prevailed 
within  the  past  week  or  more  has  come  a  perceptible 
demand  for  footwear  of  all  kinds,  and,  although  it  is 
almost  too  early  for  any  active  movement  in  spring 
and  summer  goods,  the  handsome  displays  in  most  of 
the  windows  have  drawn  some  trade.    In  the  cities 
business  has  been  remarkably  good  in  spite  of  the  fact 
that  we  have  hardly  as   yet  got  rid   of  the  snow. 
At  all  events,  the  general  enquiry  and  interest  in  new, 
goods  seem  to  warrant  the  belief  that  spring  trade  will 
be  even  better  than  last  year.    So  far,  the  effect  of 
political  discussion  has  not  been  appreciable,  although 
some    seem    to    think    that,    if    the    heat    of  the 
present    discussion     is    to     last,     there    may  be 
more    or    less     interference     with     trade.  From 
all  accounts   interest  in  the  subject  seems  to  be 
limited  to  no  particular  section  or  class.    Money  is 
somewhat  scarce,  especially  in  the  West,  where  the 
tendency  to  put  it  into  property  still  makes  itself  ap- 
parent in  delayed  payments  to  the  retailer,  who  in 
turn  has  to  renew  his  obligations  to  the  wholesaler. 
With  the  advent  of  spring  business  there  may  be  an 
improvement,  but  at  present  payments  are  slow. 

RUBBER  PRICES  AND  CANCELLATIONS. 

We  have  given  so  much  space  elsewhere  to  the 
rubber  question— and  it  is  a  question— that  it  seems 
almost  unnecessary  to  take  up  the  subject  here.  Since 
the  March  1st  issue,  and  since  the  writing  of  our  other 
rubber  articles,  we  have  received  some  correspondence 
that,  while  not  at  all  enlightening,  is  at  least  interest- 
ing reading.    Certain  interests  are  not  quite  able  to 
understand  our  attitude  on  rubbers.    As  an  answer  to 
all  those  questioning  our  policy,  let  us  state  frankly 
that  the  Shoe  and  Leather  Journal  is  the  retail  shoe 
dealers'  news  paper.    Our  aim  in  all  discussions  is  to 
bring  about  better  conditions  for  the  retail  merchants. 
The  present  rubber  situation  is  so  entirely  unsatis- 
factory from  their  standpoint— and  ours— that  we  are 
doing,  and  intend  to  do,  all  that  we  possibly  can  to 
bring  about  a  change,  even  if  we  tread  on  someone's 
toes,  or  break  someone's  back  in  doing  so.    It  is  well 
enough  for  a  number  of  manufacturers  to  endeavor 
to  keep  one  another  guessing,  but,  when  they  turn 
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the  retail  trade  upside  down  in  so  doing,  it  is  time 
for  some  one  to -draw  their  attention  to  it.  The  secret 
price  list,  the  present  low  prices,  and  the  guaranteeing 
of  prices  have  brought  about  such  a  spirit  of  unrest 
among  retailers  that  those  responsible  for  the  con- 
dition are  bound  to  suffer.  Retailers  will  not  order 
in  good  faith  under  the  present  conditions.  In  spite 
of  the  fact  that  manufacturers  report  more  orders  than 
ever  we  predict  a  series  of  cancellations  that  will 
startle  them  with  their  magnitude.  Cancellations  are 
wrong.  They  should  not  be  tolerated,  but  as  a  matter 
of  self-preservation,  would  it  surprise  anyone  to  know 
that  some  retailers  had  ordered  as  much  as  they  would 
need  from  two  or  more  manufacturers?  That  is  a 
suggestion  that  the  manufacturers  might  well  think 
over. 

LITTLE  THINGS  COUNT. 

Service  is  the  measure  of  satisfying  the  public, 
but  there  are  varying  degrees  of  service.  Like  many 
other  terms,  it  is  comprehensive  and  at  the  same  time 
comparative.  Much  stress  has  been  laid  upon  the 
necessity  for  prompt  and  polite  attention,  and  not 
allowing  any  one  to  go  away  displeased  if  at  all  pos- 
sible to  give  satisfaction.  This  is  splendid  counsel,  so 
far  as  adults  with  their  various  whims,  fancies,  pre- 
judices and  predilections  are  concerned,  but  what 
about  children?  Many  boys  and  girls  in  their  'teens, 
and  even  of  tenderer  years,  are  sent  to  stores  by  par- 
ents to  buy  boots  and  rubbers  for  themselves.  A  par- 
ent has  possibly  not  time  to  accompany  a  child,  desires 
to  give  the  growing  one  some  experience  and  insight 
into  business,  so  far  as  providing  for  personal  wants 
is  concerned,  or  the  juvenile  may  have  earned  all  the 
money  to  be  spent  in  footwear.  Too  many  merchants 
think  that  children  can  wait,  that  their  mind  is  va- 
cillating and  their  judgment  changeable,  so  that  it  is 
advisable  to  get  rid  of  them  in  the  shortest  possible 
time.  If  a  boy  asks  for  a  dollar  and  a  half  shoe  it  is 
poor  policy  to  show  him  one  at  a  quarter  or  half- 
dollar  more  and  urge  upon  him  the  need  of  taking  it. 
The  lad  has  probably  a  limit — like  many  older  buyers 
— to  his  purse  and  feels  uneasy  and  sensitive  under 
pressure  or  argument.  Then,  how  often  will  a 
youngster  be  addressed  in  curt,  cold  tones  or  neglect- 
ed if  any  other  customer  enters  the'  store.  The  boy 
or  girl  can  wait  is  the  opinion  of  the  busy  merchant. 
But  such  a  course  is  ill-advised.  Children  are  gen- 
erally communicative,  and  narrate  all  the  details  of 
treatment  and  conversation  when  they  return  home. 
If  a  shoeman  has  greeted  them  pleasantly,  promptly 
and  kindly,  the  impression  is  not  soon  deleted  from 
the  plastic  juvenile  mind,  and  when  requiring  anything 
further  in  the  footwear  line,  impulse  and  memory 
both  lead  him  to  the  scene  of  the  last  purchase.  The 
adolescent  patrons  of  to-day  form  the  adult  custom- 
ers of  to-morrow  and  should  be  given  as  much  con- 
sideration and  attention  as  the'  full-growns. 


THE  FARMER  IS  THE  MAN. 

There  is  no  doubt  we  are  in  for  a  trial  of  reci- 
procity in  natural  products  with  the  United  States. 
The  government  has  taken  an  unequivocal  stand,  in 
spite  of  the  defection  of  prominent  members  and  sup- 
porters. Evidently  the  farmer  is  the  pawn  in  the  game 
and  everything  is  staked  on  his  attitude  upon  the 
issue.  Both  sides  are  thus  bending  all  their  energies 
towards  convincing  him  that  the  scheme  is  either  fav- 
orable or  adverse  to  his  interests  as  their  interests 
move  them,  and  in  the  process  one  cannot  wonder  that 
he  is  becoming  somewhat  bewildered.  He  is  told  on 
the  one  hand  the  enlargement  of  the  market  for  his 
products  will  result  in  improved  prices,  but  this  is  met 
with  the  counter  statement  that  access  to  the  Can- 
adian market  by  American  farmers  will  offset  this 
benefit  if  it  will  not,  indeed,  work  to  the  home  pro- 
ducers' disadvantage  in  demoralizing  conditions.  Un- 
doubtedly we  shall  not  only  sell  more  produce  to  the 
United  States,  but  buy  more  from  them  if  the  tariff 
wall  be  taken  down;  but  what  effect  this  will  have  on 
prices  no  one  can  definitely  say.  It  may  result  in  little- 
change  in  the  status  beyond  certain  periods  when  the 
difference  in  conditions  vary  as  they  do  often  in  local 
markets.  The  advantage  will  chiefly  occur  to  us  where 
the  United  States  product  is  earlier  than  ours,  and  to 
them  when  ours  comes  after  their  supply  has  been 
exhausted.  In  cereals  and  other  products  where  world 
trade  regulates  the  market  price  there  can  be  no  ad- 
vantage either  way  in  reciprocity.  Even  in  the  matter 
of  agricultural  implements  the  slight  reduction  of  the 
tariff  promises  but  problematic  advantage  to  the 
farmer. 

MANUFACTURERS  ALARMED. 

The  argument  as  to  the  tendency  towards  annexa- 
tion as  well  as  that  with  regard  to  the  possible  injury 
done  the  transportation  facilities  of  this  country  may 
well  be  left  out  of  the  count.  They  have  been  prac- 
tically talked  out.  Then,  as  a  party  matter,  the  Lib- 
erals and  Conservatives  are  on  equal  footing;  both 
have  advocated  from  the  beginning  reciprocity  of  na- 
tural products  with  the  United  States.  Change  in 
conditions  as  urged  is  but  begging  the  question.  The 
great  point  is,  will  this  sudden  change  in  an  attitude 
and  relationship  to  the  United  States  involve  others 
more  fraught  with  danger?  Will  it  lead  to  further 
and  perhaps  more  serious  experiment?  That  is  what 
arouses  such  opposition  amongst  manufacturers,  who 
cannot  but  see  that,  if  the  farmer  prospers,  they  will 
reap  the  benefit  and  therefore  reciprocity  alone  in 
natural  products  cannot,  of  itself,  be  hurtful.  In  fact, 
cheaper  foodstuffs  at  certain  periods  should  prove  of 
considerable  advantage  to  our  urban  population.  One 
cannot  blame  manufacturers  and  others  with  large 
vested  interests,  however,  for  being  "touchy"  on  the 
question  of  tariff  tinkering.  Then  there  is  the  other 
obstruction,  which  is  certainly  of  weight,  that  we  mav 
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divert  into  other  channels  our  trade  in  natural  pro- 
ducts only  to  find  the  necessity  thrust  upon  us,  at  the 
caprice  of  United  States  politicians,  of  trying  again  to 
find  old  or  fresh  markets  when  they  think  they  have 
had  enough  of  our  business.    This  constitutes  a  most 
serious  consideration.    All  this  illustrates  the  folly  of 
leaving  such  a  tremendously  important  matter  as  tariff 
legislation  to  politicians.    There  is  not  the  slightest 
doubt  that  in  the  present  instance  it  is  being  made  to 
serve  party  ends  in  Canada  as  well  as  in  the  United 
States.     President  Taft  and  the  low-tariff  Republicans 
want  to  score  a  point  over  the  Democratic  Party,  who 
favor  tariff  reform,  and  who  come  into  ascendancy 
with  the  next  assembly   of  Congress.     The  Liberals 
n  this  country  seeing  in  reciprocity  an  issue  which  is 
likely  to  appeal  to  the  agriculturists,  who  form  the 
majority  of  the  electorate,  have  determined  to  make 
an  appeal  to  them  upon  it  for  a  new  lease  of  life.  This 
is  practically  the  situation.   In  the  meantime  the  coun- 
try is  thrown  into  the  midst  of  a  political  campaign 
such  as  it  has  not  witnessed  for  years,  and  which  will 
certainly  have  more  or  less  adverse  effect  upon  busi- 
ness for  the  next  few  months.    Questions  of  such  far- 
reaching  importance  should  be  in  the  hands  of  a  com- 
mission, not  of  party  leaders.    The  bargain  made  by 
such  a  Canadian  commission  with  a  similar  one  from 
the  United  States  would  not  be  as  apt  to  savor  of  party 
exigency  and  the  people  of  the  country  would  have 
some   confidence   in   the   result   as   representing  a 
thoughtful  effort  to  conserve  our  interests. 


THE  PITY  OF  IT. 

In  a  newspaper  recently  appeared  the  statement 
that  the  London  allotment  of  a  certain  industrial  stock 
amounting  to  $3,500,000  was  "gobbled"  in  less  than 
two  hours.    In  an  adjoining  column  was  a  report  of 
the    Government    Commission    which    stated  that 
1,709,436  or  47.7  per  cent,  of  the  population  of  Eng- 
land and  Wales  were  paupers  living  on  public  charity 
and  that  almost  every  second  man,  woman  and  child 
in  England  was  an  inmate  of  a  workhouse  or  receiving 
outdoor  charity.    Half  of  them  are  men,  most  of  them 
able-bodied,  the  balance  being  about  equally  divided 
amongst  women  and  children.    And  yet  England  is 
the  world's  banking  house,  supplying  money  to  in- 
augurate and  prosecute  the  large  enterprises  of  this 
and  other  countries.   To  the  most  unsophisticated  ob- 
server it  must  be  apparent  that  there  is  something 
loose  in  the  economic  system.    That  such  a  large  pro- 
portion of  able-bodied  men  and  healthy  women  should 
be  absolutely  unable  to  secure  employment  sufficient 
to  prevent  them  being  a  charge  upon  the  community 
is  most  alarming.    But  even  this  does  not  take  into 
account  the  large  number  who  do  not  know  what  it 
is  to  have  enough  to  eat.   It  is  estimated  that  in  Lon- 
don alone  there  are  about  two  millions  who  do  not  have 
more  than  $5  per  week  to  maintain  a  family  upon. 
That  financiers  should  fall  over  each  other  endeavor- 
ing to  secure  investment  for  securities,  and  the  nation 


itself  spend  millions  in  war  supplies  affords  a  strange 
comment  upon  conditions  in  this  most  Christian  nation 
of  the  world. 

REFORMING  THE  LORDS. 
Most  people,  even  thinking  Tories,  realize  that 
reform  in  connection  with  the  House  of  Lords  is  need- 
ed and  desirable.  That  irresponsible  young  men,  as 
some  of  the  lords  are,  should   succeed  by  right  of 
birth  to  a  part  in  the  legislative  and  other  functions  of 
government  of  a  free  people,  is  an  anomaly  that  ought 
to  be  removed.    An  "Upper  House"  constitutes,  no 
doubt,  a  wise  safeguard  against  impulsive  legislation 
on  the  part  of  a  popular  legislative  assembly,  and  the 
appointive  system  in  its  formation  has  much  to  com- 
mend it.    Nevertheless,  there  is  a  good  chance  for  an 
appointive  body  becoming  as  ineffective  as  an  elective, 
and  we  have  had  illustrations  abundant  of  this  in 
Canada.    The  Senate  is  apt  to  be  as  partisan  as  the 
Commons  when  party  questions  arise,  and  it  is  easy 
during  a  long  lease  of  life  for  a  government  to  give 
whatever  color  it  chooses  to  the  appointive  chamber. 
In  England  the  proposal  to  create  a  sufficient  number 
of  peers  in  sympathy  with  the  existing  government 
shows  the  weakness  and  danger  of  this  system.  The 
combined  appointive  and  elective  system  would  seem 
to  have  advantages  over  the  wholly  elective  or  wholly 
appointive.    It  gives  stability,  and  greater  probability 
of  judicial  deliberation.    In  any  case,  the  Lords,  as 
at  present  constituted,  must  go,  and  let  us  hope  that  a 
similar  reform  may  be  instituted  at  no  very  distant 
day  in  connection  with  our  own  Upper  House. 


THE  PANAMA  CANAL. 

The  opening  of  the  Panama  Canal  next  year  will 
mean  much  to  this  continent  besides  the  mere  opening 
of  a  short  route  between  the  Atlantic  and  Pacific.  It 
is  a  great  pity  that  much  of  its  significance,  if  not  use- 
fulness, is  likely  to  be  spoiled  by  the  possible  erection 
of  fortifications.    It  surely  ought  to  be  possible  to  so 
protect  this  great  international  utility  as  to  make  it 
unnecessary  to  introduce  upon  this  continent  the  obso- 
lete ideals  of  Europe  and  Asia.    America  has  given 
to  the  world  an  object  lesson  in  the  boundary  between 
Canada  and  the  United  States,  the  effect  of  which  may 
be  modified  by  the  proposals  with  regard  to  the 
Panama  Canal.    For  a  hundred  years  no  fortification 
and  no  warship  has  menaced  the  peace  of  land  or  lake 
of  Northern  America,  and  the  fact  that  it  is  possible 
for  two  great  peoples  to  live  side  by  side  without  the 
menace  of  force  shows  how  absolutely  ridiculous  is 
the  "armed  peace"  of  Europe.    It  ought  to  be  possible 
to  arrange  for  the  neutrality  of  a  work  like  the  Panama 
Canal  just  as  it  has  in  the  case  of  the  Suez  Canal, 
and  for  practical  business  reasons  the  United  States 
should  hesitate  long  before  taking  the  step  that  has 
been  proposed.    No  amount  of  fortifying  could  pre- 
vent the  destruction  or  impairment  of  the  Canal  if  an 
enemy  chose,  while  neutralizing  would  absolutely  pro- 
tect it  against  aggression  and  misuse. 


36 

The  Salesman  s  Point  of  View 

The  Salesman  as  the  Link  Between  the  Store    and  the  Customer — Expert  Training  Essential — 

Methods  to  Avoid  in  Dealing  With  Customers. 


How  Not  to  Attract  Trade. 

Examples  of  how  not  to  attract  custom  are  very  numerous 
indeed.  A  tour  among  the  retail  stores  will  in  a  short  time 
yield  quite  a  large  percentage  of  "sad  examples."  The 
trouble,  no  doubt,  lies  to  quite  a  large  extent  in  the  fact  that 
there  is  comparatively  little  training  in  salesmanship.  In 
other  cases  the  salesman  or  saleswoman  is  either  unable  or 
unwilling  to  realize  the  opportunities  which  lie  before  them. 

The  unit  of  the  retail,  as  of  any  other  business,  is  the 
customer.  The  more  customers  a  store  has,  all  other  things 
being  equal,  the  larger  will  be  its  profits.  Why,  then,  do  so 
many  dealers  trifle  with  this  precious  something — this  cus- 
tomer, his  good  will,  the  possibilities  he  represents?  There 
can  be  only  one  answer — they  fail  to  realize  that  he  is  the 
unit  upon  which  they  must  sink  or  swim,  survive  or  perish, 
fail  or  succeed. 

An  acquaintance  relates  the  following:  A  few  days  ago 
I  called  at  a  local  dealer's.  He  had  a  beautiful  display, 
everything  looked  fresh  and  clean,  about  as  inviting  an  ex- 
hibit as  had  ever  come  to  my  notice.  Selecting  an  article 
that  struck  my  fancy  I  asked  the  young  saleslady  its  price. 

"One  dollar  seventy-five  cents,"  she  said,  without  hesi- 
tation, but  no  sooner  had  she  spoken  when  a  gentleman 
standing  near-by,  presumably  connected  with  the  establish- 
ment, said,  "No,  two  dollars." 

This  performance  as  to  a  difference  in  prices  was  repeated 
several  times,  the  saleslady  distinctly  and  without  hesitation 
naming  the  price,  the  gentleman  invariably  raising  it  a  quar- 
ter. Nothing  but  the  ablsoute  necessity  of  making  the  pur- 
chase at  the  time  or  of  disappointing  some  one  at  home  pre- 
vented my  leaving  the  store  in  utter  disgust.  Needless  to 
say,  this  store  has  lost  many  a  sale  since.  Nothing  can  con- 
done such  an  exhibition.  The  loss  on  the  sale,  if  there  was 
one,  should  have  been  swallowed  and  the  saleslady  informed 
as  to  prices  before  she  waited  upon  another  customer. 

Having  occasion  to  make  another  purchase  I  called  at  a 
prominent  place  on  the  main  street.  Upon  making  known 
my  wants,  the  article  was  placed  before  me  for  inspection. 

"Have  you  nothing  better?"  I  asked.  Imagine  my 
astonishment  upon  hearing  the  clerk  reply,  "That's  .good 
enough  for  me,"  the  natural  inference  being,  of  course,  that 
therefore  it  must  also  be  good  enough  for  me — to  say  nothing 
of  my  requirements.    No  purchase  was  made. 

C )n  another  occasion  I  called  at  a  store,  also  on  the  main 
street.  This  store,  while  one  of  the  largest  in  the  city,  had 
never  appealed  to  me  because,  somehow  or  other,  cleaning 
operations  seemed  always  to  be  going  on.  No  matter  when 
you  went  by,  early  morning  or  late  at  night,  some  clerk  lazily 
pushed  around  a  step  ladder,  a  pail  of  dirty  water  and  some 
very  uninviting  rags.  Nothing  remained,  however,  but  to 
call,  for  the  store  was  the  only  one  handling  the  article  desired. 

Having  first  completed  his  conversation  with  a  young 
man  present,  the  clerk  leisurely  went  behind  the  counter,  took 
his  time  to  fill  the  order— wrapping  up  the  package  at  the 
rear  of  the  store— and  then  stayed  there  waiting  for  me  to 
come  back  and  get  it.  It  was  interesting  and  illuminating. 
Fully  a  minute  he  waited,  for  I  had  determined  to  stick  it  out 
to  see  what  would  come  of  it,  but,  alas,  for  my  good  inten- 
tions, a  car  which  it  was  necessary  for  me  to  take  came  into 
sight  and  I  had  to  make  a  wild  dash. 


That  young  man  came  near  to  being  reported  when  I 
met  his  employer,  well  known  to  me,  several  days  later,  but 
upon  second  consideration  I  decided  to  leave  it  to  the  law 
of  compensation  to  "square  the  bill." 

This  matter  of  courtesy  on  the  part  of  proprietor  and 
employees  is  vitally  important  to  the  success  of  any  store. 
The  question  always  remains — "What  is  the  condition  of 
affairs  at  your  store?"  Is  every  consideration  shown  cus- 
tomers or  do  you  get  along  any  old  way?  To-day  offending 
this  purchaser  or  prospect,  to-morrow  offending  another? 
If  you  cannot  score  pretty  near  to  one  hundred  per  cent., 
apply  the  remedy  at  once.  No  half-way  action,  but  drastic 
measures  tending  toward  the  elevation  of  the  standard. 
Your  success  is  largely  dependent  upon  this  particular  feature 
of  your  merchandising  and  no  amount  of  advertising  will 
make  amends  for  the  weak  spots. 

Training  in  Salesmanship 

The  store  must  depend  for  its  ultimate  success  upon  the 
loyal,  conscientious  service  of  its  employees.  This  is  a  fact 
that  is  receiving  more  recognition  as  the  years  go  by,  and  far 
sighted  merchants  are  realizing  that  mercantile  success  de- 
pends upon  co-operation  and  intelligent  team  work  rather 
than  upon  the  individual  efforts  of  the  guiding  mind.  The 
head  of  the  establishment  must  depend  for  results  upon  those 
subordinates  who  are  to  execute  his  orders.  History  proves 
that  the  secret  of  mercantile  success  lies  in  the  development 
of  the  best  there  is  in  employes.  And  in  order  to  get  from 
an  employe  his  enthusiastic  and  unstinted  services,  he  must 
be  impressed  with  the  fact  that  he  is  working  for  something 
more  than  the  money  he  finds  in  his  pay  envelope  Saturday 
night.  He  must  be  made  to  feel  that  he  is  an  essential  part 
of  the  establishment.  Not  a  mere  cog  in  the  wheel,  but  a 
vital  element  in  the  success  of  the  store — he  must  be  made 
to  appreciate  that  the  success  of  the  store  means  his  success. 
There  are  a  number  of  stores  in  this  country  that  have  gone 
far  in  the  matter  of  educating  employes  and  developing  the 
spirit  of  co-operation.  That  these  movements,  which  begin 
as  experiments,  have  been  continued  and  broadened  in  scope 
year  after  year,  seems  to  demonstrate  the  value  and  prac- 
ticability of  the  plan. 

In  the  ordinary  course,  it  would  require  years  for  the 
junior  clerk  to  acquire  any  real  grasp  of  the  business  as  a 
whole.  He  is  limited  to  the  narrow  horizon  of  his  own  de- 
partment, and  of  what  goes  on  outside  his  little  circle,  he 
can  but  have  a  vague  notion.  The  policy  of  more  progressive 
stores  nowadays  is  to  train  systematically  the  employes  in 
the  science  of  merchandising.  Any  latent  talent  that  may 
exist  is  watched  for  and  developed  to  the  utmost.  There 
are  regular  instructors  whose  business  is  much  the  same  as 
that  of  the  school  master. 

When  H.  G.  Selfridge  opened  his  big  store  in  London, 
he  introduced  into  England  many  innovations  that  are  more 
or  less  American.  The  systematic  instruction  of  employes 
is  one  of  them.  Embodied  in  the  schooling  is  to  be  a  course 
of  lectures  to  be  delivered  to  the  younger  members  of  the 
staff  by  heads  of  departments  with  the  view  of  helping  them 
to  acquire  quickly  and  easily,  a  comprehensive  knowledge 
of  business  affairs  connected  with  the  store.  The  lecturers 
will  give  the  fruits  of  their  own  wide  experience  so  far  as  the 
knowledge  can  he  conveyed  in  this  manner. 


Successful  Spring  Openings 

A  Review  of  Methods  That  Were  Used  to  Advantage  Just  a  Year  ago- 
Advertising  and  Decorations  Very  Important. 


37 


We  have  been  fortunate  in  securing  such  a  large  num- 
ber of  interesting  items  from  merchants  all  over  Canada 
that  are  so  timely.  We  are,  indeed,  glad  to  have  had  their 
co-operation  in  producing  this  page.  It  is  good  to  find  so 
many  willing  to  help  the  other  fellow.  This  may  give  a 
suggestion  to  some  of  you.  The  Shoe  and  Leather  Journal 
is  a  clearing-house  of  the  bright  ideas  of  the  men  in  the 
business.  We  have  regular  rates  of  payments  for  any  kind 
of  useful  article.  Do  not  doubt  your  ability  to  write.  Put 
the  matter  in  your  best  form  and  we  will  help  you  with  it. 
This  applies  to  proprietors,  salesmen,  salesladies  and  win- 
dow-dressers. 

Floral  Decorations. 

Winnipeg:  In  last  April  we  held  the  most  successful 
spring  announcement  in  the  history  of  oUr  business.  Of 
course,  we  advertised  it  quite  freely,  but  the  feature  that 
seemed  to  attract  the  greatest  attention,  particularly  of  the 
women,  was  the  decorations  and  lighting.  Palms,  carna- 
tions and  "everlastings"  were  used.  Three  large  potted 
palms  stood  on  each  side  of  the  doorway  and  on  each  side 
of  the  centre  aisle  all  the  way  down,  ten  feet  apart.  Small 
palms  were  used  on  the  shelves.  On  floor  cases  and  cashiers' 
desks  we  had  vases  full  of  carnations  and  greens.  "Ever- 
lastings" were  used  in  wreaths  on  the  walls.  Tungsten 
lamps  gave  a  beautiful  white  light  all  over  the  store. 

Great  Window  Display. 

Montreal:  We  have  found  the  good,  bright  window 
our  greatest  puller  at  all  seasons  of  the  year,  spring,  par- 
ticularly. Our  spring  trim  for  last  year  had  a  decidedly 
green  tendency.  We  used  a  green  velours  sewed  rug  in  the 
centre  of  the  hardwood  floor  of  each  window.  In  each 
window  we  used  a  pedestal  thirty-six  inches  high  on  which 
a  small  palm  was  set.  The  pedestals  were  also  upholstered 
in  green  velours.  A  few  imitation  green  branches  of  trees 
were  shown  tastily  against  the  background.  Women's  shoes 
were  shown  in  one  window,  men's  in  the  other.  Artistically 
plain  cards  were  used  in  each  window  announcing  the  fact 
that  the  new  lines  were  just  in  and  that  this  was  opening 
week.  The  tans  and  blacks  showed  up  beautifully  against 
the  green  effect.  Our  window  was  the  centre  of  attraction 
in  our  block. 

An  Orchestra  Attraction. 

Toronto:  In  reply  to  your  enquiry,  would  just  like  to 
state  that  the  most  attractive  feature  of  our  opening  last 
year  (we  held  it  the  last  week  of  March)  was  an  orchestra. 
We  sent  out  booklets  to  our  select  list  announcing  the  fea- 
tures of  opening  and  advertised  it  in  all  morning  and  even, 
ing  papers  for  just  a  week  before  and  the  week  of  the  open- 
ing. The  store  was  decorated  and  the  window  trimmed, 
but  the  greatest  attraction  was  the  Italian  stringed  instru- 
ment orchestra  that  played  in  a  green  arbor  at  the  front  of 
the  store.  The  arbor  was  made  of  the  regular  lattice  work 
stained  green.  It  was  decorated  with  green  leaves  and 
branches,  and  lighted  with  small  electric  lamps.  The  orches- 
tra played  both  classical  and  popular  airs,  but  kept  the  tone 
quite  soft.    The  strains  of  music  that  reached  the  street 


brought  many  a  stranger  in  to  buy.  This  "stunt,"  as  you 
call  it,  may  not  be  of  the  greatest  interest  to  the  readers  of 
the  Journal,  but  we  feel  that  any  store  in  a  city  of  20,000  or 
over  could  use  it  to  great  advantage.  Even  smaller  places 
in  the  great  live  West  would  find  it  a  winner. 

In  the  Smaller  City. 

Peterboro,  Ont. :  Yes,  we  have  always  held  a  spring 
opening  for  the  last  seven  years,  and  find  that  it  stirs  up  a 
great  deal  of  interest.  We  decorated  the  window  and  tha 
store  in  the  usual  spring  manner,  but  the  main  point  that 
attracted  those  from  out  of  town  was  the  advertising.  We 
made  no  attempt  to  appeal  to  the  "400"  only.  Everybody 
was  made  welcome,  and  everyone  was  appealed  to.  We 
used  house  to  house  distribution  of  dodgers,  a  small  booklet 
and  the  daily  and  weekly  editions  of  the  papers.  The  people 
were  appealed  to  by  the  announcement  that  all  the  newest 
things  would  be  shewn.  Our  slogan  was :  "You  don't  have 
to  buy."  Of  course,  salesmen  were  instructed  not  to  press 
the  matter,  but  very  few  left  the  store  last  year  without  a 
parcel  containing  a  pair  of  shoes.  It  was  the  use  of  all 
forms  of  advertising  and  the  presence  of  all  the  new  lines 
that  made,  and  makes,  our  opening  a  genuine  success. 


A  Double  Header. 

Vancouver:  We  keep  the  last  week  of  March  and  the 
first  week  of  April  for  our  main  spring  opening,  but  run 
another  week  early  in  May.  We  have  never  made  any  fuss 
about  it  and  probably  that  is  why  it  has  not  been  a  very 
great  success. 

Saturday  the  Best. 

Halifax;  Spring  openings  have  never  been  given  the 
prominence  we  feel  they  deserve  here.  Probably  if  we  had 
some  good  live  force  like  your  Shoe  and  Leather  Journal 
reminding  us  of  it  in  time  we  would  get  off  to  a  better 
start.  Last  year  was  the  first  time  we  made  any  attempt 
at  a  spring  opening  and  it  was  quite  a  success.  The  first 
day  of  the  opening  was  announced  for  a  Saturday.  We  ran 
quite  a  nice  little  advertising  campaign  and  kept  all  the 
boys  working  on  Friday  night  as  we  kept  all  the  winter 
goods  on  exhibition  until  that  time— in  fact,  in  connection 
with  our  spring  opening  we  ran  a  heavy  clear-out  sale  for 
the  two  weeks  previous.  Saturday  was  fortunately  a  bright 
sunshiny  day  and  the  attractive  windows,  together  with  a 
large  sign  announcing  the  fact  that  the  opening  was  on,  all 
tended  to  a  large  crowd.  Probably  the  only  suggestion  in 
this  epistle  is  the  fact  that  Saturday  is  a  very  good  day  for 
the  commencement  of  an  opening. 

Easter  Week  a  Good  One. 

London,  Ont.:  Our  opening  is  always  held  the  week 
preceding  and  during  the  week  in  which  Good  Friday  hap- 
pens to  be.  We  find  that  both  men  and  women  have  the 
spring  buying  fever  in  its  most  violent  stages  during  that 
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week.  Window  displays  and  advertising  are  most  certain- 
ly a  necessity  to  any  spring  opening. 

Shoe  Horns  Featured. 

Edmonton  :  We  are  sorry  to  say  that  we  have  not  held 
a  spring  opening  every  year.  Two  years  ago  was  our  first, 
and  from  it  we  learned  many  lessons.  It  taught  us  how  to 
advertise  it,  the  necessity  of  a  good  window  and  a  specially 
attractive  interior  among  many  other  things.  As  our  open- 
ing was  held  late  in  the  season  we  felt  a  heavy  demand  for 
oxfords,  and  along  with  them  for  shoe-horns.  Last  year 
we  ordered  a  supply  of  horns  and  advertised  the  fact  that 
for  one  week  of  the  opening  a  handsome  shoe-horn  would 
be  given  away  with  every  pair  of  oxfords  purchased.  It 
worked  fine.  That  week  was  by  twice  over  the  largest  of 
the  year  and  introduced  us  to  many  a  man  and  woman  who 
became  quite  frequent  customers. 


Try  to  Make  Regular  Customers. 

Winnipeg :  We  are  pleased  to  be  able  to  give  the  trade 
any  suggestions  through  the  Journal  that  will  help  them  any. 
We  do  observe  an  opening  week  and  no  doubt  you  will  hear 
from  others  as  to  how  they  conduct  them.  To  our  mind, 
however,  the  whole  object  of  an  opening  week — as  well  as 
of  all  special  sales — should  be  to  make  regular  customers 
out  of  those  who  casually  drop  in.  To  make  this  possible 
we  give  away  a  little  souvenir  at  a  stand  just  at  the  door. 
Along  with  the,  stand  is  a  register  and  we  ask  each  pur- 
chaser to  sign  his  or  her  name  and  address.  These  names 
are  transferred  to  cards  and  the  new  ones  added  to  our 
lists  are  kept  after  consistently  with  personal  letters,  giv- 
ing logical  reasons  for  their  continuing  to  buy  from  our 
store.  This  "stunt,"  as  you  call  it,  has  meant  a  great  deal 
of  business  to  us. 


Neglected  Opportunities 

A  Frank  Talk  to  Shoe  Salesmen— Value  of  a  Broad  Viewpoint— Great  Field  Open  to  the  Trained 
Man— Success  Demands  a  Heavy  Price  in  Time  and  Effort 


This  is  frankly  a  straight-from-the-shoulder  talk  with 
the  shoe  salesman.  He  is  a  mighty  important  element  in  the 
shoe  business,  and  an  element  that  the  Shoe,  and  Leather 
Journal  endeavors  to  keep  in  close  touch  with  through  its 
representatives.  It  is  practically  impossible  to  reach  alb  «5$ 
you  personally.  Therefore  we  take  only  the  remaining  avail- 
able plan— that  of  reaching  you  through  the  printed  page. 
We  have  been  tempted  to  head  this  chat  "Neglected  Oppor- 
tunities'—with apologies  to  The  Saturday  Evening  Post— 
because  it  seems  to  us  to  sum  up  the  gist  of  our  observations 
in  many  quarters  more  accurately  than  any  other  we  could 
think  of.  -  ^ 

A  Correct  Viewpoint. 

From  what  standpoint  do  you  regard  your  daily  work? 
This  question  has  been  put  times  without  number,  and,  the 
answer  is  seldom  frank.  It  is  not  the  intention  of  the  writ- 
er to  go  into  details  as  to  your  attitude  toward  your  em- 
ployer, the  customers  you  meet  daily,  or  your  fellow-em- 
ployes, all  of  which  themes  have  been  discussed  again  and 
again.  Rather,  we  would  ask,  what  is  your  attitude  toward 
yourself?  Have  you  ever  sized  up  this  question  honestly? 
Why  are  you  in  the  shoe  business?  Is  it  because  you  have 
chosen  it  as  a  medium  by  means  of  which  you  can  expand 
along  thoroughly  congenial  lines,  and  finally  achieve  a  well- 
earned  success?  Or  were  you  pitch-forked  into  it  by  force  of 
circumstances,  but  against  your  will,  and  kept  there  by  a  cra- 
ven fear  of  losing  your  job  ?  We've  met  many  shoe  salesmen— 
and  many  other  salesmen  also — that  were  no  more  fitted  to 
sell  goods  either  by  liking,  ability  or  personality,  than  they 
were  to  construct  a  battleship.  And  yet  these  men  are  still 
holding  down  their  jobs— aimlessly,  hopelessly,  doing  just 
enough  to  keep  from  being  "fired"— their  chief  daily  desire 
being  to  kill  time  until  the  clock  marks  the  hour  of  their 
release  from  prison. 

Honest  Self-examination  Needed. 
Think  this  is  an  overdrawn  picture?    It  is  being  exem- 
plified every  day  in  every  town  in  the  land.  Be  honest  with 


yourself  !  Are  you  enthusiastic  about  the  prospects  in  the 
shoe  business?  Is  your  heart  in  your  work?  If  not,  for 
your  own  sake — leaving,  your  employer  out  of  the  question — 
get  out  and  stay  out !  There  is  a  niche  for  you  to  fill  some- 
where. It's  up  to  you  to  find  it,  and  the  longer  you  put  it 
off,  the  longer  you  will  remain  a  failure.  This  talk  has  no 
further  concern  for  you,  except  indirectly. 

On  the  other  hand,  it  has  been  our  privilege  to  meet 
many  shoe  salesmen  who  are  enthusiastic  about  their  work, 
who  had  a  thorough  grasp  of  details,  a  courteous  manner, 
and  a  pleasing  personality,  and  yet  who  have  not  succeeded 
in  prying  themselves  out  of  the  rut  into  which  they  have 
gradually  sunk.  It  is  about  as  sad  a  tragedy  as  life  affords 
to  see  an  earnest  worker  gradually  sinking  into  bewilderment 
because  his  work  is  not  bringing  the  results  he  thinks  it 
should.  It  is  only  one  step  from  bewilderment  to  discourage- 
ment, and  one  more  to  that  hopeless  apathy  that,  when  it 
once  gets  its  clutches  on  a  man,  never  lets  go  this  side  of  the 
grave.  The  man  who  carries  around  with  him  the  taunting 
vision  of  what  might  have  been  is  undergoing  a  living  death, 
for  what  is  life  when  hope  is  dead?  Sounds  like  a  passage 
from  Proverbs,  but  it  is  true  to  life  nevertheless. 

Lack  of  Expansion. 

What's  the  trouble?  Lack  of  mental  expansion.  Lack 
of  the  broad  viewpoint.  Many  a  beast  of  burden  is  willing 
and  earnest — yet  remains  a  beast  of  burden  to  the  end  of  its 
days.  And  this  is  just  as  true  of  some  clerks  or  salesmen. 
What  are  you  aiming  at,  or  have  you  a  goal  at  all?  If  you 
haven't,  you  cannot  wonder  that  you  never  "arrive."  Size 
yourself  up!  If  your  employer  started  a  branch  store  to- 
morrow in  a  far-off  town  and  wished  to  put  you  in  sole 
charge,  could  you  take  the  responsibility?  If  you  did,  are 
you  dead  certain  you  could  "make  good"  from  the  start?  If 
you  had  had  such  a  possible  contingency  in  mind,  you  would 
be  ready  to  grasp  that  opportunity  and  use  it  as  a  tool  to 
shape  your  future  career  to  your  own  liking. 
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And  that  is  not  the  only  contingency  that  may  happen 
If  a  large  city  shoeman  wanted  a  show-card  writer  or  an  ad- 
vertising man  or  an  expert  window  dresser  tomorrow.,  could 
you  apply  for  the  job,  let  alone  "hold  it  down"?  If  not, 
why?  Lack  of  native  ability?  Not  by  a  large  majority! 
Just  simply  because  your  vision  has  been  confined  to  the 
details  of  selling  shoes  by  personal  efforts,  and  has  never 
broadened  out  enough  to  take  in  the  possibilities  offered  by 
publicity,  by  means  of  which  salesmanship  has  been  revolu- 
tionized. 

The  Field  for  Effort. 

Do  you  begin  to  catch  the  drift  of  these  remarks?  Do 
you  see  where  the  term  "neglected  opportunities"  comes  in? 
There  never  was  a  time  in  modern  mercantile  history  when 
you,  as  a  shoe  salesman,  had  the  same  chance  to  win  suc- 
cess as  you  have  today.  You  are  smiling  now.  You've 
heard  all  that  buncombe  before,  you  say  !  Well,  don't  say  it, 
because,  if  so,  it  is  a  pity  it  has  not  made  more  impression. 
You're  the  loser !  Today  many  firms,  no  larger  once  than 
the  one  on  whose  payroll  you  now  are,  have  become  giant 
houses  of  commerce.  One  of  them  that  we  know  of,  dates 
its  success  from  the  commencement  of  its  series  of  daily 
six-inch  ads.,  now  famous  all  over  the  country.  In  spite  of 
jeers  and  discouragements,  they  stuck  to  it— and  won.  But 
white  paper  didn't  do  it.  Brains  did.  It  takes  brains  to  fill 
that  six-inch  space  with  concise  facts  that  the  public  read  so 
eagerly  today.  If  your  employer  started  to  use  a  six-inch 
ad.  every  day,  could  you  fill  that  space  and  use  it  as  a  lever 
to  pry  your  firm  into  public  prominence  and  financial  suc- 
cess?  If  not,  why  not? 

We  have  heard  it  said  that  great  business  men  are  born, 
and  not  made.  Pure  rot!  That's  the  kind  of  sentiment 
that  keeps  the  $12-a-week  clerk  drawing  a  $12  cheque  all  his 
days.  Every  man  may  not  become  a  national  figure,  but  ev- 
ery man  may  become  successful  up  to  a  certain  point—the 
limit  of  his  God-given  ability— and  you  don't  know  that  limit 
im'il  you  try.  You  can  win,  if  you  will  it,  and  will  it  per- 
sistently enough.  i 

You'll  note  we  are  dealing  now  with  opportunities  right 
a1one  the  line  of  your  daily  work.  It's  not  a  case  of  "far 
away  hills  look  green."  Here's  another  poser!  If  your  em- 
ployer made  up  his  mind  tomorrow  to  start  an  up-to-date 
publicity  effort,  using  his  windows  as  the  medium,  would  you 
undertake  to  handle  it  for  him?  If  you  could,  what  do  you 
suppose  it  would  mean  to  your  salary  cheque  every  week? 
And  what  would  it  mean  to  your  future  when  your  window 
displays  and  show-cards  began  to  attract  an  attention  far  be- 
yond the  local  field  directly  reached  by  your  efforts?  By 
this  time  you  are  probably  beginning  to  see  the  "neglected  op- 
portunities" staring  you  in  the  face.  The  trouble  with  the 
average  man  is,  that  he  admits  the  truth  of  such  things  m 
a  general  way,  but  when  the  facts  strike  home  to  him  per- 
sonally he  makes  haste  to  "get  from  under."  We  could  con- 
tinue'in  this  strain  indefinitely,  but  have  made  our  point. 

What  About  Spare  Time? 

One  young  man  we  know  of  had  the  facts  placed  be- 
fore him  somewhat  after  the  above  manner.  He  was  not  a 
shoeman,  but  a  butcher's  assistant  in  a  small  town,  drawing 
the  munificent  salary  of  $6  per  week.  He  was  very  anxious 
to  become  a  window-trimmer,  possibly  because  of  the  clean- 
liness and  "class"  of  the  profession  as  compared  with  the 
work  he  was  doing.    He  had  vague  ideas  about  some  day 


getting  a  job  along  that  line  somewhere  when  he  had  saved 
enough  money  to  live  on  a  starvation  salary  while  he  learn- 
ed the  new  trade.  A  friend,  whose  advice  he  asked,  bluntly 
informed  mm  that  "he  was  putting  the  cart  before  the 
horse."  He  put  a  staggering  question  to  him — at  least  that's 
the  effect  it  had  on  the  young  fellow.  "What  do  you  do 
with  your  spare  time?"  Now,  as  a  matter  of  fact,  most  of 
that  time,  and  some  of  his  $6  per,  went  to  the  village  pool- 
room. 

"  Get-there-or-bust "  Grit. 

To  make  a  long  story  short,  that  butcher's  assistant 
woke  up  that  night,  and  shortly  after  took  a  course— a  de- 
spised correspondence  course  in  Show-Card  Writing  and 
Mercantile  Decoration.  He  could  not  read  English  well,  had 
little  education — even  his  family  laughed  at  him — but  he  had 
a  lot  of  hare  "sand,"  and  he  plodded  along  until  he  was  far 
enough  advanced  to  come  to  the  city  in  search  of  experience. 
He  got  a  ^ob,  held  it,  changed  several  times,  always  for  the 
better,  and  today — well,  today  he  is  head  window-trimmer 
for  one  of  the  most  exclusive  of  large  city  stores  at  a  salary 
he  hardly  realizes  himself  as  yet.  All  in  three  years.  See 
the  point? 

"It's  the  same  old  story  of  having  an  ambitious  pro- 
gram, and  sticking  to  it  through  thick  and  thin.  It  has  al- 
ways turned  out  the  same  way  ever  since  modern  business 
methods  began  to  take  form,  and  it  will  be  increasingly 
effective,  as  time  goes  on.  You  read  of  these  things  from 
time  to  time,  but  it  is  only  when  they  happen  on  your  own 
doorstep  that  they  strike  home  with  effect. 

Success  Demands  a  Price. 

You've  got  to  pay  for  success — and  oftentimes  pay  dear- 
ly. But  the  currency  is  not  old  cash,  else  few  would  achieve 
it  It  is  a  currency  everyone  can  handle— if  he  will — urrit 
and  persistent  effort.  Get  a  bull-dog  grip  on  your  objective 
point,  and  hang  on  in  spite  of  every  discouragement  and 
drawback.  From  this  point  of  view,  can  you  deliver  the 
goods  ?"  Do  you  want  some  one  thing  hard  enough  to  give 
up  your  spare  time  to  its  attainment,  ungrudgingly,  night 
after  night,  amid  the  jeers  of  your  thoughtless  associates, 
who  have  no  vision  beyond  their  daily  grind?  If  you  "mea- 
sure up,"  and  back  your  daily  work  by  this  kind  of  effort, 
you'll  "arrive"  as  surely  as  the  sun  dawns.  No  doubt  what- 
ever about  it.  And  it  will  not  be  long  ere  Opportunity  pre- 
sents itself.  In  spite  of  the  old  saw  to  the  contrary,  Oppor- 
tunity knocks  not  once  but  many  times,  only  you  have  to  be 
wide-awake  to  perceive  her  standing  on  the  threshold. 

Aids  to  Success. 

As  hinted  above,  you  can't  "go  it  blind."  You  must  get 
the  "know  how"  feeling  by  persistent  cultivation  and  study 
along  the  line  most  congenial  to  you.  And  there  is  no  need 
for  failure.  If  you  reside  in  any  large  city  or  town  there 
are  evening  educational  classes  under  Y.  M.  C.  A.  and  other 
control,  attendance  on  which  will  gradually  make  you  ex- 
pert, especially  when  you  transmit  the  theory  you  learn  into 
every-day  practice.  It  matters  not  whether  it  is  personal 
salesmanship  in  its  highest  forms,  advertising,  window-trim- 
ming, show-card  writing,  or  what  not>  constant  effort  will 
bring  you  recognition.  Again,  there  is  the  correspondence 
method  of  accumulating  knowledge— and  no  better  method 
is  in  existence  today.  Some  of  these  institutions  are  doing 
a  work  of  national  importance  far  transcending  that  done 
by  our  famous  universities. 
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Smith  and  Johnson  Go  In  for  "Jobs" 


How  They  Get  After  the  Cheap  Trade  of  the  Town 


"It  beats  me,  Billy,  how  those  chumps  up  the  street  get 
the  people  into  their  store.  And  they  seem  to  sell  them  the 
goods,  too.  It  looks  as  though  we  were  asleep  at  the  switch. 
In  spite  of  our  close  prices  and  good  advertising  we  don't 
seem  to  get  any  more  than  our  old  customers  interested," 
and  Sam  made  a  kick  at  the  butcher's  dog,  which  had  wan- 
dered in  the  open  front  door. 

"You  know  that's  not  so,  Sam.  You  were  saying  only 
the  other  day  that  we  were  getting  a  lot  of  the  best  people 
in  town  and  that  our  trade  was  the  most  satisfactory  of  its 
kind  of  any  concern  on  the  street." 

"Well,  it  makes  me  tired  to  see  the  people  that  are  in 
those  fellows'  store  every  time  I  pass.  I  think  we  ought  to 
carry  some  lines  to  meet  that  sort  of  competition.  Even  if 
you  do  not  make  money  in  them,  they  draw  people  who  will 
buy  other  goods.  These  days  a  store  should  cater  for  all 
classes  of  trade.  You  never  can  tell  by  the  clothes  a  man 
wears  what  money  he  has  in  his  pants." 

"The  kind  of  people  who  go  to  our  friends  up  the  street 
for  their  needs,"  replied  his  partner,  "are,  for  the  most  part, 
those  who  only  go  there  to  get  what  they  consider  bargains, 
and  they  don't  often  go  back  again.  You  know  yourself 
some  of  the  stuff  those  fellows  sell  will  hardly  hold  together 
until  it  gets  home." 

"Oh,  they  sell  a  lot  of  bum  stuff  all  right,  and  I  know 
they  have  lots  of  kicking,  but  they  seem  to  do  the  business 
just  the  same.  I  don't  believe  in  selling  trash,  but  I  think, 
Billy,  we  should  show  more  cheap  goods  than  we  do,  and 
I  think  a  'job'  now  and  then  would  help  to  remind  people 
that  we  are  around.  I  think  we  could  give  those  suckers  a 
run  for  their  money." 

"Well,  Sam,  I  think  a  store  has  to  make  a  choice  of  be- 
ing considered  'cheap,'  or  of  doing  a  responsible  trade.  I 
think,  of  course,  that  medium  and  low-priced  goods  are  all 
right,  and  should  be  carried,  but  it  would  never  pay  us  to 
have  people  get  the  idea  that  anything  they  bought  here  was 
not  reliable.  We  carry  some  cheap  lines,  but  we  need  never 
be  afraid  of  customers  coming  back  and  ripping  us  up  the 
back  for  'doing'  them.  The  'Cheap-John'  business  also  af- 
fects your  good  customers,  who  are  apt  to  get  the  idea  that 
you  are  in  this  class." 

"You're  away  off,  Billy.  I  don't  see  how  a  customer 
who  can  get  what  he  wants  in  high-class  stuff  is  apt  to  bother 
with  cheaper  kinds,  and  I'm  sure  two  customers  are  better 
than  one,  even  if  you  don't  make  so  much  out  of  one  of 
them.  Anyway,  I  think  it's  good  to  have  something  to  talk 
about,  and  a  few  'jobs'  now  and  then,  as  I  say,  will  give  the 
idea  that  we  are  above  ground  and  not  leaving  everything 
to  those  fakirs  in  the  next  block." 

"I  don't  see  what  you  need  to  worry  about  them  for, 
Sam.  They've  been  there  for  over  a  year  and  we've  not  lost 
any  trade  that's  worth  while,  so  where's  the  kick?  I  don't  like 
this  scrapping  idea  very  much.  I  believe  in  letting  the  other 
fellow  alone  as  much  as  possible,  unless  he  forces  you  to  sit 
up  and  take  notice.  Besides,  we  know  they  get  some  busi- 
ness that  we  wouldn't  care  to  have  on  our  books,  and  which 
will  cut  a  whole  lot  of  profit  out  of  their  cut-rate  sale." 

"Just  the  same,  Billy,  they  had  in  their  window  the  other 


day  a  line  so  much  like  one  of  ours  that  few  people  could 
tell  the  difference,  and  it  was  marked  down  at  about  what 
ours  costs  us.  I  had  a  customer  ask  me  if  we  had  anything 
like  it,  and  when  I  showed  him  our  line  and  told  him  the 
price,  he  gasped,  and  told  me  it  was  ticketed  in  the  next 
block  at  a  dollar  less.  Of  course,  I  showed  him  the  material, 
construction  and  finish  were  different,  but  he  shook  his  head 
and  left.  As  he  didn't  come  back,  I  suppose  he  took  a  chance 
on  the  other  store.  I  really  think  it  would  be  a  good  thing 
to  have  a  few  leaders,  good  lines,  you  know,  about  at  cost,  to  ' 
stir  up  a  little  attention." 

"I  think,  Sam,  it  would  upset  our  good  customers  if  we 
were  to  get  into  methods  such  as  you  suggest.  There  are 
people  who  patronize  us  because  they  get  reliable  goods  at 
a  fair  price,  and  to  upset  them  by  ticketing  'leaders'  at  cost 
price  would  hurt  us  in  more  ways  than  one.  However,  I'm 
willing  to  try  the  thing  if  ycu  like.  I  can  take  a  skip  out  to 
seme  of  the  factories  and  see  what  we  can  do." 

"I  really  think,  Billy,"  replied  his  partner,  "it  would 
pay  us  to  make  the  experiment.  I  am  not  stuck  on  the  idea 
of  creating  the  impression  that  we  carry  a  cheap  stock.  On 
the  other  hand,  I  think  it  is  not  a  good  thing  to  have  people 
think  our  lines  are  always  high-class.  I  think  we  can  do 
ourselves  harm  along  this  line  quite  as  much  as  the  other. 
I've  had  people  say  to  me,  'your  goods  are  all  too  high- 
priced.'  " 

"I  don't  think  they  have  any  reason  to  say  that,  Sam, 
for  we  carry  as  good  lines  of  medium-grade  goods  as  can 
be  found  in  any  shop  in  the  country;  but  there  are  cheap 
skates  who  would  say  you  were  dear  if  you  gave  them  a 
gold  dollar  for  six  bits.  However,  we'll  have  a  stab  at  the 
cheap  game  and  see  how  it  will  pan  out." 

Thus  it  was  that  the  next  week  saw  announcements  in 
the  Record  and  Review  of  a  special  offering  of  "jobs,"  by 
Smith  &  Johnson,  inviting  inspection  of  lines  and  prices. 
A  special  window  was  arranged  to  feature  them,  the  other 
being  devoted  to  their  regular  line.  In  with  the  "jobs"  were, 
of  course,  a  number  of  left-overs  and  shelf-warmers  from 
regular  stock,  which  were  ticketed  at  a  special  reduction. 

For  a  week  Sam  Johnson  rubbed  his  hands  and  poked 
his  partner  in  the  ribs  as  new  customers  came  in  and 
helped  to  clean  up  the  slate.  Occasionally  some  of  these 
bought  better  lines,  and  now  and  then  some  regular  custo- 
mers picked  up  a  "job,"  so  that  it  looked  as  though  Sam 
had  the  best  of  the  argument.  After  a  couple  or  three  weeks, 
however,  the  partners  found  that,  to  keep  even  in  a  game  of 
this  kind  a  dealer  has  to  be  everlastingly  at  it.  They  found 
that  their  energies  were  gradually  tending  in  the  direction 
of  buying  cheap  goods,  and  by  so  much  did  their  regular 
trade  suffer.  They  were  pestered  with  travelers,  who  had 
jobs  to  work  off  on  them  until,  as  even  Sam  said,  they  would 
pack  the  store  to  the  ceiling  with  cheap  lines  if  they  didn't 
draw  the  line.  At  the  end  of  a  couple  of  months  they  mutu- 
ally decided  that  it  was  impossible  to  ride  a  horse  both  ways 
at  the  same  time.  They  then  settled  down  to  carrying  a 
few  reliable  specialties  at  popular  prices,  and  adopted  a 
policy  of  encouraging  the  sale  of  good  money-making  stuff 
that  they  could  stand  behind. 


41 


Trunks  and  Leather  Goods 

Frequent  Change  of  Display  Important— Traveling  Goods  as  a  Side  Line  for  the  Shoe  Store- 
Workshop  Hints. 


The  Leather  Goods  Window. 

Quite  a  number  of  good,  business-like  windows  are  to 
be  seen  at  the  present  time,  though  striking  designs  are  rather 
far  between.  Designs  which  detract  from  the  goods  are  not 
advisable,  but  those  which  stand  out  and  attract  attention 
are  good  business. 

Alligators  doing  athletic  stunts  or  kids  gamboling  in  the 
window  do  not  necessarily  constitute  a  good  display.  The 
object  of  a  window  trim  should  be  to  catch  the  eye  of  the 
public  and  thus  to  promote  the  sale  of  the  goods.  Travelling 
goods  present  some  difficulty  to  the  window  trimmer,  par- 
ticularly where  the  window  space  is  small,  though  handbags 
and  novelties  work  in  very  well. 

The  idea  in  many  cases  seems  to  be  to  crowd  as  many 
articles  into  the  windows  as  possible.  This  prevents  any 
of  the  goods  being  displayed  well.  Crowding  makes  good 
lines  appear  common,  nor  does  it  add  anything  to  the  attrac- 
tiveness of  cheap  lines.  A  few  articles  with  some  central 
idea  or  system  of  grouping  are  more  effective  by  far  than  the 
ordinary  hodge-podge.  The  problem  of  displaying  a  large 
number  of  lines  in  a  short  time  can  then  be  solved  by  frequent 
changes  of  trim. 

Symmetrical  arrangements  are  very  often  acceptable. 
Another  idea  productive  of  good  results  is  to  work  out 
simple  scenes  suggestive  of  the  use  of  the  article,  either  m 
the  home  or  while  travelling.  This  may  be  accomplished 
either  with  or  without  the  use  of  artificial  figures.  Some- 
times a  scene  painted  on  a  canvas  at  the  back  of  the  window 
can  be  made  to  add  realism  to  the  scene. 

An  idea  which  suggests  a  good  way  to  display  both  trav- 
elling goods,  novelties  and  other  accessories  is  to  show  a 
gentleman's  or  a  lady's  apartment  with  a  suitable  outfit, 
consisting  of  a  trunk,  a  suit  case  or  travelling  bag.  Fitted 
cases  may  be  used  if  desired.  On  the  chair  are  the  wraps, 
perhaps;  or  the  hat,  gloves  and  walking  stick.  On  a  table 
may  be  shown  various  novelties  in  leather,  sucli  as  the  writing 
case,  toilet  outfit,  opera  glasses,  etc.  A  dresser  may  also  be 
included  and  made  to  show  a  number  of  other  handy  articles 
appropriately  used.  Cases  of  golf  sticks,  gun  or  fishing-pole 
covers  may  be  shown  in  the  same  way. 

For  the  summer  season,  lunch  baskets  with  fittings  may 
be  shown  in  a  similar  manner.  The  many  special  articles 
now  put  up  for  automobilists  will  furnish  other  ideas  along 
the  same  line.  Handbags  are  often  shown  very  acceptably 
along  with  various  articles  of  wear. 

What  Advertisers  are  Saying. 
Trunks:  Never  before  have  we  been  able  to  offer  special 
prices  on  the  celebrated  Indestructo  and  Tou-r-ist  Trunks. 
It  may  be  years  before  we  will  be  able  to  make  such  an  offer 
as  this  again.  The  manufacturers  set  the  prices  of  these 
goods  and  it  is  very  seldom  they  offer  a  special  price.  To  all 
users  of  trunks  this  is  a  money-saving  opportunity,  for  these 
trunks  hold  the  highest  reputation  for  convenience,  strength 
and  service.  Call  at  our  trunk  department  (basement)  and 
see  these  values.— Ontario  Department  Store,  Grand  Forks, 
N.  D. 

Trunks  and  bags:  Do  you  need  a  new  trunk?    Then  call 


on  us  and  see  the  largest  assortment  of  travelling  goods  you 
ever  saw.  We  are  the  only  manufacturers  of  these  goods 
in  Hamilton.  Remember  that,  and  we  can  save  you  at  least 
IS  or  20  per  cent,  any  time— W.  E.  Murray,  Hamilton,  Can. 

A  big  bargain  lot  of  shopworn  goods.  We  find  in  our 
big  stock  many  articles  slightly  shopworn  and  damaged  in 
one  way  or  another,  as  well  as  many  odd  pieces,  broken,  lost 
or  discontinued  styles.  These  include  trunks,  bags,  suit  cases 
and  some  of  every  variety  of  small  leather  goods  and  novel- 
ties. Your  choice  of  this  lot  at  almost  nothing. — St.  Paul 
Trunk  &  Bag  Co.,  St.  Paul,  Minn. 

A  chain  purse:  All  our  purses  are  made  of  German  silver, 
and  will  always  hold  their  color.    We  don't  handle  the  cheap 


Display  of  handbags;  the  background  a  pergola  decorated 
with  vines 

plated  ones  that  will  wear  off  and  look  brassy  in  a  short  time. 
Nichols,  Jeweler  and  Optician,  Waynesburg,  Pa. 

A  treatise  in  a  handbag:  "A  woman's  as  clever  as  the 
handbag  she  carries."  She  can't  be  more  so,  for  at  every 
moment  of  her  day,  she  is  dependent  on  her  handbag  for 
some  convenience  or  necessity.  It  helps  her  travel,  it  helps 
her  shop,  it  carries  her  cardcase,  her  notebook,  her  pencil, 
her  purse,  her  handkerchief,  her  scent-bottle,  her  powder- 
puff,  her  mirror — in  fact,  for  comfort  and  for  chic,  Madame 
turns  to  her  ubiquitous  bag. 

The  well-chosen  one  never  fails  her.  New  models  of 
bags  arriving  at  the  Wanamaker  store  direct  from  Paris  are 
mines  of  surprisingly  clever  fittings  inside,  of  chic  and  charm 
outside.  Their  long  cords  make  them  especially  charming 
for  wear  with  the  season's  gowns  and  wraps.  Indeed,  they 
were  designed  after  those  carried  in  the  days  of  the  First 
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THE  SHOE  AND  LEATHER  JOURNAL 


Empire,  when  the  Empress  Josephine's  high-waisted  frocks 
and  long-string  "reticule"  led  the  mode. 

The  black  velvet  bag  has  a  new  and  powerful  rival  in  the 
bag  braided  in  gold.    Both  will  be  found  here. 

Handsome  black  and  color  ed  silk  velvet  hand  bags,  in  the 
balloon  and  envelope  shapes,  plain  and  steel  studded,  some 
with  gold  embroidery.  Beave  r  calf  hand  bags  in  attractive 
colors  with  metal  frames.  Alligator  calf  with  covered  or 
metal  frames  with  single  or  double  handles.  Genuine  pig- 
skin, patent  leather,  lizard  with  metal  frame,  goat  seal  with 
four  cr  five  fittings,  Vanity  Bags  of  alligator  calf  and  pin 
seal,  and  a  number  of  genuine  black  seal  leather,  lined  with 
double  pocket  and  fitted  with  purse. 

The  Leather  Goods  Store. 

Trunks,  handbags  and  travelling  goods,  generally,  are 
being  handled  by  boot  and  shoe  establishments  to  a  much 

larger   extent  than 


formerly.  These 
lines  go  well  to- 
gether and  dealers 
are  beginning  to  re- 
alize that  it  pays  to 
offer  the  customer 
the  opportunity  of 
purchasing  all  his 
supplies  in  leather 
goods  under  one  roof 
It  is  generally 
understood  that 
leather  goods,  such 
as  bags,  grips,  suit- 
cases and  trunks 
sold  unusually  well 
the  past  year  and 
every  indication 
points  to  still  great- 
er business  this  year. 

Retail  stores  are 
selecting  their  lines 
with  good  judgment 
as  to  style  and  qual- 
ity. However,  it  is 
a  well-understood 
fact  that  the  de- 
mand for  the  better 
qualities  is  far. great- 
er than  for  the 
cheaper  lines. 

Suit  cases  lined 
with  leather  and 
equipped  with  a 
full  line  of  toilette 
articles  are  being 
shown  in  many 
forms.  Retailers  say 
they  have  sold  a 
fair  quantity  of  these 
goods  and  look  for- 
ward to  doing  a 
still  greater  business  in  this  line  during  ion. 

Department  stores  throughout  the  country  have  almost 
all  given  great  attention  to  the  leather  goods  line,  and  have 
found  that  the  people  know  but  little  as  to  qualities  of  leather 
and  therefore  profits  are  much  greater  in  this  line  of  merchan- 
dise than  in  many  others. 


LADIES' 
HAT  TRUNKS 

The  -days  of -the  "band-box"' 
worries  are  past,  for  .a  lady 
can  now  have" as  many  as  five^ 
fashionable  millinery  crea- 
tions-safely  stored  iii  a  Jul- 
ian Sale  Hat  Trunk  and 
"check"  it  along  with  her 
"Julian  Sale"  Wardrobe/ 
Trunk  or  other  baggage,  and 
Jprget  it  until  she  gets  to  her 
journey's  end.  A  great  tra- 
velling convenience  is,  the 
hat  trunk,  and  the  best  of 
them  arc  "Julian  Sale"  make. 

10.00  to  15.00 


Huli&n  Cade 

cl  t*5  *w%  kJs<  west 


A  good  Travelling  Goods  ad. 


To  Color  Morocco. 

The  selection  of  an  extract  of  logwood  to  be  used  tor 
coloring  in  the  morocco  shop  is  a  matter  of  considerable  im- 
portance. Many  grades  are  put  on  the  market,  the  real  arti- 
cle, cheap  grades  of  the  real,  and  the  adulterated.  Notwith- 
standing the  fact  that  the  adulterated  grades  are  largely  in 
use  to-day,  especially  in  the  smaller  establishments,  where 
the  habit  of  comparative  testing  is  seldom  to  be  found,  the 
time  is  slowly  but  surely  coming  when  all  colorers  will  realize 
the  fallacy  of  using  a  cheap  logwood.  Many  leather  manu- 
facturers delude  themselves  with  the  idea  that  they  are  mak- 
ing a  saving,  when  in  reality  they  are  paying  for  something 
which  is  absolutely  worthless  to  them. 

In  many  instances  the  matter  with  which  logwood  is 
diluted  is  not  only  worthless  but  it  is  actually  injurious,  as 
in  the  case  where  some  tanning  substance  has  been  added, 
such  as  extract  of  hemlock  bark.  This  resembles  the  color 
of  logwood  somewhat,  and  is  not  so  readily  detected  by  the 
eye.  A  person  familiar  with  hemlock  extract  recognizes  the 
odor.  There  are  other  cases,  however,  where  a  little  tannic 
acid  makes  a  bottom  for  the  logwood. 

When  such  doctored  logwood  is  used  in  coloring  bark 
tanned  skins  the  grains  become  harsh  and  sticky.  The 
leather  is  liable  to  crack.  Such  logwood  also  produces  a  poor, 
dull  black  that  grows  worse  in  appearance  as  the  skins  are 
put  through  the  different  processes  in  the  finishing.  This 
tanning  substance  prevents  the  seasoning  from  entering  the 
pores  of  the  skins,  and  when  they  are  glazed  on  the  glazing 
machine  a  cloudy  bottom  comes  up  under  the  agate  which 
looks  worse  than  when  the  skins  are  oiled.  This  adulterant 
is  so  sticky  that  it  adheres  to  the  grain  and  does  not  wash  off 
when  the  skins  are  rinsed  after  coloring. 

In  extracting  the  strength  or  coloring  matter  contained 
in  chip  logwood,  there  are  perhaps  only  a  few  of  the  morocco 
manufacturers  who  obtain  anything  like  the  full  strength  of 
the  wood.  They  simply  put  a  certain  amount  of  the  chips 
in  a  coarse  bag,  lower  it  into  a  cask  of  water,  and  boil  it  for  an 
hour  or  two;  then  bleed  it  with  soda,  salts  of  tartar  or  some 
other  alkali,  and  after  boiling  hoist  out  the  chips  and  throw 
them  away.  By  tearing  some  of  the  chips  apart  and  exam- 
ining them  it  will  be  found  that  the  inside  is  still  bright. 

A  Frenchman  who  had  a  small  factory  close  by  one  of 
the  large  morocco  establishments  in  a  leather  centre  colored 
all  his  output  of  black  stock  with  the  logwood  chips  thrown 
away  by  the  dyer  in  the  large  establishment.  He  claimed 
that  they  did  not  get  one-half  of  the  strength  of  the  chips, 
and  it  certainly  looked  as  if  he  knew  what  he  was  talking 
about,  as  the  spent  logwood  that  he  was  leaching  was  giving 
out  a  good  strong  looking  dye,  and  on  applying  the  dye  to  the 
skins  they  readily  took  on  a  dark  bottom.  When  the  striker 
was  given  a  very  good  black  was  produced,  which  in  the 
Frenchman's  estimation  was  all  that  could  be  desired.  On 
close  inspection  the  skins  were  found  to  lack  some  of  the  fine 
bloom  which  characterizes  the  finest  class  of  black  stock. 
The  high  temperature  and  the  protracted  boiling  to  which 
the  Frenchman  submitted  the  chips  would  necessarily  result 

in  a  loss  of  bloom. 

Some  manufacturers  of  logwood  extract  get  an  extract 
in  this  way  that  they  are  able  to  sell  at  a  lower  figure  than  the 
first  quality  extract.  While  the  man  who  buys  this  cheaper 
grade  of  the  real  article  does  not  get  taken  in  like  theman  who 
buys  the  diluted  article,  yet  it  is  worth  while  for  him  to  stop 
and  do  a  little  thinking.  Would  he  not  make  more  by  estab- 
lishing a  reputation  for  getting  oat  the  finest  class  of  black 
stock  than  he  could  possibly  save  on  the  price  of  his  extract? 
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Murphy's  Persistency 

Rather  an  amusing  incident  occurred  in  Montreal  re- 
cently, when  a  shoe  salesman  whom  we  shall  call  Murphy, 
for  the  sake  of  peace,  almost  landed  an  irascible  old  cus- 
tomer.   It  was  a  case  of  "almost,"  and  perhaps  illustrates 
the  irony  of  fate  which  the  salesman  sometimes  finds  him- 
self up  against.    On  the  firm's  books  was  an  establishment 
run  by  two  sour  old  chaps  who  seemingly  were  always  at 
odds  with  the  world,  though  really  they  were  not  bad  at  heart. 
Murphy,  who  had  just  joined  the  travelling  staff  of  the  shoe 
house,  was  bubbling  over  with  enthusiasm  for  his  line,  and 
his  first  call  was  not  any  more  successful  than  he  expected 
it  would  be,  but  he  did  not  mind  that.    Succeeding  calls, 
however,  brought  no  apparent  success.    He  was  not  wear- 
ing down  the  wall  of  cold  indifference    and    criticism  his 
probable  customers  presented  when  he  first  made  their  ac- 
quaintance.   He  finally  became  disgusted,  and  would  have 
stopped  calling  on  the  firm  altogether,  but  his  salesmanager 
insisted,  stating  they  should  have  the  business  of  this  con- 
cern.  Murphy  had  made  his  nineteenth  call  one  bright  morn- 
ing, and  was  seen  approaching  by  the  senior  partner  of  the 
irascible  firm,  who,  like  his  partner,  had  apparently  been 
struck  and  favorably  impressed  with  Murphy's  persistence. 
"George,"  he  said  to  his  partner,  "here's  Murphy  coming 
again.    He's  been  calling  on  us  regularly  for  three  months 
now,  and  we  have  given  him  a  mighty  cool  reception  each 
time,  to  say  the  least.    If  he  calls  just  once  more,  I'm  going 
to  give  him  an  order."    But  Murphy  had  been  out  late  the 
night  before,  and  he  had  no  sooner  been  turned  down  the 
nineteenth  time  than  he  lost  his  temper  and  said,  when  he 
was  told  there  was  nothing  doing,    and    complimented  by 
"George"  on  his  persistency:     "Why  you  confounded  old 
tkht-wad,  do  you  think  for  a  minute  I'd  come  around  here 
as"  often  as  I  have  of  my  own  volition.    No,  sir,  I've  met 
vour  kind  before — etc." 

And  Murphy  never  got  an  order. 


They  went  up  the  Chateauguay  River  for  two  days'  bass  fish- 
ing, and  caught  75  average-sized  fish.  Bringing  them  down 
to  Chateauguay,  they  were  placed  in  a  box,  which  was 
hitched  to  the  stern  of  the  boat  and  dragged  along  in  the 
water  in  this  fashion.  Now,  E.  J.  says,  that  "unaccountably" 
the  bottom  must  have  been  knocked  out  of  the  box,  perhaps 
in  shooting  a  small  rapid.  Anyway,  when  the  lucky  fisher- 
men pulled  in  at  the  wharf,  and  told  of  their  success  to  an 
admiring  throng,  their  mortification  was  beyond  words  when 
they  took  the  top  off  the  box  and  showed — nothing!  Can't 
ycu  just  sympathize  with  them  yourself? 


Sporty 

Canadiens  (correct  spelling)  had  a  classy  hockey  team 
in  the  big  league  during  the  past  winter,  and  in  Montreal 
had  many  enthusiastic  backers.  They  were  playing  Ottawa 
one  night  when  one  of  the  representatives  of  a  Quebec  house, 
who  happened  to  be  in  Montreal,  strolled  into  a  cafe  to  see 
how  the  score  stood.  There  he  ran  across  a  supporter  of 
the  Canadiens,  who  had  been  anticipating  their  victory,  and 
celebrating  in  advance. 

"Bet  you  a  dollar  Canadiens  will  win,"  he  said. 

"Yes,  I  think  they  will,"  said  the  Quebecer,  not  wishing 
to  be  drawn  into  a  discussion. 

"Bet  you  fifty  cents  Canadiens  will  win,"  persisted  the 
worthy  one. 

"Yes,  I  guess  you're  right,"  said  the  Quebecer. 

"Bet  you  twenty-five  cents  Canadiens  will  win,"  came 
the  offer. 

"I  rather  think  they  will  alright,"  said  the  traveler. 

"Bet  you  ten  cents  Canadiens  will  win,"  came  the  per- 
sistent challenge. 

"They  ought  to  win,"  said  the  shoe  man. 

"Shay,  old  man,"  said  the  sport,  confidentially,  "how 
mush  money  have  you  in  your  pocket,  anyway?" 

But  there  weren't  any  bets  placed. 


A  Traveler's  Fish  Yarn 

Ever  hear  Brother  Wayland's  fish  yarn?  He  tells  it 
quite  seriously,  and  unblushingly  tells  you  it's  true.  "E.  J." 
used  to  run  Fogarty's  shoe  store  in  Montreal  until  he  fell 
to  thinking  of  the  profits  there  were  in  manufacturing  shoes, 
and  started  the  Wayland  Shoe  Limited  (he  doesn't  think 
the  profits  are  so  big  now).  But  friend  Wayland  tells  of 
"two  fellows  he  knew  about,"  who  spent  the  summer  at 
Chateauguay,  a  pleasant  little  watering  place  near  Montreal. 


Optimistic 

"Did  I  have  a  good  day?"  replied  an  enthusiastic  Irish- 
man, coming  into  the  Royal  Hotel  in  St.  John  the  other  day, 
in  answer  to  the  usual  question  by  a  traveling  pal,  "well,  I 
should  say  yes." 

"I  did  so  well  with  a  couple  of  hard  cases  I  have  never 
been  able  to  handle  before  that  I  feel  I  could  go  out  and  sell 
a  gramaphone  to  a  deaf  and  dumb  institute." 
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Stray  Shots 

The  Sayings  of  the  Wisest  of  Men  Applied  to  191 1 


The  man  whose  "heart  is  in  the  right  place"  is  not  always 
to  be  congratulated.    Says  Solomon :    "A  wise  man's  heart  is 

at  his  right  hand,  but  a  fool's  heart  is  at  his 
WHERE  IS  left."  As  most  of  us  are  in  a  position  to  locate 
IT  ?  this  important  organ  on  the  left  of  our  anatomy, 

it  would  seem  as  though  Carlyle's  sneer  that 
England  was  "inhabited  by  forty  millions  of  people,  mostly 
fools,''  was  not  without  point.  The  fact  is  that  too  many  people 
allow  their  lives  to  be  dominated  by  left-handed  hearts.  Earge- 
heartedness  is  a  cloak  that  covers  a  multitude  of  shortcomings. 
It  is  well  to  have  plenty  of  heart,  but  a  woeful  thing  if  the  heart 
be  not  under  control  of  the  strong  right  hand  of  volition.  The 
heart  of  a  saloon  keeper  who  subscribes  a  hundred  dollars  to 
the  fire  relief  fund  and  the  next  minute  kicks  some  poor  sot  out 
of  his  gilded  palace  is  doubtless  in  the  "right"  place.  So  is  the 
heart  of  the  man  who  shouts  "hallelujah"  at  the  camp  meeting 
and  does  up  his  creditors.  In  fact,  the  asylums  and  prisons 
are  full  of  men  who  have  their  hearts  in  the  "right"  place.  The 
normal  state  of  man  is  selfishness,  and  although  it  may  not  seem 
so  a  great  deal  of  the  good  nature  and  charity  we  manifest  is 
the  result  of  a  desire  to  gratify  our  own  hearts  as  much  as  to 
help  others.  The  man  whose  heart  is  "at  his  right  hand"  is 
one  who  will  not  be  deceived  and  cajoled  by  his  emotions.  He 
does  right  because  it  is  right,  not  because  he  likes  it,  and  shuns 
wrong  because  it  is  wrong.  Men  with  their  moral  hearts  on  the 
"right"  side  are  well  nigh  as  scarce  as  those  physically  ortho- 
dox. The  fool  is  the  man  who  knows  no  law  but  his  own 
pleasure  and  ambition.  If  he  happens  to  be  religiously  trained 
his  religion  is  of  that  fulsome  emotional  sort  that  "soars  away 
to  everlasting  bliss,"  or  gets  up  in  the  prayer  meeting  and  be- 
moans the  low  spiritual  state  of  his  brethren  in  the  church.  If 
he  be  a  man  of  the  world,  he  gives  reign  to  passion,  but  seeks 
to  even  things  up  by  occasional  splurges  of  generosity.  He  is 
a  perfect  devil  when  aroused  and  a  veritable  Good  Samaritan 
when  repentant. 

There  is  a  great  deal  more  trouble  in  this  world  than  there 
need  be.    If  people  would  only  keep  out  of  strife  that  does  not 

belong  to  them  there  would  be  fewer  broken 
KEEP  YOUR  noses.  A  man  was  passing  down  one  of  the 
XOSE  OUT     back  streets  in  one  of  the  slum  districts  the  other 

day  and  came  upon  a  fellow  who  was  thump- 
ing his  wife  more  vigorously  than  law  or  custom  allows.  He 
interfered,  and  managed  to  ptill  the  brute  off  when  suddenly  he 
received  a  blow  from  behind  with  a  coffee-pot.  The  wife,  resent- 
ing this  outside  interference,  had  joined  issue  with  her  husband, 
and  the  stranger,  finding  it  was  two  against  one,  made  his 
pe,  a  somewhat  wiser  man.  "Whoso  breaketh  an  hedge  a 
serpent  shall  bite  him."  If  you  interfere  in  trouble  that  is  not 
your  own  you  may  expect  to  smart  for  it.  If  you  go  where  a 
row  is  in  progress  do  not  grumble  if  you  get  hit  with  a  brick 
or  get  clubbed  by  n  policeman.  Hedges  and  fences  are  to  keep 
people  out,  and  it  usualy  pays  to  go  around  to  the  gate  when  you 
want  to  get  within  the  enclosure.  Of  course,  if  you  are  looking 
for  snakes  that  is  another  story.  Hedges  are  the  place  to  find 
snakes  and  double-barrelled  shot  guns  with  men  behind  them, 
and  if  you  are  really  looking  for  trouble  you  will  find  plenty 
waiting  for  you.  Law  breaking  will  always  be  more  or  less  popu- 
lar with  a  cass  of  people  with  whom  restriction  invites  opposi- 
tion.   All  you  have  to  do  with  these  idiots  is  to  make  some 


regulation,  and  you  will  see  them  wear  their  'hair  off  on  the  in- 
side trying  to  get  around  it.  This  kind  of  spirit  is  most  con- 
temptible whether  found  in  the  common  criminal  or  the  refined 
"thug,"  who  esteems  it  a  light  thing  to  break  faith  with  indi- 
viduals or  the  community. 

To  the  man  that  is  looking  for  a  "snap"  it  rarely  comes. 
What  is  considered  as  a  snap  is  nine  times  in  ten  the  result  of 

such  drudging  effort  as  would  make  the  snap 
NO  SNAP        hunter  weary  to  contemplate.    There  is  the  man 

who  is  manager  of  one  of  the  largest  city  banks, 
and  gets  $15,000  a  year,  and  who  is  the  envy  of  those  who 
imagine  good  berths  are  in  the  gift  of  the  stars.  He  is  reported 
at  business  from  10  a.m.  to  3  p.m.,  but  you  may  see  him  almost 
any  evening  trudging  home  about  7.30  to  a  late  dinner  with  his 
hand-bag  and  careworn  face.  There  is  the  prosperous  merchant 
who  has  built  up  a  large  business  seemingly  by  a  stroke  of  luck 
and  into  whose  lap  commerce  pours  golden  dollars.  Just  try  and 
get  him  to  give  you  ten  minutes  some  day  to  tell  3-ou  what  his 
present  success  has  cost  him — the  early  and  late  hours,  the  anx- 
ious cares,  the  ceaseless  vigilance,  the  impaired  constitution.  Once 
in  a  long,  long  while  fortune  seems  to  favour  some  aimless, 
brainless  fellow,  but  the  chances  for  "snaps"  wthout  "cracks" 
are  about  one  in  a  million.  Just  start  a  little  calculation  on  your 
own  account,  culled  from  the  pages  of  your  personal  experience. 
The  penalty  of  success  is  hard  work,  and  there  is  no  substitute. 
"Whoso  removeth  stones  shall  be  hurt  therewith ;  and  he  that 
cleaveth  wood  shall  be  endangered  thereby."  You  have  to  take 
your  chances  in  the  great  melee.  It  is  said  that  less  than  ten  per 
cent,  of  the  people  who  start  in  business  make  a  success  of  their 
ventures.  On  the  toes  of  the  other  ninety  the  stones  fall  or  the 
axe  descends.  The  knowledge  of  the  dreadful  odds  does  not 
seem  to  diminish  the  aspirants  for  honor  in  quarrying  or  wood- 
splitting. 

Men  are  not  sent  to  jail  for  stealing,  but  for  not  stealing 
enough.  You  will  get  a  year  in  prison  if  you  steal  a  bicycle,  but 
if  you  steal  a  railroad  or  a  railroad  franchise 
THE  DIF-  you  may  get  knighted.  If  you  don't  move  on 
FERENCE.  when  an  officious  constable  takes  it  into  his  head 
that  you  are  endangering  your  health  and  the 
public  peace  by  standing  on  the  street  corner,  you  will  probably 
have  to  pay  a  fine  of  a  dollar  and  costs  or  languish  for  thirty 
days  in  jail;  but  if  you  are  an  alderman  or  member  of  Parlia- 
ment you  can  call  people  out  of  their  names  and  still  be  thought 
a  gentleman  and  a  scholar.  If  you  tire  of  the  wife  of  your  bosom 
and  take  another  to  yourself  you  may  get  a  term  in  the  peni- 
tentiary; but  if  you  are  a  man  of  means  and  can  put  a  divorce 
petition  through  the  Senate,  you  may  make  your  choice  as  soon 
as  your  martial  love  wanes.  These  are  a  few  of  the  anomalies 
of  modern  society  and  jurisprudence  that  must  puzzle  the  very 
devil.  There  is  no  doubt  that  the  law  winks  at  sin  in  the  high 
places  and  makes  good  the  delinquency  by  making  it  hot  for 
plebeian  offenders.    The  church  is  little  better  in  this  respect. 


45 


Ad.  Criticisms 


Plain  Spoken  Comment  Meant  to  be  Helpful-Over-Display  a  Very  Common  Fault  in  Retail  Ads. 

Strong  Copy  Usually  Not  in  Evidence 


THE  HOB  SHOE  SALE! 


sBB.Sationil  .selling  of  the 


The  HUB  SHOE  STORE 


UnptccedeM«d  Price  Cutting,  eclipsing  ,afl..  prevUm 
with  the  crowd.  Bargains  on  the  Ledges,  Bargains  ;ern 
gains  fot  youpg  and  old.    Come  while  the  chance  is  you 


The  second  ad.  criticized  looks  much  more  refined  in 
detail  in  this  reproduction  than  in  the  original.  It  is  very 
hard  for  the  average  merchant  to  guard  against  over-dis- 
play, and  this  ad.  is  no  exception.  The  smaller  ad.  is  also 
too  black  for  its  size,  although  more  attempt  at  "reason- 
why"  copy  is  made  than  in  the  larger  ad. 

There  are  several  minor  points  to  be  criticized  in  A.  D. 
Ingraham's  ad.  The  heading  could  be  cut  out  with  profit. 
Instead,  it  would  be  far  better  to  run  as  a  heading,  the  suc- 
ceeding display  lines,  "Boots  and  Shoes  at  Bargain  Prices," 
or  "A  Genuine  Bargain  Offer."  Displaying  "Many  Men 
Buy  Now"  is  not  likely  to  cause  anyone  to  stop  long  enough 
to  read  the  ad.,  even  if  it  should  catch  the  eye.  To  anyone 
who  wants  good  shoes  cheap  the  succeeding  line  would  have 
that  effect.    Then  why  not  use  it? 

Why  ad.  writers  will  persist  in  running  ugly  black  rules 
between  the  body  matter  and  top  and  bottom  display  lines 
is  more  than  the  critic  can  fathom,  try  his  best.  They  do 
not  aid  the  display ;  in  fact,  they  detract  therefrom,  because 

they  make  the  ad.  ap- 
pear too  black.  The 
cut  shows  off  the  ex- 
ternal details  of  the 
shoe  in  really  excellent 
style,  but  does  not  at- 
tract the  attention  it 
should,  because  of  the 
heavy  rules  surround- 
ing it.  Whenever  pos- 
sible a  cut  should 
stand  out  prominently 
from  all  surrounding 
matter.  That's  what 
it  is  for,  and  the  more 
emphatically  it  stands 
out,  the  better  it  will 
serve  its  purpose. 

The  display  line  be- 
neath the  copy  should 
be  set  in  smaller  type. 
The  line  that  should 
receive  all  the  promin- 
ence is  the  one  special- 
ly advertised.  The  copy 
mentions  two  different 
styles  in  one  line,  and 
is  good  as  far  as  it 
goes,  but  good  selling 
points,  not  brought  out 
by  the  illustration, 
could  have  been  men- 
tioned very  profitably. 
A  street  address  should 
appear,  even  in  a  small 
town  like  Sydney.  Two 
styles  of  display  type 
are  used.  One  is  plenty 
in  an  ad.  of  this  size. 


Zipp  !  Bang  ! !  Crash  ! !  !  There's  nothing  like  all  kinds 
of  big  black  type  and  heavy  rules  when  you're  trying  to 
create  a  sensation.  Ads.  like  the  Hub  Shoe  Store's  effort 
have  long  had  the  boards  among  a  certain  class  of  adver- 
tisers—the class  that  doesn't  use  space  as  wisely  as  it  might. 
The  copy  at  the  top  of  the  ad.  is  the  style  of  bombast  that 
pays  about  once  a  century.  What's  the  good  of  unloading 
a  lot  of  stuff  on  an  unsuspecting    public,    about  "unprece- 


We  Only  Name  a  Few  Here 


4  00  Mens  C  ill'  Eludi- 
er  boots        -i»w  2.97 

3  25  Men's  Box  Ki|> 
Blnelrer.Joathei'  lined 

now  2.47 
2S0  Men's  Bos  K'p 
walking  boots  now  1.97 
2  50  Men's  groin  water 
proof  boots  now  1.97 
Op  Men's,  working 
boots -home  made  .  - 

now  1.97 
Men's  10  inch  high  cut 
jjiootSK''.  now  2.47 
Boys'  School  Boots 
1.97,  1.2T,  I.ST 


AND  MANY  OTHERS 


3  00  Lsdies  WaJin  Lined 
Wa'kiug  Bo(ts,  vet  proof 
now  1.97 

2  60  Litdics'  Dongo'a  boots 
lined  now  1.47 

2.00  Ladies'  Dongola.  BIu- 
clier  Boots  now  1,47 

160  Ladies'  Oil  Pebble 
Boots  now  1.27 

1 40  Misses'  Oil  'Pebble 
Boots  '  now  1.17 


AND  MANY"  OTHERS 


j-  i  «  ■„!  117  pairs  baby's  soft  sole,,boots 
tXfra  Special  button  or  laoed,;*!**--!.*  27o, 


This  "is  a  golden  opportunity  to  buy  good  «h»M  for  little 
monoj.   Tho  placWo 

The  HUB  SHOE  STORE 


Charlotte  Street 


Sydney 


Many  Men  Buy  Now! 


Boots  and  Shoes 
At  Bargain  Prices 

Opportunites  such  as  these  are  wre 
indeed..  Values  such  US  these  are  no,t 
expected.  Buy  now  '-while  these  sale 
figures  last. 

Men's  Box  Calf,  Pateut  Leather  and 
Tan,  were  5.00,  now  sell  og  at  3.75 

Men's  Box  Calf,  Leather  lined,  were 
3.50,  now  selling  at  .-.....-.».  2.75 


Many  Other  Lines  at  Similar  Prices 


A.  D.  1NGRAHAM 


Another  Sydney  ad.- 


-5-in.  double  column.    Too  much  black 
display 


Too  much  display  and  exaggeration  in 
this  12-in.  double  column  Sydney  ad. 


dented  bargains  everywhere,  floors,  ledges,  eclipsing  all 
previous  efforts."  The  only  place  where  there  appears  to 
be  none  is  the  roof. 

Now,  we  don't  doubt  at  all  that  this  firm  has  some  very 
good  bargains  to  offer.  Then,  why  not  say  so  in  a  few 
modest,  well-chosen  sentences,  leaving  out  all  the  "hot  air." 
Some  retailers  never  seem  to  realize  that  the  public  is  sel- 
dom fooled  by  this  sort  of  announcement.    It  is  too  common. 

Typographically,  this  ad.  is  very  poor.  There  are  three 
distinct  styles  of  display  type.  One  would  have  sufficed.  All 
rules  across  the  ad.  should  be  dispensed  with;  also  the  second 
line,  displaying  the  name  of  the  store.  This  is  clone  at  the 
foot,  which  is  sufficient.  "We  Name  Only  a  Few  Here" 
need  not  be  displayed.  It  should  form  the  last  line  of  the 
copy  above.  The  two  cuts  are  very  good,  and  give  external 
points  very  well  indeed. 

Too  many  styles  are  mentioned  in  the  copy.  A  couple 
of  styles  each  in  men's  and  women's  shoes  is  quite  plenty, 
as  the  statement  could  be  made  that  these  are  representa- 
tive of  a  large  variety  kept  in  stock,  or  something  to  that 
effect.  The  "And  Many  Others"  line  should  be  eliminated. 
It  is  rather  difficult  to  criticize  an  ad.  of  this  style  intelli- 
gently, without  ripping  it  all  to  pieces  and  rebuilding  again. 


46 


Do  Show  Cards  Pay  ? 

Few  Shoemen  Use  Them  as  They  Might — Show  Cards  vs.  Other  Forms  of  Advertising — Quality  Counts- 
Watching  for  New  Ideas — Persistent  Use  Wins 


"'Is  the  money  spent  on  show  cards  productive  of  as 
good  results  as  if  spent  on  some  other  form  of  advertising? 
Do  they  really  sell  goods?  It  may  be  all  right  for  the  gen- 
eral merchant  or  the  department  store  to  use  show  cards  ex- 
tensively, because  the  classes  of  goods  carried  in  stock 
readilv  lend  themselves  to  such  treatment;  but  what  is  the 
use  of  a  small  shoeman  like  myself  spending  money  in  this 
way?  People  around  here  want  to  know  the  price  first, 
therefore  a  small  price-ticket  is  enough.  If  the  price  suits, 
they  will  come  in,  and  I  can 
do  the  rest  myself.'' 

This  is  the  attitude  taken  by 
one  shoe  retailer  apropos  of 
the  discussion  on  the  effective 
use  of  show  cards  in  a  recent 
issue  of  the  Shoe  and 
Leather  Journal.  And  we 
doubt  not  that  this  case  is  but 
typical  of  many  others  in  dif- 
ferent parts  of  Canada. 

Xow.  it  is  not  so  much  the 
intention  to  discuss  here  the 
mechanical  details  of  this 
problem — viz.,  the  actual  writ- 
ing of  the  show  card  and  how 
it  is  done — as  to  look  at  it 
from  a  more  general  stand- 
point, and  to  note  the  charac- 
teristics which  make  a  show 
card  effective.  A  few  of  these 
discussed  in  the  article  men- 
tioned were :  Color  harmony, 
variety  in  size  and  shape,  the 
use  of  the  right  number  of 
cards,  and  special  seasonable 
cards.  Before  going  further 
and  pointing  out  more  of  the 
notable  characteristics  of 
modern  cards,  we  will  tackle 
the  problem  right  side  fore- 
most, by  dealing  with  the 
questions  that  seem  to  worry 
previously. 


and  whether  you  can  afford  it  or  not.  If  so,  you  step  in 
and  secure  it.  Now,  what  made  that  sale,  in  the  ultimate 
analysis?  The  goods?  Of  course,  if  the  quality  were  not 
there,  no  show  card  could  persuade  you  to  purchase;  but  the 
fact  remains  that  if  the  show  card  had  not  made  you  "sit 
up  and  take  particular  notice,"  the  store  would  have  lost  a 
sale,  and  you  a  bargain.  That  show  card  made  a  profit  for 
the  store  and  did  you  a  good  turn.    Did  it  not  pay?' 

And,  do  you  know,  there  are  a  multitude  of  human  in- 
terrogation points  with  needs 
and  desires  like  your  own,  who 
are  being  influenced  in  just 
this  way,  by  show  cards  every 
day.  Many  of  them  are  stop- 
ping before  your  window  and 
then  passing  on,  because  there 
are  no  show  cards  linking  up 
the  shoes  displayed  there  with 
their  needs?  Isn't  that  quite 
probable  ? 

Indirect  Results 

■  This  is  an  example  of  the 
direct  results  obtained  from 
the  use  of  show  cards,  but 
what  of  the  indirect  results, 
of  the  cards  on  duty  day  after 
day  that  constantly  link  the 
passer-by  to  the    store  with 


power  r 


We 


How  to  turn  an  important  society  event  to  good 
advantage 


our  retail  friend  mentioned 


Do  They  Sell  Goods  ? 

To  answer  this  query,  put  yourself  in  the  mental  atti- 
tude of  the  average  consumer.  Walk  along  the  main  street 
in  a  large  town  or  city  and  stop  before  a  display  of  cloth- 
ing, for  example.  You  admire  the  natty,  fashionable  ap- 
pearance and  the  evident  workmanship.  But  what  do  you 
know  about  the  hidden  details  of  their  manufacture?  Are 
they  durable?  Will  they  be  suited  to  the  purpose  for  which 
you  need  them  ?  Perhaps  at  the  time  you  are  not  interested 
enough  to  take  any  further  steps  toward  satisfying  yourself 
on  these  points,  and  so  are  about  to  start  on,  when  you  note 
an  attractive,  artistic  card  stating  concisely  the  price,  the 
quality  and  value.  This  puts  a  different  aspect  on  the  mat- 
ter.   You  know  exactly  whether  it  will  suit  your  purpose, 


ever-increasing 

have  one  such  shoe  firm  in 
mind  that  is  noted  throughout 
the  length  and  breadth  of  a 
large  city  for  its  artistic  show 
cards.  These  not  only  produce 
immediate  results,  but  also 
serve  to  keep  the  store  prom- 
inently before  the  passer-by. 
When  he  needs  footwear  he 
naturally  thinks  first  of  such 
a  store  as  this,  and  other 
things  being  equal,  will  make  his  purchase  there.  You  can- 
not overestimate  the  indirect  advertising  value  of  good  show 
cards  tastefully  displayed  day  after  day. 

Show  Cards  vs.  Newspaper  Ads. 

An  authority  on  show  cards  makes  this  comparison,  as 
follows :  "Have  you  ever,  while  in  a  store,  noticed  a  card 
setting  forth  an  article  at  a  price  probably  lower  than  you 
had  seen  the  same  before,  and  as  a  result,  have  purchased 
it  through  the  agency  of  that  card?  And  possibly  you  have 
been  surprised,  in  talking  with  the  merchant,  to  hear  him 
state  that  he  had  advertised  that  same  article  in  the  news- 
papers, but  the  simple  silent  card  had  produced  more  re- 
sults than  all  the  other  ads.  put  together.  Well,  it  wouldn't 
have  surprised  you  if  you  had  thought  for  a  moment.  You 
undoubtedly  are  too  busy  to  read  the  itemized  advertise- 
ments in  the  newspapers.    That's  why  you  didn't  see  the  ad., 
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but  you  did  see  the  card  and  you  spent  your  money.  Far 
be  it  from  me  to  decry  the  value  of  other  advertising;  the 
newspapers  are  good,  but  the  show  card  stands  supreme, 
when  cost  and  time  are  considered.  Other  forms  may  be 
read  and  forgotten  before  the  opportunity  for  purchasing- 
presents  itself ;  but  the  show  card  is  right  'on  the  spot/  and 
appeals  to  the  customer  at  the  psychological  moment." 

Just  how  nearly  correct  this  comparison  is,  may  be  a 
matter  of  debate.  It  depends  very  largely  upon  the  locality 
and  the  situation  of  the  store  in  that  locality.  To  secure 
the  best  possible  results  from  cards,  the  store  should  be  upon 
a  well-traveled  street.  It  is  obvious  that  their  usefulness  is 
decidedlv  curtailed  if  the  passers-by  are  few  in  number.  In 
such  case,  newspaper  or  other  forms  of  advertising  must  be 
used  to  draw  customers  to  the  store.  In  the  case  of  the 
larger  store,  the  two  should  be  supplementary.  Neither  can 
do  the  most  efficient  work 
without  the  other.  It  should 
be  remembered  that  the  show 
card  can  reach  no  one  but  the 
passer-by.  To  neglect  it  on 
that  account,  however,  is  the 
rankest  folly,  and  is  courting 
failure,  or,  at  least,  very  lim- 
ited success. 


orowth  of  these  establishments,  will  be  a  proportionate  suc- 
cess if  applied  elsewhere,  even  though  under  changed  con- 
ditions. 

Re-Adjustment  Necessary 

The  truth  must  be  faced  frankly.  It  is  only  too  true 
to-day  that  manv  shoemen  appear  to  be  either  too  set  in 
their  ideas  or  too  unprogressive  to  adjust  themselves  to  the 
onward  sweep  of  merchandizing  methods— and  the  show 
card  has  proven  to  be  one  of  the  most  efficient  of  these.  It 
matters  little  what  commodity  is  being  sold ;  these  methods 
will  apply  to  any  given  conditions.  Eternal  vigilance  is  the 
price  of 'success  in  the  shoe  trade,  as  in  any  other  line  of 
business. 


However, 


Price 


Appearance 
f>c  as  Particular 
I0ilk^our5ho^ 

As  UouAre 
Hats 


Show  Cards  vs 
Tickets 

Taking    up    this  retailer's 
statement,   that   price  tickets 
alone  are  sufficient,  it  is  only 
necessary  to  define  "price"  to 
refute  his  reasoning.    What  is 
"price"?    It  is  a  purely  rela- 
tive term.    Price    figures  in 
themselves    offer    no  induce- 
ment    to     prospective  pur- 
chasers.    In  connection  with 
the  name  of  an  article,  they 
may  have  some  significance,  if 
that  article  is  well  known,  not 
otherwise.    Price  means  noth- 
ing, unless  associated  with  a 
well-defined   idea   of  quality. 
If  you  ticket  a  pair  of  shoes 
at  $3.87,  no  one  but  a  well- 
posted    shoeman    may  know 
whether  a  bargain  is  being  of- 
fered or  not.    This  fact  is  what  makes  the  price  ticket  alone 
a  negligible  factor.     But  a  good  show  card  containing  a 
few  terse  phrases  illustrative  of  the  exceptional  quality  of 
the  offering,  makes  price  figures  really  intelligible.    Not  one 
person  in  a  hundred  considers  price  alone,  because  he  is  not 
certain  whether  he  is  getting  value  for  his  money  or  not. 
Therefore,  unless  in  dire  need  of  the  article  displayed,  a 
mere  price  ticket  will  not  bring  him  inside  into  contact  with 
the  selling  ability  of  the  shoeman. 

As  for  the  argument  that  show  cards  may  be  all  right 
for  the  large  merchant,  but  not  for  the  shoe  retailer  doing 
business  on  a  small  scale,  we  would  interpose  a  large,  in- 
sistent "Why"?  If  they  are  not,  then  we  must  admit  that  the 
combined  judgment  and  methods  of  exploiting  goods  in  many 
of  our  most  successful  stores  are  entirely  wrong.  Are  we 
prepared  to  go  thus  far?  Hardly.  It  stands  to  reason  that 
any  method  that  has  been  so  important    a    factor    m  the 


A  card  bound  to  attract  the  best  class  of  women's 
trade 


Good  Show  Cards  Required 

to  secure  the  effect  you  desire,  great  care 
must  be  taken  to  see  that  the 
show  cards  used  are  in  every 
way  worthy  of  being  the  silent 
representatives  of  a  progres- 
sive store.    As  we  have  men- 
tioned    elsewhere,  careless, 
slipshod   lettering   and  cheap 
cardboard  are  fatal  to  positive 
results.    It  is  usually  far  bet- 
ter to  have  this  work  done  by 
experts  at  the  game— another 
case  of  "shoemaker,  stick  to 
your  last."    It  takes  time  and 
continued  effort  to  become  a 
really  expert  show  card  writer, 
and  you  must  decide  whether 
you  have  the  time  and  aptitude 
necessary  to  accomplish  this 
end.    If  your  business  is  large, 
you  certainly  have  not.  But  if 
you  have  a  wide-awake,  ambi- 
tious clerk  with  a  little  artis- 
tic ability  lying  dormant,  why 
not  arouse  him  to  the  oppor- 
tunity lying  before  him?  With 
the   various   modern   aids  to 
self-education,  such  as  corre- 
spondence schools  and  night 
schools  of  different  sorts,  any 
really  determined    clerk  can 
become  efficient,  according  to 
the  time  and  energy  employed 


in  the  quest  for  knowledge.  We  know  of  one  employer  who 
was  so  much  in  earnest  in  his  desire  to  secure  proper  help 
of  this  kind,  that  he  offered  to  pay  the  fees  of  one  of  his 
bright  young  salesmen  if  he  would  set  himself  to  spare-time 
study  His  offer  was  accepted,  and  to-day  his  investment 
has  returned  to  him  many  fold,  as  the  appearance  of  his  win- 
dows show. 

Watching  for  New  Ideas 

If  some  such  plan  is  not  feasible,  secure  the  best  out- 
side aid  you  can.  Price  is  not  the  main  object.  Neat,  rapid, 
artistic  work  is  the  main  desideratum.  But  it  does  not  fol- 
low that  even  though  you  are  not  doing  the  actual  work, 
you  cannot  be  of  material  aid  to  the  card-writer.  Many  a 
man  has  an  artistic  eye  and  hand,  yet  has  to  rely  on  some- 
one else  for  his  ideas,  especially  if  the  business  is  not 
f  Continued  on  page,  49) 
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Bringing  Trade  to  the  Retailer 

Some  Ingenious  Publicity  and  Patronage  Winning  Methods  Adopted  by  an  Enterprising  Firm — 
Keeping  Tab  on  Customers'  Wants — Other  Devices 


In  a  large  city  or  in  a  suburban  centre  it  may  not  be 
possible  or  profitable  for  the  average  retailer  to  use  the  col- 
umns of  the  daily  papers  to  present  the  merits  and  qualities 
of  his  goods,  for  several  reasons.  He  is  away  from  the  busy, 
down-town  crowds  and  the  rates  of  advertising  in  metropoli- 
tan dailies  may  be  too  heavy  for  the  shoeman  to  pay,  as  his 
turnover  does  not  possess  the  possibilities  of  development  of 
a  huge  central  establishment,  and  he  has  no  opportunity  of 
catching  the  eye  of  thousands  upon  thousands  of  passers-by. 


on  the  lookout  for  fresh  ideas.  He  reads  trade  journals  with 
a  desire  to  improve  his  service  and  is  constantly  on  the  qui 
vtve  for  pointers  which  he  can  appropriate  and  make  all  his 
own.    Here  are  some  of  them : 

Looking  After  Children's  Trade 

To  each  child  or  parent  who  buys  a  pair  of  boy's  or 
girl's  shoes  in  his  store  he  inserts  the  following  leaflet  in  the 
parcel  or  carton : 


CHILDREN'S  BIRTHDAY  RECORD. 

TO  OUR  PATRONS : — We  have  opened  a  Birthday  Record  in  connection  with  our  Children's 
Department,  and  will  send  a  Birthday  Souvenir  to  all  children,  boys  or  girls  (between  the 
ages  of  four  and  twelve  years)  who  fill  in  the  information  required  and  return  this  sheet  to 
our  store  : 

"  Fill  in  the  names  of  all  children  in  your  jamily"  between  4.  and  12  years. 


DATE 

NAME 

ADDRESS 

AGE 

BIRTHDAY 

When  the  sheets  are  returned  the  names  will  be  entered  in  a  special  book,  with  a  page  for  every 
day  in  the  year,  and  the  Souvenir  mailed  so  as  to  reach  the  child  on  the  correct  day. 

DO    IT  NOW! 


(dealer's  name). 


His  clientele  is  chiefly  local  and  confined  to  the  district 
where  he  is  doing  business.  He  can,  however,  extend  and 
expand  it  to  a  wider  extent,  and  he  should,  therefore,  neglect 
no  scheme  of  a  legitimate  nature  that  will  bring  more  busi- 
ness to  the  store. 

Getting  Close  to  the  People 

Originality  and  resourcefulness  count  in  almost  any  en- 
deavor, and  the  closer  that  a  shoeman  can  come  into  contact 
with  the  requirements  and  personality  of  his  customers,  the 
more  likely  they  are  to  remain  with  him.  He  gets  in  time  to 
know  them  all  individually,  and  they  in  turn  become  ac- 
quainted with  him  and  the  excellence  and  superiority  of  his 
stock. 

One  of  the  most  progressive  retailers  on  a  leading  busi- 
ness street  on  the  outskirts  of  Toronto  has  built  up  a  trade 
and  connection  of  which  he  has  every  reason  to  feel  proud. 
Some  of  his  plans  are  novel  and  convincing,  and  he  is  ever 


(dealer's  address). 


If  the  parent  or  child  takes  the  trouble  to  fill  in  the 
dotted  blank  lines — which  they  generally  do — and  return  the 
slip  to  the  store,  the  entries  are  transferred  to  a  special  book- 
under  the  proper  dates.  This  book  is  gone  over  every  busi- 
ness morning,  and  the  day  previous  to  a  child's  birthday  a 
handsome  and  artistic  picture  post  card  is  forwarded  by  mail 
to  the  child.  The  card  bears  on  its  face  the  name  and  street 
address  of  the  recipient  and  the  words,  "Wishing  you  many 
happy  returns  of  your  birthday."  All  this  is  written  by  the 
shoeman  or  some  one  in  his  employ,  and  the  card  is  posted 
so  that  it  will  reach  the  child  on  its  birthday — not  a  day  too 
soon  or  a  day  late.  The  little  one  is  naturally  pleased  at 
receiving  a  personally  addressed  souvenir,  and  so  are  its 
parents.  The  cards  cost  the  shoeman  about  a  cent  apiece 
beside  the  stamp,  and  are  among  the  best  obtainable  in  the 
souvenir  line,  the  scenes  being  mostly  rural  ones  headed 
"Birthday  Greetings,"  and  showing  happy  children  at  play. 
The  missives  are  beautifully  colored  and  finished. 


THE  SHOE  AND  LEATHER  JOURNAL 


49 


Premiums  for  Young  Purchasers 

Every  juvenile  who  buys  a  pair  of  shoes  at  the  store 
has  the  choice  of  a  good  hardwood  foot  ruler  or  a  scribbling 
book,  each  of  which  costs  the  retailer  about  two  cents.  The 
premium  is  prized  by  the  shoe  purchaser  and  has  resulted 
in  corralling  a  big  trade  in  children's  footwear.  Price  is 
not  mentioned  in  the  reading  matter  on  the  scribbler  or  on 
the  ruler,  but  wearing  quality,  worth  and  workmanship  are 
referred  to. 

Some  of  the  announcements  are:  "Every  home,  that 
contains  a  boy  or  girl,  has  to  handle  the  school  shoe  pro- 
position.   We  have  settled  it." 

The  brand  is  here  named  and  the  words  added:  "Our 
school  shoes  fill  every  requirement,  fit,  shape,  looks  and  wear. 
They  are  made  strictly  for  us  and  sold  only  by  us.  Ours  is 
the  store  that  serves  you  best." 

Some  Catchy  Phrasing 

"Ever  tried  our  school  shoes?  If  not,  we  believe  you 
are  missing  the  best  school  shoes  in  the  city.  School  shoes 
are  a  leading  feature  of  this  establishment.  We  have  the 
best  leather,  the  best  shoemaking,  the  best  shapes— in  short, 
the  best  of  everything  that's  needed  in  a  school  shoe.  If  we 
don't  know  the  school  shoe  requirements  of  boys  and  girls 
who  does?   Experience  has  taught  us  exactly  what  is  needed 


and  we've  got  them." 

Adopting  a  Store  Color 

Another  card  colored  yellow— which  hue  the  establish- 
ment has  adopted  as  its  own,  and  has  all  its  envelopes  and 
letter  paper  printed  on  that  tint  of  paper-is  mailed  to  cus- 
tomers-adults-calling  attention  to  a  certain  make  of  cush- 
ion sole  shoes  for  foot  comfort.  The  special  features  are 
pointed  out  and  the  price  named.  An  appeal  is  made  to 
men  and  women  who  have  to  be  on  their  feet  a  great  deal 
of  the  time  to  try  these  shoes.  _  _ 

"And"  remarked  the  dealer,  "if  the  recipient  of  the 
card  does'  not  come  in  for  a  pair  the  card  is  frequently 
handed  to  a  friend  and  we  have  records  of  many  sales  made 
through  mailing  these  cards." 

Keeping  Tab  on  Customers 

"We  have  here  a  filing  or  card  index  system  with  the 
name,  address,  occupation  and  clays  of  J^f™?*™* 
the  customer.    We  keep  this  up  to  date  and  add  detar  a 
about  price,  size,  and  any  other  memoranda  that  wdl  help 
in  meeting  the  wants  of  patrons  as  well  as  the  occasions  on 
which  cards,  leaflets  or  other  advertising  matter  »  mailed 
to  them.    It  is  a  most  complete  record,  as  you  can  see  for 
yourself  by  examining  the  particulars.    We  learn  or  soon 
learn  to  know  the  names  of  our  customers,  and  the  facts 
here  are  invaluable  in  serving  their  respective  wants  It 
of  course,  takes  a  little  time  to  make  these  entries  but  we 
do  it  in  slack  moments,  and  it  amply  repays  us  as  it  develops 
the  personal  element  of  salesmanship  and  relationship  _  be- 
tween us  and  the  public.    If  a  man  or  woman,  who  is  a 
stranger,  enters  and  buys  a  good  pair  of  shoes,  and  carries 
the  parcel  home,  we  ask  the  caller  his  or  her  name  and 
address,  and  have  never  been  refused  this  information.  We 
later  enter  this  on  a  card  and,  by  the  index  system,  when 
mailing  literature  from  our  store,  we  see  that  suitably  print- 
ed matter  goes  forward  to  all  new  and  old  customers. 

"We  seek  to  interest  children,  knowing  that  if  wc  secure 


their  sympathy  and  co-operation,  the  parents,  in  nine  times 
out  of  ten,  will  come  here  to  have  their  wants  supplied  as 
well." 

Shoes  for  All  Classes 

"We  also  keep  shoes  to  meet  the  needs  of  every  worker 
in  the  factories  around  here,  and  follow  special  plans  to 
make  known  this  fact.    For  instance,  here  is  a  little  pocket 
or  note-book  which  costs  us,  roughly  speaking,  a  cent  each. 
On  the  cover  is  an  announcement  to  the  effect  that  we  keep 
flame-proof  moulders'  shoes,  which  are  a  safeguard  against 
accident.    They  are  perfect  fit,  hub  core,  asbestos  tan,  flame 
and  steam-proof,  etc.    We  state  the  price  on  the  booklet 
and  also  the  fact  that  they  are  union-made,  where  they  can 
be  obtained,  etc.    The  other  morning,  just  as  the  men  in  a 
certain  moulding  shop  were  going  to  work,  we  had  a  boy 
stationed  at  the  entrance  of  the  industry,  and  he  gave  each 
man  one  of  these  booklets  which  have  several  pages  inside 
for  memos  and  easily  fit  the  vest  pocket.    The  mechanics 
were  pleased  to  receive  them,  and  the  proceeding  in  no  way 
interfered  with  the  work  of  the  foundry.    Every  worker 
had  one  when  he  went  in  and  would  likely  retain  the  book 
as  a  reference,  or  read  the  printed  matter  when  he  got  home. 
We  have  made  several  sales  of  moulders'  shoes  as  a  result 
of  this  method  of  making  the  men  acquainted  with  what  we 
have  for  their  individual  wants.    With  other  trades  we  fol- 
low a  similar  practice,  but  this  proposition  will  probably  give 
you  some  indication  of  our  publicity  methods  and  how  we 
manage  to  add  each  year  to  the  volume  of  our  business  and 
keep  such  a  large  and  well  assorted  stock  on  our  shelves," 
concluded  the  retailer. 


Do  Show  Cards  Pay? 

(Continued  fron  page  47) 
familiar  to  him.  Here  is  where  you  can  shine.  Everything 
you  see  in  a  magazine,  newspaper,  or  anywhere  else,  that 
you  think  could  be  adapted  to  show  card  use,  clip  it  out,  or 
jot  it  down  at  once,  and  file  it  carefully  away.  It  may  be 
invaluable  later  on.  In  this  way,  you  or  your  card  writer 
will  never  be  at  a  loss  for  ideas,  and  once  the  habit  is 
formed  it  becomes  second  nature.  The  same  thing  applies 
to  illustrations  that  might  be  of  use.  It  is  always  well  to 
remember  that  there  is  nothing  really  original.  The  best 
ideas  are  merely  those  of  someone  else  adapted  to  suit  the 
circumstances ;  hence  the  folly  of  depending  altogether  upon 
one's  own  brain  for  necessary  ammunition.  This  policy  per- 
sisted in  will  bring  astonishing  results. 

Exceptional  Cards  Unnecessary 

While  it  is  well  to  have  all  cards  as  artistic  as  pos- 
sible neatness  and  catchy  illustrations  and  wording  are  even 
more  important.  The  cards  reproduced  here— the  work  of 
A  A.  Daoust,  of  G.  G.  Gales  and  Co.-are  exceptional,  and 
can  only  be  duplicated  by  writers  who  have  the  most  modern 
apparatus  and  are  thoroughly  artistic  and  unusually  deft  of 
finder  As  will  be  seen,  they  were  made  expressly  for  spe- 
cial occasions  that  were  of  interest  to  the  class  of  patrons 
frequenting  this  store. 

Careful  workmanship  and  continual  "up-to-date-ness  m 
showcards,  if  we  may  coin  such  a  word,  will  win  trade  for 
the  store  every  time.  Don't  take  our  word  for  it.  A  trial 
is  inexpensive.    Then  give  it  a  thorough  trial ! 
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Business  Boosters 

Practical  Ideas  From  Here  and  There-Suggestions  Gleaned  From  Those  Who  Have  Benefited 
by  Their  Use— Watch  for  These  Timely  Hints 


Weekly  Specials. 

St.  John: — Any  shoeman  can  quickly  boost 
his  weekly  cash  sales  and  clear  out  old  stock 
by  adopting  a  plan  in  use  here  by  one  dealer. 
Each  week  he  features  some  one  line  of  shoes 
he  is  determined  to  get  rid  of,  and  makes 
the  prices  very  attractive.  He  advises  people 
of  this  fact  by  enclosing  a  neatly  printed 
circular  in  each  parcel  leaving  the  store  as 
well  as  by  newspaper  advertising.  The  cir- 
cular reaches  the  customer  when  he  or  she  is 
in  the  most  receptive  mood — on  opening  the 
parcel — and  has  resulted  in  a  large  increase 
in  trade.  He  is  quite  frank  in  his  reasons  for 
desiring  to  sell  the  shoes  in  question  and 
counts  on  the  price  to  overcome  any  objec- 
tion to  out-of-date  styles  or  shop-worn 
goods. 

Spick-and-Span  Rigs. 

Toronto: — One  firm  here  is  noted  for  the 
smart  appearance  of  its  delivery  outfit. 
The  secret  is  perspiration,  not  stagnation. 
Every  day  the  rig  is  washed  with  a  hose,  the 
harness  carefully  cleaned  and  all  metal  parts 
polished.  The  two  horses  are  also  given 
close  attention,  one  being  used  for  the  morn- 
ing, the  other  for  the  afternoon  deliveries. 
They  are  consequently  always  fresh-looking 
and  shining.  The  resulting  appearance  has 
proven  a  splendid  ad.  for  the  firm  and  is 
favorably  commented  on  by  everyone.  With 
very  little  trouble  this  form  of  advertising 
can  be  duplicated  by  all  shoemen  who  deliver 
in  this  wav. 


Adding  Machine  Saves  Labor. 

Hamilton: — One  merchant  here  was  per- 
suaded or  perhaps  hypnotized;  by  a  smooth 
salesman  into  parting  with  a  lot  of  money  in 
exchange  for  an  adding  machine.  But  he  now 
blesses  the  day  he  did  so.  Sales  checks, 
monthly  bills,  invoices,  stock  sheets,  in  fact, 
everything  that  can  be  expressed  in  figures 
can  be  totaled  up  and  calculated  with  abso- 
lute accuracy  and  no  mental  labor.  This 
merchant  says  that  he  would  not  be  without 
it  for  any  reasonable  amount,  and  he  has 
saved  the  original  outlay  in  decreased  office 
expenses. 

Cash  Registers  Invaluable. 

Brandon: — "The  day  of  the  old-fashioned 
till  underneath  the  counter  has  gone  forever. 
If  any  retailer  still  clings  to  this  ancient  relic, 
put  him  down  as  a  back  number,"  says  a 
dealer  here.  "It  took  a  lot  of  persuasion  to 
make  me  see  the  benefits  of  a  first-class  cash 
register,  but  I  have  proven  that  they  are 
absolutely  necessary  to  unfailing  accuracy 
in  keeping  track  of  cash  sales.  The  human 
memory  under  the  stress  of  business  is  too 
frail  a  reed  to  lean  upon.  The  old-style  sill 
often  leads  to  financial  embarrassment,  if  not 
bankruptcy."  Here's  a  truth  that  surely 
does  not  need  further  emphasis. 


Trolley  Ladders  Unprofitable. 

Halifax: — A  shoeman  here  after  years  of 
climbing  up  and  down  trolley  ladders  to 
reach  that  part  of  his  stock  next  to  the  ceil- 
ing, finally  became  disgusted  and  cut  his 
shelving  down  so  that  he  could  reach  the 
top  shelf  unaided  by  a  ladder.  The  stock 
displaced  he  made  room  for  by  a  rearrange- 
ment of  the  entire  store.  The  remodeled 
interior  looks  immensely  better,  the  custom- 
ers are  served  much  more  quickly,  and  the 
salesmen  have  infinitely  less  trouble.  Besides, 
the  stock  out  of  reach  was  not  pushed  to  the 
same  extent  by  the  salesmen  as  that  within 
easy  reach.  This  is  now  done  away  with, 
and  no  dead  stock  results.  Here  is  a  stunt 
for  merchants  with  similar  interior  arrange- 
ments. 

Changing  Window  Displays. 

St.  John: — "One  of  the  secrets  of  success- 
ful window  displays  is  seeing  that  frequent 
changes  of  trim  are  made.  When  a  person 
sees  the  same  old  shoes  stuck  in  the  windows 
in  the  same  old  uninviting  way,  week  after 
week,  he  is  prone  to  size  up  the  store  as  a 
back  number.  We  believe  in  changing  dis- 
plays at  least  once  per  week,  either  by  rear- 
ranging the  shoes  in  the  windows,  or  placing 
therein  an  entirely  new  line.  Frequent 
changes  in  the  style  and  shape  of  show  cards 
and  price  tickets  help  very  materially  to 
achieve  this  end."  The  experience  of  this 
merchant  should  be  of  value  to  every  shoe- 
man  in  boosting  his  sales. 


Brilliant  Windows. 

Montreal : — The  Boston  shoe  store  have  an 
effective  way  of  attracting  attention  to  their 
windows  situated  upon  a  prominent  uptown 
corner.  The  ceilings  of  these  windows  are 
covered  with  medium-sized  beveled  squares  of 
mirrored  glass  ;  the  backs  and  sides  with  or- 
dinary mirrored  glass.  From  every  other 
square  is  suspended  an  incandescent  light 
in  the  exact  centre,  and  the  reflection  of  the 
lights  upon  the  mirrored  glass  makes  a  bril- 
liantly lighted  front,  which  is  instrumental 
in  halting  many  people  to  look  at  the  goods 
displayed.  One  criticism  of  this  arrangement 
might  be  that  the  reflection  thus  created  is 
almost  too  garish  to  attract  people  of  refined 
tastes.  However,  it  undoubtedly  compels 
attention  which  is  the  object  desired. 

Featuring  Current  Events. 

Winnipeg: — What's  the  matter  with  turn- 
ing some  of  the  important  or  interesting 
local  happenings  to  your  own  advantage  by 
using  them  as  a  basis  occasionally  for  your 
window  displays?  For  instance,  a  prominent 
shoeman  here  dressed  his  windows  with 
different  outdoor  sporting  goods,  such  as 
moccasins,  skiing  and  skating  boots,  skates, 


gloves,  snow  shoes  and  hockey  sticks  just 
previous  to  a  winter  carnival.  He  did  not 
crowd  his  windows  and  made  the  arrangement 
most  natural  and  attractive.  He  did  a  "  land- 
office"  business,  in  these  commodities  as  a 
result.  Again  a  week  before  a  large  charity 
ball,  he  dispalyed  most  effectively,  a  complete 
line  of  men's  and  women's  fancy  slippers, 
dancing  pumps,  hosiery  and  appropriate 
findings.  He  scored  a  win  this  time  also. 
Handsome  cards  helped  out  the  desired  effect. 
This  scheme  could  be  worked  in  every  locality 
if  the  shoeman  would  only  become  alive  to 
its  value. 

Another  Example. 

Regina: — "We  use  both  ordinary  and 
noteworthy  local  happenings  to  lend  point 
to  our  advertising,  whenever  we  can  do  so 
without  stretching  the  moral  too  far,"  said 
a  retailer  here.  "If  a  pedestrian  without 
rubbers  falls  on  an  icy  walk  and  receives  a 
severe  shaking,  we  make  note  of  the  event 
to  enforce  our  arguments  as  to  the  desira- 
bility of  wearing  rubbers.  The  same  thing 
applies  to  the  use  of  rubber  heels.  No  names 
are  mentioned,  of  course.  There  is  no  limit 
to  the  events  that  can  be  used  to  advantage 
in  this  way  by  the  retailer,  if  he  only  has  the 
wit  to  grind  the  grist  that  comes  to  this  mill." 
That  little  "if"  is  the  obstacle  that  trips  a 
good  many  shoemen. 

Displaying  Waterproof  Boots. 

Quebec: — Actual  demonstration  of  the 
qualities  of  any  article  is  more  effective  than 
any  amount  of  mere  claims.  In  a  flat  pan 
displayed  prominently  in  his  window,  a  re- 
tailer placed  a  heavy-soled  boot  guaranteed 
waterproof.  He  covered  the  sole  to  the  depth 
of  an  inch  with  water  left  it  there  for  24  hours 
with  this  note  on  an  attractive  showcard, 
"What  more  do  you  want?  Come  in  and 
investigate."  He  did  this  daily,  using  differ- 
ent styles  of  the  same  boot  each  day.  Here 
is  a  good  idea  for  retailers  during  the  coming 
sloppy  spring  weather — so  long  as  the  boot 
is  actually  waterproof.  If  not,  this  test  had 
better  be  left  out. 


No  More  Fixed  Prices. 

Toronto: — A  shoeman  determined  to  do 
away  with  the  customary  fixed  price  on  the 
shoes  he  carried.  Instead  of  charging  $3, 
$4,  $4.50  or  $5  as  the  case  might  be,  he  de- 
termined to  add  to  the  cost  price  a  percentage 
sufficient  to  give  him  a  fair  net  profit,  and  to 
sell  at  that  figure,  whatever  it  might  be,  odd 
cents  or  even.  He  has  made  a  point  of  this 
in  his  publicity  matter,  and  finds  that  it  has 
brought  him  increased  trade  in  these  days 
when  the  cost  of  living  is  receiving  such  a  lot 
of  attention  in  the  press  and  by  the  public 
generally.  It  is  worth  trying  so  long  as  good 
faith  is  rigidly  kept  with  customers. 
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Trade  News 

Happenings  in  Shoe  Circles  All  Over  Canada — Personal  Items — Business  Openings 

That  You  Should  Know  About 


George  H.  Grills  &  Co.,  of  Ottawa  have 
sold  out  to  A.  Gould. 

C.  &  F.  Hirsch  are  offering  their  stock  in 
St.  Thomao  for  sale  by  tender. 

Samuel  E.  Faust  has  opened  a  shoe  store 
in  Zurich,  Ontario. 

Miss  Robitaille  has  started  in  the  shoe 
business  in  Quebec. 

C.  A.  Davies,  of  the  Blachford,  Davies 
Company,  Toronto,  was  in  Montreal  and 
Quebec  recently  looking  after  fall  supplies 
in  the  footwear  line. 

Wm.  Garside,  of  Garside  &  White,  Toronto, 
spent  several  days  recently  in  Montreal  and 
Quebec  visiting  the  various  shoe  factories. 

H.  B.  Pollock,  of  the  Sovereign  Shoe  Com- 
pany, Toronto,  was  in  Whitman,  Mass., 
recently  on  business. 

Retail  merchants  throughout  the  country 
report  that  spring  trade  is  opening  up  well  and 
that,  with  favorable  weather,  returns  for  the 
month  of  March  should  show  an  increase 
over  last  year. 

The  Foy  shoe  store  in  Lindsay  was  entered 
by  burglars  recently  and  robbed  of  sixty 
dollars. 

John  Xevilles,  a  shoe  repairer  in  Hamilton, 
was  blown  through  the  side  of  his  shop  by  a 
gas  explosion  that  lifted  the  roof  off  the  build- 
ing.  He  was  badly  hurt  and  severely  burned. 

Bachrach  Bros,  have  purchased  106  feet 
of  land  and  a  block  of  seven  stores  at  the  cor- 
ner of  Yonge  and  Gloucester  streets,  Toronto. 

A.  Bell  &  Co.  have  opened  a  boot  and  shoe 
establishment  at  Bassano,  Alta. 

Austin  and  Charles  Ludlow  have  formed 
a  partnership  in  the  shoe  business  at  Brant- 
ford. 

One  independent  rubber  company  has 
notified  the  trade  that  their  factory  is  so  rush- 
ed with  orders  for  tennis  and  lacrosse  shoes 
that  after  April  1st,  the  placing  discount  of 
5  per  cent,  on  these  goods  will  be  withdrawn. 

r.  N.  MacArthur,  of  Swift  Current,  Sask.. 
has  opened  a  shoe  store  in  that  centre. 

Miss  Eva  Hefkey,  daughter  of  John  C. 
Hefkey,  shoe  merchant  of  Drayton,  Ont., 
died  very  suddenly  last  month  of  pneumonia. 

The  Toronto  Board  of  Trade  proposes  to 
inaugurate  an  all-Canadian  shopping  week 
in  Toronto  at  the  beginning  of  June.  In 
London  an  all-British  week  was  held  a  year 
ago  and  created  immense  interest.  The  lead- 
ing stores  in  Toronto  will  be  appealed  to  make 


a  special  display  of  Canadian-made  and 
Canadian-produced  articles.  Energetic  action 
will  be  taken  to  make  the  move  a  success. 

The  Tom  Stedman  Shoe  Co.,  of  Winnipeg, 
have  secured  the  contract  for  the  supply  of 
winter  footwear  for  the  Winnipeg  city  police. 
The  contract  will  call  for  some  400  pairs,  and 
the  goods  have  to  be  delivered  October  f, 
191 1.  This  firm  has  recently  made  consider- 
able alteiations  and  improvements  in  their 
store.  The  windows  have  been  modernized 
and  the  inside  of  the  store  has  been  generally 
enlarged  and  made  more  roomy. 

All  the  leading  shoe  manufacturers  are  now 
sending  out  travelers  with  fall  samples  and, 
before  the  end  of  the  month,  many  of  the  retail 
dealers  will  have  been  visited. 


New  Westminster,  B.  C, 
The  Acton  Publishing  Co.,  Ltd., 
Toronto. 

Dear  Sirs — Find  enclosed  $1.00, 
being  in  full  of  my  subscription  to 
July,  191 1.  I  always  look  forward  to 
receiving  your  journal  every  month, 
and  I  consider  it  the  best  of  them  all. 
Trade  is  good  with  us.  We  are 
moving  in  a  larger  store  on  the  1st 
of  January,  1911. 

Trusting  this  finds  your  business 
prosperous,  I  remain, 

Yours  truly, 

W.  E.  Sinclair. 


Daniel  Dengate,  representing  John  Len- 
nox &  Co.,  of  Hamilton,  was  seized  with 
an  attack  of  heart  trouble  while  out  on  a 
trip,  and  died  at  Tilbury  after  a  few  hours' 
illness. 

W.  A.  Hamilton,  of  the  W.  B.  Hamilton 
Shoe  Company,  Toronto,  spent  a  week  recent- 
ly among  the  factories  of  Montreal  and  Quebec 
viewing  fall  lines. 

The  premises  of  Thomas  Lang,  boot  and 
shoe  merchant,  Millbrook,  Ontario,  were 
destroyed  by  fire  on  March  12th,  in  a  blaze 
which  wiped  out  several  stores  in  the  village. 
Mr.  Lang's  stock  was  valued  at  $5,000  and 
on  it  there  was  an  insurance  of  $4,500.  The 
building  was  valued  at  $3,000  and  insured 
for  $2,000. 

S.  C.  Rathwell,  of  Clinton,  Ont.,  has  sold 
his  shoe  business  to  C.  Hoare. 

The  Hub  Clothing  store,  A.  I.  Katz, 
proprietor,  Kenora,  has  started  business 
and  will  carry  shoes. 

George  E.  Boulter,  Toronto,  spent  some 


time  recently  in  Montreal  and  other  points 
east  on  business. 

E.  S.  Kingsley,  manager  of  the  Canadian 
branch  of  the  North  British  Rubber  Co., 
spent  a  few  days  recently  in  Montreal. 

L.  M.  Stock  has  gone  to  the  West  to  cover 
that  territory  for  the  Walker,  Parker  &  Co., 
Toronto,  with  fall  samples. 

The  Minister  Myles  Shoe  Company  are 
represented  in  the  Maritime  Provinces  by 
T,  J.  Gallagher,  of  Shediac,  N.  B.,  for  the 
fall  selling  campaign  while  R.  G.  Myles  will 
cover  all  of  Quebec.  H.  B.  McGee  will  super- 
vise Eastern  Ontario  and  J.  E.  Fawkes, 
Western  Ontario.  David  McKee  is  the 
traveling  man  from  Sudbury  to  the  Rockies, 
while  the  J.  Leckie  Co.,  Limited,  of  Vancouver 
will  cover  British  Columbia  and  the  Yukon. 

F.  Blouin,  Quebec,  has  purchased  the  old 
Riverside  shoe  factory  and  will  move  into 
the  premises  May  1st.  Mr.  Blouin  is  going 
to  specialize  of  high  class  shoes,  and  will,  for 
the  first  year,  occupy  two  flats  himself.  The 
other  floors  will  be  rented  to  various  shoe 
makers.  Marier  &  Trudel  will  move  with 
Mr.  Blouin,  while  Richard  Freres  and  Luc 
Routier  will  continue  to  occupy  space  they 
are  now  using. 

Tourigny  &  Marois,  Quebec,  are  going  to 
build  a  new  factory,  70x310  feet,  five  flats. 
They  will  have  a  capacity  for  4,000  pairs  a 
day.  The  new  building  will  be  up-to-date  in 
every  respect  after,  the  modern  lines  of  the 
latest  American  factories. 

Some  changes  have  been  made  in  the  or- 
ganization of  the  A.  P.  Cimon  Shoe  Mfg.  Co., 
Montreal.  A.  P.  Cimon  continues  as  presi- 
dent, but  Jos.  Beauchamp,  Lynn,  Mass., 
becomes  manager.  Dr.  L.  Z.  Renaud  is  now 
secretary-treasurer.  Mr.  Beauchamp  has 
been  connected  with  some  of  the  best  shoe 
factories  in  Montreal  and  the  New  England 
states,  and  his  experience,  combined  with 
that  of  Mr.  Cimon,  should  result  in  some  fine 
manufacturing.  The  company  is  putting 
out  a  new  waterproof  line. 

J.  I.  Chouinard,  president  of  the  Regina 
Shoe  Company,  Montreal,  announces  the 
purchase  of  a  block  of  property,  150  feet,  on 
Notre  Dame  street  and  118  feet  on  Bones- 
cours  street,  which  will  result  in  a  consider- 
able addition  to  the  present  factory,  which 
has  been  enlarged  several  times  in  the  past 
two  years.  The  Regina  property  now  forms 
almost  a  whole  city  block.  Two  new  floors 
will  be  placed  on  top  of  the  three  storeys  at 
present  constituting  the  new  acquisition, 
but  this  will  not  be  done  for  some  little  time. 
The  factory  and  warehouse  will  be  separated. 
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but  in  the  same  building.    The  concern  has 
at  its  disposal  25,000  square  feet  of  ground. 

T.  C.  McCordick,  tanners,  of  St.  Catharines 
have  just  completed  a  large  new  addition 
to  their  tannery,  having  built  a  new  beam 
house  and  have  installed  new  and  up-to-date 
machinery.  They  will  be  in  much  better  shape 
to  handle  their  ever-increasing  business  than 
heretofore. 

Other  Moves. 

R.  Neill,  of  Peterboro.  has  removed  his 
Berlin  branch  to  Chatham. 

J.  Weir,  Kamloops,  B.  C,  has  gone  out  of 
business. 

Samuel  Schwartz,  of  Windsor,  has  been 
succeeded  by  Schwartz  &  Cherniak. 

James  Ferguson  has  started  a  shoe  busi- 
ness in  Renfrew. 

Hermstein  &  Dixon,  of  Port  Arthur,  have 
dissolved.    Mr.  Dixon  continuing. 

K.  Watson  ,Lethbridge  ,Alta.,  has  sold  out. 

J.  M.  Fraser,  of  St.  Stephen,  N.  B.,  has 
sold  to  J.  W.  Scovil  Co. 

John  McQuillan,  of  Cowansville,  Que., 
has  been  succeeded  by  McQuillan  &  Loiselle. 

J.  M.  Carscadden  has  started  business  at 
Red  Deer,  Alberta. 


Charles  Congdon,  of  Winnipeg,  who  has 
been  manager  of  the  James  McCready  Co., 
of  Montreal,  in  the  West,  is  leaving  for  the 
metropolis  where  he  will  take  an  important 
position  with  the  Ames-Holden-McCready 
merger.  Mr.  Congdon  has  lived  for  the  past 
twenty-nine  years  in  Winnipeg  where  he  was 
an  influential  member  of  the  school  board 
and  other  public  interests.  The  Ames- 
Holden  branches  in  Winnipeg,  Calgary  and 
Edmonton,  and  the  Jas.  McCready  branches 
at  the  same  points,  will  be  merged  into  one 
branch  each  at  these  various  places.  A.  L. 
Johnson,  the  present  Western  manager  of 
the  Ames-Holden  company,  is  to  have  charge 
of  the  new  concern  in  the  West,  with  head- 
quarters at  Winnipeg. 

It  would  appear  from  the  number  of  in- 
quiries daily  received  by  jobbers  that  tans 
will  be  worn  very  largely  during  the  coming 
summer.  The  demand  has  started  in  Toronto 
and  will  likely  be  followed  by  other  towns 
and  cities.  Requests  have  come  in  suddenly 
and  have  caught  the  wholesalers  and  factories 
somewhat  unprepared  as  they  were  not 
counting  on  this  class  of  footwear  springing 
so  quickly  into  popularity,  but  as  one  jobber 
explained,  "there  is  no  accounting  for  the 
whims  of  the  public  and,  while  we  have  been 
caught  somewhat  short,  we  will  do  whatever 
we  can  to  meet  the  situation.  Our  lines  are, 
however,  not  as  complete  as  we  would  like 
to  have  them." 

Mr.  McGibbon's  New  Enterprise. 

D.  Lome  McGibbon,  of  Montreal,  who  a 
few  weeks  ago  effected  a  merger  of  the  shoe 
factories  of  the  Ames-Holden  Company,  and 


the  James  McCready  Company,  of  Montreal, 
is  giving  evidences  of  amazing  versatility. 
Along  with  J.  W.  McConnell,  of  Montreal, 
he  has  formed  a  big  syndicate  which  took 
over  the  large  departmental  store  in  Montreal 
of  A.  E.  Rea  &  Co.  The  transfer  was  carried 
through  recently.  Mr.  McGibbon  was  elected 
president  and  J.  W.  McConnell,  F.  H.  Ward 
and  W.  H.  Goodwin  directors.  Mr.  Goodwin 
was  made  managing  director.  He  was  form- 
erly with  the  T.  Eaton  Co.,  and  lately  with 
the  Robert  Simpson  Co.,  of  Toronto,  being 
manager  of  the  Montreal  branch  of  the 
company,  which  was  conducted  under  the 
name  of  the  John  Murphy  Co..  Limited. 
New  capital  will  be  put  into  the  enterprise 
of  A.  E.  Rea  &  Co.,  which  name  the  depart- 
mental just  acquired  by  Mr.  McGibbon  and 
his  associates  will  retain — at  least  for  some 
time. 


Frank  Pang,  whose  likeness  is  present- 
ed on  this  page,  is  calling  on  the  shoe 
men  and  the  general  storekeepers  of  New 


Frank  Pang 


Brunswick,  Nova  Scotia  and  Prince  Ed- 
ward Island.  Frank  is  enthusiastic  over 
the  Shoe;  and  Leather  Journal,  and  his 
reports  to  us  state  that  everyone  down 
East  likes  the  paper  very  much.  This  is 
the  sixth  circulation  man  whose  photo- 
graph has  appeared  in  the  ShoU  and 
LbathEr  Journal.  Canada  is  covered  en- 
tirely by  the  Acton  circulation  men  with 
the  Acton  group  of  live  trade  newspapers. 

Shoe  Machinery  Company  Objects. 

An  application  has  been  made  in  Montreal 
by  Messrs.  Casgrain,  Mitchell,  McDougall  & 
Creelman,  counsel  for  the  United  Shoe  Ma- 
chinery Company  of  Canada,  for  a  writ  of 
prohibition  to  prevent  Judge  Laurendeau, 
Messrs.  William  J.  White.  K.C.,  and  J.  C. 
Walsh,  from  proceeding  as  a  board  to  investi- 
gate under  the  Combines  Investigation  Act 
the  working  of  the  company  in  Canada,  and 
from  rendering  any  judgment. 

It  is  claimed  by  the  company  that  the  ap- 
pointment of  the  board  is  without  jurisdiction, 
illegal,  and  that  the  appointment  should  be 
declared  ultra  vires  and  null  and  void.  The 
application  is  made  to  prevent  the  board 
from  continuing  in  its  sittings  on  the  main 
ground  that  there  being  an  appeal  to  the  Court 


of  King's  Bench,  appeal  side,  from  the  order 
of  the  Judge  appointing  the  Commission, 
they  cannot  legally  sit. 

Rubber  Company's  Big  Profits. 

The  U.  S.  Rubber  Co.  year  ends  this  month, 
and  it  is  expected  that  fully  10  per  cent,  will 
be  earned  on  the  common  stock. 

Taken  as  a  whole,  the  United  States  Rubber 
system  will  show  gross  income  of  nearly 
$80,000,000.  The  parent  corporation  will  do 
between  $42,000,000  and  $45,000,000  gross 
and  the  Rubber  Goods  Manufacturing  Co.,  for 
its  fiscal  yeai  showed  an  extraordinary  in- 
crease in  grcss  of  nearly  40  per  cent.,  giving 
close  to  $35,000,000  gross. 

Decline  in  Crude  Rubber. 

Crude  rubber  prices  continue  to  show  a 
decline,  both  on  this  side  and  in  the  London 
market.  Up-river  fine  is  quoted  abroad  at 
$1.54  and  in  New  York  $1.52.  This  is  net 
decline  of  five  cents  during  the  week  and  an 
18-cent  drop  from  high  figure  of  past  month. 

Against  Reciprocity. 

The  boot  and  shoe  manufacturers  of  Que- 
bec and  Ontario,  including  the  factories  in 
Toronto,  recently  signed  a  memorial  which 
has  been  forwarded  to  the  Dominion  govern- 
ment protesting  against  the  adoption  of  the 
reciprocity  pact  and  making  special  reference 
to  the  fact  that  any  lowering  of  the  present 
duty  on  shoes  would  seriously  jeopardize  the 
industry  in  Canada.  The  resolution  was 
recently  laid  on  the  table  of  the  House  by 
Hon.  Mr.  Fielding,  in  regard  to  the  repre- 
sentations reserved  for  and  against  the  agree- 
ment, now  under  considei  ation  by  the  Com- 
mons. 

Stockholders  Wrathy. 

At  the  annual  stockholders'  meeting  of  the 
Central  Leather  Company — the  Leather 
Trust — held  recently  in  Jersey  City,  N.  J., 
there  was  much  noise  and  disorder  when  the 
angry  demands  of  the  minority  interests  for 
dividends  on  the  common  stock  were  met  by 
the  reading  of  the  annual  report,  which  showed 
that  the  company's  earnings  had  fallen  short 
by  nearly  a  million  dollars  of  the  amount 
necessary  to  pay  the  preferred  dividends. 

Demanding  a  complete  investigation  of  the 
company's  books  on  the  ground  that  facts 
which  every  stockholder  was  entitled  to  know 
had  been  withheld,  the  minority  precipitated 
a  stormy  discussion.  Their  demands,  most 
of  which  were  embodied  in  a  set  of  fifteen 
questions,  received  slight  attention  from  the 
board  of  directors,  and  in  matters  where  it 
was  necessary  to  call  for  a  vote  it  was  seen 
that  the  directors  held  the  upper  hand — but 
only  by  the  slightest  margin. 

The  report  of  the  company's  operations 
during  the  year  1910,  presented  at  the  meet- 
ing, was  something  of  a  shock  to  those  who 
had  claimed  that  earnings  warranted  the 
distribution  of  6  per  cent,  dividends  to  the 
common  shareholders.  Instead  of  showing 
even  a  small  surplus  of  income  available  for 
common  dividends,  the  report  showed  that 
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large  portion  of  the  preferred  dividend  had 
not  been  earned,  and  that  it  had  been  neces- 
sary to  draw  on  the  accumulated  surplus  of 
other  years  to  the  extent  of  $836,000. 

In  1909  there  remained  a  surplus  of 
$2,504,000,  after  preferred  dividends  were 
paid,  but  last  year's  net  earnings  were  less 
than  half  those  of  1909;  hence,  the  deficit  of 
$836,000  after  the  payment  of  preferred 
dividends.  On  the  New  York  Exchange, 
Central  Leather  common  fell  to  28  on  the 
publication  of  the  report,  as  compared  with 
30  and  33  1-3  a  short  time  ago. 

"Miner"  not  "Spicer." 

In  the  last  issue  of  the  Shoe  and  Leather 
Journal,  an  item  in  the  Trade  News  section 
read  as  follows:  "The  Ontario  agents  for 
Spicer  rubbers  this  season  will  be  the  Geo.  E. 
Boulter  Co.,  Limited,  of  Toronto.  Their 
travelers  are  now  out  on  their  regular  trips 
carrying  a  full  range  of  the  Turner  Rubber 
Company's  high  quality  rubbers." 

Two  typographical  errors  in  this  item  made 
it  very  misleading  and  we  hasten  to  make 
the  necessary  corrections.  The  brand  of 
rubbers  should  have  been  "Miner"  not 
"Spicer"  as  it  appeared,  and  the  name  of  the 
manufacturers,  'Miner  Rubber  Co.,"  not 
"Turner  Rubber  Co." 

Veteran  Tanner  Dies. 

Peter  Lawson  died  last  week  at  Port  Dover 
after  a  long  public  career.  He  represented 
South  Norfolk  in  the  House  of  Commons  in 
1867.  In  1842  Mr.  Lawson  began  business 
as  a  tanner  in  Port  Dover,  his  establishment 
being  successful  from  the  start.  In  the 
fifties  he  found  it  necessary  to  erect  larger 
premises.  Fire  destroyed  his  tannery  in  i860, 
but  a  new  and  larger  factory  was  built  and 
he  continued  to  actively  engage  in  its  work 
until  five  years  ago,  when  advancing  years 
compelled  his  retirement. 

The  Wheels  are  Turning. 

At  the  new  plant  of  the  Independent 
Rubber  Co.,  Limited,  the  process  of  moulding 
crude  rubber  into  the  latest  styles  of  ser- 
viceable rubber  footwear  has  commenced. 
Our  representative  had  the  pleasure  of  seeing 
through  the  new  plant  and  was  really  sur- 
prised by  the  great  progress  which  has  been 
made.  It  will  be  but  a  short  time  now  before 
this  plant  will  be  running  full  blast  produc- 
ing Kant  Krack,  Dainty  Mode,  Royal  and 
Bull  Dog  brands  of  rubber  footwear.  There 
is  evidently  no  reason  why  the  products  of 
this  factory  should  not  be  right  up  to  the 
standard,  for  the  plant  is  surely  an  ideal  one 
in  every  respect  and  every  detail  which  would 
aid  in  keeping  the  cost  of  production  down 
to  th'-  minimum  has  been  given  careful  atten- 
tion. The  brands  of  the  Independent  Rubber 
Co.  will  be  handled  by  leading  jobbers  and  a 
range  of  samples  are  now  being  shown  by 
them. 

The  Construction  Shoe 

The  Construction  shoe  is  being  featured 
by  the  Geo.  E.  Boulter  Co.,  Limited,  this 
season.    It  is  a  heavy  shoe  'or  men  and 


boys  and  built  to  meet  the  call  for  a  shoe 
that. will  stand  extraordinary  wear  and  tear. 
While  the  term  heavy  might  suggest  a  lack 
of  style  and  comfort  such  is  not  the  case,  for 
it  is  built  on  lasts  which  provide  for  the  neces- 
sary comfort  and  really  has  a  neatness  of 
appearance  which  might  be  wondered  at. 

The  travelers  are  now  showing  a  number  of 
different  styles  in  blacks  and  tans,  and  the 
results  so  far  augur  well  for  the  success  of  this 
brand. 

General  Jottings 

K.  H.  Phillips,  of  Toronto,  Ont.,  has  gone 
to  Preston,  Ont.,  to  manage  the  business  of 
the  Solid  Leather  Shoe  Company.  Mr.  Phil- 
lips organized  the  industry  in  Toronto  and 
sold  out  in  May  last  to  Preston  capitalists 
who  removed  the  factory  to  that  town. 

E.  Meiner,  of  the  Hamburg  Felt  Co.,  Ham- 
burg, Ont.,  was  in  Winnipeg  and  the  West 
last  month  on  a  business  trip.  The  firm  will 
shortly  occupy  their  new  factory  which  is  a 
fine  modern  building  290  by  60  feet,  three 
storyes  high,  which  will  give  more  than  double 
the  capacity  of  the  old  one.  The  Hamburg 
Felt  Co.  will  in  their  spacious  new  quarters 
employ  over   1 1 50  hands. 

An  Orillia  paper  referring  to  an  issue  of 
January  17,  1868,  in  that  town  speaks  of  a 
general  merchant  who  made  a  specialty  of 
dollar  tea.  The  merchant  who  also  handled 
boots  and  shoes  was  a  fairly  liberal  advertiser 
for  those  days  but  the  amusing  part  is  that 
only  one  change  of  advertising  copy  was  al- 
lowed in  three  months. 

Thomas  Ecroyd,  for  many  years  engaged 
in  the  leather  business  in  Montreal,  «  .ed 
on  March  6th.  He  retired  from  active 
work  about  fifteen  years  ago.  Mr.  Ecroyd 
had  attained  the  ripe  age  of  eighty-three. 

Alfred  Minister,  of  the  Minister,  Myles 
Shoe  Co.,  Toronto,  leaves  in  a  few  days  for 
Winnipeg  in  the  interest  of  the  firm  and  will 
look  after  the  opening  of  more  active  Western 
connections. 

George  A.  Slater,  Limited,  Montreal,  have 
sent  out  memorial  cards  to  the  trade  referring 
with  profound  regret  to  the  death  of  their 
Eastern  Ontario  representative,  William  A. 
Van  Tassel,  who  passed  away  last  month  at 
Belleville,  Ont.  Mr.  Van  Tassel  was  one  of  the 
most  favorably  known  and  highly  respected 
shoemen  of  the  province,  and  his  passing  away 
has  caused  a  gap  in  the  travelling  ranks. 
With  the  trade  he  enjoyed  a  wide  measure  of 
esteem. 

A  Midlands  Company,  manufacturing 
splitting  and  skiving  machinery  for  use  in 
the  shoe  and  leather  industries  wish  to  ar- 
range for  the  introduction  and  sale  of  their 
specialties  in  Canada. 

The  Dominion  Supply  Company,  of  Mon 
treal,  whose  premises  on  St.  Paul  street, 
were  gutted  by  fire  some  time  ago,  and  which 
necessitated  their  taking  up  temporary 
quarters,  are  now  back  in  their  old  home, 
which  has  been  practically  rebuilt  inside, 
making  it  up-to-date  in  appearance. 


Charles  Coppleman,  of  the  National  Rub- 
ber Company,  of  Montreal,  is  now  in  the 
West  on  a  business  trip.  Louis  Vineberg,  of 
the  same  company,  is  in  British  Columbia 
calling  on  the  trade. 

L.  N.  Wiggett,  Sherbrooke,  was  in  Bos- 
ton recently  on  business. 

Mr.  Oscar  Vogt,  managing  director  of 
the  Great  West  Felt  Co.,  Limited,  Elmira, 
who  has  been  on  a  business  trip  to  the 
West,  has  returned. 

Sold  out — Nelson  Emery,  Tillbury,  Ont.; 
Peter  Bender,  Zurich,  sold  to  C.  Fritz;  F. 
Kibler,  Listowel,  to  Schell  &  Riehm;  James 
Burke,  Montreal,  to  Joseph  Lefebvre;  Eaton 
Shoe  Company,  Port  Arthur,  to  H.  D.  Wing 
Shoe  Co.;  Eugene  Charlebois,  Hull,  started 
business;  D.  J.  Millar  &  Co..  Sault  Ste  Marie, 
to  Climie  Bros.,  Geo.  McGowan,  Ottawa, 
succeeded  by  A.  B.  Dompierre,  Philipp*  , 
Michaud  &  Co.,  succeeded  by  J.  F.  Lamieux. 

Assigned. 

Octave  Hebert,  Granby,  Que.;  W.  P.  Bren- 
nan,  Ste  Theresa.  Que.;  J.  J.  Sullivan,  North 
Bay,  Ont.;  P.  Senecal,  Grand  Mere,  Que.; 
H.  F.  Weber,  Blairmore,  Alta. 

Britain  Holds  Her  Own  ir  Shoe  Trade. 

There  has  been  some  talk  from  time  to  time 
that  the  American  shoe  r.ianufacturer  is 
gradually  but  surely  forcing  the  Butish  manu- 
facturer out  of  business.  Every  now  and  then 
a  report  is  heard  that  the  British  shce  trade 
has  or  is  being  slaughtered  by  competi- 
tion from  the  United  States.  That  excellent 
weekly  periodical  "Leather"  which  Is  pub- 
lished m  London  and  is  a  recognized  authority 
on  all  subjects  connected  with  the  industry, 
m  a  recent  issue,  furnished  some  interesting 
statistics.  These  were  taken  from  a  govern- 
ment publication  which  clearly  demonstrates 
that  all  predictions  regarding  the  annihila- 
tion of  the  footwear  business  in  Britain  by 
American  factories  are  misSeading  and  that 
old  country  manufacturers  are  managing  to 
more  than  hold  their  own.  "Leather"  says 
that,  even  in  the  boom  year  1907,  the  British 
manufacturer  did  not  give  an  inch  of  ground. 
He  produced  and  sold  at  home  97,000.000 
pairs  of  boots  shoes,  and  slippers,  which 
shows  that  he  did  very  well  in  his  home 
market.  During  this  year  the  imports  were 
only  3  302,000  pairs  as  against  reports  of 
13,054,000.  In  other  words,  in  the  boom  year 
of  1907  the  British  shoe  manufacturer  ex- 
ported four  times  the  number  of  shoes  shipped 
by  American  manufacturer.-;  to  Great  Britain. 
"Leather"  reduces  it  to  the  statement  that 
out  of  every  eighty-seven  pairs  of  boots  and 
shoes  sold  in  Great  Britain  eighty-four  are 
made  the;e.  It  points  out  further,  that  in 
19 10  the  exports  of  footwear  from  Great  Brit- 
ain were  valued  at  three  millions  dollar  more 
than  the  v^ry  satisfactory  exports  of  1907. 

ONTARIO  REPRESENTATIVE  WANT- 
ED— We  want  a  man  to  represent  us  in 
Ontario.  Must  be  experienced,  with  good 
connection  and  able  to  produce  references- 
The  Fraserville  Shoe  Co.,  Limited,  Fraser- 
ville,  Ont. 


The  Human  Nature  Element 

How  the  Shoeman  Encounters  it  in  Various  Forms— The  Personal  Side  of  Business- 
Perspective  Glances  at  Some  Daily  Associations 


The  Worth  of  a  Shoe. 

"Yes,  a  man  may  purchase  a  shoe  and 
really  give  too  much  for  it,"  remarked  a 
Northern  Ontario  boot  and  shoe  merchant 
to  a  fairly  well-to-do  customer  the  other  day. 
"By  that  I  do  not  mean  that  the  customer 
will  be  charged  too  much  by  the  dealers,  but, 
supposing  his  purse  is  limited  and  that  he 
has  no  cash  to  spare  for  extras  or  frills. 
Now  up  to  a  certain  point  you  get  good 
wear — all  that  is  possible  in  leather — and 
after  giving  this  figure  and  going  beyond  it 
you  are  paying  for  wrinkles,  kinks,  and  per- 
1  aps,  novelties.    By  that  I  mean,  while  you 
may  obtain  an  article  a  little  more  flashy  or 
artistic  you  are  in  reality  securing  no  better 
quality  or  make  than  a  good  shoe  at  a  less 
figure.    In  the  one  case  you  get  full  wear 
and  value;  in  the  very  expensive  article  you 
also  secure  wear  and  value — plus  extreme 
style  whatever  number  of  dollars  that  word 
'style'  represents,    I  am  not  referring  to 
a  certain  kind  of  trade  but  to  footwear  that 
retails  at  a  good  figure  and  has  honest  ma- 
terial and  skilled  workmanship." 


this  is  important  and  that  is  often  overlooked 
because  I  have  rather  followed  th  thing  out. 
We  all  know  that  the  first  thing  we  think  of 
when  we  go  to  buy  anything  is,  'How  much 
will  this  thing  benefit  me, '  and  what  is  true 
of  ourselves  is  naturally  true  of  anyone  to 
whom  we  are  trying  to  make  a  sale.    As  to 
the  fact  that  this  important  thing  is  frequently 
overlooked,  a  little  observation  will  demon- 
strate that  many  salespeople  are  more  or  less 
listless,  or  if  not  that,  are  of  the  opinion  that 
their  only  object  is  to  show  the  goods  that 
customers  may  call  for.    But  this  is  not  all 
that  is  needed  to  create  a  good  salesman. 
Of  course,  to  go  contrary  to  the  wishes  of  a 
customer  is  not  good  policy,  but  to  put  one- 
self in  the  place  of  the  customer  and  real- 
ize   why   he    should   want  the  particular 
shoe   that    he   asks  for    and   realize  the 
advantages   of    that    particular    shoe  for 
that   particular   purpose   and   then  speak 
accordingly  is  good  salesmanship  and  a  sort 
that  will  be  found  when  practised  to  increase 
the  amount  of  sales  made  to  a  wonderful 
extent. 


Listen,  But  Forget  Quickly. 

The  hardest  kind  of  customer  to  please, 
the  most  pernickety  people  on  earth  in  the 
shoe  or  any  other  line,  is  the  one  who  does 
not  have  the  faintest  idea  of  what  he  or  she 
wants.  Inability  to  come  to  a  definite  de- 
cision, to  make  up  the  mind  conclusively  is 
a  frailty  that  will  be  a  factor  in  the  make-up 
of  some  persons  as  long  as  the  world  lasts. 

"Yes,  we  get  the  usual  number  of  small 
minded,  narrow  gauge,  pettish,  querulous 
customers  in  this  business,"  said  an  Eastern 
shoe  merchant,  "but  probably  not  more 
than  in  any  other  trade.  We  rarely  lose  our 
temper  or  patience  as  there  are  so  many 
decent,  thoughtful  and  agreeable  beings  on 
earth  that  we  learn  to  forget  all  about  the 
other  kind.  Life  is  too  short  and  too  serious 
to  carry  around  their  burdens,  complaints 
and  woes.  After  all  there  is  much  more  of 
sunshine  than  shadow,  more  of  satisfaction, 
gratitude,  and  honesty  than  of  hypocrisy, 
bigotry  and  deception,  and  why  dwell  on  the 
outward  and  the  pessimistic.  It  is  good  policy 
to  overlook  some  things.  It  does  many  good 
to  unbosom  themselves  and  we  have  to  listen, 
but  do  not  forget  cultivating  the  faculty  to 
forget." 

Benefiting  the  Customer. 

"A  point  that  is  frequently  lost  sight  of 
upon  the  part  of  the  one  who  is  making  a 
shoe  sale,"  remarked  an  enterprising  shoeman 
recently,  "is  the  important  one,  that  in  order 
to  bring  the  sale  to  a  successful  conclusion  it 
is  necessary  to  make  the  customer  realize  that 
the  shoe  that  is  offered  will  be  of  benefit  to 
him,  and  that  it  will  be  a  little  better  than 
some  other  shoe  at  the  same  price.    I  say 


The  Effect  of  Appearances. 

"To  look  over  my  shelves  you  would  think 
that  all  my  cartons  are  of  uniform  size,  but 
thev  are  not,"  remarked  a  shoe  merchant 
re.  jntly,  "How  do  I  carry  out  this  optical 
delusion  so  successfully?  Well,  I  will  tell 
you.  I  have  several  hundred  labels  printed 
in  red  ink  in  the  form  of  a  diamond  and  these 
I  stick  on  all  the  better  class  of  cartons.  I 
give  boxes  to  customers  who  desire  them  as 
some  in  which  goods  are  received  are  so 
flimsy  and  cheap  that  I  would  not  have  them 
on  my  shelves.  On  each  label  I  place  my 
name,  the  number,  width  and  price  of  the  shoe. 
I  am  an  advocate  of  plain  figures  and  believe 
they  impress  the  buyer  favorably.  At  any 
rate  they  leave  no  loophole  for  doubt.  When 
a  dealer  has  to  stop  and  interpret  some 
cabalistic  sign,  he  causes  to  be  raised  in  the 
customer's  mind  the  idea,  perhaps  uncon- 
sciously, that  he  himself  does  not  know  ex- 
actly what  to  charge. 

"Confidence  is  begotten  by  the  customer 
seeing  the  price  on  the  carton  in  plain  figures. 
It  conveys  the  conviction  that  all  are  treated 
alike  and  often  helps  in  closing  sales  as 
many  questions  do  not  have  to  be  asked. 
To  my  mind  the  interior  of  a  shoe  store  should 
have,  first  of  all,  neat  and  tasty  fixtures  or 
shelving,  and  then  well  kept  and  nice  appear- 
ing cartons.  As  I  have  pointed  out,  uniform- 
ity is  attained  by  having  a  bright,  attractive 
label  with  your  name  on  each  carton.  Such 
a  system  is  an  incentive  to  good  stock  keep- 
ing and,  in  this  age  of  keen  competition, 
appearances  go  a  mighty  long  way  on  the  road 
to  building  up  a  profitable  and  permanent 
clientele." 


Reading  His  Customers. 

"Do  you  know  that  I  can  read  the  average 
customer  to  a  dot,"  remarked  a  Western  On- 
tario shoe  dealer  in  conversation  with  a 
traveller  the  other  day. 

"You  may  think  this  expression  somewhat 
egotistical,  but  I  assure  you  it  is  not.  Few 
people  have  the  courage  of  their  convictions, 
and  this  is  particularly  true  with  bargain 
hunters  or  'crows' — women    who  come  in 
with  the  object  of  looking  around  and  pricing 
everything  and  with  no  serious  intention  of 
buying.    I  can  generally  tell  by  the  way 
persons  enter  the  store  whether  they  are 
going  to  make  a  purchase.    I  can  invariably 
do  so  after  they  have  asked  me  a  question  or 
two.    Sometimes  a  probable  customer  will 
tell  me  frankly  that  he  or  she  can  do  better 
elsewhere  and  in  that  event  I  respect  their 
outspoken  convictions.    If  I  think  these  are 
honestly  made  I  endeavor  to  point  out  the 
superiority  of  the  goods  that  I  am  showing,  ex- 
plaining their  quality  and  fine  wearing  points 
as  well  as  the  marks  of  excellent  construction. 
I  usually  convince  them  that  they  have  been 
mistaken  and  that  the  shoe,  which  they  have 
been  offered  elsewhere,  while  it  may  be  a 
good  looker,  has  not  the  build,  work  and 
worth  in  it  of  the  one  that  I  am  featuring. 

"If  I  suspect  that  callers  are  merely  bluf- 
fing or  lying  just  for  the  sake  of  trying  to  get 
me  to  come  down  in  price,  which  I  never  do, 
I  inform  them  that  if  they  can  do  well  at 
Johnsons'  that  is  the  place  they  should  go. 
I  do  not  remark  this  in  an  unkindly  tone  but 
in  the  spirit  of  friendly  advice.  It  is  not  very 
often  that  I  lose  a  sale  in  making  a  plain  speech 
of  this  character. 

"A  class  of  would-be  patrons  that  I  have 
learned  to  read  farily  well  are  the  ones  who 
will  look  over  a  certain  line  and,  having  no 
intention  of  buying,  will  say  '  Please  put  that 
pair  aside  for  me.  I  will  be  back  in  a  short 
while.  I  have  not  money  enough  with  me 
just  now  to  pay  for  them.' 

"  Do  I  lay  such  a  pair  aside  ?  Not  a  bit  of  it. 
Into  the  carton  they  go  and  back  on  the  shelf. 
I  have  never,  with  one  or  two  exceptions, 
had  such  a  caller  return  for  the  goods. 
They  have  not  the  courage  to  say  they  have 
no  intention  to  buying  or,  that  they  think 
they  can  do  better  elsewhere.  They  adopt 
the  subterfuge  of  telling  the  prevailing  white 
lie  about  'calling  again'  or  not  'having  money 
enough  on  them.'  We  get  used  to  this  dodge 
and  it  worries  us  less  than  it  does  these  dis- 
ingenuous callers. 


TANNERY  MANAGER-Position  in  Canada 
by  manager  of  up-to-date  English  yard  ; 
knows  latest  processes;  sole,  harness  and 
strap  butts;  has  knowledge  of  the  latest 
harness  currying  process ;  had  great  success 
in  present  position.  Box  1071,  Agence 
Mitchell,  1  &  2  Snow  Hill,  London,  England. 
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Montreal  Markets 


BOOTS  AND  SHOES. — Cutting  for 
spring  orders  is  practically  finished  with 
most  manufacturers,  although  with  some, 
small  staffs  are  working  on  belated  orders. 
In  the  finishing  departments  everyone  is 
still  busy.  There  is  a  general  feeling,  how- 
ever, that  considerable  spring  business  will 
vet  be  received,  as  some  retailers  have 
been  hanging  off  to  the  last  minute.  Sort- 
ing orders  are  coming  in  now  in  consid- 
erable volume,  but  in  general  the  between- 
season's  slackness  is  in  evidence.  Every- 
one is  working  on  fall  samples,  and  trav- 
elers will  be  on  the  road  with  complete 
lines  very  shortly.  Jobbers  are  in  much 
the  same  position  as  the  manufacturers, 
though  with  them  spring  orders  are  com- 
ing in  in  fair  volume ;  sorting  orders 
about  as  usual. 

Retailers  are  rather  slack,  owing  to  un- 
settled weather,  and  the  usual  pre-Easter 
feeling.  Sloppy  streets  make  for  good 
rubber  sales,  and  all  rubber  lines  are  mov- 
ing well.  There  is  a  general  feeling 
among  retailers  that  retail  prices  should 
be  maintained  even  though  the  wholesale 
prices  have  dropped.  With  a  good  chance 
to  make  a  decent  profit,  the  average  mer- 
chant is  going  to  hold  to  present  prices, 
although  there  will  be  the  usual  number 
of  brilliant  exceptions,  without  doubt.  A 
little  more  co-operation  would  be  the  best 
thing  in  the  world  for  the  retailers,  and 
for  the  consumers  in  the  long  run,  as 
prices  are  bound  to  appreciate  a  little 
later  on.  The  present  rubber  situation  is 
too  erratic  to  last. 

HIDES.— "Quiet,  beastly  quiet!"  This 
remark  by  a  dealer  about  sums  up  the 
situation  in  general.  The  supply  of  hides 
i>  limited  owing  to  the  usual  Lenten  let- 
up in  slaughtering,  and  the  quality  is 
only  fair.  According  to  the  dealers,  the 
outlook  for  the  coming  season  is  none  too 
bright,  though  it  is  only  natural  to  expect 
a  dullness  at  present  in  sympathy  with  the 
general  feeling  in  the  shoe  and  leather 
trade.    Prices  are  unchanged. 

BUTCHERS'  BUYING. 
City  and  country  prices — • 

Xo.  i,  quoted   $0.10 

No.  2,  quoted   .9 

Xo.  3,  quoted  8 

Country  hides  Cgreen)   7TA 

Country  hides  (cured)   8 

CALFSKIX  QUOTATIONS. 
Xo.   1.  Government  inspected. ..  .$0. T2r/3 

Xo.  1.  selected   10 

Lambskins,  city  butchers'  kill....  t.  00 

TALLOW. — Prices  are  slightly  appreci- 
ated since  last  report,  due,  perhaps,  to  the 
buying  of  supplies  by  American  buyers. 
The  current  demand  is  good,  in  fact  it 
overruns  the  supply.     Dealers  are  ready 


to  take  all  supplies  offered.  The  latest 
prices  are : 

No.  1  cake                                 7J4  iV* 

No.  2  cake                              5l/2  6)4. 

No.  1  solid                                6Y2  7 

No.  2  solid                               4l/2  SJA 

LEATHER. — The  trade  at  present  is  in 
a  lethargic  state,  due  perhaps  to  over-pro- 
duction, but  more  likely  to  the  policy  of 
the  manufacturers,  which  is  to  buy  from 
hand  to  mouth,  and  let  the  tanners  carry 
the  stock.  The  result  may  be  a  duplica- 
tion of  what  is  happening  on  the  other  side 
of  the  line  at  present,  if  this  attitude  is 
persisted  in.  Of  course,  it  is  between  sea- 
sons at  present,  added  to  which  there  is 
more  or  less  of  the  American  article  find- 
ing its  way  into  Canada  at  reduced  prices. 
Consequently,  at  present,  tanners  are  very 
pessimistic. 

Sole  leather  is  keeping  fairly  firm,  with 
little  change  in  prices.  Splits  are  still  in 
the  doldrums,  grain  leather  being  the  popu- 
lar article  at  present.  Possibly  more  pat- 
ent leather  is  moving  than  anything  else, 
while,  of  course,  all  tan  leathers  are  in 
more  or  less  demand.  Kids  of  all  kinds 
are  the  hardest  hit  at  present,  and  in  these 
lines  there  is  little  doing.  Buying  in  all 
lines  is  of  the  desultory  variety,  for  im- 
mediate use  only.  No  change  is  looked 
for  for  some  time. 

LEATHER. 
Spanish  sole,  custom.  No.  1 . .  27 

Spanish  sole,  No.  2    23^2  24}'?. 

Spanish  B.  A.  hides,  No.  1 .  .  24  25 
Spanish  B.  A.  hides,  No.  2..  22>4  23^ 
Spanish  B.  A.  hides,  No.  3..  21 
Slaughter,  hemlock,  No.  1 .  . .  26  27 
Slaughter,  hemlock,  No.  2...  24  25 
Slaughter,  hemlock,  No.  3...  23^ 
Slaughter,   oak,    No.    iL....  27  28 

Slaughter,  oak,  No.  2M   24  25^ 

Harness  .  .•   32  34 

Wax,  upper,  heavy    35  38 

..Wax,  upper,  light  and  med.  ..38  42 
Oil  (Western)  grained,  pr  ft.  14  15 
Oil  (Quebec)  grained,  per  ft.  12  14 
Chrome  glazed  kid — ■ 

Tampico  in  color    10  28 

Patnas,  black    10  28 

European    8  20 

Chinese    12  22 

South  American    10  28 

Owing  to  large  number  of  varieties  of 
glazed  kid,  it  is  impossible  to  quote  on 
many  of  them. 

The  prices  given  below  for  chrome  calf 
and  kips  are  average,  as  lack  of  space  for- 
bids mention  of  the  great  range  in  price 
and  quality  carried  by  large  tanners. 
Box  chrome  calf — 

A.  H.  French    25 

A.  Hm   23 


A.  M   22 

B.  M   24 

B    Hm  21 

B.   M   19 

Veal,  other  European    17  20 

Veal,   X    15  18 

Grassers   15  17 

Grassers,  X    14  16 

Reject    12  14 

Box  kips — chrome  turned  — 

A.  H.,  Canadian    20 

A.  Hm.,  Canadian    19 

A.  M   18 

B.  H  '   17 

B.  Hm   17 

C.  X   is 

Reject    13  down 

Chrome  dull  kip  for  toppings — 

M  20 

L.  M   19 

L   18 

ENAMEL  LEATHER. 
Chrome  sides  (acc.  to  quality)  25  32 

Enamel  colt    30  40 

SHEEPSKINS. 

Glazed  and  dull,  black    6  6V> 

Colors,  No.  1,  beading   7  7V2 

Colors,  No.  1,  lining   7% 

Ooze,  black  and  colors   8  8>j 

Skivers   7TA  8 

Chrome,  glazed    5  8 

Chrome,  dull    7 

Calfine,  A.  H.,  Can.  native   9 

Calfine,  A.  M.,  Can.  native   9 

Calfine,  A.  L.,  Can.  native   9 

Calfine,  B.  H.,  Can.  native   8 

Calfine,  B.  M.,  Can.  native   8 

Pickle  skins  for  lining — 
A  common  pickle    'Vi 

B   7 

C   6Y2 

Cape  A    8yi 

Cape  B    7% 

Cape  C    7 

Job   •   5V4 

H  Facing   :   7%. 

L  Facing    8 

The  prices  are  average,  as  quality  and 
quantity  would  cause  considerable  vari- 
ation. 

TANNERS'  MATERIALS.— Prices  are 
unchanged.  The  demand  is  very  slight,  be- 
ing affected  by  the  lack  of  life  in  leather 
and  hide  lines.    The  latest  quotations  are: 

Sumac   $55  $70 

Degras    5XA  6j£ 

Gambi  er    o  7 

Hemlock  extract    3$>£  4 

Quebracho   extract    3  4 

Quebracho  solid    4  5 

Logwood  chips    iJA  iV\ 

Logwood  crystals    12  16 

Logwood  paste    6  9 

Dermiforma    \Vi 

Egg  yolk    5V2 

Egg  albumen    60  75 
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Toronto  Markets 


BOOTS  AND  SHOES— Business  with  fluctuations,  and  users  are  purchasing 
the  jobbers  during  the  past  fortnight  has  stock  only  as  they  require  it.  Fancy 
been  good.  The  spring  season  is  opening  leathers  are  moving  more  lively,  and  it 
up  auspiciously.  Soon  representatives,  looks  as  if  there  will  be  a  good  season  for 
who  are  now  taking  orders  for  rubber  tan.  Patent  keeps  up  well  in  popularity, 
footwear,  will  be  on  the  routes  with  sain-  Prices  are  pretty  firm, 
pies  of  leather  shoe  styles  for  fall.    Sort-  LEATHER  WHOLESALE, 

ing  business  is  fair,  and  the  last     ship-      No.  i  Spanish  sole  (for  job- 


ments  of  spring  stocks  are  going  out.  Some 
dealers  always  defer  getting  in  their  goods 
until  the  last  minute.  There  is  an  unex- 
pectedly strong  demand  for  tans,  while 
button  shoes  will  be  sold  more  freely  than 
last  year.    An  early  demand  for  Oxfords      No.  3  Spanish  sole  (for  mfg.)  23 

,  No.  1  oak  sole  32 

is  reported. 


bing)   26 

No.  2  Spanish  sole  (for  job- 
bing) •  ■  •  ■  25 

No.  1  Spanish  sole  (for  mfg.)  26 
No.  2  Spanish  sole  (for  mfg.)  25 


HIDES.— There  is  a  fair  business  being 
done,  and  receipts  of  green  hides  are  on 
the  increase.  The  outlook  is  good.  Prices 
are  firm,  and  tanners  believe  that  spring- 
operations  will  be  up  to  the  mark.  Buy- 
ing is  a  little  freer,  but  no  heavy  purchases 
are  reported. 

No.  1  inspected  steers  and  cows  9A 
No.  2  inspected  steers  and  cows  8^4 
No.  3  inspected  cows  and  bulls  7>4 

Country  hides  (green)  flat   7] 

Country  hides  (cured)  flat  8 

Calfskins   I2 

Sheepskins   9° 

Horsehides,  No.  1   


No.  2  oak  sole    29 

No.  1  oak  sole  bends    45 

No.  1  slaughter  sole,  heavy...  30 
No.  1  slaughter  sole  medium  30 
No.  1  slaughter  sole,  light...  30 
Harness  leather— 


29 


27 
26 

24 

36 

3i 
50 
3i 

31 
3i 


Rejected  U.  O. 


8 

8# 
13 

1.25 
3.00 


Hemlock  Country  Harness- 
No.  1   

No.  2   


Horsehides,  No.  2    2.00 

TALLOW— The  receipts  are  small,  but 
will  likely  increase  with  the  advent  of 

spring.  Dealers  could  sell  a  great  deal 
more  if  supplies  could  be  had. 

No.  1  cake   °  7 

No.  2  cake    5  SA 

No.  1  solid    5/2  6/2 

No.  2  solid    4  SV2 


Erench  calf   1-38  1-62 

Splits,  light  and  medium         23  24 

Splits,  heavy    22 


Splits,  junior 


18 


WOOL. — Very  little  is  available.  Next 

month  there  should  be  considerable  activ- 
ity in  this  line. 

Washed  fleece                         21  22 

Unwashed  fleece                       !3  l4 

Rejects  •   16 

LEATHER.— There  is  a  very  active  en- 
quiry for  leather  of  all  grades,  the  ten- 
dency of  prices  is  upwards.    Upper  stock  There  are  no  changes  from  the  following 
is  strong,  and  the  general  outlook  is  re-  prices: 
garded  by  the  trade  as  favorable.  Shoe 
manufacturers  have  been  buying  a   little  Oak- 
more  freely.    In  sole  leather  there  are  no        Men's,  No.  I    7-i2     30  45 


Patent  colt,  per  foot    30 

Pat.  chrome,  sides,  per  ft...  28 

Enamel  cow,  per  ft  20 

Pebble  grain    15 

Buff   17 

Colored  buff    20 

Russets,  extra  hvy.,  per  doz...$io 

Shoe  russets,  per  lb  45 

Russets,  No.  2,  all  grades,  lb.  30 

Glove  russet?,  per  doz  $6.00  $9.00 

CUT  SOLES.— Business  is  only  fair. 
Buying  will  likely  be  heavier  next  month. 


23 
19 
40 
30 
22 
17 
19 
22 

;i2 
50 
35 


Men's,  No.  2 
Women's,  No.  1 
Women's,  No.  2 


7-12 

5-8 

5-8 


Spanish — 

Men's,  No.  1    7-12 

Men's,  No.  2    7-12 

Women's,  No.  1   5-8 

Women's,  No.  2....  5-8 


27 
18 
16 


26 

23 
16 
14 


42 
23 
21 

4i 
38 
21 
19 


TAP  SOLES. 

HK1GHT         PRICE  HEIGHT 

.Men's   XXX....  6     $4.10— $2.75  4 


Men's   XX   6 

Men's  X  6 

Women's  XXX.. ,  5 
W omen's  XX . .  5 
Women's  X . . . .  4 
Boys'   XXX....  SV2 

Boys'  XX   SY2    2.6s—  2.20 

Boys'  X   S'A    1.60—  1.35 


3.70—  2.10 
2.25—  1.85 
2.40—  1.95 
2.05—  i.45 
1.20 —  1. 10 
2.90—  2.35 


4 

4>2 

4 
4 

4A 
4/2 
4/2 


37 

39 

TOP  LIFTS. 

36 

38 

Men's   XXX....  5lA  $1  -35— 

■75 

35^ 

37 

Men's   XX  'sH  l--*S— 

.70 

4/2 

Men's  X   5 

.65- 

•50 

5 

33 

35 

Women's  XXX  5 

•55— 

•  50 

4/2 

32 

33 

Women's  XX. .  5 

■45— 

.40 

4TA 

48  ' 

50 

Boys'   XXX...  5 

.70— 

.60 

50 

55 

Boys'   XX   5 

.60— 

•  50 

4V2 

19 

20 

■15 

1.28 

SHAPED  HEELS. 

75 

80 

Size. 

Price. 

75 

80 

5-8— 10-8 

8- 

15c  pr. 

80 

85 

Women's   

5-8-13-8 

7— 

nc  pr. 

OUTSOLES. 

Gauge 


Price 


BOX  TOES. 

Men's  2li   ■   5c  pr. 

Women's  2A   .,.,].   3/4c  pr. 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's   W\   8c  pr. 

Women's  S3A   •   6^c  Pr- 

TANNERS'  MATERIALS.— Sales  are 
active,  but  no  changes  are  reported.  The 
quotations  f.o.b.  Toronto  are : 

Degras   J   3lA 

Sumac   55  65 

Gambler   I   &A  7A 

Cod  Oil,  pure  Nfld.  tanked...  47  50 

Cod  Oil,  Gaspe    40  42 

Hemlock  extract   .1   iA  4 

Oak  extract    3  3A 

Quebracho   extract  j   33A  4XA 

Quebracho  solid   4V2  5 
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American  Markets 


HEMLOCK  SOLE. — Conditions  in  the 
Boston  sole  leather  market  are  precisely  as 
the}-  have  been.  There  is  a  lack  of  vigorous 
trading  and  few  sales  exceed  one  to  three 
thousand  sides,  while  some  shoe  manufac- 
turers who  are  generally  large  purchasers 
weekly  are  cutting  less  leather  than  in  any 
time  in  several  years.  Receipts  are  far 
below  normal,  and  yet  ample  to  cover  all 
purchases.  Common  hide,  buffalo  and  such 
leather  are  selling  in  a  moderate  way.  There 
is  a  mod. rate  export  demand  and  consider- 
able leather  is  going  abroad  in  the  shape  of 
bends.  The  general  conditions  of  the  shoe 
manufacturing  industry  are  such  that  no 
larger  purchases  of  leather  are  necessary. 
Price  is  not  a  deterrent,  but  the  terms  are  not 
cheerfully  accepted  as  yet,  though  sales  are 
made  on  such. 

The  New  York  market  is  quiet.  New 
business  is  slow  with  prices  unchanged.  Sales 
are  reported  made  at  the  new  discounts  of 
4-10,  etc.    Export  trade  is  also  quiet. 

Hemlock  leather  is  moving  in  a  moderate 
way  in  Philadelphia  and  is  neither  better  nor 
worse  than  prevailing  conditions  for  the  past 
month .  Prices  have  not  changed  on  desirable 
offerings,  which  are  based  on  27c,  for  the  best 
selection  and  25c.  for  good. 

A  few  fair-sized  orders  were  reported,  but 
taken  as  a  whole  the  western  market  was  com- 
paratively quiet,  both  in  B.  A.  dry  hide  and 
slaughter  sole.  The  larger  shoe  manufac- 
turing concerns  had  bought  ahead  to  some 
extent  and  deliveries  on  existing  contracts 
dispose  of  most  surplus  accumulations.  Price 
are  firm.  One  order  of  plump  medium  weight 
slaughter  sole  was  recorded  at  25,  24  and  23c 
for  the  first,  second  and  third  grades,  respec- 
tively. Some  smaller  lots  of  various  selec- 
tions were  purchased  at  prices  quoted  below. 

Hemlock  sole  stock  is  fairly  active  in  St. 
Louis,  but  buyers  seem  supplied  on  old  orders 
so  that  new  business  is  not  large. 


HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont 
. .  23  24 
•  ■  24 
-  23 


24 
24 


No.  1,  light. . .  . 

No.  1,  mid  

No.  1,  over.  .  . 

No.  2,  light   22 

No.  2,  mid   22 

No.  2,  over             22  23 

No.  3,  light             19  20 

No.  3,  mid              19  20 

No.  3,  over             20  21 

Rejects   18 

Scabs                     15  16 

Buffalo 

No.  1,  light              19  20 

No.  1,  mid              19  20 

No.  1.  over   19 

No.  2,  lighr   18 

No.  2,  mid   18 


mon  H. 
22  22^ 
22 
22 
21 
21 
21 

19 
20 

19^20^ 
16     .  . 

12      .  . 


China 
21 

22 
20 
20 
18 


No.  2,  over   18 

No.  3,  over   18 

No.  3,  mid   16 

No.  3,  light   15  16 

Scabs   11 


Acid,  New  York  Selections. 

Light   27     25    .  .  22} 

Mid   27      .  .    25  23 

Over   27     25    .  .  23 

Rejects ..    19  20   

Scabs.  ...  12  13   


Middle. 
Light.  . 


23 


Slaughter,  Packer. 


No 

1 

No.  2 

No.  3 

Spd.  light.  

24 

26 

23 

25 

21 

23 

Plump, light  

25 

27 

24 

25 

22 

24 

Spdymed  

24 

26 

23 

24 

22 

24 

Plump,  Spdy  .... 

25 

27 

24 

25 

23 

25 

Spdy  over  

26 

28 

25 

27 

23 

25 

Plump  over  

27 

29 

27 

28 

25 

26 

Mfrs.  over  

25 

26 

26 

27 

24 

20 

All  plumps  Cam 

den  packer  20 

27-lb  

30 

31 

28 

29 

26 

31  32 

'  •  32 


UNION  SOLE. — Eastern  dealers  report  a 
little  more  new  business  than  a  week  ago,  but 
trading-  generally  is  abnormally  slow.  There 
is  no  special  significance  attaching  to  this, 
however,  because  just  as  much  leather  is 
being  shipped  out  on  large  contracts  placed 
late  in  January  and  before  the  new  terms 
schedule  became  operative.  The  major  por- 
tion of  sole  cutters  placed  good  orders  at  that 
time  and  are  now  drawing  on  such.  Some 
who  did  not  avail  themselves  of  the  oppor- 
tunity are  now  the  principal  buyers  in  a  small 
way.  Receipts  are  not  large,  and  the  sales 
and  delivery  more  than  absorb  such.  Ware- 
house stocks  are  being  reduced. 

Though  new  business  is  limited  in  New 
York  prices  remain  firm  on  a  basis  of  30  to 
31c  for  cow  hides  tannery  run  in  carlots  and 
31  to  32c  for  steer  hides.  Buyers  are  satis- 
fying their  immediate  requirements  only  with 
small  parcels. 

Union  leather  is  moving  steadily  in  Phila- 
delphia, and  most  of  the  desirable  offerings 
of  stock  are  quickly  moved.  Prices  remain 
firm  and  unchanged  on  a  basis  of  31  to  32c 
for  tannery  run  of  steer  hides  and  ic  less  for 
cows. 

Heavy  trading  in  the  Chicago  market  dur- 
ing the  past  six  weeks  reduced  stocks  to  a 
minimum,  and  considerable  leather  of  current 
tannage  is  being  forwarded  on  old  contracts. 
Little  new  business  developed  during  the 
week.  Some  shoe  factories  have  begun  the 
manufacture  of  fall  and  winter  goods,  but 
only  in  a  small  way. 

UNION  SOLE  QUOTATIONS. 
Tannery  Run. 

Heavy   31  32 


Country  hide  leather  relatively  less.  Cows 
ic  less. 

OAK  SOLE. — Some  dealers  have  effected 
fair  sales,  while  others  are  doing  but  little  as 
they  had  previously  closed  large  contracts, 
and  buyers  of  such  are  drawing  on  their  pur- 
chases. For  the  highest  standard  backs  the 
market  is  40  and  41c,  and  sales  have  been 
made  at  both  prices,  but  for  No.  2  and  No.  3 
grades  which  are  used  for  men's  shoes  the 
market  is  38,  35  and  33c  made  from  branded 
hides.  It  is  said  that  99  per  cent,  of  the  oak 
backs  sold  in  New  England  are  seconds  and 
thirds.  A  dealer  sold  10,000  backs;  and  re- 
ports business  as  better  than  in  the  corre- 
sponding time  one  year  ago.  Texas  sides  and 
bends  are  in  moderate  request. 

There  is  a  fair  demand  for  scoured  oak 
leather  in  New  York  with  old  discounts  in 
force  with  some  tanners.  Prices  are  un- 
changed and  held  steady.  Stocks  are  mod- 
erate on  both  scoured  and  Texas  leather. 

While  business  in  Philadelphia  is  quiet,  it 
is  fairly  steady,  with  a  moderate  amount  of 
stock  moved  each  week.  The  shoe  factory 
trade  has  shown  some  improvement  of  late 
with  a  better  demand  from  that  section. 
Western  finding  houses  have  also  been  buy- 
ing pretty  actively,  and  the  local  findings 
trade  is  also  reported  to  be  taking  more 
leather  of  late,  particularly  in  Texas  stock. 

Demand  is  quiet  in  Cincinnati,  due  to  the 
season  end  with  the  shoe  manufacturers. 
The  present  business  is  confined  to  shipments 
on  back  orders.  Very  little  business  on  the 
next  run  is  being  received  as  yet. 

Western  shoe  manufacturers  are  working 
on  late  spring  orders,  and  their  current  sole 
leather  needs  are  confined  to  small  lots  to 
complete  shipments.  Stocks  of  oak  sole  are 
well  sold  up,  and  the  comparatively  light 
trading  at  present  caused  little  comment. 
Prices  continue  firm.  There  was  a  fair  de- 
mand for  heavy  secured  oak  backs  and  bends, 
the  second  selection  selling  particularly  well. 
Diminished  supplies  of  Texas  bends  restricted 
trading  in  this  description  of  leather. 

In  St.  Louis  new  business  in  oak  sole  stock 
is  light  and  the  inquiry  is  limited. 

OAK  SOLE  QUOTATIONS. 

No.  1  No.  2  No.  3 

Scoured  backs.  It.  . .  38  40  36  37  .  .  35 

Scoured  bks. ,  mid  .  .  40  .  .  36  ..31 

Scoured  bks.,  hy  .  .  .  39  .  .  36  .  .  34 
And  other  grades  in  proportion. 
Scoured   bends,  8 

to  10  lb  44  .  .  43  •  -  41 

Scoured  bends,  10 

to  12  lb  44  .  .  43  ■  -  41 
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Scoured  bends,  12 

to  14  lb  44    •  ■  43    -  •  41 

Texas  sides,  XX  free  of  brands. ...  34 

Texas  sides  Xhy.  free  of  brands  ....  33 

Texas  sides  A  hy  one  brand   32 

Texas  sides  B  hy  two  brands   31 

Texas  sides  C  hy  more  than  2 

brands   3° 


No.  1 

Texas  bends  XX  

Texas  bends  X  

Texas  bends  A  

Texas  bends  B  

Texas  bends  C  

California  sides,  It.  . .  28 
California  sides,  mid.  28 
California  sides,  hy.  .  30 
California  backs,  It .  .  32 
California  backs,  mid.  33 
California  backs,  hy. .  35  . 


Waterproofed,  7  to  8  iron  ...  51c  to  53c 
Waterproofed,  under  7  iron..   40c  to  50c 

OAK  OFFAL.— There  is  no  accumulation 
of  good  oak  bellies.  Good  oak  bellies  are  sell- 
ing at  20c,  and  heads  at  nyic  to  13c. 

OAK  OFFAL  QUOTATIONS. 


poses,  No.  1,  42  cents. 

Oak  backs,  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 

Branded  backs,  No.  2,  38  cents. 

Branded  backs,  No.  3,  35  cents  and  36  cents 


No.  2 

Mid. 

Heavy. 

52 

Bellies,  scoured  

19 

21 

19 

21 

45 

47 

Bellies,  unscoured  . .  . 

15 

17 

17 

19 

44 

Heads,  scoured  

13 

14 

15 

42 

Heads,  unscoured. . .  . 

10 

10 

26 

40 

,   Shoulders,  scored, 

28 

26 

without  heads  

28 

31 

27 

28 

Shoulders,  unscored, 

30 

22 

22 

3i 

Shoulders,  double 

36 

Goodyear  

33 

33K 

34 

35 

belting  pur- 

Butt  pieces  

23 

25 

23 

25 

Butt  pieces,  scoured. 

22 

23 

22 

23 

OAK  OFFAL. — The  general  conditions  are 
the  same  in  oak  offal  as  in  union.  All  good 
grade  bellies  and  shoulders  found  ready  pur- 
CHROME  SOLE.— Tanners  of  chrome  chasers,  and  more  could  be  sold  were  they 
sole  leather  who  have  liberally  advertised  it  available,  as  the  demand  is  all  the  while  in 
report  a  steadily  increased  sale.  The  cutting  excess  of  supply  of  good  grade  stock.  Re- 
it  into  soles  for  men's  shoes  has  been  a  good  ceipts  are  abnormally  light,  as  so  much  is  sold 
feature,  as  it  has  enabled  shoe  manufacturers  ahead  for  tannery  delivery,  and  does  not  come 
to  experiment  with  it,  and  in  numerous  in-  to  the  Boston  market.  It  has  been  a  good 
stances  where  they  purchased  a  few  pairs  they  business  for  a  month. 

are  now  buying  in  several  case  lots.  Shoe  Qffal  has  been  m0ving  pretty  freely  of  late 
manufacturers  who  have  given  it  good  tests  jn  Philadelphia,  and  is  the  one  market  where 
are  apparently  convinced  that  it  possesses  more  actjve  conditions  have  been  noted, 
merit.  Practically  all  lines  of  offal  are  in  request,  and 

As  usual,  in  the  western  market  there  is  a  are  selling  at  firm  figures.    Stock  of  good 
good  call  for  the  heavier  weights  of  chrome  substance  is  closely  sold  up. 
sole.    Several  lots  of  from  100  to  200  sides      Demand  ;s  oniy  fair  in  Cincinnati  and  con- 


and  side  welting,  but  double  shoulders  welting 
is  strong  at  a  3J<c  basis,  while  welting  manu- 
facturers predict  higher  prices  for  the  future. 
Supplies  of  double  oak  shoulders  suitable  for 
the  manufacture  of  double  shoulder  welting 
have  been  exhausted,  and  current  croppings 
are  insufficient  to  satisfy  the  demand  and 
prices  are  advancing.  Single  shoulder  welt- 
ing is  quoted  at  3  A  to  3  Ac;  side  welting  at 
4X  to  4>^c. 

SIDE    LEATHER    WELTING  QUOTA- 
TIONS. 

yi  x  2-32   4^c 

9-16x3-32   5 

H  x  3-32   5Hc 

11-16x3-32   6c 

}4  x  1-9   5c 

9-16  x  1-9   5Ac 

H  x  1-9  ■  ■  6c 

11-16  x  1-9   ^yic 

%  x  1-8   5Hc 

9-16  x  1-8   5Hc 

H  x  1-8   6Hc 

11-16  x  1-8  


WELTING  QUOTATIONS. 
Sizes  Per  yd. 

A  x  3-32   2,A  2>A 

9-16  x  3-32   4 

H  x  3-32     AA 

11-16x3-32   5 

A  x  3-32   sA 

A  x  1-9   4 

9-16  x  1-9   \A 

A  x  1-9   5 


11-16  x  1-9   SA 

yA  x  1-9   6 

A*A&   \H 

9-16  x  yi  

y&xyi   sA& 

11-16  x  yi   5% 

yix  yi   (>H 


VA 
aA 
5A 
53A 

aA 
aA 
5A 
5A 
6A 


5A 
AA 

6yi 

6H 


spring  shipments. 

CHROME  SOLE. 


SIDE    UPPER    LEATHER.— There  is 


moved  during  the  week  at  prices  quoted  fined  tQ  immediate  needs,  with  the  bulk  of 
below.  The  lighter  weights  of  chrome  sole  business  confined  to  shipments  on  back 
are  in  slack  request  as  manufacturers  of  Qrders_  Sole  ieather  is  more  active  than 
athletic  shoes  have  nearly  completed  their  upper  stock 

The  strong  demand  for  oak  offal  in  the  little  change.    Tanners  are  selling  more  or 

Chicago  market  during  the  past  weeks  has  iesSi  but  are  not  seeking  to  sell  large  quan- 

Per  sq.  ft.  depieted  available  stocks,  and  trading  was  titles  because  they  do  not  feel  it  good  policy 

Ex.Hvy  sides,  10  to  12  iron               42c      neceSsarily  limited  to  less  than  a  car  lot  pro-  to  commit  themselves  to  deliveries  of  leather 

Heavy  sides,  8A  to  9A  iron   35c  ions  '  Scoured  oak  shoulders  are  in  good  not  in  their  control.  There  is  a  pretty  gen- 
Medium  sides,  7  to  8  iron                  32c      f  _ 

Li  ht  sides  6  to  7  iron                       30c      request,  while  supplies  are  well  cleaned  up  eral  sentiment  that  upper  side  leather  will 

Above  quotations  apply  on  highest  class  and  some  dealers  are  sold  ahead.    Box  toe  reach  a  higher  level,  and  the  enormous  losses 

and  counter  manufacturers  weie  in  the  market  which  tanners  encounteied  during  19 10  leads 

Waterproofed  leather,  from  2  to  3c  per  ^  beu{es,  and  numerous  small  lots  were  pur-  to  the  conclusion  that  they  cannot  continue 

chased.    An  active  demand  for  scoured  oak  to  make  leather  under  last  year's  regime, 

heads  was  reported.    Prices  are  firm.  Several  shoe  manufacturers  have  stated  that 

Oak  offal  stock  in  St.  Louis  is  not  active.  they  experienced  no  little  difficulty  in  getting 


heavy  hides. 

Waterproc 
foot  additional. 

TANNERY  RUN 


Per  sq.  ft. 
35c  to  36c 


Tannery  run,  sides,  natural 
Tannery  run,  sides,  water- 
proof  37c  to  38c 


BENDS. 
Waterproofed,  9  to  10  iron.. 


Per  sq.  ft. 
58c  to  60c 


prompt  delivery  of  leather  of  some  kinds 
WELTING. — Western  shoe  manufacturers  which  they  required.    The  great  curtailment 
bought  in  small  quantities  and  attempted  to  was  not  manifest  for  several  weeks,  as  stock 
force  down  quotations.    Some  concessions  in  warehouses  were  ample  to  meet  almost 
may  have  been  obtained  in  single  shoulder  any  demand,  but  are  now  in  evidence. 
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Let's  Have  a  Smile 

Stray  Items  of  Humor  and  Comedy  Which  Have  Given  Relaxation  From  Business  Cares 


A  young  minister  had  obtained  a  kirk  in  a  mining  dis- 
trict in  Scotland.  After  a  deal  of  difficulty  he  managed  to 
secure  lodgings  .  The  first  morning  following  his  arrival 
the  landlady  knocked  at  the  door  with  the  rather  unusual 
query  as  to  whether  he  had  washed  himself.  "Yes,"  he 
said.  "Why?"  "Because,"  she  replied,  calmly,  "I'm  gaun 
to  mak'  a  dumplin'  for  the  dinner,  an'  I  wad  like  the  len'  o' 
the  basin  !" 

It  was  in  the  hotel  of  a  western  mining  town  that  the 
New  England  guest,  registering  in  the  office,  heard  a  suc- 
cession of  loud  yells. 

"What  in  the  world  is  that — a  murder  going  on  up- 
stairs?" he  demanded. 

"No,"  said  the  clerk,  as  he  slammed  the  book  and  loung- 
ed toward  the  stairs,  "it's  the  spring  bed  up  in  No.  5.  That 
tenderfoot  up  there  don't  get  the  hang  of  it,  and  every  few 
days  he  gets  one  o'  the  spiral  springs  screwed  into  him  like 
a  shirt-stud.  I  guess  I'll  have  to  go  up,  if  there  ain't  any- 
thing more  I  can  do  for  you,  for  a  few  minutes." 

%        ^  ^ 

"What  is  Bliggins'  grievance  against  the  railroad  com- 
pany ?"  "He  has  two  grievances ;  one  is  that  some  of  the 
trains  don't  stop  at  his  station  and  the  other  that  after  he 
gets  on  board  the  train  loses  time  by  stopping  at  other 
stations." 

^  ^ 

The  German  music  teacher  was  endeavoring  to  be  polite 
yet  truthful. 

"Of  course,"  he  said,  "your  daughter  does  not  yet  read 
notes  very  good  and  she  strikes  der  wrong  keys  occasionally. 

But."  he  added  with  enthusiasm,  "she  plays  der  rests  fine  !" 

*  *  * 

A  German  took  out  his  first  naturalization  papers.  As 
he  was  about  to  leave  the  court  room  he  was  observed  to 
scan  very  closely  the  official  envelope  in  which  had  been 
enclosed  the  document  that  was  to  assist  in  his  naturaliza- 
tion. 

In  a  few  days  he  turned  up  again.  Presenting  himself 
to  the  clerk  of  the  court,  he  bestowed  upon  that  dignitary 
a  broad  Teutonic  smile,  saying : 

"Veil,  here  I  vos." 

"Pleased  to  see  you,  I'm  sure,"  said  the  clerk  with  polite 
sarcasm.  "Would  you  mind  adding  who  you  are  and  why 
you  are  here  ?" 

The  man  seemed  surprised.  He  exhibited  the  official  en- 
velope. "It  says,  'Return  in  five  days,"  "  he  explained,  "und 
here  I  vos !" 

*  *  * 

They  were  quite  content  with  themselves,  the  six  young 
women  who  boarded  a  northbound  Broadway  car,  and  they 
evinced  very  little  concern  for  the  dull  routine  and  com- 
monplace details  of  life.  It  was  the  announced  intention  of 
all  to  transfer  to  the  Thirty-fourth  Street  crosstown  line, 
and  to  this  end  the  girl  in  the  red  hat  asked  for  and  re- 
ceived six  transfers.  But  the  other  five  changed  their  minds 
before  they  reached  the  transfer  point,  declaring  themselves 
in  favor  of  a  shopping  foray,  so  only  the  girl  with  the  red 


hat  held  to  the  original  plan  and  boarded  the  Thirty-Fourth 
Street  car.  When  the  conductor  came  for  her  fare,  she 
handed  him  the  whole  bunch  of  transfers — the  original  six. 
The  conductor  looked  at  her,  on  each  side  of  her  and  all 
around  her.  Apparently  she  was  alone.  Also  she  was  ob- 
livious. Then  he  said:  "Where  are  the  others?"  The  girl 
with  the  red  hat  looked  up  startled  and  confused  for  the  in- 
stant. Then  she  replied  with  cold  dignity :  "That,  sir,  is  all 
the  transfer  man  gave  me." 

"Thomas,"  said  the  professor  to  a  pupil  in  the  junior 
class  in  chemistry,  "mention  an  oxide." 
"Leather,"  replied  Thomas. 

"What  is  leather  an  oxide  of?"  asked  the  professor. 
*'An  oxide  of  beef,"  answered  the  bright  youngster. 

*  *  * 

A  golf  player  who  had  been  badly  beaten  by  his  op- 
ponent explained  to  him  that  he  had  been  suffering  all  day 
from  neuritis.  "It's  a  curious  thing,"  replied  his  opponent, 
"but  I've  never  beaten  a  man  in  perfect  health  in  my  life." 

*  *  * 

"I  have  always  worked  ten  or  fifteen  hours  a  day,"  said 
the  boastful  man. 

"Well,"  replied  the  perverse  philosopher,  "it  must  be  re- 
markably easy  work  or  you  couldn't  do  so  much  of  it." 

*  *  * 

At  a  recent  dinner  given  by  Andrew  Carnegie,  an  emin- 
ent lawyer,  seated  half-way  down  the  table,  was  deeply  im- 
mersed in  conversation  with  his  neighbor,  when  the  host 
opened  up  the  subject  of  the  British  coinage  system,  and 
showed  signs  of  wishing  undivided  attention.  "Every  other 
civilized  nation,"  he  declaimed,  "has  the  decimal  system, 
while  England  adheres  to  the  cumbrous  table  of  pounds, 
shillings  and  pence."  Rap-rap-rap.  The  raps  were  for  the 
lawyer,  who  remained  absorbed  in  his  own  conversation. 
"And  even  farthings,"  continued  the  iron-master.  "Is  there 
anything  else  in  finance  so  ridiculous  as  the  farthing?"  Rap- 
rap.  The  lawyer  glanced  around  somewhat  impatiently. 
"Judge  G  ,"  Mr.  Carnegie  called  out,  "why  do  the  Bri- 
tish continue  their  coinage  of  farthings  ?"  "To  enable  the 
Scotch  to  practise  benevolence,  Mr.  Carnegie,"  returned  the 
lawyer. 

*  *  * 

The  new  pastor  was  a  stickler  for  ceremonial  observ- 
ances. He  could  read  his  share  of  the  responses  with  one 
eye  and  watch  the  congregation  with  the  other.  Each  mem- 
ber was  expected  to  take  part  in  the  reading,  and  the  person 
who  shirked  that  responsibility  was  detected  sooner  or  later 
and  brought  to  account.  On  the  first  three  Sundays  of  his 
new  pastorate  he  noticed  a  man  in  a  front  pew  who  sat  silent 
throughout  the  service.  The  third  Sunday  evening,  although 
in  a  hurry  to  reach  the  bedside  of  a  sick  parishioner,  he  took 
time  to  let  the  delinquent  know  he  had  found  out. 

"I  am  sorry  to  see,"  the  pastor  said,  "that  you  have 
never  read  the  responses." 

"F-f-f  I  had  d-d-d-done  th-th-that,"  said  the  silent  man, 
"ab-b-bout  what  t-t-time  d-d-do  you  sup-p-pose  you'd  have 
g-g-got  through  p-p-preaching?" 
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2  x  7  =  14  Moenus  "Altera"  Embossing 
and  Ironing  Machines 


were  delivered  within 
the  last  few  years  to  two 
large  leather  factories. 

Other  Moenus  Ma- 
chines were  delivered 
in  proportionate  num- 
bers to  the  progressive 
firms  at  home  and 
abroad. 


We  supply  complete  plants 
for  Leather  Factories 


Moenus  Machine  Works,  Frankfurt  on  Main,  Germany 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shmy  Leather  Articles.    Boxes  open  with  a 

«  n 4 WHY  »Rr OMBIN ATION     For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles  bridles 
DAeS ReSsSc  '"Ster" ^r^set  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (o  sizes  of  each  color. 
"  BOSTON  "  WATERPROOF  POLISH.    A  black  liquid  for  men's  and  boys'  shoes.    Produces  a  patent  leather  shine  without 

"ELITE"  C0MBWATION.'  For  those  who  take  pride  in  having  their  shoes  look  A £1.    Restores  color  and  lustre  to  all  black 
shoes    Retails  25c     "BAB Y  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 

Send,orcircu^ 

BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU  WANT  THE  BEST 
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WE  ARE  THE 

PEOPLE 

THE   MAKERS   OF  THE  FAMOUS 

"A.  R.  C."  BRAND 
PATENT  LEATHER 

Cfl  We  specialize  in  colt  and 
side  leather  putting  the  best 
of  labor  and  materials  on  the 
best  skins  that  money  can  buy. 

CJ  We  know  our  product  is 
the  best  on  the  market  and 
our  aim  is  to  keep  it  so. 

<J  In  the  last  year  we  have 
added  three  large  additions 
to  our  factory  and  are  now 
building  more. 

Our  wonderful  success  has 
been  due  to  the  great  progress 
made  by  our  long  string  of 
satisfied  customers,  the  most 
up-to-date  and  successful  shoe 
manufacturers  in  Canada. 

CJ  Why  not  follow  the  wise 
ones. 

CJ  Get  in  line  with  the  users 
of  the  great  "A.  R.  C."  Brand 
Patent  Leather,  and  you  will 
get  there. 


A.  R.  CLARKE  &  CO. 

LIMITED 

TORONTO        -  CANADA 

52  VICTORIA  SQ.,  MONTREAL,  P.Q. 


IT  IS  OUR  AIM 

To  give  to  the  Shoe  Manufacturer  a  pattern 
service  that  may  be  relied  upon.  This  means: — 

First— Style  and  Fit. 

Second  -  Grading  that  is  absolutely 

accurate. 
Third— Quick  Delivery. 

We  have  the  only  power  grading  and  cutting 
machine  in  Canada. 

L.  C.  Jones  N.  P.  Appleton 

Gray  Pattern  Co. 

254  Lemoine  St.         ::         Montreal,  P.Q. 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 

TRIAL 

ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


THE 

Shoe  and  Leather 

JOURNAL 

AND 

THE 

Dry  Goods  Record 

FOR 

$2.00  a  Year 

Shoe  and  Leather  Journal 

(Semi-monthly)  24issues.  $i.5oayear 

Dry  Goods  Record 

(Monthly)   12  issues.     $1.00  a  year 

Both  for  $2.00  a  Year 

Each  paper  an  authority  in  its  field. 
 WRITE   

CIRCULATION  DEPARTMENT 

Acton  Publishing  Co. 

Limited 

59-61  John  Street    -  TORONTO 
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The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given  To  Export  Trade 


Designers 

of  (ATALOGS, 

Booklets, 
Pamphlets, 
Book  ©vers, 
des,Steel 
Plates,Wood 

(Ots,Etchings. 


THOMSON 

ENGRAVING  CO 

TELE^N^M^5489 
216  ADELAIDE  ST  W  TORONTO 


Fred.C.A.Mclndoe&Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


Bonner  Leather  Co. 


■  ^Manufacturers' 


G  L AZ  ED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom:  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with' them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  <8l  CO., 

LYNN,  Mass.,  U.S.A. 


UNITED  STATES 

REFERENCE  BOOKS 

In  addition  to  the  General  Reference  Book  cover- 
in<*  the  United  States  and  Canada,  we  publish  indi- 
vidual States  and  groups  of  States  in  separate  bind- 
ings, both  as  pocket  books  and  office  editions. 

Rates  of  same  are  quoted  to  subscribers,  or  pros- 
pective subscribers,  on  application. 

R.  G.  DUNN  &  CO. 

Establised  1841         212  Offices-15  in  Canada 


JOSEPH  KIINO 


DEALER  IN 


LEATHER  AND  SHOE  FINDINGS 
25  and2T  Scott  Street,      s^'tngton  TORONTO,  Ont. 

TELEPHONE  Main  1203.   


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Askfor  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier    Ave.,  Montreal,  Que. 

Phone  E.  3778 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travellers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 
301  Aird  Ave. 
MONTREAL 


I 


DUCLOS  <8L  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
Innersoling-. 

Office  and  Factory,       Store,  224  Lemoine  St. 
ST.  HY  AC  I  NT  HE..  MONTREAL. 
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GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 


THIS  OUTFIT  contains  every  machine  required 
for  doing  repair  work  of  the  highest  grade 
economically  and  quickly.  They  are  all  mounted 
on  a  substantial  frame,  with  shaft  running  entire 
length,  from  which  all  machines  are  driven.  No 
overhead  shafting  is  required.  It  occupies  the 
smallest  possible  amount  of  room  consistent  with 
obtaining  the  best  results  and  has  the  following 
machines:  One  Goodyear  Rapid  Stitching  Machine 
making  lock-stitch,  one  Forepart  Trimming  Machine 
with  Shanking-out  Device  and  Cutter  Grinder,  one 
Buffing  Shaft  and  one  Finishing  Shaft. 

C  We  would  be  pleased  to  send  descriptive  Folder 
and  any  information  regarding  it,  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

IlACAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE 

244  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 


THE  STANDARD  FOR  STYLE,  FIT  AND  QUALITY  IN 

RUBBER  FOOTWEAR 

We  opened  the  season  of  1911-12,  March  1st, 
as  usual,  and  the  Maltese  Cross  price  lists  and 
catalogues  were  sent  all  over  the  country. 

In  looking:  these  over,  bear  in  mind  that, 
no  matter  how  low  the  prices  may  be,  Maltese 
Cross  QUALITY  will  be  kept  up  as  high  as  ever. 

Travellers  are  now  on  the  road  from  all  our 
agencies  with  new  samples  which  will  speak 
for  themselves. 

YOU  CAN'T  GET  BETTER  RUBBERS 
YOU  CAN'T  GET  BETTER  PRICES 

WAIT  FOR  THE  "  MALTESE  CROSS"  MAN 

The  Gutta  Percha  &  Rubber  Manuf  g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver, 
Branches  :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST) 


APRIL  1st 


TORONTO 


1911 


JOURNAL 


On  Fall  Styles 
and  Rubber 
Footwear 


ACTON  PUBLISHING  COUP 

TORONTO.  nonXREAb 
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Black  Diamond  Chrome  Patent  Leather— 
is  being  produced  at  the  rate  of  3000  sides 
per  day.  Its  superior  quality  is  accountable 
for  such  a  demand. 

Tan  Gun  Metal  C^/f—especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather  In  every  good  tannage. 

Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 


NEW  YORK,  621  Broadway 
GLOVER  VI LLE,  50  So.  Main  St. 


95  SOUTH  STREET,  BOSTON 

ROCHESER,  605-6  Powers  Building 


CINCINNATI,  632'Sycamore  St. 
ST.  LOUIS,  705  Lucas  Ave. 
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McKays  and 
Turns 

Men  s,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 

!  Where  § 

!  Amherst  i 

MAKE  | 

EXCELS 
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o 
o 
o 
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o 
o 
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o 
o 

O  T0U6M  SOLID  LEATHER 
°  OUT  AND  INSOLES 

O 

o 
o 
o 
o 
o 
o 
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7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Slock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 

Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Exclusive  Selling  Agents: 

CHICAGO  TANNING  COMPANY 

CHICAGO,  U.S.  Dayton  and  Blackhawk  Sis. 


130  W  Michigan  Street 

• •BOSTON 
1 28  Summer  Si 


OLOVERSV1LLE,  N  Y 
1 1  Cayadutta  St 


C.  Parsons  &  Son 

LIMITED 

TORONTO 

AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

G.  Parsons  &  Son 

LIMITED 

LEATHER  FINDINGS 

79  Front  St.  East       Toronto,  Ont. 
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SUNSHINE  COLT     SUNSHINE  KID 

THE  NEW  LEATHER 

is  not  varnished  or  baked,  which  means  the 
elements  which  cause  the  objectionable  features 
of  Patent  Leathers  are  eliminated.  At  the  same 
time,  embodied  in  this  new  leather  are  all  the 
good  features  of  the  best  patent  leather  made. 

Past  experience  has  shown  that  Patent 
Leathers  are  not  to  be  depended  on— the  best 
of  them  will  check  and  crack. 

Sunshine  Colt  and  Sunshine  Kid,  not  being 
varnished  or  baked,  are  much  safer  and  more 
serviceable  and  will  stand  the  coldest  Canadian 
weather  without  checking  or  cracking. 

Taking  this  alone  into  consideration  the 
Canadian  merchant  should  recognize  the  bene- 
fits to  be  obtained  by  specifying  Sunshine  Colt 
and  Sunshine  Kid  when  placing  orders. 

Made  and  sold  only  by 

Corona  Kid  Manufacturing 
Company 

BOSTON       -  MASSACHUWETT5 


NOT 
VARNISHED 
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TANS 
ARE 
ON 
THE 
RUN 


It  has  happened ;  just  as  ^e  said  it 
would.  The  demand  for  tans  is  immense. 
Never  in  our  history  have  the 
orders  come  so  thick  and  fast  and 
the  plant  is  working  overtime  to 
get  the  tans  away.  In  the  last 
two  weeks  our  output  of  colored 
leathers  has  trebled,  grown  to 
three  times  its  former  size. 

<But  forewarned  is  forearmed, 
we  saw  it  coming;   we  got 
ready  ;  and  can  handle  promptly 
all  the  orders  that  you  send. 

Our  Washable  Chrome  Russia  Calf 
No.  88  in  Tan  and  London  Brown  is 
proving  all  we  ever  said  about  it  in  shoe 
factories  all  ol>er  the  country.  It  is  a 
boom  to  any  manufacturer,  a  worry- 
time-and-labor  saver. 

If  youve  never  tried  it,  you  re  run- 
ning under  a  handicap.  Don't  do  it  any 
longer  but  send  a  trial  order  to-day. 

Ask  for  samples  of  the  two  new  col- 
ors Nos.  30  and  38  Special  Chrome 
Tanned  Boarded  or  Willow  Grain. 
Telegraph  your  rush  orders  to-day. 

Davis  Leather  Co.,  Limited 

Newmarket,  Ontario 


NEVER 
SUCH 

A 
RUSH 
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No. 
J0327E 
$2.50 


Four  Special  Boots  for  Spring 

Knowing  the  demand  there  will  be  for  women's 
boots  in  this  season's  trade,  we  have  placed  in  stock 
four  new  patterns.     They  are 

On   the   Floor  Ready  to  Ship 

and  we  urge  you  to  order  at  once. 
=  TERMS:    Three  Off  Thirty  Days  = 


PLEASE    ORDER    BY  NUMBER 

No.  J0327E — Mat  calf  top,  dull  calf,  ^  fox,  button,  perforated  vamp,  tip,  Astoria  last,  ij4,  inch  heel,  welt  $2.50 
(B  3  to  7,  C  2}4  to  7,  D  2)4  to  8). 

No.  J0308E — Black  cloth  high  slant  top,  pat.  lea.,  ^  fox,  button,  tip,  Tuxedo  last,  1^  inch  heel,  welt  $2.50 
(B  3  to  7,  C  3  to  yy2,  D  2%  to  7^,  E  3  to  8). 

No.  J0308C — Mat  calf  high  slant  top,  pat.  lea.,  ^  fox,  button,  tip,  Plaza  last,  1^  inch  heel,  welt  $2.50 
(B  3  to  7,  C  3  to  7,  D  2%  to  8,  E  3  to  8). 


No.  J0311O — Mat  calf  top,  pat.  lea.,  str.  fox,  blucher,  tip,  Rochester  last,  1^  inch  heel,  welt 
(A  31^  to  6%,  B  3  to  7,  C  2%  to  7,  D  2     to  8,  E  3  to  8). 


$2.50 


Write  for  our    New    Stock  Catalogue 

UTZ  &  DUNN  CO,  .ScgSHSTfy. 

High  Grade  Footwear  for  Women,  Misses  and  Children 
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DIAMOND  BRAND 


CUTCH 


(SOLID  EXTRACT) 


C(  We  most  heartily  recommend  Black 
Diamond  Solid-Extract  Cutch  because  its 
efficiency  and  economy  have  been  proven 
to  the  entire  satisfaction  of  many  of  our 
largest  and  most  successful  tanners. 

([  It  is  absolutely  soluble,  penetrates 
quickly,  and  produces  plump,  clean,  clear 
colored  leather.  It  is  no  exaggeration  to 
say  that  Black  Diamond,  Solid  -  Extract 
Cutch  is  concentrated  tanning  efficiency. 


C.  A.  SPENCER  &  SON 

Importers,  Exporters  and  Dealers  in  Tanning  Materials 

183  Essex  Street  -  Boston 
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We  beg  to  advise 
you  that  we  are 
carrying  in  stock  63 
of  our  most  popular 
lines  which  will  be 
ready  about  April 
20th    ::     ::     ::  :: 

Our  Motto: 

ORDERS  SHIPPED  THE  SAME  DAY  AS  RECEIVED 

Our  Catalogue  No. 
6  is  now  in  the 
hands  of  the  printer 
and  will  be  ready 
for  you  on  or  about 
April  25th. 


Getty  S  Scott 

LIMITED 

Gait   -  Ont. 


THE  SHOE  AND  LEATHER  JOURNAL 


LEADERS  VS.  IMITATORS 


THE 

Standard  Brands 

OF 

Rubber  Footwear 

Throughout 
CANADA 


■ »» 


"Jacques  Cartier" 
"Maple  Leaf 
««  Gr  an  by  " 
"  MercHants" 
"Daisy" 
"Dominion" 
"Anch  or" 
*•  F  le  e  t  f  o  o  t" 


THESE  ARE  THE  STANDARDS 

for    QUALITY    and  PRICE 

Others  gauge  their  Quality  to  meet  our  Price. 

Our  policy  is  framed  to  benefit  those  who  buy  our  goods. 

1.  Who  set  the  prices  of  RUBBER  FOOTWEAR  to  the  Retail  Trade  for  191 1  ? 

2.  Who  introduced  the  prepayment  of  Freights  on  shipments  to  the  Retailers  ? 

3.  Who  introduced  the  policy  of  packing  all  lines  in  Cartons,  that  the  Retailer  may  keep 
his  stock  in  good  condition  ? 

THE  CANADIAN   CONSOLIDATED   RUBBER  COMPANY 

announced  every  one  of  these  benefits  to  the  Trade,  before  our  competitors  showed  a 
sample  or  quoted  a  price.  Had  we  made  the  selling  conditions  less  favorable,  and  prices 
twenty-five  per  cent,  higher,  what  would  our  competitors  have  charged  you  for  their  goods? 

We  advertise  and  distribute  our  goods,  carrying  our  own  stocks  in  all  the  large  centres. 
Don't  forget  this  :    It  means  time  and  money  to  the  Retail  Stores  of  Canada. 

Canadian  Consolidated  Rubber  Co.,  Ltd. 

Halifax.       St.  John,  N.B.       Yarmouth.       Sidney.       Moncton.  Quebec. 
Granby.      Montreal.      Ottawa.      Hamilton.     Toronto.  London. 
Brantford.     Berlin.     Port  Dalhousie.     Winnipeg.  Regina. 
Calgary.  Saskatoon.  Edmonton.  Vancouver.  Victoria 
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I  suppose  you  are  worrying  over  rubber 
prices.  With  all  the  talk  that  is  being  given 
out  on  this  vexed  question,  it  isn't  to  be 
wondered  at.  And,  yet,  no  matter  what  is 
being  said  you  can  hardly  bring  yourself  to 
believe  anything  else  but  that  the  manufac- 
turers are  ''out  for  the  coin."  You  can't 
remember  any  time  in  the  past  when  their 
actions  lead  you  to  regard  them  as  out  and 
out  philanthrophists.  Now,  the  price  of  raw 
rubber  is  steadily  rising.  If  the  price  of 
manufactured  rubbers  goes  down,  the  qual- 
ity of  those  rubbers  will  have  to  be  cut  to 
get  the  necessary  profit.  This  is  worth  con- 
sidering. Don't  jump  to  conclusions  and 
imagine  you  are  getting  a  bargain  because 
the  price  is  low.  Of  course,  you  may  get 
a  bargain,  but  you're  taking  a  big  chance. 
The  safest  method  would  be  to  buy  a  proven 
brand  at  a  fair  price,  and  buy  from  the  man 
who  has  given  you  a  square  deal  in  the  past. 


Quality  should  be  the  first  consideration.  A 
low  price  may  sell  many  rubbers  now,  but 
it  takes  quality  to  hold  custom.   You'll  have 
rubbers  to  sell  next  season,  and  people  who 
get  stung  won't  forget  readily,  but  those  you 
treat  right  will  come  again.    Kant  Krack 
and  Dainty  Mode  Rubbers  you  know  to  be 
reliable.     Nobody  ever  got  stung  on  them. 
"Keep  up  the  quality"  is  the  slogan  of  the 
Independent  Rubber  Co.  who  manufacture 
them.   You  can  depend  upon  it  that  the 
quality  of  these  brands  will  not  be  tampered 
with  to  meet  anyone's  price. 
What  has  been  said  of  Kant  Krack  and 
Dainty  Mode  can  also  be  said  of  Royal  and 
Bulldog,  new  brands  by  the  same  company. 
Royal  is  a  first  and  Bulldog  a  second,  which 
cent-for-cent  of  price  is  equal  in  quality  to 
any  rubber  on  the  market. 
Take  no  chances  this  season.    Buy  the  right 
rubbers  at  the  right  place. 
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EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.   -     MONTREAL,  QUE. 
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Do  you  like  to  talk  to  your  trade  in 
convincing,  forcible  terms? 


You  answer,  "Yes. 


€J  Then  you  must  appreciate  the  selling 
powers  of  a  good  Catalog.  Not  a  Catalog 
which  is  a  mere  compilation  of  Prices  and 
Pictures,  but  a  book  showing  how  and  why 
you  have  got  your  competitors  beat. 

f§  This  kind  of  a  Catalog  can  be  obtained, 
and  we  are  prepared  to  produce  the  illus- 
trations, or,  in  fact,  the  entire  work,  in  a 
clear  and  interesting  manner. 


<I  The  illustrations  go  a  long  way  to  decide 
whether  your  catalog  will  be  conveyed  to  the 
waste  basket,  or  the  buyer  s  desk. 

Cfl  Growth  in  illustrative  abil- 
ity in  the  power  to  produce 
selling  pictures,  is  our  claim 
to  your  Engraving  business. 

E3 

IF  YOU  ILLUSTRATE 
YOUR  LINE,  WE  CAN 
INTEREST  YOU 


WE 
"DESIGN 
ALL 
FORMS  OF 
"PUBLICITY 


Legg  Bros.  Engraving  Company 

DESIGNERS,  ENGRAVERS,  COMMERCIAL  PHOTOGRAPHERS 

5  Jordan  Street,  Toronto,  Canada 
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LIFE-BUOY 
RUBBERS 


To  The  Trade: 


The  Fall  Placing-  Season  will  be  with  us  in  the  course  of  a  few  days,  and  through 
the  medium  of  this  Journal,  we  wish  to  thank  you  for  the  liberal  support  given  to  our 
Company  during  the  past  two  seasons. 

Our  position  as  an  INDEPENDENT  COMPANY  has  done  much  to  remove  the 
arbitrary  conditions  under  which  the  rubber  footwear  business  was  formerly  conducted, 
and  to  a  realization  of  this  by  the  Trade,  our  liberal  and  progressive  policy,  backed  up 
by  a  thoroughly  reliable  line  of  goods,  we  feel  that  we  owe  our  success. 

Our  progress  for  the  past  two  years  has  been  such  that  it  has  been  necessary 
for  us  to  increase  our  factory  capacity  by  50,000  square  feet  of  floor  space,  with  which 
we  are  at  present  engaged,  giving  us,  for  the  future,  increased  facilities  for  prompt 
delivery  of  goods. 

For  the  season  of  191 1  prices  will  likely  be  close,  but  we  wish  to  emphasize  this 
one  point,  that 

No  matter  what  the  price  may  be,  the  qualify  of 

LIFE-BUOY 
goods  will  remain  the  same. 

We  are  also  introducing  many  new  lines,  and  some  distinctly  new  ideas  in 
rubber  construction,  which  will  be  important  both  to  the  dealer  and  to  the  consumer, 
and  we  would  ask  you  to  see  these  samples  before  buying.  Our  travellers  will  reach 
you  in  ample  time  to  enable  you  to  place  your  orders  elsewhere  should  you  not  feel  that 
"LIFE-BUOYS"  are  the  goods  you  want. 

Yours  very  truly, 

The  Kaufman  Rubber  Company 

LIMITED 

BERLIN  ONTARIO 

An  Independent  Company 
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Notice  the 
Men's  Heel 

Reinforced  at  the 
point  most  needed. 

Used  on  Men's 
First  Quality  Life- 
Buoy  Goods. 

Gives  twice  the 
wear. 


Men's  Double  Heel 


LEATHER 


Notice  the 
Women's  Heel 

This  improvement  will 
appeal  to  every  dealer 
handling-  women's  shoes. 

HEELand  COUNTER 
one  solid  piece  of  leather. 

WILL  NOT  CUT 
through  the  bottom. 

CAN  NOT  BREAK 
open  in  back 

Used  on  all  Women's 
First  Quality  Goods. 


PATENT  PENDING 


SEE   OUR  SAMPLES 


WINNIPEG 
87  King  Street 

CHARLOTTETOWN,  P.  E.  I, 


CL  Our  Travellers  will  call  in 
plenty  of  time  for  Fall  Placing 

Complete  Stocks  carried  at 


TORONTO 
76  York  Street 

TRURO,  N.  S. 

EDMONTON,  ALTA. 


OTTAWA 
281  Wellington  E. 

FREDERICTOWN,  N.  B. 

VANCOUVER,  B.  C. 


MONTREAL 
310  Craig  W. 

CALGARY,  ALTA. 
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Children's  Footwear 

In  Stock 

We  wish  to  announce  to  the  Trade  that  we 
are  carrying  in  stock  a  complete  range  of  our 
infants,'  children's,  misses,'  and  growing  girls' 
Turns  and  Welts. 

3  NEW  LASTS  3 

We  are  showing  two  new  growing  girls'  lasts 
in  four  widths,  B,  C,  D  and  E,  and  new 
infants'  no-heel  last  with  a  full  broad  toe. 

FALL  BUSINESS 

Our  representatives  are  now  out  with  the  Fall 
Samples  and  will  call  on  you  in  the  near 
future  with  a  line  of  Macfarlane  Shoes  that  is 
bound  to  interest  you. 


"Watch  for  the  Red  Tags" 
"They  Indicate  Stock  Lines" 


THE  MACFARLANE  SHOE  CO.,  LIMITED 

90-94  Beaudry  Street,  MONTREAL 


<frn- septic 

SHOE 


J  TV 


In 

Fair 

Weather 
and 
In  Foul 


The  Doctors  Antiseptic  Shoe  is  an  ideal  one 
for  warm  weather.  Its  sterilized,  medicated 
inner  sole  and  linings  prevent  the  accumula- 
tion of  impurities  from  perspiration.  These 

impurities  are  kept  in  the  socks  which  canbejwashed  instead  of  being  allowed  to 
accumulate  in  the  shoe  which  cannc^be^hech  Thus  the  shoe  remains  clean 
and  sanitary  till  worn  out. 

The  Doctors  Antiseptic  Shoe  is  not,  however,  merely  a  fair  weather  friend  to  its 
wearer.  In  wet  and  cold  weather  it  is  just  as  serviceable.  The  waterproofing 
process  through  which  both  sole  and  upper  pass  makes  this  shoe  entirely  moisture 
proof  Its  three  soles  (the  centre  one  of  thermal  asbestos)  keep  the  foot  warm  m 
coldest  weather.  The  Doctors  Antiseptic  Shoe  is  truly  "a  friend  of  man  m  any 
weather  and  in  any  climate. 


HocRey  Boots  to  Crow  About 

Tos  Billings  says:  "There's  2  things  I  like  about  a  rooster.  1  iz  the  krow  that's 
in  him  and  the  other  iz  the  spurs  he's  got  to  bak  up  the  krow  with.  Now  we  re 
doing  some  tall  crowing  about  our  line  of  hockey  bals.  this  year,  but  it  isn  t 
merely  "hot  air"  for  these  boots  have  the  necessary  good  qualities  to  bak  up 
the  krow  with".  If  you  wish  to  be  "in  right"  next  winter  place  your  order  now 
for  these  new  goods. 

Ask  about  our  new  2  in  1  Hockey  and  Skating  Boots. 


TEBBUTT  SHOE® LEATHER  COMPANY 

THREE  RIVERS,  QUEBEC 
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The  Federal  Life  Assurance  Co. 

of  Canada 

Twenty  -  ninth  Annual  Statement 


Directors'  Report 

Your  Directors  have  the  honor  to  present  the  Report 
and  Financial  Statement  of  the  Company  for  the  year  which 
closed  31st  December,  1910,  duly  vouched  for  by  the 
Auditors. 

The  new  business  of  the  year  consisted  of  two  thousand 
six  hundred  and  forty-three  applications  for  insurance, 
aggregating  $3,897,933.01,  of  which  two  thousand  five  hun- 
dred and  twenty-seven  applications  for  $3,720,436.21  were 
accepted. 

As  in  previous  years,  the  income  of  the  Company  shows 
a  gratifying  increase,  and  the  assets  of  the  Company  have 
been  increased  by  $352,493.55,  and  have  now  reached 
$3,996,443.08,  exclusive  of  guarantee  capital. 

The  security  for  Policyholders,  including  guarantee 
capital,  amounted  at  the  close  of  the  year  io  $4,866,443.08, 
and  the  liabilities  for  reserves  and  all  outstanding  claims, 
including  $25,000.00  set  aside  as  a  special  addition  to  policy 
reserves,  amounted  to  $3,720,855.00,  showing  a  surplus  of 
$1,145,588.08.  Exclusive  of  uncalled  guarantee  capital,  the 
surplus  to  Policyholders  was  $275,588.08. 

Policies  on  one  hundred  and  nine  lives  became  claims 
through  death,  to  the  amount  of  $192,734.16. 

Including  Cash  Dividends  and  Dividends  applied  to  the 
reduction  of  premiums,  with  annuities,  the  total  payment  to 
Policyholders  amounted  to  $339,897.07. 

Careful  attention  has  been  given  to  the  investment  of 
the  Company's  funds,  in  first-class  bonds,  mortgage  securi- 
ties, and  loans  on  the  Company's  policies,  amply  secured  by 
reserves.  Our  investments  have  yielded  a  very  satisfactory 
rate  of  interest. 

Expenses  have  been  confined  to  a  reasonable  limit, 
consistent  with  due  efforts  for  new  business.  The  results 
of  the  year  indicate  a  most  gratifying  progress.  Compared 
with  the  preceding  year,  the  figures  submitted  by  the  Direc- 
tors for  your  approval  show  an  advance  of  nearly  ten  per 
cent,  in  assets. 

The  assurances  carried  by  the  Company  now  amount 
to  $22,309,929.42,  upon  which  the  Company  holds  reserves 
to  the  full  amount  required  by  law,  and,  in  addition  there- 
to, a  considerable  surplus. 

The  field  officers  and  agents  of  the  Company  are  in- 
telligent and  loyal,  and  are  entitled  to  much  credit  for  their 
able  representation  of  the  Company's  interests.  The  mem- 
bers of  the  office  staff  have  also  proved  faithful  to  the  Com- 
pany's service. 

Your  Directors  are  pleased  to  he  able  to  state  that  the 
business  of  the  Company  for  the  current  year  has  been  of 
a  very  satisfactory  character,  and  that  the  outlook  for  the 
future  is  most  encouraging. 

DAVID  DEXTER. 
President  and  Managing  Director. 


Auditors'  Report 

To  the  President  and  Directors 
of  the 

Federal  Life  Assurance  Company 
Gentlemen  : 

We  have  carefully  audited  the  books  and  records  of 
your  Company  for  the  year  ending  31st  December  last  and 
have  certified  to  their  accuracy. 

The  Cash  and  Journal  Vouchers  have  been  closely 
examined  and  agree  with  the  entries  recorded. 

The  Debentures,  Bonds,  etc.,  in  the  possession  of  the 
Company  have  been  inspected,  whilst  those  deposited  with 
the  Government  have  been  verified  by  certificate,  the  total 
agreeing  with  the  amount  as  shown  in  the  Statement  of 
Assets. 

The  accompanying  Statement,  viz :  Revenue  and  Ex- 
penditure, Assets  and  Liabilities,  show  the  result  of  the 
year's  operations  and  also  the  financial  position  of  the  Com- 
pany. 

Respectfully  submitted, 

C.  S.  SCOTT,  F.  C.  A.  i 
CHARLES  STIFF,  C.  A.  /  Editors. 
Hamilton,  1st  February,  1911. 

Financial  Statement 

For  Year  ending  December  31st,  1910 

RECEIPTS 

Premium  and  Annuity  Income.  .$     767,460  38 

Interests,  Rents  and  Profits   183,493  00 

  $  950,953  38 

DISBURSEMENTS 

Paid  to  Policyholders  $    339,897  07 

All  other  payments   250,388  30 

Balance   360,668  01 

 $  950,953  38 

ASSETS,  DECEMBER  31st,  1910 

Debentures  and  Bonds  $  1,601,399  09 

Mortgages    961,552  79 

Loans     on     Policies,  Bonds, 

Stocks,  Etc   703,582  98 

All  other  Assets   729,908  22 

 $3,996,443  08 

liabilities 

Reserve  Fund   $  3,656,001  00 

Special     Addition     to  Policy 

Reserves    25,000  00 

Death  Losses  awaiting  Proofs..        29,032  00 

Other  Liabilities    10,822  00 

Surplus  on  Policyholders'  Ac- 
count   

  275,588  08 

  $3,996,443  08 

Assets   $  3,996,443  08 

Guarantee  Capital    870,000  00 

Total   Security   $  4,866,443  08 

Policies  were  Issued  Assuring  3,720,436  21 
Total  Insurance  in  Force...  22,309,929  42 
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A  GOLDEN  OPPORTUNITY 
TO  STOCK-UP  CHEAPLY 

Here's  a  great  chance  for  a  limited  number  of  live  shoe  merchants  to 
make  some  extra  profit.  A  comprehensive  stock  of  shoes  for  every 
member  of  the  family  is  offered  at  practically  your  own  price.  1  his  is 
not  a  bunch  of  "dead  ones"  but  a  real  live  stock  fully  guaranteed  m 
every  way  and  bound  to  sell  readily  and  give  entire  satisfaction. 


WOMEN'S 
MISSES' 


SHOES 

BOYS' 

YOUTHS'  GREATLY  CHILDREN'S 

0,  REDUCED  TMFANTS' 
LITTLE  GENTS'  IN  FAN  1  S 


On  May  ist  I  move  to  my  new  factory  in  Colomb  Street.  I  am  not 
going  to  take  any  of  my  present  stock  with  me.  That  is  the  reason  of 
this  opportunity  to  buy  good  shoes  at  a  low  price. 

When  established  in  my  new  factory  I  expect  to  do  business  with  every 
merchant  wh0j  buys  any  of  my  present  stock,  so  it's  certain  I  will  not  sell 
anything  that  might  in  any  way  displease. 

You  will  do  well  to  send  at  once  for  my  special  price  list.  It  is  certain 
to  show  many  values  that  will  interest  you. 


F.  BLOUIN 


Manufacturer  of  Boots,  Shoes,  Mocassins 
QUEBEC  CITY 
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MISS 


CANADA 


MINISTER -M 


1 


Quality  Pays 
Handsomely 

Stinting  quality  to  get 
a  low  price  is  like  kill- 
ing the  goose  that  laid 
the  golden  egg.  Price 
may  gain  you  a  few 
friends  for  a  few  days 
but  it's  quality  that 
holds  many  friends  for 
many  days. 

In  addition  to  the 
individuality  of  style, 
the  fineness  of  finish 
and  the  excellent 
general  appearance 
of  BERESFORD, 
MISS  CANADA  and 
VASSAR  shoes,  there 
is  embodied  in  each  pair 
the  maximum  amount 
of  that  quality  which 
pays  handsomely. 


LI1 


"BER 

THE  S 
SER 
SHOE 

"MISS 
AND 

FAS] 
FOOT 
PARTIC 


"VASSAR" 


MFF 


BERESFORD 


FINE  QUA 
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ES  SHOE  CO. 


D 


RD" 

l  AND 

MEN 

ADA" 
SAR" 

3LE 
FOR 
WOMEN 


VASS AR 


BERESFORD' 


BERESFORD' 


Autumn 
Styles 

About  the  lines  we  are 
showing  for  Fall  there 
is   something,   just  a 
little  finer,  just  a  little 
better  in  every  way, 
than  we  have  hereto- 
fore shown  you.   It  is 
due    mostly    to  our 
efforts,  in  these  times 
of    modern  improve- 
ments, to  keep  if  any- 
thing,   just    a  little 
ahead  of  the  mark. 

Our  travellers  are 
now  showing  samples. 
When  you  inspect 
every  shoe,  it  would  be 
well  to  continually  bear 
in  mind  the  nature  of 
the  quality  embodied 
therein. 


TY  SHOES 


BERESFORD 
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WHY  THE  YEAR 

1911 

SHOULD  BE  A  GOOD  YEAR 
FOR  SELLING 
GOODYEAR  WELTS 

In  the  year  that  has  just  passed  a  campaign  of  education  and  information — 
which  now  extends  throughout  the  country — was  inaugurated  and  has  been 
continued  and  augumented. 

We  say  ''campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favourite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe — its  history  and  the  method  employed  in 
making  it — is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  are  going  to  WANT  GOODYEAR  WELT  shoes.  That 
is  why  this  year  is  going  to  be  a  good  year  for  selling  GOODYEAR  WELT 
shoes.  If  you  are  not  already  familiar  with  all  these  things  yourself,  write 
us.    The  story  is  yours  for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 
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PACKARD'S 

SPECIAL  SHOE  DRESSINGS 


THE  STANDARD  OF  QUALITY 


55 


Combination  Dressings 
in  Black,  Tan,  Ox-blood 
and  Brown.  Each  Box 
contains  a  4-oz.  Bottle  of 
Liquid  and  a  Tin  of  Paste. 


Ladies'   Special  Black. 

A  Self-Polishing  Liquid, 

in  a  6-oz  Bottle.  Put  up 

in  an  attractive  carton. 


French  Glycerine  Dressing. 
A  10c  Liquid  Self-Polisher. 
There  is  a  Good  Demand 
for  a  Cheap  Dressing. 


Patent  Leather  Cream. 
Put  up  in  Two  Sizes. 
Keeps  the  Leather  Soft 
and  Pliable. 


Combination  Dressing. 
Pony  Size.  Similar  to 
our  Large  Combination 
in  Quality.  In  All  Colors. 


:  i        e  m,    ..0"  in  Cakes   in  Paper  Crow  Black  Oil  Dye.     Dyes    Pastes.    All  Colors.  For 

White  Liquid  Dressing  in  5-oz.  White     u     m  ,        ^  Colored  Leather?  Perfectly.    In    Polishing   All    Kinds  of 

Round  Bottles  in  a  neat  carton.  Boxes,  mvv  ooa  do  ^         pints  Quarts 

Also  put  up  in  4-oz   Panel  Boxes.     The  Best   White  uan  ^  ^  ^  Leather. 

Bottles.  Meaner. 

Our  travellers  are  now  on  the  road  and  will  be  pleased 
to  receive  your  spring  order  for  these  lines.  Look  over 
your  stock  and  get  ready  for  that  first  spring  customer. 

L.  H.  PACKARD  &  CO.  LIMITED    ■  MONTREAL 

MANUFACTURERS  OF  HIGH   GRADE  SHOE  POLISHES 
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BRITISH  QUALITY 

SUITS 

CANADIAN  NEEDS 

In  the  town  of  Waterfoot,  near  Manchester,  England,  Trickett  Slip- 
pers are  made  by  expert  British  workmen  in  the  British  way — quality 
first.  Because  these  workmen  are  good  Britishers,  brought  up  in  their 
trade  to  do  their  work  in  the  British  way,  Trickett  Slippers  have  that 
truly  British  quality — stability.  They  can  always  be  depended  upon. 
Their  quality  is  the  same  today  as  yesterday  and  will  be  the  same 
tomorrow  as  today.  The  styles  change  often  (for  they  are  strictly 
up-to-date  Slippers)  but  the  quality  never  changes.  The  fact  that 
Tricketts  specialize  in  Slippers  gives  you  an  idea  of  what  to  expect 
in  the  way  of  value.  The  readiness  with  which  they  sell  assures 
you  that  the  value  is  there  and  that  the  people  appreciate  it. 

The  Trickett  Slippers  being  sold  in  Canada  are  truly  British  in  every 
way,  but  they  were  made  with  a  view  to  meeting  special  Canadian 
needs.  Many  dealers  have  already  proven  that  there  is  a  big  field 
for  Trickett  Slippers  in  Canada.  Don't  wait  until  the  cream  of  this  good 
business  is  taken  by  others,  but  write  your  jobber  today  for  particulars. 

SIR  H.  W.  TRICKETT,  LIMITED 

WATERFOOT    (near  Manchester)  ENGLAND 
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Shoe  Machinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 


MARK 


GOODYEAR 
WELT  and  TURN 
SYSTEMS 


Consolidated 
HAND  METHOD 
Lasting  Machines 


MODEL=C 
IDEAL  CLICKING 
MACHINES 


RAPID  STANDARD 
SCREW 
MACHINES 


DAVEY 
HORN  PEGGING 
MACHINES 


Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,  Eyelets,   Shanks,   Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique 


MONTREAL,  QUE. 


24 


THE  SHOE  AND  LEATHER  JOURNAL 


YOU'LL 
LIKE 
THEM 


Everybody  Loves 
Fair  Play 


Fair  play  in  the  shoe  business  cer- 
tainly doesn't  mean  selling  shoddy 
shoes  at  solid  leather  prices.  That's 
something  you  should  watch  out 
for.  Be  careful  that  you  don't 
sell  shoddy  shoes  thinking  they  are 
solid  leather.  Your  customer  gets 
stung  ' '  and  you  lose  his  custom 
through   no  fault  of  your  own. 

There  is  no  substitute  for  leather 
in  the  Williams  Shoe.  Rugged 
honesty  of  construction  is  the 
motto  of  the  makers.  They  believe 
that 


There's  Nothing  Like 
Leather 


Take  any  Williams  Shoe  you  like,  take  it 
apart  or  cut  it  open,  and  you  won't  discover 
one  bit  of  leather  substitution.  It's  impos- 
sible because  there  neve?  was  a  leather  sub- 
stitute in  the  Williams  Factory. 

Williams  Shoes  are  strong  and  they  look  it. 
That  helps  to  sell  them.  Take  a  look  at 
these  illustrations.  Don't  it  look  as  though 
these  shoes  were  built  for  service  ?  Notice 
the  double  rows  of  stitching.  That's  some- 
thing you  don't  get  on  every  shoe  you  buy 
and  it's  something  that  helps  Williams 
Shoes  to  wear  longer. 

You  are  sure  of  giving  your  customer  fair 
play  if  you  sell  him  a  pair  of  Williams  Shoes. 


Williams  Shoe  Company,  Ltd. 

BRAMPTON,  ONTARIO 


SEE 
OUR 
FALL 
STYLES 
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PROFIT 


Satisfaction  and  Profit 

SATISFACTION   ^.^^^Z^  Z 

has  to  buy  a  new  tin  of  polish.  In  fact  he  has  been  so  well  satisfied  with  it 
that  he  wants  to  make  sure  that  he  gets  "  Nugget  "  again,  so  goes  to  the 

store  from  which  he  bought  the  outfit.  He  trusts 
"Nugget"  for  he  has  proved  its  worth.  What 
more  natural  than  that  he  should  come  to  trust  the 
store  that  sold  him  this  reliable  polish  ?  And  be- 
cause you  have  pleased 


Your   profit    and  your 

customers'  are  pretty  closely  identified.  You  must 
sell  goods  that  will  prove  profitable  to  the  user  as 
well  as  to  yourself  if  you  wish  to  build  up  a  business. 
The  "Nugget"  Outfit  is  the  best  all-round  profit 
bringer  on  the  market.  The  nice  little  profit  you 
make  on  each  outfit  or  even  on  each  tin  of  polish  is  ^\C°^d^^' 
and  your  customer's  profit  couldn't  be  greater  for  he  has  the  longest  lasting 
waterproof  polish  you  could  possibly  sell  him. 

"Nugget"  Polishes  Shine  Wherever  The  Sun  Does. 

The  "Nugget"  Polish  Company,  Limited 

Toronto 


him  in  polish  you  will 
get  a  chance  to  please 
him  in  greater  things. 


V 


mnm.  orth  &  Hastings 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners5  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Qambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A 


217  North  Branch  Street,  CHICAGO,  U.S.A. 


78-88  Wall  Street,  NEW  YORK,  U.S.A. 
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WALPOLE 

Adhesive  Stay 
Tape 


Will  remove  may  obstacles  from 
your  path  ad  make  you  happy 

BECAUSE— 


It  will  prevent  the  tops  of  your 
slippers  and  pumps  from  stretch- 
ing. 

It  will  prevent  tearing"  at  the 
throat,  when  drawing  the  lasts. 

Applied  with  a  hot  iron,  will 
stick  to  any  leather. 

No  Cement  or  Paste  required. 

When  it's  on  it  stays  put. 

Standard  width,  3-8  in.  — it  can 
be  made  any  width  to  meet  your 
requirements. 

Be  sure  to  get  some  of  this 
tape  ;  you  will  find  it  a  good 
investment. 

It's  $2.00  per  1,000  yards  for 
the  white  ;  $2.20  for  the  black. 


Walpole  Rubber  Co. 


LIMITED 

MONTREAL 


WE  ARE  THE 

PEOPLE 

THE   MAKERS  OF  THE  FAMOUS 

"A.  R.  C."  BRAND 
PATENT  LEATHER 

^  We  specialize  in  colt  and 
side  leather  putting  the  best 
of  labor  and  materials  on  the 
best  skins  that  money  can  buy. 

<I  We  know  our  product  is 
the  best  on  the  market  and 
our  aim  is  to  keep  it  so. 

9  In  the  last  year  we  have 
added  three  large  additions 
to  our  factory  and  are  now 
building  more. 

<I  Our  wonderful  success  has 
been  due  to  the  great  progress 
made  by  our  long  string  of 
satisfied  customers,  the  most 
up-to-date  and  successful  shoe 
manufacturers  in  Canada. 

tj  Why  not  follow  the  wise 
ones. 

9  Get  in  line  with  the  users 
of  the  great  "A.  R.C."  Brand 
Patent  Leather,  and  you  will 
get  there. 


A.  R.  CLARKE  &  CO. 

LIMITED 

TORONTO       -  CANADA 

52  VICTORIA  SQ.,  MONTREAL,  P.Q. 
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SILK  LACES 

Black,  Tan,  White,  Plaid,  Ox  Blood,  Etc. 


AT 
VARIOUS 
PRICES 
ACCORDING 
TO 

QUALITIES. 


ORDER 
PROMPTLY 
TO 
SECURE 
QUICK 
DELIVERY. 


NON-RIP  SANDAL 

ORDER  NOW 


PHILIP  JACOBI 


TORONTO 


Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front  rank.      You  will  have 

cause  to  be  proud  of  every 

shoe  because : — 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 
so  desirable. 

It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 

Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on  each  of  those  shoes. 

We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 

A.  DAVIS  &  SON 

LIMITED 

Kingston     -     -  Canada 
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesaled  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.  C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


AN  UP  TO  DATE  MANUFACTURER 

Cannot  afford  buying  cheap  machines,  because 
they  are  too  expensive. 


More  than  600  MOENUS  Band  Knife 
Splitting  Machines 

Were  delivered  to  all  parts 
of  the  world.  More  than 
30  machines  were  delivered 
to  America; 

Write  for  our  prices 


Present  Yearly  Output  Over  100  Machines 


OENUS  MACHINE  WORKS 

FRANKFURT-ON-MAIN,  GERMANY 
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GET 
THE 
EASY 
MONEY 
FIRST 


The  demand  for  staple  lines  of 
footwear  is  not  regulated  by  fads 
and  fashions.  Like  the  poor  it 
is  always  with  us.  It's  easy  to 
sell  staples  all  the  time,  too — it 
you  handle  the  right  line.  Any 
good  looking  line  may  sell  the 
first  time,  but  a  shoe  business 
is  not  built  up  on  first  sales. 
You've  got  to  get  the  people  com- 
ing again  to  your  store  to  be 
successful. 

Surpass  Shoes  are  the  line  of 
staples  that  will  bring  'em  back. 
They  treat  their  wearers  honest- 
ly, for  they're  built  that  way. 
They  give  value  for  every  cent  of 
their  price — and  more  too.  They 
sell  readily  because  they  look 
nearly  as  good  as  they  are.  Getthis 
easy  money  first.  There's  always 
lots  of  time  to  try  out  fancy  lines. 


THE 
LOUIS 
GAUTHIER 
COMPANY 
LIMITED 

QUEBEC 


— MULE — 

If  you  cut  "Split"  Gloves  and  Mittens  don't  forget  the 

P.  &  V.  Lines. 
Largest  Tanners,  widest  range  of  colors,  most  uniformly 

selected  and  always  soft. 
Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens 


MILWAUKEI 


BOSTON. 
NEW  YORK. 
CHICAGO. 


ST.  LOUIS 
ST.  PAUL,. 
CINCINNATI 


Distributors  : 
SAN  FRANCISCO. 
NEW  ORLEANS. 
GLOVERS  VILLE. 


LONDON,  England. 
FRANKFURT,  O-M.,  Germany 
PARIS,  FRANCE 


Address  all  correspondence  to  Boston  Office,   85-89  South  Street,   BOSTON,  MASS. 
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If  it  isn't  in  the 
Leather  it  can  t 
be  in  the  Shoe 


ATI  You  can't  make  a  perfect  Glazed  Kid 
□J  Shoe  from  an  imperfect  leather.  A 
perfect  leather  must  have  a  finish  that 
will  pass  through  the  various  stages  of 
shoe  manufacture  unharmed. 

(]j  Doubtless  you  know  from  experience 
that  there  are  many  leathers  that 
look  perfect,  but  won't  make  up  perfect. 
Their  finish  is  good  to  look  upon  when 
in  the  skin,  but  when  made  up  is  so 
cracked  and  rough  its  own  manufacturer 
wouldn't  know  it 

Where  other  glazed  leathers  are  weak 
-*  Borne  Glazed  Kid  is  strong.  Its 
excellent  finish  will  appeal  to  you,  and 
that  same  finish  will  be  carried  right 
through  all  the  processes  of  manufacture 
to  the  finished  shoe.  There's  over  35 
years  of  experience  in  the  making  of 
glazed  leather  behind  every  skin  of 
Borne  Glazed  Kid 

tfTT  Send  in  a  sample  order  and  get  away 
jj  from  all  your  glazed  leather  troubles. 


LUCIEN  BORNE 

QUEBEC 

Western  Agents:  Malette  ®  Roy 
225  Lemoine  Street      -  MONTREAL 


I  am  making  a  specialty 
of 

Men's,  Youths' 

Boys,'  and 
Little  Gents' 

in  standard  Screws  and 
McKays.  Workmanship 
guaranteed,  as  is  the  leath- 
er in  the  shoes  themselves. 


LUC  ROUTIER 


56  Colomb  Street, 


QUEBEC 


®*  Bonner  Leather  Co. 


'  tJXCanufadurers' 


GLAZED  KID 

{Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


BOOTS  AND  SHOES  THAT 
STAND  ROUGH  WEAR 

FOR 

PROSPECTORS,  SURVEYORS 
CURISERS,   RIVFR  DRIVERS 

IN 

STANDARD  SCREW  AND  GOODYEAR  WELTS. 

C.  B.  Dayfoot  ®.  Co. 

GEORGETOWN      -  ONTARIO 
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Every-Day  Sellers 

Ct,  It's  the  sale  of  staple  lines  of  shoes 
that  indicates  the  strength  of  your 
business.  Novelties  and  extreme 
styles  merely  attract  for  the  moment 
but  a  good  line  of  staples  will  give 
you  a  steady,  profitable,  come-again 
trade. 

CL  Our  lines  of  Staple  Footwear  for 
men,  women,  boys,  misses  and  child- 
ren are  honestly  made  of  good 
leather.  These  shoes  will  give  in 
service  far  more  than  their  prices 
would  indicate.  Stock  up  and  get 
after  the  steady  business. 
Ct,  We  have  a  few  special  lines  that 
are  in  a  class  by  themselves.  Ask 
us  about  them. 

THE  G.  V.  OBERHOLTZER  CO. 

LIMITED 

BERLIN      -:-  CANADA 


MORE  COMFORT 
FOR 
TIRED  FEET 


DR.  BRANDON'S 
CUSHION  SOLE 
SHOE 


The  inner  sole  of  the  Dr.  Brandon  Cushion 
Sole  Shoe  is  made  of  the  finest  piano  felt. 
This  is  attached  only  at  the  welt.  The 
edge  rests  on  a  shoulder  of  leather  which 
gives  a  buoyancy  to  the  tread  that  could 
not  be  given  any  other  way.  The  outer 
sole  and  the  upper  are  made  of  carefully 
selected  leather. 

Dr.  Brandon's  Cushion  Sole  Shoes  make 
the  best  remedy  for  tired  feet 

The  Brandon  Shoe  Co.,  Ltd. 

Brantford,  Ontario 


SIX 

MONTHS 
MAKES  A 
GREAT 
DIFFERENCE 
TO  A 
SUEDE 
SKIN 


The  quality  of  suede  skins 
like  the  quality  of  wine 
depends  a  great  deal  on 
ageing.  By  the  ageing  of 
a  skin  we  mean  the  time 
that  is  allowed  to  elapse 
between  the  tanning  and 
the  coloring. 

All  our  skins  are  kept  six 
months  after  tanning  be- 
_____  fore  they    are  colored. 

This  ageing  imparts  to 
them  a  strength  and  even- 
ness of  texture  that  could 
not  be  given  in  any  other 
way.      You,    who  have 
tried  the 
other  kind, 
will  never 
know  what  a  great 
difference  six  months  can 
make  to  a  skin,  until  you 
have    tried  National 
Suedes. 

If  you  can,  come  and  see 
these  skins.  If  you  can- 
not, order  a  dozen.  Try 
them.  If  not  satisfactory 
send  them  back  and  we 
will  return   the  money. 


National 
Leather 
Company 
of  Canada 
Limited 
Toronto 
Ontario 


IT  IS  OUR  AIM 

To  give  to  the  Shoe  Manufacturer 
a  pattern  service  that  may  be  re- 
lied upon.  This  means: — 

First  — Style  and  Fit. 
Second  —  Grading  that 
is  absolutely  accurate. 
Third — Quick  Delivery. 

We  have  the  only  power  grading 
and  cutting  machine  in  Canada. 


I/£  JONES  N.P.APPLETON 

QRSf  PATTERN  C° 

254  LEttOINE  ST  MONTREAL  0u7. 
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HS-Stin^S  Grr9.iHS        notexcelled  ^or  FIBRE  and  FINISH,  as  alsof  or 


most  PROFITABLE  CUTTING  QUALITIES. 


All  weights  of 

Combination 
Mennonite 
Kangaroo 

and  other  GRAINS  supplied  on  short  notice; 
also  SPLITS  all  weights. 


Im.  Chrome 

Sydney 

Glove 


Address  inquiries  and  orders  to 

THE  BREITHAUPT 
LEATHER  CO. 

Limited 

BERLIN  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


KANGAROO 

Wo  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


F.  G.  CLARKE,  Pkesidbnt. 


C.  E.  CLARKE,  Vice-Pbes.  and  Tbeas. 


CLARKE  &  CLARKE,  Limited 


Established  1852. 


Manufacturers  of  SHEEPSKINS  of  all  kinds 


General  Offices  and  Works — Christie  Street,  Tr\Rni\ITn 
City  Office  and  Warehouse— 52   Bay  Street,     1  UKU^  1  U. 
BRANCHES— 59  St.  Peter  St.,  MONTREAL.   G.  S.  Hubbell,  Agent  553  St.  Valier  St.,  QUEBEC.  Richabd  Fbebes,  Agents. 


W.H.Staynes*  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


Cable  "HIDES,"  Leicester. 


(    and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


H.  INGLE  &  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents  ' 
Lady  Lane,  LEEDS,  ENG.        Also  at  Bristol,  Leicester  and  Kettering, 

Cable  Address:  INGOT. 
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TORONTO,  APRIL  1st,  1911 


$1.50  per  Year 


The  New  Styles  in  Fall  Shoes 

First  of  a  Series  of  Talks  on  What  Will  Find  Favor  With  Canadian  Men  and  Women-High  Toes,  Short  Vamps, 

and  Plain  Effects— The  Growing  Popularity  of  Button  Shoes. 


Travelling  representatives  for  the  various  shoe  manu- 
facturers of  Canada  are  now  on  the  road  with  full  lines  of 
samples  for  fall  and  winter  wear.  For  the  colder  season 
the  makers  are  showing,  some  new  types  in  build  and  leathers, 

but  changes  in  style  are  neither 
as  numerous  nor  radical  as  for 
spring  and  summer  trade  when 
manufacturers  exhaust  all  their 
ingenuity,   and   new    shapes  of 
lasts,  with  as  many  patterns  as 
can  be   produced  for  discrimi- 
nating purchasers,  are  offered. 
Alterations  of  style  gener- 
ally   apply    to  the 
better     grades  of 
i  shoes. 

Fall  samples  do 
not  show  very  pro- 
nounced changes.  In 
women's  shoes  the 
vamps  are  short  and 
in  some  instances  the  uppers  a  little  higher  than  last  season, 
while  the  Cuban  type  of  heel  will  be  predominant.  There  is 
a  tendency  to  narrow,  close  soles,  and  plain  stitching  with 
rather  high  toes,  a  growing  absence  of  tips,  with  the  button 
shoe  immensely  in  favor.  Simplicity  and  the  disappearance 
of  "gingerbread"  effects  are  markedly  to  the  front. 

Fabrics  To  The  Front. 

Many  manufacturers  are  using  fabrics  for  exploiting 
their  newest  lasts,  owing  to  the  button  shoe  being  more  and 
more  generally  demanded  by  the  public.  Strict  attention  is 
paid  to  the  fitting  qualities,  while  durability  and  dressy  ap- 
pearance are  not  lost  sight  of.  Few  straight  tops  are  shown 
in  women's  footwear,  the  slant  or  curve  being  the  most 
in  vogue  as  it  is  more  easily  adapted  to  high-cut  boots. 
Other  features  generally  applied  are  high  toe,  short  vamps, 
high  heels,  plain  button  patterns  and  simplicity  in  ornaments. 
Of  course,  shoe  characteristics  necessarily  differ  as  human 
taste  and  ideas  do,  but  in  the  main,  the  trend  of  fashion  in 
women's  footwear  will  be  along  the  lines  indicated. 


Naturally,  heavier  goods  are  worn  in  the  fall,  and  the 
manufacturers  are  showing  substantial  and  common  sense 
lines  which  give  both  comfort  and  satisfaction.  The  lasts 
have  for  the  most  part,  high,  rather  bold  toes,  but  not  so 
pronounced  as  to  be  freakish  or  outrageous.  Canadian 
makers  are  not  addicted  to  far-fetched  productions  of  outre 
novelties  as,  in  the  first  place,  there  is  practically  no  wide 
demand  for  whims  or  caprices  in  footwear.  A  nation  like 
the  United  States  with  ninety-three  millions  has  among 
its  number  many  wealthy  and  peculiar  people  who  want 
something  just  a  little  different  and  more  fetching  or  stun- 
ning than  the  ordinary  run  of  people,  but  even  American 
makers  of  lasts  and  patterns  recognize  that  the  run  on 
"freaks"  is  short-lived,  and,  like  a  bauble,  the  wearers  soon 
tire  of  the  thing  and  come  back  to  common-sense  prin- 
ciples. 

Not  Strong  on  Fads. 

It  seems  to  be  a  universal  law  that  the  public  will  not 
long  stand  for  that  which  is  cramped,  ill-shaped  or  ridiculous 
in  conception,  and  there  is  little  money  in  it  for  the  pro- 
ducers. Sufficient  creations  can  generally  be  made  to  win 
patronage  and  furnish  diversity  of  effect  without  going  to 
extremes  or  outlandish  proportions.  This  is  the  experience 
of  Canadian  wholesalers  and  manufacturers,  who  study 
local  conditions  pretty  accurately. 

"Take  ox-bloods,"  remarked  a  Canadian  maker  this 
week,  "it  is  not  so  long  ago  that  everybody  was  clamoring 
for  that  kind  of  leather.  To-day  we  have  in  our  factory 
shoes  of  that  kind  with  which  we  were  caught  and  I  doubt 
if  we  could  get  half  a  dollar  per  pair  for  them.  We  never 
intend  to  get  loaded  up  again  with  any  leather  that  is  not 
likely  to  be  more  or  less  staple,  and  in  the  matter  of  lasts, 
while  we  desire  to  keep  up-to-date,  and  manage  to  do  so, 
we  avoid  too  many  pranks.  Let  the  American  factories 
produce  them." 

Few  Freakish  Creations. 

A  Toronto  shoeman  exhibited  in  his  window  the  other 
clay,  three  or  four  shoes  of  wonderful  construction  and 
shape,  with  almost  comic  opera  effect  and  garishness.  He 
said  that  he  would  not  offer  such  things  for  sale.  Travellers 
had  simply  loaned  him  these  flashy  creations  for  a  day  or 


34 


THE  SHOE  AND  LEATHER  JOURNAL 


two  to  display  in  order  to  attract  attention  and  to  show 
how  short  a  step  it  is  from  the  sublime  to  the  ridiculous — 
often  a  mere  shift  or  easy  transition,  as  in  real  life.  Yet 
he  admitted  the  public  was  a  curious  and  uncertain  quan- 
tity and  inclined  at  times  to  fly  off  at  a  tangent  in  the  matter 
of  footwear.  Still,  people  would  stand  for  the  extravagantly 
odd  or  eccentric,  only  to  a  limited  degree,  and  caution  had 
to  be  exercised.  So  the  making  and  marketing  of  shoes 
is  a  constant,  earnest  and  interesting  study,  and  requires  as 
much  thought,  care  and  devotion  as  any  science  or  commer- 
cial enterprise. 

Tans  will  be  worn  a  good  deal  this  coming  fall  and 
winter,  and  makers  have  taken  this  into  consideration.  In 
men's  wear  for  the  feet,  willow  calf  and  winter  calf,  which 
are  reliable,  sensible  leathers,  are  in  a  large  measure,  to  the 
front.  They  come  in  both  lace  and  button.  The  soles  are 
heavy  and  thick,  so  as  to  avoid  very  largely  the  need  of 
rubbers. 

Broad  High  Toes  for  Men. 

Among  the  striking  styles,  and  what  will  be  popular  in 
fall  footwear,  are  rather  short  vamps,  with  broad,  high  toe 
of  the  modified,  orthopedic  build  and  straight  inside.  The 
appearance  is  tasty  and  attractive,  and  either  flat  black  or 
flat  brass  eyelets  are  used.  A  special  style  is  the  long 
quarter,  but  the  foxings  are  varied,  according  to  some  half- 
dozen  patterns  that  come  from  this  particular  last.  The 
tips  are  the  straight,  round  ones,  the  only  divergencies  be- 
ing in  the  perforations,  some  of  which  are  large  and  open, 
others  medium  and  still  others  needle-pointed. 

Patent  colt,  gunmetal,  velours  and  tan  leathers  are 
largely  used  in  all  fall  samples.  A  military  dress  boot  with 
the  crimped  front,  of  congress  build  and  patent  colt,  neat 
and  pleasing  in  appearance,  is  shown.  Outside  of  this  crea- 
tion for  the  sons  of  Mars  there  will  be  practically  no  con- 
gress styles.  In  winter  calf  a  shoe  that  bids  fair  to  become 
popular  is  a  leather  lined  blucher  of  light  chocolate  color 
with  rather  high  bold  toe.  They  have  heavy  through  soles, 
viscolized,  and  are  waterproof.  Another  style  is  in  box- 
calf with  rubber  soles  and  heels  and  felt  lined.  For  wear 
in  dry,  cold  weather,  another  showing  is  a  shoe  with  felt 
soles,  rubber  heels  and  well  built,  which  type  is  more  par- 
ticularly for  the  Western  winter  weather.  A  patent  colt, 
button  boot  of  matt  calf  or  cravenette  top,  with  high  thick 
toe,  and  Cuban  heel — about  one  and  three-quarter  inches — 
is  snappy  and  pleasing. 

These  button  makes  will  be  worn  a  great  deal,  espe- 
cially by  young  men,  and  makers  are  producing  them  in 
increasing  number. 

Dull  Russias  for  Women. 

Dull  Russias  will  prove  a  good  selling  line  for  women  ac- 
cording to  the  predictions  of  certain  manufacturers.  In 
fact,  all  styles  in  women's  footwear  are  inclined  to  be  un- 
adorned, being  effective  and  graceful  in  their  simplicity  and 
neat,  unembellished  lines.  A  few  plain  simple  orthodox 
shoes  is  what  a  number  of  the  factories  in  Canada  are 
showing.  Buttons,  high-cut,  in  tan,  or  patent  colt  with 
cravanette  tops  will  form  a  very  saleable  assortment,  but 
the  lace  shoe  has  by  no  means  been  displaced  and  will  be 
worn  by  women  who  claim  that  they  never  can  get  the  fit 
and  comfort  from  a  button  boot  that  they  can  obtain  from 
a  lace  one.    The  buttons  used  are  very  plain  and  are  more 


numerous  of  course  than  when  larger  and  more  dashing 
metal  ones  were  used.  About  fifteen  or  sixteen  buttons  to 
a  shoe  will  be  the  prevailing  mode,  whereas  only  eleven  or 
twelve  are  now  employed  in  some  of  the  spring  and  sum- 
mer styles.  Stage  lasts  are  popular  with  no  tips,  and  close 
edge  soles.  Cuban  heels  are  in  vogue  with  high  arch  and 
low  foxing.  Short  vamps  are  still  the  rage,  but  the  ten- 
dency is  to  lengthen  the  vamp  on  more  costly  shoes.  A  few 
of  the  vamps  are  creased.  There  are  no  gingerbread  effects, 
such  as  large,  open  perforations  on  the  tips  or  foxings. 
Scolloped  edges  and  fancy  stitching  are  disappearing,  and 
only  the  most  serviceable  and  sensible  work  is  seen.  Toes 
for  the  most  part  are  rather  narrow  and  high. 

"Russia  tans  will  be  worn,  but  the  day  for  velvets  has 
about  passed,"  remarked  one  of  the  Eastern  manufac- 
turers. Cravenette  tops  will  find  a  fair  measure  of  favor, 
but  of  all  leathers  employed  in  shoeology,  the  patent  colt 
still  holds  the  greatest  sway,  principally  with  matt  calf 
top. 

Pumps  and  Separate  Ornaments. 

Another  firm  has  an  innovation  which  marks  a  radical 
departure  from  things  of  the  past  when  frequently  "my 
lady"  would  buy  a  pair  of  pumps  and  then  go  to  the  jeweler 
for  the  "fixings."  V elvet  pumps  without  any  bows,  or  orna- 
ments, are  sold  the  retailer,  who  selects  the  trimmings  or, 
if  he  sells  a  large  number  of  pumps  each  season,  he  carries 
a  range  of  these  buckles  in  rhinestone  or  metal,  and  allows 
the  purchaser  to  make  her  own  selections;.  Some  of  the 
rhinestone  ornaments  sell  as  high  as  three  dollars  per  pair, 
while  less  pretentious  ones  are  considerably  cheaper.  The 
advantage  of  selling  a  lady  a  pair  of  pumps  minus  buckles 
or  ornaments  is  that  she  may  gratify  her  taste  and  choose 
for  herself  what  is  most  to  her  liking,  and,  in  case  her  purse 
is  amply  filled,  she  can  go  as  high  as  she  wishes  for  foot- 
wear adornment.  Expensive  buckles,  when  the  pump  is 
cast  aside  or  out  of  style,  can  be  easily  removed  and  trans- 
ferred to  another  pair.  Narrow,  high  toes  are  not  expected 
to  be  the  vogue  much  longer,  and  are  already  on  the  go, 
according  to  one  authority  who  also  said  that  fancy  buttons 
had  not  yet  disappeared  by  any  means,  and  that  inlaid  and 
smoked  pearl  creations  would  be  seen  on  many  of  the  fall 
samples;  but  plain,  small  jet  blacks  were  coming  to  the  fore. 
Some  of  the  cravenette  uppers  have  patent  leather  collars. 
A  nice  line  is  patent  colored  chocolate  with  colored  velvet 
top,  and  another  showing-  is  a  patent  vamp  with  grey  silk 
velvet  upper.  Possibly  twenty-five  per  cent,  of  the  patent 
leather  shoes  worn  by  women  will  have  cravenette  tops  and 
fifty  per  cent,  matt  calf  tops.  Toes  are  generally  plain 
and  in  balmorals,  there  is  no  pinking,  which  is  quite  the 
reverse  of  a  year  ago. 

High  heels,  toes  and  tops  in  the  more  expensive  lines, 
plain  effects,  longer  vamps  and  unadorned  stitching  with  no 
tips,  or  very  simple  ones,  summarize  the  styles  for  fall  wear, 
according  to  another  manufacturer.  Narrow  toes  are 
gradually  on  the  go  and  women  generally  are  buying  better 
and  more  serviceable  shoes,  recognizing  that  the  higher 
priced  stock  in  the  end  is  the  most  economical  and  satis- 
factory. 

Many  pumps  now  have  a  simulated  buckle  of  leather 
while  others  have  the  regulation  bow  of  ribbon  or  leather. 
In  velvets  the  retailer  may  select  from  a  sample  card  what 
style  of  buttons,  plain  or  fancy,  he  thinks  would  best  meet 
the  requirements  of  his  trade. 
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Slant  and  Crescent  Tops. 

Other  manufacturers  are  showing  in  their  range  of 
fall  samples,  bluchers,  balmorals  and  buttons,  having  uppers 
fully  seven  and  a  half  inches  in  height,  with  low  short 
vamp,  thick  toe  and  Cuban  heels  fully  two  inches  high,  which 
gives  the  shoes  a  smart  and  natty  appearance.  The  dis- 
plays in  patent  collar  tops,  slant  and  crescent  tops  are  numer- 
ous The  new  French  stage  last  is  very  effective,  having  no 
tip  on  the  vamp.  Matt  calf  and  cravenette  tops  are  both 
popular,  but  which  will  have  the  larger  sale  is  a  matter  of 
individual  preferment.  In  stormy,  wet  weather  winter  calf 
with  viscolized  soles  and  flat  brass  eyelets  will  be  worn  by 
many  women. 

Balmorals  with  cushion  insoles  are  bound  to  be  splen- 
did sellers  for  autumn  as  the  inner  sole  of  felt  conforms  to 
the  foot,  absorbs  moisture  and  prevents  a  jar  when  walking. 
These  come  in  vici  kid,  patent,  velours,  gunmetal  and  other 


leathers.  The  hypo  toe  and  straight  inside  are  winning -favor. 
All  the  samples  shown  by  the  different  makers  for  fall  wear 
are  generally  speaking,  built  on  comfortable  lasts  and  the 
patterns,  as  already  outlined,  while,  for  the  most  part,  plain 
and  simple,  are,  nevertheless,  striking  in  appearance  and 
fetching  in  design. 

Pumps  always  look  well,  are  neat  fitting  and  snappy 
and  will  be  as  welcome  as  ever  this  fall,  judging  by  the 
many  lines  displayed  by  manufacturers.  One  particularly 
quiet  type  is  of  patent  leather  with  corded  bow  and  dull 
ornaments. 

More  Information  on  Styles. 

In  the  next  issue  the  Shoe  and  Leather  Journal  will 
present  several  cuts  illustrating  the  latest  models  and  shapes 
in  fall  footwear,  while  further  detailed  references  to  styles, 
lasts  and  leathers  will  appear.  Much  new  and  interesting 
information  may  be  looked  for. 


The  Rubber  Situation 


Profits  Have  Been  Large  in  the  Past— Profits  of 
Should  Be  Higher  Than 

The  situation  may  at  present  be  described  in  sporting 
parlance  as  "sparring  for  wind."  The  contestants  are  cover- 
in-  the  ground  and  scooping  what  "orders"  they  can,  mean- 
while getting  their  equipment  and  finances  in  shape  to  meet 
the  "tug-of-war"  that  must  come  later.  As  predicted  by 
this  journal,  the  initial  stage  of  the  conflict  has  been  occu- 
pied in  getting  a  line  on  old  customers  and  offering  induce- 
ments to  prospective  buyers  sufficient  to  induce  them  to  re- 
frain from  closing  with  the  other  fellow.  The  result  is  what 
might  naturally  be  expected,  these  buyers,  or  most  oi  them, 
are  standing  pat,  and  waiting  to  see  what  time  and  patience 
will  do  in  carving  prices  down  to  the  bone. 

Rubber  manufacturers  had  a  good  thing,  but  it  was  too 
good,  in  a  way,  to  last.    We  are  told  on  good  authority  that, 
on  the  prices  that  obtained  two  years  ago,  one  of  the  small- 
est mills  made  about  four  times  as  much  as  it  ought,  legiti- 
mately to  have  on  its  year's  business,  and  this  holds  true  to 
a  greater  or  less  extent  with  the  other  establishments.  There 
is  no  business  in  the  country  for  the  amount  of  investment, 
equipment  and  skill  involved  that  has  in  recent  years  been 
anything  like  as  great  a  money-maker  as  rubber  shoe  manu- 
facturing.   Even  with  stocks  watered  to  a  most  daring  ex- 
tent, it  has  been  possible  to  show  good  results  for  share- 
holders.   There  is  not  anything  like  the  risk  or  skill  that 
is  attached  to  leather  shoe  manufacturing.  The  majority  of 
the  plants  are,  to  put  it  mildly,  not  modern,  and  help  can  be 
obtained  and  trained  almost  anywhere  at  much  lower  cost 
than  shoe  operators. 

When  the  Association  was  formed  several  years  ago, 
prices  were  upon  a  comparatively  fair  basis,  and  the  duty 
barely  protected  manufacturers  against  foreign  competition. 
In  fact,  Canadian  prices  were  so  arranged  as  to  make  it 
impossible  for  American  goods,  which  were  the  only  lines 
that  Canadian  makers  feared,  to  enter  the  country^  Gradu- 
ally, however,  manufacturers,  secure  in  their  cordial  rela- 
tions, began  to  boost  their  lists,  with  the  result  that  two  years 
ago,  before  the  break  came,  they  reached  the  top  notch  and 


One  Concern  Due  To  Stock  Jobbing— Prices 
They  Are  At  Present. 

outside  goods  began  to  come  into  the  country.    In  addition, 
some  of  these,  prominent  inside  of  the  Consolidated,  became 
restive  and  began  to  consider  the  question  of  the  profitable- 
ness of  outside  rubber  ventures.    Manufacturers  are,  there- 
fore, largely  to  blame,  not  only  for  the  present  demoraliza- 
tion, which  was  certain  to  come  sooner  or  later,  but  for  the 
feeling  that  has  grown  amongst  rubber  buyers,  that  too 
much  protection  has  been  always  afforded  this  industry. 
Amongst  dealers  within  the  last  year  or  two,  there  has  been 
an  undertone  of  dissatisfaction,  the  opinion  being  freely 
expressed  that  fifteen  per  cent.,  or  even  ten  per  cent.,  ought 
to  afford  sufficient  protection  to  the  industry  which,  unlike 
the  leather  shoe  trade,  is  capable  of  specialization,  even 
with  the  smaller  market  we  have  on  this  side  of  the  line, 
and,  as  has  already  been  pointed  out,  the  equipment  neces- 
sary is  not  different  to  any  extent  from  that  required  for 
a  much  larger  business  than  is  at  present  being  done  by 
the  mills. 

A  peculiar  feature  of  the  rubber  shoe  business  on  this 
side  of  the  line,  as  well  as  on  the  other,  is  the  fact  that  it  is 
now  largely  in  the  hands  of  those  who  are  not  shoemen  in 
any  sense  of  the  term.    In  the  United  States,  particularly 
in  the  Trust,  there  are  practically  no  shoe  manufacturers 
identified  with  the  business,  and  we  seem  to  be  gradually 
drifting  in  this  direction  in  Canada.    In  the  old  Canadian 
Rubber  Co.  there  were  some  of  the  foremost  shoemen  in 
the  country,  Granby  was  owned  by  a  shoe  leather  man  large- 
ly identified  with  shoe  interests;  the  Maple  Leaf  Rubber 
Company,  as  well  as  its  predecessor,  the  Toronto  Rubber 
Co.,  was  in  the  hands  of  shoemen.    The  later  accretions 
have  had  barely  a  nodding  acquaintance  with  the  shoe  manu- 
facturing business,  and  to-day  the  Consolidated  has  just  about 
one  man  connected  with  it  that  has  been,  or  is  now,  familiar 
with  either  the  leather  shoe  manufacturing-  or  even  the 
rubber  shoe  manufacturing  business,  all  of  which  goes  to 
show  that  apparently  an  intimate  knowledge  of  shoes  is  not 
essential  to  the  successful  handling  of  a  rubber  shoe  enter- 
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prise.  Nevertheless,  one  cannot  help  doubting  whether 
further  effectiveness  might  not  be  secured,  or,  at  least,  addi- 
tional safety  provided  by  the  presence  of  experienced  shoe- 
men  on  a  rubber  board. 

The  greatest  menace  to  the  industry,  however,  lies  in 
the  fact  that  a  spirit  quite  foreign  to  permanent  success  and 
progress  seems  to  have  crept  into  the  industry.  Men  who 
have  been  described  as  spell-binders,  have  introduced  meth- 
ods and  ideals  that  can  hardly  exist  side  by  side  with  any 
earnest  desire  to  make  for  the  stability  of  business.  Take 
the  United  States  Rubber  Company  as  an  example.  It  is 
controlled  and  directed  by  a  coterie  of  men  who  seem  more 
interested  in  what  they  can  make  by  stock  jobbing  and 
trafficking,  not  only  in  rubber  factories,  but  other  enter- 
prises, than  in  making  dividends  for  common  stockholders. 
This  spirit  seems  to  have  spread  to  Canada,  and  what  has 
been  done  in  the  United  States  is  being  repeated  here  on  a 
somewhat  smaller  scale.  The  rubber  business  seems  only 
a  side  issue  with  these  men. 

Herein  possibly  lies  a  most  potent  reason  for  the  pre- 
cipitation of  the  present  conflict  in  prices.  So  long  as  a 
few  individuals  can  use  an  organization  for  the  promotion 
of  these  private  interests,  and  so  long  as  they  have  little  or 
nothing  at  stake  in  the  warfare,  so  long  will  it  be  possible 
to  have  the  industry  torn  asunder  by  price  warfare.  It  is 
claimed  that  some  of  those  who  have  been  most  anxious 
for  a  fight  at  the  present  time  have  only  sufficient  holdings 
in  the  interests  they  represent  as  to  enable  them  to  bear 
with  equanimity  any  loss  they  may  have  to  sustain,  while 
in  the  end  they  can  drop  out  of  the  game  without  serious 
injury  should  it  suit  their  purpose  to  do  so. 

While  the  present  situation  may  appear  to  favor  the 
retailer  any  one  can  see  that  the  conditions  cannot  last  for 
any  considerable  period,  and  even  while  he  does  no  handling 
of  shoes  stands  to  benefit  from  the  demoralization. 
The  retailer,  even  if  he  gets  the  usual  per  cent, 
added  to  cost  will  make  less  money  and  not  a 
single  pair  more  of  rubber  shoes  will  be  sold  than  if 
they  were  twenty  per  cent,  higher.  On  the  other  hand,  reck- 
less  cutting  on  the  part  of  the  wholesaler  will  undoubtedly 
tend  to  the  same  course  on  the  part  of  the  dealer, 
and  next  winter  may  find  rubber  footwear  almost  given 
away  to  the  public.  The  dealer  fancies  that  rub- 
bers constitute  an  advertising  medium  for  his  other  trade, 
and  he  fills  his  doorway  or  bargain-counter  with  them  at 
prices  that  set  his  neighbor  agog  and  lead  him  to  refusals. 

But  worse  results  would  come  from  the  deterioration 
of  quality.     Considering  the   ridiculous  figures  at  which 


manufacturers  seem  willing  to  accept  orders,  one  would 
be  led  to  believe  that  the  same  uality  would  not  be  em- 
bodied in  their  products  as  when  they  were  getting  the  full 
price.  Such  tampering  with  the  character  of  the  shoe  would 
involve  worse  results  than  this  new  deception  of  the  dealer. 
It  would  bring  dissatisfaction  to  the  wearer  and  disrepute 
to  the  whole  product,  which  would  take  years  to  overcome. 
Were  the  idea  to  become  prevalent  that  rubber  shoes  are 
"not  as  good  as  they  used  to  be"  dealers  would  have  a  time 
convincing  their  customers  that  they  ought  to  pay  fair  prices 
It  would  take  ten  years  at  least  to  get  the  trade  out  of  the 
hole  it  had  been  plunged  into  by  allowing  such  a  situation 
to  develop  and  it  would  cost  millions  of  dollars  on  the  part 
of  the  manufacturers,  eventually  taken  from  handlers  and 
consumers,  to  put  things  back  into  decent  shape. 

It  is  idle  to  discuss  the  origin  of  the  trouble.  Blame 
can  be  attached  all  around.  The  Berlin  concern  in  its  anxiety 
to  get  what  it  considered  its  share  of  the  trade  was  no  doubt 
breaking  away  from  the  understanding,  as  was  also  the  To- 
ronto concern,  and  they  were  no  more  guilty  than  the  Con- 
solidated. More  or  less  irregularity  has  existed  for  years, 
but  careful  oversight  and  judicious  handling  minimized  it  and 
prevented  an  open  breach.  The  Consolidated  made  its  big 
mistake  in  its  own  anxiety  to  corral  these  outside  concerns, 
and  the  inducements  offered  no  doubt  led  them  to  endeavor 
to  enlarge  and  improve  their  positions.  But  the  Consoli- 
dated made  a  greater  tactical  mistake  when  it  let  men  like 
M  iner  and  Robinson  unload  and  g'et  loose.  These  men  are 
in  a  position  to  develop  competition  that  will  more  than 
double  that  which  already  existed.  It  ought  to  have  been 
possible  to  keep  them  inside  and  wise  generalship  might  have 
so  continued  it  that  neither  could  have  found  it  desirable,  or 
even  possible,  to  establish  new  enterprises.  From  the  very 
first  these  men  claim  that  they  were  antagonized  by  meth- 
ods and  ideals  which  determined  them  to  pull  out.  Both 
from  a  manufacturing  and  selling  standpoint  they  were  by 
far  the  strongest  men  on  the  board,  and  every  means  ought 
to  have  been  put  forth  to  retain  them  apart  from  the  opposi- 
tion they  will  be  able  to  put  up  by  rival  enterprises. 

It  seems  useless  now  to  suggest  any  remedy  for  the 
unfortunate  situation  in  which  the  trade  has  become  in- 
volved. The  one  seems  to  be  to  fight  it  out  until  the  strong- 
est survives,  or  buy  out  the  overlapping  concerns.  This 
will  be  a  tedious  and  expensive  process.  The  other  is  to 
reach  an  understanding  and  apportion  the  trade  of  the  vari- 
ous mills.  This  has  obvious  difficulties  with  the  new  con- 
cerns in  the  field.    In  the  meantime,  it  is  fight. 


New  Problems  in  Rubber  Selling 

Prices  Remain  Unchanged  But  Consolidated  Company  Contend  They  Have  Brought  "Benefits" 
to  the  Retailer — Independent  Concerns  Rejoinder  to  the  Charge  That 
They  Are  Merely  "Imitators." 


The  rubber  situation  continues  to  be  full  of  interest 
and  speculation.  While  strenuous  attempts  have  been  made 
by  all  the  companies  to  close  as  large  amount  of  business 
as  possible,  it  does  not  yet  appear  that  there  has  been  any 
price-cutting.     Hostilities   are,   nevertheless,   as  uncertain 


regarding  their  outcome  as  they  were  at  the  beginning,  and 
new  phases  have  loomed  up  as  the  campaign  progresses. 

It  appears  to  be  the  prevailing  opinion  on  the  part 
of  those  who  view  matters  at  close  range,  that  present 
quotations  will  not  decrease,  but  other  "moves"  are  being 
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executed  that  afford  no  little  anxiety  with  respect  to  the 
future  Will  city  retailers  demand  that  their  sorting  orders 
be  taken  care  of  during  the  year  at  the  same  figure  as  they 
secure  on  their  placing  business?  The  companies  say  no, 
and  big  retailers  declare  unless  this  condition  is  assented  to, 
they  are  prepared  to  take  chances  regarding  the  future. 
Orders  from  outside  points  are  coming  in  fairly  well,  but 
some  warm  arguments  are  heard  over  the  claim  made  by 
the  Consolidated  Company,  who  maintain  that,  by  certain 
concessions  in  which  they  lay  credit  to  being  the  pioneers 
many  benefits  are  conferred  upon  the  retailer  which  he  would 
not  otherwise  enjoy  if  they  had  not  paved  the  way. 

The  Consolidated  interests  declare  they  have  revolu- 
tionized matters  before  their  competitors  "showed  a  sample 
or  quoted  a  price."  The  alleged  benefits  are  that  the  Con- 
solidated set  the  low  prices,  that  they  introduced  the  prepay- 
ment of  freights  on  shipments  to  the  retailer,  and  inaugur- 
ated the  policy  of  packing  all  lines  in  cartons.  They  con- 
tend that  they  are  leaders  and  all  others  are  "imitators. 
The  so-called  imitators,  on  the  other  hand,  have  something 
emphatic  to  say  on  these  points,  which  are  dealt  with  at 
considerable  length  in  the  following  pages, 

No  Scattering  of  Price  Lists 

Price  lists  are  not  as  open  and  above  board  as  they 
were  in  previous  years  and  are  more  largely  in  the  nature 
of  typewritten  documents.  The  different  companies  do  not 
seem  disposed  to  hand  lists  out  to  retailers,  although  there 
is  really  no  secrecy  among  the  different  concerns  regarding 
what  "the  other  fellow  is  selling  at."  Each  has  seen  rival 
quotations  and,  while  there  are  slight  differences  on  some 
lines  still  on  a  heavy  bale  of  goods  the  shoeman  would  get 
about  the  same  figure  on  the  average  from  any  company, 
but  he  should  know  the  grades  that  he  is  ordering. 

"No,  sir !  rubbers  will  not  go  lower  in  price,  and  I  think 
that  I  know  what  I  am  talking  about  regarding  the  future," 
declared  a  leading  representative  of  one  of  Independent 
companies  this  week.    "Business  is  coming  our  way  as  well 
as  we  can  expect.    We  have  no  reason  to  complain  at  the 
number  of  placing  orders  that  our  travellers  have  taken. 
Retailers  who  are  hanging  back  are,  in  my  judgment,  mak- 
ing a  mistake  and  may  have  to  pay  dearer  for  their  goods. 
We  notice  there  is  very  little  inclination  on  the  part  of  the 
shoemen  in  the  smaller  centres  to  remain  aloof.    It  is  only 
in  the  cities  that  such  a  disposition  is  evidenced,  and  why  it 
is  so  now,  after  a  month  or  more  of  selling,  I  am  at  a  loss 
to  understand.    In  the  first  place,  a  dealer  has  everything 
to  gain  by  giving  his  order  now.    The  longer  he  defers  the 
neater  liability  he  encounters,  for,  if  rubber  shoes  go  down, 
he  gets  the  benefit  of  any  reduction  and,  as  I  have  pointed 
out   he  cannot  hope  to  see  present  prices,  which  are  low 
enough  in  all  conscience,  reduced.    In  fact,  quotations  were 
never  so  favorable  to  the  retailer.   I  suppose  that  one  reason 
why  the  city  purchaser  holds  back  is  that  he  thinks  he  is 
nearer  the  centre  of  supply,  that  he  can  call  up  the  traveller 
or  the  jobber  at  any  time  and  that,  as  his  competitors  are 
doing  nothing  in  the  way  of  placing  their  business,  he,  also, 
can  afford  to  take  chances.    But  prices  may  ascend  at  any 
time,  and  he  may  discover  that  he  has  wakened  up  too  late." 

It  is  the  same  story  with  the  Consolidated  and  Inde- 
pendent companies,  who  now  have  had  their  travellers  out 
for  several  weeks,  and  all  report  fully  as  much  business  clone 
at  outside  points  as  last  season  at  this  period— and  in  some 
cases  transactions  in  the  aggregation  a  little  ahead. 


Prepayment  of  Freight. 

"Prepayment  of  freight  on  all  shipments  to  the  retailer 
exceeding  a  hundred  pounds"  is  one  of  the  benefits  which  the 
Consolidated  company  contends  that  they  have  introduced, 
and  that  others  have  followed.  In  a  measure,  they  probably 
have  The  rate  is  about  forty-five  cents  for  freight  per  hun- 
dred pounds,  and  if  a  dealer  places  a  heavy  order  he  will 
save  a  good  deal.  But  it  seems  to  be  a  peculiar  move.  One 
jobber  remarked  that  he  wondered  what  next  the  companies 
would  offer.  "Rubber  firms  are  the  only  ones  m  any  trade 
that  I  know  of  who  are  holding  out  such  inducements,  he 
remarked  "No  other  line  of  business  does  it  so  far  as  I  can 
learn,  and  somebody  has  to  pay  for  it.  Who  is  it  going  to 
come  out  of?   Well!  there  are  two  conclusions,  and  that  is, 
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the  consumer  will  eventually  pay  or  else  the  expense  will  be 
taken  out  of  the  quality  of  the  rubbers." 

This  is  one  view,  but  another  is  presented  by  the  com- 
panies themselves  in  the  statement  that  the  practice  is  better 
than  cutting  prices,  or  increasing  discounts,  as  most  of  the 
factories  have  adjacent  distributing  warehouses  or  selling 
centres;  and,  after  all,  the  concession  does  not  amount  to 
much,  and  is  a  good  drawing  card  or  talking  point  to  close 
an  order.  The  Independent  Rubber  Company,  Merritton,  has 
adopted  a  different  plan,  and  on  all  orders  over  one  hundred 
pounds,  allows  one  per  cent,  for  freight,  which,  on  a  heavy 
consignment,  is  even  better  than  paying  all  the  freight,  for 
the  reason  that,  on  a  big  shipment,  one  per  cent,  would  total 
more  than  the  freight  charges. 

However,  the  prepayment  of  freights  on  rubber  foot- 
wear is  a  matter  of  internal  arrangement,  and  is  perhaps  a 
more  attractive  and  flashy  concession  than  it  is  costly,  and 
is  evidently  regarded  by  all  companies  as  a  strong  selling 
point.  The  Consolidated  Company  are  making  the  most  of 
the  matter,  however,  on  the  ground  that  they  were  the  first 
to  introduce  the  benefit,  and,  had  they  not  set  the  example, 
the  retailer  would  never  have  enjoyed  such  a  concession. 
Other  concerns  deny  that  the  Consolidated  were  the  pioneers 
in  this  matter  and,  contend  that  they  were  going  to  carry 
out  the  same  policy,  and  the  only  reason  the  Consolidated 
can  lay  claim  to  the  innovation  was,  because  their  travellers 
were  on  the  road  earlier  than  those  of  the  Independents. 

Packing  Goods  in  Cartons. 

"Who  introduced  the  policy  of  packing  all  lines  in  car- 
tons that  the  retailer  may  keep  his  stock  in  good  condition?" 
ask  the  Consolidated  men. 

Well !  there  appears  to  be  some  ground  for  division  of 
opinion  on  this  score,  and  several  arguments  are  advanced 
for  and  against  the  proposition.    The  views  expressed  are 
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interesting,  and  many  points  are  tallied  on  both  sides.  The 
Xorth  British  Rubber  Company,  whose  factories  are  in  Edin- 
burgh, Scotland,  and  who  have  a  warehouse  in  Toronto,  say 
they  started  to  pack  all  their  rubber  shoes  in  cartons  last 
year,  and  that  they  have  consistently  followed  this  policy, 
yet  they  have  never  laid  claim  for  any  credit  for  inaugurat- 
ing it.  They  submit  that  if  any  imitating  was  dene  in  this  it 
has  been  the  Consolidated  people,  and  the  latter  have  no 
right  to  appropriate  the  idea,  which  is,  in  no  sense,  patented. 

Packing  all  grades  in  cartons  has  been  followed  for 
years,  as  far  as  first  grade  rubber  shoes  are  concerned,  but, 
not  with  second  and  third  qualities,  and  not  one  of  the  In- 
dependent concerns  are  imitating  the  Consolidated  in  this 
move.  The  first  grades  of  all  companies  outside  the  merger 
go  out  in  cartons,  but  not  the  cheaper  qualities.  The  Inde- 
pendent manufacturers  say  that  the  dealer  dees  not  want 
all  his  stock  enclosed  in  cartons,  for  the  reason  that  he  has 
not  the  room  on  his  shelves  to  store  them.  Then  cartons 
are  bulky  and  cost  from  i  to  2  cents  each,  according  to 
quality,  and  make  more  weight  in  shipping.  Besides,  a  dealer 
wants  to  sell  some  first-grade  rubbers,  and,  when  a  customer 
comes  in  and  sees  all  kinds,  large  and  small,  put  up  in  car- 
tons, the  caller  does  not  know  or  cannot  tell  the  difference 
in  quality,  and  believes  that  probably  a  second  or  third-grade 
shoe  is  as  good  as  a  first-grade,  as  all  look  alike,  and  the  im- 
pression is  formed  naturally,  from  seeing  every  kind  boxed 
up.  Exteriorally  all  rubber  shoes  are  much  the  same,  and  it 
is  only  by  wear  that  the  difference  in  value  is  discovered  by 
the  consumer.  The  shoeman  catering  to  all  classes  of  trade 
wants  to  dispose  of  good  stuff  to  buyers  who  are  willing  to 
pay  a  fair  price,  and  if  his  entire  rubber  footwear  is  car- 
toned, the  chances  are  that  a  patron  will  conclude  one  kind 
is  as  good  as  another,  and  will  take  the  cheaper  brand.  The 
result  will  be  that  the  better  goods  are  left  on  the  shelves. 

Keeping  the  Stock  Clean. 

Against  these  arguments,  the  Consolidated  man  tells  the 
shoeman  that  the  only  proper  way  to  keep  his  stock  in  good 
condition  is  by  cartons,  and  that  their  appearance  on  his 
shelves  adds  immensely  to  the  attractiveness  of  his  display, 
and  the  uniformity  of  his  wares.  They  admit  that  when  it 
comes  to  lumbermen's  shoes  and  heavy  gum  stock,  cartons 
take  up  a  great  deal  of  space,  but  then,  they  say,  gaze  at  the 
beauty  of  the  surroundings  and  the  impression  created  by 
having  everything  cartoned.  To  dig  down  in  a  bin  or  drawer 
where  dust  and  dirt  accumulate,  and  there  is  a  miscellaneous 
assortment  conveys  the  idea  of  cheapness  or  jobs  lots. 
Cartons  do  away  with  any  such  inconvenient  and  antiquated 
method.  The  extra  area  required  for  the  goods,  heavy  and 
light,  is  more  than  offset,  it  is  maintained,  by  the  fact  that 
most  customers  purchase  things  nowadays  on  general  appear- 
ance, and  that  cartons  contribute  greatly  to  the  sale  of 
cheaper  lines,  if  the  people  want  that  kind  of  goods. 

'"ft  is  all  nonsense  to  put  up  second-grade  rubber  shoes 
in  cartons,  and  when  it  comes  to  enclosing  long  rubber 
boots  and  overshoes  in  them  the  idea  is  ridiculous,"  remarked 
a  jobber  of  an  Independent  company.  "Nine-tenths  of  the 
shoemen  want  cartons  only  for  the  lighter  and  better  stock 
and  all  this  talk  is  simply  a  bid  for  popularity  on  the  part 
of  the  Consolidated.  We  do  not  take  such  an  alleged  'benefit' 
seriously,  for  we  are  not  following  such  a  plan.  Who  is 
paying  for  cartoning  all  and  sundry?  Cartons  cost  money, 
and,  if  each  pair  of  heavy  boots  is  put  up  in  this  method, 


the  expense  has  to  come  out  of  some  one.  Who  is  it  going 
to  come  out  of  in  the  end?" 

How  Shoemen  Are  Confused. 

"I  had  a  dealer  write  in  the  other  day  asking  me  to  con- 
cel  his  order,"  said  a  selling  representative  for  an  Independ- 
ent company.  "His  order  for  fall  goods  amounted  to  nearly 
five  hundred  dollars,  and  he  told  me,  that  since  giving  the 
traveller  the  business  he  found  that  he  had  paid  too  much, 
and  that  he  could  secure  goods  of  the  lighter  class  at  three  to 
five  cents  less  per  pair  than  we  quoted  him  and,  on  the 
heavier  wear,  from  eight  to  ten  cents.  Now,  I  have  seen 
the  Consolidated  prices,  and  I  know  for  a  fact  that  on  many 
lines  of  firsts  and  seconds,  we  are  lower  than  they  are.  That 
shoeman  has  evidently  been  hoodwinked,  and  I  will  tell  you 
how  I  believe  the  Consolidated  people  have  done  it.  The 
retailer  knows  sometimes  very  little  about  there  being  so 
many  grades  with  the  Consolidated.  Their  travellers  are 
carrying  eight  samples  in  all.  The  merchant  becomes  mystified 
as  to  grades  and  names,  and  thinks  he  has  been  offered  a 
better  quotation,  especially  as  some  grades  have  been  chang- 
ed. There  are  five  this  year  with  the  Consolidated  instead 
of  practically  two  as  last  year.  One  well-known  brand, 
which  was  among  their  seconds  last  season  is  fourth  qualitv 
this  season,  and  the  buyer  doubtless  thinks  he  is  getting 
goods  of  the  same  identical  quality  as  last  year,  and  con- 
cludes that  we  have  charged  too  much.  Eight  samples  and 
five  grades  are  enough  to  confound  any  man  not  well  up  in 
the  rubber  business.  Five  grades  (or  as  I  believe  the  Con- 
solidated company  call  them  differentials),  will  tie  up  any 
dealer.  Quality  counts,  and,  when  a  merchant  buying  a 
rubber  of  a  certain  name,  thinks  he  is  getting  a  first  and 
it  is  probably  a  second  or  third,  he  will,  in  the  end,  find  out 
that  he  has  not  bought  so  cheaply  after  all.  I  have  written 
the  dealer  who  said  that  he  could  do  much  better  with  an- 
other company,  asking  him  to  name  his  brands  and  to  be 
sure  of  his  grades.  If  he  does  not  see  his  way  clear  to  give 
me  this  information  we  will  cancel  his  order  as  requested 
and  he  will  have  to  find  out  for  himself  that  he  has  not  eot 


McLaren  andJDallas,  Toronto. 


what  he  thought  he  was  getting  at  a  lessened  price.  A  sea- 
son's experience  will  perhaps  convince  him  that  his  placing 
order  with  us  was  as  favorable  as  any  he  can  secure,  but 
we  have  no  desire  to  hold  the  trade  of  any  retailer  against 
his  will." 

Too  High  Priced  Selling  Service. 

The  Consolidated  company  cannot  afford  to  sell  as  cheap 
as  we  can  if  they  should  attempt  to  reduce  prices,  and  I  will 
tell  you  why,"  observed  another  of  the  Independent  com- 
panies. "They  have  been  offering  travellers  a  big  advance 
— in  some  cases  six  and  eight  hundred  dollars  a  year  more 
than  the  men  have  been  receiving,  if  they  transfer  their 
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services.    In  some  instances,  representatives,  looking  only 
to  the  immediate  cash  advance,  have  gone,  but  how  long 
will  the  connection  of  some  of  them  continue?    A  rival  com- 
pany cannot  afford  to  pay  such  large  stipends  m  order  to 
use  men  only  a  few  months  on  the  road  during  the  rubber- 
selling  season,  which  is  short,  as  you  know.    What  are  these 
high-priced  selling  exponents  going  to  do  the  remainder  of 
the  year.    When  a  jobber  handles  rubbers  he  can  use  his 
travellers  to  do  this  work  at  a  time  when  the  leather  shoe 
trade  is  comparatively  quiet,  and  before  the  men  go  out  with 
fall  samples  of  shoes.    There  is  no  interference  or  overlap- 
pin-   or  the  traveller  can  take  sorting  orders  for  leather 
footwear  while  disposing  of  rubbers.    Confine  a  man  to  one 
line  for  a  few  weeks  and  pay  him  a  high  figure  and  the 
selling  organization  becomes  a  serious  problem;  besides,  with 
the  keen  competition  a  man  cannot  sell  enough  products  to 
warrant  any  concern  giving  such  remuneration.  However, 
that  is  none  of  our  affair,  I  suppose,  but  existing  conditions 
have  to  be  faced  and  no  concern  is  going  to  hve  long  that 
is  conducted  at  a  loss,  nor  will  a  traveller  be  retained  if  he 
cannot  market  goods  in  sufficiently  large  quantities  to  earn 
his  pay.    Keeping  down  selling  outlay  is  a  big  problem  that 
we  all  have  to  gauge,  and  even  if  profits  are  scattered  to  the 
winds  one  year,  double  the  amount  has  to  be  made  the  suc- 
ceeding year  to  preserve  a  balance  or  something  will  drop. 
How  is  this  shortage  of  one  year  to  be  made  up  the  next- 
probably  by  an  increase  in  price.    The  Independent  con- 
cerns are  in  the  battle  to  stay  against  the  Consolidated. 


The  Sorting  Problem. 

Some  retailers  say  that  they  will  not  give  orders  to  any 
company  this  year  unless  they  have  the  privilege  of  sorting 
at  the  same  figure  as  they  placed  at.   Perhaps  this  will  prove 
a  big-er  bone  of  contention,  subsequently,  as  the  Consoli- 
datelTcompany  and  the  Independents  declare  they  will  grant 
no  such  conditions,  and  affirm  that  the  retailer  will  settle 
for  his  sorting  eoods  at  exactly  what  rubbers  are  selling  at 
later  on     Last  year  some  companies  allowed  certain  cus- 
tomers who  had  the  foresight  and  could  drive  a  hard  and 
fast  arrangement,  to  sort  at  the  price  given  in  a  placing 
order  but  similar  arrangements  will  be  discountenanced  this 
year    The  companies  say  that  prices  were  never  as  low  as 
now  and  considering  reduced  quotations,  they  are  not  going 
to  protect  any  retailer  all  the  year.    It  is  enough  to  allow 
him  to  take  advantage  of  any  decrease  for  the  months  of 
March  and  April,  but  to  extend  the  terms  to  the  first  of  next 
March  is  simply  out  of  the  question.   The  contract  is  too  lop- 
sided  and  with  crude  rubber  probably  going  up  in  a  few 
weeks  to  three  dollars  and  over,  the  odds  are  too  great  to 
gamble  on  the  future,  and  the  merchant  will  have  to  pay 
the  figure  at  which  rubbers  may  be  quoted  when  he  desires 
to  sort     Some  shoemen  assert  they  will  not  give  in  and  thus 
a  new  and  interesting  phase  of  the  rubber  situation  crops 
up    Will  any  of  the  companies  make  a  break  m  their  pres- 
ent attitude,  before  the  first  of  May  on  placing  orders.^  in 
order  to  get  the  retailer  to  give  them  his  business,  is  causing 
some  speculation.  .  . 

The  rubber  situation  meanwhile,  offers  many  perplexities 
and  the  study  of  what  will  eventuate  is  decidedly  entertaining. 
In  the  strife  for  business  there  may  be  no  price-cutting  or 
placing  discounts  given,  but  there  are  other  questions  that 
may  force  their  way  to  the  front. 


The  Retailer's  Feeling. 

"No  '  I  have  not  placed  my  order  for  rubbers  yet,"  re- 
marked a  Toronto  retailer  this  week.  "I  am  in  no  hurry 
and  I  think  that  I  am  just  as  well  off  in  playing  safe  as  if  1 
rush  into  a  contract.  I  have  some  weeks  yet  to  consider 
the  matter  and  am  prepared  to  take  my  chances  against  any 
raise  in  prices.  Perhaps  there  may  be  no  reduction  and 
again  conditions  may  change  in  the  last  quarter  of  the  race. 
It  is  the  finish  that  will  tell  whether  I  am  right  m  my  cal- 
culations or  not." 

One  company  remarked  this  week:  "We  are  well  pleased 
with  the  results  so  far  and  are  ahead  of  last  year's  record 
on  rubber  shoes.    I  do  not  think  there  is  any  prospect  of 
prices  changing  and,  in  all  likelihood,  they  may  go  up.  The 
quotation  for  crude  rubber  is  constantly  advancing.    If  you 
watch  the  market  reports  you  will  observe  that  any  increase 
in  the  raw  product  has  been  held  and,  when  some  of  the 
factories  send  in  their  orders  to  supplement  present  stock, 
there  will  then  be  a  big  jump.    Mark  my  words  and  see  if 
I  am  not  right.    That  advance  will  be  a  sharp'  one  and  will 
come  about  May  or  June,  when  the  manufacturers  are  busiest 
in  turning  out  goods  to  meet  fall  trade.    Of  course,  we  al- 
ways carry  a  large  supply,  but  not  enough  to  bear  us  over 
the  season.    We  buy  heavily  later  on." 

Argument  Over  Price  Lists. 

A  good  story  is  told  regarding  an  Independent  com- 
pany man,  and  a  representative  of  the  Consolidated  Com- 
pany, who  met  at  lunch  the  other  day  in  an  eastern  city. 

"What  about  prices?"  asked  the  officer  of  the  latter 
concern. 

"Well!   what  about  them?"  queried  the  Independent 

man. 

"Are  they  going  up?"  ventured  the  Consolidated  chap. 
"I  am  sure  you  ought  to  know,"  came  the  response^ 
"Here  is  a  copy  of  our  price-list;  do  you  want  to  see  it* 
Let  me  present  it  to  you.    We  have  nothing  to  hide.  There 
is  no  secret  regarding  our  quotations." 

The  Consolidated  man  took  the  document. 
"Now,  let  us  see  yours,"  went  on  the  other,  "I  think 
you  might  return  the  compliment." 

"We  are  not  issuing  any  for  general  distribution,"  de- 
clared the  Consolidated  chap.  Casually  examining  the  docu- 
ment, he  added :  "I  see  that  you  are  above  us,  below  us  and 
all  around  us." 

"Well!  I  would  not  work  for  a  company  that  has  not 
an  open  price-list,"  observed  the  Independent  exponent.  "It 
looks  mighty  significant — to  say  the  least." 

"Be  quiet,"  admonished  the  other.  "You  may  want  a  job 
with  us  some  day  and  should  not  be  talking  like  that." 

"A  job  with  you!"  The  Independent  traveller's  friends 
assert  that  he  still  wears  a  look  of  chagrin  and  disgust  that 
he  may  never  outlive. 

"Consolidated  representatives  are  now  armed  with  a 
new  argument,"  said  a  dealer,  "and  here  is  the  line  of  talk 
handed  out.  It  is  to  the  effect  that  any  reduction  in  this 
year's  quotations  is  due  to  them,  that  they  set  the  prices  and 
others  had  to  follow;  that  they  introduced  the  prepayment 
of  freights  on  shipments  to  the  retailer  and  the  policy  of 
packing  all  lines  in  cartons  and.  in  other  ways,  benefited  the 
trade  before  their  competitors  started  such  a  move.  The 
Consolidated  claim  that  any  advantage  in  selling  conditions 
have  been  brought  about  by  them,  and  being  the  initiators, 
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they  should  get  credit  for  their  policy,  which  was  inaugur- 
ated to  benefit  those  who  sell  their  goods. 

Explains  Sales  System. 

'"I  do  not  mind  speaking  freely  on  the  subject  of  our 
policy."  remarked  a  Consolidated  man.  "We  are  having, 
so  far  as  my  jurisdiction  is  concerned,  good  results,  and 
retailers  in  the  towns  and  smaller  cities,  that  we  have  cov- 
ered have  given  us  sufficient  placing  orders,  so  that  the 
boys,  in  many  instances,  will  not  have  to  make  another  trip. 
You  see.  that  we  have  not  cut  our  prices,  and  are  not  going 
to.  Your  prophecy  regarding  a  rubber  war  is  pure  imagina- 
tion. We  sell  irrespective  of  the  tactics  of  others.  Jobbers 
are  empowered  to  sell  all  lines  except  the  Maple  Leaf,  Gran- 
by  and  Merchants,  which  are  handled  direct  by  our  own 
travellers  but,  against  this,  jobbers  are  authorized  to  dis- 
pose of  Jacques  Cartier  and  Daisy  (Berlin),  and  turn  in  the 
orders  to  our  nearest  distributing  warehouse  and  the  goods 
will  be  shipped.  No  jobber  is  carrying  stock.  So  far  as 
the  Dominion,  Anchor  and  Challenge  brands  are  concerned, 
either  jobbers  or  our  own  men  sell  these.  Our  travellers,  of 
course,  handle  all  lines." 

"Why  do  you  prevent  jobbers  selling  Maple  Leaf,  Gran- 
by  and  Merchants  ?"  was  asked. 

"Oh  !  that  is  part  of  our  policy,  which,  as  you  know, 
was  radically  changed  this  season  and,  by  limiting  the  lines 
of  the  jobbers,  we  can  give  certain  merchants  if  they  desire 
the  right  to  handle  only  these  brands  in  his  town.  Should  a 
jobber  cover  the  same  town,  he  has  as  equally  good  and  repre- 
sentative a  proposition  in  Jacques  Cartier  to  offer  other  re- 
tailers. Selling  arrangements  are  thus  improved,  and  re- 
tailers afforded  a  larger  measure  of  selection. 

"I  may  tell  you  that  we  are  not  allowing  dealers  to  have 
the  right  to  sort  during  the  season  at  the  same  price  as  they 
get  for  placing  orders,  and  that  they  will  pay  for  sorting 
consignments  exactly  what  the  goods  are  quoted  at  when 
their  requests  come  in  later  on.  Neither  are  we  accepting 
any  blanket  orders.  All  must  have  the  size,  style  and  toe 
specified  now.  We  will  not  take  business  for  so  many  hun- 
dreds or  thousands  of  dollars'  worth,  specifications  to  come 
subsequently.  We  have  hewn  to  our  own  lines  and  intend 
to  strictly  adhere  to  them.  I  think  you  will  find  we  have 
done  so  in  every  instance.    We  have  no  favors  for  any  one." 

An  Outside  Opinion. 

"I  am  certain  that  the  Consolidated  company  will  not 
cut  prices  now  as  they  cannot  do  so,  and  have  ends  meet, 
let  alone  make  a  profit,"  remarked  an  officer  of  an  Inde- 
pendent concern  .  "We  went  to  see  a  man  who  annually 
places  an  order  for  ten  thousand  dollars'  worth  of  rubber 
shoes.  He  wanted  to  know  what  we  could  do  in  the  way 
of  a  discount.  We  told  him  that  we  could  give  him  none 
except  the  usual  two  per  cent.  He  said  that  the  Consoli- 
dated people  had  consented  to  cut  five  per  cent,  below  pres- 
ent prices,  the  discount  applicable  at  the  end  of  the  year 
on  his  turnover.  That  shows  there  is  no  tendency  down- 
ward on  the  part  of  the  Consolidated  or  they  would  have 
done  much  better  than  that  on  such  a  large  consignment. 
Prices  are  too  low  for  them  to  do  slashing  and  do  business 
profitably." 

Inquiry  among  retailers  in  the  city  shows  that  com- 


paratively few  have  as  yet  placed  any  orders  for  rubber 
shoes.  Many  travellers  have  called  and,  while  there  appears 
to  have  been  no  direct  price-cutting,  remarks  have  been 
dropped  by  some  representatives  to  the  effect:  "Don't  close 
your  business  without  seeing  me  first.  We  will  do  as  well 
by  you  as  any  one."  Whether  this  presages  some  slaughter- 
ing before  the  end  of  the  month  is  problematical. 

Given  a  Concession. 

One  dealer  claims  that  he  has  been  given  a  concession  in 
that  he  has  received  a  written  agreement  to  the  effect  that 
he  will  be  protected  until  March  the  first,  1912,  against  any 
raise  in  price  and,  should  rubbers  take  a  drop,  he  will  en- 
joy the  advantage  of  the  decrease.  He  also  says  that  he 
has  the  privilege  of  sorting  at  whatever  quotations  prevail 
at  the  time  and,  in  any  event,  he  will  not  have  to  pay  higher 
than  the  present  figure.  This  arrangement  is  certainly  a 
beneficial  one  for  the  retailer ;  it  is  doubtful  if  many  have 
secured  similar  concessions.  It  may  be  that  this  favorable* 
understanding  was  made  with  this  particular  merchant  in 
view  of  the  fact  that  he  handles  a  large  consignment  of 
lacrosse  and  tennis  goods  and  the  company  extending  the 
terms  as  outlined  are  anxious  to  strain  a  point  to  corrall  his 
business  in  the  latter  line. 

One  of  the  biggest  Toronto  retailers,  whose  placing 
order  alone  amounts  to  fifteen  thousand  dollars,  told  the 
Shoe  and  Leather  Journal  that  the  best  discount  he  could 
get  from  any  of  the  companies  was  five  per  cent,  at  the  end 
of  the  year  and  "this  does  not,"  he  remarked,  "look  as  if 
prices  in  rubbers  were  coming  down.  However,  you  never 
can  tell,  and  the  reason  that  I  have  not  signed  a  placing 
order  is  that  I  can  give  my  business  to  a  company  any  time 
and  secure  five  per  cent.,  so  I  am  in  no  flurry." 

What  About  This  Offer? 

Another  retailer,  when  interviewed,  said  that  he  had 
been  offered  a  discount  of  ten  per  cent,  from  list  prices  but 
he  had  not  yet  placed  any  business. 

"Have  you  the  offer  in  writing?"  was  asked. 

"No  !  but  it  is  good  all  the  same." 

"Well,  all  I  can  say,"  remarked  the  caller,  "is  that  you 
appear  to  be  unwise  not  to  take  immediate  advantage  of  it. 
The  terms  are  obviously  better  than  any  one  else  has  been 
offered." 

The  retailer  remarked  that  he  was  in  no  hurry  and 
that  he  could  also  get  sorting  business  during  the  season  at 
the  same  rate  as  his  placing  order.  He  declined  to  give  the 
name  of  the  company  who  had  made  the  proposition. 

"No,  we  are  in  no  hurry,"  added  another  shoeman.  "I 
cannot  say  that  any  of  the  companies  have  offered  to  cut 
prices,  but  they  are  all  anxious  to  get  business  and  have  told 
us  not  to  contract  without  seeing  them  first;  and  that  if 
we  are  made  any  better  proposition  than  presented,  to  say 
the  word  and  they  will  meet  it.  This  overture  has  come 
from  both  the  Consolidated  and  Independent  men.  I  know 
for  a  fact  that  there  has  not  been  nearly  as  much  placing 
business  done  this  year  as  last,  and  every  traveller  seems 
extremely  anxious  for  us  to  close.  We  do  not  know  what 
will  happen.  The  strife  was  never  as  keen  as  it  is  now  and 
all  companies  were  never  so  eager  to  seize  business.  I  think 
that  the  retailer  can  well  afford  to  wait." 


Current  Comments 

On  Trade  Conditions  and  Matters  of  Vital  Interest  to  the  Manufacturer,  the  Wholesaler, 
and  the  Retailer  of  Boots,  Shoes  and  Accessories  all  over  Canada. 


ANOTHER  SPASM. 

It  looks  as  though  we  were  about  to  pass  through 
another  mining  spasm.   Already  the  shearers  are  flock- 
ing to  the  wool  gathering,  and  in  Montreal,  Toronto, 
Winnipeg  and  other  Canadian  centres  "mining  brok- 
ers" are  opening  offices  for  the  promotion  and  sale 
of  mining  stock  on  a  scale  that  excels  anything  of  this 
kind  we  have  hitherto  known.    There  is  no  question 
as  to  the  richness  of  districts  like  Cobalt  and  Porcu- 
pine, but  for  every  good  proposition  that  is  placed 
before  the  public  there  are  ten  wild-cats  that  have 
only  one  object,   the   catching   of   suckers,   and  the 
spring  run  is  now  on.    Within  the  next  few  months 
hundreds,  and  perhaps  thousands,  of   sane  business 
men,  as  well  as  young  fools  and  greedy  dotards  will 
be  bled  by  those  who  know  the  cupidity  of  humanity 
and  trade  upon  it.    The  business  man  who  leaves  his 
legitimate  calling  to  dabble  in  stocks  deserves  little 
sympathy;  the  young  fellow  on  salary  who  takes  a 
"whirl,"  so  long  as  he  does  it  on  his  own  money, 
may  get  nothing  worse  than  experience,  but  through 
it  all  runs  a  spirit  that  strikes  a  body  blow  at  the  very 
foundation  of  good  busines  and  sound  morality.  The 
end  is  business  ruin,  and  usually  a  graduating  class  for 
the  penitentiary. 

EXPENSIVE  HABITS. 

Every  year  it  costs  more  to  live,  not  because 
necessaries  are   more   expensive,   but  we  gradually 
acquire  more  luxurious  ideals  and  habits.  To-day 
young  men  on  salaries  are  in  the  habit  of  indulging 
in  expenditures  that  their  fathers  on  much  larger  in- 
comes would  not  have  seriously  considered.    At  one 
time  the  bicycle  was  pointed  to  as  an  incentive  to  ex- 
travagance that  led  to  misfortune,  but  what  must  it 
be  with  the  present  craze  for  automobiles?    At  the 
recent  show  held  at  Toronto  it  was  stated  that  sales 
of  machines  in  that  city  alone  amounted  to  an  average 
of  two  hundred  a  month.    Who  are  buying  them  and 
what  are  their   means,  not   only   of   sustaining  this 
luxurious  fad,  but  of  maintaining  the  concomitant  con- 
ditions that  accompany  the  automobile  habit?  Dur- 
ing'the  past  ten  years  business  incomes  and  salaries 
have  not  developed  to  anything  like  the  extent  that 
the  possibilities  of  spending  have.    With  this  fact  be- 
fore us,  one  might  well  ask,  what  will  be  the  result  if 
the  thing  is  kept  up?    Undoubtedly  the  pinch  must 
come,  and  it  would  seem  as  though  it  were  not  very 
far  distant. 

THE  PERNICIOUS  INFLUENCE. 

In  the  meantime  rents  have  advanced  proportion- 
ately, and  already  retailers  are  giving  up  business  be- 


cause the  landlord's  interest  represents  such  a  pro- 
portion that  it  puts  profit  practically  out  of  the  ques- 
tion.  As  an  example,  a  store  on  the  principal  business 
street  of  Toronto,  the  lease  for  which  does  not  expire 
for  five  years,  and  which  rented  ten  years  ago  for 
about  $2,000  a  year,  was  released  the  other  day  for 
$11,000  per  annum,  and  the  first  year's  rental  paid 
five  years  in  advance.   This  was  paid  in  order  to  secure 
a  stand  next  to  another  prominent  establishment,  but 
imagine  what  an  ordinary  retail  dealer  is  up  against 
in  a  store  that  is  only  twenty  feet  wide  by  sixty  feet 
deep.    Undoubtedly  the  results  of  this  boom  will  be 
most  severely  felt  by  dealers  inside  of  the  next  four 
or  five  years.    There  is  another  source  of  danger  to 
the  community.    Money  is  being  withdrawn  from  in- 
dustrial and  commercial  enterprises,  wholesale,  as  well 
as  retail,  to  be  put  into  property,  and  this  withdrawal 
is  bound  to  have  an  appreciable  effect  upon  the  busi- 
ness of  the  country  in  the  near  future.    Beyond  all 
this,  the  spirit  of  speculation,  which  is,  after  all,  a 
gaming  instinct,  is  demoralizing  in  the  extreme.  Men 
become  infatuated  with  the  process  of  making  money 
by  a  simple  turn  of  the  hand,  and  when  once  the  tern 
de.ncy  is  developed  it  can  seldom  be  curbed  until  the 
inevitable  lesson  taught  by  collapse  comes. 

FIGHT  A  FAIR  FIGHT. 

Your  competitor  is  not  always  thb  mean,  jealous, 
underhand  rival  that  you  may  think  he  is.    He  has 
the  same  worries,  vexations,  difficulties  and  disap- 
pointments that  you  have.    You  may  be  so  jaundiced 
that  you  do  not  witness  his  good  qualities,  or  perhaps 
you  have  never  made  an  honest  effort  to  get  a  thor- 
oughly acquainted  with  him.    A  better  understanding 
and  a  generous,  open  mind  might  disabuse  you  of 
some  wrong  impressions  that  you  now  entertain.  That 
is  one  of  the  advantages  and  benefits  of  an  association. 
You  rub  against  the  other  fellow  and  get  to  know  him 
more  as  a  man  and  less  as  a  hated  competitor.  It 
wears  the  rough  edges  off  members  in  the  same  line 
of  endeavor  and  brings  essentially  human  character- 
istics to  the  front  which  might  otherwise  remain  hid- 
den.   Close  contact  gives  breadth  of  vision  and  ex- 
pands the  sympathies.    Competition  is  not  war.  It 
is  a  striving  after  a  fair  share  of  business,  and  every 
man  has  a  right  to  enter  any  avenue  of  commercial 
enterprise  if  he  conducts  his  transactions  honestly  and 
essays  to  win  patronage  on  merit,  service  and  fair  deal- 
ing.   No  retailer  can  hold  a  growing  field  all  to  him- 
self, and  will  often  find  opposition  a  healthy  factor  in 
the  expansion  of  his  trade,  and  the  development  of  his 
initiative   and    executive    faculties.     An  example  of 
amicable  competition  was  recently  brought  to  light 
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in  a  trade  convention  held  in  Ontario.  When  a  ses- 
sion of  the  manufacturers'  section  was  called  the  head 
of  a  manufacturing  concern  noticed  that  not  one  of 
those  engaged  in  a  similar  line  was  in  the  hall.  He 
sent  for  and  asked  them  to  come  up  and  take  part 
in  the  discussion.  Speaking  of  the  incident  an  obser- 
ver remarked  afterwards:  "How  much  better  for  com- 
peting firms  to  extend  fraternal  courtesies  to  one 
another  than  to  go  around  with  a  hammer  ready  to 
deliver  a  knock  at  every  opportunity.  The  staffs  of 
the  various  houses  showed  a  spirit  of  liberality  and 
kindliness  worthy  of  emulation  and  was  one  of  the 
most  refreshing,  attractive  and  stimulating  features 
of  the  gathering." 

LAND  CRAZY. 

Just  now  we  are  suffering  in  Canada  amongst 
other  things  from  a  craze  for  land  speculation.  Our 
cities  are  experiencing  conditions  that  have  obtained 
at  certain  periods  in  the  past  when  there  seemed  to 
be  no  limit  to  "expansion."  In  downtown  districts 
especially,  real  estate  transactions  read  like  chapters 
from  "Arabian  Nights."  A  property  is  sold  at  what 
is  considered  a  fabulous  price,  to  be  turned  over  in  a 
few  days  at  such  a  large  advance  as  to  make  the  on- 
looker gasp.  As  much  as  five  and  six  times  the  price 
it  was  worth  ten  years  ago  is  often  represented  by  the 
figures  that  represent  the  exchange.  The  same  to  a 
more  moderate  extent  is  happening  outside  the  cities. 
The  excuse  is,  the  country's  "development,"  but 
even  the  substantial  growth  of  our  population  and 
business  can  hardly  account  for  the  remarkable  en- 
hancement in  some  of  these  values.  The  fact  is,  that 
the  spirit  of  speculation  has  so  seized  many  people  that 
the  question  is  not  one  of  value,  but  of  possible  sale. 
From  the  fact  that  a  property  sells  for  so  much  it  is 
taken  for  granted  that  a  satisfactory  increase  may  be 
obtained  by  holding  for  a  short  while,  and  again  turn- 
ing it  over.  In  the  business  centres  of  Montreal  and  To- 
ronto, the  game  has  gone  on  until  even  speculators  are 
beginning  to  ask  how  much  farther  it  may  be  safely 
carried. 

SHOE  TRADE. 

Business  has  not  been  as  active  with  the  retail 
trade  as  it  sometimes  is  at  this  period,  on  account  of 
the  backwardness  of  the  season.  Dealers  report  a 
promising  start  early  last  month,  with  a  fair  amount 
doing  in  spring  business,  but  the  lack  of  sunshine  and 
prevalence  of  cold  weather  has  caused  a  slackening  of 
the  demand,  with  a  result  that  sales  for  March  have 
not  shown  up  to  as  good  advantage  as  those  of  last 
vear.  The  coming  month,  however,  with  Easter  at 
a  time  when  there  ought  to  be  warm  weather,  will 
probably  show  marked  recuperation.  Wholesale  trade 
is  reported  fair  in  sorting,  with  payments  improving. 
Fall  samples  are  now  almost  all  on  the  road,  and  with 
the  good  seasonable  winter  we  have  had  stocks  in 


dealers'  hands  are  at  a  minimum.  The  buying  will 
doubtless  be  generous  on  this  account,  and  manufac- 
turers say  that  it  looks  as  though  an  unusually  good 
fall  season  would  result.  Everybody  appears  to  ex- 
press confidence  in  the  situation. 

THE  RECIPROCITY  DISCUSSION. 

The  interest  increases  rather  than  diminishes  as 
time  passes,  and  the  wide  divergence  of  opinion  be- 
comes more  apparent.  Largely,  however,  men  are 
taking  a  partisan  view  of  reciprocity,  and,  notwith- 
standing the  reports  of  defection  on  both  sides,  the 
line-up  is  practically  political.  Now  and  then  may  be 
heard  independent  pronouncements,  showing  thought 
and  a  desire  to  discuss  the  question  on  its  merits.  By 
far  the  largest  amount  of  wind  expended  has,  however, 
been  devoted  to  theoretical  and  especially  biased  politi- 
cal arguments.  The  strongest  point,  so  far,  advanced 
against  reciprocity  in  natural  products  has  been  that 
if  it  be  granted  and  should  prove  as  beneficial  as  its 
advocates  promise,  the  agriculturists  will  have  a  per- 
fect right  to  approach  the  government  later  with  the 
plea  that  as  their  products  are  exposed  to  American 
competition  the  manufacturer  should  be  given  no  un- 
fair advantage.  That  they  should  have  free  trade  and 
still  have  to  pay  a  protective  price  on  their  manufac- 
tured requirements  will  appear  an  unjustice  demand- 
ing consideration  and  alleviation. 

EASTER  TRADE. 

There  is  every  reason  to  expect  that  Easter  trade 
this  year  will  be  much  better  than  last.  The  festival 
is  three  weeks  later,  and  the  probability  is  that  the 
weather  will  be  such  as  to  induce  the  usual  displav 
of  masculine,  as  well  as  feminine  finery.  A  few  years 
ago  comparatively  little  attention  was  given  to  this 
season  in  comparison  with  Christmas,  while  to-day  it 
is  regarded  as  one  of  the  most  important  occasions  of 
the  year,  as  far  as  business  is  concerned.  To  some  it  is 
still  fraught  with  very  little  importance,  and  yields 
little  profit  beyond  the  average  week  in  spring.  Live 
dealers,  however,  use  the  occasion  for  their  very  best 
displays,  and  enterprise  in  effort  along  this  line  is 
much  more  possible  than  with  Christmas,  as  spring 
and  summer  goods  lend  themselves  more  readily  to 
display.  It  should  be  a  time  of  special  and  unusual 
effort,  both  in  window  displays  and  advertising.  The 
large  stores  have  already  set  their  window  spaces  in 
order,  and  are  elaborating  their  schemes  for  catching 
the  eye  of  the  observant  public.  There  is  no  occasion 
which  the  retailer  can  use  to  more  decided  advantage 
as  many  bright  features  with  eggs,  chickens,  shells, 
nests,  Easter  lilies  and  other  reminders  of  the  glad 
Eastertide  may  be  employed  with  splendid  effect  and 
in  endless  variety.  All  the  best  and  brightest  in  spring 
and  summer  wear  should  be  presented  for  many  people 
are  in  a  mood  to  buy,  and  the  most  favorable  influ- 
ences should  be  created  by  good  window  dressing 
and  effective  talks  on  the  prices. 
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"Say,  Charlie,"  said  the  shoe  drummer  as  the  boys  sat. 
down  in  the  smoking  room  of  the  hotel  at  Hamilton  at  the 
close  of  Monday's  business  adventures,  "the  dosing  word 
of  you  travellers'  text  this  morning  was  'charity,'  which 
I  think  by  good  odds  is  the  biggest  one  in  it.    You  know  it 
says  'Charity  covers  a  multitude  of  sins;'  well  I  think  chanty 
with  a  travelling  man  covers  a  multitude  of  failings  on  his 
own  part  and  usually  puts  out  of  sight  a  whole  bunch  of 
kinks  on  the  part  of  others.    When  I  went  on  the  road  first, 
some  fifteen  years  ago,  as  a  youngster  I  had  a  pretty  hard 
row  to  hoe,  and,  while  the  road  is  none  too  good  to-day  it  is 
heaven  to  what  it  was  then,  or  at  least  I  think  so.    I  was  so 
timid  that  I  was  afraid  to  sit  down  in  the  same  seat  with 
another  traveller,  especially  if  he  was  an  older  one.  But 
I  remember  one  day  I  got  into  a  seat  beside  one  of  the  oldest 
shoe  travellers  in  the  Dominion.    He  is  now  one  of  the 
largest  wholesale  men  in  the  country.    I  was  afraid  to  open 
my  head,  but  he  started  the  conversation,  and  as  we  were 
both  going  down  the  line  some  distance  he  loosened  up,  and 
I've  never  forgotten  the  pointers  he  gave  me,  and  that  too 
in  a  way  that  wasn't  meant  to  be  condescending.    I  often 
wonder  if  some  of  the  older  men  on  the  road  ever  think  how 
much  they  might  do  for  the  younger,  and  especially  the 
newer  men.    This  man  was  selling  goods  to  the  same  people 
I  was  calling  on,    and  he  went  over  the  list  in  the  various 
towns  we  were  headed  for,  telling  me  how  to  take  this  man 
and  how  to  handle  that  one.    He  told  me  the  peculiarities 
of  the  cranks  and  the  soft  spots  of  the  good  buyers,  and  I  got 
the  best  drilling  I  ever  got  on  selling.    Of  course,  he  didn't 
attempt  to  tell  me  anything  about  the  goods  I  carried.  If 
he  had  any  ideas  on  that  line  he  kept  them  to  himself,  but 
I  know  since  I  was  carrying  a  line  that  was  not  considered 
classy.    He  said  one  thing  that  impressed  me,  and  that  is 
why  I  speak  of  it  now.    He  said  the  greatest  thing  in  the 
world  was  charity— not  giving  money,  but  crediting  people 
with  being  better  than  you  might  take  them  for.     He  said 
the  best  thing  for  a  man  to  learn  was  that  even  his  competi- 
tors might  be  fairly  decent  fellows  and  some  of  the  so-called 
cranks  on  a  man's  beat  might  have  a  few  good  points  worth 
getting  acquainted  with.     He  said  he  made  it  a  habit  not 
only  to  speak  well  but  to  think  well  of  his  competitors,  and 
to  give  everybody  a  square  deal  as  far  as  a  good  opinion  of 
their  intentions  meant.    He  gave  me  the  application  of  the 
sermon  by  telling  me  what  men  to  call  on  first  in  the  towns 
we  were  next  stopping  at,  saying  he  himself  would  commence 
at  the  end  and  work  backwards  to  give  me  a  chance.     I  say 
that  was  one  of  the  most  practical  sermons  I  ever  took  m, 
and  it  was  made  impressive  by  the  fact  that  the  preacher 
practised  what  he  preached." 


"Yes,"  said  the  jewelry  man,  "a  traveller  has  to  carry 
with  him  'a  pretty  good  line  of  charity  and  finds  plenty  of 
market  for  it.    He  needs  it  not  only  for  his  fellow  travellers 
and  customers,  but  also  to  keep  him  from  getting  sore  on  the 
house.    I  am  often  inclined  to  write  back  a  grist  of  hot  stuff 
when  I  call  on  a  customer  and  get  ragged  for  something  the 
junior  partner  or  bookkeeper  has  done  to  him.    I  was  on  the 
point  of  doing  this  the  other  day  in  a  particularly  bad  case 
of  the  blues  over  a  nasty  letter  a  customer  showed  me  when 
I  remembered  that  the  bookkeeper  was  a  martyr  to  nervous 
dyspepsia  and  had  just  lost  his  wife.    I  went  over  to  the 
retailer  and  told  him  I  would  have  the  matter  straightened 
out  and  explained  the  circumstances.    He  said  he  was  sorry 
he  had  made  the  fuss,  and  I  wrote  a  nice  kindly  letter  to  the 
bookkeeper  who  had  everything  fixed  up  before  I  got  back. 
I  think  we  fellows  on  the  road  who  think  we  do  the  biggest 
part  of  the  work  when  we  sell  goods  need  a  little  kindly  feel- 
ing for  the  fellows  at  the  base  of  supplies  who  have  often  to 
make  good  our  mistakes  and  who  have  to  see  that  the  end 
of  the  year  finds  the  institution  in  shape  to  pay  our  salaries 
and  expense  money  and  show  dividends.    There  is  too  much 
working  at  cross  purposes  between  the  house  and  the  men 
on  the  road." 

"I  never  hear  anybody  speak  of  charity,"  broke  in  the 
hardware  man,  "that  I  don't  think  of  a  customer  of  mine 
whom  the  house  accused  of  working  it  for  concessions  on 
shortages.    They  kept  saying  that  this  fellow,  although  he 
was  quite  a  churchman,  was  crooked,  while  I  felt  sure  that 
he  was  just  a  crank  and  that  most  of  the  trouble  originated 
in  a  careless  shipper  we  had  who  was  afterwards  fired.  But 
the  bookkeeper  took  the  notion  that  he  was  shady  and  that 
settled  it.    He  made  a  claim  for  shortage  of  two  dozen  firmer 
chisels,  and  I  was  sent  up  to  clear  up  the  matter.    I  found 
he  had  only  two  chisels  in  the  place  of  the  kind  we  carried, 
and  they  had  been  in  stock  some  time.    The  clerk  told  me 
he  had  checked  the  goods  as  they  came  out  of  the  packing 
case,  and  there  were  no  chisels.    I  came  back,  and  we  seemed 
as  far  off  a  solution  as  ever,  when  two  days  later,  under  the 
counter  in  our  shipping  room,  one  of  the  boys  found  the 
package  of  chisels  that  had  by  some  means  been  shoved  off 
the  top  and  underneath.    We  were  almost  sure  the  dealer 
was  doing  us,  but  here  was  the  proof  that  our  system  was  not 
perfect  enough  to  fasten  things  like  that  on  customers.  The 
office  has  since  been  a  little  more  charitable  with  regard  to 
mistakes  claimed. 

"Yes,  I  think  charity  is  a  good  thing  to  carry  around 
with  a  fellow  on  the  road,"  said  the  furniture  man,  ready  to 
give  his  quota  to  the  sermon,  but  just  then  eight  bells  struck 
and  some  of  the  boys  started  for  the  opera  house. 


View  Points  of  Some  Retailers 

The  Question  of  Special  Sales — Dealing  with  Cranks — Having  Your  Own  Specials — Effect 
of  Window  Mottoes — Differences  Between  Appearance  and  Value. 


"I  have  two  neat  oak  tables  in  my  store  on  which,  at 
different  times,  I  display  lines  of  children's  slippers,  which 
range  in  selling  price  from  twenty-five  to  fifty  cents.  A 
mother  is  always  thinking-  of  her  little  ones,  and  I  find  the 
stock  on  these  tables  is  usually  cleared  out  in  a  couple  of 
weeks." 

*  ^  ^ 

"In  my  window  I  use  appropriate  mottoes,  neatly 
printed,  setting  forth  certain  business  maxims  or  nice  talk- 
ing points  of  the  goods  I  have  on  exhibition.  I  find  that 
many,  when  tarrying  to  look  in  at  my  display,  will  read 
these  announcements  with  much  interest,  and  the  words 
convey  a  good  impression.  I  do  net  advise  using  too  many 
of  these,  and  change  them  as  occasion  requires." 

*  *  * 

"Does  it  pay  a  shoe  man  to  hold  special  sales?  Well., 
at  any  rate,  not  too  many,  as  one  does  not  wish  to  get  a 
reputation  for  being  a  Cheap  John  purveyor.  It  all  depends 
upon  the  trade  that  you  are  endeavoring  to  serve.  A  mer- 
chant must  study  his  own  special  conditions,  and  what  is 
applicable  to  one  locality  or  town  would  be  a  grievous  mis- 
take in  another.  I  have  gone  along  a  year  now  giving  fair, 
honest  values,  and  have  had  a  bigger  turnover  than  last, 
when  I  conducted  four  special  sales.  How  do  I  get  rid  of 
odds  and  ends  of  stock — never  by  a  window  display,  but  al- 
ways by  means  of  bargain  tables.  During  the  late  summer, 
when  I  have  several  broken  lots  of  pumps  and  oxfords  which 
I  desire  to  clean  out,  I  pile  them  on  tables,  and  offer  the  pub- 
lic a  choice  at  such  and  such  a  figure.  As  for  window  dis- 
play, a  huge  jumbled  up  collection  would  be  looked  upon  as 
almost  worthless.  Various  window  lines,  artistically  ar- 
ranged, afford  a  better  and  more  lasting  impression  than  a 
conglomeration  of  all  sorts,  sizes  and  widths — that  is  if  you 
wish  to  cater  to  a  paying  class  of  customers." 

"A  neat  quarter-cut  oak  show  case  filled  with  all'  kinds 
of  laces,  from  the  pretty  silk  pair  to  the  cheaper  cotton  ones, 
is  always  a  prominent  feature  in  my  store  during  the  sum- 
mer time,  when  oxfords  are  almost  exclusively  worn.  The 
ladies  find  the  show  case  a  source  of  interest,  as  also  do  the 
young  men." 

;;:         *  * 

"Yes,  in  the  cities  generally  we  find  the  trade  for 
polishes  falling  off  somewhat,  but  this  is  easily  accounted  for 
by  the  fact  that  so  many  people  utilize  the  shoe  shine  stands 
to  have  their  footwear  rubbed  up." 

$     *  * 

"Any  well  dressed  man  has  to  have  a  pair  of  patent 
shoes  if  he  wants  to  appear  correctly  appareled.  That  is 
the  reason  sales  of  patents  will  always  keep  up.  For  Sun- 
day wear  as  well  as  evening  attire  and  other  special  occa- 
sions, there  is  nothing  like  the  patent  leather  shoe  or  pump." 


"Yes,  I  know  a  pair  of  shoe  trees  should  be  owned  by 
every  boot  wearer,  but  it  is  a  well  known  fact  that  fewer 
people  have  them  than  you  would  think,  and  yet  such  an  in- 
vestment can  be  made  at  a  small  cost.  A  pair  will  last  a 
lifetime  and  will  pay  the  owner  many  times  over." 

"I  send  out  circulars  to  all  my  probable  customers  at 
least  four  times  every  year,  calling  attention  to  any  special 
lines  that  I  am  handling,  and  giving  a  few  pointers  on  the 
leading  styles  and  shapes  for  the  season.  I  word  these  an- 
nouncements in  a  plain,  business-like  fashion,  and  I  find  that 
in  thus  taking  a  personal  interest  in  my  patrons  they  are  not 
ungrateful.  I  have  all  announcements  artistically  printed  in 
the  form  of  a  folder,  a  card,  or  a  leaflet.  I  am  constantly 
on  the  lookout  for  new,  fresh  ideas  and  believe  in  the  wide 
use  of  printers'  ink." 

^      ^  ^ 

"Should  a  shoe  merchant  run  an  all-leather  store?  That 
question  has  often  appealed  to  me.  I  think  that  it  is  better 
for  the  merchant  to  specialize  in  one  line,  and  that  line  boots 
and  shoes,  leaving  the  general  merchant,  the  harness  dealer, 
the  leather  store,  etc.,  to  cater  to  the  public  wants  in  trunks, 
valises,  grips,  traveling  bags,  suit  cases,  and  other  like 
goods,  as  well  as  card  cases,  shopping  bags,  toilet  sets,  and 
leather  creations.  To  thoroughly  master  the  boot  and  shoe 
business  is  about  all  I  can  do  and  do  it  well." 

"I  think  it  pays  a  merchant  to  have  special  lines  made 
by  a  factorv  for  himself  on  his  own  design,  if  he  conceives 
of  something  which  customers  are  likely  to  want.  I  have 
here  a  pump  which  has  an  ankle  strap.  The  strap  can  be 
removed  with  slight  difficulty,  and  there  is  a  leather  buckle 
at  the  front  which,  when  the  wearer  grows  tired  of  it,  can 
be  discarded,  as  it  is  fastened  only  by  an  elastic.  Then  a 
lace  may  be  inserted  in  the  two  eyelet  holes  below,  and  the 
shoe  transformed  into  a  southern  tie.  You  see  here  the 
possibility  of  having  something  in  stock  that  will  please  the 
ladies,  and  then  they  can  have  a  change  any  time  they  de- 
sire.   My  special  has  gone  well." 

*  *  * 

"I  have  gone  into  the  supplying  of  all  kinds  of  sporting 
goods  in  connection  with  my  shoe  business,  and  it  has  paid 
me  handsomely.  I  meet  the  needs  of  all  sporting  organiza- 
tions— everything  except  the  ground,  the  weather,  the  ice 
in  winter  and  the  water  in  summer." 

*  *  * 

"The  biggest  kind  of  a  crank  that  comes  into  my  store 
is  the  man  who  knows  or  thinks  he  knows  all  about  leathers. 
He  will  then  seek  to  make  an  ostentatious  display  of  his 
knowledge,  and  ask  me  all  sorts  of  questions.  I  have  been 
in  the  shoe  business  for  fifteen  years  and  freely  confess  that 
there  are  many  things  about  leather  that  I  have  never  mast- 
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;red  and  never  hope  to  comprehend;  but  some  chaps,  who 
Save  worked  in  a  tannery  for  only  a  few  weeks,  know  it  all. 
Verily  a  little  learning  is  a  dangerous  thing.  The  shoe  man 
finds  this  out  every  day  of  his  life  in  serving  the  public." 


"When  I  first  went  into  the  boot  and  shoe  business  I 
learned  one  lesson  very  soon,  and  that  is,  a  cheap  shoe  may 
be  made  to  all  outward  appearance  and  attractiveness  to 
seem  equally  as  good  as  one  costing  all  the  way  from  sev- 
enty-five cents  to  a  dollar  and  a  half  more.  I  know  of  no 
industry  where  work  may  be  gotten  up  from  the  spectacular 
standpoint  and  catch  sales  quite  as  easily  as  in  this  line. 
Women,  who  want  something  flashy  and  modish,  will  often 
take  the  cheaper  shoe,  thinking  they  are  getting  as  much  as 
in  the  higher-priced  article.  They  go  largely  by  the  look 
and  the  feel.  The  counters,  facings,  heels,  insoles,  linings 
and  boxing  may  be  of  the  flimsiest  make  and  will  probably 
stand  in  warm  dry  weather.  When  shoes  get  wet  then  is 
the  test— the  crucial  point.  Yet,  as  long  as  human  nature 
exists,  there  will  be  persons  prepared  to  take  chances  no 
matter  how  footwear  is  scamped,  if  only  it  has  the  semb- 


lance of  high-class  stuff.  The  most  successfu 1  shoe  man 
or  salesman  is  the  one  who  knows  thoroughly  ah  the  talking 
points  of  what  he  is  disposing  of,  and  can  explain- m  detail 
the  build  and  material  used  in  the  better  grade  article  He 
need  not  be  a  practical  shoemaker,  but  he  should  visit  fac- 
tories and  know  how  a  shoe  is  put  together,  and  the  raw 
stock  which  goes  into  its  make-up,  so  that  he  will  spot  shoddy 
from  the  real  goods,  and  be  in  a  position  to  point  out  these 
things  to  the  trade." 

*  *  v 

"I  would  sooner  wait  on  a  man,  for  he  generally  is 
more  easily  satisfied  than  a  woman,  buys  more  quickly,  and 
has  a  more  definite  idea  of  his  needs;  but  that  is  not  always 
the  case." 

*  *  * 

"One  small  thing  that  dees  not  cost  much  and  gives  you 
a  reputation  for  being  a  little  more  generous  than  the  other 
fellow  is  to  throw  in  an  extra  pair  of  laces  with  every  pur- 
chase The  cost  is  a  mere  nothing,  and  you  would  be  sur- 
prised, in  making  sales  especially  to  juveniles,  how  far  little 
affairs  count." 


The  Retail  Salesman 

How  a  Salesman  in  a  Toronto  Shoe  Store  Spoiled  Three  Good  Sales  Inside  of  About  Twenty  Minutes 
—A  Rather  Remarkable  but  Absolutely  True  Story  of  How 
Discourtesy  Kills  Business. 


Courtesy  as  a  business-builder  deserves  the  greates  pos- 
sible consideration  on  your  part. 

I  went  into  an  office  the  other  day  and  was  forced  to 
cool  my  heels  for  more  than  five  minutes  before  one  of  the 
clerks  deigned  to  climb  down  from  his  stool  and  inquire 
my  business,  and  then  he  was  exceedingly  curt  about  it. 

My  first  imvression  of  this  firm  changed  completely, 
however,  when  I  was  shown  into  the  office  of  the  manager, 
a  very  affable  gentleman  and  courteous  in  the  extreme. 

Suppose  I  had  been  a  prospective  customer— and  the 
office  staff  had  no  means  of  knowing  that  I  was  not-and 
suppose  I  took  my  impression  of  the  house  from  them. 
Perhaps  I  would  wait  about  a  minute  and  a  half  and  leave. 
And  probably  that  house  would  lose  more  than  would  pay 
a  clerk's  salary  for  a  good  long  time. 

It  seems  inconceivable,  but  it  nevertheless  is  true,  that 
a  great  many  employes  in  offices  and  stores  fail  utterly  to 
grasp  the  tremendous  value  of  courtesy  to  everyone  with 
whom  they  come  in  contact. 

It  costs  nothing,  and  it  does  bring  big  returns. 
There  is  a  store  on  Yonge  Street,  Toronto,  where  1 
always  buy  my  shoes.    On  my  last  visit  there  a  few  weeks 
ago  the  salesman  who  usually  served  me  was  out  and  1 
was  turned  over  to  a  new  man. 

He  was  already  fitting  a  gentleman  who  was  doing  his 
best  to  buy  a  six-dollar  shoe  in  a  certain  width.  He  was 
rather  particular  about  it,  but  he  looked  like  a  man  who 
would  be  particular  about  everything,  and  the  salesman 
should  have  seen  that  at  once.  Instead  of  adapting  him- 
self to  the  circumstances,  however,  he  became  irritated  and 
showed  it.  That  settled  the  matter  and  a  sale  of  six  dollars 
was  lost. 


While  I  was  trying  on  a  shoe  a  boy  of  about  sixteen 
came  in.  He  was  dressed  in  the  style  assumed  by  a  good 
many  young  fellows  of  that  age  who  like  to  appear  a  little 
"sporty."  Any  one  with  half  an  eye  could  have  told  what 
sort  of  a  shoe  he  wanted.  He  explained  it  pretty  clearly 
in  the  first  place  and  the  salesman  stupidly  produced  m  rapid 
succession  pretty  nearly  everything  that  he  didn't  want.  Then 
when  the  boy  emphasized  the  fact  that  he  wanted  a  shoe 
with  fairly  pointed  toe  and  "some  style  to  it"  the  salesman 
lost  his  temper  and  said:  "We  don't  sell  your  kind  of  shoes. 

Down  at  the  store  you'll  get  something  to  match 

your  hat."    Another  sale  of  three-fifty  or  four  dollars  lost. 

The  boy  had  scarcely  reached  the  door  when  a  well-to- 
do  Italian  merchant  asked  to  be  shown  a  pair  of  shoes,  and 
specified  that  they  should  not  be  very  heavy.  I  wish  you 
could  have  seen  the  pair  he  was  given  to  try  on.  They 
must  have  weighed  a  few  pounds  apiece.  The  prospective 
buyer  looked  at  them  and  at  the  clerk  and  walked  out  with- 
out passing  any  comment.  The  shoes  desired  would  prob- 
ably have  cost  five  dollars. 

Now,  this  is  no  fish  yarn.  It  actually  happened,  and 
all  inside  of  fifteen  or  twenty  minutes. 

About  fifteen  dollars  worth  of  good  business  spoiled 
by  a  discourteous,  stupid  salesman  inside  of  fifteen  or  twen- 
ty minutes.!    Think  of  it! 

Please  don't  try  to  calculate  how  much  damage  a  man 
of  that  sort  could  do  a  good  business  inside  of  a  year  if 
permitted  to  act  as  he  did  in  this  case. 

I  felt  so  strongly  about  it  myself  that  if  the  manager 
of  the  store  had  been  around  at  the  time  I'd  have  told  him 
what  had  occurred.  It's  pretty  hard  to  stand  by  and  watch 
trade  slaughtered  in  that  fashion. 
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While  I'm  on  the  subject  let  me  tell  you  about  a  big 
Canadian  firm,  doing  an  international  business,  that  has 
acquired  quite  a  reputation  for  courtesy.  To  a  visitor  this 
quality  is  so  pronounced  on  the  part  of  everyone  of  a  couple 
of  hundred  of  employes  that  scores  of  people  have  com- 
municated their  appreciation  of  it  to  the  president  of  the 
concern. 

Some  years  ago  an  order  was  issued  that  when  any 
member  of  the  staff,  from  the  president  down,  saw  anyone, 
no  matter  who,  enter  the  building  he  was  to  at  once  inquire 
his  business,  and,  whether  or  not  the  matter  directly  interest- 


ed the  person  who  happened  to  meet  the  visitor  first,  he 
should  go  with  him  and  see  that  he  reached  the  desired  de- 
partment and  received  every  attention. 

A  man  going  into  his  office,  whether  to  solicit  business 
or  leave  some,  is  at  once  made  to  feel  at  home. 

That  sort  of  courtesy  has  probably  brought  the  firm  in 
question  thousands  of  dollars. 

You,  as  a  salesman  of  men's  wear,  should  practise  cour- 
tesy at  all  times.  In  fact,  make  it  a  habit.  Nothing  will 
operate  more  strongly  to  make  friends  for  yourself  and 
the  store  where  you  are  employed. 


Reminiscences  of 

While  there  has  always  been  a  fair  amount  of  shoe  manu- 
facturing done  in  Canada  and  back  as  far  as  the  middle  of 
last  century  there  were  some  fairly  substantial  shoe  concerns 
in  Toronto  as  well  as  in  Montreal,  the  development  of  the 
industry  is  practically  contemporaneous  with  the  present 
tariff  policy  of  the  country.  The  first  real  incentive  to  the 
introduction  of  machinery  and  modern  factory  methods  was, 
no  doubt,  due  to  the  Centennial  Exposition  at  Philadelphia 
in  1876,  the  first  of  the  great  series  of  international,  commer- 
cial and  industrial  shows  held  upon  this  continent.  Not  a 
few  of  our  manufacturers  had  their  ideas  enlarged  by  visiting 
the  Centennial,  and  amongst  them  was  Mr.  Charles  F.  Smith, 
who  was  at  the  time  running  a  retail  shoe  store  in  Montreal, 
and  who,  on  his  return,  put  in  some  machines  and  started 
the  manufacture  of  long  boots.  He  was  shortly  afterwards 
induced  to  join  the  late  James  McCready,  taking  charge  of 
the  manufacturing  end  of  his  business,  and  thus  the  firm  of 
James  McCready  &  Co.  from  a  comparatively  small  beginning 
became  eventually  one  of  the  largest  factors  in  the  Canadian 
shoe  trade.  Mr.  Smith  until  quite  recently  maintained  his 
active  connection  with  shoe  matters  and  always  manifested 
that  geniality  of  manner  and  sincerity  of  character  that  gave 
him  an  almost  unprecedented  standing  amongst  those  called 
upon  to  do  business  with  the  trade.  There  has  probably 
been  no  man  in  the  business  more  universally  esteemed  for 
his  unassuming  ways,  and  at  the  same  time  his  absolute  famil- 
iarity  with  the  details  and  drift  of  shoe  manufacturing  than 
Mr.  Charles  F.  Smith,  upon  whom  really  devolved,  until  a 
few  years  ago,  the  management  and  control  of  this  large 
concern. 

Other  Montreal  men  contemporaneous  with  the  late 
James  McCready  and  his  partner,  who  now  devotes  his  sole 
attention  to  high  finance,  were  the  late  Wm.  Ames,  of  Ames, 
Holden  Co.,  one  of  the  finest  gentlemen  it  was  anyone's 
privilege  to  meet;  Mr.  James  Linton,  the  founder  of  Jas. 
Linton  &  Co.,  formerly  Popham  &  Linton,  who  was  a  prac- 
tical shoemaker;  Mr.  Geo.  A.  Slater,  a  practical  shoemaker 
also,  who  laid  before  his  death  the  beginnings  of  the  business 
that  became  Geo.  A.  Slater  &  Sons,  and  from  which  have 
since  sprung  the  Slater  Shoe  Co.  and  Geo.  E.  Slater;  Cassels 
&  Co.,  James  Whitham  &  Co.,  Robert  McCready  &  Co., 
J.  &  T.  Bell,  in  which  were  associated  at  the  time  Messrs. 
J.  T.  Hagar  and  J.  Stevens,  Pinkerton  &  Turner,  and  a  few 
other  smaller  English  concerns,  while  amongst  the  French 
ones  were  G.  Boivin  &  Co.,  Pellerin  &  Fils,  and  a  number  of 
others.  Montreal  was  at  that  period  quite  in  the  lead  as  a 
shoe  centre,  and  there  was  no  organization  or  even  friendly 
interest  established  as  have  been  since  in  connection  with 


The  Shoe  Trade 

trade  and  labor  questions.  An  apt  illustration  of  this  unfor- 
tunate condition  was  afforded  by  an  effort  to  get  the  trade 
together  at  this  period  to  discuss,  some  important  matters. 
A  meeting  was  called  at  the  office  of  Ames,  Holden  &  Co.,  at 
that  time  on  Victoria  Square,  and  almost  all  of  those  who 
met  on  that  occasion  had  to  be  introduced.  A  few  who  came 
only  from  the  other  side  of  Notre  Dame  Street,  were  fou~d 
trying  to  get  in  the  goods  entrance  instead  of  the  office  en- 
trance at  the  corner.  There  was  for  a  couple  of  years  a  shoe 
and  leather  section  of  the  Board  of  Trade,  but  it  unfortu- 
nately broke  up  one  afternoon  in  some  disorder  after  a  dis- 
cussion of  trade  terms,  and  never  held  together  afterwards. 

In  Quebec  the  principal  concerns  were  G.  Bresse,  pre- 
sided over  by  the  late  Senator  Bresse,  who  although  a  practical 
shoeman  and  careful  operator,  gave  very  little  personal  atten- 
tion to  the  business  in  his  later  years.  An  old  bachelor  and 
a  French  Canadian  of  the  older  type,  he  devoted  a  good  deal 
of  attention  to  the  pleasures  of  life.  J.  H.  Botterell  &  Co., 
at  the  head  of  which  was  Mr.  J.  H.  Botterell,  although  his 
lieutenant,  Mr.  Payne,  looked  ofter  the  business  very  largely 
in  the  absence  of  his  chief,  was  then  the  leading  English  house 
in  the  Ancient  Capital.  Conservative  in  its  ideals,  albeit 
progressive  in  its  methods,  it  did  a  large  business  over  a  wide 
area  and  had  its  travelers  out  from  Halifax  to  Windsor.  Mr 
Botterell  was  one  of  the  number  of  men  in  the  shoe  trade  of 
this  period  whom  it  was  a  pleasure  to  meet.  Thoroughly 
straightforward  and  businesslike,  his  sturdy  ideals  belonged 
to  a  period  in  which,  although  business  was  even  more  pre- 
carious than  to-day,  men  hewed  pretty  well  to  the  line. 
About  this  period  the  firm  of  Marsh  &  Polley  was  organized, 
the  two  partners  dissolving  after  a  brief  partnership,  and  the 
firm  of  W.  A.  Marsh  &  Co.  succeeded,  to  be  later  followed 
by  the  W.  A.  Marsh  Co.,  Limited.  A  number  of  "syndi- 
cates" sprang  into  existence  towards  the  close  of  the  eighties, 
amongst  them  the  Quebec  Shoe  Co.,  Canadian  Shoe  Co.. 
Dominion  Shoe  Co.,  Begin  &  Co.,  Langlois  &  Langlois 
J.  W.  St.  Pierre  and  a  number  of  other  corporate  and  individual 
concerns,  mostly  French,  that  came  with  the  furore  of  shoe 
manufacturing  that  seized  Quebec  between  1888  and  1892. 
In  1 89 1  and  1892  came  a  serious  setback,  and  the  carnage 
in  the  shape  of  failures  was  something  that  will  easily  be 
remembered  by  most  of  the  trade  to-day. 

Nevertheless  Quebec  went  on  steadily  developing  pres- 
tige in  the  shoe  manufacturing  industry,  and  some  of  the 
healthy  concerns  to-day  that  thrive  under  the  overhanging 
cliffs  of  greater  Quebec  date  their  origin  to  the  period  re- 
ferred to. 

In    the    West    were    W.    B.    Hamilton  &  Co.  and 
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J  D.  King  &  Co.,  and  Cooper  &  Smith  of  Toronto,  and  John 
McPherson  &  Co.,  of  Hamilton,  and  in  addition  F.  J.  Weston 
&  Sons,  Turner  Valiant  &  Co.,  John  Taylor,  H.  E.  Hamilton 
&  Co  of  Toronto,  who  all  figured  to  a  fair  extent  m  the  Ontario 
output  of  shoes.    The   firm  of  W.  B.  Hamilton  &  Co.  suc- 
ceeded Childs  &  Hamilton,  who  formerly  occupied  a  position 
on  lower  Yonge  Street.    Mr.  W.  B.  Hamilton  was  for  many 
years  an  outstanding  figure  in  not  only  the  shoe  trade  of  the 
West  but  of  Canada,  and  the  firm  made  a  reputation  for 
the  sterling  quality  of  its  goods  as  well  as  its  conservative 
business  methods  that  have  remained  with  it  since.  Mr. 
Hamilton,,  while  first  and  last  a  shoe  manufacturer,  was  a 
broad-minded  business  man  who  gave  his  attention  to  other 
issues  than  the  making  of  good  footwear.    He  was  particu- 
larly interested  in  the  development  of  high  ideals  m  business, 
and  was  identified  with  every  movement  that  sought  to  put 
the  shoe  trade  on  a  sound  basis.    Gentle  as  a  child,  but  un- 
compromising as  stone  where  principle  was  concerned,  his 
removal  from  the  industry  a  few  years  ago,  notwithstanding 
his  previous  withdrawal  from  active  business  life,  was  like 
the  removal  of  a  landmark.    The  late  J.  D.  King,  like  his 
partner,  Charles  Brown,  was  originally  a  commercial  traveler 
in  another  line,  but  went  in  with  the  two  Darner  brothers, 
who  were  practical  shoemen,  and  formed  the  firm  of  Darner, 
King  &  Brown.    The  Darners'  withdrawing  and  establishing 
separate  businesses,  and  Brown  going  into  the  carriage  trade. 
Mr.  King  continued  alone,  and  built  up  one  of  the  most  suc- 
cessful shoe  manufacturing  concerns  in  the  West.  King's 
shoes  made  a  reputation  that  practically  made  them  house- 
hold words,  but  after  the  death  of  the  principal  the  large 
business  appeared  to  gradually  dwindle  away.    Mr.  King 
was  a  bright,  progressive  business  man,  who  discussed  busi- 
ness issues,  and  particularly  shoe  matters,  with  great  prac- 
tical wisdom.    Kings  seemed  to  make  the  mistake  of  drifting 
into  jobbing  and  neglecting  their  own  lines. 

In  Hamilton  were  John  McPherson  &  Co.  and  John  Gar- 


rett &  Co.,  who  were  succeeded  by  Wm.  Griffith  &  Co 
Mr  John  McPherson  having  passed  away,  the  management 
of  the  business  after  the  building  of  their  new  factory  m 
1888  devolved  upon  Mr.  Jas.  A.  McPherson,  who  has  re- 
mained the  practical  manufacturing  head  of  the  concern 
ever  since  The  business  in  recent  years  has  developed  most 
wonderfully,  and  the  premises  are  practically  double  what 
they  were  twenty  years  ago. 

There  were  but  few  jobbing  concerns  twenty  years  ago, 
the  augmentation  taking  place  largely  since  the  development 
of  shoe  manufacturing  in  Quebec.  James  Leggatt  was  the 
only  jobber  in  the  East,  and  he  devoted  his  attention  prin- 
cipally to  rubber  footwear  until  he  moved  from  McGill 
Street  to  Craig  Street. 

Twenty-five  years  ago  practically  the  only  purely  jobbing 
concerns  of  any  note  in  the  west  were  Orr,  Harvey  &  Co., 
of  Hamilton,  and  L.  J.  Beemer  &  Co.,  of  Toronto.  The 
present  list  has  developed  since  1888. 

In  shoe  manufacturing  the  present  systems  were  m 
embryo  twenty-five  years  ago.    Lasting  machines  were  just 
coming  in,  the  Goodyear  system  was  being  perfected,  and 
while  McKay  work  was  in  vogue  it  had  not  been  brought  to 
the  perfection  it  has  since.    Manufacturers  never  knew  what 
to-morrow  would  bring  forth  in  the  way  of  machinery  or 
appliances.    For  instance,  up  to  a  certain  day  they  were  all 
using  edge  and  heel  burnishers,  when  presto!  the  new  process 
ink  was  introduced  and  the  machines  for  burnishing  had  to 
be  thrown  into  the  scrap  pile.    In  the  twenty-five  years  have 
come  tremendous  developments  of  styles  as  well  as  methods, 
and  the  last  bills  to-day  are  the  bugbear  that  machinery  was 
two  decades  ago.      The  amount  of  lasts  that  go  to  the 
furnace  to-day  compared  with  twenty-five  years  ago  is  simply 
appalling.    What  the  next  twenty-five  years  will  evolve  no 
one  can  at  present  say.    We  have  pretty  well  run  the  gamut 
of  change,  but  the  shoe  business  seems  to  inherit  restlessness 
as  a  birthright. 


If  I  Had  A  Vote 

What  I  Would  Do  if  I  Had  a  Chance  to  Cast  My  Vote  in  an  Election-What  the  Boss  Thinks  About  a  Vote. 


The  first  thing  I'd  do  if  I  had  a  vote  I'd  vote,  you  bet 
There  are  a  lot  of  guys  with  votes  who  don't  know  enough 
or  think  enough  of  their  vote  to  vote.  If  I'd  my  way  I  d 
take  away  the  vote  from  them  altogether.  I  think  every 
man  ought  to  be  made  to  vote,  and  if  he  doesn  t  he  should 
be  taken  up  and  fined  just  like  he  is  for  not  clearing  his  snow 
or  keeping  his  back  yard  clean.  There  are  a  lot  of  people 
too  lazy  to  vote,  and  a  lot  more  who  don't  think  it  worth 
while  There's  Jones,  I  don't  think  he  has  voted  for  the  last 
two  years,  at  least  while  I've  been  in  the  store.  He  says 
he's  too  busy,  but  he  only  thinks  it.  At  any  rate,  he  could 
vote  while  he  is  talking  about  it  sometimes. 

Then  there's  Thompson,  he  won't  vote  unless  they  come 
around  for  him  with  a  rig  and  take  him  to  the  poll  The 
Boss  says  he'd  like  to  see  the  fellow  that  would  take  him  to 
the  polls  in  a  party  rig.  He  says  when  he  isn't  able  to  walk- 
to  the  polling  booth  then  he'll  hire  his  own  rig  if  he  is  able 
to  get  out.  The  bookkeeper  generally  leaves  his  voting  until 
some  fellow  has  got-  up  out  of  the  cemetery  and  gone  and 
voted  for  him,  and  then  he  gets  mad  and  talks  about  party 
politics  being  rotten.    I  think  a  man  who  tempts  ghosts  to 


walk  at  election  time  is  almost  as  bad  as  a  briber.    On  elec- 
tion day  the  Boss  votes  first  thing  and  does  his  talking  after. 
He  says  no  man  will  ever  plug  for  him  unless  the  election 
officer  is  crooked  and  opens  the  poll  before  the  time  or  stuffs 
the  ballot  box.    I  like  the  Boss's  idea  about  voting.  He  does 
it  like  he  does  everything  else,  as  if  it  was  business  and  won't 
stand  any  monkeying.    He  says  he  doesn't  wait  to  have 
people  chase  him  up  and  tell  him  how  to  vote.    He  makes 
up  his  mind  and  puts  his  vote  in  like  an  order  for  his  spring 
goods  as  though  he  had  it  all  thought  out  what  he  wanted 
and  was  prepared  to  stand  by  it.    Williams,  one  of  the  fel- 
lows in  the  store,  never  knows  how  he's  going  to  vote  until 
he  marks  his  ballot,  and  then  I  think  he  forgets  as  soon  as 
he  comes  away,  for  I've  heard  him  say  up  to  the  time  he  left 
the  store  at  noon  he  was  going  to  vote  one  way  or  for  a  certain 
man  and  I've  heard  him  tell  people  in  the  afternoon  he  voted 
another  way.    Williams  never  knows  where  he's  at.  He 
lets  too  many  people  steer  him.    The  other  night  he  was  at 
an  anti-reciprocity  meeting  and  the  next  day  he  couldn't  do 
anything  but  talk  about  the  rascals  who  were  ready  to  hand 
this  country  over  to  the  United  States.    Night  before  last 
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he  went  to  a  reciprocity  meeting  and  yesterday  he  was  talk- 
ing how  much  the  proposition  was  going  to  do  for  the  farmers 
and  retailers  of  the  country.  He  is  too  easy.  I  think  a 
fellow  should  hear  both  sides  of  a  question  and  use  his  brains 
to  decide  which  he'll  take.  The  Boss  says  Williams  reminds 
him  of  an  old  lady  in  town  who  has  joined  every  church  in 
the  place  one  after  the  other  as  she  got  fresh  "light."  She 
goes  to  the  Baptist  church  just  now,  and  the  other  day  she 
went  to  the  minister  and  said  she'd  been  reading  in  the  Bible 
a  lot  about  circumcision  and  she  thought  she  ought  to  be 
circumcised,  whatever  that  means.  I  heard  the  Boss  tell 
our  preacher,  and  I  thought  they'd  have  died  laughing, 
although  I  didn't  quite  understand  the  joke.  Anyway, 
Williams  changes  his  mind  so  many  times  a  week  that  I 
suppose  he  thinks  he  is  independent. 

I  think  it's  about  as  bad  a  thing  for  a  man  to  vote  for 
friendship  or  for  a  candidate  because  he  does  something 
for  you  as  if  you  took  money.  I  heard  the  Boss  say  the  other 
day  there  were  more  grafters  than  those  who  took  two  dollar 
bills  from  election  agents.  The  smartest  politician  is  not 
the  fellow  who  hands  out  the  dough  in  the  way  he  can't  be 
caught,  but  the  fellow  who  knows  how  to  flim-flam  the  electors 
without  giving  them  anything. 

I've  tried  to  read  the  stuff  in  the  newspapers  on  reci- 
procity and  I  don't  see  how  anybody  can  make  up  his  mind 
from  what  they  say  about  it.    If  you  read  one  side  you'd 


think  the  other  were  a  pack  of  scoundrels  and  traitors;  if  you 
read  the  other  you'd  imagine  their  opponents  were  a  lot  of 
jays  and  grafters.  I  think  the  truth  is  somewhere  between, 
and  it's  a  pity  both  sides  don't  talk  sense  or  make  some  kind 
of  an  effort  to  convince  people  who  depend  on  what  they  hear 
and  read  to  help  them  make  up  their  minds  to  vote.  The  Boss 
says  he  is  sick  of  both  the  papers  in  our  town  and  won't  read 
a  line  on  reciprocity.  He  says  any  sensible  business  man  can 
get  at  the  facts  without  these  penny-a-liners'  help. 

If  I  was  a  voter,  as  I  say,  I'd  vote  or  be  prepared  to  have 
the  vote  taken  from  me.  I'd  make  it  a  point  to  know  how 
I  was  going  to  vote  before  some  chump  stuck  a  card  into  my 
hand  outside  the  polling  booth.  I'd  get  there  so  soon  that 
there  wmld  be  no  resurrections  in  town  on  account  of  my 
laziness.  I'd  not  tell  everybody  how  I  voted,  although  I'd 
never  be  ashamed  to  own  my  vote.  I'd  vote  for  the^-bes'; 
man  every  time  without  respect  to  party,  and  when*1)  I 
couldn't  vote  for  a  good  man  I'd  stay  home  and  pay  my  fine. 
I'd  study  up  public  questions  and  be  ready  to  give  an  answer 
for  my  views  without  quoting  some  old  slush  from  a  party 
paper.  I  think  if  ever  the  decent  men  in  town  were  to  take 
this  stand  we'd  have  a  change  in  the  council  and  in  our  other 
politics.  But  it  will  be  six  good  years  before  I  am  able  to 
put  the  X  mark  on  a  ballot. 

SILAS. 


Interior  of  shoe;  store  of  J.  L.  Thompson  &  Son,  Port  Hope,  Ontario. 
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Retail  Ad.  Criticisms 

In  the  second  ad.,  the  heading  is  irrelevant.  Of  course, 
he  is  "a  real  boy."  Did  you  ever  see  a  boy  worthy  of _the 
name  who  was  not?  A  better  heading  would  be.  A  Real 
Boy's  Shoe."  The  copy  is  again  good  and  straight-to- -  he- 
point   and  a  decent  margin   is  left   to   make   the  setting 


THE 
VELVET 
SHOE 
CRAZE 


JuM  «  little  bettf  m  ihepe, 
fine,  ,n  fioi.h.  «  b.e  difference 
Lu-ity  of  tabne  »..o  end  you 
Cord  picture  of  .«  •«>"  brand 
ftrien's  velvet  plueh  eliPPera. 
£he  minufaolurer  who  makes  tl 


This  firm  is  to  be  congratulated  on  getting  some  real  live 
selling  talks  intd  their  ads.,  and  such  advertising  is 
bound  to  bring  results.  We  would  like  to  see  many  another 
shoeman  possessed  of  the  same  progressive  spirit  as  Mr. 
Stedman  shows  in  these  and  all  his  ads.  We  have  called 
attention  here  to  quite  a  few  minor  points  that  would  re- 
sult in  more  balanced  typographical  productions.  No  point, 
however  small,  should  be  overlooked  when  effective  adver- 
tising is  the  end  in  view. 

It  is  necessary  for  the  ad.-writer  to  analyze  carefully 
any  phrase  used  for  a  heading  to  see  if  it  really  represents 
the  thought  he  has  in  mind.    Now,  this  advertiser  surely 
meant  to  call  attention  to  velvet  shoes,  not  the  craze  for 
them.    Why  not,  therefore,  use  as  a  heading.  "A  Velvet 
Shoe"?    The  copy  then  follows  in  logical  sequence  without 
further     change.     Said     copy  is 
bright,  forceful,  and  straight-to-the- 
point.    It  gives  telling  reasons  for 
the  purchase  of  these  shoes,  and 
without    doubt,    sold    numbers  of 
them. 

However,  the  critic  cannot  pass 
over    the    typographical  arrange- 
ment of  this  ad.  without  a  little 
frank  criticism.    This  firm  appears 
to  make  a  point  of  using  heavy  12- 
point  bevelled  borders  in  all  their 
ads.,  in  much  the  same  fashion  as 
they   are  used  here.     Looking  at 
this  procedure  from  the  identifica- 
tion standpoint,  it  may  be  justified 
if  it  calls  attention  to  the  ad.  when 
people  have  become  used  to  look- 
ing for  it  set  in  this  fashion.  In 
that    case,  it  would    not    pay  to 
change.    We  are  open  to  conviction 
to  the  contrary,  but  the  ad.  as  it 
stands  is  too  disconnected  in  ap- 
pearance, and  this  is  just  the  ele- 
ment it  lacks  to  make  it  an  all- 
round  success. 

A     six-point  round-cornered, 
plain    rule   border    run  complete- 
ly round  the  ad.,  or,  leaving  the 
heading  in  its  present  position,  just 
touching  the    top    and    bottom  of 
same,  would    do    away    with  this 
fault.     This     would  necessitate 
eliminating  the  border  to  the  right 
of  the  cut.  which  is  neither  neces- 
sary nor  useful.    As  there  would  aPPearan 
be  one  line  less  in  the  heading  as  revised— hence  more  room 
for  copy— a  six-point  margin,  at  least,  could  be  left  be- 
tween copy  and  border.    This  makes  a  better  display,  as 
will  be  seen  from  the  appearance  of  the  copy  in  the  second 
ad.    The  cut  is  a  good  one,  but  more  details  would  be  shown 
if  the  silhouette  effect  were  not  used. 


'(Jlade  on  the  "Tiff  my"  and  "High 
Arch"  Lasts 
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effective. 

The  remarks  re  the  border  of 
the  first  ad.  are  equally  applicable 
here,  except  that  it  should  be 
brought  only  to  meet  the  cut,  and 
not  run  past  it  on  either  side.  This 
is  evidently  a  stock  cut,  and  the 
figure  therein  does  not  look  much 
like  a  real  live  boy.  It  looks  prim 
enough  to  have  stepped  out  of  the 
doll's  carriage  in  the  background. 
Better  a  lively  kid  chasing  a  hoop, 
playing  ball  or  something  of  that 
sort.  There  are  dozens  of  the  right 
kind  of  cuts  to  choose  from. 

The  specific  details  beneath  the 
cut  give  good  selling-points,  and 
quote  prices,  which  is  very  import- 
ant in  this  class  of  advertising.  The 
copy,  however,  would  appear  better 
set  in  the  same  manner  as  the  copy 
above  the  cut.  The  price,  of  course, 
should  remain  in  black-face  type, 
and  the  lines  above  the  name  and 
address  should  be  eliminated. 
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lere's  a  Shoe  That 
Will  Appeal  to 
Any  Boy 
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A  Suggestion 

When  you  have  written  an  ad- 
vertisement do  not  leave  it  to  the 
printer  to  set  it  up  as  he  pleases. 
You  know  how  you  want  it  to  ap- 
pear, and  I  wo.uld  suggest  that  you 
make  a  lay-out  to  indicate  how  you 
desire  the  various  sections  arranged, 
The  man  who  puts  your  copy  into 
type  usually  works  under  pressure, 
and  if  you  hand  him  a  jumble  of 
items  the  result  is  very  likely  to  be 
unsatisfactory. 

The  quality  of  style  has  an  im- 
portant bearing  upon  the  saleability  of  the  goods  you 
handle.  It  is,  therefore,  essential  that  your  advertising 
should  have  some  style  to  it. 

After  writing  what  you  have  to  say,  take  a  separate 
sheet  and  make  your  lay-out,  indicating  the  different  sec- 
tions by  numbers  to  correspond  with  numbers  on  the  copy 
itself.  If  yon  have  more  than  one  cut  indicate  them  by 
numbers  as  well  and  mark  the  corresponding  numbers 
on  the  base  of  the  cuts.  Then  when  the  printer  gets 
your  copy  he  sees  the  general  idea  at  a  glance  and  your  ad- 
vertisement will  show  a  better  selection  of  type  and  greateT 
all-round  attractiveness  than  would  otherwise  be  possible. 


Another  Steadman  ad. 
9  %  in.  s.c.    Also  discon- 
nected, but  copy  good. 


So 

Are  Cut  Prices  Necessary? 

The  Cut-Price  Habit  Strongly  Intrenched — Reasons  Therefore — Possible  to  do  Business  Without  It — The  Remedy 

— Local  Associations  Can  Do  Much  to  Better  Things. 


Why  cut  prices?  Is  it  necessary  or  advisable?  Even 
if  so,  should  the  reduction  be  general,  or  confined  to  certain 
odd  lines  slated  for  an  early  exit?  In  the  light  of  the  ma- 
turer  reflection  following  the  usual  epidemic  of  special  sales 
in  January  and  February,  many  shoe  retailers  are  wondering 
whether  the  cut  price  idea  is  founded  on  common  sense  or 
uncommon  foolishness. 

Reasons  for  Cut  Prices. 

There  are  many  and  varied  reasons  advanced  in  justifi- 
cation of  this  procedure.  One  of  the  most  common  is  the 
frequent  necessity  for  turning  stock  into  cash  to  meet  cur- 
rent obligations.  There  come  times  in  every  merchant's  ca- 
reer, it  is  said,  when  he  must  have  cash,  and  promptly  at 
that.  The  only  way  out  seems  to  be  the  offering  of  special 
inducements  to  the  public  to  attract  their  custom  and  ready 
money.  This  argument  looks  legitimate  on  the  face  of  it,  and 
frequently  is,  but,  generally  speaking,  there  would  seem  to  be 
a  screw  loose  somewhere  when  a  merchant  is  getting  "up 
against  it"  for  ready  money  periodically. 

Take  the  case  of  the  January  and  February  sales  just 
mentioned.  December  should  be  a  big  month  with  the  shoe- 
man,  because  people  are  more  and  more  coming  to  see  the 
good  sense  in  buying  serviceable  things  for  presents — and 
the  shoeman  gets  his  innings  with  other  merchants.  Then 
why  the  necessity  for  reduction  sales  to  meet  obligations 
during  the  two  following  months?  If  the  dealer  buys  care- 
fully and  with  judgment,  and  sells  in  the  same  manner,  the 
reason  for  disproportionate  obligations  does  not  appear.  It 
is  only  when  capital  is  tied  up  in  lines  that  cannot  be  moved 
under  ordinary  conditions  that  this  need  occurs.  Current  ex- 
penses will  not  create  it  if  the  business  is  run  wisely. 

Clearing  Out  Old  Stock. 

Here  is  a  fairly  legitimate  reason.  In  spite  of  the  best 
judgment  of  the  shoeman,  miscalculations  are  likely  to  be 
made  at  times  regarding  the  demand  for  certain  lines,  or 
some  styles  will  prove  to  be  "stickers."  In  such  case,  it  un- 
doubtedly pays  to  get  rid  of  these  at  any  cost,  rather  than 
carry  them  over  to  another  season,  when  the  value  will  be 
still  further  lessened.  It  is  sometimes  good  policy  to  lose 
money  under  such  circumstances  as  these.  However,  here 
again  enters  the  question  as  to  whether  many  of  these  stick- 
ers will  be  left  at  the  end  of  the  season  if  the  shoeman  keeps 
careful  watch  over  his  stock  and  persistently  endeavors  to 
sell  them  off.  This  can  generally  be  done  during  the  season 
without  the  special  sale  tonic,  even  though  the  dealer  finds 
it  necessary  to  quietly  quote  special  prices  on  such  lines  in 
individual  cases  to  rid  himself  of  them. 

Making  Room  for  New  Stocks. 

In  the  previous  case  the  shoeman  gives  a  special  sale  to 
prevent  possible  loss  through  shop-worn  or  unsaleable  stock; 
in  this  case  he  does  so  to  keep  his  stock  as  up-to-date  as 
possible.  But  the  necessity  for  a  big  splurge  to  make  room 
for  new  stock  does  not  appear — unless,  as  stated  before,  the 
merchant  has  injudiciously  loaded  himself  up  with  a  lot  of 


unsaleable  goods.  If  he  buys  carefully  and  not  too  heavily, 
he  should  be  able  to  turn  his  stock  over  regularly,  using  the 
capital  thus  secured  in  keeping  it  thoroughly  up-to-the-min- 
ute. He  can  do  this  without  a  special  sale.  Injudicious  buy- 
ing is  the  cause  of  nine  out  of  ten  special  riddance  sales. 

Then  there  is  the  competition  excuse.  Of  all  the  sense- 
less procedures  on  the  face  of  the  map,  the  usual  cut- throat 
competitive  bargain  sales  so  common  in  these  days  are  about 
the  limit.  Why  should  Jones  and  Brown,  neighboring  com- 
petitors, set  out  to  put  each  other  out  of  business  by  such 
tactics?  Who  gets  the  pickings?  Not  the  merchants,  that's 
a  certainty.  The  public  silently  applaud — and  take  the  profits. 
The  end  of  such  a  state  of  affairs,  if  long  continued,  is  the 
bailiff's  court  for  one,  or  both.  Jealousy  and  hard-headed 
business  sense  never  can  stay  in  the  same  store — or  head. 
If  one  comes  in,  the  other  gets  out.  Such  tactics  are  the 
cause  of  more  failures  than  any  other  feature. 

Are  Cut  Prices  Advisable? 

One  merchant  expressed  himself  in  this  way  regarding 
this  question  "I  never  have  a  cut  price  sale  from  one  end 
of  the  year  to  the  other.  By  so  doing,  I  might  bring  more 
people  into  my  store  during  the  sales,  but  would  my  books 
show  more  profit  at  the  end  of  the  year?  I  think  not.  I 
watch  my  stock  so  closely  that  I  am  always  able  to  dispose 
of  slow-sellers  ere  the  end  of  the  season.  Moreover,  as  I 
sell  much  of  my  stock  myself,  I  know  just  what  my  cus- 
tomers want,  and  buy  very  carefully.  The  man  who  knows 
his  business  does  not  need  special  sales.  I  am  after  the 
steady  business  at  regular  prices,  month  in  and  month  out. 
As  this  man  has  worked  his  way  from  a  clerkship  to  the 
ownership  of  a  well-appointed  and  successful  city  shoe  store 
in  a  very  few  years,  his  position  in  the  matter  is  worth 
weighing  carefully. 

General  Reductions. 

Of  all  the  cut  price  schemes  in  vogue,  the  general  cut 
seems  the  hardest  to  understand.  Of  course,  there  are 
exceptions  which  are  not  considered  in  this  statement. 
The  man  who  is  retiring  from  business  or  moving 
from  one  stand  to  another  of  necessity  wishes  to 
lessen  his  stock,  and  takes  this  perfectly  obvious 
method.  But  the  merchant  in  ordinary  circumstances 
who  cuts  his  whole  stock  10%  or  20%,  to  the  thinking  ob- 
server, at  least,  is  not  pursuing  the  wisest  policy.  Why? 
Because  the  regular-selling,  popular  lines  are  sure  to  be  de- 
pleted first,  leaving  him  with  the  shop-worn  or  slow-selling 
lines  on  his  hands — just  the  ones  he  is  most  desirous  of  get- 
ting rid  of.  This,  of  course,  is  the  method  often  employed 
by  the  careless  buyer  who  needs  the  money  to  meet  accruing 
obligations.  Where  is  the  wisdom  of  cutting  the  profit  on 
the  staple  lines  that  can  always  be  sold  at  regular  prices? 
By  so  doing,  the  merchant  "cuts  off  his  nose  to  spite  his 
face."  No  doubt  in  some  cases  these  supposed  cut  prices  are 
not  real  reductions  at  all.  There  are  still  some  sharpers  in 
the  trade,  but  space  is  too  valuable  to  waste  on  this  kind  of 
crook.    He  is  hoist  on  his  own  petard  in  the  end. 


A  Seasonable  Display 

Every  Shoeman  Should  Endeavor  to  Reflect  the  Spirit  of  the  Easter  Season  in  His  Windows 
—A  Unique  Idea  Easily  Worked  Out— Give  It  a  Trial 

•  „     TV.Pir  arp  for  sale  bv  all  dealers  in 
are  very  inexpensive,     lney  are  ior  t»<ue  uy 

Easter  novelties. 

In  displaying  the  shoes,  great  care  should  be  taken  not 
to  crowd  the  window,  otherwise  the  whole  effect  of  the 
excellent  idea  will  be  destroyed.  The  bottom  of  the  win- 
dow should  be  covered  with  purple  felt  trimmed  with  white. 
Circumstances  will  decide  the  best  way  to  fasten  the  large 
eggs  in  the  upper  left  hand  corner,  but  suspension  would 
doubtless  be  best. 


Herewith  is  submitted  an  idea  for  an  Easter  window 
display,  that  can  easily  be  carried  out  by  any  shoeman  at 
the  expenditure  of  very  little  time  and  trouble.  It  also  in- 
volves only  a  small  outlay  and  will  undoubtedly  prove  a 
strong  business-getter  for  the  dealer  who  takes  the  trouble 

to  work  it  out. 

To  make  the  tree  trunk  as  shown  in  the  sketch,  nail 
bark  on  a  good-sized  pail.  If  possible,  however,  secure  a 
section  of  a  real  tree  trunk.    This  can  be  readily  arranged 


A  skeleton  sketch  for  a  striking  Easter 

by  the  average  shoeman,  especially  those  in  towns  or  vil- 
lages. 

The  eggs  at  the  top  are  cut  out  of  half-inch  lumber, 
which  is  then  covered  with  white  felt  and  padded  with  cot- 
ton wool  to  give  an  oval  effect.  The  size  of  these  eggs  can 
be  judged  from  the  proportions  of  the  drawing.  The  let- 
ters on  the  eggs  spelling  the  word  "Easter,"  should  be  cut 
out  of  purple  felt,  which  makes  a  tasteful  contrast  with  the 
white  felt  covering. 

Artificial  Easter  lilies  can  be  had  from  different  firms 
selling  such  decorations.  This  applies  also  to  the  white  doves 
and  the  rabbit  in  the  sitting  position  on  the  stump.  The 
doves  are  suspended  from  the  ceiling  by  the  finest  white 
thread  to  be  had,  making  the  connection  practically  invisible 
The  eggs  on  the  ground  may  be  of  porcelain  or  glass,  and 


display  suggested  by  A.  A.  Daoust. 

If  this  idea  is  followed  carefully  and  the  details  worked 
out  in  a  painstaking  manner,  the  shoeman  will  have  a  win- 
dow that  will  be  a  splendid  ad.  for  his  business,  and  a  trade- 
bringer  during  the  whole  period  of  the  display.  And  little 
expense  need  be  incurred  as  the  materials  composing  it  are 
simple  and  procurable  in  almost  every  town. 

Needless  to  say,  however,  considerable  thought  should 
be  taken  regarding  the  arrangement  of  the  shoes  in  the 
window.  It  will  be  essentially  a  floor  display,  or  practically 
so.  No  ideas  are  submitted  re  this  part  of  the  display,  as  it 
is  thought  better  for  each  shoeman  to  give  his  own  in- 
dividuality scope  in  this  regard. 

Eor  this  sketch,  and  the  method  of  working  it  out.  the 
Shoe  and  Leather  Journal  is  indebted  to  A.  A.  Daoust  of 
G.  G.  Gales  &  Co.,  Montreal. 
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The  Boss  and  His  Sales  Force 

How  Some  Firms  Pull  Together  and  Others  Pull  Apart — The  Way  Certain  Men  Manage 
Things — The  Value  of  Useful  Suggestions. 


"I  have  a  suggestion  box  in  my  office  which  I  open 
once  a  week,  and  I  have  nine  clerks  in  my  store.  In  invite 
them  all,"  remarked  a  Western  merchant,  who  handles  many 
lines,  including  shoes,  "to  use  their  thinking  apparatus,  and 
in  order  to  induce  them  to  do  so,  I  offer  a  prize  of  a  dollar 
each  week  for  the  best  and  most  practical  suggestion.  It 
may  refer  to  economies,  service,  delivery,  buying,  attracting 
the  public,  re-arrangement  of  departments,  adjusting  com- 
plaints, better  use  of  floor  space;  in  fact,  anything  connect- 
ed with  the  administration  of  business.  Now  these  sugges- 
tions cost  me  during  the  last  year  fifty-two  dollars.  While 
some  of  them  were  tried  and  found  unprofitable  either  for 
want  of  room  or  other  cause,  I  have  made  money  by  the 
suggestion  box,  and  I  will  tell  you  how.  There  is  a  bright 
young  fellow  who  has  been  with  us  only  a  year  and  a  half 
and  he  thought  out  a  system  whereby  we  could  cover  the 
city  in  half  the  time  without  delivery  service,  and  how  we 
could  more  expeditiously  handle  the  parcels  in  the  establish- 
ment. He  also  showed  us  how  to  keep  a  check  on  all  out- 
going goods  that  made  errors  in  street  and  house  numbers 
as  nearly  impossible  as  human  means  can.  I  have  kept  tab 
closely  on  delivery  expense  for  the  past  year,  and  I  find 
that  it  entailed  two  hundred  and  twenty-seven  dollars  less 
than  it  did  during  1909.  Suggestions  also  resulted  in  smaller 
savings  in  other  departments  without  in  any  way  impairing 
the  efficiency  of  our  service.  Yes,  sir  !  the  suggestion  box 
pays,  and  pays  well." 

Don't  Know  It  All 

"The  older  I  grow  the  less  I  conclude  I  really  know 
about  the  shoe  business,"  remarked  a  Winnipeg  retailer  the 
other  day.  "One  can  study  leathers  all  his  life  and  then  be 
fooled  on  them.  You  can  learn  something  new  about  shoes, 
styles,  builds,  people's  tastes,  selling  points  and  wearing 
qualities  of  different  leathers  every  day  in  the  year — that  is, 
if  vou  have  an  open  mind.  I  have  known  clerks  of  only  a 
year  or  two  experience  to  tell  me  gravely  that  there  was 
nothing  about  a  shoe  or  leather  that  they  have  not  mastered. 
It  is  generally  a  case  with  such  young  egotists  of  a  little 
learning  proving  a  dangerous  thing.  I  never  engage  a  clerk 
who  knows  too  much.'  He  generally  wants  to  do  too  little 
around  the  place.  I  also  want  a  man  who  studies  human 
nature  as  well  as  the  goods  he  is  disposing  of.  Do  you 
know  that  one  of  the  strongest  assets  that  a  salesman  can 
have  in  a  small  store  is  a  good  memory.  To  call  customers 
by  name  pleases  them.  It  tickles  their  vanity  to  think  that 
they  are  remembered  and  every  individual  likes  to  think 
himself  or  herself  well  enough  known  after  a  visit  or  two 
not  to  be  asked  name  and  address  every  time  they  buy  a 
pair  of  shoes  or  have  repairs  made  to  their  footwear." 

Changing  The  Windows 

"How  often  do  you  change  the  goods  in  your  win- 
dows?" was  asked  a  Western  Ontario  shoe  merchant  the 
other  day.  "Well,  I  used  to  do  so  cnce  every  two  weeks," 
he  replied,  "but  you  see  I  am  on  a  corner  here  where  many 
people  have  to  wait  to  catch  a  car.    I  tried  the  experiment 


of  altering  the  trimming  once  every  week  and  to  put  in  some- 
thing different  and  seasonable,  displaying  everything  to  the 
best  advantage.  I  use  printed  cards  some  weeks,  put  in 
shoes  of  various  prices  another  week,  a  line  all  selling  at  five 
dollars  another,  a  window  of  ladies'  slippers  another,  shoe 
findings  the  next  and  so  on.  There  is  plenty  of  material  in 
the  store  for  fifty-two  different  exhibits  in  a  year.  I  make 
the  most  of  the  accessories  that  my  show-case  windows 
afford.  I  give  each  of  my  three  clerks  an  opportunity  to  see 
what  they  can  do  and  they  undertake  the  trimming  in  rota- 
tion. A  friendly  rivalry  has  sprung  up  between  them  and 
each  is  striving  to  put  in  decorations  that  will  surpass  the 
effort  of  the  previous  week.    It  all  brings  business." 

Incessant  "Bargain"  Shouting 

"Yes  !  I  use  a  space  in  the  local  papers  five  inches  deep 
and  two  columns  across  the  year  round.  We  have  only 
weekly  papers  in  this  town  and  I  personally  see  that  the 
advertisement  is  changed  every  week,"  said  a  shoeman  to  a 
traveller.  "I  explain  the  strong  points  of  the  goods  and 
state  prices  every  time.  I  do  not  believe  in  always  speak- 
ing of  bargains,  but  give  prominence  to  the  words,  value, 
quality  and  wear.  Some  of  my  competitors  are  everlasting- 
ly talking  and  shouting  of  clearing  sales,  alteration  sales, 
stock-reducing  sales,  job  lines,  special  cuts,  etc.,  until  a  man 
remarked  to  me  the  other  day :  'Say,  I  never  place  any 

credence  in  R  's  advertisements.    I  have  never  known 

him  to  give  anything  but  a  great  big  whopper  bargain — 
that  is,  if  you  believe  what  is  contained  in  the  reading  mat- 
ter. I  wonder  if  he  ever  sold  a  pair  of  shoes  or  rubbers 
at  a  regular  profit.  I  do  not  think  that  he  has.  If  so,  it 
would  be  refreshing  and  novel  to  hear  him  say  so  in  print. 
So  much  yelling  about  'slaughter  prices*  and  'lifetime 
chances'  does  not  carry  conviction — with  me  at  any  rate." 

Make  A  Friend  of  Him 

"Looking  upon  every  traveller  as  a  nuisance  and  an  an- 
noyance is  all  a  mistake  and  the  longer  that  I  am  in  business 
the  more  I  endeavor  to  make  friends  with  them,"  declared 
an  Owen  Sound  shoe  dealer  to  a  representative  of  a  large 
Toronto  jobbing  house.  "I  find,"  he  said,  "that  even  if  I 
am  not  in  a  position  to  buy  or  require  nothing  in  the  lines 
that  a  commercial  man  represents,  he  frequently  gives  me 
valuable  pointers  and  time  spent  with  him  is  not  lost.  The 
traveller  is  the  best  barometer  of  trade  conditions,  styles, 
public  tastes,  demands,  discounts,  terms  and  business  move- 
ments that  the  mercantile  world  has.  If  you  treat  him  de- 
cently you  will  generally  get  square  and  cordial  treatment 
in  return.  Like  begets  like  and  we  get  out  of  this  world 
pretty  much  what  we  scatter.  If  you  go  down  street  look- 
ing for  turmoil,  you  can  find  it  without  searching  very  far 
If  you  are  polite,  frank,  attentive  and  genial  you  may  ex- 
pect these  characteristics  in  return.  Miserable  subterfuges 
and  lack  of  candour  often  prove  boomerangs  and  breed  sus- 
picion and  distrust.  Another  thing  that  I  detest  is  running 
down  an  opponent  and  his  offerings.  We  all  have  a  right 
to  live,  to  be  in  business  or  on  the  road. 
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Random  Hits 

Laws  Modern  and  Ancient  and  Their  Application. 


HAVING  "He  laughs  best  who  laughs  last,"  but  get- 

THE  LAUGH  ting  the  laugh  on  one's  neighbor  may  be  a 
serious  business.  People  have  been  driven 
to  commit  murder  by  a  laugh.  The  laugh  that  comes  from 
the  discomfiture  or  misery  of  another  is  not  a  healthy  kind 
and  doesn't  breed  happiness.  The  fellow  who  only  laughs 
when  he  sees  mischief  being  done  or  does  it  himself  is  more 
dangerous  than  an  anarchist.  You  can  put  the  bomb  thrower 
in  jail  but  the  mischief -making  funny  man  is  always  with 
us.  As  to  laughing  last  it  is  never  safe  to  say  when  the  "last " 
comes. 

EGGS  AND  "Don't  put  all  yoar  eggs  in  one  basket," 
BASKETS  is  poor  philosophy  when    it  means  that  a 

aan  scatters  his  brains  or  his  brawn  so 
much  that  he  gets  only  half  their  value  from  their  use. 
There  are  some  fellows  who  have  so  many  baskets  that  it 
takes  them  all  their  time  going  around  and  keeping  track 
of  the  eggs.  These  days  a  fellow  has  to  do  something 
well  to  make  any  kinl  of  an  impression.  The  streets  are 
full  of  fellows  who  can  do  a  whole  lot  of  things,  but  can't 
do  any  of  them  so  well  that  anybody  wants  him.  There 
are  some  who  can  always  get  more  than  they  can  do  in  any 
line  because  they  are  "men  of  one  idea." 

DOG  DAYS  "Every  dog  has  his  day,"  bit  the  day 
depends  on  the  dog.  There  are  some  men 
who  are  old  at  thirty  and  some  who  are  young  at  eighty. 
This  "dead  line"  business  is  more  imaginary  than  anything 
else.  There  are  men  and  women  who  have  never  been  any- 
where else  than  on  the  dead  side  of  the  line.  They  are  "dead 
one:- 


They  lie  down.  There  is  no  reason  why  a  man  should 
jot  be  as  effective  at  sixty  as  at  thirty,  unless  he  makes  up 
his  mind  he  is  a  back  number.  Some  of  the  brightest  and 
best  things  that  come  to  us  have  been  done  by  men  said  to  be 
beyond  their  prime.  Never  say  die  till  you're  deal  The 
reason  so  many  people  never  reach  ninety  is  they  make  up 
their  minds  it's  time  they  were  in  heaven  and  they  flit. 

PADDLING  "Paddle  your  own  canoe,"  if  you  ever 
CANOES  expect  to  be  able  to  navigate  without  a 

captain  and  crew.  There  are  nen  who 
can't  part  their  hair  or  button  their  collar  without  getting 
their  wives  into  the  game.  They  go  through  life  as  badly 
handicapped  as  a  fellow  with  a  wooden  leg.  There  are  men  in 
business  who  would  hardly  know  how  to  open  the  door  in 
the  morning  01  light  a  fire.  It's  poor  policy  for  the  head  of  a 
concern  to  do  chores  but  it's  a  mighty -sight  poorer  to  leave 
himself  so  that  he  can't  run  the  place  if  a  salesman  or  a  chore- 
boy  is  absent.  It  is  worse  still  if  he  has  to  follow  the  lead  of 
a  competitor  or  depend  upon  his  neighbors  for  ideas.  The 
successful  men  to-day  are  those  who  can  jump  in  when  oc- 
casion offers  and  do  any  kind  of  a  stunt  to  make  things  go. 

IRONS  "Don't  have  too  many  irons  in  the  fire," 

AND  FIRE  is  good  enough  advice,  but  there  are  some 
people  who  make  this  an  excuse  for  a  very 
small  fire.  There  are  men  who  might  just  as  well  be  doing 
bigger  things  or  handling  more  issues,  but  for  the  fact  that 
they  are  lazy  rather  than  wise.    The  limit  of  the  things  a 


man  may  handle  should  be  the  capacity  of  his  fire.  There 
are  some  who  have  only  fire  enough  for  one  or  two  things, 
and  even  these  hardly  get  hot  enough  to  amount  to  anything. 
There  are  some  who  appear  to  have  so  many  irons  heating 
as  to  make  it  almost  impossible  to  do  anything  with  them, 
and  yet  they  make  a  success  of  them  all.    It's  the  fire. 

MAKING  "Make  hay  while  the  sun  shines,"  but 

HAY'  don't  lose  sight  of  the  fact  that  there  may 

be  other  things  as  important  as  hay.  Do 
everything  at  the  right  time  but  don't  do  some  little  thing 
when  a  larger  issue  waits  action.  Some  people  pride  them- 
selves on  a  regularity  that  is  nothing  better  than  conceited 
pig-headedness.  There  is  a  time  for  everything  but  a  man 
should  use  his  brains  as  to  what  his  hands  should  do  "with 
their  might."  Make  hay  while  the  sun  shines  but  make  sure 
the  last  load  of  wheat  or  barley  is  safely  stored  before  you 
hoe  the  fodder  corn.  See  that  some  of  the  importa  it  things 
around  the  home  or  in  connection  with  your  religious  or 
social  life  are  attended  to  before  you  get  up  to  your  neck  in 
business. 

CHOPPING  "Hew  to  the  line,  let  the  chips  fall  where 
AND  CHIPS  they  will."  Don't  be  led  by  the  nose  by 
other  poeple  where  your  duty  is  concerned, 
but  conviction  that  you  are  right  is  no  excuse  for  your  knock- 
ing your  chips  into  your  neighbor's  face.  Let  the  chips  fall 
where  they  may,  as  far  as  your  convenience  and  feelings  go. 
but  don't  litter  up  your  neighbor's  premises  with  your  chips 
and  expect  him  to  be  as  enthusiastic  about  your  performance 
as  you.  There  is  a  lot  of  so-called  bluntness  that  is  nothing 
more  than  impudence  or  worse.  You  may  think  it  your  duty 
to  do  or  say  certain  things  but  others  have  a  right  to  protest 
when  you  go  out  of  your  way  to  hurt  them.  The  man  who 
figures  on  consequences  to  himself  in  the  matter  of  duty 
will  never  amount  to  much,  neither  will  the  fellow  who  goes 
about  hitting  a  head  wherever  he  sees  it. 

A  COMMON  "Money  is  the  root  of  all  evil."  That  lie 
LIE  is  not  found  in  the  Bible,  although  it  is 

often  quoted  for  Scripture.  The  Apostle 
Paul  said,  "The  love  of  money  is  the- root  of  all  evil."  When 
a  man  gets  down  and  grovels  before  money  he  is  ready  for 
any  kind  of  crookedness.  Talk  about  Mammon  or  Moloch, 
there  is  no  more  hideous  or  degrading  idol  worshipped  by 
the  ages  than  gold.  Nevertheless,  there  is  no  ground  for 
despising  money.  It  is  the  root  of  a  great  deal  of  good,  and, 
in  the  hands  of  men  who  know  what  to  do  with  it,  it  may  do 
the  work  of  God  Himself.  Beware  how  you  look  upon 
money,  "To  the  pure  all  things  are  pure;"  "As  a  man 
thinketh  in  his  heart  so  is  he."  The  man  who  sees  the  bad  side 
has  a  bad  heart.  The  man  who  thinks  every  other  man  a 
libertine  and  every  woman  a  bawd  is  a  scoundrel.  There 
is  enough  good  in  the  world  about  us  to  encourage  us  to  think 
good  thoughts.  There  is  just  sufficient  bad  to  -.-/am  us  to 
be  on  the  lookout  for  it.  Get  your  eye  off  the  meanness  and 
crookedness  of  your  fellows  and  count  up  the  good  people 
you  know.  There  is  more  sunshine  than  shadow  in  the  natu- 
ral world,  and  yet  there  are  people  going  about  complaining 
either  of  rain  or  clouds  all  the  time. 
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Business  Boosters 

Practical  Ideas  from  Here  and  There — Suggestions  from  Those  Who  Have  Benefited  by 
Their  Use— Watch  for  These  Timely  Items. 


Unique  Display  Outfit. 

Toronto. — A  shoeman  here  u^es  an  interest- 
ing and  effective  mechanical  outfit  to  attract 
attention  to  his  window  display.  It  consists 
of  a  movable  cardboard  disc  15  inches  in 
diameter  in  weathered  oak  frame,  30  inches 
by  20  inches  by  6  inches.  Connected  with 
the  disc  in  the  centre  of  the  frame  is  a  stiff 
upright  wire  with  a  cross-bar  of  the  same 
material  about  6  inches  above  the  frame. 
On  each  end  of  this  cross-bar  is  a  wooden  ball ; 
one  ball  being  stationary,  the  other  attached 
to  cord  that  winds  round  and  round  an  up- 
right wire  at  the  side  at  the  end  of  every  revo- 
lution. On  each  side  of  the  disc  is  a  pertinent 
remark  in  show  card  style.  Every  few 
seconds  the  disc  makes  a  half  turn  and  ex- 
poses the  other  side.  The  interval  of  ex- 
posure of  each  side  is  regulated  by  the  length 
of  time  it  takes  the  ball  on  the  card  to  wind 
and  unwind  around  the  upright  wire  at  the 
side.  The  attracting  power  of  this  sign  can 
be  increased  still  more  if  it  is  arranged  so 
that  the  ball  will  tap  the  window  in  making 
each  revolution.  A  powerful  clock  move- 
ment concealed  in  the  base  of  the  outfit  fur- 
nishes the  power.  One  winding  keeps  the 
display  going  for  about  eight  hours.  Several 
discs  go  with  each  outfit,  which  sells  complete 
for  about  $8. 

Mechanical  Device  Pays. 

Montreal. — One  prominent  shoeman  has 
attracted  trade  by  means  of  space  used  in  a 
street  corner  advertising  device  that  works 
automatically.  This  device  is  composed  of 
a  case  about  6  feet  high,  1  foot  wide  and  6 
inches  deep.  Within  this  case  is  a  continuous 
roll  of  heavy  linen  operating  over  rollers  at 
top  and  bottom,  and  divided  into  equal  sec- 
tions, each  of  which  contains  a  short  ad.  of 
some  retail  firm.  By  means  of  a  clock  device 
in  the  bottom  of  the  case  the  linen  roll  moves 
up  one  space  every  minute,  thus  having  each 
firm's  ad.  before  the  public  for  six  or  seven 
minutes  at  a  time,  and  out  of  sight  for  the 
same  time.  This  device  stationed  on  walls 
at  transfer  points  is  a  splendid  publicity 
medium,  especially  when  lit  up  at  night. 

Fitting  Rubbers  Carefully. 

Quebec. — "This  is  a  matter  that  seldom 
receives  the  proper  amount  of  attention. 
When  a  salesman  tries  to  fit  a  Cuban  heel 
rubber  on  a  low  heel  shoe  or  to  force  a  narrow 
last  over  a  wide  shoe,  the  result  is  always  a 
dissatisfied  customer  and  a  short-lived  rub- 
ber," says  a  well-known  retailer.  "Another 
feature  that  causes  much  trouble  is  the  wear- 
ing of  rubbers  over  run-down  heels.  No 
rubber  on  earth  can  stand  this  strain.  The 
customer  should  be  advised  that  such  heels 


should  be  rebuilt  ere  the  rubbers  are  worn." 
It  is  such  intimate  personal  service  as  this 
that  brings  custom  to  any  shoeman. 

Nothing  in  Cheap  Rubbers. 

St.  John. — "No  man  ever  built  up  a  lasting 
rubber  trade  by  featuring  the  cheap  variety. 
It  doesn't  take  a  brainy  salesman  to  sell  the 
latter.  In  fact,  a  boy  can  do  it.  Why  not 
strive  constantly  to  secure  patronage  for  the 
expensive  article  by  mentioning  the  wearing 
qualities,  style  and  comfort  obtainable  by 
paying  the  price?  I  have  found  that  it  pays." 
This  St.  John  merchant  mentions  a  truth  that 
many  retail  shoemen  are  very  slow  in  learn- 
ing. Profit,  reputation  and  satisfied  cus- 
tomers are  only  secured  by  the  sale  of  a  supe- 
rior article. 

The  Puzzle  Did  It. 

Vancouver. — It  is  easy  for  a  wide-awake 
retailer  to  attract  trade.  His  alert  mind  is 
constantly  on  the  lookout  for  novelty  and 
variety.  This  is  exemplified  by  the  experi- 
ence of  a  Vancouver  shoeman.  Being  anxious 
to  work  up  a  larger  children's  business,  he 
secured  a  cheap  though  intricate  puzzle,  and 
advertised  that  all  children  desiring  one 
might  call.  He  secured  their  names  and 
addresses  in  this  way,  and  built  up  a  select 
mailing  list,  which  he  covered  thoroughly 
with  circulars  featuring  children's  footwear 
every  month.  He  has  built  up  a  big  trade 
in  this  way.  This  is  a  good  tip  for  other 
retailers. 

A  Unique  Window. 

Quebec. — E.  Blondeau,  a  prominent  local 
shoeman,  recently  arranged  an  unusual  win- 
dow display.  He  suspended  a  large  show 
card  about  3  feet  by  2  feet  from  the  ceiling 
at  about  the  level  of  the  eye,  and  as  a  border 
fastened  diffeient  styles  of  shoes  and  slippers 
round  all  sides  of  the  card  just  inside  the  edge. 
In  the  centie  was  a  short  trade  slogan  in  large 
letters.  Beneath  this  on  a  green  plush  cover- 
ing he  had  a  few  shoes  neatly  arranged,  and 
also  on  individual  stands  likewise  plush-cov- 
ered.   The  whole  effect  was  very  attractive. 

Some  Store  Features. 

Owen  Sound. — An  enterprising  dealer  in 
his  spring  shoe  announcement  gives  the  fol- 
lowing as  some  of  the  features  of  his  store: 

All  goods  marked  in  plain  figures  and  one 
price  to  all. 

Most  goods  made  especially  for  us  and 
shipped  direct  from  the  manufacturer,  thus 
doing  away  with  middleman's  profits. 

Money  cheerfully  refunded  when  goods 
art'  not  satisfactory  in  every  way. 


Our  name  and  guarantee  at  the  back  of  all 
our  goods  at  all  times. 

If  not  convenient  to  come,  send  the  chil- 
dren. We  will  be  pleased  to  give  prompt 
attention  to  them. 

If  you  believe  that  correct  footwear  is 
worth  while,  give  us  a  trial. 


Sending  Leaflets  in  Cartons. 

Brantford. — "No!  I  do  not  send  any  an- 
nouncements through  the  mail,"  remarked 
a  local  shoeman  the  other  day.  "I  have  a  neat 
leaflet  printed  three  or  four  times  a  year  when 
I  have  anything  special  to  say,  and  I  place 
one  of  these  in  each  carton  that  goes  out  from 
my  store.  I  find  that  it  is  taken  out  and 
carefully  read,  and  I  am  sure  that  each  cus- 
tomer receives  one.  I  can  trace  direct  results 
to  such  a  means  of  distribution,  and,  besides, 
I  save  the  postage." 

A  Card  of  Thanks. 

Kingston. — "I  am  thinking  of  adopting  a 
card  of  thanks,"  remarked  a  retailer,  "which 
I  will  send  to  each  customer.  I  always  thank 
each  caller  any  way  when  he  or  she  makes  a 
purchase,  but  that  seems  too  formal,  and  as 
I  know  most  of  my  pations  1  believe  that  it 
would  be  a  good  scheme  to  forward  each  a 
post  card  so  that  they  will  receive  it  the  next 
day,  making  kindly  reference  to  their  pur. 
chase  and  letting  them  know  that  I  appre- 
ciate their  patronage  and,  at  the  same  time 
calling  attention  to  the  fact  that  it  will  afford 
us  great  pleasure  to  minister  to  their  future 
wants.  If  they  have  any  fault  to  find  with 
the  shoes  or  are  not  perfectly  satisfied  that 
they  have  secured  good  value  I  will  inv:te  them 
to  make  known  the  fact  and  we  will  do  every- 
thing in  our  power  to  remedy  the  complaint. 
There  is  nothing  like  personal  attention  and 
the  follow-up  system." 

A  Cure  for  Sponging. 

Kingston: — Some  people  whose  gall  is 
usually  in  inverse  proportion  to  their  pur- 
chasing capacity,  seem  to  think  that  the 
'phone  of  the  merchant  on  the  nearest  corner 
is  put  in  mostly  for  their  own  private  use. 
A  local  shoe  retailer  who  was  particularly 
troubled  with  these  human  pests,  installed  a 
pay  'phone  in  a  neat  cabinet  in  a  prominent 
corner  of  the  store.  Over  the  'phone,  this  no- 
tice was  placed.  "Although  always  pleased  to 
aid  our  customers  in  any  way,  we  must 
respectfully  remind  them  that  our  private 
'phone  was  installed  for  business  purposes  on- 
ly. When  used  by  private  parties  it  costs  us 
money — and  custom."  It  broke  the  habit, 
and  to-day  that  retailer  blesses  his  courage. 
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News  of  the  Trade 

What  Is  Going  On  Among  the  Retailers  and  Manufacturers— Business  Changes  and  New  Enterprises- 
Newsy  Topics  That  will  Interest  Journal  Readers. 

F  Kebler  shoe  dealer,  of  Listowel,  Out.,  A  Toronto  correspondent  has  written  the   tention  of  discontinuing,  and  is  this  sea- 
has  '  sold  out  cffice  of  the  Hi§h  Commissioner  for  Can-   son  doing  a  larger  trade  than  ever. 

.     ,  ada  in  London,  England,  stating  that  he      r^he  traveiers  wh0    will  tour  Canada 

The  Montreal  Shoe  Company  wholesale  ^  to  t&ke    up    representation    for  ^  ^  WaJker>  Parker  Co.,  Toronto,  and 

dealers,  Montreal,  have  registered.  United  Kingdom  manufacturers  of  imita-  afe  now  on  the  road  with  fall  samples,  are 

The  Hercules  Shoe  Company  have  start-  tk>n  leather  cloth.                                       -yy.  L.  Cole,  who  will  cover  Quebec  and 

ed  a  retail  business  in  Montreal.  J.  Rosenthal  and  Albert  Copalman,  doing  the    Eastern   Provinces;   Harry  Kennedy, 

E  T  Jacobi,  Toronto,  has  been  spending  business  as  the  Albion  Rubber  Company,   Eastern  Ontario ;  while  William  A.  Walk- 

a  holiday  among  the  Bermuda  Islands.  Montreal,  have  assigned.    Their  liabilities  er  will  have  Western  and  Southern  _  On- 

T  *  Q  Pouliot  &  Frere  tanners  Quebec  amount  to  about  $35,ooo,  spread  amongst  tario  as  his  field.  W  M.  Mitchell  has  juns- 
J.  &  S.  Pouho   &  Frere,  tanners,  Quebec  over  ^  M  from  To_ 

City,  have  dissolved  partnership,  a  ^  ^  ^  ^  ^  tQ  ^  Bay  and  L.  M;  Stock  has 

M  Bielev  &  Co.,  harness  dealers,  Mont-  .  charge  of  Western  Canada  business. 

"           .        j  W.  G.  Hardie,  representing  the  George 

real,  have  registered.  ^  Boulter  Company,  Toronto,  has    gone  Walter  Chisholm,  West  Toronto,  has  plans 

S.  Bachrack,  of  Bachrack  Bros.,  Toron-  on  a  business  trip  to  Calgary,  Edmonton  and  specifications  drawn  for  a  handsome  and 

to,  has  returned  from  spending  a  few  days  and  Saskatoon  in  the  interest  of  the  Con-  commodious  new  store  which  he  will  erect 

in'  Detroit.  .  struction   and  the  Wanderer  professional  this  summer  a  few  doors  east  of  his  present 

TT                r    u    w    -d    w  rarer  shoes  stand.    The  premises  will  be  about  eighty 

W.  A.  Hamilton,  of  the  W.  B.  Ham-  iacer  shoes.  ^         ^  twenty_five  ^  wide  and  ^ 

ilton  Shoe  Company,  Toronto,  spent  last      The  A.  C.  Chapman    Glove    Company,  have  the  appointments  and  COnveni- 

week  in  Boston.  Limited,  has  been  incorporated.    The  head  enceg  known  to  the  trade.  including  an  en- 

Robbers  recently  bored  a  hole  in  the  safe  office  is  in  Toronto,  and  the  share  capital  ^  new  typg  rf  show  window.  Mr.  Chis- 
of  the  tannery  at  Burk's  Falls  and  got  away  $40,ooo.  The  new  organization  is  empow-  holm  expects  to  occupy  his  more  spaci0us 
with  $i  ooo  in  cash  ered  to  manufacture  and  deal  m  gloves  and  quarters  early  in  the  fall. 

One  Toronto  retail  shoe  store    did  such  ^l^TtyTc   a£2?Z         T  »—  &  ***A  ****  f"T 

a  rushing  business  on  a  recent  Saturday  ^name  o  L^x  Lve  Comply.  ^ro,  Ontario,  recently  made  a  novel  win- 
that  forty-five  salespeople  were  kept  on  °  clow  display  m  connection  with  a  weh- 
the  jump  all  day.                                         S.  A.  Bell,  for  seven  years  past    with  known  line  of  shoes  which  this  old-estab- 

M.  R.  S.  Stewart,  Montreal,  has  accepted  iished  firm  is  handling.    Thirteen  stages 
George  Pepper,  vice-president  and  man-  &  position  as  traveller  for  the  George    A.  of  tbe  process  of  manufacturing  the  shoe 
ager  of  the  Victoria  Shoe  Company,  To-  glater  Cq     Re  win  push  the  sales  0f  in_  were  shownj  and  the  exhibit  attracted  wide 
ronto,  was  in  Montreal  for  several  days  victug  c&oes  throughout  the  eastern  town-  attention,  besides  being  educative  and  in- 
last  week.  sbipS  after  April  15th.    His  many  friends  teresting.    Concurrent  with  the  window  dis- 
W   H    Gait   of  Montreal,  manager    of  prophesy  success  for  him  in  his  new  vera-  piay  was  a  series  of  advertising  talks  in  the 
the  Gutta  Percha  and  Rubber  Manufac-  ture.  local  papers  giving  strong  reasons  why  it 
Hiring  Company  in  that  city,  was  in  Toron-      Nq  dmnge  of  importance  is  recorded  in  the  P*id  t0  bu^  the  Particular  line  handled, 
to  last  week  on  business.                             boot  and  skoe  trade  of  Bristol  and  Kings-      ^        Shaffner,  shoe  merchant,  of  Mid- 
R   H   Greene  manager  of  the  shoe  de-  wood  district  for  1910,  where  the  latest  ma-  dieton>  X.S.,  whose  store  was  wiped  out 
partment  of  the'  Guttapercha  and  Rubber  chinery  is  now  used  and  the  best  styles  are  ;n  the  big  fire  which  visited  that  town  a 
Manufacture    Company     Toronto,    has  manufactured.    With  the  exception  of  those  few  weeks  ago,  is  rebuilding,  and  will  have 
been  spendin-  a  few  weeks  in  the  South-  firms  dependent  on  the  South  Wales  trade,  a  much  ]arger  and  more  attractive  estab- 
ern  States     °                                             where  strikes  have  mterfered  wlth  business,  lisliment    Mr.  Shaffner's  loss  was  a  heavy 

the  demand  has  been  steady,  and  export  Qne_    koss  on  building,  $3,000;  insurance. 
An  addition  of  30x40  will  be  put  up  by  trade  continues  to  inprove.  $2,000;  loss  on  stock,  $10,000;  insurance, 

the  Montreal  Last  Company,  who  are  in-  Ainsley>  late  of  the    George    A.  $4,000.    As  an  evidence  of  Mr.  Shaffner's 

creasing  the  capacity  of  their  factory    m  Limitedj  Montreal,  has  joined  the  enterprise  it  may  be  said  that  within  one 

Maisonneuve.  Two  new  machines  will  be  traveli'ng  forces  of  the  Relindo  Shoe,  To-  week  after  the  fire  he  was  doing  business 
installed  also.  ronto,    and  will  have  Western  Ontario  as  again  in  other  premises,    and  had  over 

The  storage  department  of  the  big  tan-  his  sphere  of  operation.     Frank  Rosseau  $1,000  worth  of  new  goods  on  his  shelves, 
nery  department  of  Hon.  C.  S.    Hyman,  will  supervise  Northern  Ontario;  J.  P.  Mc-      A  frQm  Londorij  Eng. 

London,  was  gutted  by  fire  last  week.  The  Namara  will  travel  Quebec  and  the  Man-  ^  ^ .  shoemakers  have  de_ 

blaze  was  due  to  defective  electric  wiring,  time  Provinces,  and  H.  B.  Ordt  w.ll  have  termined  tQ  compete  for  the  American 
The  loss  is  placed  in  the  neighborhood  of  Manitoba  and  the  provinces  west.  and  gix  ^  kft  for  ^ 

$13,000.  jn  a   recent  issue  of  the     Shoe;     and  adian  and  American  cities  to  demonstrate 

Most  of  the  travelers  for  the  McDer-  Leather  Journal,  it  was  stated  that  the  what  they  consider  to  be  the  superiority  of 
mott  Shoe  Co.  Montreal,  are  out.  Thomas  firm  of  Porter  &  Robbins,  of  Yarmouth,  British  workmanship.  Edward  Lewis,  pre- 
Morrow  is  covering  Western  Ontario ;  Hec-  N.S.,  had  gone  out  of  business.  This  is  sident  of  the  Boot  and  Shoe  Manufactur- 
tor  J.  Ferguson  the  Maritime  Provinces,  not  correct,  and  the  error  is  regretted,  ers'  Association,  said:  "When  American 
and  George  Howard  from  Regina  to  the  The  firm,  which  is  composed  of  Leslie  T.  shoemakers  invaded  England  they  were  re- 
Pacific  Coast.  Porter  and  J.  J.  Clark  Robbins,  has  no  in-  ceived   with   open  arms,  theirs  being  the 
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better  style  of  boots  than  the  English 
make,  but  we  have  not  only  adopted,  but 
improved  upon,  the  American  style." 

A.  Levy,  who  conducted  the  shoe  de- 
partment at  McKendry's  store,  but  of  late 
has  been  doing  business  on  the  premises 
next  door,  has  acquired  the  lease  for  a 
term  of  years  of  the  property  at  260  Yonge 
Street,  Toronto,  occupied  by  J.  Vise  & 
Co.,  Mr.  Levy  will  have  the  store  thor- 
oughly modernized,  and  expects  to  open  out 
in  a  splendid  and  representative  establish- 
ment on  August  1st.  He  will  have  the 
advantage  of  fine  show  windows,  as  not 
only  Yonge  Street,  but  Trinity  Square,  will 
afford  him  ample  opportunity  for  excel- 
lent display. 

Mr.  E.  N.  Lewis,  M.P.,  has  introduced  in 
the  House  of  Commons  a  measure  that  will 
be  welcomed  by  the  traveling  public.  It 
reads:  "an  act  respecting  baggage-smashing," 
by  which  he  hopes  to  cope  with  the  inconven- 
iences and  loss  sustained  by  passengers  through 
the  careless  and  reckless  handling  of  their 
trunks  and  valises.  The  measure  proposes 
to  place  a  fine,  not  exceeding  $50,  on  the  man 
guilty  of  doing  the  damage,  and  to  hold  the 
railway  responsible  under  a  decision  of  a 
magistrate  for  the  loss  sustained.  Hon.  Mr. 
Graham  approved  the  first  reading  of  the  bill. 
The  railway  act,  he  pointed  out,  gave  certain 
powers  in  this  matter,  but  the  whole  subject 
would  be  looked  into. 

What  Will  be  Popular? 

Here  are  a  few  things  that  are  going 
well:  Buttons,  tan  Oxfords,  and  beaded 
vamps  on  high  shoes  and  pumps.  These 
latter  novelties  will  be  generally  display- 
ed in  a  few  days,  and  will  be  strong  favor- 
ites. 

Big  Rush  In  Tans. 

"I  tell  you  it  is  simply  awful — this  run 
on  tans.  The  demands  are  coming  from 
all  parts  of  the  country,  and  it  has  caught 
us  rather  short,"  observed  a  Toronto  job- 
ber this  week.  "Tan  button  shoes  are  ap- 
parently going  to  be  all  the  go  with  the 
ladies,  and  even  men  are  starting  to  wear 
them  in  large  numbers.  Button  shoes  bid 
fair  to  be  the  whole  thing.  Tan  Oxfords 
are  also  going  to  be  popular." 

A  Splendid  Display. 

During  the  past  few  days  many  shoe  re- 
tailers in  Toronto  and  vicinity  have  visit- 
ed Room  750  in  the  King  Edward  Hotel, 
where  the  George  E.  Boulter  Company 
have  on  display  all  samples  of  women's 
and  men's  fall  footwear  turned  out  by 
the  John  McPherson  Co.,  Limited,  of  Ham- 
ilton. The  exhibit  called  forth  favorable 
attention.  Some  artistic  patterns,  the  lat- 
est lasts,  and  the  best  leathers  which  enter 
into  the  manufacture  of  fall  and  winter 
shoes,  were  shown.  The  display  was  a 
most  comprehensive  one. 

Not  Popular  Here. 

Some  travelers  are    urging  Canadian 


shoe  men  to  place  orders  for  button  Ox- 
fords, saying  that  they  are  all  the  rage 
among  men  in  certain  American  cities  for 
summer  wear.  Llowever,  no  Canadian  shoe 
man  appears  to  have  rushed  heavily  into 
the  giving  of  such  an  order,  and  the  de- 
mand in  Toronto  is  likely  to  be  limited. 
Button  Oxfords  will  not  be  nearly  as 
popular  here  as  lace  Oxfords.  "  Just 
think!  What  would  some  young  sports  do 
if  they  could  not  exhibit  a  flashy  and  be- 
wildering pair  of  colored  laces  tied  in  a 
most  decorative  manner,"  sighed  one  shoe 
man  the  other  day. 

New  Rubber  Styles. 

W.  H.  Miner,  superintendent  of  the 
Miner  Rubber  Company,  Granby,  Quebec, 
was  in  Toronto  last  week  on  business,  and 
spent  a  couple  of  days  with  Mr.  Boulter, 
of  the  George  E.  Boulter  Company,  On- 
tario, selling  agents  for  Miner  Rubbers. 
Mr.  Miner  reports  business  as  being 
brisk,  and  says  that  the  factory  is  running 
full  time  on  orders  for  fall  goods.  The 
new  puff  toe  effect  for  men,  and  the  wo- 
man's shoe  built  on  the  new  stage  last, 
with  high  Cuban  heel,  are  immensely  popu- 
lar. The  style  with  reinforced  binding 
around  the  vamp  is  also  a  strong  selling 
line. 

He  Has  a  New  Plan. 

Every  spring  a  leading  dealer  of  shoes 
in  Hamilton  gets  out  three  or  four  rather 
artistic  advertising  cards,  which  are  suit- 
able for  all  members  of  the  family.  He 
does  not  send  these  out  with  a  one-cent 
stamp,  but  encloses  each  card  in  a  letter, 
and  the  effect,  he  thinks,  is  far  more  fav- 
orable. In  the  first  place  the  reception 
given  the  missive  is  apt  to  be  more  last- 
ing and  impressive.  The  card  will  be  read 
when  sent  in  an  envelope,  but  might  be 
thrown  away  if  despatched  in  the  ordinary 
open  way. 

Will  Build  New  Store. 

John  Brotherton,  shoe  dealer,  550  Yonge 
Street,  Toronto,  has  bought  the  property 
at  578  and  580  on  the  same  street,  and  will 
erect  a  handsome  and  commodious  new 
store,  plans  of  which  have  already  been 
prepared.  The  new  business  home  of  Mr. 
Brotherton  will  be  ninety  feet  deep  and 
twenty-seven  feet  wide,  three  stories  high, 
and  constructed  of  brick  and  Roman 
stone.  Mr.  Brotherton,  who  started  in 
business  fifteen  years  ago  by  running  a 
small  repair  shop,  will  have  in  his  new 
premises  the  largest  uptown  shoe  store  in 
Toronto.  In  his  attractive  quarters  there 
will  be  twenty  feet  of  plate  glass  front, 
and  at  the  rear  of  the  store  all  athletic 
goods,  of  which  a  very  large  stock  is  car- 
ried, will  be  displayed  in  cases,  keeping 
everything  neat,  clean  and  orderly. 

Shoes  for  Mrs.  Tom  Thumb. 

The  smallest  pair  of  shoes  made  in  Lynn, 
Mass.,  in  recent  years  were  manufactured 


for  Mrs.  Tom  Thumb.  She  was  formerly 
Barnum's  famous  midget.  She  is  now  in 
vaudeville.  When  playing  in  Lynn  the 
midget  had  her  feet  measured.  A  special 
pair  of  lasts  were  turned,  and  shoes  were 
made  on  them.  Mrs.  Thumb  complimented 
Lynn  for  its  shoes. 

A  Shoeology  Publication. 

The  London  Shoe  Company,  Limited, 
London,  Ontario,  have  issued  a  comprehen- 
sive and  admirably  illustrated  catalogue. 
The  front  cover  bears  Canada's  national 
emblem,  the  beaver  above  a  shield,  on 
which,  in  deep  blue  lettering,  appears  the 
name  of  the  firm,  embossed.  On  the 
frontispiece  is  a  cut  in  colors  of  the  house, 
and  on  the  succeeding  page  the  pictures 
of  the  leading  members  of  the  staff  all 
grouped  effectively  and  headed  "Some  Fa- 
miliar Faces."  A  map  of  the  Dominion 
of  Canada  shows  several  of  the  chief 
points  to  which  the  London  Shoe  Company 
are  daily  despatching  their  lines.  The  com- 
pany have  a  perfectly-equipped  and  thor- 
oughly-organized mail  order  department, 
and  announce  that  they  carry  a  well-as- 
sorted and  seasonable  stock  and  are  in  a 
position  to  fill  all  orders  promptly.  The 
pages  of  the  catalogue  are  indexed  so  that 
any  line  may  be  looked  up  and  referred  to 
at  a  moment's  notice.  All  the  leading 
styles  are  splendidly  illustrated,  along  with 
the  name,  size  and  price  of  each  line.  The 
firm  announce  that  they  want  the  public 
to  know  all  about  their  goods,  prices  and 
methods  of  business. 

A  Traveller's  Complaint. 

An  Ottawa  traveller  is  advocating  an  ad- 
justable tariff.  He  points  out  that  Canadi- 
an manufacturers  will  accept  orders  for 
goods  and  issue  samples,  and  travellers, 
will  sell  to  the  trade.  Later  the  manufac- 
turers will  fail  to  deliver,  and  trouble  and 
annoyance  ensues. 

The  traveller  proposes  that  when  such 
deliveries  fail  the  government  should  cut 
off  the  duties  and  let  English  and  Ameri- 
can houses  fill  the  orders.  As  it  is  now, 
the  manufacturers  control  the  situation,  and 
make  deliveries  as  they  wish,  to  the  loss  of 
the  wholesale  houses. 

At  least  25  per  cent,  of  the  orders  given 
to  manufacturers  are  not  filled,  he  said. 
The  foregoing  observation,  it  is  learned, 
has  no  reference  to  the  shoe  manufactur- 
ers in  Canada  who,  so  far  as  can  be  ascer- 
tained, deliver  all  goods  promptly  accord- 
ing to  samples  submitted,  and  very  few 
complaints  are  heard  from  retailers  or  job- 
bers. 

Secures  Stay  of  Proceedings. 

Argument  was  concluded  last  week  in 
Montreal  before  Mr.  Justice  Bruneau  in  the 
application  of  the  United  Shoe  Machinery 
Company  for  a  writ  of  prohibition  to  pre- 
vent the  board  appointed  under  the  Com- 
bines Investigating  Act  from  sitting.  This 
was  a  continuation  of  a  previous  argument. 
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during  the  course  of  which  it  had  been 
agreed  between  the  various  parties  that  the 
Commission  should  delay  its  sessions. 

Mr.  A.  G.  Falconer  appeared  for  the 
various  boot  and  shoe  manufacturers,  who 
applied  for  the  appointment  of  a  board  of 
investigation.  He  took  the  ground  that  the 
writ  of  prohibition  was  not  the  proper  legal 
remedy  for  the  company,  and  argued  that 
the  company's  appeal  could  not  suspend  the 
proceedings,  since  the  Court  of  Appeal  had 
already  decided  there  could  be  no  appeal 
in  such  a  matter,  and  further,  that  the 
board  was  not  a  tribunal  against  which  a 
writ  of  prohibition  could  lie.  Mr.  Falcon- 
er presented  his  argument  at  length,  back- 
ed up  with  much  legal  citation,  and  refer- 
ence to  the  statute  law. 

The  argument  for  the  company  was  pre- 
sented by  Mr.  T.  Chase  Casgrain,  K.C.,  who 
opposed  the  claims  of  Mr.  Falconer,  and 
Mr.  Aime  Geoffrion,  K.C.,  who  previously 
appeared  for  the  board. 

Judge  Bruneau  ordered  the  board  of  in- 
vestigators into  the  United  Shoe  Machin- 
ery Company,  by  writ  of  prohibition,  to 
suspend  all  investigation  until  an  appeal 
has  been  decided  in  the  King's  Bench  from 
a  decision  ordering  the  investigation  of 
the  alleged  trust. 

Shoe  Fitters  Went  on  Strike 

A  few  days  ago  some  fifteen  fitters  in 
the  employ  of  the  J.  W.  Hewetson  Co.,  88 
Teraulay  Street,  Toronto,  went  on  strike, 
and  their  places  have  been  taken  by  girls. 
Mr.  Hewetson  says  the  men  were  earning 
by  piecework  from  $15  to  $20  per  week, 
and  those  who  were  paid  regular  wages 
received  $16.    It  seems  they  wanted  to  be 
paid  as  much  for  doing  the  stitching  on 
a  child's  sandal  as  on  a  child's  shoe.  Of 
the  latter  an  average  operator  could  stitch 
sixty  pairs  per  day,  and  of  the  sandals 
about  120  pairs.    Mr.  Hewetson  says  that 
he  could  not  afford  to  pay  the  same  figure 
for  the  less  work  required  on  the  sandals, 
especially  as  double  the  number  could  be 
produced.     The    strikers'   machines  have 
been  taken  charge  of  by  girls,  and  the 
proprietor  declares  that  so  far  as  he  is 
concerned  the  trouble  is  over.    The  fac- 
tory is  a  non-union  one.     Mr.  Hewetson 
offered  to  compromise  with  the  fitters,  and 
let  the  work  be  done  by  day  labor,  but 
I  he  strikers  declined  to  entertain  the  pro- 
position. 

The  April  Trade. 

Opinions  differ  as  to  the  effect  upon 
trade  owing  to  the  cold  backward  weather 
during  the  few  first  days  in  April. 

Here  are  two  views  expressed  in  the 
language  of  men  who  ought  to  know  what 
they  are  talking  about.  "This  weather  is 
good  for  trade,  and  I  tell  you  why.  It 
will  make  the  average  woman  buy  two 
pairs  of  shoes,  wherease  she  might  be 
tempted  to  get  along  with  one.  She  will 
buy  a  dongola  kid,  velour  or  patent  Blucher 
now,  and  in  a  few  weeks  or  days  will 


come  in  for  a  pair  of  Oxfords.  Now,  if 
the  weather  was  very  warm  and  spring- 
like, she  would  at  once  purchase  the  Ox- 
fords, and  would  make  them  do  her.  There 
is  more  money  selling  Balmorals  than  there 
is  Oxfords  any  day." 

Another  declared:  "This  has  proved  to 
be  a  bad  setback,  and  trade  has  been  un- 
usually dull  for  the  opening  month  of 
spring.  We  should  have  been  well  into 
Easter  business  before  this.  The  result 
of  the  snow,  rain  and  frost  is  that  many 
persons  are  hanging  off,  and  Easter  novel- 
ties have  been  moving  slow,  whereas  this 


tains  much  of  interest  and  instruction  to 
the  trade,  and  a  copy  will  be  forwarded  for 
the  asking. 

Pushing  the  Sale  of  Findings. 

An  enterprising  shoe  merchant  has  had  a 
space  on  the  right  of  his  store  near  one  of  the 
display  windows  devoted  to  the  showing  of 
findings.  The  space  is  about  six  feet  long 
and  the  shelves,  which  are  open  ones,  are  a 
foot  apart.  On  these  he  has  a  neat  assortment 
of  button  hooks,  shoe  lifts,  fancy  laces,  arch 
supporters,  insoles,  blacking,  polishes,  rubber 
heels,  over-gaiters,  brushes,  etc.    The  goods 
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celebration  coming  so  late,  the  goods 
should  have  gone  promptly,  and  half  the 
special  lines  be  disposed  of  by  the  end  of 
the  first  week." 

A  Handsome  Catalogue. 

The  Shoe;  and  Euathur  Journal  has  re- 
ceived from  Beal  Bros.,  Limited,  52  Wel- 
lington  Street  East,   Toronto,  a  copy  of 
their  handsome  and  artistic  catalogue.  The 
production  is  a  triumph  of  the  typo's  art, 
being  printed  on  coated  stock  with  yellow 
lines  at  the  top  and  bottom  of  each  page, 
which  display   the  reading  matter  to  de- 
cided advantage.    The  front  cover    is  at- 
tractively embossed,  and  a  touch  of  green 
adds  piquancy  to  the  design.    On  the  back 
cover  is  a  calf  skin,  with  a  well-executed 
head  of  a  calf  in  the  centre,  and  the  name 
of  the  firm  across  the  hide  all  embossed 
The   effect   is   novel   and   original.  The 
numerous  cuts  of  custom  boot  and  shoe 
uppers  are  all  half-tones  made  from  pho- 
tographs taken  expressly  for  the  purpose 
of  illustration.    The  engravings  of  repair- 
ing machines,  finishing  outfits,  shoemakers' 
tools  and  supplies  are  excellent,  and  com- 
prise a  wide  range.      Reference    is  also 
made  to  the  large  and  complete  shoe  find- 
ers'   stock    carried  by  Beal  Brothers,  as 
well  as  their  varied  selection  of  sporting 
boots  and  mocassins  which  are  manufac- 
tured on  the  premises.    The  catalogue  con- 


are  tastily  and  conveniently  arranged  and  are 
easily  inspected  by  every  caller  whose  notice 
they  cannot  escape.  The  shoe  man  says  that 
he  formerly  kept  his  findings  in  a  glass  show 
case  in  another  part  of  the  premises  but  that 
since  he  has  adopted  the  present  plan  and 
made  the  department  a  feature,  he  has  made 
a  handsome  profit.  He  now  clears  a  margin 
more  than  enough  to  pay  for  his  light  and 
other  like  incidental  expenses.  His  experience 
is  that  findings  pay  if  handled  and  displayed 
with  some  degree  of  attention  and  interest. 

Easter  Window  Trimming. 

The  rapid  approach  of  the  Easter  season 
will  afford  the  shoe  merchant  an  opportunity 
to  do  some  effective  and  ingenious  window 
dressing.  Novelties  and  attractive  displays 
have  in  years  past  been  numerous  and  the 
striking  features  have  not  soon  been  forgot- 
ten. One  catchy  scheme,  which  was  adopted 
by  an  enterprising  retailer  and  drew  much 
attention  last  year,  was  to  have  egg  shells 
placed  over  each  pair  of  shoes  and  from  the 
broken  shells  emerged  downy  chickens — 
not  live  ones  of  course — just  as  if  they  had 
broken  the  covering  and  were  in  the  act  of 
giving  their  first  "peeps."  On  every  shell 
was  the  price  mark  at  which  each  particular 
sboe  shown  was  selling.  Another  window 
was  filled  with  hot  cross  buns  and  on  these 
the  figure  was  plainly  printed.  The  buns 
were  made  use  of  instead  of  the  usual  price 
tags.    The  idea  was  much  commented  upon 
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and  drew  attention  from  the  passing  crowds 
as  being  particularly  appropriate  to  the  glad 
Eastertide.  Many  satisfactory  sales  were 
made,  the  public  appreciating  the  novelty  of 
the  scheme. 

Styles  Change,  Feet  Never. 

In  a  local  shoe  store  one  day  this  week 
a  stout  man  appeared  to  be  having  con- 
siderable difficulty  in  finding  just  what  he 
wanted. 

After  showing  him  a  dozen  or  more  pairs 
the  salesman  blandly  observed : 

"Xow,  here  is  a  pair  that  I  think  will 
suit  you  to  perfection." 

After  examining  the  shoes,  the  stout 
man  exclaimed :  "I  don't  like  them ;  they 
are  too  narrow  and  too  pointed." 

"Ah,"  returned  the  clerk,  "but  they  are 
wearing  narrow,  pointed  shoes  this  sea- 
son." 

"Possibly,"  returned  the  stout  man,  "but 
1  am  still  wearing  my  last  season's  feet." 

Perfects  A  New  Gas. 

Hermann  Blau,  a  German  inventor,  re- 
cently perfected  a  gas  for  heating  and  illumi- 
nating purposes  that  gives  the  manufacturer 
or  retailer  in  the  smaller  centres  all  the  ad- 
vantages secured  by  their  city  confreres.  In 
fact,  it  makes  the  undecided  manufacturer 
who  requires  gas  for  his  factory  quite  inde- 
pendent of  the  city,  enabling  him  to  locate 
where  wages  are  less,  other  things  being  equal. 
This  gas  is  now  manufactured  in  Canada  by 
the  Blaugas  Company  of  Canada,  Ltd.,  of 
Montreal,  and  is  shipped  in  large  steel  bottles 
anywhere.  It  is  claimed  to  be  non-poison- 
ous, non-explosive,  easily  installed,  inex- 
pensive and  three  times  as  powerful  as  ordi- 
nary city  gas.  This  should  be  of  genuine 
interest  to  shoe  manufacturers,  as  this  gas 
is  claimed  to  be  especially  valuable  for  use 
in  Goodyear  and  X-padite  machines,  heating 
waxpots,  polishing  soles  and  heels  and  for 
factory  illumination  as  well.  The  cost  of 
installation  is  not  great,  the  ordinary  running 
expenses  small,  and  its  non-explosive  and 
non-freezing  qualities  would  appear  to  guar- 
antee satisfactory  operation  under  any  con- 
ditions. 

Getting  Even  with  Departmentals. 

"I  do  not  like  selling  rubbers  any  more 
than  any  other  shoeman,"  remarked  a  To- 
ronto dealer  recently,  "but.  although  I  made 
only  ten  and  fifteen  per  cent,  on  some  lines, 
I  would  not  dispense  with  rubber  footwear. 
I  handle  "'t  as  a  matter  of  protection.  I  am 
not  one  of  those  who  believes  that  the  small 
dealer  should  give  way  befoie  the  competition 
of  the  departmental  store  and  allow  them  to 
have  all  their  own  way.  To  be  sure  they  cut 
the  price  and  sell  rubbers  almost  as  low,  if 
nqt  lower,  than  we  buy  them  at  list  quota- 
tions. When  I  observe  the  big  fellows  are 
following  such  a  practice  I  meet  them  on  their 
own  ground.  I  do  not  favor  slaughtering, 
but  self-protection  is  the  first  law  of  nature. 
I  will  not  let  the  big  chap  have  it  all. 

"Of  course,"  he  added,  "selling  rubbers  is 


not  pleasant  or  clean  work  especially  in  dirty 
sloppy  weather.  A  man  will  enter  with  his 
shoes  covered  with  mud  and  dirt.  You  find 
that  he  wants  to  try  on  several  pairs  and  he 
will  soil  your  goods  if  you  do  not  watch  out. 
Perhaps  you  have  to  take  a  cloth  and  wipe 
the  soles  of  his  wet  and  soiled  shoes  and  the 
floor  of  your  store  is  littered  with  pools  of 
water,  but  it  is  a  proceeding  one  must  put  up 
with.  If  you  allow  a  customer  to  go  some 
place  else  for  his  rubbers  he  will  probably 
wander  there  when  in  need  of  leather  shoes. 
So  I  endeavor  to  please  him,  both  in  the  mat- 
ter of  right  fitting  rubber  shoes  and  selling  him 
what  he  requires  at  the  lowest  possible  price. 
There  are  many  retailers  who  may  not  agree 
with  my  view  of  the  situation  but  you  asked 
me  for  an  expression  of  opinion  and  I  have 
given  it  to  you  honestly  and  frankly." 

How  Water  Preserves  Rubber. 

A  number  of  Russian  chemists  have  been 
conducting  experiments  to  determine  the 
best  manner  of  preserving  india  rubber 
and  preventing  its  deterioration.  With 
rubber  at  its  present  prohibitive  price,  any- 
thing which  will  serve  as  a  substitute,  make 
it  wear  longer  or  preserve  the  natural  pro- 
duct, would  be  most  acceptable.  Strangely 
enough,  after  testing  a  number  of  solu- 
tions, it  has  been  found  that  ordinary  dis- 
tilled water  gives  the  best  results.  The 
rubber  is  simply  immersed  in  it  and  al- 
lowed to  take  care  of  itself.  Tests  of 
tensile  strength  were  made  upon  rubber 
which  had  been  preserved  in  water,  lime 
water,  a  one  per  cent,  solution  of  sodium 
carbonate,  a  two  per  cent,  solution  of  bor- 
acic  acid,  and  a  ten  per  cent,  solution  of 
glycerine  in  water. 

The  rubber  in  distilled  water  showed  a 
tensile  strength  of  77  pounds,  62.7  pounds 
in  lime  water,  61.6  pounds  in  sodium  car- 
bonate, 57.2  pounds  in  glycerine,  and  39.6 
pounds  in  boracic  acid. 

Recent  Trade  Inquiries. 

Inquiries  have  been  received  by  the  Trade 
and  Commerce  Depot  at  Ottawa: — 

Rubber  boot's  and  shoes. — A  firm  in  Co- 
lombia, South  America,  wishes  to  be  placed 
in  communication  with  Canadian  exporters 
of  the  above  articles. 

Leather  goods. — A  firm  in  the  English 
Midlands,  manufacturing  all  descriptions  of 
leather  goods,  is  desirous  of  entering  the 
Canadian  market. 

Sole  leather. — A  Newfoundland  firm  is 
anxious  to  get  in  communication  with  Canadi- 
an sole  leather  manufacturers. 

What  Travelers  Hear. 

"Canvas  shoes  for  ladies  will  be  much 
worn  this  summer.  Of  course,  there  will 
be  some  popular  shades  to  match  the 
varied  tints  of  hot  weather  attire,  but  white 
will  always  remain  as  the  most  staple." 

"The  discriminating  public,  the  ones  who 
waul  a  dollar  to  give  them  the  most  value 
and  the  greatest  service,  will  always  buy 


the  better  grade  of  shoe.  It  costs  prac- 
tically as  much  to  turn  out  a  cheap  shoe 
as  a  dearer  one,  and  the  purchaser  of  the 
latter  gets  the  cost  of  production  plus  the 
extra  quality,  which  counts  every  time." 

"I  think  that  pumps  will  be  more  worn 
by  the  ladies  during  the  coming  summer 
than  Oxfords.  They  are  nattier  and  light- 
er." 

"Rubbers  should  be  cheaper  for  the  gen- 
eral public  this  fall  than  ever.  Our  prices 
are  lower  than  last  season,  and  we  are 
putting  more  rubber  into  our  products. 
The  exact  selling  price  depends  on  the 
retailer." 

"There  will  be  no  radical  changes  in  fall 
footwear.  Alterations  in  style  and  shapes 
are  generally  made  with  spring  goods.  De- 
signers exercise  all  their  initiative  on  early 
season  wear." 

"The  average  retailer  will  not  overlook 
his  findings.  It  is  a  sure  road  to  increas- 
ed business  and  should  be  featured.  The 
returns  are  satisfactor}',  and  often  induce 
a  casual  visitor  to  call  at  the  store  until 
it  becomes  a  force  of  habit." 

"Canada  produces  the  best  patent  colt 
leather  in  the  world,  and  I  know  whereof 
T  speak." 

Are  You  a  Salesman? 

When   the  train  pulls   in   and  you  grab 
your  grip, 

And  the  hackman's  there  with  his  frayed- 
out  whip, 

You  call  on  your  man  and  try  to  be  gay. 
And  all  you   get   is   "Nothing   doing  to- 
day," 

Then  you're  a  peddler, 
By  gad,  you're  a  peddler. 

When  you  get  into  town  and  call  on  your 

man, 

"Can't  you  see  any,  Bill?"  "Why,  sure  I 

can." 

You  size  up  his  stock — make  a  rough  count. 

And  "Bill'  presently  says,  "Send  the  usual 
amount," 

Then  you're  an  Order  Taker, 
By  gad,  you're  an  Order  Taker. 

When  you  travel  along  and  everything's 
fine, 

And  you  don't  get  up  till  half-past  nine. 
When  you  see  each  concern  and  talk  con- 
ditions, 

And  write  it  all  home  with  many  addi- 
tions, 

Then  you're  a  Traveling  Man  ! 
By  gad,  you're  a  Traveling  Man  ! 

When  you  call  on  your  trade  and  they  talk 

"hard  times," 
"Lower  prices"  and  "decided  declines," 
But  you  talk  and  you  smile — make  the 

world  look  bright, 
And    end  in  your    orders    every  blamed 

night, 

Then  you're  a  Salesman ! 
By  gad,  you're  a  Salesman ! 
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BOOTS  AND  SHOES. — Business  with  their  spring  run,  and  have  their  travelers 
the  jobbing  trade  is  fairly  good,  although  out  with  fall  samples.  Things  are  steady, 
the  weather,  cold  and  backward,  has  de-  however.  Harness  tanners  are  reported 
terred  operations  with  the  retailers,  and  to  be  very  busy,  but  shoe  tanners  are  not 
instead  of  spreading  Easter  purchases  over  rUshed,  as  factories  are  buying  sparingly 
several  weeks,  will  confine  them  to  one  Upper  stock  is  strong  in  some  lines,  par- 
week.  The  belated  condition  of  nature  has  ticularly  in  russets  and  tans  of  various 
prevented  travelers  from  taking  as  many  shades, 
fall  shoe  orders  as  usual  in  April.  Sort- 


ing business  is  steady.  A  few  belated 
spring  goods  are  still  going  out.  One  thing 
that  has  come  as  a  surprise  is  the  demand 
for  button  tans  in  women's  footwear  par- 
ticularly. It  is  doubtful  if  the  forepart  of 
April  will  result  in  as  large  receipts  for 
the  average  shoe  retailer  as  he  has  natur- 
ally expected.  The  climatic  conditions 
and  not  the  faults  of  the  people  are  re- 
sponsible. 

TALLOW.— The  receipts  are  normal, 
and  prices  are  a  little  easier,  from  y2  cent 
to  a  cent  per  pound. 

No.  i  cake   6A 

No.  2  cake    \Vz  SlA 

No.  1  solid    5V2 

No.  2  solid  '  •  •    4  5 

WOOL  —  There  is  very  little  coming  on 
the  market  just  now.  It  is  expected  that 
the  receipts  will  be  heavy  next  month, 
when  the  shearing  season  will  be  in  full 


LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)   26 

No.  2  Spanish  sole  (for  job- 
bing)   25 

No.  1  Spanish  sole  (formfg.)  26 

No.  2  Spanish  sole  (for  mfg.)  25 

No.  3  Spanish  sole  (for  mfg.)  23 

No.  1  oak  sole    33 

No.  2  oak  sole    3° 

No.  1  oak  sole  bends    5° 

No.  1  slaughter  sole,  heavy...  30 
No.  1  slaughter  sole  medium 
No.  1  slaughter  sole,  light.. 


30 
30 


29 

28 
27 
26 
24 
38 
34 
55 
3i 
3i 
3i 


Harness  leather- 


swing. 

Washed  fleece    18 

Unwashed  fleece    13 

Rejects    I5 


20 
14 


HIDES.— Tanners  are  buying  enough  to 
fill  present  needs,  but  business  is  not  brisk. 
Local  dealers  are  keeping  well   sold  up. 
In  spite  of  a  large  number  of  animals  be- 
ing killed,  there  is  no  strength  to  the  mar- 
ket, and  prices  are  as  likely  to  go  down 
as  up,  according  to  present  feeling  and  in- 
dications.    Splits   are  bringing   only  half 
the  price  they  were  a  year  ago,  and  tan- 
ners have  pretty  well  stocked  up  on  them. 
No.  1  inspected  steers  and  cows  9rA 
No.  2  inspected  steers  and  cows  8A 
No.  3  inspected  cows  and  bulls  7A 

Country  hides  (green)  flat  

Country  hides  (cured)  flat  

Calfskins   11 

Sheepskins   $1.00 


Men's,  No.  2  .. 
Women's,  No.  1 
Women's,  No.  2 

Spanish- 
Men's,  No.  1 

Men's,  No.  2   

Women's,  No.  1 .  ■ 
Women's,  No.  2.. 


. .  7-12  27 
..  5-8  18 
..  5-8  16 


No.  1  U.  0  

37 

39 

Rejected  U.  0  

36 

38 

No.  2  U.  0  

35^ 

37 

Hemlock  Country  Harness- 

No.  1   

32 

33 

3i 

32 

48 

50 

Upper,  light  and  medium .... 

50 

55 

19 

20 

•  15 

1.28 

Veal  kips,  Canadian   

75 

80 

75 

90 

85 

95 

.38 

1 .62 

Splits,  light  and  medium.... 

20 

22 

20 

22 

18 

19 

Patent  colt,  per  foot   

30 

40 

Pat.  chrome,  sides,  per  ft... 

28 

30 

Enamel  cow,  per  ft  

20 

22 

15 

17 

17 

19 

Colored  buff   

20 

22 

Russets,  extra  hvy.,  per  doz.. 

$10 

$12 

Shoe  russets,  per  lb  

45 

So 

Russets,  No.  2,  all  grades,  lb.  30 

35 

8/2 
13 


7-12 
7-12 
5-8 
5-8 


26 
23 
16 
14 


42 

23 
21 


41 
38 
21 
19 


TAP  SOLES. 


HEIGHT 


PRICE 


HEIGHT 


Men's  XXX  — 

6     $4.10— $2 

75 

4 

Men's  XX  

6      3-70—  2 

10 

4 

Men's  X   

6      2.25—  1 

85 

4T/2 

Women's  XXX.. 

5      2.40—  1 

95 

4 

Women's   XX. . 

5      2.05—  1 

45 

3A 

Women's  X . . . 

4  1.20 —  1 

.10 

4 

Boys'   XXX. . . 

5'A   2.90—  2 

•  35 

4A 

Boys'  XX  

sA  2.6s—  2 

.20 

4V2 

Boys'  X  

e,y2    I.60—  I 

•  35 

4V2 

TOP  LIETS. 

Men's  XXX... 

.  5lA  $i.3S— 

•  75 

4A2 

Men's  XX.... 

5V2  1 .15 — 

.70 

4Y2 

Men's  X  

5  .65- 

•  50 

5 

Women's  XXX 

•  5o 

4V2 

Women's  XX.. 

S  -45— 

.40 

4V2 

Boys'  XXX... 

5  -70— 

.60 

4V2 

Boys'  XX  

5  -6o— 

•  50 

4V2 

SHAPED  HEELS. 

Size. 

Price. 

Men's   

5-8—10-8 

8- 

-15c  pr. 

Women's  .... 

•  ■  5-8-13-8 

7- 

-lie  pr. 

BOX  TOES. 

CUT  SOLES.— The    situation  appears 
to  be  a  little  stronger.     Soles  are  being 
made  out  of  high-priced  hides,  and  prices 
are   stiffening.     Short-haired     hides  will 
$1.30  soon  be   coming  in,  which  may  change 

Horsehides,  No.  1    3-00  the  situation  some,  but  possibly  there  will 

Horsehides,  No.  2    2.00  ]3e  no  fluctuation  in  cut  sole  quotations. 

This  is  be-  OUTSOLES. 


Women's    iVa*  pr. 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's   7Va   gc  pr. 

Women's  $Va    63A^C  Pr- 

TANNERS'  MATERIALS.— Sales  are 
fair,  and  no  changes  are  reported. 

Degras   •   ^A  3A 

Sumac   55  65 

Gambier    $A  TA 

Cod  Oil,  pure  Nfld.  tanked...  47  50 

Cod  Oil,  Gaspe    40  42 

Hemlock  extract    ZV2  4 

Oak  extract    3  iA 

Quebracho   extract    33A  4V2 

Quebracho  solid    4V2  5 


LEATHER.— Trade  is  fair, 
tween  seasons  with  the  shoe  manufactur- 
ers.   Most  of  them  have  closed  up  for 


Oak- 
Men's,  No. 


Gauge  Price 
7-12     30  45 


FOR  SALE.— In  main  thoroughfare  of 
Vancouver,  well-equipped  shoe  store; 
splendid  chance  for  investor  with  mod- 
erate capital  to  locate  in  most  progressive 
city  in  Western  Canada.  Write  Advertis- 
er, 1441  Eleventh  Avenue  West,  Van- 
couver, B.C. 
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Quebec  Markets 


BOOTS  AND  SHOES— The  boot  and 
shoe  industry  has  experienced  no  change 
since  last  report.  The  orders  coming  in  are 
said  to  be  satisfactory  and  manufacturers 
are  confident  that  the  season  will  be  very 
active.  The  business  in  factories  is  pretty 
good,  though  it  is  the  slack  time  for 
both  jobbers  and  manufacturers,  so  a  brisk 
business  is  not  in  order.  Orders  for  the  pres- 
ent are  not  very  considerable,  but  business 
is  expected  to  be  good  during  the  next  few 
months.  The  rubber  was  considerably  helped 
by  the  soft  weather  we  had,  and  it  is  expected 
that  it  will  continue.  The  reports  from  the 
road  so  far  would  indicate  that  orders  will 
probably  be  as  satisfactory  as  those  last  year. 

Retailers  report  that  the  present  month 
has  been  particularly  slow,  but  with  the  ad- 
vent of  the  spring  season  they  hope  that  trade 
will  brighten  up.  The  general  trend  of  opin- 
ion seems  to  be  that  patent  and  colors  will 
form  an  important  part  of  next  year's  goods, 
and  white  canvas,  while  it  will  not  have  as 
large  a  run  as  it  has  during  the  last  few  seasons 
will  be  quite  popular. 

HIDES. — The  market  continues  quiet. 
Prices  remained  stationary.  The  receipts 
are  very  light.  The  supplies  at  hide  dealers 
at  present  are  good  and  their  quality  satis- 
factory. No  accumulations  are  reported, 
the  supply  only  being  equal  to  the  demand. 
It  is  expected  that  the  present  prices  will  not 
change  for  a  while.  The  present  quotations 
are: — 

Sheepskins   25  75 

Sheep  clip  skins   10  35 

Lambskins   15  5° 

City  and  country  hides  quotations.  Prices 
to  butchers: 

No.  1  quoted   io>£ 

No.  2  quoted   9  A 

No.  3  quoted  

CALFSKINS. 
City  and  country  prices: — 

No.  1  quoted   14 

No.  2  quoted   12 

WOOL. — No  large  transactions  registered, 
and  local  receipts  are  small.  Little  business 
has  been  done  but  dealers  have  a  more  hope- 
ful outlook.  The  activity  in  factories  is  not 
considerable.  Dealers  report  that  the  mar- 
ket continues  somewhat  quiet  and  that  prices 
have  not  yet  strengthened.  No  immediate 
change  is  anticipated  in  quotations.  We  at 
present  pay: — 

Canadian  pulled  wool   22 

Washed  fleece   24 

Unwashed  fleece   16 

Greasy  cape   18 

Medium   20 


effected  are  of  small  consuming  quantities. 
Prices  are  as  firmly  maintained  as  here- 
tofore. In  general,  trade  in  this  line  is  small . 
We  quote: — 


Cod  oil,  Gaspe,  gal                   23  40 

Sea-hog  oil                             35  3§ 

Sea-wolf  oil,  refined                  35  37 

Whale  oil,  No.  1 ,  refined,  gal.  1 . 80  1.85 

Whale  oil,  No.  2,  refined  1 . 77  1 . 82 

Whale  oil,  No.  1 ,  ordinary. . .  1 . 74  1 . 80 

Whale  oil,  No.  2,  ordinary. . .  1 . 72  1 . 78 

Cod  oil,  pure  Newfoundland. .    30  32 

Liverpool  salt                          50  60 

TALLOW. — No  change  in  this  market, 
prices  remained  unchanged  and  there  is  only 
a  limited  supply  offering. 

We  quote  extra  tallow  6>£  per  pound. 

SHOE  FINDINGS.— The  activity  in  the 
shoe  findings  on  the  local  market  is  not  great, 
although  prices  are  maintaining  their  firm- 
ness, there  being  no  accumulation  at  dealers. 
The  market,  though  quiet,  is  steady,  and  the 
outlook  is  satisfactory.  The  latest  quotations 
are: — 

Leather,   friction   and  fibre 

board   3K  6 

Union  leather   8  9 

Stiff ner's,  union   1  3 

Stiffners,  leather  board,  per 

100  pounds   75    1  •  1Z 

Insole  leather   7  8 

Leather  board,  per  lb   2  3 

LEATHERS— The  leather  market  has 
continued  firm,  with  slight  improvements  in 
certain  lines.  There  have  been  no  specially 
large  sales  to  call  for  particular  mention,  but 
a  good  steady  demand  has  been  realized. 
There  is  a  fair  call  for  all  kinds  of  fancy 
leather.  Patent  leather  is  still  a  favorite 
with  the  manufacturers,  and  is  meeting  with 
a  large  sale.  Collections,  though  yet  a  little 
slow,  are  steadily  improving.  The  present 
outlook  is  more  assuring  than  last  reported, 
and  would  indicate  that  a  good  season  is 
ahead  of  the  tanner  and  those  who  handle 
his  output.  Meanwhile,  prices  remain  as 
follows: — 

LEATHER. 

Harness  leather — 

No.  1  U.  O  


24 
28 
18 
22 
22 


Pebble,  A  L  

Pebble,  ALM  

Pebble,  AM  

Pebble,  AHM  

Buff,  AM  

Buff,  AH  

Moccasin  leather,   red,  per 

stamp  weight,  lb  

Oil  grain  (Quebec)  per  foot .  . 

Wax  upper,  heavy  

Wax  upper,  light  and  med. .  .  . 

Horsehides  

Glove  grain  

Heavy  grain  

Patent  cow  

Patent  cow  chrome  

Heavy  upper  

Grained  upper  

Scotch  grain  

Dongola  kid  

Patent  kid  

White  alum  

Sumac  

Col.  sheep  

Napa  sheep  

India  kid  

Patent  colt  

Harness  

French  kip  skins  

English  kip  skins  

Canadian  kip  skins  

Hemlock  calf  

Light  calf  

French  calf  


TANNERS'  MATERIALS.— There  is  a 
rather  weak  tone  in  the  market  of  tanners' 
materials.  Prices  remained  unchanged,  and 
we  quote: — 


FISH  OILS.— On  the  whole,  business  is 
peeping  quiet  for  the  present,  and  sales 


  36 

Rejected   33 

No.  2   32 

Kangaroo   T5 

Splits,  senior,  per  lb   28 

Splits,  junior,  per  lb   27 

vSplits,  senior,  per  foot   3 

Splits,  H  and  Mm,  per  foot...  8 

Splits,  M,  per  foot   6 

Splits,  Lm,  per  foot   5H 

Splits,  junior,  per  foot   4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  H  M,  per  lb  32 

Splits,  trimmed,  M,  per  lb....  32 


39 
16 


15 

15H 

14 

16 

15 

16 

10 

17 

18 

40 

42 

38 

44 

3 

15 

T7 

15 

17 

2l}4 

235^ 

21 

23 

T9 

20 

2oy2 

20 

21 

14 

21 

..36 

46 

II 

15 

9K 

11 

10 

12 

9JA 

11 

11 

13 

36 

46 

40 

42 

94  1 

■05 

55 

65 

61 

65 

70 

85 

70 

80 

1 . 10  1 

•65 

7 

69 .00 

5# 

ey2 

Hemlock  extract  

4K 

5 

Hemlock  bark,  per  cord.  .  . 

8.00  7 

50 

4 

\A 

Mineral  tanners'  extract. .  . 

6 

4 

FOR  SALE— One  union  side  splitting 
machine;  one  automatic  splitting  knife 
grinder;  one  Hood  measuring  machine; 
one  combination  rolling  machine  with 
brass  bed  and  roller;  one  ratchet  screw 
press;  copper  centrifugal  liquor  pump; 
currying  tables,  tools.  Apply  Tannery, 
Canifton,  Ont. 

TANNERY  MANAGER.  —  Position  in 
Canada  by  manager  of  up-to-date  Eng- 
lish yard;  knows  latest  processes;  sole, 
harness  and  strap  butts;  has  knowledge 
of  the  latest  harness  currying  process; 
had  great  success  in  present  position. 
Box  1071,  Agence  Mitchell,  1  and  2 
Snow  Hill,  London,  England. 
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American  Markets 


HEMLOCK  SOLE.— The  trading  on 
market  day  was  fair  and  slow  on  other 
days,  and  collectively  nothing  better  than 
fair.  If  any  sales  exceeded  3,000  to  5,000 
sides  they  were  not  recorded,  as  the  gen- 
eral trading  is  being  done  in  just  such 
lots  as  will  suffice  shoe  manufacturers'  re- 
quirement for  their  next  few  days.  The 
change  in  terms  has  a  bearing  on  liberal 
buying,  and  tanners  are  made  to  carry  leath- 
er rather  than  their  customers.  All  com- 
mon hide  and  inferior  tannages  are  being 
sold.  The  export  demand  is  not  large,  but 
is  fair.  Receipts  are  still  greatly  below 
normal,  and  the  sales  practically  take  care 
of  them,  and  while  there  is  a  good  reserve, 
it  is  not  being  increased  to  any  appreciable 
extent  in  Boston  warehouses. 

A  moderate  trade  is  noted  in  New  York, 
tanners  buying  only  such  stocks  as  they 
actually  need.  Eight  weights  have  the  call. 
Prices  are  firm.  The  export  demand  is 
up  to  expectations,  considering  present 
trade  conditions.  Shipments  are  fair.  Prices 
are  strong. 

Hemlock  leather  is  in  fair  request  in 
the  Philadelphia  market,  with  little  change 
to  report.  While  buying  is  not  large,  it  is 
fairly  steady,  and  all  sales  of  desirable 
stock  are  made  at  full  quotations. 

Western  shoe  manufacturers  are  finish- 
ing up  late  spring  orders,  and  supplies  of 
leather  on  hand  together  with  receipts  on 
existing  contracts  are  very  nearly  sufficient 
for  present  requirements.  While  new  busi- 
ness in  hemlock  sole  may  have  shown  some 
improvement  during  the  week,  both  slaugh- 
ter and  B.  A.  dry  hide  leather  were  in 
comparatively  light  demand.  Some  car 
lots  were  reported  sold  on  the  new  terms. 
One  car  of  light  spready  sole  moved  at  24c, 
23c  and  22c  for  the  first,  second  and  third 
grades,  respectively. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 

&  Mont,  mon  H. 

No.  I,  light   23    24  22    22 y2 

No.  I,  mid   23    24  22 

No.  1,  over   23    24  22    . . 

No.  2,  light   22    . .  21 

No.  2,  mid   22    . .  21 

No.  2,  over   22    23  21 

No.. 3,  light   19    20  T9 

No.  3,  mid   19    20  20 

No.  3,  over   20    21  19^20^ 

Rejects   18  16 

Scabs   15    16  12 


Buffalo 

No.  1,  light              19  20 

No.  1,  mid               19  20 

No.  1,  over   19 

No.  2,  ligh1   18 

No.  2,  mid   18 

No.  2,  over   18 


China 
21 
22 
20 
20 
18 


No.  3,  over   18 

No.  3,  mid   16 

No.  3,  light   15    16       .  . 

Scabs   11       •  • 

Acid,  New  York  Selections. 

Light   27     25    ..      22  K  23 

Mid   27      ..25  23 

Over   27     25    .  .  23 

Rejects ..   19    20      . .     .  . 

Scabs         12  13   

Slaughter,  Packer. 

No.  1     No.  2    No.  3 

Spd.  light  24  26    23  25    21  23 

Plumpdight  25  27    24  25    22  24 

Spdymed  24  26    23  24    22  24 

Plump,  Spdy  25  27    24  25    23  25 

Spdy  over  26  28    25  27    23  25 

Plump  over  2729    2728  2526 

Mfrs.  over  2526    2627  2425 

All   plumps  Cam- 
den packer  20- 

27-lb  30  31    28  29    26  .  . 

UNION  SOLE.— All  dealers  report  new 
business  as  moderate  only  collectively, 
though  a  few  sales  have  been  effected  of 
S.ooo  and  10,000  backs.  Delivery  has  been 
fully  normal  to  sole  cutters  who  placed 
large  orders  prior  to  the  going  into  effect 
of  the  new  schedule  of  terms.  The  major 
portion  of  such  sales  has  been  delivered, 
making  drafts  on  the  dealers'  warehouse 
reserves.  This,  with  small  receipts,  re- 
duces the  stock  held  in  Boston  abnormally. 
Sole  cutters  have  been  the  principal  buy- 
ers, but  the  trade  in  cut  soles  has  been 
more  or  less  unsettled,  and  they  have  not 
enthused  much  over  the  situation.  Prices 
are  unchanged. 

Small  quantities  are  steadily  being  taken 
in  the  New  York  market  by  both  shoe  manu- 
facturers and  sole  cutters.  Cowbacks,  tan- 
nery run,  are  held  at  3c  to  31c,  and  steer 
backs,  31c  to  32c. 

While  the  Philadelphia  market  is  some- 
what quiet  and  devoid  of  any  new  feat- 
ures, sales  are  made  steadily  on  union 
leather  from  week  to  week.  There  is  not 
much  surplus  stock  awaiting  disposal,  and 
all  leather  moves  at  full  quotations. 

While  trading  in  the  western  market 
could  hardly  be  called  active,  the  demand 
showed  some  improvement  over  the  week 
previous,  and  several  car  lot  transactions 
were  reported  at  firm  prices.  The  manu- 
facture of  fall  and  winter  footwear  has 
begun  in  a  small  way  in  some  shoe  fac- 
tories, but  this  work  has  not  progressed 
far  enough  to  make  any  perceptible  in- 
crease in  the  demand  for  union  sole. 

UNION  SOLE  QUOTATIONS. 
Tannery  Run. 

Heavy   31  32 

Middle   3i  32 

Light   32 


Country  hide  leather  relatively  less.  Cows 
ic  less. 


OAK  SOLE.— There  is  a  good  de- 
mand for  a  fine  grade  light  oak  sole  for 
high-priced  shoes,  and  a  fair  call  for  mid- 
dle and  light,  and  dealers  generally  in  Bos- 
ton are  sold  close  to  receipts.  There  are, 
however,  very  meagre  stocks  to  draw  upon, 
as  dealers  and  tanners  are  working  out 
contracts  previously  closed,  and  this  ab- 
sorbs receipts  so  closely,  that  there  is  not 
a  good  general  working  stock  available. 
Eor  choice  clear  backs  the  market  is  40c 
and  41c,  with  sales  at  both  price.  For 
branded  backs  for  shoe  purposes  the  best 
price  is  38c,  and  from  that  down.  Texas 
sides  and  bends  are  in  moderate  request. 

Light  weight  scoured  backs  and  also 
heavy  weights  have  the  call  in  New  York. 
Medium  weights  are  slow.  Prices  are 
purely  nominal.  No.  2  standard  tannages 
are  quoted  at  around  36c  to  37c  No.  1, 
39c  and  40c,  according  to  tannage.  Texas 
market  is  quiet. 

There  are  signs  of  a  better  demand  in 
the  oak  sole  market  in  Philadelphia,  and 
one  house  reports  conditions  greatly  im- 
proved, while  others  are  still  somewhat 
quiet.  Considerable  leather  changes  hands 
each  week,  however,  and  the  average  goes 
to  make  up  quite  a  substantial  total.  Scour- 
ed backs  and  bends  move  steadily  at  full 
market  prices,  while  Texas  stock  is  still  a 
little  bit  quiet,  particularly  from  eastern 
sources,  whereas  the  western  findings  trade 
is  buying  steadily. 

Demand  is  quiet,  but  what  activity  is 
apparent  is  considered  fair  by  the  dealers 
for  this  season  of  the  year.  Little  future 
business  is  yet  in  evidence  from  the  shoe 
manufacturers  for  the  next  fall  run.  No.  1 
oak  backs  are  quoted  at  37c,  No.  2  at  35c, 
and  No.  3  at  33C  per  pound. 

The  Chicago  market  was  comparatively 
quiet,  with  some  small  orders  being  placed 
for  the  completion  of  late  spring  ship- 
ments. Scoured  oak  backs  were  in  the 
greater  demand,  and  transactions  were 
closed  on  a  basis  of  39c  for  the  light 
weights  of  the  first  selection.  Shoe  fac- 
tories have  not  generally  commenced  the 
manufacture  of  fall  and  winter  shoes,  and 
tanners  prefer  to  wait  until  the  demand  im- 
proves rather  than  to  force  sales  at  this 
time  by  granting  concessions. 

OAK  SOLE  QUOTATIONS. 

No.  1     No.  2    No.  3 
Scoured  backs,  It.  . .  38  40    36  37    . .  35 
Scoured  bks.,  mid  . .  40    . .  36    .  .  34. 
Scoured  bks.,  hy  .  . .  39    •  •  36    •  •  34 
And  other  grades  in  proportion. 
Scoured  bends,  8 

to  10  lb   44  , • •  43    •  •  41 
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Scoured  bends,  10 

to  12  lb  44    . .  43 

Scoured  bends,  12 

to  14  lb  44    . .  43 

Texas  sides,  XX  free  of  brands. . 
Texas  sides  Xhy.  free  of  brands  . . 

Texas  sides  A  hy  one  brand  

Texas  sides  B  hy  two  brands..  .  . 
Texas  sides  C  hy  more  than  2 

brands  


4i 

4i 
34 
33 
32 
3i 

■  •  30 
No.  2 


5i 
45 


26 
26 
28 
30 
3i 
36 


52 
47 
43 
4i 
39 


No.  1 

Texas  bends  XX . 
Texas  bends  X. . 
Texas  bends  A.  . 
Texas  bends  B.  . 
Texas  bends  C.  . 
California  sides,  It.  . .  28 
California  sides,  mid.  28 
California  sides,  hy.  .  30 
California  backs,  It .  .  32 
California  backs,  mid.  33 
California  backs,  hy..  35 

Oak  back  free  of  brands  for  belting  pur- 
poses, No.  1,  42  cents. 

Oak  backs,  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 

Branded  backs,  No.  2,  37  cents. 

Branded  backs,  No.  3,  34  cents  and  35  cents. 

CHROME  SOLE.— The  Boston  market 
is  not  in  any  sense  active,  but  the  few  deal- 
ers who  carry  it  are  selling  some  all  the 
while.  The  call  especially  is  for  heavy 
weights,  and  there  is  no  better  than  a 
small  stock.  The  cutting  of  chrome  into 
soles  admits  of  cobblers  using  it,  and  in 
time  it  may  become  quite  a  feature. 

As  the  merits  of  chrome  sole  gain  wider 
publicity  the  volume  of  trade  grows  pro- 
portionately. Western  tanners  report  an 
ever-increasing  demand  for  this  leather, 
and  the  medium  and  light  weights  were 
active  during  the  week,  several  300-roll 
lots  of  the  7  to  8  iron  substance  having 
moved  at  35c. 

CHROME  SOLE. 

Per  sq.  ft. 

Ex.Hvy  sides,  10  to  12  iron   42c 

Heavy  sides,  8yi  to  9K  iron   35c 

Medium  sides,  7  to  8  iron   32c 

Light  sides,  6  to  7  iron   30c 

Above  quotations  apply  on  highest  class 

heavy  hides. 

Waterproofed  leather,  from  2  to  3c  per 

foot  additional. 

TANNERY  RUN 

Per  sq.  ft. 

Tannery  run,  sides,  natural  .  35c  to  36c 
Tannery  run,  sides,  water- 
proof  37c  to  38c 

BENDS.         per  sq.  ft. 

Waterproofed,  9  to  10  iron.. .  58c  to  60c 
Waterproofed,  7  to  8  iron  ...  51c  to  53c 
Waterproofed,  under  7  iron..  46c  to  48c 


OAK  OFFAL  QUOTATIONS. 

Mid.  Heavy. 

Bellies,  scoured            19  21  19  21 

Bellies,  unscoured ..  .  15  17  17  19 

Heads,  scoured            13  ..  14  15 

Heads,  unscoured. ..  .  10  . .  10  . . 
Shoulders,  scored, 

without  heads          28  31  27  28 

Shoulders,  unscored, 

with  heads   22  . .  22 

Shoulders,  double 

Goodyear               33  33  X  34  35 

Butt  pieces                 23  25  23  25 

Butt  pieces,  scoured.  22  23  22  23 

OAK  OEEAL— Were  dealers  in  a  po- 
sition to  deliver  it,  they  could  easily  in- 
crease their  sales.  Good  oak  bellies  are 
closely  sold  up  to  receipts  which  are  small, 
and  some  inferior  grades  are  being  sold 
at  prices  to  conform  with  the  best.  A 
number  of  carloads  are  due  to  buyers  who 
will  receive  the  same  from  the  tanneries 
direct.    Prices  are  unchanged. 

Offal  continues  in  good  demand  in  the 
Philadelphia  market,  and  is  one  of  the  best 
features  of  the  present  situation.  Prices 
are  also  a  little  firmer,  but  there  have 
been  no  actual  advances  along  any  lines 

The  demand  is  active  in  spots  in  Cin- 
cinnati, with  the  last  few  days  of  the  week 
showing  up  with  a  fine  line  of  trade.  Stocks 
are  reported  low,  with  some  buying  being 
done  in  stock  for  next  fall  run.  Prices 
are  firm. 

The  week's  trade  in  the  western  mar- 
ket involved  small  lots  as  a  rule,  and  no 
large  transactions  were  reported.  Some 
firms  who  buy  supplies  of  offal  at  stated 
intervals  placed  their  usual  number  of  or- 
ders for  scoured  bellies  at  19c  to  21c,  ac- 
cording to  selection.  Heads  were  in  slow 
request.  Considerable  quantities  of  oak 
offal  are  moving  on  existing  contracts  and 
supplies  are  limited,  double  Goodvear 
shoulders  being  well  sold  up. 

WELTING— The  western  market  was 
comparatively  quiet.  Shoe  manufacturer? 
are  supplying  only  their  most  urgent  needs 
and  decided  concessions  would  be  required 
to  move  any  large  lots  of  welting  at  this 
time.  Orders  range  from  10,000  to  100,000 
yards.  High  grade,  double-shoulder  wel- 
ing  is  firm  at  a  3?4c  basis,  while  single 
shoulder  is  quoted  at  3^c  to  33/&c,  and 
side  welting  at  4l/ic. 

SIDE    LEATHER    WELTING  QUOTA- 
TIONS. 

H  x  3-32   $}4c 


9-16x3-32   5 

^6x3-32   $y2c 

11-16  x  3-32   6c 

XA  x  1-9   5c 

9-16  x  1-9     $yZc 

H  x  1-9   6c 

11-16  x  1-9   6y£c 

H  x  1-8   5^c 

9-16  x  1-8   $y£c 

H  x  1-8   6yic 

11-16  x  1-8     6yic 

WELTING  QUOTATIONS. 

Sizes  Per  yd. 

^x3-32   3^  3^ 

9-16x3-32   4  4^ 

^6x3-32   $X  A3A 

11-16x3-32   5  5% 

tix-3-32   5H  5H 

X  x  1-9   4  AX 

9-16  x  1-9   4K  424 

Hx  1-9.   5  5)4 

11-16  x  1-9   5K  53A 

yi  x  1-9.  '  .6  6% 

yZ*.  yi. ........ :   a,H 

9-16  x  yi  $H  5H 

V&xyi   5H 

11-16  x  yi   5}i  6yi 

yixyi   6yi 

SIDE  UPPER  LEATHER.— Some  tan- 
ners of  satin,  kangaroo  grain,  chrome 
sides,  etc.,  report  business  as  slow  and 
featureless,  while  some  others  are  doing 
nearly  a  normal  busines.  Several  hoes 
manufacturers  who  use  large  blocks  of  this 
side  upper  leather  evince  an  inclination  to 
close  some  later  delivery  contracts,  but 
tanners  are  averse  to  taking  on  such 
contracts,  as  the  great  curtailment  which 
has  gone  on  and  is  still  in  force  has  re- 
duced receipts  and  stocks  to  abnormally 
small  proportions.  A  renewed  placing  of 
orders  for  shoes  made  from  this  leather 
would  quickly  demonstrate  that  supplies 
are  exceedingly  short. 

The  Chicago  market  was  fairly  active, 
although  no  large  orders  were  reported. 
Kangaroo  was  in  good  demand  in  lots  up 
to  200  dozen,  which  sold  on  a  basis  of 
19c  for  the  medium  weight  of  the  first 
grade,  while  waterproof  chrome  sides 
moved  freely  in  quantities  up  to  300  dozen, 
the  7-ounce  substance  of  the  B  grade  sell- 
ing at  23c.  Manufacturers  of  storm  boots 
were  in  the  market  for  elk  chrome  sides, 
and  a  good  business  was  transacted  in  this 
leather.  Tanners  are  having  trouble  in 
disposing  of  their  splits  even  at  prevailing- 
low  prices.  Losses  in  this  direction  must 
be  compensated  by  higher  prices  in  upper 
leather  and  the  upper  leather  market  is 
firm  in  consequence. 
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Satisfaction  guaranteed 
by  factories  using 

Ullathorne's 

ENGLISH-MAD 

Shoe  Thread 

Stocked  by   all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 


D.bF. 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travellers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


Fred.C.A.Mclndoe&Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


F1ATENTS 


we  solicit  the  DUsmc&o  v*# 
Engineers  and  others  who  realise  the  advisabil- 
ity of  having  their  Patent  business  transacted 
by  Experts.  ^Preliminary advice  free.  Charges 
Moderate.  Our  Inventor's  Adviser  sent  upon 
request.  Marion  &  Marion,  New  York  Life  Bldfij 
Jttontreal  i  and  Washington,  P.C.,  U.6.A. 


CUTTING  DIES 

0/  every  Description  for 

Leather,  Rubber,  Paper,  Clotb, 

ETC. 

Honest  Valtxes  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E.  3778 


DUCLOS  <&  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  azaa  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with' them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (SL  CO., 

LYNN,  Mass.,  U.S.A. 


60  YEARS' 
EXPERIENCE 


Trade  Marks 
Designs 
Copyrights  Slc. 

Anyone  sending  a  sketch  and  description  may 
quickly  ascertain  our  opinion  free  whether  an 
invention  is  probably  patentable.  Communica- 
tions strictly  confidential.  HANDBOOK  on  Patents 
sent  free.  Oldest  agency  for  securing  patents. 

Patents  taken  through  Munn  ,fc  Co.  receive 
special  notice,  without  charge,  in  the 

Scientific  American. 

A  handsomely  illustrated  weekly.  Largest  cir- 
culation of  any  scientific  journal.  Terms  for 
CaDada,  $3.75  a  year,  postage  prepaid.  Sold  by 
all  newsdealers. 

MUNN  &  Co.3e,Broadway-  New  York 

Branch  Office.  626  F  St.,  Washington.  D.  C. 
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BERLIN,  ONT. 


UNITED  STATES 
REFERENCE  BOOKS 

In  addition  to  the  General  Reference  Book  cover- 
ing the  United  States  and  Canada,  we  publish  indi- 
vidual States  and  groups  of  States  in  separate  bind- 
ings, both  as  pocket  books  and  office  editions. 

Rates  of  same  are  quoted  to  subscribers,  or  pros- 
pective subscribers,  on  application. 

R.  G.  DUN  &  CO. 

Establised  1841  212  Offices— 15  in  Canada 


(kpany 


Manufacturers  of 

Solid  Leather 
Shoes 

All  lines,  all  sizes  from 
Children's   to  Men's 

Also  SLIPPERS 


JOSEPH  KINO 

DKAI.HK  in 

LEATHER  AND  SHOE  FINDINGS 
25  and  2T  Scott  Street,  Cor-  ^itngton  TORONTO,  Ont. 

TELEPHONE  Main  1293. 


The  Shoe  and  Leather  Journal 

Established  1873  by  James 

i 

r 

Acton  who  is  to-day  editor-in- 

chief. 

"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 


THIS  OUTFIT  contains  every  machine  required 
for  doing  repair  work  of  the  highest  grade 
economically  and  quickly.  They  are  all  mounted 
on  a  substantial  frame,  with  shaft  running  entire 
length,  from  which  all  machines  are  driven.  No 
overhead  shafting  is  required.    It  occupies  the 
smallest  possible  amount  of  room  consistent  with 
obtaining  the  best  results  and  has  the  following 
machines:  One  Goodyear  Rapid  Stitching  Machine 
making  lock-stitch,  one  Forepart  Trimming  Machine 
with  Shanking-out  Device  and  Cutter  Grinder,  one 
Buffing  Shaft  and  one  Finishing  Shaft. 

a  We  would  be  pleased  to  send  descriptive  Folder 
and  any  information  regarding  it,  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  -     +   "?!!^ QUL 

244  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 


RUBBER  FOOTWEAR 

This  season,  more  than  ever  before,  the 
man  who's  buying  rubbers  needs  to  keep 
an  eye  on  QUALITY. 

That  is  what  you  can  depend  upon,  with 
the  "Maltese  Cross"  brand.  No  matter  how 
low  the  prices,  the  quality  remains  the  same. 

Make  out  your  list  of  Fall  requirements 
at  Maltese  Cross  prices  and  you'll  find 
you  can't  do  better. 

Now  is  the  time  to  order.  After  a  while, 
prices  may  be  higher. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver, 
Branches  :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST) 


PRIL  15th 


TORONTO 


1911 


JOURmL 


Featuring 
Footwear 
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Black  Diamond  Chrome  Patent  Leather— 
is  being  produced  at  the  rate  of  3000  sides 
per  day  Its  superior  quality  is  accountable 
for  such  a  demand. 

Tan  Gun  Metal  Calf—  especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes, 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather  In  every  good  tannage. 

Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 


NEW  YORK,  621  Broadway 
GLOVER V1LLE,  50  So.  Main  St. 


95  SOUTH  STREET,  BOSTON 

ROCHESER,  605-6  Powers  Building 


CINCINNATI,  632  Sycamore 
ST.  LOUIS,  705  Lucas  Ave.  *l 
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McKays  and 
Turns 

Men  s,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  ®.  SON 

Manufacturers  to  the  Jobbers 

58  3-585  St.  Timothy  St.  Montreal 


THE 


Shoe  and  Leather 

JOURNAL 


AND 


THE 

Dry  Goods  Record 

FOR 

$2.00  a  Year 

Shoe  and  Leather  Journal 

(Semi-monthly)  24  issues.  $1.50  a  year 

Dry  Goods  Record 

(Monthly)   12  issues.     $1.00  a  year 

Both  for  $2.00  a  Year 

Each  paper  an  authority  in  its  field. 


WRITE 


CIRCULATION  DEPARTMENT 

Acton  Publishing  Co. 

Limited 

59-61  John  Street    -  TORONTO 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  Bntish  Columbia 


Exclusive  Selling  Agents : 

CHICAGO  TANNING  COMPANY 


Office  an-J  Salesroom 

130  W  Michigan  Street 

• 'BOSTON 
1 2$  Summer  Si 


CHICAGO,  U.S. 


GLOVERSVILLE,  N  Y 
1 1  Cayaduita  St 


Dayton  and  Blackhawk  Sis. 

ST.  LOUIS,  mo 
811  Lucas  Ave 


snoe 


TERNS 


IT  IS  OUR  AIM 

To  give  to  the  Shoe  Manufacturer 
a  pattern  service  that  may  be  re- 
lied upon.  This  means: — 

First — Style  and  Fit. 
Second — Grading  that 
is  absolutely  accurate. 
Third — Quick  Delivery. 

We  have  the  only  power  grading 
and  cutting  machine  in  Canada. 


JONES'  NP.APPLETON 

QRSf  PATTERN  Co 

254  LEUCINE  STT10NTREAL0GI 
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Sales  for  1910 
$862,490.00 


Where 

Amherst 


C<Gs£toch 


0? 


pi* 


MAKE 


EXCELS 


SOLID 
LEATHER 
HEEL 


ALL  ¥^ 
LEATHER  HEELS 


,«mS^^  -■' 


TOUGH  SOLID  LEATHER  ^\  DOUBLE 

OUT  AND  INSOLES  \  TIPS 

7 POINTS 

— THE  PERFECT  NUMBER-  \ 


Women's  Box  Kip  BlucherBal 
Leather  Lined,  Solid 


Distributed  amongst 

4000 

customers  from 
Sydney,  N.  S.,  to 
Va  ncouver,  B.  C. 

This  is  a  satisfied 
and  loyal  constituency 

A  re  you  one  of  them  ? 

IF  NOT,  WHY  NOT? 


Travelers  are 
out  with  a  full 
range 


Amherst  Boot  & 
Shoe  Company 


LIMITED 


AMHERST    ::  N.S. 


N90I6 


Men's  Waterproof  Chrome 
Sporting  Boot,  Solid 
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Concentration  the  Secret  of  Success 

APPLIED  TO  CALF  LEATHER  MAKING 


Raw  Skin  Purchasing, 
Liming,  Dehairing, 
Drenching,  Pickling, 
Tanning,  Fat- Ligou  ring, 
Coloring,  Stretching 
and  Drying,  Season- 
ing, Staking,  Trimming, 
Finishing,  Sorting, 
By  Specialists 


THE 
RESULT 
is  a  calf  leather 
you  can  be  proud  of 
putting  into  your  shoes. 
For  nothing  has  been  left  un- 
done that  could  improve  it,  and 
nothing  done  which  could  possibly 
mar  it.     It  is  finer  feeling,  closer 
breaking,  and  better  finished,  and  cuts  more 
economically  than  you  may  expect.    There  are 
samples  ready  for  you.    Shall  we  send  them  ? 

DAVIS  LEATHER  CO.  LIMITED 

NEWMARKET,  ONT. 


The  manufacture  of  Davis  calf  leathers 
is  in  the  hands  of  specialists  from 
the  time  the  raw  skins  are  selected 
and  purchased  until  the  finished 
product  is  ready  for  packing. 

The    head    of  each   department   has  thoroughly 
mastered  the  details  of   his    own  particular 
work — or    he  wouldnt  be  there.    All  his 
energies,  all  his  ability  are  concentrated 
on  doing  that  which  is  his  speciality, 
better  than  anyone  else  can  do  it, 
and  there  is  never  a  moment 
when  the  ultimate  perfect 


leather    is   not  stead- 
fastly kept  in  view. 


Character,  Class, 
Individuality  in 
Calf  Leathers. 
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Surpass  Sensible 
Shoes  FOR  FALL 


CL  Surpass  Shoes  for  fall  give  the  merchant  a  wide 
range  to  choose  from,  including  a  number  of  particularly 
attractive  new  lasts.  These  new  lines  are  right  up  to 
the  minute  in  style,  but  they  do  not  go  to  the  foolish 
extreme  to  be  seen  in  some  fall  samples. 

CL  Surpass  Shoes  for  fall  will  be  good  sellers  because 
they  will  possess  the  same  high  quality  both  trade 
and  consumer  expect  from  Gauthier's  factory.  As  you 
know.  Surpass  Shoes  are  made  in  the  best  equipped 
factory  in  Canada,  and  the  makers  have  the  experience 
of  50  years  behind  them,  so  they  know  what  they 
are  about. 


CL  Surpass  Shoes  mean  satisfaction  for  all. 
the  new  samples. 


See 


THE 
LOUIS 


GAUTHIER 


CO. 

LIMITED 
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[SUNSHINE  COLT)—  '  

\  MAC 

VCORC 

Ar&^VcoV          NOT  VARNISHED         -         NOT  BAKED 

BOSTON 

SUNSHINE  COLT  AND  SUNSHINE  KID 

THE  NEW  LEATHER 

In  your  Placing  oraer  ior  ran  ariu  w naci 

Footwear  means  for  vou,  the  elimination 

of  all  complaints  arising  from  the  objection- 

able features  of  Patent  Leathers.    And  you, 

Mr.  Retailer,  if  you  have  been  selling  shoes 

for  any  definite  period,  you  know  what 

such  complaints  mean. 

SUNSHINE  COLT     SUNSHINE  KID 

have  all  the  good  and  none  of  the  bad 

features  of  Patent  Leathers.     They  will 

not  check  or  crack  even  in  the  coldest  of 

Canadian    weather,    because— they  are 

not  varnished  and  not  baked. 

Made  and  sold  only  by 

Corona  Kid  Manufacturing 

Company 

BOSTON       -      -  MASSACHUSETTS 

NOT  VARNISHED        -         NOT  BAKED  /S^§*p 

'% — -\ 

1    (  SUNSHINE  KID  ) 

Y                                    TRADE  MARK  # 
\            MADE  AND   SOLD    BY  / 

VCORONA  KID  MFG.  CO./ 
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If  the  eyelets  in  the  shoes  you  purchase  have  the  little  diamond 
Trade  Mark  on  the  surface,  as  shown  above,  they  are  the  genuine  Fast  Color, 
the  only  kind  (and  we  want  particularly  to  impress  this  fact) — the  only  kind 
that  can't  grow  brassy,  and  always  look  new. 

None  but  the  genuine  Fast  Color  Eyelets  have  the  diamond  Trade 
Mark.  They  have  been  placed  there  to  safeguard  the  shoe  wearer  as  well 
as  the  shoe  dealer  from  every  possibility  of  deception.  They  are  one  of  the 
most  prominent  earmarks  of  a  good  shoe.  Millions  of  magazine  readers  are 
learning  each  month  of  Fast  Color  Eyelets  and  the  method  of  distinguishing 
them.    We  will  gladly  mail  descriptive  booklet  and  samples  on  request. 


United  vShoe  Machinery 
Company  of  Canada 

Office  and  Factory: 

Laga\icnetiere  and  St.  Monique  Streets,  Montreal 
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FOREWORD 

For  nearly  half  a  century  The  Ames-Holden  Co.  and 
The  James  McCready  Co.  have  been  making  shoes  in 
Canada,  and  we  thank  their  many  customers  for  their 
very  generous  patronage ;  and  now  that  these  companies 
have  joined  forces,  we  trust  to  merit  the  confidence  of 
all  the  present  customers,  and  win  the  appreciation  and 
goodwill  of  hundreds  of  new  ones  from  Ocean  to  Ocean 

The  purchasing  public  may  expect  better  goods, 
lower  prices,  and  unequalled  service,  and  that's  what 
counts  when  the  summing  up  takes  place. 

Our  warehouses  at   Montreal,  St.  John,  Toronto, 
Winnipeg,  Calgary,  Edmonton  and  Vancouver  will 
continue  to  carry  heavy  stocks  ready  for  instant  delivery. 

We  shall  continue  to  make  the  Ames-Holden  and 
the  McCready  lines  of  shoes,  and  our  travelers  will  soon 
call  on  you  with  these  samples,  when  we  trust  they  will 
receive  your  usual  courteous  consideration. 

Ames  -  Holden  -  McCready 

Limited 

MAMTDT  AI                                                 r  AN  AT)  A 
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MEN'S  GOODYEAR 

AND 

McKAY  SHOES 

MADE    IN  OUR 
MONTREAL  FACTORY 
No.  1. 

Our  Inspector  Street,  Montreal  Factory  No.  i,  which 
is  one  of  the  finest  plants  for  shoe  specializing  in 
America,  will  be  devoted  exclusively  to  making  Men's 
Fine  Goodyear  and  McKay  Shoes.  These  goods  will 
be  snappy  and  up-to-date  in  every  particular,  and  their 
appearance  and  fitting  qualities  will  make  them  instant 
sellers.  Then  there's  the  price  and  workmanship- 
all  of  which  means  satisfaction  to  the  customer  and 
the  forming  of  that  "Come  Back  Again"  habit  which  is 
the  best  trade  builder  yet  discovered. 


AMES-HOLDEN-McCREADY 

LIMITED 

MONTREAL       -  CANADA 
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WOMEN'S,  MISSES' 


AND 


CHILDREN'S  SHOES 


MADE    IN  OUR 
MONTREAL  FACTORY 
No.  2. 


Our  Montreal  Factory,  No.  2,  recently  built  on  Mount 
Royal  Avenue,  and  equipped  with  the  latest  and  most 
improved  machinery  known  to  the  shoe-making  world, 
will  be  used  exclusively  for  making  shoes  for  Women, 
Misses  and  Children.  Shoes  from  this  factory  will  bear 
comparison  with  those  from  any  shoe  making  shop  m 
America.  Our  Women's,  Misses'  and  Children's  lines 
will  be  as  good  value  as  our  Men's  lines,  and  they  will  be 
ready  sellers.    There  will  be  surprises  from  this  factory. 


AMES-HOLDEN-McCREADY 

LIMITED 

MONTREAL       -  CANADA 
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HEAVIER  LINES 

THAT 

SHOW  CLASS 

MADE  IN 
OUR  ST.  HYACINTHE  FACTORY 

NO.  3 


Shoes  for  working  men,  mechanics,  farmers, 
miners,  and  others  requiring  good,  substan- 
tial solid  footwear,  will  be  made  in  our  St. 
Hyacinthe  Factory,  which  has  long  been 
noted  for  the  excellence  of  its  production.  In 
this  factory  will  be  made  all  our  Standard 
Screw  and  Pegged  lines.  The  last  word  we 
would  say  about  these  goods  is,  that  no  such 
values  will  be  shown  by  any  concern  manu- 
facturing these  lines  in  Canada.  In  this  class 
of  goods,  as  well  as  in  McKays  and  Good- 
year Welts,  our  motto  will  be  :  FULL 
VALUE  FOR  EVERY  DOLLAR. 

"DELIVERIES  WILL  BE  "PROMPT 


Ames  -  Holden  -  McCready 

L I M I  TED 

MONTREAL       -  CANADA 
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LEADERS  VS.  IMITATORS 


THE 

£  ^  ▼  _~       ^  — *         _  5%     ^  i  ^  T  ' ' 

•  *  1  atcci  u  cs        tx  i  m. 

Standard  Brands 

"Maple  Leaf* 

«'  Gr  an  by  " 

OF 

"Merchants" 

Rubber  Footwear 

"Daisy" 

"Dominion" 

Throughout 

"Anchor" 

CANADA 

"Fleetfoot" 

THESE  ARE  THE  STANDARDS 

for    QUALITY    and  PRICE 

Others  gauge  their  Quality  to  meet  our  Price. 

Our  policy  is  framed  to  benefit  those  who  buy  our  goods. 

1.  Who  set  the  prices  of  RUBBER  FOOTWEAR  to  the  Retail  Trade  for  i9n  ? 

2.  Who  introduced  the  prepayment  of  Freights  on  shipments  to  the  Retailers  ? 

3.  Who  introduced  the  policy  of  packing  all  lines  in  Cartons,  that  the  Retailer  may  keep 
his  stock  in  good  condition  ? 

THE   CANADIAN   CONSOLIDATED   RUBBER  COMPANY 

announced  every  one  of  these  benefits  to  the  Trade,  before  our  competitors  showed  a 
sample  or  quoted  a  price.  Had  we  made  the  selling  conditions  less  favorable,  and  prices 
twenty-five  per  cent,  higher,  what  would  our  competitors  have  charged  you  for  their  goods.^ 

We  advertise  and  distribute  our  goods,  carrying  our  own  stocks  in  all  the  large  centres. 
Don't  forget  this  :    It  means  time  and  money  to  the  Retail  Stores  of  Canada. 

Canadian  Consolidated  Rubber  Co.,  Ltd. 

Halifax.       St.  John,  N.B.       Yarmouth.       Sidney.       Moncton.  Quebec. 
Granby.      Montreal.      Ottawa.      Hamilton.     Toronto.  London. 
Brantford.     Berlin.     Port  Dalhousie.     Winnipeg.  Regina. 
Calgary.  Saskatoon.  Edmonton.  Vancouver.  Victoria 
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WHY  THE  YEAR 

1911 

SHOULD  BE  A  GOOD  YEAR 
FOR  SELLING 
GOODYEAR  WELTS 

In  the  year  that  has  just  passed  a  campaign  of  education  and  information — 
which  now  extends  throughout  the  country — was  inaugurated  and  has  been 
continued  and  augumented. 

We  say  1 'campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favourite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe — its  history  and  the  method  employed  in 
making  it — is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  are  going  to  WANT  GOODYEAR  WELT  shoes.  That 
is  why  this  year  is  going  to  be  a  good  year  for  selling  GOODYEAR  WELT 
shoes.  If  you  are  not  already  familiar  with  all  these  things  yourself,  write 
us.    The  story  is  yours  for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.O. 
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Buying  Right 


Did  it  ever  occur  to  you  that  you  are  not 
BUYING  RIGHT  unless  you  buy  from  the 
manufacturer  who  BUYS  RIGHT  ? 

Buying  because  of  low  prices  is  not  wise,  unless 
the  quality  is  there  to  make  good  value — as  is 
the  case  with  the  "GOODSENSE"  SHOE. 

"GOODSENSE,"  the  Shoe  we  stand  behind, 
is  solid  throughout.  Nothing  but  number  one 
stock  and  the  best  findings  are  used.  The  shoe 
is  constructed  under  careful  and  expert  super- 
vision by  capable  workmen. 

Introducing  a  new  line  takes  time,  but  when  it 
is  a  good  line,  like  the  "GOODSENSE"  Shoe, 
it's  success  is  assured. 

The  "GOODSENSE"  Travelers  are 
now  out  with  a  complete  range.  See 
their  samples,  it  is  for  them  to  get 
the  first  order — but  we  realize  that 
future  business  depends  upon  the 
factory. 

We  will  not  disappoint  you. 


Solid  Leather  Shoes 


Kirvan-Doig,  Limited 

Goodsense  Shoes 

MONTREAL 
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FALL 
SEASON 


NINETEEN 
ELEVEN 


A  RIDEAU  ANNOUNCEMENT 

You  are  going  to  be  interested  in  Rideau  Shoes 
for  Fall.  Several  new  Men's  and  Women's  lasts  in 
widths  are  shown,  and  the  general  range  is  most 
attractive,  while  the  prices  are  unusually  interesting. 

Women  s  Shoes  Will  Be 
Featured  From  Now  On 

This  is  a  departure  for  us.  No  freak  styles  will  be 
offered,  but  we  will  make  a  steadily  selling  line  of 
Ladies'  Buttoned  and  Blucher  Lace.  All  flexible 
welts — and  at  the  McKay  sewed  price  of  many  makers. 

The  Rideau  factory  has  been  enlarged  50%,  while  an 
expert  Pattern  man  has  been  added  to  our  staff. 
These  improvements  mean  better  shoes  and  better 
service    than    we   have    ever   given    our  clients. 

THE  RIDEAU  TRAVELERS  ARE  NOW  OUT 

RIDEAU  SHOE  COMPANY 


LIMITED 


MONTREAL 


CANADA 
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63 

CLASSIC 
LINES 

IN  STOCK 


969 
970 
944 
722 
622 
522 
731 
631 
531 
4066 
3066 
208 
108 
413 
313 
213 
113 
4072 
3072 
235 
135 
4071 
3071 
234 
134 
4074 
3074 
239 
139 
4073 
3073 
236 
136 
4116 
3116 
2116 
1116 
4141 
3141 
2141 
1141 
2018 
1018 
297 
197 
3003 
2003 
3053 
2053 
4165 
3165 
2165 
2079 
1079 
2091 
1091 
4020 
3020 
2020 
4104 
3104 
2107 
1107 


Woman's  Kid  Bulcher,  Last  ioq.  Welt,  sizes       — 7   o'en 

Woman's  Patent  Colt  Blucher,  Last  ioq.  Welt,  2X — 7   o'nn 

Woman's  Patent  1  Strap  Pump,  Last  105,  Turn,  zK — 7  '   ,99 

Youth's  Patent  Colt  Blucher,  McKay  Last  65,   11 — 2  '.   \'Vk 

Little  Gent's  Patent  Colt  Blucher,  McKay  Last,  65,  8 — iol/2  

Lad's  Patent  Colt  Blucher,  McKay  Last  65,   5 — 7]/2  

Youth's  Box  Calf  Blucher.  Boston  Fox,  Last  6y,  McKay,  1 1 — z   !-<>•> 

Little  Gent's  Box  Calf  Blucher,  Boston  Fox,  Last  6;,  McKay,  8 — io>2  

Lad's  Box  Calf  Blucher,  Boston  Fox,  Last  65,  McKay,  4 — 7l/2  

Misses'  Patent  Colt  Pump,  Last  135,  McKay,  1 1 — z   \'nn 

Girl's  Patent  Colt  Pump,  Last  135,  McKay,  8 — io}4   inn 

Child's  Patent  Colt  Pump,  Last  1 15,  Turn,  4 — 7^2  •■   1-9.9 

Infants'  Patent  Colt  Pump,  Last  115,  Turn,  z — 5   ••£■> 

Misses'  All  Patent  Colt  Roman  Sandal,  Last  1 15,  Turn,  1 1 — z   \  Jc. 

Girl's  All  Patent  Colt  Roman  Sandal,  Last  115,  Turn,  8 — 10A   \in 

Child's  All  Patent  Colt  Roman  Sandal,  Last  1 1 ;,  Turn,  4 — 7K   on 

Infant's  All  Patent  Colt  Roman  Sandal,  Last  115,  Turn,  z — 5   -90 

Misses'  Patent  Colt  Button,  Last  135,  McKay,  1 1 — z.   \'Vi 

Girl's  Patent  Colt  Button,  Last  135  McKay,  8 — io}4  

Child's  Patent  Colt  Button,  Last  50,  Turn,  4 — 7K   an 

Infants'  Patent  Colt  Button,  Last  50,  Turn  z — y   -SO 

Misses'  Kid  Button,  Last  135,  McKay,  11 — 2  

Girl's  Kid  Button,  Last  135,  McKay,  8 — 10A   \'nn 

Child's  Kid  Button,  Last  50,  Turn,  4 — 7K   1-99 

Infants'  Kid  Button,  Last  50,  Turn,  z — 5   -75 

Misses'  Patent  Colt  Blucher,  Last  135,  McKay,  1 1 — z   J-*>5 

Girl's  Patent  Colt  Blucher,  Last  135,  McKay,  8 — 10K   \-\n 

Child's  Patent  Colt  Blucher,  Last  50,  Turn,  4 — 7^  

Infants'  Patent  Colt  Blucher,  Last  50,  Turn,  z — ;   •90 

Misses'  Kid  Blucher,  Last  135,  McKay.  11 — z   1'%% 

Girl's  Kid  Blucher,  Last  135,  McKay,  8 — iol/2  ■  

Child's  Kid  Blucher,  Last  50,  Turn,  4— 7%   1"99 

Infants'  Kid  Blucher,  Last  50,  Turn,  z — 5  

Misses'  Patent  Colt  Barefoot  Sandal,  Last,  120,  1 1 — 2   l-j>5 

Girl's  Patent  Colt  Barefoot  Sandal,  Last  100,  8 — 10K   1  \k 

Child's  Patent  Colt  Barefoot  Sandal,  Last  100,  4 — 7*4  •   1  *qo 

Infants'  Patent  Colt  Barefoot  Sandal,  Last  100,  2 — 5   -90 

Misses'  Tan  Calf  Barefoot  Sandal,  Last  120,  1 1 — 2     J-°g 

Girl's  Tan  Calf  Barefoot  Sandal,  Last  100,  &—10A   J-fn 

Child's  Tan  Calf  Barefoot  Sandal,  Last  100,  4— 7%  

Infants'  Tan  Calf  Barefoot  Sandal,  Last  100,  2 — 5   -j™ 

Child's  Chocolate  Kid  Blucher,  Last  50,  Turn,  4 — 7Vi   1"9/9 

Infants'  Chocolate  Kid  Blucher,  Last  50,  Turn,  2 — 5   •7j> 

Child's  Chocolate  Kid  Button,  Last  50,  Turn,  4 — 7K   1"9/9 

Infants'  Chocolate  Kid  Button,  Last  50,  Turn,  2 — ;   -75 

Girl's  Patent  Colt  Blucher,  Boston  Fox,  Last  65.  McKay,  0—10'A.  

Child's  Patent  Colt  Blucher,  Boston  Fox,  Last  65,  McKay,  5 — 7K   J-15 

Girl's  Vici  Kid  Blucher.  McKay,  Last  6j,  8— 10K   Hn 

Child's  Vici  Kid  Blucher,  McKay,  Last  65,  5— 7lA   J-l" 

Misses'  Box  Calf  Blucher,  McKay,  Last  136,  1 1—2   J-MJ 

Girl's  Box  Calf  Blucher,  McKay,  Last  136,  8— 10K   J-f" 

Child's  Box  Calf  Blucher,  McKay,  Last  136,  y  -7 'A   J-l" 

Child's  All  Patent  Colt  Blucher,  Turn,  Last  100,  4— 7'A  

Infants'  All  Patent  Colt  Blucher,  Turn,  Last  100,  2 — 5   J-00 

Child's  Patent  Colt  Blucher,  Red  Kid  Top,  Last  100,  4—7*4  •   l-M 

Infants'  Patent  Colt  Blucher,  Red  Kid  Top,  Last  100,  2—5   1.00 

Misses'  Barefoot  Sandal.  New  Welt  Process,  1 1 — 2   1-15 

Girl's  Barefoot  Sandal,  New  Welt  Process,  8— 10M   1-00 

Child's  Barefoot  Sandal,  New  Welt  Process,  4 — 7 A   -™ 

Misses'  Tan  Calf  Pump,  Last  70,  McKay,  1 1 — 2   J-50 

Girl's  Tan  Calf  Pump,  Last  70,  McKay,  8— 10A  

Child's  Tan  Calf  Pump,  Last  1 1  y,  McKay,  4— 7 A   1-9/9 

Infants'  Tan  Calf  Pump,  Last  115,  McKay,  2 — 5  75 


GETTY    &  SCOTT 


G  A  LT 


LIMITED 


O  N  T. 
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COLLEGE  GIRLS' 

WELTS 

The  finest  line  ever  shown  in  Canada. 
This  has  been  the  comment  from  every 
person  who  has  seen  them. 

All  Leathers  Single  or  Slip  Soles 

Two  New  Low  Heel  Lasts 
B.  C.  D.  and  E.  Widths 


Misses  and  Children's  Welts 


This  line  has  always  been  a  wonder 
at  the  price.  See  the  improvements 
we  have  made  for  fall  and  you  will 
agree  with  us  that  it  is  in  a  class  by 
itself. 

SNAPPY  LASTS  ALL  WIDTHS 


We  carry  a  Complete  Stock 
Try  us    for    a   Rtish  Order 

MACFARLANE  SHOE  CO.  Limited 

MONTREAL 
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British  Quality  and 
Canadian  Style 


(L  The  Trickett  Slippers  that  are  sold  in 
Canada  are  made  expressly  for  the  Canadian 
trade.  They  have  the  style  of  the  best  Can- 
adian made  shoes,  but  have  besides  that,  extra 
value  that  can  only  be  found  in  the  British 
made  shoe. 


C  Quality  is  the  first  con- 
sideration in  the  manufacture 
of    Trickett    Slippers.  Oar 
workmen    are    true  British 
workmen— taught    to  put 
quality  first  and  to  make  each 
slipper  perfect.    The  machin- 
ery used  is  up-to-date  and  ex- 
tremely  exact   in  operation. 
Every  portion  of  a  Trickett 
Slipper  is  made  right.  That's 
why  it  can  stand  so  much  wear 
and  tear  and  still  retain  it's 
shape. 


C  The  many  new  and  fash- 
ionable  shapes    shown  in 
Trickett  Slippers  indicate  the 
importance  we  attach  to  style 
in  our  slippers  for  the  Canadian 
market.    While  there  is  noth- 
ing of  a  freakish  nature  in 
these  shapes,  they  are  right 
up-to-date  and  bound  to  be 
good  sellers.    Write  to  your 
jobber  for  prices  and  informa- 
tion.   You  will  hear  some- 
thing to  your  advantage. 


SIR  H.  W.  TRICKETT,  LIMITED 

WATERFOOT  (Near  Manchester)  ENGLAND 
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SHOES! 

YOUTHS',  GENTS',  LITTLE  GENTS' 
MISSES',  CHILD'S,  INFANTS' 


Fine  Lines  for  Fall  Selling 

You  will  be  interested  in  seeing  our  fall  range. 
Travelers  are  now  out,  and  will  gladly  call 
upon  you.  Our  range  this  year  is  better  than 
ever,  and  includes  practically  every  require- 
ment of  the  sh  oeman  in  the  above  lines. 

All  shoes  are  made  of  solid  leather,  with  the 
very  best  findings,  too.  Vamps  are  full  to  toe. 
Patterns  are  according  to  latest  American  lasts, 
and  workmanship  is  expert.  You  will  make 
no  mistake  in  waiting  to  see  our  lines  before 
ordering,  for  we  are  putting  out  values  never 
offered  heretofore. 

We  would  call  your  particular  attention  to 
our  Misses'  Gaiter  Model,  19  buttons,  finished 
m  velvet. 

BE  SURE  YOU  SEE  OUR  SAMPLES 
NOW  WITH  TRAVELERS 

The  STAR  SHOE,  Limited 

Makers  of  the  Indestructible  Shoe 

MONTREAL 
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The  Kingsbury  Factory 


Travelers  now  out 
with  Fall  Samples 


Kingsbury  Footwear  Co. 

°  LIMITED 

Specialists  in  Ladies'  Shoes 
MONTREAL 


No.  186.    Patent  Colt,  Whole 
Pox,  Button. 


No.  188.    Gun  Metal  Calf,  Over- 
lapped Top,  Blucher. 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 


Lagauchetiere  and  St.  Monique  Sts. 


MONTREAL,  QUE. 


ST.  HYACINTME, 

CANADA- 


Every  pair  of  boots  or  shoes  going  out  of  our 
factory  bearing  the"YAMASKA"  stamp, 
is  fully  guaranteed.  That  stamp  means 
that  solid  leather  is  used  throughout  and 
it  is  a  warranty  of  the  expert  workmen  who 
turn  out  shoes  unexcelled  for  appearance 
and  real  merit.  Nearly  fifty  years  manu- 
facturing experience  enables  us  to  truth- 
fully state  that  for  real  value  "YAM  ASK  A" 
shoes  are  unequalled. 

THE 
Y  A  M  A  S  R  A 
BRAND 

Our  range  for  fall  is  complete,  and  you 
will  be  interested  in  seeing  the  samples  our 
travelers  will  be  glad  to  show  you.  Our 
representatives  are  now  showing  Men's, 
Boys',  Youth's,  Women's,  Misses'  and 
Children's,  in  Pegged,  Standard  Screwed, 
and  McKay  work,  made  out  of  best  leather 
known,  on  most  up-to-date  lasts  for  our 
range  of  goods. 

With  an  up-to-date  factory,  enlarged  by  the 
addition  of  a  new  wing  just  a  year  ago, 
we  will  give  you  unparalleled  service. 


=J.  A.  &  M.  COTE  CO. 

ST.  HYACINTHS  -  QUEBEC 


ST.  HYACINTME, 
CANADA. 
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Some  Seasona 


On  Sorting  Orders 

To  make  your  sorting  orders  profitable  to  you  you  must  get 
prompt  and  accurate  service. 

Prompt  and  accurate  service  can  only  be  secured  from  a  house 
carrying  a  large  and  varied  stock. 

All  styles  and  shades  from  the  leading  factories  are  here 
at  your  service.  Extra  special  attention  is  given  at  this 
season  to  sorting  orders  and  this  complete  stock  enables  me 
to  serve  you  with  what  you  want  when  you  want  it. 

If  you  favor  me  with  your  sorting  orders  you  will  be  enabled 
to  keep  your  stock  up  to  standard  all  the  time  and  give  your 
customers  the  best  there  is  in  footwear.  Send  a  rush  order 
now  and  see  what  a  prompt  service  I  can  give  you.  Al- 
ways pleased  to  quote  prices  and  give  other  information. 


JAMES  ROBINSON  is 2-1 
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Suggestions 


On  Fall  Footwear 


Keeping  in  mind  the  facts  that  you  want  style  in  your  fall 
footwear  and  yet  a  maximum  of  service  and  comfort,  that  you 
want  a  representative  stock  to  choose  from,  that  you  want  a 
stock  you  can  fall  back  on  for  sorting  orders,  and  that 
you  want  the  best  possible  price,  I  have  gathered  together  a 
stock  of  fall  footwear  that  I  am  proud  of. 

Not  hastily  nor  carelessly  was  this  great  stock  gathered  to- 
gether. Your  profit  and  your  customers,  were  considered  in 
the  buying  of  each  shoe,  with  the  result  that  here  is  a  stock 
that  will  please  you  both  in  price  and  in  quality. 

My  travelers  will  soon  be  in  your  locality.  See  them  before 
placing  your  orders.  With  the  varied  assortment  they  are 
showing  they  will  surely  be  able  to  interest  you. 


st.  MONTREAL,  QUE. 


i 
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WALPOLE 

Adhesive  Stay 
Tape 


Will  remove  many  obstacles  from 
your  path  and  make  you  happy 

BECAUSE— 


It  will  prevent  the  tops  of  your 
slippers  and  pumps  from  stretch- 
ing. 

It  will  prevent  tearing-  at  the 
throat,  when  drawing  the  lasts. 

Applied  with  a  hot  iron,  will 
stick  to  any  leather. 

No  Cement  or  Paste  required. 

When  it's  on  it  stays  put. 

Standard  width,  3-8  in. — it  can 
be  made  any  width  to  meet  your 
requirements. 

Be  sure  to  get  some  of  this 
tape ;  you  will  find  it  a  good 
investment. 

It's  $2.00  per  1,000  yards  for 
the  white;  $2.20  for  the  black. 


Walpole  Rubber  Co. 


LIMITED 

MONTREAL 


PRESENT 
INDICATIONS 
ARE 


that 


Overg'aiters 
<a  Leggings 


will    be   in   greater  demand 
this  year  than  ever. 

Our  Travellers  are  now  on  the 

Road  with  a  full  range  of  Samples 

of 

Packard's 

 Imperial  Brand  

Overg'aiters 
(&  Leggings 


A 

Canadian 

Master- 

piece. 

Do  not  place  your  order  until  you 
  have  seen  our  samples.   

Everything  Bright,  New,  Snappy 

By  the  way,  have  you  our  latest  Cat- 
alogue of  Gaiters?  If  not,  drop  us 
 a  postal.  

L.  H.  Packard  ®  Co.,  Ltd. 

MONTREAL 
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WHY  WASTE  ENERGY? 


A  doubtful  line   at   best  is  slow 


WHY  NOT  SELL  A  LIVE  LINE? 

THE  HARTT  SHOE  is  the  acme  of 
perfection  in  Shoe  making;  made  from 
the  finest  of  materials  by  experts  in  every 
Department  and  will  positively  retain  its 
PREMIER  position. 
The  HARTT  is  to-day  proving  a  profit- 
able investment  to  the  many  who  are 
handling  it,  and  to  those  who  are  NOT 
a  trial  Order  is  solicited  and  will  surely 
prove  mutually  profitable. 


THE  HARTT  BOOT  &  SHOE  CO. 


peats  NEVER  materialize. 


LIMITED 


FREDERICTON 


IM.  B. 


FOR  MEN  ONLY 


THE  SHOE  AND  LEATHER  JOURNAL 


PRODUCED   BY  THE 


SUPERIOR  BRAND! 
SUPERIOR  FACTORS 


The  value  of  an  enviable  reputation  is  so 
well  recognized  by  the  manufacturers  of 
"Kant  Krack"  and  "Dainty  Mode"  Rubbers, 
that  you  may  rest  assured,  the  reputation  for 
superiority  gained  by  these  brands,  will  be 
maintained  in  future,  and  there  is  a  prospect 
and  a  mighty  bright  one  it  is  too,  of  this 
reputation  becoming  even  greater  than  ever, 
for  no  effort  will  be  spared  to  make  it  so. 
Considering  the  superior  conditions  under 
which  "Kant  Krack"  and  "Dainty  Mode" 
Rubbers  will  be  produced,  there  is  no  reason 
in  the  world  why  such  efforts  shouldn't  meet 
with  crowning  success. 

Mr.  Merchant,  there  is  no  chance  whatever 
of  a  mistake,  in  making  your  placing  order 
read  "Kant  Krack"  and  "Dainty  Mode." 


SOLD  BY 

JAMES  ROBINSON 

MONTREAL 

McLaren  &  Dallas 

TORONTO 

LONDON  SHOE  CO.  Limited 

LONDON 

KILGOUR  RIMER  Co.  Limited 

WINNIPEG 
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SOLD  BY 

AMHERST  BOOT  &  SHOE 

CO.  LIMITED 

AMHERST,  N.S. 

JAMES  ROBINSON 

MONTREAL 

GARSIDE  &  WHITE 

TORONTO 

McLaren  &  Dallas 

TORONTO 

LONDON  SHOE  CO.  Limited 

LONDON 

KILGOUR  RIMER  Co.  Limited 

WINNIPEG 


Superiority  in  the  manufacture  of  a  commod- 
ity can  only  be  obtained  by  the  use  of  the 
superior  elements  which  must  be  brought 
into  play  in  producing  that  commodity; 
No  one  recognizes  this  fact  better  than  the 
manufacturers  of  -Royal"  and  -Bulldog 
brands  of  Rubber  Footwear.  Only  the  sup- 
erior elements  will  take  part  in  the  manulac- 
!  ture  of  -Royal"  Brand  Rubbers,  and  to  such 
1  an  extent,  they  will  at  least  be  placed  on  a 
pinnacle  of  perfection  with  the  best  produc- 

I'!  tion  of  the  Rubber  industry. 

.   For   -seconds"    there  must  be   a  quality 
standard     It  is  the  aim  of  the  manufacturers 

I  of  -Bulldog"  Brand  Rubbers,  to  set  that 

I  standard  and  they  will  hit  the  bull's  eye  too. 

I  The  merchant  who  handles  -Royal"  and 
-:  -Bulldog"  Rubbers  is  assured  of  satisfaction 
r  in  the  retailing  of  Rubber  Footwear. 


RUBBER  CO. 


LIMITED 


ONTARIO 


AfHAT  WE  ■ 
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The  Best  Shoe 
Workmanship  in  the  World 


fl]J  Won't  produce  a  perfect  shoe  unless 
all  the  materials  used  in  building  the 
shoe  are  right  up  to  the  mark  in  every  res- 
pect. The  slightest  defect  in  any  one  of 
the  materials  means  perfection  is  an 
impossibility. 

fH  Taking  the  leather,  you  will  agree  that 
it  is  an  easy";matter  to  buy  imperfect 
leathers,  but  a  mighty  hard  one  to  buy 
the  most  perfect  hides.  You  will  alsc  agree 
that  perfect  leathers  cannot  be  turned  out 
by  every  Tom,  Dick  or  Harry  but  that  in 
their  production  is  required  an':  abundant 
supply  of  tanning  knowledge  and  good  hard 
experience. 

f]|  For  over  thirty  five  years,  have  Borne 
jl  leathers  been  produced,  and  in  their 
production  the  watchword  has  ever  been 
"^Perfection". 

You,  Mr.  Manufacturer,  if  you  wish 
to  rest  secure  in  the  knowledge  that  no 
one  else  is  using  be;ter  hides,  see  that 
{P,orne  Leathers  play  a  prominent  part  in 
the  manufacture  of  your  goods,  and  you 
Mr.  Merchant,  if  you  want  to  see  the  sat- 
isfied smile  on  the  countenance  of  your  cus- 
tomers, see  that  {P,orne  Leathers  are  em- 
bodied in  the  shoes  you  sell. 


LUCIEN  BORNE 

QUEBEC 

Western  Agents:   Malette  ®  Roy 

225  Lemoine  Street      -  MONTREAL 


BAGGAGE 


DISTINCTION 


"Eveleigh"  has  been  appearing  on  trunks, 
bags  and  other  traveling  goods  'for  over 
forty  years,  and  it  has  always  stood  for 
divStinctive,  high  class  lines. 

A  modern  factory,  expert  workmen,  the 
use  of  the  finest  materials,  and,  above  all, 
the  knowledge  which  comes  only  with  ex- 
perience, enable  Eveleigh  to  turn  out  the 
traveling  goods  which  it  pays  the  mer- 
chant best  to  handle. 

Have  you  seen  the  Eveleigh  catalogue  ? 
The  new  one,  just  out,  which  contains 
numerous  new  staple  and  novel  lines  that 
will  interest  you  very  much  ?  There  is 
one  ready  for  you. 

Ask  for  the  New  Catalogue. 

MONTREAL 

"  The  Big  Baggage  Makers.  " 

DISTRIBUTING  DEPOTS 

WINNIPEG  SASKATOON  MOOSE  JAW 

CALGARY  EDMONTON  VANCOUVER 
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WE  ARE  THE 

PEOPLE 

THE  MAKERS  OF  THE  FAMOUS 

"A.  R.  C."  BRAND 
PATENT  LEATHER 

<J  We  specialize  in  colt  and 
side  leather  putting  the  best 
of  labor  and  materials  on  the 
best  skins  that  money  can  buy. 

<J  We  know  our  product  is 
the  best  on  the  market  and 
our  aim  is  to  keep  it  so. 

<]  In  the  last  year  we  have 
added  three  large  additions 
to  our  factory  and  are  now 
building  more. 

<[  Our  wonderful  success  has 
been  due  to  the  great  progress 
made  by  our  long  string  of 
satisfied  customers,  the  most 
up-to-date  and  successful  shoe 
manufacturers  in  Canada. 

1§  Why  not  follow  the  wise 
ones. 

Get  in  line  with  the  users 
of  the  great  "A.  R, Brand 
Patent  Leather,  and  you  will 
get  there. 


A.  R.  CLARKE  &  CO. 

LIMITED 

TORONTO       -  CANADA 

52  VICTORIA  SQ.,  MONTREAL,  P.Q. 


CONCENTRATION! 

THE  SECRET  OF 
"D.&F."  QUALITY 

McKays  have  been  our  spe- 
cialty for  years.  No  other 
shoes  have  received  our 
attention. 

Concentration!  The  making 
of  this  one  line;  studying 
how  to  improve  our  output; 
experimenting  with  leathers 
and  methods  of  manufacture ; 
paying  greatest  attention  to 
even  the  smallest  details,  has 
placed  us  in  the  enviable 
position  we  now  hold  as 
makers  of  McKay  Shoes. 

"D.  &  F.  Quality"  means 
Highest  Merit.  It  has  in  the 
past  and  we  assure  you  it 
always  will  in  the  future. 

A  trial  order  will  "show"  you 
what  really  fine  shoes  we 
turn  out. 

Dupont  &  Frere 

301  Aird  Avenue 
MONTREAL 
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5ox  toe  aS 

MONTREAL 


20th  Century  Shoes 

Challenge  Comparison 

€J  Because  original 
style  combined  with 
faultless  workmanship 
and  perfect  fit  have 
placed  the 

20th  Century  Shoe 

in  a  class  by  itself. 

^  You  will  find  our 
Fall  Samples  a  liberal 
education  in  next 
season' s  fashions. 

The  C.  E.  McKeen  Co. 

QUEBEC 


A  NEATLY  MADE  BOX 

MAKES  A 

NEAT  LOOKING  TOE 

Every  Box  Toe  we  turn  out  is 
exactly  like  its  fellows:  there  is 
no  difference,  no  variations, 
slight  or  otherwise,  but  there  is 
absolute  uniformity. 

Many  a  fine  pair  of  shoes  has 
been  spoiled,  cheapened,  ruined 
by  poor  looking  toes  and  all  the 
fault  of  badly  made,  irregular 
boxes. 

INDEPENDENT 

BOX  TOES 

are- made  in  solid  leather  for 
Men's  and  Women's  Goodyear 
Welts  and  MacKays,  but  we're 
making  also,  boxes  in  Water- 
proof Cork,  Felt,  Combination 
Leather  and  Canvas. 

INDEPENDENT 

BOX  TOE  COMPANY 

722  Visitation  Street 
MONTREAL  CANADA 
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McDERMOTT  SHOES 


Styles  that  "speak  for  themselves." 
Not  "mere  shoes  for  women,"  but 
footwear  to  grace  womanly  feet  and 
delight  the  eye. 

They're  admired  alike  by  dealers 
and  consumers. 

Our  Salesmen  are  among  you. 


THE  McDERMOTT  SHOE  CO. 

MONTREAL 


MARftEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.         217  North  Branch  Street,  CHICAGO,  U.S.A. 

T8-88  Wall  Street,  NEW  YORK,  U.S.A. 
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The  time  to  put  beauty 
into  a  glove 

If  beauty  is  not  in  the  leather  you  cannot  have  beauty  in  the  glove. 
Time  is  the  beautifier  of  glove   leathers.      Ageing  is  what  makes  the  leather  pliable, 
smooth  and  strong.    But  this  ageing  must  take  place  at  the  proper  time,  and  the  proper 
time  is  just  between  the  tanning  and  coloring  of  the  leather. 

For  six  months  after  they  are  tanned  National  leathers  pass  through  this  ageing  process. 
Not  a  skin  goes  to  the  coloring  room  without  the  benefit  of  this  period  of  beautifying. 
That's  why  all  National  Leathers  are  ideal  glove  leathers. 

Order  a  dozen  skins.  Examine  them  thoroughly.  If  they're  not  the  best  you've  handled 
send  them  back.    We'll  refund  your  money. 

THE  NATIONAL  LEATHER  COMPANY  OF  CANADA,  Ltd. 

TORONTO,  ONTARIO 


WOOD-MILNE  RUBBER  HEELS 


Wood-Milne  Heels  are  made  from  infinitely  higher  grade  of  rubber  than  any  other 
heels,  hence  there  are  more  WOOD-MILNE  heels  sold  than  any  others,  because  they 

are  the  best. 


WOOD-MILNE,  LIMITED    -   PRESTON,  LONDON  and  PARIS 

Wholesale  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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THERE  IS  STILL  A  CHANCE 


for  you  to  take  advantage  of  my  offer  of  a  stock  of  good  live 
shoe  styles  at  ridiculously  low  prices. 

MEN'S,  BOYS',  YOUTHS',  LITTLE  GENTS' 

WOMEN'S,  MISSES',  INFANTS'  AND  CHILDREN'S 

<J  Every  pair  right  up  to  the  mark  in  every  way  and  good 
value  at  regular  prices. 

<i  Remember  I  move  to  my  new  factory  May  1st  and  this 
stock  must  be  cleared  out  by  then. 

^  If  you  are  interested  in  making  some  extra  profits,  ask  me 
NOW  to  send  my  special  prices. 

F.  BLOUIN  


Manufacturer  of  BOOTS,  SHOES,  MOCCASINS 


If  you  wish  a  deep  and  bold  embossing 
effect  and  a  fast  working 
Machine,  take  the 


Moenus  Altera 

TYPE  1910 

Beware  of  weak  imitations. 


95 


I  Yearly  Output  200  Altera  Machines. 


Write  for  the  prices  to  the 


MOENUS  MACHINE  WORKS 

FRANKFURT  ON  MAIN,  GERMANY 
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We  have  just  recently  registered  a  new  combination 
hockey  and  skating  boot  that  should  prove  a  win- 
ner. It  is  called  the  2  in  1  Hockey  and  Skating 
Boot,  and  has  the  patented  steel  protected  toe. 
Cuts  are  now  being  made  of  this  boot,  and  will  be 
shown,  together  with  our  Double  Laced  Hockey 
Boot,  in  next  issue  of  Shoe  and  Leather  Journal. 


The  Doctor's  Antiseptic  Shoe  is  now  being 
made  on  three  distinct  lasts.  The  two  new  ones 
on  the  Orthopedic  and  Gibson  lasts  are  being 
made  to  supply  the  increasing  demand  for  a  lighter 
weight  shoe  for  town  and  city  wear.  They  have 
all  the  special  features  that  made  such  a  sale  for 
the  Doctor's  Antiseptic  in  the  past.  See  our 
advertisement  in  next  issue. 


TEBBUTT  SHOE  AND  LEATHER  CO. 

THREE  RIVERS      -      -       -  QUEBEC 
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Doubtful  Tactics  in  Shoe  Retailing 

Advertising  Methods  of  Brockton  Shoe  Co.,  Toronto,  Evidently  Intended  to  Mislead  the  Public 
in  Both  the  Make  and  Worth  of  Its  Footwear— Some  Exaggerated  Claims  That  Call 
for  Criticism  in  Interest  of  Canadian  Retailers  and  Manufacturers. 


The  great  American  shoe. 

Brockton  shoes  cannot  be  duplicated  beyond  our  doors  for  five  dollars.    They  go  direct 

to  you  from  the  factory. 
The  Brockton  shoe  for  men  is  in  a  class  by  itself. 
Best  shoe  in  the  world  (with  illustrations  of  Brockton  factories.) 

Brockton  shoes  are  made  from  the  centre  of  the  hide.  Each  shoe  is  carefully  examined 
before  it  is  sent  out  of  the  factory.   Each  shoe  is  guaranteed. 

Our  product  is  the  standard  of  excellence  the  world  over  in  men's  shoes. 

The  Brockton  shoe  is  known  the  world  over  as  the  best  product  in  that  line  on  the  mar- 
ket, and  Brockton,  Mass.,  is  known  as  the  greatest  men's  shoe  manufacturing  town 
in  the  world. 

To  the  citizens  of  Brockton,  Mass.,  the  shoe  industry  means  their  daily  bread,  and  nat- 
urally their  one  ambition  is  to  make  the  standard  of  their  output  the  best  in  the 
world. 

Best  shoe  in  the  world— $3 -5o— no  more,  no  less. 

Write  for  our  new  catalogue  of  Brockton  shoes.  The  Brockton  cannot  be  duplicated  for 
five  dollars.    We  are  selling  a  regular  five  dollar  shoe  for  three-fifty. 


The  foregoing  announcements  constitute  some  of 
the  suggestive  and  highly  colored  expressions  that 
have  been  made  in  newspaper  advertisements  by  the 
Brockton  Shoe  Company,  Limited,  119  Yonge  St,  Toronto. 
From  its  nature  and  phrasing  the  casual  reader  would  infer 
that  all  the  shoes  sold  by  this  company  were  the  product 
of  factories  in  Brockton,  that  hive  of  men's  footwear  in  the 
thriving  Massachusetts  city.  Owing  to  the  misleading  and 
illusive  character  of  this  advertising,  the  Shoe  and  Leather 
Journal  believes  it  advisable  in  the  best  interests  of  the  re- 
tail trade  of  Canada  to  point  out  some  of  the  fallacies  and 
loop  holes  in  this  form  of  publicity.  \ 

The  establishment  in  question  has  a  perfect  right  to  do| 
business  under  whatever  name  it  chooses.  No  fault  can  bel 
found  with  the  term  or  title,  "Brockton  Shoe  Company,? 
Limited."  It  is  understood  it  has  been  duly  registered  and,, 
therefore,  meets  all  the  requirements,  legal  and  otherwise,  in 
this  respect,  but  it  is  to  other  features  that  attention  should 
be  directed. 

The  advertising  and  illustrations  all  tend  to  convey  the 


impression  that  the  shoes  disposed  of  by  this  company  are 
made  in  Brockton,  Mass.  So  far  as  the  Shoe  and  Leather 
Journal  has  been  able  to  learn  from  a  diligent  inquiry, 
while  a  few  cases  may  have  been  imported  from  Brockton, 
Mass,  at  some  time  and  sold  as  the  genuine  article,  the  bulk 
of  the  stock  and  the  output  that  has  lately  been  offered  to 
the  public,  have  never  had  a  speaking  acquaintance  with  the 
great  centre  of  America. 

Advertising  to  be  effective  and  win  confidence  should, 
at  least,  be  truthful.  The  reader  will  observe  how  artfully 
worded  all  the  literature  sent  out  by  the  Brockton  Company 
is  by  the  injection  of  such  terms  as  "The  Great  American 
Shoe,"  "Brockton  Shoe  is  known  the  world  over,"  "Brock- 
ton, Mass,  is  known  as  the  greatest  shoe  manufacturing 
town  in  the  world,"  etc,  featured  by  illustrations  of  great 
Brockton  factories. 

The  force  of  these  statements  is  admitted  by  retailers, 
and  the  wording  of  the  literature  would  be  proper  and  hon- 
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est  in  every  detail  if  the  shoes  came  from  Brockton,  Mass. 

Not  Selling  Genuine  Brockton,  Mass.,  Products. 

But  right  here  is  where  deception  and  misrepresenta- 
tion creep  in,  and  purchasers  are  not  getting  Brockton, 
Mass.,  shoes.  If  such  were  the  case  there  would  be  no 
ground  for  complaint  or  exposure  of  the  duplicity  of  the 
Brockton  Shoe  Company,  who  are  not  selling  genuine 
Brockton,  Mass.,  shoes,  and  never  have,  so  far  as  the  Shoe 
and  Leather  Journal,  after  an  exhaustive  investigation, 
can  ascertain.  On  behalf  of  the  hundreds  of  upright  retail 
shoe  merchants  who  are  disposing  of  footwear  of  honest 
value  and  merit,  and  not  under  false  meanings  and  pre- 
tensions, it  is  surely  time  that  some  light  was  shed  on  the 
illusive  publicity  practised  by  the  Brockton  Shoe  Company. 

The  B  r  o  ck  t  o  n, 


Company  who  pays  $3.50,  and  believes,  according  to  the 
fallacious  advertising  of  the  company,  that  he  is  getting  a 
shoe  worth  five  dollars  and  made  in  Brockton,  Mass.,  is 
being  "stung."  The  quality,  the  workmanship,  and  the 
materials  are  not  there  to  the  extent  and  value  represented 
in  any  five-dollar  shoe  sold  by  the  average  Canadian  re- 
tailer who  is  content  with  a  fair  profit  and  gives  the  pub- 
lic a  fair  return  for  its  money. 

Some  Skilful  Phrasing. 

In  other  announcements,  the  Brockton  Shoe  Company, 
by  clever  play  on  words  and  skilful  phrasing,  intimate  that 
$3.50  is  the  proper  value  to  pay  for  a  shoe;  that  any  con- 
sumer that  hands  over  more  than  this  figure  is  not  getting 

full     return     for  his 


Day  of  "Free  Shoes" 

EVERY  TWELFTH  PAIR  FREE  TO  THE  CUSTOMER 


In  order  to  introduce  our  "SPRING  STOCK"  of  "BROCKTON"  ihoea  we  are  making  an 
exceptional  offer  to  all  purchasers  of  them  Saturday.   You  can  figure  that  we  are  running 
very  close  to  the -edge  with  this  offer  because  we  are  selling  a  regular  five 
dollar  shoe  at  Three-fifty.   Her  '<  the  offer: 

Every  twelfth  pair  of  shoes  sold  Saturday  and  indicated  on  the 
cash  register  by  the  customer's  ticket  will  be  given  to  the  man 
with  the  ticket. 

One  Customer  in  Every  Twelve  will  get  a 
Pair  of  "Brockton"  Shoes  Absolutely  Free 


To  tka  eitiien*  of 
Brockton,  Mill., 
the  ihoB  Industry 
meant  their  daily 
bread,  and  natur- 
ally their  one  am- 
bition la  to  make 
mv  standard  of 
thalr  output  the 
beat  on  the  market 


Mass.,  shoes  may  be  the 
best  shoes  in  the  world, 
but  certainly  the  flashy 
productions  palmed  off 
on  the  unsuspecting 
purchaser  as  the  true 
'Brockton,  Mas  s., 
make,"  are  not. 

Another  Bold  Claim. 

To  boldly  proclaim 
that  it  cannot  be  dup- 
licated for  five  dollars 
is  equally  deceptive  and 
exaggerated.  The  crea- 
tion which  the  Brockton 
Shoe  Company  are  sell- 
ing the  people  is  not 
worth  a  cent  more  than 
$3.50 — the  price  asked 
—and  appears  rather 
doubtful  value  even  at 
this  figure. 

It  is  the  hidden 
worth  in  a  shoe  which 
counts  for  good  work- 
manship and  merit — the 
important  inside  facts 
which  cannot  be  seen 
by  the  average  buyer 
and  are  perhaps  un- 
known to  him.  It  is 
here  that  work  is 
scamped  and  shoes  turn- 
ed out,  which  are  os- 
tensibly of  good  quality 
and   craftsmanship,  but 

on  an  analysis,  are  found  to  be  of  a  cheap  and  flimsy  nature. 
Here  is  where  the  so-called  "Brockton"  shoe  advertising 
by  its  verbal  disguises,  focls  the  unknowing. 

The  Shoe  and  Leather  Journal  makes  the  statement 
that  the  bulk,  if  any,  shoes  offered  by  the  Brockton  Shoe 
Company  are  not  made  in  Brockton,  Mass.,  but  the  term 
is  fatuously  employed  to  mislead  the  public  by  trading  on 
a  name  that  is  world-wide  for  its  reputation,  that  stands 
for  worth,  quality  and  superior  workmanship  and  repre- 
sents the  acme  of  style,  service  and  wear.  Frankly,  every 
purchaser  of  a  "Brockton"  shoe  from  the  Brockton  Shoe 


MEN'S  SHOES  ONLY 


e  are  running 


A  aboe  that  u 
made  from  the 
heart  of  th»  hide, 
built  on  th«  Good- 
yur  wait  erttcm, 
designed  from  the 
itteat  Uito,  nbso- 
rulely  the  right 
■ho*  at  the  right 


The  "  BROCKTON  H  is  faailt  on  the  celebrated  "  Goodyear  Welt"  System— than  which  there 
is  no  better  thing  in  all  f  Shoedom.' 

Even  apart  from  this  offer  we  with  to  imprest  you  with  the  fact  that  the  occasion  it  to  place 
before  you  our  complete  stock  of  ' '  Brockton  Shoes  * '  for  Spring.  You  know  the  '  'Brockton ' ' 
-.-Ike  shoe  worn  by  well-dressed  men  the  world  over  ? 

Saturday  is  the  day  for  free  "shoes.  With  every  twelfth  pair  sold  we  give  a  "paid 
check  "  which  is  tossed  out  automatically  by  the  cash  register.  A  gong  m  the  store 
will  announce  this. 

"  Brockton  Shoes''  cannot  be  duplicated  beyond  our  doors  for  five  dollars.  They  go 
direct  to  you  from  the  factory. 

BROCKTON  SHOE  CO.,  Limited 

119  Yoftge  Street    -  -    Just  North  of  Adelaide,  East  Side 


money,  and  that  he  is 
either  ignorant  of  what 
it  costs  to  produce  the 
best  shoe  or  he  is  giving 
the  retailer  an  undue 
profit,  and  that  cash 
over  and  above  the  sum 
of  $3.50  represents  so 
much  undeserved  mar- 
gin for  the  retailer. 

Another  catch 
clause  is  "Direct  from 
factory  to  you."  Scores 
of  reputable  Canadian 
shoe  manufacturers  sell 
direct  to  the  trade,  but 
the  reader  of  Brockton 
Shoe  Company  an- 
nouncements is  led  to 
believe  that  on  good 
Canadian  footwear  two 
or  three  profits  are  ex- 
acted and  demanded  be- 
fore the  consumer  ob- 
tains the  goods. 

Another  Illusive  Method 

In    the    window  of 
the  Brockton  Shoe  Com- 
pany there  was  recently 
displayed  a  large  map  re- 
presenting the  different 
centres  where  the  pro- 
duct of  the  factories  of 
Brockton,     Mass.,  are 
shipped  and  sold.  Lines 
indicated  that  some  of  the  output  found  its  way  to  To- 
ronto, but  no  direct  statement  was  made  to  that  effect  and 
the  inference  conveyed  is  far  from  being  accurate. 

To  say  that  the  so-called  "Brockton"  shoes  cannot  be 
duplicated  beyond  the  doors  of  the  Brockton  Shoe  Com- 
pany for  five  dollars  is  to  hazard  an  assertion  that  will 
not,  for  one  moment,  bear  out  the  claim.  Perhaps  a 
comparison  of  a  "Brockton"  shoe  and  a  regular  line  in 
patent  leather  that  retails  at  five  dollars  in  any  ordinary 
store  in  Canada  may  prove  interesting. 

Here  is  an  analysis  which  speaks  for  itself,  and  it  will 
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THE  GREAT 
AMERICAN  SHOE 


be  seen  from  a  comparison  of  "ingredients"  that  the  ad-  ing  done  every  day  and  a  retailer  does  not  have  to  offer  it 
vantage  is  all  on  the  side  of  the  five-dollar  production.  to  the  public  as  a  thing  of  special  or  extraordinary  worth 

that  cannot  be  "duplicated  elsewhere  for  five  dollars. 
"Brockton"                      $5.00  Shoe.  "Brockton"  shoes  as  sold  by  the  Brockton  Shoe  Corn- 
Hooks                              Japan                              Celluloid     pany>  Limited,  with  the  exception  of  perhaps  a  few  pairs, 

Eyelets    Celluloid    Celluloid 

Linings    Drill    Duck 

Top   .  Matt.  Cow    Matt  Calf 

Vamp    Patent  Cow    Patent  Colt 

Counter    Shoddy    Leather 

Box  Toe    Leather    Leather 

Insole  Leather  and  Canvas  (gem  process)   Leather 

Sole  Filler    Cork  Dust  Tarred  Felt 

Heel    Half  Shoddy   Solid  Leather 

Trimmings    Pieced    Uniform 

Stitching    Cotton   Silk 

Facing    No  Eyelet  Stays    Stayed 

It  is  also  learned  that  in  some  of  the  shoes  that  have 
lately  been  made  for  the  Brockton  Shoe  Company  felt  is 
being;  substituted  for  leather  in  the  box. 


Easter  Shoes  for  Men 

It  is  Easter  in  the  "Brockton  Shoe 
Store"  to-day— All  the  new  lasts 
for  the  season  are  on  sale.  All 
made  from  the  best  of  selected 
leather. 

The  "Brockton  Shoe"  for  Men  i.  in  <  class  by  it.elf.  The  "Brockton"  is  made  from 
the  very  best  hidea,  and  only  the  centre  portion!  of  the»e  exclusive  hide,  are  used.  It  is 
mad.  on  the  great  Goodyear  Wek  process  Each  aeason  the  "Brockton  mtroduce.  the 
new  lasts  that  are  copied  by  other  manufacturers. 


NO  LESS 


NO  MORE 

The  Brockion  Shoe"  is  known  the  world  over  »» 
ihe  best  product  in  that  line  on  the  market  and 
Brockion,  Ma-*.  19  known  as  the  greatest  men  a 
shoo  tnanafacturine:  town  in  the  wodi 

The  Brockton  Shoe  Company,  united 

119  VONCE  STREET,  TORONTO 


The  Great 
"Brockton" 
$3.50 

NO  MORE 
NO  LESS 


The  "Brockton"  ia  the  shoe  you  should  buy  for  Spring.  Besides  all  its  other  good 
qualities  it  is  mainly  remarkable  for  the  price  at  which  H  is  sold—  $3.50—  no  more,  no 
leas.    The  "Brockton"  cannot  be  duplicated  for  five  dollara. 

Write  for  our  new  Catalogue  of  "Brockton"  Shoes  for  Spring— it 
goes  with  a  good  order  form. 

THE  BROCKTON  SHOE  COMPANY,  Limited 

1 19  Yonge  Street,  Toronto 


The  Savings  Effected. 

Any  one  conversant  with  the  stock  and  workmanship 
that  enters  into  high-grade  footwear  for  men,  will  observe, 
from  the  foregoing  dissection  of  the  shoe  which  the  Brock- 
ton Company  declare  equals  in  value  of  any  regular  make 
retailing  at  five  dollars,  is  produced  from  sixty  cents  to  a 
dollar  less  in  actual  cost  or  expenditure. 

The  Shoe  and  Leather  Journal  ventures  to  say  that 
there  is  not  a  manufacturer  in  Canada  that  cannot,  or  will 
not,  undertake  to  make  the  same  type  of  boot  for  men  from 
the  materials  used,  market  it  at  three-fifty  per  pair 
retail,  and  earn  for  himself  a  gcod  living  profit.    It  is  be- 


which  are  imported  as  a  matter  of  protection,  are  made  in 
Canada,  are  not  the  product  of  any  one  of  the  several  fac- 
tories of  Brockton,  Mass.,  and  are  being  sold  with  the  aid 
of  misleading  and  deceptive  advertising.  The  value  is  not 
what  it  purports  to  be  as  set  forth  in  the  alluring  literature 
of  the  Brockton  Shoe  Company,  Limited. 

Welfare  of  the  Trade. 

To  herald  this  footwear  as  being  incapable  of  duplica- 
tion in  Toronto  or  elsewhere  for  five  dollars  is  not  in  the 
best  interest  of  the  Canadian  manufac- 
turer, retailer   or   purchaser.    As  al- 
ready pointed  out,  it  is  for  the  reason 
the  "Brocktcn"  shoes    are   not  made 
where  the  name  and  advertising  would 
imply,  and  are  not  up  to  the  standard, 
worth   and  build   that   the  Brockton 
Shoe  Company  would  induce  the  pub- 
lic to  believe,  that  certain  facts  have 
been  drawn  attention  to  and  comment- 
ed upon  by  the  Shoe  and  Leather 
Journal,  which  is  the  enly  exclusive 
publication  of  the  trade  in  Canada.  At 
all  times  it  seeks  to  uphold,  protect  and 
safeguard  the  mutual  welfare  and  co- 
operative interests  of  the  manufactur- 
ers and  retailers  of  the  Dominion  who 
are  endeavoring  to  do  business  upon  a 
fair,  square  basis,  and  with  a  reason- 
able profit.  For  any  company  by  means 
of  its  advertising  policy  to  intimate 
that  the    public    is    getting  a  "great 
American    shoe"    of   five-dollar  Can- 
adian value  for  three  dollars  and  fifty 
cents,  is  a  species  of  mercantile  practice  and  procedure 
that  calls  for  exposure  and  criticism,  no  matter  from  what 
quarter  such  misrepresentation  emanates. 


PROPOSITION  FOR 
A  WORLD  FAMOUS 
SHOE  $3.50 

We  have  a  new  cata- 
logue just  issued  which 
enables  you  to  purchase 
by  mail  the  very  latest 
design  of  a  shoe  for  men 
at  the  wholesale  price. 
Every  shoe  is  a  new  last 
and  goes  to  you  direct 
from  the  factory. 

Brockton  Shoes  are 
known  in  everv  country, 
where  men  wear  shoes, 
as  the  best  mide  both 
for  style  and  quality. 
Brockton,  Mass.,  is  the 
largest  shoe  manufactur- 
ing town  in  the  world. 
Write  for  oar  Nea  Catalogue 

BROCKTON  SHOE  CO. 

LIMITED 

119  Yonge  St.  -  -  Toronto 
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New  Fall  Footwear  Lines 

What  Canadian  Makers  are  Presenting  in  Girls',  Misses'  and  Youths' — More  Buttons  in  Men's  Line — 

Napoleons  will  be  Popular — Some  Smart  Ideas. 


The  styles  and  models  in  fall  footwear  for  Canadians, 
to  which  reference  was  made  at  some  length  in  the  last  issue 
of  the  Shoe  and  Leather  Journal,  are  appealing  strongly 
to  the  retail  trade,  both  for  their  novelty  in  many  respects 
and  for  the  splendid  work  and  worth  embodied  in  the  pro- 
ducts. 

Canadian  manufacturers  have  certainly  vied  with  one 
another  in  representative  and  splendid  selections,  embrac- 
ing features  to  please  every  class  and  human  need.  Retail- 
ers unite  in  praise  of  what  the  makers  are  presenting  and 
consumers  will  be  hard  to  satisfy  if  they  are  not  shod  this 
fall  and  winter  to  the  gratification  of 
themselves  and  their  friends.  Even  in  in- 
fants', children's,  youths'  and  misses',  young- 
men's  and  college  girls'  lines  there  are  of- 
ferings that  open  the  eyes  of  the  younger 
element  when  they  look  around  fcr  some- 
thing that  will  meet  their  tastes  and  ex- 
actions for  wear  this  autumn  and  winter. 

Lasts  on  children's  shoes  do  not  change 
much,  but  some  effective  patterns  are  pro- 
duced. An  infants'  button  Napoleon  is  a 
pretty  creation,  with  patent  vamp,  white 
calf  quarters  and  patent  collar.  This  line 
is  also  being  shown  in  red,  blue,  dull  and 
chccolate  kid. 

An  infants'  all  patent  blucher  with  a 
white  collar,  is  very  nice.  All  have  close 
edge  and  short  vamp,  just  like  the  show- 
ing of  the  leading  makers  in  women's  fall 
styles.  A  number  of  children's  and  girls' 
are  made  in  tan,  and  others  come  in  all 
patent.  The  juvenile  heels  in  most  in- 
stances are  low. 

In  women's  shoes  a  vici-kid  on  a  bun- 
icn  last  is  shown  by  one  manufacturer,  which,  for  wear  and 
comfort,  cannot  be  excelled.  Some  balmorals  have  a  plain 
rubber  lift  on  the  heel.  Other  creations  are  patent  with 
a  brown  velvet,  suede  or  fabric  tops. 

Very  High  Cut  Shoes. 

Neat  and  artistic  are  the  showings  in  Napoleons,  trooper 
or  roadster  shoes,  which  come  from  eight  to  ten  inches  in 
height  in  button,  blucher  and  lace.  They  are  made  of  win- 
ter calf,  chrome  tan,  patent,  velour,  gunmetal,  box-calf,  some 
having  viscolized  soles.  Entirely  waterproof  trooper  shoes 
are  popular  for  late  fall  and  winter  wear.  They  have  short 
vamps  and  Cuban  heels.  Some  possess  a  seamless  fox  and 
others  plain  quarters.  The  patent  and  colored  effects  are 
handsome,  while  now  and  then  silk  tassels  add  a  dainty 
touch  to  the  attractiveness. 

In  girls',  misses'  and  youths'  culture  shapes  are  being 
maintained.  The  toe  of  all  the  principal  lasts  is  of  the 
orthopedic  type,  so  that  growing  feet  will  in  no  way  be 
cramped,  common-sense  principles  being  observed.  Blucher 
and  button  are  about  equally  popular,  but  the  button  shoe 
is  rapidly  forcing  its  way  to  the  front.     Some  slant  and 


curved  tops  are  seen  among  the  samples  in  misses'  wear.  In 
lace  goods,  brass  and  celluloid  eyelets  are  employed.  Ex- 
treme novelty  lasts  are  avoided  for  younger  wrearers.  A 
child's  patent  with  a  gun  metal  tip  is  a  novelty  exhibited  by 
one  manufacturer. 

Classy  Things  for  Young  Men. 

For  young  men  the  roomy,  thick  abrupt  toe,  some  show- 
ing a  receding  effect,  has  evidently  come  to  stay.  Winter 
calf  is  largely  employed  linked  with  viscolized  soles.  There 
appears  an  increasing  desire  for  something  that  will  shed 
water,  and  wet-resisting  soles  and  upper 
stock  are  more  and  more  coming  to  the  front. 

There  are  a  certain  number  of  persons 
who  strenuously  object  to  carrying  an 
umbrella  in  rainy  weather,  and  there  is  a 
correspondingly  large  contingent  of  males 
who  will  not  be  bothered  wearing  rubbers. 
For  this  class  there  are  any  number  of 
heavier  goods  shown  that  will  in  every  way 
meet  their  demands.  Straight  insides,  high 
arch,  military  heels,  dull  double  soles, 
straight  or  seamless  fox,  blucher  and  but- 
ton, some  with  tuxedo  pattern  and  rope 
stitching,  are  seen  among  the  natty  offer- 
ings for  cold  weather  wear.  Scolloped 
stitching  on  the  tip  is  a  novelty  and  diamond 
perforations  are  also  seen  in  some  dressy 
samples.  Chocolate  and  tan  linings  are  a 
good  deal  in  evidence. 

A  general  summing  up  indicates  all 
lines  of  Canadian  manufacturers  for  the 
fall  season  as  showing  dignity  and  dis- 
tinction, combined  with  more  quality  and 
style  than  at  any  previous  period  in  the 
development  of  Canadian  shoe  making.  The  models  are 
calculated  to  meet  the  tastes  of  the  most  fastidious.  Ex- 
pert designing  and  workmanship  are  recognized,  avoiding 
flashiness  and  ostentation  on  the  one  hand  and  on  the  other 
being  correct  and  faultless  from  the  viewpoint  of  snap,  ap- 
pearance and  materials. 

Buttons  in  Men's  Lines. 

In  men's  high-grade  shoes  there  a  great  many  more 
buttons  shown  than  formerly.  There  is  no  disposition  yet 
to  unreasonably  increase  the  number  of  buttons,  as  has  been 
done  in  many  samples  of  women's  shoes,  in  which  14,  16 
and  18  buttons  are  now  numerous. 

From  five  to  seven  buttons  continue  to  be  the  usual  thing 
in  men's  buttoned  shoes.  In  many  good  grade  samples,  the 
buttons  are  no  longer  uniformly  spaced  but  are  placed  close 
together  as  far  as  the  instep,  then  spaced  wider  apart  to  the 
top  of  the  shoe.  For  example,  a  five-button  boot  is  so  spaced 
that  the  first  three  buttons  occupy  no  more  length  on  the 
button  fly  than  the  upper  two.  In  the  seven-button  shoe  the 
lower  three  buttons  are  spaced  fairly  close,  each  of  the  four 
buttons  above  being  a  little  farther  apart. 
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Patent  colt,  Derby  last,  tuxedo  pattern,  matt 
calf  top,  high  bold  toe.  Presented  by  the 
W.  B.  Hamilton  Shoe  Co.,  Toronto. 


Winter  calf  blucher,  high  rounded  toe,  creased 
vamp,  military  heel.  Presented  by  the 
Minister- Myles  Shoe  Co.,  Toronto. 


Patent  colt,  button,  full  foxing,  military  heel, 
matt  calf  or  cravenette  top,  high  toe, 
slight  swing.  Presented  by  the  Minister- 
Myles  Shoe  Co.,  Toronto. 


SOME  STYLES  BEING  SHOWN. 


Patent  leather,  button,  short  vamp,  slant  matt 
top,  half  wing  tip,  Cuban  heel.  Presented 
by  the  Relindo  Shoe  Co.,  Toronto. 


Stage  last,  high  arch,  patent  colt,  matt  top, 
low  curved  foxing,  Cuban  heel.  Presented 
by  Walker,  Parker  &  Co.,  Toronto. 


4o 
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No.  4 


No.  2 


No.  6 


No.  7 


Men's  Standard  Styles 


There  was  held  in  New  York  city  a  few  weeks  ago  a  con- 
vention of  American  Shoe  Manufacturers,  and  committees  of 
the  Association  were  appointed  to  select  for  men  and  women 
eight  styles  of  shoes  that  would  be  more  or  less  standard,  and 
would,  to  a  certain  extent,  eliminate  "freak"  or  extreme  novel- 
ties. .  2  .  . 

It  was  not  the  intention  of  the  committees  to  restrict  any 
maker  from  putting  into  his  samples  any  designs  that  he  de- 
sires but  merely  to  promote  certain  styles  and  influence  the 
patterns,  so  that  leading  retailers  might  combine  in  buying 
what  would  be  acceptable  and  fashionable,  as  recommended 
by  the  styles  committees  and  endorsed  by  the  Manufacturers 
Association.  . 

There  were  two  sub-committees,  one  dealing  with  the 
makers  of  men's  footwear  and  one  with  women's,  and  they  re- 
solved that  eight  designs  of  men's  and  women's  shoes  for  fall 
and  winter  should  be  selected  as  representative  of  what  would 
prove  satisfactory  to  the  largest  number  of  retailers  m  all 
parts  of  the  country.  . 

These  styles  have  been  illustrated  and  described  m  cir- 
cular letters  sent  to  every  shoe  merchant  in  the  United  States, 
while  several  dealers  in  Canada  have  received  copies.  Posters 
have  also  been  issued  illustrating  the  eight  styles  and  on 
each  is  the  endorsement  of  the  styles  committees  of  the  Manu- 
facturers' Association. 

The  eight  selections  for  men  appear  m  the  illustrations  on 
these  pages,  and  the  manufacturers  believe  that  the  lasts  and 
patterns  will  meet  with  favor  in  all  sections.  Here  is  a  brief 
description  of  each. 

No.  i.  A  straight  last  with  a  medium,  wide,  easy  round 
toe  with  some  spring  and  carrying  a  heel  I  to  i}4  inches s  high. 
It  is  proposed  to  make  this  style  in  all  staple  leathers,  it  will 
be  illustrated  as  a  patent  Bal. 

No  2  The  last  selected  for  the  new  York  trade  and  other 
big  cities  where  ultra  effects  are  wanted,  is  a  straight  one  with 
a  flat  forepart  and  receding  toe.  This  style  is  intended  tor 
street  wear  and  is  to  be  made  in  button  or  Bal.  patterns,  lhe 
style  to  be  illustrated  by  the  committee  will  be  a  button  boot 
made  of  dull  calf.  . 

No  3  One  of  two  lasts  selected  for  dealers  m  the  \\  est 
is  what  might  be  called  a  semi-freak  shoe.  The  shoe  will  have 
a  medium  round  high  toe  with  not  too  extreme  expression,  with 
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No.  5 


Fall  and  Winter  Wear 

£3 

a^^:~h?MsV  will  be  the  old-time 
Waukenphast  last,  having  a  wide  toe  with  some  spring  and 
easy  lines  all  over,  and  made  with  a  i-mch  heel  Th  is  shoe 
typifies  comfort  and  is  generally  made  as  a  kid  bal.  1  his  style 
will  be  illustrated  as  a  kid  bal.  ...  h 

No  t  A  swing  last  of  the  "El  Sud  type,  which  nas 
oroven  so  popular.  This  last  has  a  full  outside  tread,  high  toe, 
Straight  inside,  and  is  made  with  a  heel  I*  inches  high.  The 
st vie  to  be  illustrated  will  be  a  Bal. 

7  No.  6.  The  last  selected  is  one  of  the  pronounced .high toe 
"freaks  "  which  has  caught  on  so  strongly  in  the  West.    1  he 
la  t  that  the  committee  will  recommend  has  an  extreme  wide, 
hghtly  receding  toe,  short  forepart,  high .  arch  and  * ank 
carrying  a  high  heel  and  not  too  square  sides.    This  shoe  will 

Ha  Illustrated  as  a  gun  metal  blucher  boot. 

be  ilk  str  tedas  ^  ^  ^  a  medium 

round  toe  with  full  outside  swing,  square  outside  shank  and 
wT  car?y  a  i-inch  heel.    The  style  to  be  illustrated  will  be  a 

heaVNoa8n  S  gen^^yle °  The  last  chosen  is  a  straight  one 
known  as  tlAondon  toe,  having  quite  a  little  spring  m  he 
forepart  and  carrying  heel  I  to  t%  ^L  'tot 
will  be  illustrated  as  a  patent  leather  button  boot 

In  selecting  the  styles  every  big  centre  m  the  shoe  maus 
trv  is  represented  and  a  style  from  each,  Eastern  as  well  as 
Westemf  wiU  be  shown  among  the  illustrations  of  men  s  and 
women's  shoes. 

Summary  of  Styles  Selected. 

Erom  the  description  given  of  the  lasts  selected  for  men  s 
shoi  1  be  observed  that  the  committee  has  recommended 
three  general  styles  of  lasts  which  have  been  m  use  foi  a 

t  STiTttlJr  senior 
a  staple.  The  same  is  practically  true  of  No.  2,  chosen  foi 
the  fine  trade  in  New  York  and  other  big  cities 

From  this  it  will  be  noted  that  five  styles  oi  moie  tnau 
one-half  of  *e  number  approved  by  the  committee  are  wha 
may  be  fairly  called  staples,  while  Nos.  3,  5  a nd  6  a  e  o  «ie 
"freak"  order,  having  high  toes,  high  shanks,  and  high  heels. 
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Current  Comments 

On  Trade  Conditions  and  Matters  of  Vital  Interest  to  the  Manufacturer,  the  Wholesaler, 

and  the  Retailer  of  Boots,  Shoes  and  Accessories  all  over  Canada. 

HOW  IS  BUSINESS?  the  promoter  is  doing  his  best  to  offset  the  splendid 

Just  now  those  engaged  in  commercial  pursuits  results  promised  by  our  mining  interests  in  the  East, 

are  most  concerned  with  what  the  next  two  or  three  One  has  only  to  read  the  daily  papers  to  realize  the 

months  will  develop.    Everybody  seems  to  have  built  tremendous  efforts  being  made    to    encourage  the 

upon  the  expectation  that  spring  trade  this  year  would  gambling  spirit, 
be  unusually  active.    So  far  the  untoward  weather  has 

been  a  somewhat  serious  hindrance  to  the  movement  FULL  IN  STATES? 

of  spring  stocks,  but  there  seems  to  be  universal  con-  Rumors  come  of  a  little  hesitation  in  the  pro- 

solation  in  the  hope  that  once  the  cold  weather  is  over  §'ress  of  industrial  expansion  in  the  United  States, 

business  will  pick  up.    It  is  generally  the  case  that  Reports  from  some  of  the  principal  centres  indicate  a 

cold  weather  in  March  and  April  means  more  propi-  slackness  in  the  labor  market  that  must  mean  a  pause 


tious  conditions  for  May  and  June.  Last  year  March 
was  unusually  fine,  and  April  was  more  or  less  sum- 
mery, but  May  was  quite  disagreeable.  Retail  mer- 
chants have  stocked  pretty  freely,  and  unless  there  is 


in  the  growth  that  has  been  in  progress  for  a  consid- 
erable period.  Economists  have  for  some  time  been 
raising  storm  signals,  warning  the  people  against  ex- 
travagance and  over-speculation,    and    pointing  out 


a  pretty  fair  cleaning  up  those  who  are  out  with  fall  that  the  cycle  of  prosperity  has  about  expended  itself, 

goods  will  suffer.    From  what  can  be  learned,  how-  The  withdrawal  of  money  from  regular  industrial  and 

ever,  travelers  are  doing  fairly  well  and  expect  that  commercial  enterprises  for  investment  in  real  estate, 

fall  business  will  exceed  the  average.    Already  a  large  mines>  and  other  speculative  ventures,  has  already  be- 

influx  of  immigrants  has  begun,  and  with  the  enlarged  Snn  to  be  felt  by  tne  country,  and  all  that  is  needed 

interest  in  the  East  as  well  as  the  West,  there  will  be  is  a  little  extra  caution  amongst  small  holders  of  loans 

enough  business  for  everybody.    Wholesalers  report  an(^  depositors  in  banks  and    savings    companies  to 

money  a  little  more  plentiful    than    during    March,  precipitate  a  crisis.    It  is  a  case  of  every  available  dol- 

which  is  an  indication  that   sales   have   taken   on   a  'ar  being  out  and  being  pushed  to  do  the  work  of  two, 

marked  improvement.    What  is  really  making  money  w*tn  tne  danger  always  of  sudden  contraction  causing 

scarce,  however,  is  that  people  are    putting    it    into  Par»ic.    We  are  so  close  upon  the  heels  of  our  cousins 

property.  across  the  line  in  our  feverish  haste  to  get  rich  that 

there  is  no  doubt  that  should  the  pinch  come  there  will 
CANADA  PROSPERING.  be  such  a  break  for  cover  that  the  business  interests 
From  the  budget  laid  before  Parliament  recently  of  the  country  will  suffer.  Taking  Toronto  and  Mont- 
there  is  every  reason  to  believe  that  Canada  has  before  real  as  examples,  enough  money  has  been  taken  from 
her  continued  prosperity  and  development.  Thirty  mil-  business  for  real  estate,  mining,  and  other  speculative 
lions  of  a  surplus  is  quite  a  far  cry  from  the  days  when  purposes  to  mean  a  serious  situation  should  the  banks 
we  were  struggling  to  make  ends  meet.  If  our  reasons  and  loan  companies  put  on  the  screws  as  they  did  four 
for  hopefulness  depended,  however,  upon  a  surplus  of  years  ago.    It  is  astonishing    how    many  prominent 


income  over  expenditure  there  might  not  be  occasion 
for  boisterous  rejoicing.  It  might  happen  that  a  large 
proportion  of  our  income  came  from  duties  on  im- 
ports, indicating  that  we  were  not  fully  taking  care  of 
our  own  needs  in  manufactured  products,  making  us, 
besides,  heavy  creditors  to  our  neighbors.  However, 
as  our  manufacturing  enterprises  are  all  upon  a  pros- 


business  men,  wholesale  as  well  as  retail,  are  dabbling 
in  outside  ventures. 

PARCELS  POST. 

The  express  companies  are  fattening  on  the  pub- 
lic. The  recent  investigation  under  the  auspices  of  the 
Dominion  Railway  Board  brought  out  some  interest- 
perous  lor, ting,  with  more  than  sufficient  employment  ing  revelations  as  to  rates,  and  will,  it  is  expected,  re- 
for  all  clashes  oi  labor,  there  does  not  seem  to  be  much  suit  in  some  relief;  but  the  whole  system  needs  over- 
cause  for  anxiety  in  this  direction.  With  the  opening  hauling  and  reorganization.  If  the  companies  reduced 
up  of  the  West,  the  development  of  our  mines  and  their  rates  they  would  more  than  double  their  business 
other  natural  resources,  and  the  steady  growth  of  our  without  materially  adding  to  their  running  expenses, 
population,  there  ought  to  be  no  immediate  limit  to  In  the  meantime  why  cannot  the  Government  either 
our  expansion.  I  he  only  thing  that  will  bring  about  take  over  the  express  business  or  operate  it  in  connec- 
a  wane  or  even  a  modification  of  present  favorable  tion  with  the  post  office  department?  In  England  the 
conditions  will  be  over-confidence  leading  to  foolish  parcel  post  system  affords  such  convenience  and 
speculation.  In  the  West  there  are  unmistakable  cheapness  that  the  Government  realizes  a  handsome 
ns  of  this  counterpoise  to  prosperity,  and  already    revenue  from  it.    The  present  parcel  rates  in  Canada 
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are  much  too  high,  especially  for  short  distances.  If 
they  were  equalized  the  post  office  would  do  ten  times 
the  business  immediately  at  a  good  profit.  But  in  this 
country  the  idea  of  the  post  office  being  run  on  busi- 
ness principles  and  not  merely  to  carry  "His  Majesty's 
letters,"  does  not  seem  to  have  seized  the  authorities. 
The  Government  has  one  of  the  greatest  money-mak- 
ing propositions  in  sight  if  it  would  only  take  hold  of 
it  and  handle  it  as  any  business  corporation  would. 

THE  BANKING  ACT. 

No  doubt  there  will  be  important  changes  in  the 
Banking  Act  when  it  is  revised  by  Parliament.  While 
our  banking  system  is  fairly  satisfactory,  there  are 
important  respects  in  regard  to  which  improvements 
might  be  made.  In  the  first  place  arrangement  should 
be  provided  for  Government  inspection-experience  has 
taught  us  that  general  managers  and  inspectors  wink 
at  irregularities,  even  if  they  do  not  connive  at  crook- 
edness. Particularly  with  regard  to  the  organization 
of  chartered  banks  should  there  be  the  most  rigorous 
supervision.  There  should  be  no  monopoly  of  the 
banking  business  encouraged  even  by  Government 
restriction,  but  the  public  should  be  protected  against 
high-binders  like  those  who  worked  up  the  Farmers' 
Bank.  Then  there  should  be  some  provision  by  which 
these  institutions  should  not  be  able  to  declare  extra- 
ordinary dividends  or  cover  their  excessive  profits  by 
real  estate  investments,  such  as  has  been  done  in  re- 
cent years  by  the  building  of  expensive  branch  estab- 
lishments all  over  the  country.  In  a  business  where 
competition  is  practically  eliminated  and  Government 
protection  ensured,  the  public  should  be  protected 
against  extortion  as  with  industrial  combines.  Some 
of  these  Government  protected  institutions  are  realiz- 
ing double  the  profits  they  should  be  allowed  to  take. 
Money  should  be  cheaper  than  it  is. 

BUSINESS  ETHICS. 

In  business  the  golden  rule  seems  to  be,  do  to  the 
other  fellow  what  you  think  he  is  going  to  do  to  you, 
but  do  it  first.  The  law  of  the  wild  prevails  in  trade 
to  an  extent  that  even  the  Laymen's  Missionary  Move- 
ment does  not  seem  able  to  assuage.  It  is  often  worse 
than  the  old  Mosaic  law,  "An  eye  for  an  eye,  and  a 
tooth  for  a  tooth,"  for  men  in  business  to-day  seem 
to  want  an  eye  for  a  tooth  and  a  tooth  for  an  eyebrow. 
A  business  man  smiles  when  you  talk  of  returning 
evil  for  good,  and  giving  your  coat  as  well  when  a 
man  demands  your  cloak.  It  is  confessedly  more 
difficult  to-day  then  ever  to  "overcome  evil  with 
good."  Here,  for  instance,  is  a  man  who,  in  an  aopar- 
ently  legitimate  way,  starts  out  to  run  your  business, 
tc  take  advantage  of  your  Christian  forbearance,  to 
leave  you  on  the  street  with  the  fruits  of  your  years 
of  toil  in  the  air.  Is  a  man  justified  in  letting  a  com- 
petitor or  enemy  accomplish  his  worst,  or  is  he  right 
in   attempting  to  "beat  him  at  his  own  game"?  There 


are  men  in  the  world  who  trade  upon  their  neighbors' 
generosity  or  good  faith.  They  glory  in  a  mean  act 
which  fills  their  coffers  and  leaves  penniless  those  from 
whom  their  gains  are  made.  These  men  make  it  ex- 
tremely difficult  to-day  for  even  a  broad-minded 
Christian  man  to  regulate  his  affairs  by  the  "Sermon 
on  the  Mount."  Most  men  would  like  to  see  business 
done  on  the  broad  basis  of  Christian  charity,  but  with 
those  who  realize  the  forces  against  which  they  con- 
tend as  the  "powers  of  the  air  and  rulers  of  wicked- 
ness in  high  places,"  it  is  much  more  a  matter  of 
being  wise  as  serpents  than  harmless  as  doves,  or,  as 
Cromwell  put  it,  "Trust  in  God,  but  keep  your  powder 
dry." 

CHURCH  LAWS. 

In  Canada  there  is  the  widest  liberty  of  conscience 
allowed,  so  that  a  man  may  worship  or  not  in  just  the 
way  he  chooses.  Fittingly,  however,  the  law  is  very 
jealous  of  religious  interference  with  individual  lib- 
erty or  violation  of  the  accepted  principles  of  the  com- 
munity. Thus  it  matters  not  that  the  Mormon  may 
consider  he  has  a  "divine  revelation"  as  to  polygamy. 
If  he  marries  more  than  one  wife  he  is  put  into  jail. 
If  a  man  leaves  one  wife  and  marries  another  he  is 
punished.  The  law  assumes  on  this  subject  the  right 
to  fix  the  standard  of  the  marriage  relation,  and  in  the 
issuing  of  the  license  establishes  that  prerogative.  The 
Roman  Catholic  Church  has  recently  insisted  upon  an 
attitude  that  is  likely  to  bring'  it  into  serious  conflict 
with  the  law  of  the  land,  as  well  as  society.  It  takes 
upon  itself  to  decide  that  members  of  its  community 
who  are  married  by  other  than  its  priests  are  not  leg- 
ally joined  together,  and  claims  their  children  are  ille-  " 
gitimate.  Of  course,  the  law  is  not  affected  by  this 
attitude,  and  those  who  can  produce  evidence  of  the 
marriage  being  performed  can  insist  on  their  rights. 
Meanwhile,  however,  society  is  very  disturbed,  and 
there  is  likely  to  be  more  trouble  for  the  Church  in 
insistence  upon  its  absurd  claim  than  it  can  afford  to 
stand. 

THE  CAMORRA. 

Probably  nowhere  amongst  so-called  Christian 
nations  of  this  age  but  in  Italy  could  such  deeds  of 
violence  be  possible  as  have  been  broug'ht  to  light  by 
the  recent  trial  of  members  of  the  Camorra  or  Black 
Hand  Society.  The  southern  Italian,  and  particularly 
the  Sicilian  of  the  peasant  class,  is  a  low  type.  He  has 
in  his  very  blood  the  spirit  of  the  "vendetta,"  and  life 
to  him  has  a  very  low  value.  From  the  period  when 
the  proletariat  of  Rome  and  Naples  carried  the  infamy 
of  the  emperors  and  nobles  to  the  further  depths  made 
possible  by  abject  brutality,  these  people  of  the  south 
have  used  the  stiletto  and  the  poison  phial  as  a  means 
of  wreaking  vengeance  or  securing  gain.  In  the  days 
of  the  empire  rivals  for  the  throne  of  the  Caesars  dis- 
posed of  each  other  in  this  convenient  way,  and  ever 
since  the  popular  amusement  in  Sunny  Italy  seems  to 
be  man  hunting. 
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Install  a  Trunk  Department 

Why  Pass  By  a  Waiting  Opportunity— Small  Initial  Investment  Required— Very  Little  Space  Needed 

A  Trade-Bringer  for  the  Regular  Lines  Carried. 


Why  is  the  average  shoenian  outside  the  cities — and 
under  this  term  is  included  the  general  merchant  handling 
shoes — content  to  concede  the  trunk  and  leather  goods  trade, 
actual  and  prospective,  in  his  town,  to  the  saddler  or  harness- 
maker?  Or.  if  the  town  shelters  no  such  business,  why  leave 
the  trade  altogether 
undeveloped  or  to  be 
exploited  by  the  mail- 
order houses? 

There  is  hardly 
one  shoeman  in  a  hun- 
dred who  gives  this 
trade  the  attention  it 
deserves.  It  is  gener- 
ally dismissed  with  the 
verdict,  "Nothing  in  it 
for  all  the  trouble  it 
takes,"  "Too  much 
room  needed,"  or  in  like  cavalier  fashion.  But  such  com- 
ments stamp  a  merchant  as  a  decidedly  shallow  thinker. 

The  Prospective  Field. 

Leaving  out  of  the  question  for  the  time  being  the  actual 
trade  being  handled  by  some  competitor,  look  at  the  possible 
field  of  operations.  In  a  town  of  from  1,000  to  6,oco  popu- 
lation— taking  these  figures  arbitrarily — there  are  dozens  of 
business  men  of  all  classes  continually  traveling.  Did  you, 
as  shoemen,  ever  stop  to  figure  out  how  many  suit  cases, 
grips,  or  handbags 
these  men  carry  while 
thus  traveling?  Who 
supplies  this  trade 
Most  likely  some  city 
merchant,  or  perhaps 
the  mail  order  houses. 
They  cannot  get  what 
they  wish  in  their 
home  town,  and  hence 
are  forced  to  give  their 
custom  to  strangers — 
often  against  their 
will. 

Are  you  going  to 
admit,  if  your  neighbor 
saddler  is  in  the  field, 
that  such  articles  fit  in 
better  with  horse  col- 
lars, harness,  and  other 
equine  necessities  than 
they  would  in  a  shoe 
store  ?  Is  not  the  aver- 
age citizen  much  more 
likely  to  enter  your  place  of  business  than  that  of  the  saddler  ? 
Unless  he  has  a  horse  or  is  a  farmer,  the  saddlery  interests 
him  little.  And  yet  such  places  get  nearly  all  the  trade  not 
handled  by  the  city  merchants  or  mail  order  houses.  It  is 
rather  an  adverse  commentary  upon  the  ability  of  the  aver- 


age shoeman  to  grasp  a  waiting  opportunity,  is  it  not? 

Articles  for  Feminine  Use. 

Furthermore,  a  moment's  thought    will   convince  any 
shoeman  that  there  is  a  large  trade  to  be  secured  by  inter- 
esting the  feminine  ele- 
-  ment    of    the  town. 

From  trunks  to  small 
handbags,  the  merchant 
has  a  great  deal  of 
scope  for  effort,  and 
much  room  for  ex- 
pansion. What  woman 
does  not  prefer  a  new 
trunk  to  the  old  affair 
she  has  been  making 
answer  the  purpose  for 
years?  And  it  is  com- 
paratively easy  to  persuade  her  to  purchase  for  shorter  trips 
a  smaller  and  more  easily-handled  steamer  trunk.  It  looks 
natty,  is  less  susceptible  to  accident,  and  keeps  the  con- 
tents much  more  tidy. 

Then  there  is  the  handbag  question.  Here  is  a  large 
field  for  exploitation  in  the  hands  of  the  skilful  shoeman. 
Nothing  pleases  a  woman  better  than  to  be  presented  with  a 
handsome  handbag.  Note  the  opportunity  assured  by  this 
phase  of  the  problem  around  holiday  seasons.  It  can  be 
made  a  mine,  if  properly  handled.    And  there    are  many 

leather  toilet  cases, 
purses,  and  different 
articles  of  such  nature 
that  can  be  added 
as  conditions  warrant. 
There  is  room,  you  see, 
for  indefinite  expan- 
sion. Why,  there  is 
even  a  good  field 
among  the  school  chil- 
dren for  school  bags. 

Retailer  v.  Mail  Order 
House. 

Now  there  is  no 
question  that  much  of 
this  potential  trade 
will  be  secured  by  mail 
order  houses  if  shoe 
retailers  do  not  grasp 
the  opportunities  pre- 
sented. In  fact,  a  great 
deal  of  actual  business 
is  being  handled  by 
these  people  as  it  is.  Why  should  this  be?  They  handle  no 
better  class  of  goods  than  can  the  ordinary  retailer,  if  as 
good.  And  people  have  to  buy  blindly,  taking  the  word  of 
the  house  for  everything.  Even  if  they  be  protected  by  the 
"money-back-if-dissatisfied"  guarantee,   this  will  not  save 
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lost  time  or  disappointment  if  the  goods  be  unsuitable  or 
misrepresented.  Mail  order  houses  have  some  great  ad- 
vantages that  are  denied  smaller  retailers.  But  they  have 
o-reat  and  more  than  compensating  disadvantages  that  give 


retailers  the  whip  hand  if  they  are  live  enough  to  rise  to  the 
occasion. 

Make  Personality  Count. 

Personality  is  a  great  outstanding  factor  in  business  re- 
lationships, but  it  doesn't  operate  by  mail.     The  personal 
equation  is  a  law  of  nature  broader  and  - 
deeper  than  any  business  system  or  locality. 
Your  personality  will  turn  the  scale  in  your 
favor  every  time— if  you  are  the  man  you 
ought  to  be  and  other  factors  in  the  prob- 
lem are  anything  like  equal.    If  you  be- 
lieve in  the  square  deal  under  all  circum- 
stances, are  cheery    and    optimistic,  and 
know  your  business  thoroughly,  you  will 
attract  custom  like  a  magnet.    The  trouble 
with  the  average  merchant  is  that  he  lacks 
confidence  both  in  himself  and  in  his  goods. 
If  you  only  realize  the  powerful  lever  you 
possess  by  virtue  of  being  on  the  spot  and 
bringing  your  personality  to  bear,  the  mail 
order  bogey  will  not  trouble  you. 

Service  Essential. 

The  merchant  who  cannot  score  by 
emphasizing  the  superior  quality  of  the 
service  he  can  render,  as  compared  with  the  mail 
order  man,  is  a  back  number.  For  example,  how 
many  people  have  any  correct  idea  of  size  when  order- 
ing a  trunk?    Many  people  will  order  a  40-inch  trunk  from  a 


mail  order  house,  and  when  they  get  it.  they  have  a  small 
house  on  their  hands-  -a  regular  white  elephant.  By  investi- 
gating the  matter  at  a  retailer's,  they  would  have  found  that 
a  30-inch  or  32-inch  size  is  large  enough  for  nearly  anyone. 
This  is  only  one  example  out  of  many  that  could  be  cited. 
Here  is  where  you  come  in,  and  by  knowing  your  stock  and 
its  possibilities  thoroughly,  you  can  score  knockout  blows. 
Feature  the  fact  that  no  trouble  is  too  great,  nor  any  amount 
of  time  too  long  to  spend  in  suiting  a  reasonable  customer. 
Compare  this  with  the  "pig-in-a-poke"  mail  order  method. 

Buy  Intelligently. 

It  seems  almost  an  anomaly  to  mention  this  factor  of 
success  in  retail  merchandizing,  but  sound  caution  along  this 
line  is  often  conspicuous  by  its  absence.  Don't  allow  your- 
self to  be  stampeded  by  any  salesman  against  your  better 
judgment.  In  launching  any  new  feature,  it  is  better  to 
progress  slowly  but  surely  at  first.  Get  the  "feel"  of  the 
trade  in  the  opening  months,  and  expand  as  conditions  war- 
rant. Avoid  tying  up  too  much  capital  on  the  one  hand,  and 
not  having  a  large  enough  assortment  to  choose  from  on  the 
other.  The  right  sort  of  traveling  salesman  will  be  of  great 
assistance  to  you  in  picking  the  best  lines.  It  is  better  to 
leave  the  other  kind  severely  alone. 

A  good  start,  however,  can  probably  be  made  with  a 
dozen  different  styles  of  trunks  ranging  from  about  $2  to  $5 
wholesale,  or  a  little  more.  Stock  up  with  one  or,  at  most, 
two  sizes  in  each  style,  depending  on  the  space  at  your  dis- 
posal. If  situated  near  the  manufacturer  or  a  distributing 
depot,  one  size  in  each  style  will  do,  ordering  from  catalogue 
for  anything  beyond  this  size.  Of  course,  if  you  have  the 
space  and  the  capital  to  order  more  largely,  well  and  good, 
but  this  is  hardly  the  wise  policy.  Small  capital  and  large 
turnover  should  be  the  motto.  The  same  policy  should  be 
followed  with  suitcases,  clubbags,  ladies'  handbags,  and 
different  accessories,  whether  of  a  toilet  nature  or  otherwise. 
From  $50  to  $100  should  provide  a  small,  compact  stock 
working  on  the  above  basis.  As  stated  previously,  it  will  be 
well  to  take  the  representative  of  a  good  reliable  firm  into 
your  confidence.  His  experience  and  assistance,  if  unsel- 
fishly given,  should  be  of  great  value  to  you. 


Space  Required. 

Many  objections  on  this  score  are  made  to  the  scheme 
of  installing  a  leather  goods  department.  Jones  will  claim 
that  owing  to  the  small  floor  space  of  his  store,  he  has  not  a 
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foot  for  trunks.  Perhaps  he  has  a  high  ceiling.  If  so,  a 
platform  can  be  built  over  the  office  or  in  the  rear  of  the 
store,  just  high  enough  to  hold  a  few  trunks.  Or  a  dry- 
cellar  can  be  utilized  by  erecting  a  strong  skeleton  frame 
in  which  to  put  the  trunks.  In  Smith's  long,  narrow  store, 
they  may  be  run  down  the  centre.  There  are  many  ways 
in  which  unused  space  may  be  used  advantageously  for  this 


purpose.  If  necessary,  a  few  square  feet  will  suffice  for  the 
trunks  piled  one  on  another,  although  this  way  is  not  ideal. 

Suitcases,  handbags  and  other  leather  goods  can  be 
kept  on  spare  shelves,  preferably  with  glass  fronts,  or  in 
any  spare  corner  fitted  up  for  the  purpose,  provided  it  be 
dry  and  clean.  Every  shoeman  will  have  his  own  problems 
to  meet  in  this  particular,  but  a  little  forethought  will  en- 
able him  to  solve  these  satisfactorily.  Owing  to  the  diversity 
of  store  plans,  it  is  impossible  to  do  more  than  point  out  one 
or  two  methods  of  utilizing  spare  space  as  above. 

Feature  the  Value  to  the  Customer. 

Take  the  public  into  your  confidence,  and  let  them  know 
about  your  new  departure.  Use  every  means  of  publicity 
you  know  of,  only  use  them  intelligently.  White  space  is 
not  worth  anything  alone.  It's  what  you  put  into  it  that 
counts.  Get  up  a  series  of  good  gingery  ads.  about  your  new 
department.  Feature  the  value  to  the  customer  of  being 
able  to  make  a  personal  selection  of  the  style  of  trunk  or 
bag  desired.  Not  one  person  in  a  hundred  has  a  correct  idea 
of  size.    Here  is  where  you  come  in. 

Feature  as  well  the  improvement  in  personal  appearance 
occasioned  by  a  natty  club  or  handbag.  Then  why  carry 
around  a  shabby  old-fashioned  affair?  Show  the  difference 
in  convenience  and  appearance  between  a  new  trunk  with 
the  latest  word  in  sub-divisions  and  trays  for  small  articles, 
and  an  old  ramshackle  one-compartment  nuisance.  And  when 
you  have  aroused  desire  in  this  way,  clinch  the  argument  by 
giving  a  brief,  truthful  description  of  the  article,  along  the 
same  lines  you  would  use  in  a  personal  talk. 

The  public  wants  information,  not  mere  general  claims. 
Let  the  goods  talk — and  to  that  end  be  sure  you  yourself  are 
thoroughly  acquainted  with  all  the  talking-points  of  the  ar- 
ticle in  question.    And  be  specific.    Talk  about  one  thing  at 


a  time,  not  about  the  whole  department.  That's  the  only 
sure  way  to  get  results.  Don't  advertise  trunks  and  shoes 
in  the  same  ad.,  if  there  is  a  daily  paper  in  your  town.  In 
a  weekly  sheet  you  may  have  to.  At  any  rate,  be  sure  that 
your  leather  goods  department  gets  regular  attention  and 
a  fair  share  of  advertising  space. 

Follow-up  Matter. 

Circulars  and  mailing  cards  will  also  be  found  a  great 
aid  in  booming  ycur  new  department.  They  should  be  crisp 
and-  descriptive  of  the  articles  advertised,  but  need  not  ne- 
cessarily be  as  brief  as  the  newspaper  ad.  One  merchant,  in 
creating  a  new  department,  sent  an  engraved  card  bearing 
his  name  and  address,  also  a  letterhead  of  like  nature  stat- 
ing his  new  departure,  and  the  service  he  was  prepared  to 
offer,  stipulating  thereon  that  each  person  presenting  one  of 
.he  marked  cards  would  receive  a  discount  of  10  per  cent,  on 
any  article  in  the  new  department.  These  letters  were  mailed 
to  every  possible  customer  in  the  town,  and  made  the  depart- 
ment a  success  from  the  start.  Many  other  ideas  can  be 
worked  out,  by  giving  your  individuality  a  little  scope.  If 
the  trunk  department  is  taken  hold  of  in  the  spirit  outlined 
above,  failure  is  impossible. 

Window  Displays. 

There  is  very  little  attention  paid  to  the  average  leather 
goods  display,  although  there  are  few  lines  that  lend  them- 
selves to  more  favorable  treatment.  Instead  of  piling  trunks 
one  on  another  for  a  background,  and  crowding  the  inter- 
vening space  with  a  motley  array  of  suitcases,  handbags,  and 
smaller  leather  articles,  good  display  schemes  should  be 
thought  out,  showing  some  of  these  articles  put  to  various 
uses.  Get  a  central  idea,  and  make  the  remaining  part  of 
the  display  subservient  to  this  idea.    For  instance,  a  pack- 


ing scene  can  be  shown,  with  trunk  open,  and  various  articles 
of  apparel  ready  for  placing  therein.  With  this  as  a  centre, 
other  traveling  necessities  and  luxuries  can  be  grouped  sys- 
tematically, making  a  strong,  telling  display,  utterly  different 
from  the  stereotyped  trunk  windows.  A  good  show  card 
centrally  placed,  bearing  an  apt  trade  slogan,  will  aid  greatly 
in  making-  the  window  a  business-getter. 
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The  Other  Side  of  Some  Questions 

Removal  of  American  Duty  on  Shoes  Does  Not  Interest  Canadian  Manufacturers— How  Various  Retailers 
View  Different  Methods  in  Bringing  Trade  to  Their  Establishments. 


The  Democrats,  who  are  now  in  the  majority  in  the 
House  of  Representatives  at  Washington,  will,  according 
to  present  plans,  add  materially  to  commodities  going  free 
into  the  United  States.  It  is  said  that  the  duty  will  be  re- 
Imoved  on  over  a  hundred  articles,  as  they  stand  at  present 
under  the  Payne-Aldrich  tariff  law.  The  list  is  declared  to 
be  of  especial  benefit  to  farmers,  and  Canada  is  not  required 
to  give  any  concession  in  return,  so  the  press  despatches 
affirm.  The  bill  will  have  no  effect  upon  the  present  reci- 
procity agreement.  Outside  of  this  pact  it  is  distinctly  stated 
that  both  countries  retain  the  right  to  make  what  additional 
tariff  changes  they  desire.  Hon.  Wm.  Paterson,  Canadian 
Minister  of  Customs,  in  a  recent  interview,  said  that  the 
United  States  do  not  ask  Canada  to  meet  them  on  any  of 
these  changes,  and  the  people  across  the  line  are  entitled  to 
make  what  alterations  they  wish. 

Among  the  principal  items  enumerated  in  the  free  list, 
that  are  of  direct  interest  to  the  shoe  and  leather  trade  of 
Canada,  together  with  the  duties  as  they  stand  at  present, 
I  are:  Leather,  grain,  buff,  and  split,  7-12  per  cent,  ad  val. ; 
leather,  rough  and  sole,  5  per  cent,  ad  val. ;  boots  and  shoes, 
10  per  cent,  ad  val.;  harness,  saddlery,  etc.,  20  per  cent, 
ad  val. 

Several  Canadian  shoe-makers  and  tanners  have  been 
asked  their  views.  The  general  feeling  is  that  the  move 
will  not  benefit  them  in  the  least,  and  they  regard  the  matter 
of  the  free  list  with  comparative  indifference.  The  move- 
ment means  little  or  nothing  to  them  as,  in  the  first  place, 
the  plants  in  Canada  are  not  large  enough  to  compete  with 
immense  American  factories  in  their  own  stronghold. 

"Then  the  Americans  would  never  buy  shoes  from  us," 
remarked  a  leading  Toronto  manufacturer,  "so  long  as  they 
can  get  what  they  require  in  their  own  country.  They  have 
but  little  use  for  Canadian  products  unless  they  cannot  ob- 
tain them  at  home.  Selfishness  is  at  the  back  of  it,  and  I 
know  what  I  am  talking  about.  If  I  sent  a  traveler  over 
there  with  a  line  of  samples  which  might  in  every  way  equal 
theirs,  they  would,  of  course,  view  him  as  a  curiosity  for 
having  the  audacity  and  imprudence  to  make  an  effort  to 
sell  to  Uncle  Sam  anything  made  in  Canada.  They  would 
politely  inform  the  representative  that  they  admired  his  zeal 
more  than  his  discretion  and  he  would  get  a  chilly  reception. 
One  or  two  shoe  manufacturers  in  Canada  have  tried  the 
invasion  of  the  American  field. 

"Here  is  what  a  buyer  for  a  large  establishment  would 
probably  say:  'Yes,  your  samples  are  very  nice  and  the 
styles,  lasts  and  workmanship  are  quite  up-to-date.  I  am 
very  sorry  that  I  have  just  placed  all  our  orders  and  am 
really  not  in  a  position  to  give  any  more.  Besides,  we  can 
get  all  that  we  require  in  footwear  in  Lynn,  Boston,  Balti- 
more, Brockton,  Rochester  and  other  centres.  Oh!  by  the 
way,  there  is  a  place  up  the  street  here  about  two  blocks, 
where  I  think  you  could  show  your  samples  to  advantage. 
You  might  try  there.   They  would  possibly  be  welcomed.'" 

"  'What's  the  name  of  the  place,  did  you  say  ?' 

"Then  the  buyer  would  blandly  smile  at  his  witticism  and 
inform  you  that  the  establishment  two  blocks  away  had  a 


sign  over  the  door  reading  'Public  Museum.'  " 

Another  manufacturer  said  that  last  year  a  representa- 
tive for  a  British  shoe  firm,  who  was  touring  Western  Can- 
ada, went  over  to  Seattle  to  call  upon  a  large  departmental 
store  there.  He  carried  a  few  of  his  choicest  samples  with 
him.  He  made  known  his  mission  and  this  is  the  reception 
that  he  got:  In  a  loud  voice  the  buyer  said  to  the  others 
in  the  department,  "Ccme  here,  boys.  Here  is  a  visitor 
from  across  the  pond  who  wants  to  show  us  some  samples. 
Join  in  and  have  a  look.    It  will  not  cost  you  anything." 

How  different  would  be  the  attention  shown  an  Ameri- 
can in  Great  Britain  !  Edward  Lewis,  president  of  the  Boot 
and  Shoe  Association,  recently  gave  expression  to  the  kind- 
ly attitude  adopted  toward  the  United  States.  He  said 
American  shoe-makers,  when  they  invaded  England,  were 
received  with  open  arms,  theirs  being  a  better  style  of  boots 
than  the  English  make,  "but  we  have  net  only  adopted,  but 
improved,  upon  the  American  style."  Now  English  shoe- 
makers have  come  to  America  to  demonstrate  what  they 
consider  the  superiority  of  British  workmanship.  They  claim 
they  can  make  better  and  cheaper  shoes  than  are  made  on 
this  side  of  the  Atlantic. 

There  are  in  Canada  a  few  large  shoe  houses  and  buy- 
ers who  still  think  that  nothing  good  can  come  out  of  Can- 
adian factories.  This  impression  is  passing  away  slowly  but 
surely,  and  Canadians,  like  the  Britishers,  are  now  able  to 
turn  out  just  as  stylish  and  well  made  lines  as  the  much- 
vaunted  American  goods,  and  are  doing  it  this  very  mo- 
ment. 

Different  Ways  to  Advertise. 

In  the  Shoe  and  Leather  Journal  will  shortly  appear 
several  opinions  on  the  merits  of  newspaper  and  other  kinds 
of  advertising.  These  views  will  not  be  those  of  this  paper, 
which  have  been  presented  from  month  to  month  in  favor 
of  strong,  well  written  and  argumentative  copy,  being  used 
in  the  press,  and  a  liberal  space  being  taken  by  the  retailer. 

A  department  on  retail  ads.,  offering  helpful  sug- 
gestions and  criticisms  has  been,  and  will  be,  a  feature  in 
every  issue.  The  Journal,  has  always  been  a  consistent  ad- 
vocate of  the  policy  of  a  retailer  using  the  daily  and  weekly 
papers  in  furthering  the  interest  of  his  business  and  pro- 
claiming what  he  has  to  offer  the  public  in  values,  styles 
and  selections  of  footwear,  thus  attracting  constant  attention 
to  his  goods  and  store  by  one  of  the  greatest  and  most 
vital  agencies  in  the  selling  problem  of  the  present  day. 

There  are  always  two  sides  to  every  question,  and,  with 
the  views  that  have  been  expressed,  some  shoemen  may  not 
agree.  Recently  one  of  the  largest  retailers  wrote  asking 
for  a  review  of  the  experience  and  opinions  of  confreres 
on  advertising.  He  frankly  stated  that  he  knew  the  views 
of  this  paper  and  that  he  did  not  want  to  learn  them,  but  he 
would  like  to  ascertain  the  sentiment  of  retailers  generally 
on  the  effectiveness  and  profitableness  of  various  means  of 
publicity. 

These  views  have  been  secured  and  will  be  given  from 
a  number  of  leading  shoemen  in  villages,  towns  and  cities. 
They  will  be  presented  entirely  from  their  standpoint. 
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Live  Advertising  in  Shoe  Selling 

Keeping  Everlastingly  At  It  is  a  Cardinal  Necessity— Cumulative  Power  of  Steady  Publicity- 
Small  Ads.  Regularly  Inserted  Sure  to  Win  Trade. 


One  of  the  hardest  things  for  the  average  retail  adver- 
tiser to  understand  is  the  value  of  steady,  persistent  adver- 
tising. Why  this  should  be  the  case  is  hard  to  fathom. 
Smith  will  screw  up  his  courage  to  the  point  where  he  will 
take  a  half-page,  or  even  a  page,  in  the  local  newspaper,  and 
will  then  retire  into  seclusion  for  perhaps  a  month  or  more, 
when  he  will  again  be  heard  from  in  perhaps  the  same  man- 
ner. Or  perhaps  he  will  use  6  or  8-inch  double-column  space 
in  a  daily  newspaper  once  a  week,  and  spend  the  rest  of  the 
week  wondering  why  he  is  not  securing  results.' 

Look  at  it  in  this  way.  If  such  a  merchant  were  to 
open  his  store  doors  one  day  each  week  and  on  the  other 
five  days  were  to  keep  the  doors  locked  and  the  blinds  down 
he  could  not  blame  the  public  for  giving  him  the  go-by — 
and  he  would  not.  But  this  same  man  will  remind  the  pub- 
lic that  he  is  still  in  business  once  or  twice  a  fortnight,  and 
expect  results.  You  will  invariably  find  such  a  man  de- 
cidedly pessimestic  as  to  the  value  of  publicity  in  any  form. 

Xow  look  across  the  street  for  a  moment.  While  Smith 
has  gene  at  the  advertising  proposition  in  a  "steady-by- 
jerks"  manner,  Jones  has  laid  aside  probably  about  the  same 
amount  of  money  to  be  exepended  in  advertising.  Note  how 
he  does  it?  He  starts  off  with  a  little  six-inch,  single-column 
announcement,  carefully  thought  out,  well  written,  and  typo- 
graphically attractive.  He  follows  this  up  with  the  same 
space  used  daily  in  the  same  manner,  each  day,  however, 
specializing  on  one  special  article  or  feature  of  his  business. 
Xow,  Jones  is  not  a  quitter.  Good  results  or  bad,  he  is  con- 
vinced of  the  ultimate  value  of  his  scheme,  and  daily,  week 
in  and  week  out,  he  keeps  hammering  into  the  public  con- 
crete facts  about  his  business. 

The  Persistent  Plodder  Wins. 

What  is  the  result?  Just  the  same  as  when  you  start 
a  little  snowball  rolling  down  hill  on  a  mild  day.  It  gathers 
weight  and  momentum  with  every  turn.  After  a  while, 
people  begin  to  say:  "That  man  Jones  is  certainly  progres- 
sive and  wide-awake."  And  when  something  is  wanted  in 
his  line,  they  go  to  him  almost  as  unconsciously  as  a  duck 
takes  to  water.  Now,  does  Jones  ease  off  any  when  he  gets 
trade  coming  his  way?  Not  that  you  could  notice.  He  keeps 
up  his  steady  gait  day  after  day,  until  one  day  the  good- 
will of  his  business  is  a  mighty  valuable  asset.  You  could 
burn  down  his  store  and  contents  but  he  could  start  up  again 
in  a  week  without  the  slightest  loss  of  trade.  Why?  Be- 
cause the  name  Jones  and  what  it  stands  for  is  known  fav- 
orably by  everyone.  He  is  considered  up-to-date  and  ener- 
getic, and  one  of  the  town's  representative  men. 

Xow,  Smith  made  a  big  splash  occasionally  and  prompt- 
ly dozed  off  again.  You  can  throw  a  big  stone  into  a  mill- 
pond,  and  everyone  will  gape  at  the  noise,  but  the  occurrence 
is  forgotten  a  minute  after.  Smith  made  people  rub  their 
eyes  occasionally,  but  he  was  promptly  consigned  to  oblivion. 
They  forgot  that  he  was  alive.  And  the  remarkable  part 
of  the  whole  affair  is  that  Jones  spent  not  a  dollar  more 
for  advertising  in  the  year  than  Smith. 

Docs  this  seem  like  the  product  of  fancy?  Probablv 


so,  if  you  are  one  of  the  Smiths.  Smith  is  rubbing  his  eyes 
yet,  and  wondering  how  Jones  gets  the  business.  But  men 
like  Jones  are  growing  more  common  every  day,  and  are 
living,  progressive  examples  of  the  value — nay,  the  neces- 
sity— of  steady,  strong  advertising.  The  cumulative  power 
of  such  advertising  is-  marvellous.  Every  piece  of  copy, 
good,  indifferent  or  poor,  is  thus  aided  by  something  over 
and  above  its  own  inherent  value.  It  is  the  most  valuable 
thing  any  advertiser  can  acquire,  and  when  once  secured, 
no  higher  kind  of  success  can  be  attained — it  can  simply 
grow  in  quantity. 

The  mercantile  field  to-day  is  dotted  with  firms  who, 
having  once  decided  upon  an  advertising  plan,  have  stuck 
to  it  through  thick  and  thin,  and  by  virtue  of  sheer  per- 
sistency have  come  out  on  top.  From  a  technical  stand- 
point sometimes  the  plan  was  good,  sometimes  poor;  but 
sooner  or  later,  persistent  effort  has  turned  the  trick,  and 
created  trade  and  good-will  that  nothing  short  of  absolute 
cessation  of  effort  can  finally  wipe  out.  Of  course,  the  bet- 
ter the  advertising,  the  sooner  the  results  desired  are  achiev- 
ed, but  the  main  point  is  the  determined,  steady  effort  in- 
volved. Just  remember  the  story  of  water  dropping  on  the 
rock.  You  know  what  happened.  V  few  drops  wouldn't 
have  done  the  job. 

Value  of  Unique  Typographical  Style. 

Now,  how  can  this  persistency  be  made  even  more 
powerful?  First,  the  retailer  should,  as  far  as  possible, 
select  some  particular  style  of  typography  and  border,  and 
use  these  in  and  out  of  season.  Add  to  this  a  distinctive 
copy  style,  and  you  have  a  combination  hard  to  improve. 
Whenever  possible,  this  display  style  should  be  unique,  as 
well  as  constant,  even  if  it  has  to  be  specially  ordered  from 
a  type  foundry  for  the  purpose.  The  same  applies  to  the 
border  used.  The  resultant  added  attracting  power  will  re- 
turn the  money  spent,  many  times  over.  Then  as  above 
stated,  a  certain  style  can  be  adhered  to  in  writing  copy  as, 
for  example,  the  use  of  short,  terse  paragraphs,  or  snappy 
sentences,  and  the  use  of  much  white  space.  Such  dis- 
tinctive features  cause  people  to  look  for  the  ad.,  which  is 
readily  found,  for  the  same  reason.  They  soon  acquire  a 
tremendous  value  to  the  firm  employing  them. 

Another  thing  is  the  habit  of  using  a  certain  fixed  space 
in  each  insertion,  and  mentioning  one  article  or  merchandiz- 
ing feature  in  each  ad.  Leave  the  department-store-style, 
pot-pourri,  for  the  man  who  does  not  know  better.  This  is 
just  on  the  same  principle  as  you  would  adopt,  if  trying  to 
make  a  bull's-eye  at  600  yards.  You  would  use  a  rifle,  not 
a  shot-gun,  and  as  you  want  to  make  your  suggestions  hit  a 
definite  mark,  by  the  same  token  you  must  taboo  absolutely 
the  department-store  style.  Like  the  shot-gun,  the  charge 
scatters  too  much  to  hit  anything.  If  your  advertising  style 
becomes  noted  for  the  single-feature-each-insertion  idea, 
your  persistency  will  be  rewarded  all  the  sooner. 

It  is  not  to  be  inferred  from  the  above  remarks  that 
you,  as  an  advertiser,  must  use  space  daily  to  succeed.  You 
muse  use  it  regularlv  and  at  stated  intervals. 
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Working  Hard  on  the  Final  Lap 

Rubber  Companies  All  Anxious  to  Close  Business  but  Big  Retailers  Still  Hang  Back— Rumors 

of  Price  Cutting  So  Far  Lack  Confirmation. 


The  selling  forces  of  the  different  rubber  companies  are 
working  tooth  and  nail  during  the  last  few  days  of  the  month 
to  close  business  in  as  large  a  volume  as  possible  for  fall 
and  winter  shoes.  No  radical  changes  have  loomed  up  in 
the  situation  and  prices  so  far  appear  to  be  maintained. 

As  the  quotations  of  all  the  organizations  are  practically 
net,  retailers  have  not  given  placing  accounts  the  same  at- 
tention as  last  year.  They  say  there  is  no  object  in  doing  so, 
and  think  that  they  have  nothing  to  lose  by  hanging  off 
for  a  few  days  yet. 

The  expected  slump  in  prices  has  not  materialized  and 
knowing  ones  predict  that  there  will  be  no  slashing  as  the 
figures  on  all  lines  are  lower  now  than  ever,  and  all  the  fac- 
tories have  been  keeping  the  expense  of  production  down  to 
the  lowest  notch.  If  further  sacrifices  are  made  the  com- 
panies will  have  to  operate  at  a  direct  loss  or  else  the  qual- 
ity of  the  goods  will  deteriorate. 

Rumors  Fill  the  Air. 

Many  rumors  have  filled  the  air  that  certain  companies 
have  given  an  extra  discount  to  a  few  favored  parties,  but 
upon  investigation  this  cannot  be  substantiated.  Allegations 
are  being  whispered  around  but  most  of  the  contending 
forces  place  no  credit  in  mere  rumor.  Dealers  in  the  larger 
cities  have  in  some  instances  placed  their  orders  but  many 
are  hanging  back  for  more  concessions,  relying  on  promises 
made  that  any  decreased  quotations  will  be  met,  but  so  far 
they  have  built  their  faith  on  nothing  substantial.  Retailers 
want  the  privilege  of  sorting  during  the  season  at  the  same 
figure  as  they  enjoy  in  their  early  placing  order,  and,  if  rub- 
bers should,  during  succeeding  months,  go  lower,  they  desire 
to  obtain  consequent  supplies  at  the  then  prevailing  figure 
and  to  be  protected  in  any  event  against  higher  cost.  It  is 
understood  that  some  companies  have  granted  this  privilege 
to  old  and  tried  patrons,  feeling  certain  that  they  are  pretty 
safe  in  granting  this  favor. 

Selling  rubbers  at  net  prices  does  not  hold  out  the  allur- 
ing inducement  for  early  placing  that  the  discount  system 
did  last  year,  and,  therefore,  the  business  booked  for  March 
and  April  will  not  likely  be  as  heavy  as  for  the  correspond- 
ing period  of  1910. 

"I  tell  you  frankly  why  I  have  not  given  my  order  for 
rubbers,"  remarked  a  large  dealer  this  week.  "It  is  because 
I  feel  perfectly  safe  in  waiting.  I  have  had  travelers  galore 
to  see  me  but  I  have  turned  them  all  down.  They  have  told 
me  to  see  them  before  closing  my  business,  intimating  that 
they  will  meet  any  proposition  made  by  the  other  fellow. 
They  have  impressed  me  as  not  being  in  dead  earnest  and 
have  talked  in  an  unreal  sort  of  style.  Reading  between 
the  lines  I  have  come  to  the  conclusion  that  if  I  hold  off 
a  while  longer  it  would  be  to  my  advantage.  I  cannot  say 
that  I  have  been  offered  a  direct  cut,  but  the  way  things 
have  been  going  I  believe  I  may  land  one  and  so  I  am  in  no 
hurry.  One  company  offered  me  a  lower  quotation,  saying 
that  they  were  going  out  of  certain  lines  and  that  was  their 


excuse  for  making  a  decidedly  favorable  overture  to  me. 
These  brands  happened  to  be  ones  that  I  do  not  desire  to 
stock  and  so  the  scheme  did  not  appeal  to  me.  I  look  upon 
this  as  a  preliminary  move  to  pave  the  way  to  cut  prices 
or  a  thin  excuse  for  getting  away  from  net  prices." 

A  Big  Easter  Trade. 

Retailers  have  generally  been  busy  with  Easter  shoe 
trade  which  they  report  as  fully  up  to  last  year,  and,  in  some 
instances,  a  little  ahead,  although  the  season  of  fine  weather 
was  rather  short.  They  had  no  time  to  talk  or  consider 
rubber  propositions  or  prices.  Numerous  rubber  representa- 
tives were  scarcely  able  to  book  an  order  during  Easter 
week  and  a  number  spent  several  days  in  the  factories  or 
at  the  warehouses  of  their  companies. 

The  Consolidated  Company  are  still  talking  strongly 
on  their  cartoning  all  brands  and  paying  the  freight  on 
orders  of  over  a  hundred  pounds.  They  also  claim  credit 
for  placing  the  rubber  business  at  rock-bottom,  giving  fixity 
to  quotations,  and  lowering  the  price  generally.  They  con- 
tend that  stability  has  been  imparted  to  the  rubber  trade,  such 
as  never  before  and  buying  arrangements  were  never  so 
satisfactory.  Against  this  independent  concerns  argue  that 
they  are  really  the  ones  which  have  brought  down  prices, 
and,  if  they  were  not  in  the  field  and  the  Consolidated  Com- 
pany had  their  own  way,  quotations  would  soar  to  dizzy 
heights,  and  the  retailer  have  to  pay  much  more  than  he  has 
at  present.  They  say  that  the  merger's  reasons  are  only 
sentimental  and  spectacular  and  the  representatives  are  at- 
tributing to  themselves  credit  which  they  have  no  right  to 
do.  So  far  as  the  prepayment  of  freight  is  concerned  all 
the  companies  are  doing  that,  and  as  for  cartoning  all  grades 
comparatively  few  dealers  want  their  seconds  or  thirds  at- 
tended to  in  this  manner. 

The  Question  of  Cartons. 

One  independent  company  remarked  this  week  that  it 
was  willing  to  carton  second  grades,  but  had  not  been  asked 
to  do  so  as  yet.    Dealers  have  not  the  room. 

Here  is  an  experience  of  a  traveler  for  one  of  the  com- 
panies outside  of  the  merger,  and  a  retailer  of  an  Eastern 
city : 

"Are  you  cartoning  your  second  grades?"  inquired  the 
shoeman. 
"No." 

"Why  not?  That  is  the  only  proper  way  to  sell  rubbers, 
and  to  keep  the  stock  neat  and  clean,"  retorted  the  dealer. 

"Where  have  you  been  in  the  habit  of  keeping  your 
second  grades?"  asked  the  commercial  man. 

"In  that  space  there,"  indicating  a  section  of  the  store. 

"Do  you  think  that  you  have  sufficient  space  there  to 
place  all  your  second  grades  if  they  come  in  cartons?"  ven- 
tured the  traveler. 

The  shoeman  looked  over  the  apportioned  area  and, 
after  calmly  sizing  up  its  possibilities,  remarked:  "Don't 
think  I  have.    I  did  not  take  into  consideration  the  extra 
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space  that  cartons  will  occupy.  You  are  right,  old  man.  Send 
me  the  second  grade  in  bulk  and  it  will  be  O.  K." 

No  Extra  Discount  Given. 

One  independent  company,  which,  it  has  been  rumored, 
were  cutting  prices,  vigorously  deny  the  charge  and  defy 
any  one  to  name  a  single  instance  where  they  have  offered 
an  extra  discount.  They  admitted  that  three  or  four  con- 
cerns had  been  given  a  discount  of  five  per  cent.  These 
houses  were  on  the  jobbing  list  and,  in  addition  to  retail 
establishments,  did  a  wholesale  business  in  their  districts  and 
were  entitled  to  the  concession  granted.  Inquiry  proves 
this  contention  to  be  correct. 

Another  company  has  been  charged  with  selling  rubber 
shoes  at  cost.  "We  do  not  deny  it,"  remarked  the  sales 
manager,  "but  we  have  not  cut  prices.  Practically,  we  are 
offering  our  lines  at  factory  cost  and  will  make  our  profit 
on  other  products  of  our  factory,  not  on  the  footwear  line." 

A  jobber  observed  that  if  any  company  cut  below 
present  prices  the  retailer  would  get  no  advantage,  as  he 
would  find  that  he  was  paying  dearly  in  the  long  run.  The 
quality  would  not  be  in  the  goods,  nor  was  he  getting 
what  he  thought  he  would.  If  such  a  retailer  secures  goods 
at  less  than  present  prices  he  will  buy  less  of  the  same 
rubbers  next  year  when  he  learns  what  his  customers  will 
have  to  say  for  ladling  out  such  lines.    Mark  my  words. 


He  may  get  a  cut  price  rubber  this  year,  but  he  will  not 
want  any  more  of  them  next  year. 

Experience  in  Cheap  Rubbers. 

Talking  with  the  Shoe  and  Leather  Journal  an  On- 
tario retailer  who  believes  in  never  misrepresenting  any 
goods  to  a  consumer,  but  telling  all  the  details,  recounted  his 
experience  last  season.  "I  bought  some  very  cheap  lines 
which  were  in  no  way  guaranteed  simply  to  have  them  in 
stock  to  meet  certain  competition,"  he  continued.  "My 
salesmen  were  instructed  to  tell  the  whole  truth  about  these 
lines  and  nothing  but  the  truth.  They  would  say,  'Here  is  a 
cheap  rubber  but  we  cannot  guarantee  it  in  any  way  as  to 
worth  or  wear.  It  may  last  you  a  few  weeks  or  it  may 
burst  or  crack  the  first  time  that  you  put  it  on.  We  do  not 
recommend  these  goods  in  any  way.'  "  Callers  in  the  face  of 
this  intimation  would  buy  them  and  perhaps  would  come 
around  the  next  day  and  demand  another  pair.  Of  course, 
we  had  warned  them  and  positively  refused  to  replace  the 
goods.  They  would  then  go  away  huffed,  declaring  they  would 
never  deal  here  again.  A  fortnight  of  this  kind  of  experi- 
ence ended  the  trial  of  low-grade  rubbers  for  me  and  i 
gathered  up  the  whole  bunch  and  sent  them  to  Toronto  where 
they  were  got  rid  of  for  a  mere  nothing.  I  lost  money, 
custom,  and  confidence  on  the  effort  to  cater  to  a  cheap  class 
of  trade  and  mind  and  we  never  sold  a  pair  without  telling 
the  buyer  that  they  were  inferior  stock.  I  now  purchase 
only  first  grades  and  a  few  cases  of  seconds,  which  are  guar- 
anteed." 


Business  Boosters 

Practical  Ideas  From  Here  and  There — Suggestions  from  Those  Who  Have  Benefited  by 
Their  Use— Watch  for  These  Timely  Hints. 

A  Children's  Department              range  of  goods.    We  give  them  the  best  trade  of  the  employes  in  the  various  fac- 

Vancouver  "I  believe  in  devoting    at-  tnat  ^s  'n  sioc^  at  whatever  price  they  are  tories  located  in  his  district.    He  goes  to 

tention  to  the  children,  and  at  the  rear  of  willing  or  authorized  to  pay  for  foot  the  head  of  each  establishment  and  asks 
my  store,  separated  by  an  arch,  I  have  fit-  wear."  for  the  privilege  of  supplying  him  with 
ted  up  a  department  for  the  little  ones,"  Keeping  the  Stock  Clean  Pa^  envelopes  which  on  one  side  bear  the 
remarked  a  Hastings  street  shoe  man.  "I  Picton.— "How  do  I  keep  my  stock  so  name  of  the  fact0IT,  a  dotted  line  for  the 
find  the  scheme  a  good  one,  and  here  I  clean?  Well,  I  will  tell  you.  Every  pair  name  of  employe  if  desired,  number  of  re- 
keep  a  well-selected  and  conveniently  ar-  0f  snoes  that  has  been  on  the  shelves  a  8'ular  working  hours,  hours  overtime  and 
ranged  stock.  I  find  it  has  proved  a  great  year  or  over;  t  la/bel  with  a  small  red  tag,"  tne  total  amount  enclosed  for  the  week  or 
attraction,  and  my  trade  in  juvenile  foot-  declared  a  s-hoe  man  who  is  noted  for  fortnight's  pay.  On  the  other  side  of  the 
wear  has  largely  increased.  A  distinct  l<nowjng  his  stock  thoroughly.  "At  a  envelope  appears  an  advertisement  setting 
children's  department  may  not  be  possible  gianCe  at  the  cartons  I  can  tell  exactly  what  forth  the  special  lines  which  the  retailer 
for  every  -hoe  man  owing  to  lack  of  room  proportion  of  my  goods  has  been  with  me  handles,  how  he  has  shoes  for  moulders, 
but  if  he  has  the  space  I  would  recom-  for  twelve  months  or  over,  and  I  endeavor  machinists,  working  girls,  factory  boys,  me- 
mend  that  he  set  apart  a  section  of  his  pre-  to  t,eep  th,e  number  of  such  shoes  down  to  chanics  and  others.  Thus  his  advertise- 
mises  for  these  goods  and  place  a  bright  a  minimum.  This  little  red  tag  that  you  ment  goes  weekly  into  hundreds  of  homes, 
and  obliging  clerk  in  charge.  I  find  that  see  (]lere  enables  me  to  learn  to  a  nicety  The  shoe  man  bears  all  the  expense  of  se- 
a  married  man,  who  has  a  family  of  his  what  lines  are  moving  too  slowly,  and  curing  and  printing  the  pay  envelopes, 
own.  understands  the  nature  of  growing  should  a  curious  customer  enquire  why  cer-  which  he  purchases  by  the  thousands,  and, 
patron,  better  than  one  who  has  no:  the  tain  cartons  bear  the  color  mark,  I  inform  therefore,  they  cost  him  very  little.  He 
proud  distinction  of  being  a  father.  We  him  that  it  is  a  special  indication  of  cer-  supplies  them  free  to  the  factories,  and  in 
have  many  boys  and  girls  coming  to  the  tajn  brands  which  satisfies  the  enquirer,  return  for  the  concession,  reaps  the  publi- 
store  unaccompanied  and  we  give  them  as  ])Ut  callers  rarely  ever  ask  me  why  I  have  c*tv  on  the  back  of  each  envelope,  the 
polite  and  prompt  attention  as  if  they  were  ;]ie  re(i  tag."  wording  of  which  he  changes  from  time  to 
among  our  oldest  and  best  customers.  A  time,  according  to  seasons  or  as  he  adds 
child  can  -hop  here  with  as  much  sat'sfac-  Name  on  Pay  Envelopes  new  lines.  The  scheme  has  worked  out 
tion  as  its  parents,  will  be  given  equally  Toronto. — An  enterprising  suburban  deal-  first-rate,  and  many  industries  have  taken 
•  good  values,  and  shown  just  as  wide    a  er  has  a  unique  method  of  winning    the  advantage  of  his  offer,  while  the  merchant 
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has  built  up  a  strong  connection  among 
the  workers  of  his  district. 

Seasonable  Mottoes. 

Quebec. — A  week  or  two  before  each 
holiday  a  local  shoe  man  puts  in  his  win- 
dow a  nicely  printed  card  calling  atten- 
tion to  the  coming  holiday,  briefly  explain- 
ing its  significance,  why  it  is  observed, 
and  the  occasion  of  its  celebration.  He 
presents  the  salient  facts,  and  the  informa- 
tion is  read  with  great  interest,  especially 
as  careful  attention  is  given  to  window 
dressing.  Suitable  decorative  material  is 
used,  and  for  this  purpose  he  has  often 
gone  to  considerable  expense.  No  holiday 
is  overlooked,  and  his  window  has  become 
a  means  of  education  as  to  the  reason  for 
each  observance  as  well  as  giving  a  com- 
prehensive presentation  of  all  the  latest  and 
smart  effects  and  fashions  in  footwear. 

Exchanging  Goods. 

Kingston. — "No  !  the  shoe  business  is  not 
all  sunshine,  but  we  have  to  be  good-natur- 
ed and  put  up  with  many  drawbacks  the 
same  as  other  trades.  I  will  give  you  an 
example,"  added  a  well-known  local  deal- 
er. "A  man  came  in  to-day.  Some  one 
in  his  family  has  bought  for  him  a  cheap 
pair  of  slippers,  costing  forty-nine  cents, 
for  a  Christmas  present.  He  later  discov- 
ered that  he  had  no  need  or  use  for  them, 
and  that  some  of  the  children  wanted  shoes 
instead.  Three  months  after,  he  came 
back  with  the  slippers,  said  that  he  had 
been  out  of  work  and  that  his  little  girl 
required  a  pair  of  shoes.  I  know  the  man 
is  poor,  and  as  the  slippers  were  in  good 
condition,  never  having  been  worn,  I  told 
him  that  he  could  exchange  them.  He  went 
to  a  table  full  of  bargain  shoes  for  chil- 
dren, which  I  was  clearing  out  at  sixty- 
nine  cents,  although  some  of  them  were 
really  worth  a  dollar  and  more.  He  paid 
me  twenty  cents — the  difference  between 
the  price  of  the  slippers  and  the  child's 
shoes — and  departed.  Now  I  did  not  make 
any  money  on  those  cheap  slippers,  and  on 
the  child's  shoes  there  was  virtually  no 
profit,  yet  I  gave  him  the  chance  of  ex- 
changing them.  I  might  easily  have  re- 
fused, but  there  has  to  be  a  certain  amount 
of  give  and  take  in  this  business,  and  in 
the  matter  of  exchange,  you  have  to  use 
your  discretionary  powers.  In  not  being 
too  hard  and  fast  I  consider  that  I  have 
built  up  a  large  portion  of  my  business  by 
considerate  treatment.  Of  course,  you  will 
be  imposed  upon  now  and  again,  but  a  lib- 
eral policy  pays  in  the  long  run,  even 
though  you  may  lose  money  at  times  by 
pursuing  it." 

Beans  in  a  Jar. 

Saskatoon. — A  large  two-quart  self-seal- 
er filled  with  beans  was  on  exhibition  in  a 
retailer's  store  last  week,  and  everybody 
was  invited  to  come  and  have  a  guess  at 
the  number  of  leguminous  seeds  in  the  re- 


ceptacle. The  merchant  also  drew  atten- 
tion to  the  competition  in  the  papers,  and 
although  the  scheme  is  not  a  new  one,  this 
one  differed  from  some  others  in  the  fact 
that  anyone  had  the  privilege  to  estimate 
the  number.  There  was  no  stipulation  that 
sho«s  had  to  be  purchased  or  money  spent 
in  the  store,  as  is  often  the  case.  Four 
prizes  were  displayed :  a  pair  of  up-to- 
date  shoes  for  women,  patent  leather  blu- 
chers for  men,  a  boy's  pair  and  a  girl's 
pair,  .all  of  good  value.  The  cost  of  the 
four  premiums  was  less  than  twelve  dol- 
lare,  and  the  contest  was  extended  over 
ten  days.  The  shoe  man  says  that  the 
plan,  generous  as  it  was  in  prizes  and  con- 
ditions, which  only  required  that  each 
guesser  should  give  his  or  her  name  and 
address,  returned  not  a  great  deal  in  direct 
sales,  but  it  furnished  the  dealer  with  a  list 
of  several  hundred  probable  customers,  and 
he  is  now  sending  them  some  strong  adver- 
tising literature  setting  forth  the  values 
that  he  offers  in  all  kinds  of  footwear. 

Shoes  in  Front  of  Cartons. 

Calgary. — A  way  to  show  representative 
lines  is  followed  by  an  enterprising  shoe 
man  in  this  city.  He  has  bought  some 
double  steel  springs,  and  hangs  attractive 
samples  on  the  outside  of  several  cartons. 
One  end  of  the  spring  is  fastened  to  the 
upper  of  the  shoe  and  the  other  end  at- 
tached to  the  side  of  the  carton  cover.  In 
other  cases  he  inserts  an  eyelet  in  the  cover 
and  then  uses  a  small  wire  nail  which  he 
sticks  in  the  heel  just  under  the  shank.  By 
means  of  this  nail  the  shoe  depends,  and 
cannot  drop  out  of  position.  It  saves  open- 
ing many  cartons,  as  a  caller  can  see  at  a 
glance  what  style  of  footwear  is  contained 
in  the  box,  and  as  only  one  type  of  shoe 
probably  in  each  section  of  the  shelves  is 
displayed,  the  caller  also  gets  a  fair  idea 
of  what  the  stock  contains.  It  requires 
only  a  few  minutes  to  put  the  shoes  back 
'.n  the  cartons  when  sweeping  or  dusting, 
and  they  can  be  taken  out  later  and  placed 
hanging  in  their  former  position.  Each 
carton,  the  contents  of  which  the  retailer 
desires  to  show  on  the  outside,  is  mark- 
ed with  a  blue  cross.  The  plan  works  bet- 
ter than  tables  for  the  display  of  certain 
lines,  and  the  idea  is  generally  favored  by 
the  patrons  of  the  store. 

No  Programme  Advertising. 

Peterboro. — -"The  season  is  now  at  hand," 
remarked  a  successful  dealer  in  high- 
class  footwear,  "when  I  will  be  called  up- 
on to  take  an  advertisement  in  certain  pro- 
grammes of  sports,  excursions  and  other 
like  announcements,  which  I  consider  does 
not  do  my  business  any  good.  I  will  lie 
appealed  to  on  lodge,  church,  labor,  civic 
and  other  pleas  to  take  a  small  space,  but 
I  am  going  to  refuse.  I  know  it  will  take 
some  backbone  to  turn  down  committees 
who  go  around  and  hold  up  the  merchants, 
but  someone  has  to  be  a  pioneer  in  this 


reform.  I  now  confine  practically  all  my 
advertising  to  the  newspapers.  Last  sum- 
mer I  spent  over  fifty  dollars  on  pro- 
grammes of  athletics  and  picnics,  just  be- 
cause I  was  told  that  I  should  support  so 
and  so,  that  many  members  traded  at  my 
store,  or  that  others  were  going  in,  etc.  If 
I  lose  any  patronage  I  will  have  to  stand 
it,  but  I  expect  to  increase  my  space  in  the 
press  to  an  extent  that  I  have  not  done, 
rind  I  believe  that  I  will  get  better  results. 
I  wish  others  would  follow  my  example, 
but  the  line  has  to  be  drawn  on  these 
'  hold-up  '  propositions  somewhere.  I  am 
going  to  cut  them  out  altogether." 


IMPROVE  THE  BOXES. 

"I  often  wonder  why  manufacturers  of 
polishes  do  not  put  up  their  goods  in 
boxes  that  may  be  opened  with  ease  and 
without  the  user  soiling  his  or  her  hands," 
remarked  a  Toronto  shoe  merchant  recent- 
ly. "This  is  called  an  age  of  invention, 
and  marvelous  as  have  been  the  achieve- 
ments in  some  lines,  there  would  appear  to 
be  little  but  important  things  that  call  for 
attention.  Why  does  not  some  enterpris- 
ing manufacturer  of  paste  blacking  man- 
age to  put  his  product  in  a  box  so  that 
the  contents  can  be  got  at  quickly?  Too 
often  the  tin  lid  sticks,  or  is  drawn  out  of 
shape  in  removing  and  then  cannot  be  re- 
placed. The  hands  are  soiled,  and  the 
paste  smears  the  fingers.  There  is  no  way 
to  get  a  firm  grip  on  the  cover  or  the. box 
itself,  and  little  wonder  that  shining  one's 
own  shoes  has  become  a  dirty  and  dis- 
agreeable job.  It  is  not  always  convenient 
to  visit  a  shoe  shining  stand,  and  so  many 
customers  have  spoken  to  me  about  the  ne- 
cessity of  having  a  receptacle  for  the  pol- 
ish that  could  be  opened  and  re-opened 
easily  and  expeditiously.  They  would  be 
willing  to  pay  a  little  more  if  they  could 
get  such  a  box.  Now  let  inventors  get  to 
work  and  produce  something  that  will  not 
stick  and  hang  and  grip  and  get  out  of 
shape.  An  elevation  of  some  kind  on  the 
top  and  bottom  of  a  box  of  paste  polish 
would  be  an  improvement  to  the  present 
awkward  creations." 


COULD  GET  THE  STUFF. 

An  Ontario  traveling  man  had  occasion 
to  visit  Lanoraie,  a  very  small  town  on  the 
St.  Lawrence,  not  far  from  Montreal,  and 
a  very  desolate  place  in  the  winter  months. 
In  the  office  of  a  Montreal  friend  he  la- 
mented the  coming  trip,  and  incidentally 
asked  if  the  local  man  knew  whether  there 
was  a  hostelry  there  or  not.  The  Mont- 
real man  remarked  that  one  of  his  drivers 
came  from  the  town,  and  he  called  him 
in.  On  being  asked  if  there  was  a  good 
hotel  in  Lanoraie,  the  driver,  in  a  confi- 
dential whisper,  replied :  "Well,  sir,  there's 
only  one  place  in  the  town,  an'  they've  lost 
their  license,  but  you  can  get  it  if  you  go 
right  up  to  the  boss  and  ask  for  it." 
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Stray  Shots 

The  Sayings  of  the  Wisest  of  Men  Applied  to  191 1  Conditions. 


When  you  find  a  man  who  has  been  offered  money  for 
his  vote,  or  who  has  been  "approached"  as  it  is  called  for 

his  "influence,"  you  can  put  it  down  five 
THEY  times  out  of  six  that  he  is  open  to  argument 

KNOW  HIM  along   that   line.     Bribers    and  wirepullers 

always  know  their  men.  You  can't  be  on 
calling  terms  with  the  Devil  and  pass  off  as  a  seraph.  But 
there  are  men  who  are  as  secure  against  the  wiles  of  the  ward 
politician,  and  the  schemes  of  other  manipulators  as  though 
they  were  in  heaven.  Even  in  this  age  when  "pull"  counts 
for  more  than  "push"  there  are  left  those  who  do  not  "bow 
the  knee  to  Baal."  In  spite  of  the  wholesale  boodling  and 
chicanery,  in  politics,  business,  society,  and  church  too,  there 
are  those,  all  honor  to  them,  who  do  not  know  the  color 
of  the  filthy  stuff  that  too  often  represents  conscience,  nor 
the  voice  of  the  smooth-tongued  shyster  who  traffics  in 
honor.  "Whoso  keepeth  the  commandment  shall  know  no 
evil  thing."  He  shall  be  "immune"  as  far  as  the  machi- 
nations of  the  intriguer  are  concerned,  whether  it  be  in  the 
lobby  of  Parliament  or  the  halls  of  a  church  when  a  station- 
ing committee  is  in  session.  The  man  with  unbending 
integrity  and  lofty  conceptions  of  duty  will  be  left  alone  by 
the  horde  of  human  parasites  who  thrive  upon  putrid 
character.  He  shall  "know  no  evil."  The  shifty  time- 
server  both  knows  and  is  known  of  evil.  Trust  the  Devil 
to  know  when  he  can  put  his  hand  on  a  man  that  can  serve 
his  purpose.  He  can  fit  a  man  to  a  job  every  time.  Covet 
that  probity  that  is  not  only  above  the  suspicion  of  your 
fellows,  but  that  shames  both  the  brazenness  and  cunning 
of  the  tempter.  To  be  known  as  one  who  cannot  be  "ap- 
proached" is  one  of  the  highest  compliments  that  can  be 
paid  to  a  man. 

If  religion  does  not  make  a  man  a  true  gentleman,  or 
a  woman  a  real  lady  they  are  better  without  it.    There  is 
a  kind  of  religion  that  prides  itself  on  plain- 
BOOR  ness  of  speech   and   act  and  parades  this 

RELIGION  pseudo-honesty  as  of  the  Bible.  Listen, 
however,  to  what  the  Apostle  James  says: 
"But  the  wisdom  that  is  from  above  is  first  pure,  then 
peaceable,  gentle,  and  easy  to  be  entreated,  full  of  mercy 
and  good  fruits,  without  partiality  and  without  hypocrisy." 
Plainness  of  speech  when  it  is  the  result  of  humility  and 
sincerity  and  is  backed  by  brotherly  kindness,  is  all  right, 
but  it  is  oftener  the  garb  of  ignorance  and  arrogance.  It 
is  possible  for  a  Salvation  Army  follower  to  take  more  pride 
in  a  uniform  or  a  poke  bonnet  than  a  votary  of  fashion  in 
a  silk  gown  or  a  piece  of  Parisian  millinery.  Uncharitable 
judgment  and  rancorous  spite  are  so  clothed  at  times  with 
religion  as  to  afford  an  opportunity  for  character  assassina- 
tion, under  the  pretence  of  "faithfulness,"  that  would  be 
tolerated  nowhere  else  than  in  the  church.  There  is  a  vast 
difference  between  the  attitude  of  the  fearless  Son  of  Man, 
who  "spake  as  never  man  spake,"  and  some  of  the  narrow- 
minded  boors  who  try  to  palm  off  their  jaundice  on  the  world 
as  religion  pure  and  un defiled.  "The  lips  of  the  righteous 
know  what  is  acceptable."  The  righteous  man,  genuinely 
so,  has  too  much  knowledge  of  himself,  and  charity  for 
others  to  be  censorious  or  overbearing.    It  is  the  little  knee- 


high  religionist  that  measures  other  people's  righteousness 
with  his  wee  thimble  bushel  or  calculates  their  shortcomings 
with  his  microscopic  rule.  It  is  a  good  thing  the  Almighty 
has  gone  on  record  as  saying,  "For  My  thoughts  are  not 
your  thoughts;  neither  are  your  ways  My  ways."  If  we  had 
to  accept  the  standard  of  some  of  the  narrow-gauge  cranks, 
who  profess  to  know  the  ins  and  outs  of  the  Divine  Nature, 
many  of  us  would  prefer  to  take  our  chances  with  the  heathen, 
many  of  whom  make  up  a  deficiency  in  knowledge  of  the 
deity  by  a  wholesome  understanding  of  the  requirements  of 
social  amenities. 

Human  nature  is  a  queer  compound.  "What  we  have 
we  hold,"  may  do  as  a  pretty  sentiment  upon  which  to 

hang  our  patriotism,  but  when  applied  to 
BITTER  human  life  it  is  a  myth.  It  is  the  ephemeral 
SWEET         "what  we  haven't"  that  we  are  eternally 

seeking  to  the  neglect  of  the  substantial 
good  that  is  in  our  fist.  The  far  fields  look  green,  and  other 
fruit  seems  twice  as  luscious  as  that  which  hangs  on  our  own 
boughs.  This  is  the  origin  of  the  nightly  reconnaissances  of 
of  orchards  and  melon  patches  in  balmy  youth,  and  still 
leads  us  to  "fly  to  ills  we  know  not  of"  in  the  search  for  the 
golden  apples  of  pleasure  or  success.  The  allurement  of  the 
forbidden  fruit  seems  as  irresistible  to-day  as  in  youth  or 
in  Eden  itself.  "Stolen  waters  are  sweet,"  and  notwith- 
standing the  bitterness  of  the  after  taste,  the  glass  is  quaffed 
again  and  again.  Heartburn  does  not  seem  to  keep  us  from 
the  draught,  any  more  than  burning  at  some  other  vital 
spot  kept  us  from  green  apples  and  "hookey"  in  earlier 
life.  It  seems  as  little  use  in  one  case  as  the  other  to  set  up 
the  notice  "Trespassers  will  be  Prosecuted."  Yet  for 
the  sake  of  the  few  who  may  be  turned  aside  from  the  foolish 
pursuit  of  evil  pleasure  the  warning  ought  still  to  be  ventured. 
To  the  maturer  fools  who  are  bent  on  stolen  sweets  the  words 
of  the  wise  man  ought  to  come  in  with  force:  "Stolen  waters 
are  sweet  and  bread  eaten  in  secret  is  pleasant.  But  he 
knoweth  not  that  the  dead  are  there;  and  that  her  guests 
are  in  the  depths  of  hell.  *  *  Let  not  thine  heart  decline 
to  her  ways,  go  not  astray  in  her  paths.  For  she  has  cast 
down  many  wounded;  yea,  many  strong  men  have  been  slain 
by  her." 

There  is  a  marked  difference  between  prudence  and 
penuriousness  as  there  is  between  liberality  and  prodigality. 

A  man  may  be  penurious  and  by  his  scraping 
THE  DIF-  and  pinching  be  as  far  ahead  the  end  of  the 
FERENCE     year  as  at  its  commencement.    The  prudent 

man  has  method  in  his  economies,  and  saves 
to  make.  There  are  people  who  make  a  poor  use  of  that 
much  abused  adage,  "Take  care  of  the  pennies  and  the 
pounds  will  take  care  of  themselves."  They  hoard  the  pen- 
nies and  expect  them  to  hatch  pounds.  The  prudent  man 
puts  the  pennies  where  they  will  have  a  chance  to  rub  against 
others.    It  is  the  same  with  liberality. 
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Gossip  of  the  Trade 

What  Is  Going  On  Among  the  Retailers  and  Manufacturers— Business  Changes  and  New  Enterprises- 
Breezy  Topics  That  Will  Interest  Journal  Readers. 

R    M    Brisco  has  succeeded  Smith    &  to  Rochester  and  other    points  in   New  cessful  factory  at  Brampton,  Ontario,  will 

Hargraves  at  Blairmore,  Alta.  York  State.                                                shortly  remove  to  Milton,  where  they  wll 

occupy  the  premises  formerly  belonging  to 

J.  F.  Delaney  has  sold  his  shoe  store  at  Charles  Bonnick,  manager  of  the  Toron-  winn  &  Qq    ^  transferred  their    pla  nt 

New  Denver,  B.C.,  to  G.  H.  Murhard.  to  branch  of  the  Ames-Holden-McCready           ^  ^  tQ  Ontario. 

.  Co.,  spent  a  few  days  in  Montreal  last 

Isidore  Brodeur  &  Co.,    of    Montreal,  ,                                                              Acting  under  instructions  of  the  Wind- 

have  assigned.  „    •    7  ,     ,  ,  ing-Up  Act,  Mr.  Justice  Laurendeau  has 

R.  J.  Younge,  general  sales    manager  of     °    1  ,   .     n      ,    T  a„tr.._ 

^         ^  •  ->  sib  o  o-ranted  the  oetition  of  the  Canada  L,eatner 

H.  B.  Pollock,  of  the  Sovereign  Shoe  Co.,  the  Canadian  Consolidated  Rubber    Com-  °ranteQ  ine  p"    °    °  .  fi 

«       ^  •    r.     1        i\/r„      l[(  ,„„A  ...  r       Company,  Montreal,  ordering  the  nrm  to 

Toronto,  was  m  Brockton,  Mass.,  last  week.  pany;  Montreal,  has  been  spending  a  few  ^.J^  ^  ^  insolv£ncy_    A  w. 

J.  A.  Wallace,  828  College  Street,  To-  days  in  Winnipeg  and  the  West.  StevenS0n  has  been  appointed  curator  and 

ronto,  has  sold  to  George  Jackson.                  jf  g   g   Patten,  representing  the  Ames  ■  liquidator. 

Douglas  &  Hardwick,  shoe  dealers,  Moose  Holden-McCready  Company,  of  Montreal,  Thg              sak  of  unclaimed  artic!es 

Jaw,  Sask.,  have  assigned.                          is  showing  the    fall  and   winter   lines   of  conducted  ,by  the  Grand  Trunk  Railway  in 

Gilbert  U„S.ois,  of  Napiervihe,    Q«,„                                  "  **  Toronto  las.  we*  attracted  a  large  erowd 

is  no  longer  in  the  shoe  business.              KMl                                     ,  Hundreds  of  pareels  were  dtsposed  „t,  and 

Charles  Fogalburg  was  recently  appoint-  some  genmue  bargains  secured.    Many  suit 

Wm.  Kirk,  of  Merrickville,  Ontario,  has  &d   superintendent   of  the   Getty    &  Scott  cases,  trunks,  valises  and  other  traveling 

disposed  of  his  stock  to  F.  J.  Boyd.             factory  at  Gait,  Ontario.    The  factory  is  paraphernalia  were  quickly  auctioned  off. 

M.  Hughes  &  Co.,  48  Rideau  Street,  Ot-  exceptionally  busy  on   fall  lines,  and    is  £  Hutchison,  of  J.    Eveleigh    &  Co., 

tawa,  have  made  an  assignment.                 rushed  to  its  utmost  capacity.  Limited,  Montreal,  spent  a  few  days  with 

G   E   Farrar  has  opened  a  retail  store      Alfred  Minister,  of  the  Minister,  Myles  his  brother,  L.  B.  Hutchison,  manager  of 

at  601  Barton  Street  East,  Hamilton.          Shoe   Company,   Toronto,     has     returned  the  Kaufman  Rubber  Company's  Toronto 

from  a  successful  business  trip  to  Winni-  branch.    N.  C.  Hertfelder,  of  the  latter 

The  Varsity  Shoe   Store     has     started  ^             ^            conditions  cxcept;on.  staff)  was  in  Berlin  for  a  few  days  last 

business  in  Saskatoon,  Sask.                     g]jy  promising  for  a  big  trade  in  all  iines  week. 

The  H.  W.  Eaton  Co.,    shoe    dealers,      Q  ^  Daviegj  Q"f  &&  Blachfordj  Davies  The  name  of  the  big  A.  E.  Rae  &  Co. 

Grimsby,  have  sold  out.                              Company,  Toronto,  who  was  confined  to  departmental  store,  Montreal,  in  which  D. 

George  Edwards  has  embarked  in  the  re-  his  house  for  a  few  days,  suffering  from  Lome  McGibbon  is  largely  interested,  has 

tail  shoe  trade  in  Brandon,  Man.               neuritis,  is  greatly  improved,  and  able    to  been  changed  to  Goodwins,  Limited.  The 

attend  to  business  again.  new  company  has  been  incorporated  with 

Walter  Williams,  Montreal,  has    gone  to  fiye  miffion  do]]ars       ital_    Mr_  Goodwin 

Europe  on  a  business  trip.                             J.  C.  Nicholson    Toronto    manager    of  ^  ^            ^  Qf  ^  ^ 

the  Ontario  branch  for  the  Canadian  Con- 

T.  F.  Robinson  has  begun  business  as  a  soHdated  Rubber  Company,  has  returned  The  Briethaupt  Leather  Company,  Ber- 
shoe  man  in  Thamesville,  Ontario.  aftgr  spending  a  coupk  of  weeks  in  Mont.  lin,  has  installed  the  necessary  machinery, 

S.  Tassie,  of  Listowel,  Ontario,  has  gone  real  and  other  eastern  centres.  and  have  gone  into  the  manufacture  of 

n«t  nf  tVip  qhnp  business   having  disnosed      ™                 .            1  •  1,  u      1          a  counters   for    shoe   manufacturers.  Sev- 

out  01  tne  snoe  Dusmess,  iidvui^  uispuscu      Trenton,   Ontario,   which  has  been   ad-  ,                ,      ,          ,  , 

nf  hU  stock                                                       •        1    4.  •                 4.               1  11  eral  skilled  workmen  are  already  employed 

01  nis  stock,                                              vertismg  electric  power  at  fifteen  dollars  .       .    ,        ,                             ,   ,  .  . 

.,.  ..,   ,  m  this  branch,  which  it  is  expected  will  be 

Bowland  &  McRostic,  of  Carleton  Place,  per  horse-power,  will  likely  secure  a  nturn-  extended 

Ontario,    have    disposed    of    their     shoe  ber  of  new  industries,  among  the  enter-  0 

business.      '  prises  being  a  trunk  factory.  George  Ovens,  who  was  employed  as  a 

„      ,_,       .     M,         _  „  leather  shaver  in  the  tannery  of  Wickett 

Mogridge    &    Shields,    Swift    Current,      The  Victoria  Shoe    Company   Toronto,  &  £  fdl  ^  &  fl.ght  q{ 

Sask,  who  conducted  a  shoe  store,  have  have  resumed  operations,  after  being  par-  ^  ^  ^  ^  gt  Mkhael,s  Rospital 
assigned.  tially  closed  for  a  few  weeks     Travelers  ffom  concussion  of  the  brain_    Mr_  Qvens 

,    ,        r  -n    x  are  now  on  the  road  with  fall  lines    of               .  ,              .  ... 
Thomas  Thornton,  shoe  .dealer,  of  Port-  was  a  widower,  and  the  accident  was  pure- 
age  la  Prairie,  Man.,  has  disposed  of  his  samp  eS'                                                     ly  accidental,  occurring  when  he  was  call- 
business  to  Garland  &  Gibson.  A  new  up-to-date  shoe  store  has    been  ing.  on  a  friend  at  4I  Ann  Street. 

opened  recently  on  Tohn  Street,  in  Quebec 

The  Ideal  Shoe  Store  is  the  name  of  a  City>  by  Miss  M.  E.  Robitaille    formerly      Several  of  the  rubber  companies  report 

new  establishment  in  Montreal,  of  which  employed  in  Leonard  Bros,  shoe  store.  The  business  as  good,  and  that  orders  are  now 

Newman  &  Bazar  are  the  proprietors.  new  store  is  called    "L'Incroyable     Shoe  coming  in  rapidly.    One  traveler  who  was 

^                  ,  •  ,  ct„r„ »                                                       out  just  four  weeks     on  the  road,  not 

The  Royal  Clothing    Company,     which  store.  ' 

•11  U^aL  wtc  anA   5L«    hL  onened  It  is  understood  that  the  Western  Shoe  touching  any  of  the  large    cities,  booked 

will  handle  boots  ana  snoes,  nas  openeu  .           ,    ,  ... 

.  Company,  Berlin,  will  extend  their  present  over  twenty-two  thousand   dollars,  which 

business  in  lidmonton.  r    ■"                                       1                             ,           ^...i.                 j  r 

factory,  which  will   be   doubled  to  twice  Pretty  nearly  constitutes  a  record  so  far 

E.  L.  Kingsley,  Toronto,  Canadian  man-  tbe  preSent  size.    The  addition  will  afford  as  t^e  smaller  towns   is  concerned, 

ager  of  the  North  British  Rubber  Co.,  was  empIoyment  t0  a  iarge  in,mber  of  extra      The  Martin  Trunk  Company  have  been 

in  Montreal  last  week  on  business.  workers                                                      incorporated  with  a  capital  of '$40,000,  and 

S.  Bachrack,  of    Bachrack    Bros.,    To-  The  Canada  Shoe  Company,  who  have  headquarters   at   Trenton,     Ontario.  The 

ronto,  has  returned  from  a  business  trip  for  a  number  of  years  conducted  a  sue-  incorporators   are   Michael,     Richard  and 
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Lena  Brohman,  of  Woolwich  Township ; 
Frank  and  Otto  J.  Martin,  of  Berlin,  and 
they  are  incorporated  to  take  over  from 
Otto  Martin  a  patent  for  a  combination 
trunk  and  writing  desk  and  to  manufacture 
and  deal  in  trunks,  valises  and  other  such 
articles. 

Peterboro  will  this  week  vote  on  a  by- 
law to  grant  the  Independent  Tire  Com- 
pany, a  new  industrial  concern,  a  loan  of 
$40,000.  and  the  company  agree  to  pay 
interest  on  the  loan  and  $2,000  a  year  on 
the  principal.  The  factory  wiM  employ 
one  hundred  hands  after  the  first  year, 
with  a  wage  distribution  of  $60,000  annu- 
ally. The  company  have  assets  worth 
$200,000. 

Fire  broke  out  recently  in  the  varnishing 
room  of  the  Kaufman  Rubber  Company, 
Berlin,  and  did  damage  to  the  extent  of 
about  one  thousand  dollars.  The  origin  of 
the  blaze  is  unknown.  The  value  of  the 
fireproof  structure  was  demonstrated,  the 
floors  being  of  cement  and  the  walls  and 
ceilings  of  inflammable  material.  At  once 
the  fireproof  doors  were  closed,  and  the 
flames  confined  to  the  room  in  which  they 
started.  There  was  practically  no  damage 
to  the  building,  and  the  output  of  the  fac- 
tory will  in  no  way  be  interfered  with. 

The  new  factory  of  the  Independent 
Rubber  Company,  Limited,  at  Merritton, 
Ontario,  is  now  in  full  operation,  and  the 
plant,  which  is  up-to-date  in  every  parti- 
cular, has  a  large  number  of  orders  on 
hand,  and  a  very  busy  season  ahead  pro- 
ducing Kant  Krack,  Dainty  Mode,  Roya: 
and  Bulldog  brands  of  rubber  fotwear.  R. 
F.  Foote  is  superintendent  of  this  well- 
equipped  factory.  The  output  is  being 
handled  by  leading  jobbers,  who  report 
that  the  fall  placing  orders  have  come  up 
fully  to  their  expectations. 

R.  C.  Weston,  of  the  Weston  .Shoe  Com- 
pany, Campbellford,  Ontario,  was  in  To- 
ronto last  week  with  a  full  range  of  wo- 
men's, misses'  and  children's  lines  which 
are  turned  out  at  their  factory.  Several 
new  ideas  have  been  incorporated  in  the 
makes  for  fall  and  winter,  and  one  notice- 
able  feature  is  the  reinforced  fly  on  all 
button  shoes,  which  prevents  the  button 
holes  from  breaking  or  fraying.  Mr.  Wes- 
ton reports  prospects  exceptionally  bright 
for  fall  orders,  and  travelers  are  now  on 
the  road  with  a  complete  selection  of 
samples. 

Occupying  New  Quarters. 

The  bottoming  plant  of  the  Tedd  Shoe 
and  Leather  Co.,  J.  11.  Tedd,  manager,  154 
King  Street  East,  Toronto,  who  made  the 
Tedd  shoe,  was  sold  by  auction  last  week. 
The  Tedd  Company  have  removed  to 
439  Spadina  Avenue,  near  College  Street, 
where  they  will  continue  to  handle  leathers 
2nd  findings  as  well  as  turning  out  all 
kinds  of  uppers  and  leggings.  The  com- 
pany,   who  manufactured  shoes  for  ten 


years,  went  out  of  that  business  some 
months  ago,  but  in  the  uppers  and  findings 
end,  at  which  Mr.  Tedd  has  been  engaged 
for  twenty-eight  years,  operations  will  be 
pushed  vigorously. 

King  George's  Footwear. 

King  George  is  a  better  customer  to  his 
bootmaker  than  to  his  tailor ;  the  King 
keeps  a  couple  of  dozen  pairs  of  lace  and 
button  boots  and  shoes  in  use  for  ordin- 
ary wear,  and  directly  a  pair  shows  the 
least  sign  of  wear,  it  is  replaced  by  a  new 
pair.  The  King  also  keeps  a  very  large 
assortment  of  boots  for  sporting  purposes. 
The  King's  boots  are  in  the  charge  of  the 
third  valet  to  His  Majesty,  who  has  in- 
vented several  boot  polishes,  and  is  an  ex- 
pert in  the  care  of  boot  and  shoe  leather. 
For  some  of  his  walking  boots  the  King- 
pays  five  guineas  a  pair,  and  his  bootmak- 
er's bill  runs  to  seventy  or  eighty  guineas 
in  the  year. 

An  Automatic  Staple  Press. 

An  interesting  and  valuable  machine  has 
recently  been  placed  on  the  market,  and  is 
attracting  much     attention     among  shoe 


manufacturers  on  both  sides  of  the  border. 
This  machine  is  an  automatic  self-feeding 
staple  press  for  fastening  bows  and  steel 
ornaments  on  slippers,  pumps  and  shoes  by 
means  of  steel  staples.  It  will  be  noted 
from  the  cut  that  the  whole  arrangement 
is  very  simple ;  it  is  also  very  efficient,  as 
one  girl  using  one  of  these  machines  can 
get  through  ten  times  as  much  work  as 
a  hand  sewer,  and  do  it  much  better.  One 
feature  worth  noting  is  that  the  machine 
turns  the  shanks  of  the  staples  inwards 
perfectly,  thus  clinching  them,  and  prevent- 
ing them  from  catching  the  hose  when  the 
shoes  are  worn.  The  machine  is  worked 
by  a  treadle,  and  the  staples  come  in  vari- 
ous colors  to  match  the  colors  of  the 
bows.  The  device  is  so  simple  yet  so  ef- 
fective that  the  Hubbell  Bow  Co.,  of  Mont- 
real, who  are  the  sole  agents  for  Can- 
ada and  the  United  States,  report  a  splen- 
did demand  from  shoe  men  on  both  sides 
of  the  border. 

A  Heavy  Easter  Business. 

Reports  from  all  sections  of  the  country, 
which  are  coming  in  rapidly,  indicate  that 
in  spite  of  unfavorable  weather  for  the 
earlier  part  of  April,  retailers  did  a  very 


satisfactory  holiday  trade.  The  amount  of 
cash  taken  in  on  Saturday  preceding  East- 
er Sunday  broke  all  records  for  the  day 
with  many  shoe  men.  On  the  whole,  so 
far  as  can  be  learned,  the  turnover  was 
fully  up  to  last  year,  and  in  some  cases, 
aggregate  sales  reached  a  considerably 
higher  figure.  Had  good  weather  been  on 
the  programme  several  days  before  Easter, 
instead  of  only  a  week  previous,  the  shoe 
merchants  would  have  reaped  a  veritable 
harvest.  As  it  is,  few  are  complaining, 
and  are  pleased  that  they  did  so  well,  con- 
sidering the  backward  nature  of  spring. 
One  feature  was  that  the  majority  of  the 
purchases  were  for  high-cut  stock,  which 
1:  rings  larger  returns  than  the  sale  of  ox- 
fords, pumps  and  canvas  footwear,  and  for 
this  reason  the  volume  was  large,  and  re- 
tailers will  clear  probably  as  snug  a  sum 
on  the  whole  as  if  low  shoes  were  in  de- 
mand. The  sale  of  these  will  be  ushered 
in  from  now  on,  In  Toronto  the  shoe 
houses,  with  few  exceptions,  say  that  their 
returns  are  ahead  of  what  they  were  a  year 
ago,  and  the  prospects  for  disposing  of 
spring  and  summer  lines,  if  the  tempera- 
ture continues  high,  are  exceptionally 
bright. 

What's  in  a  Name? 

A  good  story  is  being  told  of  a  traveler 
for  an  Ontario  shoe  factory  who  went  West 
and  adopted  a  new  ruse  to  secure  busi- 
ness, which  was  successful.  He  had  a  ridi- 
culously long  and  unpronounceable  name 
like  "Lieblontere"  or  something  of  that 
character.  As  to  its  orthography  no  one 
was' exactly  certain  except  himself,  and  the 
firm  was  surprised  when  orders  began  to 
come  in  from  the  West  signed  "Wilson." 
They  could  not  make  it  out  at  first.  Such 
a  representative  was  not  in  their  employ, 
and.  there  was  an  air  of  mystery  about  the 
proceeding  until  a  letter  arrived  explain- 
ing that,  for  the  present,  the  traveler  had 
adopted  this  surname,  and  that  he  would 
make  it  all  clear  later. 

When  he  arrived  home  he  told  the  man- 
ager that  when  he  gave  retailers  a  com- 
mon and  easily-spelled  name,  no  questions 
were  asked,  but  when  he  gave  his  correct 
title,  everybody  would  enquire  "How  do 
you  spell  it?"  "What  nationality  are  you?" 
"Have  you  been  long  in  this  country?"  and 
"Can  you  speak  any  foreign  language?" 

All  these  questions  took  time  to  answer, 
and  diverted  attention  on  the  part  of  pos- 
sible buyers  from  the  samples  he  had  in 
hand,  the  prices,  etc. 

"I  just  took  a  common  name  that  was 
easily  spelled,  remembered  and  pronounced, 
and  sir,  it  worked  like  a  charm.  No  one 
questioned  me  as  to  its  authenticity  Di- 
spelling, and  I  managed  to  land  much 
more  business  by  this  means,  and  as  I  was 
personally  unknown,  I  was  saved  many  per- 
plexing interrogations,  and  could  keep  the 
conversation  on  shoes,  last  and  leather.  I 
consider  that  I  gained  a  great  deal  of  time 
and  did  more  effective  work  by  this  means," 
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he  concluded.  The  factory  forces  look 
upon  the  expedient  as  a  good  joke,  but  won- 
der what  next  the  alias  will  be  that  Lieb- 
lontere  will  sail  under. 

Fewer  Business  Failures. 

Commercial  suspensions  in  the  Dominior 
of  Canada  during  the  first  quarter  of  lOit 
make  a  notably  satisfactory  comparison 
with  those  of  the  corresponding  period  in 
recent  preceding  years,  numbering  only 
367,  against  426  last  year,  and  425  m  T9°9; 
while  the  amount  of  defaulted  liabilities 
aggregated  only  $2,876,705,  against  $4,021,- 
548  and  $4,814,627  respectively. 

Each  of  the  three  divisions  into  which 
the  statement  is  divided  shows  marked 
improvement,  and  though  the  number  in 
manufacturing  is  exactly  the  same  a~  last 
year,  it  compares  with  100  two  year?  ago. 
a  decrease  of  20. 

As  regards  the  amount  of  liabilities, 
however,  in  this  class,  the  exhibit  is 
much  more  favorable,  the  total,  $774,445, 
showing  a  marked  decrease,  as  compared 
with  the  $1,747,225  of  last  year,  or  the 
$1,077,991  of  1909. 

On  the  other  hand,  in  the  trading  divi- 
sion the  conditions  are  almost  entirely  re- 
versed, improvement  being  more  pronoun- 
ced in  number  than  in  the  amount  involved, 
281  suspensions,  with  defaulted  indebted- 
ness of  $2,083,260,  comparing  with  399  last 
year  for  $2,238,423,  and  313  for  $2,839,493 
in  1909. 

A  New  Detachable  Heel. 

A  new  thing  on  the  market  is  the  Evans 
Rubber  Heel,  which  is  detachable  and  in- 
terchangeable, and  is  a  radical  departure 
in  construction  and  attachment.  The  heel 
is  manufactured  by  the  Kaufman  Rubber 


A  MESSAGE  THAT  MADE  HIM  SMILE. 


Wm.  Chamberlain,  who  represents  Getty 
&  Scott,  of  Gait,  Ontario,  in  the  big  cities, 
was  in  Toronto  last  week  on  his  fall  trip. 
A  representative  of  the  Shoe  and  Ebath- 
Br  Journal  visited  his  sample  room  at  the 
King  Edward  Hotel  and  found  Mr.  Cham- 
berlain fairly  bustling  with  business.  He 
had  just  landed  an  order  from  one  con- 
cern amounting  to  about  $12,000,  which 
looks  very  much  like  a  record  for  chil- 
dren's footwear  in  Canada.  The  news- 
paper man  was  -shown  a  telegram  which 
Mr.  Chamberlain  received  from  his  firm  in 


kids.  An  all  patent  'blucher  with  white  col- 
lar is  an  interesting  showing.  In  the 
misses'  line  are  displayed  various  new  lasts 
and  patterns  in  different  styles,  staple  and 
fancy.  A  patent  colt,  full  fox,  fancy  cloth 
quarters  with  black  French  buttons  proves 
one  of  the  most  captivating  sellers.  Velvet 
and  black  corkscrew  tops  are  also  winning 
lines.  A  patent  colt  blucher  with  dull  quar- 
ters, school  heel  and  patent  collar,  is  in- 
teresting. A  Napoleon  button  with  patent 
foxing,  red  kid  top  and  collar  of  patent 
with  black  silk  tassel  is  a  unique  creation. 


The  Great  North  Western  Telegraph  Company  of  Canada, 

TERMS  AND  CONDITIONS* 

are  received  by  this  Company  (or  transmission,  subject  to  the  terms  and  conditions  printed  on  their  Blank  Form 
and  condil  ionw  nave  been  ajrreed  to  by  the  sender  of  the  following  message, 
epeafd  message,  and  is  delivered  by  request  of  the  sender  under  these  conditions 

I.  MoMICfi AEL. 
Vice -President  and  General  Manager. 
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Gait  congratulating  him  upon  his  good 
work.  Mr.  Chamberlain  took  the  visitor 
through  his  fall  line,  and  it  certainly  is  a 
crackerjaek  one.  Everything  that  little 
misses,  growing  girls  and  boys  could  posi- 
tively desire  in  shoes  was  to  be  found  in 
this   elegant  and     comprehensive  range. 

One  o>f  the  largest  stores  in  Toronto  re- 
cently advertised  "Classic"  shoes  in  all 
the  leading  morning  and  evening  papers, 
using  half-page  space  to  fully  describe  the 
merits  of  the  Getty  &  Scott  goods.  "Clas- 
sic" shoes  are  popular  all  over  Canada,  but 
no  more  so  than  in  the  city  of  Toronto. 
An  infants'  Napoleon  button  is  a  novelty. 
It  has  patent  vamp,  white  calf  quarters 
and  patent  collar  band.  This  line  is  also 
made  in  blue,     red,  dull    and  chocolate 


An  all  patent  button,  eight-inch  storm  leg, 
with  gold  tassel,  is  another  feature.  In 
college  girls'  shoes  ranging  from  2J/2  to 
6  in  size,  the  selections  consist  of  various 
styles  and  combinations  of  leather  and 
cloth  of  which  Getty  &  Scott  make  a  spe- 
cialty. The  roadster,  ten-inch  leg  shoes 
with  straight  foxing,  and  another,  eleven 
inches  high  in  gun  metal  with  viscolized 
sole  and  school  heel  are  attractive. 

In  youths'  and  little  gentlemen's  the  or- 
thopedic toe  is  to  the  front.  The  creations 
are  full,  wide  and  round,  known  as  the  cul- 
ture shape.  They  come  in  patent,  velours, 
gun  metal,  box  calf  and  tan  calf,  and  are 
exceedingly  strong  and  popular.  Shoe? 
with  nine-inch  storm  legs,  blucher  and  but- 
ton, with  school  heel,  are  leaders. 


An  o'  long  aluminum  plate  or  fastener 
goes  with  each  heel.  This  has  a  thin  pro- 
jecting flange  on  either  side,  and  is  at- 
tached to  the  heel  by  means  of  six  small 
nails.  A  pair  of  heels  can  be  put  on  prop- 
erly in  eight  minutes  or  less.  There  is  a  de- 
Co.,  of  Berlin,  Ontario.  It  is  interchange-  pression  in  each  heel  the  exact  size  of  the 
able  from  one  shoe  to  another,  which  means  fastener  and  the  flanges  of  the  plate  fit 
level  wear.  There  are  no  nails  or  washers  securely  into  slits  cut  in  the  rubber  on 
to  wear  through.  Owing  to  the  heels  be-  either  side  of  the  cavity.  To  attach  the 
ing  so  easily  transferred  the  rubber  will  rubber  to  the  fastener  the  front  end  is 
wear  evenly  at  the  back  instead  of  the  pushed  firmly  on  to  the  front  end  of  the 
outer  corners  only  wearing  down.  There  fastener,  then  the  rear  end  of  the  heel  is 
are  no  nails  or  washers  to  come  through.  Kent  sharply,  catching  the  back  projection 


of  the  plate  into  the  cavity.  The  heel  is 
then  pressed  forward  and  is  in  place.  There 
are  sizes  to  fit  every  leather  heel.  The 
Evans  is  clean  and  sanitary,  as  there  are 
no  holes  to  fill  with  mud  and  snow,  while 
it  is  resilient  and  durable  in  every  respect. 
The  accompanying  illustration  gives  a  good 
indication  of  the  principal  features  of  this 
detachable  and  interchangeable  article. 

A  New  Shoe  Factory 

Tourigny  &  Marois,  boot  and  shoe  manu- 
facturers, of  Quebec,  have  applied  to  the 
municipal  committee  of  finances,  for  ex- 
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emption  from  taxes  for  a  new  factory, 
which  they  intend  to  begin  the  erection  of 
early  in  June,  in  St.  Mala,  near  Quebec 
City. 

In  their  present  factory  Tourigny  & 
Marois  employ  over  400  men,  paying  over 
$200,000  in  salaries  during  the  year,  and 
their  yearly  outlay  for  supplies  is  a  very 
considerable  amount.  In  his  letter  to  the 
committee,  Mr.  Marois  stated  that  the 
number  of  employes  and  the  outlay  would 
be  increased  by  at  least  fifty  per  cent,  with 


from  the  ordinary  lines,  and  who  desire 
expressions  in  fashion,  lasts  and  leathers 
that  are  seldom  seen.  The  display  was  in 
charge  of  James  T.  Sutherland,  of  King- 
ston, who  is  an  expert  in  the  traveling 
line,  having  for  twelve  years  represented 
several  of  the  leading  factories  in  the  East- 
ern. States. 

The  Cook-Fitzgerald  Company  in  their 
fall  and  winter  samples  have  attained  the 
acme  of  good  taste  and  judgment,  and  the 
smart,  dressy  and  refined  characteristics  of 


GALLERY  OF  PROMINENT  SHOE  RETAILERS. 


J.  Ready;  St.  Mary's,  Ont. 


R.  Slater,  Embro,  Ont. 


their  new  factory  in  operation,  thus  con- 
tributing very  materially  to  the  prosperity 
of  the  province.  The  committee  of  finances 
has  agreed  to  allow  exemption  from  taxes 
for  ten  years. 

Veteran  Shoeman  Will  Retire. 

G.  J.  St.  Leger,  who  conducts  four  retail 
stores  in  Toronto,  and  has  been  in  the 
shoe  business  for  about  forty  years,  says 
that  he  is  making  arrangements  to  retire 
from  active  work,  and  will  leave  the  man- 
agement of  the  establishments  to  his  son. 
Mr.  St.  Leger  has  considerable  property 
interests,  to  which  he  will  devote  his  at- 
tention. He  has  played  a  prominent  part 
in  the  trade,  and  was  one  of  the  most  ac- 
tive members  of  the  Toronto  Shoe  Retail 
Association  when  that  organization  was  in 
existence,  being  its  president. 

Fine  Display  of  Men's  Footwear. 

During  the  past  fortnight  many  retail- 
ers wended  their  way  to  the  King  Edward 
Hotel,  Toronto,  to  witness  the  distinctive 
and  comprehensive  display  of  footwear  for 
young  men,  and  older  men  too,  which  was 
presented  by  the  Cook-Fitzgerald  Company, 
Limited,  of  London,  Ontario,  makers  of 
the  Astoria  and  Liberty  shoes.  In  design, 
last  and  workmanship,  all  the  latest  ideas 
have  been  evolved,  and  the  exhibit  was  one 
to  delight  the  heart  of  any  lover  of  choice 
tnd  pleasing  patterns,  the  great  and  grow- 
ing class  who  demand  something  different 


the  Astoria  shoe  for  men  are  brought  out 
prominently  in  every  production.  The  most 
popular  lasts  are  the  Tickler  and  the  Teas- 
er, being  the  very  latest  in  the  new  nob 
high  toe.  The  creations  from  these  lasts 
consist  of  gun  metals,  tans  and  patent  colt, 
all  with  military  heel,  high  arch,  straight 
inside  and  swing  design,  with  double  sole 
through  to  heel.  The  boxes,  counters,  in- 
soles and  outsoles  are  all  of  the  finest 
oak-tanned  stock,  while  the  whole  output 
of  the  factory  is  union  branded.  On  the 
toes  of  several  shoes,  and  also  on  the  fox- 
ing is  seen  diamond  perforation,  while  on 
the  tips  the  large  outlined  scollops  are 
stitched.  Since  the  introduction  of  the  very 
latest  and  most  catchy  lasts  the  output 
of  the  factory  has  doubled,  so  that  the 
make  is  now  nine  hundred  pairs  daily. 
The  sizes  run  from  four  to  eleven,  and  the 
retail  prices  from  four  to  seven  dollars. 
Besides  the  Tickler  and  Teaser  out  of 
over  twenty  other  kinds  of  lasts,  the  most 
popular  are  the  Lucky  Dog,  Blarney, 
Wheat  and  Headlight.  In  some  of  the 
heavier  goods  the  nice  brown  chocolate 
lining  imparts  to  the  shoes  a  finished  effect 
that  at  once  wins  instant  favor.  Among 
the  novelties  shown  was  a  blucher  made 
of  patent  colt  with  tan  seal  upper;  brass 
diamond  eyelets  being  used  on  the  tip, 
while  the  foxing  was  perforated  with 
diamond  eyelets  of  brass.  In  winter  calf 
and  willow  calf  the  showings  were  equally 
effective  and  striking,  in  both  Liberty  and 


Astoria,  several  having  viscolized  full 
double  soles  and  being  entirely  waterproof. 
A  raw  hide  tan  calf  blucher  with  slip  sole 
of  raw  hide  and  viscolized  out  soles  was 
a  large  seller.  Many  other  fetching  and 
discriminating  creations  were  on  view. 

Mr.  Sutherland  booked  a  heavy  fall  busi- 
ness for  his  company,  and  feels  jubilant 
or  raw  hide  and  viscolized  outsole  was 
the  Astoria  product,  which  for  appearance, 
comfort,  style  and  durability  is  the  final 
word  in  shoedom. 

Mr.  Sutherland  was  the  successful  man- 
ager of  the  Frontenac  Hockey  Club  of 
Kingston  last  winter,  and  was  presented 
by  the  citizens  of  the  Limestone  City  with 
a  beautiful  five-piece  silver  tea  service  for 
his  splendid  work  in  landing  the  champion- 
ship for  the  second  consecutive  season.  Last 
year  the  citizens  gave  him  a  gold  watch 
as  an  evidence  of  their  appreciation  in 
looking  after  the  winning  team.  "Jim"  is 
as  popular  in  shoe  circles  as  he  is  in  his 
home  city,  and  had  developed  a  big  busi- 
ness for  the  enterprising  manufacturers 
whose  lines  he  enthusiastically  represents. 

Pumps  of  Panama  Straw. 

There  was  on  exhibition  during  the 
Easter  holidays  in  the  window  of  H.  &  C. 
Blachford,  Yonge  Street,  a  unique  pair  of 
pumps  made  of  Panama  straw  of  a  fine 
quality.  Around  the  vamp  and  small  bow 
which  decorated  the  toe  was  a  soft  leather 
binding,  and  the  heel  was  of  the  Cuban 
type.  The  straw  had  to  be  woven  under 
water,  for  the  pumps  to  retain  their  shape 
in  the  making.  The  retail  price  was  twelve 
dollars,  and  considerable  attention  was  di- 
rected to  the  exhibit. 


McLAREN  &  DALLAS 
No.  931 — Men's  Gun  Metal  Calf  Button 
Slip  Sole,  Rope  Stitched,  Goodyear  Welt' 


ONTARIO  R  E  P  R  E  S  ENTATIVE 
WANTED. — We  want  a  man  to  repre- 
sent us  in  Ontario.  Must  be  experienc- 
ed, with  good  connection,  and  able  to 
produce  references.  The  Fraserville 
Shoe  Co.,  Limited,  Fraserville,  Que. 
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ROOTS  AND  SHOES  — All  the  spring  LEATHER.— Shoe    manufacturers    are  are  no  changes  to  record,  and  the  follow- 

orde°s  sLf  o°  S  were  delayed"  ar°e  not  yet  buying  very  freely,  as  they  have  u*  ^taUons 

now  out,  and  travelers  for  fall  lines  report  not  received  full  reports  from  their ^  trav- 

that  they  are  doing  big  business.    No  re-  elers  as  to  the  extent  of  the  demand  for 


presentative  has,  so  far  as  can  be  learned,  fall  and  winter  deliveries  m  footwear 
any  complaint  to  make  at  the  size  of  the  Shoe  leather  tanners  are  not  rushed  with 
orders  he  has  been  able  to  book.  It  looks  work,  but  harness  tanners  are  enjoying  an 
like  a  busy  season  for  all  the  factories,  and  unusual  period  of  actmty.  The  market  i 
all  the  makers  are  hopeful,  as  fall  goods  Ontario  is  good.  In  the  _  West  there 
generally  show  considerable  improvement  a  big  development  m  business,  and  local 
in  styles,  design  and  finish.  Easter  business  men  report  the  largest  market  for  some 
Las  Len  very  satisfactory,  notwithstanding  years.  Tans  are  in  strong  demand  for  shoe 
the  backward  nature  of  the  weather.  Tans  manufacturers,  while  patent  leathers  are  in 
are  in  strong  demand,  and  buttons  are  com-  as  great  favor  as  ever,  and  promise  to 
ing  more  and  more  to  the  front.  Low-cut  continue  so. 
footwear  is  beginning  to  move  freely 
among  retailers,  and  jobbers  will  have  a 
busy  time  filling  sorting  orders.  Trade  with 
the  wholesalers  is  active,  although  there  is 
no  decided  rush.  Fall  samples  are  coming 
to  hand,  and  some  popular  and  most  ser- 
viceable productions  are  shown,  a  fuller 
reference  to  which  will  be  found  on  an- 
other page. 


TALLOW.— Conditions  appear  to  be 
steady,  and  no  change  is  reported  in  the 
general  outlook  of  the  trade.  Receipts 
are  normal,  but  will  show  some  increase 
soon  it  is  expected. 

No.  i  cake   

No.  2  cake    A1/*  5^ 

No.  i  solid    SV2 

No.  2  solid    4  5 

WOOL — Dealers  are  looking  for  a  fair- 
sized  quantity  this  week.  Shearing  has 
been  backward  this  season,  owing  to  the 
cold  weather,  but  already  some  shipments 
have  been  made.    Prices  are  firm. 


LEATHER  WHOLESALE. 
No.  i  Spanish  sole  (for  job- 
bing)  26 

No.  2  Spanish  sole  (for  job- 
bing)   25 

No.  I  Spanish  sole  (for  mfg.)  26 
No.  2  Spanish  sole  (for  mfg.)  25 
No.  3  Spanish  sole  (for  mfg.)  23 

No.  1  oak  sole    33 

No.  2  oak  sole    3° 

No.  1  oak  sole  bends    5° 

No.  1  slaughter  sole,  heavy...  30 
No.  1  slaughter  sole  medium  30 
No.  1  slaughter  sole,  light...  30 


29 


27 
26 


Harness  leather- 
No.  1  U.  O.  .. 
Rejected  U.  O. 
No.  2  U.  O. 


37 
36 
35/2 


24 
38 
34 
55 
3i 
3i 
3i 


39 
38 
37 


Washed  fleece    1° 

Unwashed  fleece    12 

Rejects   :5 


20 
14 


OUTSOLES. 

Oak—  Gauge 

Men's,  No.  1    7~*2 

Men's,  No.  2    7-12 

Women's,  No.  1  .  •  ■  ■  5-8 
Women's,  No.  2  ....  5-8 

Spanish — 

Men's,  No.  1    7-12 

Men's,  No.  2    7-12 

Women's,  No.  1   5-8 

Women's,  No.  2....  5-8 

TAP  SOLES. 


Price 
30  45 


27 
18 
16 


26 

23 
16 
14 


42 
23 
21 


4i 

38 

2T 
19 


HEIGHT 

PRICE 

HEIGHT 

Men's  XXX.... 

6 

H- 

10— $ 

2. 

75 

4 

Men's  XX  

6 

3. 

70— 

2 

10 

4 

Men's  X   

6 

2 

25— 

1 

85 

4/2 

Women's  XXX.. 

5 

? 

40— 

1 

95 

4 

Women's  XX . . 

5 

2 

05  — 

1 

45 

3/2 

Women's   X. . .  . 

4 

■i 

20— 

1 

10 

4 

Boys'  XXX.... 

5/2 

2 

.90  — 

2 

•  35 

4V5 

Boys'  XX  

5lA 

2 

.65- 

2 

.20 

4V2 

Boys'  X  

1 

.60— 

1 

•35 

4/2 

HIDES.— The  market  is  still  unsettled, 
and  sales  in  large  quantities  by  local  deal- 
ers are  almost  unknown,  although  small 
quantities  are  moving  some.  Tanners  are 
keeping  in  pretty  close  touch  with  the  mar- 
ket, and  are  purchasing  only  in  such  num- 
bers as  will  supply  their  daily  needs.  There 
are  no  decided  indications  one  way  or 
the  other.  There  is  little  or  no  improve- 
ment in  the  situation  so  far  as  splits  are 
concerned,  and  tanners  are  supplied  with 
all  they  require. 

No.  1  inspected  steers  and  cows  9JA 
No.  2  inspected  steers  and  cows  8Y2 
No.  3  inspected  cows  and  bulls  7l/z 

Country  hides  (green)  flat   8J4 

Country  hides  (cured)  flat   8Ki 

Calfskins   "  T3 

Sheeoskins   $i.o5       $1  •  35 

Horsehides"  No.  I    3-00  offering,  but  they  will  soon  be  on  the  mar- 

Horsehides',  No.  2    2.00  ket,  which  may  alter  the  situation.  There 


Hemlock  Country  Harness- 
No.  1                                    32  33 

No.  2                                  3i  32 

Upper,  heavy                          48  5° 

Upper,  light  and  medium         50  55 

Upper,   grained                         T9  20 

Kip  skins,  French   1.15  [-28 

Veal  kips,  Canadian                  75  80 

Hemlock  calf                          75  90 

Imitation  calf                          85  95 

French  calf   1-38  1.62 

Splits,  light  and  medium         20  22 

Splits,  heavy                            20  22 

Splits,  junior                          18  19 

Patent  colt,  per  foot                30  4° 

Pat.  chrome,  sides,  per  ft...  28  30 

Enamel  cow,  per  ft  20  22 

Pebble  grain                           15  *7 

Buff                                      17  19 

.  Colored  buff                           20  22 

Russets,  extra  hvy.,  per  doz...$io  $12 

Shoe  russets,  per  lb  45  50 

Russets,  No.  2,  all  grades,  lb.  30  35 

Glove  russets,  per  doz  $6.00  $9.00 

CUT  SOLES.— Prices  are  firm,  and 
there  is  a  good  outlook  for  business  in 
this  line.    There  are  no  short-haired  hides 


TOP  LIFTS. 

Men's  XXX....  5V2  $i-35— 

Men's  XX          5^  1.15— 

.65- 
■55— 
•45— 
.70— 
.60- 


Men's  X   5 

Women's  XXX  5 
Women's  XX..  5 
Boys'  XXX...  5 
Boys'   XX   5 


•  75 

4T/2 

.70 

4/2 

■50 

5 

•  50 

4/2 

.40 

4/2 

.60 

4/2 

■50 

4/2 

SHAPED  HEELS. 
Size. 

Men's    5-8—10-8 

Women's    5-8—13-8 


Price. 
—15c  pr. 
—  1  tc  pr. 


BOX  TOES. 

Men's  3JA    5c  pr. 

Women's  2^    Pr- 

COUNTERS— Either  flat,  chmmed  or 
moulded. 

Men's   7TA   8c  pr. 

Women's  5H    6?4C  pr. 

TANNERS'  MATERIAS.— There  is  the 


usual  demand, 
unchanged. 


Prices  remain   easy  and 


2/2 

3V2 

55 

65 

6y2 

7/2 

Cod  Oil,  pure  Nfld.  tanked.. 

■  47 

50 

Cod  Oil,  Gaspe   : .  •  • 

40 

42 

Hemlock  extract   

.  3/2 

4 

■  3 

3T/2 

Quebracho  extract   

•  ■  33A 

4lA 

•  4lA 

5 
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BOOTS  AND  SHOES.— Decidedly  un- 
springlike  weather  for  the  past  month  has 
had  a  very  dampening  effect  on  the  retail 
trade  locally.  Retailers  reported  very  little 
doing,  with  disheartening  regularity,  and 
commented  upon  the  unusual  weather  con- 
ditions as  responsible  for  the  general  slack- 
ness. However,  business  during  the  Easter 
season  has  been  excellent,  and  in  the  ma- 
jority of  cases,  retailers  express  them- 
selves as  well  satisfied,  w'hile  stating  that 
spring  footwear  is  not  yet  selling  in  any- 
thing like  the  quantity  it  will  as  soon  as 
the  first  real  genial  weather  appears.  Tans 
and  patents  are  the  favorites  in  colors,  and 
the  high  toe  in  its  various  degrees  of  ec- 
centricity appears  to  be  the  favorite  among 
the  younger  generation.  The  more  con- 
servative lasts  are  also  selling  well,  though 
not  so  popular  as  the  more  extreme  style. 
With  the  older  consumers  the  case  is  dif- 
ferent. 

As  far  as  the  rubber  situation  goes,  there 
appears  to  be  a  general  inclination  among 
the  retailers  to  delay  placing  orders  as  long- 
as  possible.  The  rubber  question  has  many 
of  them  wondering  what  the  effect  will  be 
on  their  rubber  trade  in  the  fall,  and  no 
one  seems  very  sure  of  his  position  on 
course  of  action  in  the  matter. 

The  manufacturers  are  now  between  sea- 
sons, and  hence  the  slackness  usual  at 
such  times  is  very  apparent.  Orders  for 
fall  stock  have  begun  to  filter  in,  but  so 
far  have  not  reached  large  proportions. 
The  weather  has  had  an  adverse  effect  on 
sorting  orders  also,  which  makes  the  quiet- 
ness the  more  evident.  The  great  demand 
for  tan  leather  has  caught  many  of  the 
manufacturers  napping,  and  repeat  orders 
for  spring  stuff  are  causing  trouble  in 
some  cases.    This  applies  to  jobbers  also. 

HIDES. — Everything  is  very  quiet  in 
hides.  Of  course,  the  season  has  something 
to  do  with  this,  but  the  general  situation 
more.  Such  hides  as  are  coming  in  are 
generally  of  rough  texture  and  poor  qual- 
ity, as  is  natural  in  spring.  There  is  little 
demand  for  the  stock  that  is  offering,  as 
the  tanners  are  well  supplied;  in  fact,  they 
are  carrying  much  more  stock  than  they 
need.  For  the  present  there  appears  to 
be  little  likelihood  of  any  great  change  in 
prices. 

BUTCHERS'  BUYING. 
City  and  country  prices — 

No.  i,  quoted   <•  igy2 

No.  2,  quoted   

No.  3,  quoted    8 

Country  hides  (green    jy2 

Country  hides   ("cured)    8 

CALFSKIN  QUOTATIONS. 
No.   i,  Government  inspected. ..  .$o.  12^ 

No.  i,  selected   I0 

Lambskins,  city  butchers'  kill  i.oo 

TALLOW.— The    dem?nd    is    good,  but 


supplies  are  coming  in  fairly  well,  and 
prices  have  not  changed  to  any  extent. 
Dealers  are  ready  to  take  all  supplies  of- 
fered. 

No.  i  cake   7y  7y 

No.  2  cake    51^  §y2 

No.  1  solid    (,y  7 

No.  2  solid    41^  514 

LEATHER.— There  is  a  decidedly  pes- 
simistic outlook  for  the  leather  trade  at 
present.  This  is  more  or  less  to  be  expect- 
ed at  this  time  of  year,  between  seasons, 
but  it  is  also  due  partly  to  the  large  amount 
of  leathers  of  all  kinds  being  placed  on  the 
market  by  American  tanners,  who  are  ap- 
parently anxious  to  find  an  outlet  for  large 
stocks  on  hand  without  further  glutting' the 
home  market.  Therefore  Canadian  tanners 
are  feeling  this  competition  rather  keenly  at 
present,  and  are  turning  out  the  minimum 
amount  of  stock. 

Glazed  kid  is  in  the  doldrums  worse  than 
ever,  and  large  stocks  are  being  carried  by 
all  tanners  handling  this  line,  with  small 
chance  of  disposal  in  sight.  Sole  leather  is 
keeping,  firm  with  little  change  in  prices. 
Splits  are  very  quiet.  Sheepskins  also  share 
the  general  weakness.  Patent  and  tan  leath- 
ers comprise  the  bulk  of  stock  moving  at 
present.  Little  buying  is  being  done  by 
manufacturers  at  present,  and  prices  are 
stationary. 

LEATHER. 
Spanish  sole,  custom,  No.  1 . .  27 

Spanish  sole,  No.  2    23^  24^ 

Spanish  B.  A.  hides,  No.  1..  24  25 
Spanish  B.  A.  hides,  No.  2..  22^  231/, 
Spanish  B.  A.  hides,  No.  3..  21 
Slaughter,  hemlock,  No.  1...  26  27 
Slaughter,  hemlock,  No.  2...  24  25 
Slaughter,  hemlock,  No.  3...  23^ 
Slaughter,    oak,    No.    iL-...  27  28 

Slaughter,  oak,  No.  2M  24  25^ 

Harness   32  34 

Wax,  upper,  heavy    35  38 

..Wax,  upper,  light  and  med.  ..38  42 
Oil  (Western)-  grained,  pr  ft.  14  15 
Oil  (Quebec)  grained,  per  ft.  12  14 
Chrome  glazed  kid — 

Tampico  in  color    10  28 

Patnas,  black    10  28 

European    8  20 

Chinese    12  22 

South  American    10  28 

Owing  to  large  number  of  varieties  of 
glazed  kid,  it  is  impossible  to  quote  on 
many  of  them. 

The  prices  given  below  for  chrome  calf 
and  kips  are  average,  as  lack  of  space  for- 
bids mention  of  the  great  range  in  price 
and  quality  carried  by  large  tanners. 
Box  chrome  calf — 

A.  H.  French    25 

A.  Hm  23 

A.  M  [.[  22 

B.  M   24 


B    Hm  21 

B.   M   I9 

Veal,  other  European    17  20 

Veal,  X    I5  t8 

Grassers    15  17 

Grassers,  X    14  T6 

Reject   ....12  14 

Box  kips— chrome  turned  — 

A.  H.,  Canadian    20 

A.  Hm.,  Canadian    19 

A.    M   jrS 

IS.  H   17 

Bf  Hm   I7 


C.  X. 


15 


Reject    I3  down 

Chrome  dull  kip  for  toppings — 
M   20 

L.  M   i9 

E   18 

ENAMEL  LEATHER. 
Chrome  side?  (acc.  to  quality)  25  32 
Enamel  colt    30  40 

SHEEPSKINS. 

Glazed  and  dull,  black    6  6y 

Colors,  No.   1,  beading   7  7y2 

Colors,  No.  1,  lining   7y2 

Ooze,  black  and  colors   8  8y 

Skivers   7y2  8 

Chrome,  glazed    5  8 

Chrome,  dull    7 

Calfine,  A.  H.,  Can.  native   ..  9 

Calfine,  A.  M.,  Can.  native   9 

Calfine,  A.  L,  Can.  native   9 

Calfine,  B.  H.,  Can.  native   8 

Calfine,  B.  M.,  Can.  native   8 

Pickle  skins  for  lining — ■ 

A  common  pickle    7y, 

B   7" 

c   ey 

Cape  A   8y 

Cape  B    734 

Cape  C    7 

J°'b    5JA 

H  Facing   73/ 

L  Facing    8 

The  prices  are  average,  as  quality  and 
quantity  would  cause  considerable  vari- 
ation. 

TANNERS'  MATERIALS.— Prices  are 
unchanged.  There  is  little  demand  at  pre- 
sent, in  sympathy  with  the  lifelessness  dis- 
played by  the  leather  market  in  general. 
Quotations  are  as  follows : 

Sumac   $55  $7o' 

Degras    5y  &/2 

Gambier    6  7 

Hemlock  extract    314  4 

Quebracho   extract    3  4 

Quebracho  solid    4  5 

Logwood  chips    1  y2  134 

Logwood  crystals    12  16 

Logwood  paste    6  9 

Dermiforma    41^ 

Egg  yolk    5y2  8 

Egg  albumen    60  75 


59 


Quebec  Markets 


BOOOTS  AND  SHOES— Manufactur-  FISH  OILS.— Owing  to  the  light  offering 
ers  report  that  the  past  month  has  been  and  the  small  supplies,  the  market  is  quiet, 
very  active,  so  they  received  the  visits  of  Prices  are  as  firmly  maintained  as  hereto- 
many  jobbers.    Good  sample  orders  have  for£j  ruling  unchanged  at  quotations,  al- 


LEATHER. 


though  it  is  expected  that  an  advance  will 
be  registered  pretty  soon.    The  latest  quo- 


Cod  oil,  Gaspe,  gal   23 

Sea-hog  oil   35 

Sea- wolf  oil,  refined   35 

Whale  oil,  No.  1 ,  refined,  gal.  1 . 80  1.85 

Whale  oil,  No.  2,  refined  1 . 77    1 . 82 

Whale  oil,  No.  1 ,  ordinary.  ..1.74    1  •  80 
Whale  oil,  No.  2,  ordinary. . .  1 . 72 
Cod  oil,  pure  Newfoundland. .  30 
Liverpool  salt   5° 


40 
38 
37 


1.78 
32 
60 


been  registered,  and  factories  are  still 
working  on  them.  It  is  a  little  early  to 
conjecture  what  the  outcome  will  be,  but  tations  are . 
it  looks  from  the  present  indications  as 
though  the  orders  for  the  fall  goods 
would  be  as  considerable  as  those  of  last 
year.  Many  changes  in  styles  and  lasts 
have  been  made,  and  it  seems  that  there 
will  be  quite  a  run  on  colored  goods.  Job- 
bers registered  a  fair  sorting  trade,  parti- 
cularly for  rubbers,  the  unsettled  weather 
of  the  beginning  of  the  month  having 
been  suited  for  that  trade,  though  this  is 
not  the  heavy  rubber  season.  The  retail 
trade  is  picking  up,  a  good  Easter  trade  is 
reported.  Collections  in  the  country  are 
in  general  fairly  good. 

There  is  a  good  enquiry.    Extra  tallow  is 

HIDES.— The  hide  market  has  assumed  ^oted  at  6/2c  per  pound, 
no  more  regular  tone  throughout  the  past 
week,  and  remains  in  about  the  same  con- 

dition.  The  receipts  are  not  heavy,  and  SHOE  FINDINGS.  A  fairly  good  trade 
what  are  offered  are  easily  disposed  of  at  has  been  carried  on  in  shoe  findings,  which 
firm  prices,  although  the  hides  coming  are  have  shown  an  increased  activity  during 
only  of  the  medium  quality.  It  is  reported  the  last  few  weeks.  Prices  have  not  mate- 
that  tanners  are  beginning  to  make  enquir-  rially  changed,  but  transactions  have  been 
ies  a  little  more  freely.  The  following  may  steadier  and  better.  A  few  good  sales 
be  regarded  as  the  selling  prices  on  the  have  ta^en  place.     It  is  hoped  that  the 


TALLOW.— The  market  remains  quiet, 
with   prices   unchanged   since   last  report. 


market : 

Sheepskins   25  75 

Sheep  clip  skins   10  35 

Lambskins   15  5° 


present  firmness  will  continue.  For 
present  time  we  quote : 


the 


City  and  country  hides  quotations.  Prices 
to  butchers: 

No.  1  quoted   io>£ 

No.  2  quoted   9/^ 

No.  3  quoted   8>2 

CALFSKINS. 

City  and  country  prices: — 

No.  1  quoted   x4 

No.  2  quoted   12 

WOOL— The  wool  market  is  still  in 
satisfactory  condition.  Manufacturers 
have  had  a  good  supply  in  hand  to  meet 
the  spring  demand.  The  demand  for  wool 
at  factories,  which  are  in  full  swing,  is 
said  to  be  good,  and  a  very  large  trade  is 
expected  this  year.  No  doubt  the  market 
will  continue  firm  at  the  following  prices: 


Canadian  pulled  wool .... 

22 

24 

■  •  24 

28 

Unwashed  fleece  

16 

18 

18 

22 

20 

22 

Leather,  friction   and  fibre 

board   3JA  6 

Union  leather   8  9 

Stiffner's,  union   1  3 

Stiffners,  leather  board,  per 

100  pounds   75  I-I5 

Insole  leather   7  8 

Leather  board,  per  lb   2  3 


LEATHER— A  fine  activity  was  expe- 
rienced in  all  lines,  and  prices  have  been, 
in  general,  well  maintained.  The  sales 
have  by  no  means  been  confined  to  any 
class  of  leather,  but  all  have  been  in  fair 
demand.  The  boot  and  shoe  manufactur- 
ers are  placing  orders  more  freely  in  an- 
ticipation of  a  good  fall  run.  Patents 
have  been  much  called  for  on  account  of 
the  popularity  of  patent  leather  shoes. 
Harness  leather  has  held  its  own,  and  is 
still  bringing  a  fair  return  to  the  tanners. 
The  fancy  leathers  are  meeting  with  in- 
creased sales  at  firm  figures.  Tanners  for 
the  most  part  are  busy  and  hopeful.  The 
present  outlook  indicates  that  the  market 
will  continue  to  be  firm.  The  following 
are  the  latest  quotations: 


Harness  leather — 

No.  1  U.  O  

Rejected.  

No.  2  

Kangaroo  

Splits,  senior,  per  lb  

Splits,  junior,  per  lb  

Splits,  senior,  per  foot  

Splits,  H  and  Mm,  per  foot... 

Splits,  M,  per  foot  

Splits,  Lm,  per  foot  

Splits,  junior,  per  foot  

Splits,  flexible,  per  lb  

Splits,  trimmed,  H  M,  per  lb 
Splits,  trimmed,  M,  per  lb.... 

Pebble,  A  L  

Pebble,  ALM  

Pebble,  AM  

Pebble,  AHM  

Buff,  AM  

Buff,  AH  ■■■ 

Moccasin  leather,   red,  per 

stamp  weight,  lb  

Oil  grain  (Quebec)  per  foot .  . 

Wax  upper,  heavy  

Wax  upper,  light  and  med. .  .  . 

Horsehides  

Glove  grain  

Heavy  grain  

Patent  cow  

Patent  cow  chrome  

Heavy  upper  

Grained  upper  

Scotch  grain  

Dongola  kid  

Paten'-,  kid  

White  alum  

Sumac  

Col.  sheep  

Napa  sheep  

India  kid  

Patent  colt  

Harness. .'  

French  kip  skins  

English  kip  skins  

Canadian  kip  skins  

Hemlock  calf  

Light  calf  

French  calf  


T.6 

33 

0 

39 

T  C 
L  J 

16 

28 

27 

O 

8 

8 

6 

5^ 

A 

4- 

22 

O 

32 

I  <. 

15^2 

14. 

16 

I  s 

16 

10 

I  7 

18 

4.0 

42 

0° 

A  A 

3 

t  7 

I  s 

17 

21}4 

2X  T-/, 
^0/2 

21 

23 

19 

20 

IQZA 

201^ 

20 

21 

14 

*  T 

21 

1,6 

j  1 

T  C 

1 0 

V/2 

1 1 

10 

12 

II 

11 

13 

36 

46 

40 

42 

94 

1.05 

55 

65 

61 

65 

70 

85 

70 

80 

I  .  TO 

TANNERS'  MATERIALS.— The  usual 
amount  of  business  is  being  transacted, 
with  prices  normal.    The  market  is  prac- 


tically unchanged, 
are : 


The  latest  quotation? 


Degras  

Sumac  

Gambier  

Hemlock  extract  

Hemlock  bark,  per  cord. 

Oak  extract  

Mineral  tanners'  extract. 
Scuth, lb  


7 

"69  00 

5^  6^ 
4K  5 
8 . 00    7 . 50 

4  \V* 
6  lV% 

\ 


6o 


American  Markets 


HEMLOCK  SOLE.  —  Conditions  are 
practically  unchanged.  Dealers,  however, 
state  that  the  trading  is  rather  more  di- 
versified, and  several  fair  sized  bills  have 
been  sold,  but  none  exceeding  3,000  sides, 
and  few  larger  than  r.ooo  sides.  A  few 
shoe  manufacturers  who  have  drawn  clown 
rheir  purchases  made  in  January,  before 
:he  new  terms  went  into  effect,  are  talking 
about  10,000  or  more  sides,  but  have  rot 
closed  such.  There  is  a  fair  demand  fur 
all  common  hide  leather  and  stocks  are 
moderate  in  reserve.  There  is  a  good  ex- 
port demand,  and  caHe  orders  are  of  fre- 
quent occurrence.  Dry  hide  leather  is  not 
s?lling  in  normal  quantities,  because  shoe 
minufacturers  are  quoted  rather  better 
prices  on  domestic  hide  leather.  Deliveries 
are  still  going  on  freely,  but  the  major  por- 
tion of  the  January  sales  is  delivered. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont,     mon  H. 

No.  1,  'ight   23  24  22    22 y2 

No.  1,  mid   23  24  22 

No.  1,  over   23  24  22 

No.  2,  light   22  .  .  21 

No.  2,  mid   22  .  .  21 

No.  2,  over   22  23  21 

No.  3,  light   19  20  19 

No.  3,  mid   19  20  20 

No.  3,  over   20  21  19^20^ 

Rejects   18  16 

Scabs   15  16  12 


Buffalo  China 

No.  1,  light   19  20       . .  21 

No.  1,  mid   19  20       .  .  22 

No.  1.  over   19       . .  20 

No.  2.  HgrT   18       .  .  20 

No.  2,  mid   18       .  .  18 

No.  2,  over   18 

No.  3,  over   18 

No.  3,  mid   16 

No  3,  light   15  16 

Scabs   11 


Acid,  New  York  Selections. 

Light   27     25    ..      22Y2  23 

Mid   27      ..25  23 

Over   27     25    . .  23 

Rejects ..   19  20   

Scabs. ...  12  13   

Slaughter,  Packer. 

No.  1  No.  2  No.  3 

Spd.  light  24  26  23  25  21  23 

Plump, light  25  27  24  25  22  24 

Spdymed  24  26  23  24  22  24 

Plump,  Spdy  25  27  24  25  23  25 

Spd y  over  26  28  25  27  23  25 

Plump  over  27  29  27  28  25  26 


Mfrs.  over  25  26    26  27    24  25 

All   plumps  Cam- 
den packer  20- 

27-lb  30  31    28  29    26  .  . 

UNION  SOLE.— Dealers  generally  re- 
port a  fair  amount  of  business,  with  sales 
of  5,000  and  10,000  backs,  and  many  of 
less  amount.  A  few  sole  cutters  are  still 
drawing  on  their  contract  sales  closed  last 
January,  but  nearly  all  the  leather  then  sold 
has  been  delivered,  and  buyers  are  again 
showing  an  active  interest.  Sales  of  5,000 
backs  were  made,  weighed  and  delivered  in 
one  day.  All  the  leather  sold  calls  for 
prompt  delivery.  Receipts  continue  light, 
and  the  steady  draft  on  dealers'  warehouse 
reserves  are  drawing  down  stocks  to  ab- 
normally small  proportions.  Most  dealers 
are  absolutely  stranded  on  high-grade  leath- 
er, and  find  it  difficult  to  supply  customers 
off-hand.  Steer  leather  is  31c  and  32c, 
cow  leather  30c  and  31c. 

UNION  SOLE  QUOTATIONS. 
Tannery  Run. 

Heavy   31  32 

Middle   31  32 

Light   32 

Country  hide  leather  relatively  less.  Cows 
ic  less. 

OAK  SOLE.— Th  ere  is  a  very  meagre 
stock  of  oak  backs  available.  Dealers  have 
live  contracts,  and  are  applying  nearly  or 
quite  all  receipts  to  such  contracts,  leav- 
ing little  to  sell.  Large  tanners  are  sold 
ahead  for  fully  three  months.  Choice 
standard  backs  that  can  be  adapted  to  high- 
grade  shoes  or  belting  purposes  command 
40c  and  41  c,  but  for  shoe  purposes  the  mar- 
ket is  38c  down.  Texas  sides  and  bends  arc 
in  fair  request,  and  nothing  better. 

Light  and  extreme  heavy  are  the  two 
weights  wanted  in  New  York  and  vicin- 
ity, but  they  are  in  moderate  supply.  Trade, 
however,  is  limited  in  all  lines.  Prices 
vary  according  to  tannage,  etc. 

OAK  SOLE  QUOTATIONS. 

No.  1     No.  2  No.  3 

Scoured  backs,  It.  ..  38  40    36  37  .  .  35 

Scoured  bks.,  mid  .  .  40    .  .  36  .  .  34 

Scoured  bks.,  hy  .  .  .  39    .  .  36  .  .  34 
And  other  grades  in  proportion. 
Scoured  bends,  8 

to  10  lb  44    . .  43  . .  41 

Scoured  bends,  10 

to  12  lb  44    . .  4?  . .  41 

Scoured  bends,  12 

to  14  lb.  44    . .  43  . .  41 

Texas  sides,  XX  free  of  brands. ...  34 


Texas  sides  Xhy.  free  of  brands  ....  33 

Texas  sides  A  hy  one  brand   32 

Texas  sides  B  hy  two  brands   31 

Texas  sides  C  hy  more  than  2 

brands   30 


No.  1 


Texas  bends  XX .... 

5i 

Texas  bends  X  

45 

Texas  bends  A  

43 

Texas  bends  B  

4i 

Texas  bends  C  

California  sides,  It.  . . 

28    .  . 

26 

California  sides,  mid. 

28    .  . 

26 

California  sides,  hy.  . 

30    •  • 

28 

California  backs,  It .  . 

32    ■  • 

30 

California  backs,  mid. 

33    ■  • 

3i 

California  backs,  hy. . 

35    •  - 

36 

No.  2 
52 
47 
44 
43 
39 


Oak  back  free  of  brands  for  belting  pur- 
poses, No.  1,  42  cents. 

Oak  backs,  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 

Branded  backs,  No.  2,  37  cents. 

Branded  backs,  No.  3,  34  cents  and  35  cents. 

WELTING. — Western  buyers  are  figur- 
ing on  some  large  contracts  which  would 
cover  their  season's  requirements,  but  seem 
inclined  to  believe  that  prices  will  soon  be 
lower  and  their  orders  at  present  seldom 
exceed  100,000  yards.  High-grade,  double- 
shoulder  welting  is  firm  at  a  334c  basis, 
and  manufacturers  of  this  leather  still  ex- 
perience difficulty  in  obtaining  double  Good- 
year shoulders  suitable  for  their  purposes. 
Double  shoulder  welting  made  from  hem- 
lock harness  leather  stock  is  having  a  good 
sale  at  3^c  to  3^c.  Single  shoulder  welt- 
ing is  quoted  at  about  3*4c  while  side  welt- 
ing is  in  good  demand  at  4^>c. 

SIDE  UPPER  LEATHER.— There  is 
only  a  moderate  business,  though  a  few 
good  contracts  have  been  closed  for  kan- 
garoo, grain,  satin,  chrome  side  and  deer- 
skin leather,  and  all  for  early  delivery. 
The  curtailment  which  has  been  practised 
for  several  months  is  now  apparent  in  that 
receipts  are  abnormally  small,  and  even 
the  larger  tanners  are  unable  to  make  large 
deliveries  from  the  warehouses  on  current 
invoices.  It  is  a  general  sentiment  that 
with  a  renewed  buying  of  shoes  that  would 
compel  shoe  manufacturers  to  go  into  the 
leather  market  for  immediate  supplies,  that 
prices  would  advance  of  their  own  volition. 
Tanners  of  side  leather  assert  that  they 
are  selling  their  grains  at  2c  less  than  they 
can  make  it,  and  pay  the  price  of  hides, 
as  they  cannot  sell  their  light  splits  at  any- 
where near  actual  cost.  No  tanner  is  de- 
sirous of  selling  leather  ahead  to  any  great 
extent  as  he  would  be  selling  what  he  does 
not  own  or  control. 
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f  t  •     ^  are  not  excelled  for  FIBRE  and  FINISH,  as  also  for 

Hastings  IxraillS  m0st  profitable  cutting  qualities. 

Address  inquiries  and  orders  to 

THE  BREITHAUPT 


All  weights  of 

Combination  Im.  Chrome 

Mennonite  Sydney 

Kangaroo  Glove 

and  other  GRAINS  supplied  on  short  notice; 
also  SPLITS  all  weights. 


LEATHER  CO. 


BERLIN 


Limited 
ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO,  Limited 

LINDSAY,  ONT. 


W.H.StaynesS  Smith, 

Leicester,  ILng. 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


HIDE  and  LEATHER. 
FACTORS 

and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDES,"  Leicester. 


PRINTING 


OF  EVERY  DESCRIPTION- FINE  CATA- 
LOGUE WORK  A  SPECIALTY 


ESTIMATES  FURNISHED 


ACTON  PUBLISHING  COMPANY 


59-61  John  St..  TORONTO.  ONT. 


LIMITED 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


H.  INGLE  &  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents 
LadV  Lane,  LEEDS,  ENG.        Also  at  Bristol,  Leicester  and  Kettering. 

*  '  Cable  Address:  INGOT.   
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LINEN  THREADS  MM  COTTON  THREADS 

STADARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  Mohair»  Leather, 

===— ===========—===——.    Mercerized.  Silk. 

FRANK  Sz  BRYCE,  Limited  =F 


Fred.  C.  A.  Mclndoe  &  Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agtnts  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


WHITTEMORE'S  POLISHES  m 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  Oil/.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.  Always  ready  to  use.   Largest  quantity .   Finest  quality .     Polishes  without  rubbing.  Retails25c. 

"BULLY  SHINE."  A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.  Blacks,  polishes,  softens  and 
preserves.  Contain  oils  and  waxes  to  polish  and  preserve  the  leather.  Also  Russet  Bnlly  Shine  for  tan  leathers.  Large  tin 

boxes.  Boxes  open  with  a  key.  Retails  10c. 

"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10c. 

"  DANDY  "  COMBINATION.  For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 

"ELITii"  COMBINATION.  For  those  who  take  pride  in  having  their  shoes  look  Al.  Restores  color  and  lustre  to  all  black 
shoes.  Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 

"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.  In  liquid  form,  so  can  be  Quickly  and  easily  applied.  A 
sponge  in  every  package  so  always  Ready  for  use. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 

BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU   WANT  THE  BEST 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 
Up-To-Date  Lasts  a  Specialty 

Mak  ers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given   To  Export  Trade 
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Bonner  Leather  Co. 


•  ^Manufacturers* 


GLAZ  ED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Qlazd  and  Dull) 


Salesroom  :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Hep. 
Office:  1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  «L  CO., 

LYNN,  Mass.,  U.S.A. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E  3778 


DUCLOS  (SL  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  ana  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


Where  Shoes 
Must  be  Right 

In  the  mining  camp,  on  the  farm, 
in  the  construction  camp,  on  the 
police  force,  in  fact  everywhere  that 
footwear  must  be  built  right  to 
stand  the  strain,  Dayfoot  Boots 
and  Shoes  of  Solid  Leather  reign 
supreme. 

Solidly  and  honestly  built,  yet 
not  lacking  style,  they  please  at 
first  sight  and  at  last  sight.  A 
Dayfoot  sale  always  repeats. 
These  shoes  fit  so  well  and  so 
comfortably  that  their  wearers 
tell  their  friends  of  their  good 
qualities.  When  finally  they  be- 
come worn  they  are  laid  aside  with 
a  feeling  of  regret  and  a  resolve  to 
get  another  pair. 

There's  some  of  this  "Repeater" 
business  for  you  if  you  get  after  it. 

C.  B.  DAYFOOT 
&  COMPANY 

GEORGETOWN      -  ONTARIO 
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UNITED  STATES 
REFERENCE  BOOKS 

In  addition  to  the  General  Reference  Book  cover- 
ing the  United  States  and  Canada,  we  publish  indi- 
vidual States  and  groups  of  States  in  separate  bind- 
ings, both  as  pocket  books  and  office  editions. 

Rates  of  same  are  quoted  to  subscribers,  or  pros- 
pective subscribers,  on  application. 

R.  G.  DUN  &  CO. 

Establised  1841  212  Offices— 15  in  Canada 


ATE NTS 


s 


We  solicit  the  business  of  Manufacturers, 
Engineers  and  others  who  realize  the  advisabil- 
ity of  having  their  Patent  business  transacted 
by  Experts.  Preliminaryadvice  free.  Charges 
moderate.  Our  Inventor's  Adviser  sent  upoa 
request.  Marion  &  Marion,  New  York  I<ifeBld^ 
Montreal :  and  Washington,  D.C.,  U.S.A. 


Designers 
°f  (Dialogs, 
Booklets, 
Pamphlets, 
Bgdk©vers, 
Des,Steel 
Plates,Wood 

©TS,ETCfflNGS. 


THOMSON 

ENGRAVING  CO 

TELEPHONE  +  MAIN  5489 
2I6  ADELAIDE  ST  W  TORONTO 


JOSEPH  KINO 


DBALEK  IN 


LEATHER  AND  SHOE  FINDINGS 
25  and  2T  Scott  Street,  Cor-  Si"Bton  TORONTO,  Ont. 

TELEPHONE  Main  1293. 


JOURNAL 


22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 


'HIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  Generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  l>«le  attention 
from  me  operator.  The  Edge  Trimming  Machine  has  the ;  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft,  inis 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 


2  Split  Bottom  Buffing  Rolls 

2  Flat  X-Ray  Heel  Scouring  Wheels 

2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
perations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work:—  Hj 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings  so  Sat  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  famished  promptly  on  request 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 
LAG AUCHETIERE  AND  ST.  MONIQUE  STREETS 


MONTREAL,  QUE. 


244  Adelaide  Street  West  TORONTO 


492  St.  Valier  Street,  QUEBEC 


I 


The  Standard  in  Style,  Fit  and  Quality  in 

RUBBER  FOOTWEAR 


Don't  get  confused  as  to  quality.  With  so  many  brands 
of  rubbers  before  you,  it's  hard  to  keep  this  straight. 
Maltese  Cross  Brand  is  first  quality.  It  always  has  been 
and  always  will  be,  no  matter  what  the  prices  are. 

Don't  get  confused  as  to  prices.  A  comparison  of 
prices  on  single  lines  means  nothing.  It's  the  total  that 
counts.  Make  out  your  full  list  of  Fall  requirements  at 
Maltese  Cross  prices  and  you'll  find  you  cant  do  better. 

Right  now  is  the  time  to  order.  After  a  while,  prices 
may  be  higher. 


The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver, 
Branches  :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


1AY  1st 


TORONTO 


1911 
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Black  Diamond  Chrome  Patent  Leather — 
is  being  produced  at  the  rate  of  3000  sides 
per  day  Its  superior  quality  is  accountable 
for  such  a  demand. 

Tan  Gun  Metal  C#//^especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty- two  shades. 

Sheep  Leather  In  every  good  tannage. 

Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles. 

A.  C.  Lawrence  Leather  Co. 


NEW  YORK,  621  Broadway 
GLOVER VILLE,  50  So.  Main  St. 


95  SOUTH  STREET,  BOSTON 

CINCINNATI,  632;Sycamore 
ROCHESER,  6*5-6  Powers  Building        ST.  LOUIS,  705  Lucas  Ave. 
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McKays  and 
Turns 

Men's,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 
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ALL  *r 
LEATHER  HEELS 


T0U6H  SOLID  LEATHER 
OUT  AND  INSOLES 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


\,OOUBL£  o 
TIPS  o 

o 

o 
o 
o 
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Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents : 

CHICAGO  TANNING  COMPANY 


Office  anJ  Salesroom 

130  W  Michigan  Street 

—BOSTON 
128  Summer  St 


CHICAGO,  U.S. 


GLOVERSVILLE,  N  Y 
1 1  Cayadutta  St 


Tannery 

Dayton  and  Blackhawk  Sts. 

ST.  LOUIS,  MO 
811  Lucas  Ave 


snoe 


IT  IS  OUR  AIM 

To  give  to  the  Shoe  Manufacturer 
a  pattern  service  that  may  be  re- 
lied upon.  This  means: — 

First -Style  and  Fit. 
Second — Grading  that 
is  absolutely  accurate. 
Third — Quick  Delivery. 

We  have  the  only  power  grading 
and  cutting  machine  in  Canada. 


I/S.JONES 


N.P.  APPLETON 


GRf¥  PATTERN  <3? 

254  LEUCINE  STHONTREALO; 
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N.  M.  RUTHSTEIN 

Sec-Treas. 


No.  on.  Men's  16  in.  Black 
No.  012.    Men's  16  in.  Tan 

The  Sole 
of 
Steel 


No.  07.  Men's  9  in.  Black 
No.  08.    Men's  9  in.  Tan 


RUTHSTEIN'S 
STEEL  SHOE 


<I  Ruthstein's  Steel  Shoe  is  endorsed  by  the  Farmer, 
the  Miner,  the  Railway  man,  the  Construction  man, 
the  Creamery  Worker,  the  Excavator  and  others  as 
the  most  satisfactory  and  suitable  for  them  in  their 
respective  paths  in  life. 

1$  The  bottom  of  Ruthstein's  Steel  Shoe  is  composed 
of  one  piece  of  thin,  light,  seamless,  rust-resisting 
steel,  the  metal  running  an  inch  above  the  sole  all 
around  the  shoe.  Adjustable  rivets  inserted  in  the 
sole  protect  it  from  wear  and  at  the  same  time  provide 
for  the  necessary  steady  footing.  The  shoe  is 
springy  and  resilient  and  has  a  cushion-like  inner 
sole  made  of  select  horsehair  and  felt. 

PRICE  LIST 


TERMS 

—NET 

CASH 

No. 

Description 

Quality 

Sizes 

Cost 
Price 

Retail 
Price 

01 

Men's  6  in.  Black 

No.  2 

5  x  12 

$2.25 

$3-oo 

03 

tt           ti  a 

No.  1 

2.65 

3-5° 

04 

"  Tan 

2.65 

3-50 

07 

•'  Black 

(  i 

3-75 

5.00 

08 
09 

"     9  in.  Tan 
"    12  in.  Black 

3-  75 

4-  5o 

5.00 
6.00 

OIO 

"  Tan 

4-5° 

6.00 

on 

"    16  in.  Black 

( t 

5.00 

7.00 

012 

"  Tan 

il 

5.00 

7.00 

0103 

Boys'  6  in.  Black 
"     9  in.  " 

T  x  4 

1.90 

2.50 

0107 

2.65 

3-50 

0108 

"  Tan 

1 I 

2.65 

3-50 

Booklets  and  further  information,  also  cuts  for  ad- 
vertising purposes  supplied  on  application. 


STEEL  SHOE  COMFY 

RACINE,  WIS.,  U.S.A. 

TORONTO 


NORTHAMPTON,  ENG. 

CANADA 


To  insure  prompt  delivery  send  orders  at  once  to 

BLACHFORD,  DAVIES  &  CO. 

LIMITED 

60-62  FRONT  ST.  WEST       -       -  TORONTO 

SOLE  CANADIAN  DISTRIBUTORS 
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DAVIS  CALF  LEATHER  GOODNESS 


Every  moment  in  the  making  of  Davis  Calf  leathers, 
service  is  held  above  sales,  and  quality  above  price, 
For  you  see  low-priced  leather  is  dear  leather  in  the 
end.    It's  bound  to  be. 

"Raise  the  quality"  is  the  slogan  burned  into  the 
brain  of  every  worker,  for  we  meet  competition  with 
better  leather  rather  than  skimped  quality  and  lower 
price.    If  a  machine  is  invented  that  can  do  the 
dehairing  better  than  the  kind  we  have,  we  install  it ; 
if  a  man  developes  exceptional  abilities  and  judgment 
in  pickling,  tanning  or  coloring,  we  pay  him  more, 
so  that  he  will  put  more  and  more  of  his  know-how 
into  the  leather. 

So  Davis  leather  possesses  all  the  goodness  of  which 
leather  is  capable.    Its  a  goodness  that  will  show 
-  most  when  your  shoes  are  on  the  feet  of  the  buying 
public.    It  will  create  a  big  demand  for  your  products. 

Better  write  for  samples  and  prices — NOW. 

DAVIS  LEATHER  CO.  Limited 

NEWMARKET,  ONT. 


THE  WHY  AND  THE  WHEREFOR 
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NOW  SIZE  UP  QUICKLY 


^^^^^^^^^^^^^^ 

No.  C602B  J2.25  Welt.  Patent 
leather.  Rochester  last,  feather 
bow.  1  7-S  inch  heel.  B  and  C,  3  to 
7  ;  D  and  E,  3  to  8. 

No.  C0608B.    $2.25  Welt.  Patent 
Leather.  Tuxedo  last.  Black  cloth 
top.    1  3-4 inch  heel.    B,  3to7;C, 
2  1-2  to  7  1-2  ;  D  and  E,  2  1-2  to  8. 

No.  C0511C  $2.25  Turn.  Patent 
Leather.  Dixie  Tie.  Tuxedo  last. 
Ribbon  lace.  1  3-4  inch  heel.  B,  3  to 
7;  C,  2  1-2  to  7  ;  D  and  E,  2 1-2  to  8. 

No.   C0606E  $2.50  Welt.  Patent 
feather.   Rochester  last.  Black 
cloth  top.  1  3-4  inch  heel.  B,  3  to 
7  ;  C,  2  1-2  to  7  ;  D,  3  to  8. 

No.  C0611A— $2.25  Welt.  Plaza  last. 
Ribbon  lace.    1  3-4  inch  heel.  B, 
3  to  7;  C,  3  1-2  to  7  1-2  ;  D,  2  1-2  to  7. 

No.    C0628A.— $2.25    Welt.  Gun 
Metal  Belmont  last.  Ribbon  lace. 
1  3-4  inch  heel.    B,  3  1-2  to  7;  C, 
D  and  E,  3  to  7. 

Buy  Stock  Shoes  To-day 
and  be  Ready  for  the 
Demand  of  To-morrow 

We  are  ready  to  serve  you.    Our  stock 
department  was  never  more  complete. 
Ninety  styles  for  immediate  delivery — 
all  of  them  ready  sellers. 

Get  the  habit  of  using  the  UTZ  & 
DUNN  CO.  stock  department;  you 

will  find  it  to  your  advantage.    A  trial 
order  for  some  of  the  styles  here  shown 
will  receive  prompt  and  careful  attention. 

Terms:   Three  off  thirty  days. 

COMPLETE  CATALOGUE  ON  REQUEST 

No.  C425A  —  $1.75  McKay.  Gun 
Metal.  Plaza  last,    feather  bow. 
1  3-4  inch  heel.   C  and  D,  3  to  7. 

No.  C0411H — $2.00  McKay.  Mat 
calf  top.    Dixie  tie.    Lenox  last. 
Ribbon   lace.     1  3-8  inch  heel. 
Perfection  welt.    C,  3  to  7;  D  and 
E,  2  1-2  to  8. 

UTZ  &  DUNN  COMPANY 

High  Grade  Footwear  for  Women,  Misses  and  Children.       ROCHESTER,  N.  Y. 


THE  SHOE  AND  LEATHER  JOURNAL 


5 


Makers  of  Extra  QualityMex's  Shoes 

63  MELCHEH  STFTKET 

Boston.  Mass.,U.S.A. 
Mar*ch  25,  1911 


Corona  Kid  Mfg.  Co. , 
Boston, 

Massachusetts* 
Gentlemen: 

In  renlv  to  your  inquiry  as  to  the  result 
we  have  had  on  Sunshine  Kid  and  Colt    will  say  we 
have  tried  them  both  out,-  the  Colt  for  Tips  and 
tS  Kid  for  Whole  Vamps.      The  Tip  Stock  worked 
perfectly;  we  had  no  trouble  whatever  m  checkang. 

The  Kid  Stock  we  put  a  line  into  our  Singer 
Building  Store,  153  Broadway,  New  York    and  kept, 
a  record  of  each  customer  who  bought  these  shoes. 
After  six  weeks'  to  two  months'  wear,  we  wrote 
them  asking  for  their  personal  opinion  of  the 
wearing  qualities  and  general  appearance. 

The  replies  we  have  received  are  extremely 
satisfactory,  as  they  all  praise  the  excellence 
Srvicethey  have  received,  both  in  wear  and  ap- 
lllllll     Is  they  have  worn  through  the  cold  weather 
without  checking  in  the  least;  and  they  say  by 
rubbing  the  shoe  off  with  a  cloth  they  look  just 
as  good  as  new. 

We  believe  you  have  a  good  proposition  and 
one  that  should  grow  rapidly  in  favor  with  people 
who  wear  shiny  shoes.    It  is  needless  to  say  that 
we  wIS  Me  this  leather  to  a  large  extent  where  we 
usually  use  shiny  leather. 

Yours  very  truly, 

h,  Shriner  &  Urner, 

/U/ia£^  President. 


CORONA  KID  MANUFACTURING  CO. 

BOSTON         -         -  MASS. 
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Sample  No.  931 — 
Men's  Gun  Metal  Calf 
Button  Slip  Sole,  Dull 
Calf  Top,  Rope  Stitch 
Tip,  Goodyear  Welt. 


For 
Men,  Boys, 
Women,  Misses 
and  Children 

"Maple  Leaf" 
Leather  Shoes 

Absolutely  all 
Solid  Leather 

Fully 
Guaranteed 


There's  a 

Ging'ery  Get-Up 

about  our 

FALL  STYLES 

That  is  Bound  to 
Attract 
The  Most  Particular 
Customer. 


McL| 
DA 


Whole! 


BOOTS -Sflt 

30  Frk 
TORONTO 


Sample  No.  955-  Women's  Gun  Metal  CalfBlucher, 
Foxed  Dull  Calf  Top,  Tip,  High  Cuban  Heel,  Natural 
Edge,  Goodyear  Welt. 

956  -  Women's  Gun  Metal  Calf  Button,  ditto. 

Travelers  are  now  showing 
the  complete  range,  includ- 
ing 

MEN'S  AND  WOMEN'S 
Goodyear    welted  Button 
and  Bluchers  in  the  better 
Qualities  of 

Patent  Colt,  Tan  Calf, 
Gun  Metal  Calf,  Velour 
Calf  and  Vici  Kid.   .   .  . 

McLaren  <&  Dallas 
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For 
Men  and 
Women 


"Double-  Quick 99 
Service 

For  Hurry-Up  Orders 
A  Big  Stock  of 
Everything  Required  for 

Summer  Sorting' 

Right  on  Tap  for 

Rush  Shipment 

at  30  Front  St.,  W. 


99 


Brand  Shoes 

Goodyear  Welted 
Only 

Made  in  all  Fine 
Leathers 


EN 
A  S 

butors 

JBBERS 

Vest 
A.NADA 


Sample  No.  973 — Women's  Patent  Colt  Foxed  But- 
ton, Dull  Calf  Top,  Tip,  High  Cuban  Heel,  Slip  Sole, 
Natural  Edge,  Goodyear  Welt. 

Q74 — Women's  Patent  Colt  Foxed  Blucher,  ditto. 

Send  us 
Your  Orders  and 
then 

DEPEND  ON  US 
to  get  the  Goods  to  you 

"On  the  Jump" 

McLaren  cel  dallas 


Sample  No.  752— 
Men's  Tan  Calf  Blu- 
cher, Panel  Stitched 
Quarter,  Slip  Sole, 
Natural  Edge,  Rope 
Stitch,  Goodyear 
Welt. 


For 
Misses  and 
Children 

THE 


4  < 


99 


LITTLE, 
CANADIAN 

SHOE 


In  Patent  Leather, 
Tan  Calf,  Vici  Kid 
Box  Calf 
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SHoe  Machinery 


For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 


MARK 


GOODYEAR 
WELT  and  TURN 
SYSTEMS 


Consolidated 
HAND  METHOD 
Lasting  Machines 


MODEL=C 
IDEAL  CLICKING 
MACHINES 


RAPID  STANDARD 
SCREW 
MACHINES 


DAVEY 
HORN  PEGGING 
MACHINES 


Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,   Eyelets,    Shanks,    Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique       -       MONTREAL,  QUE. 
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IN  STOCK 

Our  Stock  Department  is  now  full  up  with 
spring  and  summer  styles  of  children's  high 
grade  footwear,  and  we  would  like  every  re- 
tailer in  Canada  to  get  acquainted  with  this 
Department. 

Did  you  ever  stop  to  think  how  often  you 
hear  your  salespeople  say  "I  am  sorry, 
Madam,  but  we  are  just  out  of  that  size"? 

Don't  lose  sales  when  you  can  get  sizes  by 
return  express 

WELTS 

All  Leathers  All  Styles 

FOR 

Growing  Girls,  Misses   and  Children 

TURNS 

All  the  popular  styles  of  Ankle  Straps, 
Pumps,  Roman  Sandals,  in  fact  everything 
you  need  in  a  hurry. 

Write  For  Our  Stock  List. 


The  McFarlane  Shoe  Co., 

—  LIMITED  

MONTREAL  -  -  -  QUEBEC 


to 
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A  RIDEAU  ANNOUNCEMENT 

You  are  going  to  be  interested  in  Rideau  Shoes 
for  Fall.  Several  new  Men's  and  Women's  lasts  in 
widths  are  shown,  and  the  general  range  is  most 
attractive,  while  the  prices  are  unusually  interesting. 

Women's  Shoes  Will  Be 
Featured  From  Now  On 

This  is  a  departure  for  us.  No  freak  styles  will  be 
offered,  but  we  will  make  a  steadily  selling  line  of 
Ladies'  Buttoned  and  Blucher  Lace.  All  flexible 
welts — and  at  the  McKay  sewed  price  of  many  makers. 

The  Rideau  factory  has  been  enlarged  50%,  while  an 
expert  Pattern  man  has  been  added  to  our  staff. 
These  improvements  mean  better  shoes  and  better 
service  than  we    have    ever    given    our  clients. 

THE  RIDEAU  TRAVELERS  ARE  NOW  OUT 

RIDEAU  SHOE  COMPANY 

LIMITED 

MONTREAL  -  -  -  CANADA 
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SIXTY-THREE 

CLASSIC  LIN 

IN  STOCK 


Woman's  Kid  Blucher,  Last  ioq.  Welt,  sizes  2K — 7   $2.35 

Woman's  Patent  Colt  Blucher,  Last  ioq.  Welt,       — 7   2.60 

Woman's  Patent  i  Strap  Pump,  Last  105,  Turn,  %yi — 7   2.00 

Youth's  Patent  Colt  Blucher,  McKay  Last  65,   1 1 — 2   1.75 

Little  Gent's  Patent  Colt  Blucher,  McKay  Last,  6y,  8 — 10%   1.35 

Lad's  Patent  Colt  Blucher,  McKay  Last  65,  y — 7K   1.15 

Youth's  Box  Calf  Blucher,  Boston  Fox,  Last  65,  McKay,  1 1 — 2   1.65 

Little  Gent's  Box  Calf  Blucher,  Boston  Fox,  Last  6y,  McKay,  8 — \oyi. .  1.30 

Lad's  Box  Calf  Blucher,  Boston  Fox,  Last  6y,  McKay,  4 — 7>i   1.10 

Misses'  Patent  Colt  Pump,  Last  135,  McKay,  1 1 — 2   1.50 

Girl's  Patent  Colt  Pump,  Last  13;,  McKay,  8 — 10K   1-20 

Child's  Patent  Colt  Pump,  Last  115,  Turn,  4 — 7K   1.00 

Infants'  Patent  Colt  Pump,  Last  iij.  Turn,  2 — y  75 

Misses'  All  Patent  Colt  Roman  Sandal,  Last  115.  Turn,  1 1 — 2   1.75 

Girl's  AH  Patent  Colt  Roman  Sandal,  Last  115,  Turn,  8 — io>£   1.35 

Child's  All  Patent  Colt  Roman  Sandal,  Last  1 15,  Turn,  4 — 7.5-2   1.10 

Infant's  All  Patent  Colt  Roman  Sandal,  Last  115,  Turn,  2 — y  90 

Misses'  Patent  Colt  Button,  Last  13;,  McKay,  11 — 2   1.75 

Girl's  Patent  Colt  Button,  Last  135  McKay,  8 — 10K   1-35 

Child's  Patent  Colt  Button,  Last  50,  Turn,  4 — 7K   1.10 

Infants'  Patent  Colt  Button,  Last  50,  Turn  2 — 5  90 

Misses'  Kid  Button,  Last  135,  McKay,  1 1 — 2   1.60 

Girl's  Kid  Button,  Last  135,  McKay,  8 — 10K   I-25 

Child's  Kid  Button,  Last  50,  Turn,  4 — 7K   1.00 

Infants'  Kid  Button,  Last  50,  Turn,  2 — y  75 

Misses'  Patent  Colt  Blucher,  Last  135,  McKay,  11 — 2   1.65 

Girl's  Patent  Colt  Blucher,  Last  135,  McKay,  8 — 10K   1-35 

Child's  Patent  Colt  Blucher,  Last  yo.  Turn,  4 — 7><   1.10 

Infants'  Patent  Colt  Blucher,  Last  yo.  Turn,  2 — y  90 

Misses'  Kid  Blucher,  Last  115,  McKay,  11 — 2   1.55 

Girl's  Kid  Blucher,  Last  13;,  McKay,  8— 10K   1.2S 

Child's  Kid  Blucher.  Last  yo.  Turn,  4— 7K   1-00 

Infants'  Kid  Blucher,  Last  yo.  Turn,  2 — y  75 

Misses'  Patent  Colt  Barefoot  Sandal,  Last,  120,  1 1 — 2   1.65 

Girl's  Patent  Colt  Barefoot  Sandal,  Last  100,  8 — 10K   1.35 

Child's  Patent  Colt  Barefoot  Sandal.  Last  100,  4 — j}4.   .  1.10 

Infants'  Patent  Colt  Barefoot  Sandal,  Last  100,  2 — y   .  .90 

Misses'  Tan  Calf  Barefoot  Sandal,  Last  120,  1 1 — 2   1.65 

Girl's  Tan  Calf  Barefoot  Sandal,  Last  100,  8 — 10K   1.35 

Child's  Tan  Calf  Barefoot  Sandal.  Last  100,  4— 7ZA   1-10 

Infants'  Tan  Calf  Barefoot  Sandal,  Last  100,  2 — y  90 

Child's  Chocolate  Kid  Blucher,  Last  yo.  Turn,  4— 7%   1-00 

Infants'  Chocolate  Kid  Blucher.  Last  yo.  Turn,  2 — y  75 

Child's  Chocolate  Kid  Button,  Last  yo.  Turn,  4 — 7  A   1-00 

Infants'  Chocolate  Kid  Button,  Last  yo.  Turn,  2 — y  75 

Girl's  Patent  Colt  Blucher,  Boston  Fox.  Last  6y,  McKay,  8 — 10K   1-35 

Child's  Patent  Colt  Blucher.  Boston  Fox,  Last  6y,  McKay,  5 — 7K   1-15 

Girl's  Vici  Kid  Blucher,  McKay,  Last  6y.  8— 10K   1-25 

Child's  Vici  Kid  Blucher,  McKay,  Last  6y,  y— 7H   1.10 

Misses'  Box  Calf  Blucher,  McKay,  Last  136,  1 1 — 2   1.60 

Girl's  Box  Calf  Blucher,  McKay.  Last  1 36,  8— 10K   1-30 

Child's  Box  Calf  Blucher,  McKay,  Last  136,  y— 7A   1.10 

Child's  All  Patent  Colt  Blucher,  Turn,  Last  100,  4— 7K   l-20 

Infants'  All  Patent  Colt  Blucher,  Turn,  Last  100,  2 — y   1.00 

Child's  Patent  Colt  Blucher,  Red  Kid  Top,  Last  100,  4 — 7$4   1.20 

Infants'  Patent  Colt  Blucher.  Red  Kid  Top,  Last  100,  2 — y   1.00 

Misses'  Barefoot  Sandal,  New  Welt  Process,  1 1 — 2   1.15 

Girl's  Barefoot  Sandal,  New  Welt  Process,  8— 10K   1.00 

Child's  Barefoot  Sandal,  New  Welt  Process,  4 — 7l4  90 

Misses'  Tan  Calf  Pump,  Last  70,  McKay.  1 1 — 2   1.50 

Girl's  Tan  Calf  Pump,  Last  70,  McKay,  8— 10K   1-20 

Child's  Tan  Calf  Pump,  Last  1 1  y,  McKay,  4— 7K   1-00 

Infants'  Tan  Calf  Pump.  Last  1  ly.  McKay,  2— y  75 


GETTY  &  SCOTT 


LIMITED 


G  A  LT 


O  N  T. 
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WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the  trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 
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Not  what  you  pay  But  what  you  get 


The  amount  you  pay  for  an  article  does  not  always  indicate  its  value.  It's 
what  you  get  for  your  money  that  counts.  Don't  buy  shoes  just  because 
they  look  good  and  have  a  high  price.  You  may  be  paying  for  style  and 
shape,  the  things  that  attract  business,  and  not  getting  wear  and  comfort, 
the  things  that  hold  business. 

Buy  Surpass  Shoes  and  get  and  give  the  best  value  there  is  in  shoedom. 
Stylish  and  wear-resisting,  they  attract  and  hold  the  best  business. 

THE  LOUIS  GAUTHIER  COMPANY  LIMITED 

QUEBEC  CITY 


DECIDE  NOW 

THAT  YOUR 

19  11 

Summer  Holiday  will  be  spent  in  the 

Provinces=  By=The=Sea 

Quebec  New  Brunswick 

Nova  Scotia  Prince  Edward  Island 

WRITE  THE  GENERAL  PASSENGER  DEPARTMENT 

INTERCOLONIAL  RAILWAY  of  CANADA 

FOR  DESCRIPTIVE  PAMPHLETS,  TOURIST 
FARES,  HOTEL  RATES,  TIME  TABLES,  ETC. 


THE  SHOE  AND  LEATHER  JOURNAL 

I  — —   ,        rr[  ,|IW|M,M 


ORTHOPEDIC 
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TWO  NEW  LASTS  IT 
THE  DOCTORS  SH01 

Every  season  more  Doctors  Shoes  are  sold — a  sign 
their  popularity — and  popularity  is  a  proof  of  wor 
The  shoe  itself  cannot  be  improved  so  we've  decided 
improve  the  line  by  making  it  in  the  Gibson  a 
Orthopedic  Lasts  in  addition  to  our  regular  EE  la 


Tebbutt  Boots  ; 
reputation  on  co 
are  not  behini 
Every  Shoe  is 
by  the  best  met 
in  the  style  best 
ular  shoe. 


GIBSON 


These  new  lasts  are  classy  lookers  and  good  fitte 
and  are  made  strictly  up  to  the  standard  of  the  fi 
Doctors  Shoe.  They  have  the  medicated  cushionet 
inner  sole  that  gives  the  light,  springy  tread,  the  ou 
sole  of  waterproofed  leather  that  keeps  out  the  w 
and  the  centre  sole  of  thermal  asbestos  that  keeps  I 
foot  at  an  even  temperature.  There's  nothing  like  c 
feet  to  boost  the  sale  of  a  shoe,  and  there's  no  shoe  1; 
the  Doctors  for  keeping  feet  dry. 

The  Tebbutt  Shoe  & 

THREE  f 
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V  ORIGINAL  LINE 
<  HOCKEY  BOOTS 


s  money  in  the  right  line  of  hockey  boots,  so  be 
nd  sell  the  right  line.  Sell  the  line  that  comprises 
h  styles  to  suit  every  taste.  That's  the  Tebbutt 
There's  a  boot  to  suit  the  Speed  Skater,  the 
iy  Player,  and  the  Pleasure  Skater,  or  the 
ire  Skater  who  plays  hockey  sometimes. 


2  in  1  HOCKEY  &  SKATING  BOOT 


e  built  their 
ice,  yet  they 
er  of  style, 
st  materials, 
acture,  and 
that  partic- 


There  are  more  styles  than 
these  two  in  the  Tebbutt 
line — and  they're  all  good 
ones.  We  can't  show  them 
all  here,  but  would  be 
pleased  to  give  you  in- 
formation regarding  them. 
Just  ask  us. 


in  i  Hockey  and  Skating  Boot  is  going  to  prove 
ner  this  year.  It  is  light  enough  for  a  skating 
ut  yet  strong  enough  for  hockey.  It  will  just  suit 
reat  army  of  skaters  who  play  a  little  hockey,  and 
i  boot  to  suit  both  purposes.  The  Double  Laced 
;y  Boot  is  the  ideal  boot  for  the  hockey  player, 
so  constructed  that  the  wearer  can  place  strips  of 
st  in  the  spot  where  he  gets  most  knocks.  Both 
Doots  are  fitted  with  our  patented  aluminium  steel 
otector. 

>r  Company,  Limited 

UEBEC 


DOUBLE  LACED  HOCKEY  BOOT 
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If  you  cut  "  Split"  Gloves  and  Mittens  don't  forget  the 
P.  &  V.  Lines. 

Largest  Tanners,  widest  range  of  colors,  most  uniformly 
selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens 


PFISTEH  I  YOGEL  LEAIIM  CO. 

MILWAUKEE      -  WIS. 

Distributors  : 

BOSTON.  ST.  LOUIS.  SAN  FRANCISCO.  LONDON,  England. 

NEW  YORK.  ST.  PAUL.  NEW  ORLEANS.  FRANKFURT,  O-M.,  Germany 

CHICAGO.  CINCINNATI.         GLOVERSVILLE .  PARIS,  FRANCE 

Address  all  correspondence  to  Boston  Office,  85-89  South  Street,  BOSTON,  MASS. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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PROMPTNESS 


ACCURACY 


What  you  want  in  your  sorting 
orders  is  accurate  filling  and 
prompt  shipment 

Realizing  this  I  have  prepared  for  you  a  stock 
complete  in  every  detail  —  Boots,  Shoes, 
Rubbers,  for  all  purposes  at  all  prices. 

All  the  leading  Boot  and  Shoe  factories  are 
represented  in  this  stock  so  you  will  experience 
no  delay  in  receiving  what  you  want  when 
you  want  it. 

A  large  stock  of  the  Independent  Rubber 
Co's.  four  good  brands  Kant  Krack,  Dainty 
Mode,  Royal  and  Bull  Dog,  is  always  on 
hand  and  you  can  make  no  mistake  in 
ordering  from  it. 

There  is  a  large  staff  of  experienced  men  here 
to  do  your  bidding — and  do  it  right. 

This  large  stock  and  perfect 
organization  ensures  prompt  and 
accurate  filling  of  rush  orders. 


James  Robinson 


Montreal,  Que, 
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FRONTENAC  CHRi 

ENDORSED  BY  THE  LEADING  BOOT  AND  SHOE  MANUFAC 
WEARERS  OF  THE  CANADIAN  LOGGING  AND  MINING  Ci 


Frontenac  Leather 


is  made  from  hides  especially  adapted 
for  the  iron  wear  required  of  this  kind 
of  leather.  Each  hide  is  a  picked  hide 
before  it  enters  our  tannery. 


Frontenac  Leather 

is  pure  chrome  tanned  and  hand  finished. 
Only  the  highest  grade  materials  are  used 
in  the  tanning,  and  our  bichromate  pot- 
ash and  other  materials  are  imported  by 
us  directly  from  Antwerp. 

Frontenac  Leather 

is  tested  piece  by  piece  before  it  leaves 
our  tannery.  It  is  inspected  again  before 
it  leaves  our  warehouse,  and  it  comes  to 
to  you  a  certified  leather. 


Write  to  as  for  samples  of  this  leather,  prices  and 

CHICAGO  TAN 

59  PETER  STREET  W 
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IE 


OF  THE  DOMINION  AND  THE  LEADING  BOOT  AND  SHOE 
)R   HIGH    GRADE   LOGGING   AND    PROSPECTORS'  SHOES 


Frontenac  Leather 

is  a  quality  leather.  It  has  been  pro- 
nounced by  leather  buyers  to  be  the 
best  leather  made  in  Canada.  It  is  a 
Canadian  product,  made  by  Canadian 
workmen,  and  sold  only  in  the  Canadian 
market. 


Frontenac  Leather 

is  finished  in  smooth  black  and  boarded, 
light  and  dark  tans,  and  in  either  water- 
proof or  elk. 

Frontenac  Leather 

is  manufactured  exclusively  by  the  Fra- 
ser  River  Tanning  Company  of  Canada, 
Limited,  and  handled  exclusively  by  The 
Chicago  Tanning  Company  of  Montreal. 


or  let  us  send  one  of  our  representatives  to  see  you 

sfG  COMPANV 


CANADA 
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WALPOLE 

Adhesive  Stay 
Tape 


Will  remove  many  obstacles  from 
your  path  and  make  you  happy 

BECAUSE— 


It  will  prevent  the  tops  of  your 
slippers  and  pumps  from  stretch- 
ing. 

It  will  prevent  tearing  at  the 
throat,  when  drawing  the  lasts. 

Applied  with  a  hot  iron,  will 
stick  to  any  leather. 

No  Cement  or  Paste  required. 

When  it's  on  it  stays  put. 

Standard  width,  3-8  in. — it  can 
be  made  any  width  to  meet  your 
requirements. 

Be  sure  to  get  some  of  this 
tape ;  you  will  find  it  a  good 
investment. 

It's  $2.00  per  1,000  yards  for 
the  white  ;  $2.20  for  the  black. 


Walpole  Rubber  Co. 


LIMITED 

MONTREAL 


Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front  rank.      You  will  have 

cause  to  be  proud  of  every 

shoe  because : — 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 
so  desirable. 

It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 

Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on  each  of  those  shoes. 

We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 


A.  DAVIS  &  SON 

LIMITED 

Kingston     -     -  Canada 
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WHITE   CANVAS  SHOES 

will   be   in   big   demand   this  season 

How  is  your  stocR  of 

PACKARD'S  WHITE  "O" 

without  a  doubt  there  is  nothing  equal  to  this  on 
the  market  for  cleaning  white  canvas  shoes.  We 
have  it  in  4  sizes  to  suit  the  demand. 

OUR   VELVET  DRESSING 


HlTE 


all  colors  for  the  new  velvet  shoes  meets  every  requirement. 


We  also  make  Colored  Canvas   Dressings.    Ooze    "  O "  and 

Nappy  Dressing.    In  fact  a  Shoe  Dressing  for  all  the  latest  Novelties  in  shoes- 

By  the  way,  it  is  about  time  you  looked  over  your  shoe  dressing,  and  sent  in  a 
sorting  order,  is  it  not  ?    We  will  be  glad  to  hear  from  you. 


L.  H.  PACKARD  $  CO.  Limited,  MONTREAL 


ST.  HYACINTHE* 
CANADA. 


THE 

YAMASKA  BRAND 


appearing  on  a  shoe  produced  by  us  means  it  is  fully 
guaranteed  in  every  respect.  And  it  means  more,  it 
means  only  solid  leather  is  used  in  the  manufacture 
of  that  shoe  and  embodied  in  it  are  all  the  elements 
which  make  it  the  most  satisfaction  giving  shoe  you  can 
present  to  your  customers.  That's  the  profitable  kind  is 
it  not? 

Our  travelers  are  now  out  with  a  complete  range  of  samples.    You  will 
find  it  one  of  the  most  interesting  lines  of  the  season. 

J.  A.  &  M.  COTE  COMPANY, 

St.  HYACINTHE,    :-:  :-:    :-:  :-:  QUEBEC. 


ST.  HYACINTHE, 

CANADA. 
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Can  You  Make  Your  Gloves 
Any  Better? 


Mr.  Glovemaker,  is  it  your  aim  to 
make  the  best  glove  possible?  If  it 
is  we  have  something  to  say  to  you. 

You  can't  make  the  best  gloves 
unless  you  first  get  the  best  leath- 
ers. Perhaps  you  think  you  do 
use  the  best.  If  you  use  National 
leathers  you're  right.  If  you  don't 
use  National  leathers  you're  wrong. 

We  have  labored  so  hard  and  so  con- 
scientiously to  make  these  leathers 
perfect  that  we  are  sure  they  are 
the  best,  and  so  we  make  this  offer: 
Buy  a  dozen  skins,  examine  them 
thoroughly,  if  not  the  best  you've 
handled,  send  'em  back,  we'll  re- 
fund your  money.  That  shows  the 
confidence  we  have  in  our  good 
leathers. 


NATIONAL  LEATHER  CO. 

LIMITED 

TORONTO 


OF  CANADA 


ONT. 


A  Rare  Opportunity 

To  get  into  Shoe  Manufacturing  Quickly 
and    Economically,    on    Men's   Fine  Welts. 


<J  As  the  Regal  Shoe  Company 
have  purchased  the  assets  of  the 
Sovereign  Shoe  Company,  and  will 
not  be  following  up  the  Sovereign 
line,  the  entire  Sovereign  business 
connection,  trade  mark,  lasts  and 
patterns  and  samples,  are  offered 
for  sale,  at  only  a  fraction  of  cost. 
The  equipment  is  up-to-date,  and 
every  assistance  and  information 
will  be  given  to  the  purchaser, 
and  the  price  has  been  placed 
VERY  low  to  effect  a  quick  sale. 

ADDRESS : 

No.  102  Atlantic  Ave. 


Toronto 


Ontario 


MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners5  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  21T  North  Branch  Street,  CHICAGO,  U.S.A. 

r8-88  Wall  Street,  NEW  YORK,  U.S.A. 
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SNAPPY 
UP  TO  THE  MINUTE  SHOES 


To  dealers  who  are  particular  about 
their 

WOMEN'S 
$3.00\AND  $3.50  SHOES 

it  will  be  worth  a  lot  to  know  that 
their  desire  can  be  gratified  in  the 
very  classy  line  we  make. 


THE  McDERMOTT  SHOE  CO. 

MONTREAL 


The  Customer 

There  are  thr^e  things  necessary 
to  a  shoe  sale — the  customer,  the 
shoe  and  the  salesman. 

Firt  get  your  customer.  Then 
hold  him. 

Get  him  with  a  display  of  fine- 
looking,  stylish  shoes.  Get  him 
through  the  daily  paper  or 
through  a  personal  letter.  Any- 
way get  him. 

Hold  him  with  well-made  solid 
leather  shoes. 

It's  easier  to  get  him  than  to 
hold  him.  Easier  to  give  him 
much  style  and  little  service. 
Be  the  exception.  Give  him  real 
shoe  satisfaction  and  he'll  come 
again.    Give  him  Williams  Shoes. 

The  Williams  Shoe  Company,  Limited 

BRAMPTON,  ONTARIO 


THE   SHOE,   The  Salesman 


The  poorer  the  shoe  the  longer 
it  takes  to  sell  it. 

The  better  the  shoe  the  more  sales 
per  salesman  each  day. 

So  sell  the  best  shoe  and  make 
the  most  sales. 

The  best  shoe  is  the  solid  leather 
shoe.  It  is  not  skimped  any- 
where. It  is  full  value,  It  is  the 
Williams  Shoe. 

There  is  a  new  catalogue  of 
Williams  Shoes  now  in  the  hands 
of  the  printers.  We  would  like 
you  to  have  one  as  soon  as  it's 
printed. 

Send  us  your  name  now. 


1 
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REGISTERED 


TO 
SECURE 
PROMPT 
DELIVERY 
PLACE 
ORDER 
AT 
ONCE 

★  *  * 

PHILIP  JACOBI 

5  WELLINGTON  ST.  EAST 

TORONTO 


If  you  hurry 
you  will  get 
some  of  this 


A  number  of  wise  merchants  are  going  to 
reap  some  extra  profit  this  season.  They 
recognized  the  opportunity  that  my  moving 
gave  them  to  secure  good  shoes  at  a  low 
price,  and  they  grasped  it.  They  weren't 
afraid  to  buy  of  this  stock  because  it  was 
priced  away  below  regular.  They  had  bought 
of  it  before  at  regular  prices,  and  had  found 
it  a  bargain  then. 


SHOES  FOR 

MEN, 
BOYS, 
YOUTHS, 
LITTLE  GENTS, 
CHILDREN, 
INFANTS, 
MISSES, 
WOMEN. 


To  you  merchants  who  have  not  bought  of 
me  previously,  I  simply  say,  I  do  not  wish 
to  take  any  of  this  stock  to  my  new  building, 
but  I  do  wish  your  trade  when  I  get  there. 
That's  the  reason  of  the  low  prices.  I'm 
trying  to  kill  two  birds  with  one  stone — get 
rid  of  my  present  stock  and  increase  my 
connection.  So  you  see  I'm  bound  to  give 
you  a  square  deal. 

There  is  still  some  time  to  get  some  of  this 
good  stock.    Write  for  my  special  price  list. 

F.  BLOUIN 

Manufacturer  of 
BOOTS    -    SHOES    -  MOCCASINS 

QUEBEC 
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THE 
20th  CENTURY 
SHOE 


"Better  Shoe  Man  Never  Made" 


Watch  for  the  20th  Century  line 
this  season— you  are  going  to 
see  some  things  that  will  in- 
terest you  because  in  them  you 
will  see  not  only  the  best  in 
men's  shoes,  but  because  in 
them  you  will  see  what  is  best 
of  all  for  the  Retailer — the 
opportunity  to  make  good 
profits  and  attract  the  best  pay- 
ing trade  into  your  store.  Our 
representatives  are  on  the  road 
and  we  urge  you  to  keep  the 
line  in  your  mind  until  you 
have  seen  it— after  that  you 
couldn't  forget  it  if  you  would. 


THE 

C.  E.  McKEEN  CO 

QUEBEC 


\V  LEATHERS 


QUEBEC  &  MONTREAL  y 


TRY 

THE  SHOE  TEST 

If  you  would  make  a  good  looking 
glazed  leather  shoe  you  must  first  get  a 
good  looking  leather. 

But,  all  good  looking  glazed  leathers  do 
not  make  good  looking  shoes. 

It's  the  making  of  the  shoe  that  tests  the 
finish  of  the  leather. 

It's  easy  enough  to  buy  good  looking 
leathers,  but  it's  not  so  easy  to  make 
good  looking  shoes. 

So,  be  careful.  Don't  buy  looks  in  the 
leather,  buy  looks  in  the  shoe. 

By  the  leather  test  or  by  the  shoe  test 
Borne  Glazed  Leathers  are  first. 

They  look  just  as  good  when  the  shoe  is 
made  up  as  before  they  were  cut.  No 
checks,  no  cracks,  but  smooth,  strong, 
pliable. 

Here's  the  leather  to  gladden  your  heart, 
Mr.  Manufacturer.    Try  it  today. 

LUCIEN  BORNE, 

QUEBEC 

Western  Agents:   Malette  ®  Roy 

225  Lemoine  Street      -  MONTREAL 
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WE  ARE  THE 

PEOPLE 

THE   MAKERS   OF  THE  FAMOUS 

"A.  R.  C."  BRAND 
PATENT  LEATHER 

I  I  I  III     I    ..."WBWM   111.        ™-^X-  g 

t§  We  specialize  in  colt  and 
side  leather  putting  the  best 
of  labor  and  materials  on  the 
best  skins  that  money  can  buy. 

We  know  our  product  is 
the  best  on  the  market  and 
our  aim  is  to  keep  it  so. 

^  In  the  last  year  we  have 
added  three  large  additions 
to  our  factory  and  are  now 
building  more. 

^  Our  wonderful  success  has 
been  due  to  the  great  progress 
made  by  our  long  string  of 
satisfied  customers,  the  most 
up-to-date  and  successful  shoe 
manufacturers  in  ana  da. 

*l  Why  not  follow  the  wise 
ones. 

CJ  Get  in  line  with  the  users 
of  the  great  "A.  R. ."  Brand 
Patent  Leather,  and  you  will 
get  there. 


A.  R.  CLARKE  &  CO. 

LIMITED 

TORONTO        -  CANADA 

52  VICTORIA  SQ.,  MONTREAL,  P.Q. 


Get  in  Line 


Many  people  have 
passed  your  door  to- 
day who  might  have 
dropped  in  if  you  had 
displayed  a  neat  card 
(which  we  supply)tell- 
ing  them  that  you  sell 
"Nugget"  Polishes. 

For  This 

name  "  Nugget  "  is 
known  to  them.  In 
their  newspaper  and 
their  magazine,  and 
on  the  billboards  they 
have  read  that 

"Nugget" 

is  the  best  shoe  polish 
and  they  want  it. 
Because  "Nugget" 
polishes  will  do  all 
that  is  claimed  for 
them,  your 

Business 


will  benefit  if  you  handle 
them.  The  consumer  ad- 
vertising we  are  doing  will 
bring  people  to  your  store, 
and  you  know  that 
getting  the  people  to 
your  store  is  half  the 
job  of  selling  shoes. 
Don't  you  think,  Mr.  Shoe 
Merchant,  you  would  do  well 
to  have  this  good  "Nugget" 
drawing  card  ? 


THE  "  NUGGET"  POLISH 
COMPANY  Limited 

TORONTO     -  ONTARIO 
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'WHERE  QUALITY  COUNTS  WE  WIN" 


Trade 


Mark 


  THE 

SHOE 
WITH  THIS 

BRAND-ON 

HAS  MERITS  TO  STAND  ON 

And  those  merits  are  comprised  of  such 
elements  as,  Latest  Style,  Perfect  Fit,  Solid 
Comfort  and  Excellent  Wearing  Qualities, 
the  elements  necessary  to  give  the  wearer 
of  a  shoe  the  greatest  satisfaction,  and  so 
make  him  a  solid  customer  of  the  mer- 
chant from  whom  he  purchased  the  shoe. 

Our  travelers  are  now  showing  a  complete 
range  of  the  "BRANDON"  shoes.  See 
them,  they're  interesting. 

BRANDON  SHOE  CO. 


BRANTFORD 


ONTARIO 


C  Parsons  &  Son 

LIMITED 

TORONTO 

AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

C  Parsons  &  Son 

LIMITED 

LEATHER  FINDINGS 

79  Front  St.  East       Toronto,  Ont. 


All  the  Bag  and 
Trunk  Makers 
want  fancy  leather 
embossed   on  the 

MOENUS 

Altera  Machine 


They  reject  weak 
imitations. 


Write  for  the  prices  on  the 

MOENUS 

Machine  Works 

Frankfurt  on  Main 
GERMANY 
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Some  of 
Canada's 
Successful 
Boot  and  Shoe 
Merchants 


Winnipeg 
Winnipeg 
Winnipeg 
Winnipeg 
Winnipeg 
Winnipeg 


T.  Eaton  Co. 
Regal  Shoe  Co. 
Robinson  &  Co. 
Slater  Shoe  Co. 
Yale  Shoe  Store 
Adie  Shoe  Co. 

Rannard  &  Chapman  Winnipeg 
Harry  Stark  Winnipeg 
Tom  Stedman 
D.  B.  Pigeon 
Lockett  Shoe  Store 
Morrison  Shoe  Co. 
W.  J.  Detweiler 
John  Brotherton 


Winnipeg 
St.  John 
Kingston 
London 
Soo 

Toronto 


T.  Eaton  Co.,  Limited  Toronto 


A.  Levy 
Backrack  Bros. 
Robt.  Simpson  Co. 
Regal  Shoe  Co. 
J.  W.  Powell 
George  Gales  &  Co. 

Montreal 
R.  J.  Quinn  Montreal 
Ronayne  Bros. 

Montreal 
W.  H.  Scroggie 

Montreal 
A.  E.  Rae  &  Co. 

Montreal 
Henry  Morgan  &  Sons 

Montreal 
T.  Corbeil  Montreal 


Toronto 
Toronto 
Toronto 
Toronto 
Toronto 


Louis  Bilodeau 

Quebec 

L.  Deschenes 

Quebec 

Nap.  Shink 

Quebec 

Calbeck  &  Barber 

Brantford 

Henderson  Bros. 

Ft.  William 

Currie  Bros. 

Saskatoon 

D.  C.  Craig 

Wolseley 

A.  E.  Rae  &  Co. 

Ottawa 

W.  A.  Zeigler 

Berlin 

Club  Shoe  Store 

Halifax 

W.  L.  Little 

Halifax 

Westville  Shoe  & 

Fur  Co.       Westville,  N.S. 

All  Users  of 
500  Class 
NATIONAL 
Cash  Registers 


Successful  Merchants  Put 
a  Receipt  in  Every  Parcel— 

Why  Don't  You  ? 


How  can  you  hope  to  make  a  success  of  your  business  by  fol- 
lowing the  methods  of  unsuccessful  merchants  ?  The  difference 
between  success  and  failure  is  simply  a  difference  in  methods. 

Are  you  being  influenced  by  the  wrong  kind  of  business  men  ? 

Why  Aren't  You  Influenced  by 
Successful  Men? 

They  ^ive  every  customer  a  receipt  with  every  purchase.  Why 
not  follow  suit  ?  We'll  send  you  a  booklet  describing  the  quickest 
known  method  of  automatically  issuing  a  receipt  that  cannot  be 
altered— FREE- 

National  Cash  Register  Company 

Canadian  Head  Office  and  Factory  at  Toronto 
F.  E.  MUTTON,  Canadian  Manager 
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How  I  Increased  My  Business 


Shoe  Retailers  Relate  Their  Experience  With  Newspaper  and  Other  Plans  of  Advertising- 

They  Have  Employed  to  Expand  Their  Trade. 


-Selling  Methods 


"I  would  like  to  learn  what  representative  shoe  dealers 
think  of  newspaper  and  other  advertising  and  have  them 
give  some  comparison  of  the  relative  results  as  based  on 
their  own  experience.  I  want  these  opinions  first-hand,  and 
I  would  like  to  see  them  published  without  comment,  then 
I  could  draw  my  own  conclusions."  wrote  a  Western  On- 
tario shoe  merchant  to  the  Shoe  and  Leather  Journal 
recently.  "How  is  it,"  he  continued,  "that  some  retailers' 
use  space  liberally  in  the  public  prints,  and  others,  whom  I 
know  to  be  successful,  rarely  do  any  advertising." 

Believing  this  to  be  a  live  topic,  the  following  list  of 
questions  was  sent  to  several  retailers  requesting  an 
answer  based  on  their  own  experience  and  insight: — 

Do  you  use  space  regularly  in  the  local  newspapers? 

What  has  been  the  size  of  your  announcements,  and 
which  has  proved  the  more  effective — display  advertising  or 
ordinary  type  reading  notices? 

Have  you  found  that  such  publicity  pays? 

Do  you  employ  extra  space  at  certain  seasons  of  the 
year  or  when  holding  special  sales? 

Do  you  send  out  circulars,  leaflets  or  seasonable  an- 
nouncements, and  how  frequently? 

Have  you  any  system  by  which  you  can  trace  direct 
results  in  response  to  literature  sent  to  present  or  probable 
customers  ? 

Have  you  any  special  advertising  schemes  or  proposi- 
tions which  you  have  found  successful  as  trade-winners? 

What  publicity  plans  have  you  found  most  profitable  in 
enlarging  your  business? 

Here  are  the  replies  and  they  will  be  found  interesting 
and  instructive,  affording  as  they  do,  a  variety  of  views  on 
several  matters : — 

G.  J.  Clayton,  Hamilton,  writes  that  he  does  not  use 
space  regularly  in  the  local  papers.  He  frequently  gives 
novelties  as  premiums,  including  a  dust  pan  or  any  other 
useful  article,  to  school  children.  He  allows  some  reward 
or  discount  on  certain  goods.  "I  have  found,"  he  adds,  "that 
the  most  profitable  methods  in,  enlarging  my  trade  have  been 
good  goods,  attentive  service,  a  tidy  store,  and  being  al- 
ways willing  to  make  good  whatever  may  not  give  satis- 


faction. The  means  of  advertising  that  I  have  adopted 
brings  customers,  salesmanship  converts  my  goods  into 
money,  but  only  quality  can  hold  trade." 

They  Advertise  Constantly. 

F.  L.  Hamilton  and  Son,  Gait,  fill  space  regularly  in  the 
local  press,  having  five-inch,  single-column,  in  the  daily,  and 
a  five-inch,  double,  in  the  weekly.  They  favor  display  an- 
nouncements in  preference  to  readers.  Occasionally  at  mid- 
summer when  trade  is  naturally  quieter,  they  increase  the 
advertising  space  "and  push  broken  lines,  which  we  desire 
to  clear.  We  also  have  added  to  our  space  for  the  Christ- 
mas season.  It  is  difficult  to  form  a  correct  idea  of  results 
directly  due  to  newspaper  publicity,  but  we  believe  it  pays 
well.  We  also  use  booklets  provided  at  reasonable  cost  by 
some  of  the  shoe  manufacturing  firms.  We  have  no  schemes 
for  advertising  other  than  newspaper  space."  Regarding 
what  publicity  plans  they  have  found  the  most  profitable  in 
enlarging  their  business,  the  Gait  firm  writes :  "Newspaper 
space  and  attractive  window  display.  Added  to  this  you 
must  have  the  goods — the  best — and  be  able  to  back  them 
up.  You  must  also  use  every  customer  the  same,  that  is 
being  fair  and  courteous  to  all,  not  being  afraid  to  be  firm 
when  price  or  principle  is  involved.  These  we  consider  the 
reasons  for  any  success  we  have  had." 

Several  Publicity  Schemes. 

The  Roberts  and  Van  Lane  Shoe  Company  of  Brant- 
ford  and  Paris  write  that  they  use  sixteen  inches  every  day 
in  the  local  press,  with  one  half-page  every  month,  and  one 
quarterage  every  two  weeks.  They  find  that  regular  and 
extra  space  pays  well.  Every  six  months  they  send  out  cir- 
culars or  leaflets  to  their  customers  and  report  that  they  can 
trace  direct  results  to  this  means  of  publicity.  They  also 
employ  special  advertising  schemes  and  send,  at  certain 
times,  a  personal  letter  to  every  one  in  the  city.  They  add: 
"You  ,nust  keep  your  name  before  the  public  through  the 
newspapers  if  you  wish  to  enlarge  the  volume  of  your  busi- 
ness.   Just  your  name  is  all  that  is  wanted  except  at  sale 
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times.  Write  your  customers  twice  a  year  and  your  trade 
will  increase  twenty-five  per  cent." 

An  Orillia  Opinion. 

J.  T.  Heath,  Orillia,  says:  "I  do  not  use  space  regularly 
in  the  local  papers.  I  have  tried  it,  however,  and  to  me  it 
has  not  proved  satisfactory.  I  much  prefer  advertising  one- 
fourth  of  the  time,  and  make  use  of  four  times  as  large  a 
space.  My  usual  space  for  display  advertisement  is  400  lines 
right  across  the  page,  which  I  think  attracts  more  attention 
than  locals,  yet  if  locals  can  be  obtained  at  five  cents  a  line 
and  displav  at  one  cent  a  line,  I  want  both.  I  employ  extra 
space  at  certain  seasons  in  the  year.  I  do  not  send  out  any 
circulars  or  booklets,  although  I  believe  it  is  a  good  thing, 
but  it  is  expensive  and  requires  a  lot  of  attention.  The  best 
direct  results  that  I  have  ever  had  in  advertising  is  by  having 
bills  distributed  properly  in  the  town,  and,  as  far  as  I  could 
in  the  surrounding  country.  The  best  patronage  that  I  have 
ever  had  from  any  special  plan  was  obtained  from  mile 
posts  on  all  the  leading  roads,  but,  of  course,  it  was  a  new 
thing  here.  I  got  much  business  thereby  which  I  did  not  ex- 
pect. The  object  of  the  mile  posts  was  simply  for  publicity, 
but  it  brought  a  lot  of  business.  I  think  that  the  best  adver- 
tisement of  all  is  a  well-dressed  window,  nicely  ticketed,  the 
goods  all  being  priced.  Then  honest  dealing  and  honest  ad- 
vertising. The  man  who  gets  the  confidence  of  the  public 
will  get  the  business." 

Liberal  Use  of  Cuts. 

W.  T-  Honey  ford,  Collingwood,  remarks  that  he  changes 
the  shape  of  his  advertisments  every  two  weeks,  and  em- 
ploys about  sixty  inches  regularly.  "I  use,"  he  continues, 
"cuts  with  heavy  borders  around  my  announcements  and 
also  give  a  description  regarding  quality  of  the  shoes,  kind 
of  leather,  prices,  etc.  A  good  display  of  cuts  pays  well. 
Every  spring  and  fall  I  use  half-page  ads.  or  for  special 
purposes.  I  send  out  a  four-page  leaflet  once  per  month  and 
I  find  this  is  the  most  profitable  advertising.  I  have  more 
direct  results  from  this  than  any  other.  These  leaflets  with 
cuts  of  the  shoes  to  which  I  desire  to  draw  special  attention, 
give  ample  satisfaction  for  any  effort  that  I  may  put  into  get- 
ting them  out.  I  ask  the  customer  to  bring  back  the  leaflet 
with  the  shoes  marked  which  he  or  she  prefers.  I  do  not 
believe  in  premiums  and  the  way  to  increase  your  business 
is  to  multiply  your  alvertising.  Using  leaflets,  backed  up 
by  regular  space  in  the  local  press,  pays  when  the  advertiser 
bears  upon  the  mind  of  the  public  that  he  has  only  one  price 
to  all  and  every  patron  is  treated  alike.  It  is  easy  to  bring 
trade  by  cutting  prices,  but  it  is  poor  policy  to  do  so  be- 
cause the  moment  the  prices  go  up  again  to  where  you  can 
make  a  decent  living  profit,  the  bargain  people  leave  you. 
In  the  first  place,  do  not  mark  the  selling  price  above  the 
real  value  of  the  shoe.  Stick  to  that  policy  and  success  is 
sure  to  follow." 

Feature  Some  Special  Shoe. 

The  Lockett  Shoe  Store,  Kingston,  are  regular  patrons 
of  both  papers  in  the  Limestone  city.  They  make  use  of  a 
four  by  six-inch  space,  and  very  seldom  employ  locals  or 
readers.  The  store  always  advertises  some  particular  shoe, 
and,  when  running  a  special  sale  increases  the  regular  al- 
lowance. Mr.  Lockett  observes:  "We  send  out  catalogues 
supplied  by  the  special  shoe  firms  that  we  sell  for.  They 
are  usually  one  line  of  ladies'  and  one  line  of  men's  shoes, 


spring  and  fall.  Occasionally  we  send  out  circulars.  We 
have  no  system  of  tracing  direct  results,  only  by  advertising 
a  certain  line  or  style  of  shoe  and  having  these  asked  for  the 
next  day  or  so.  We  have  no  special  schemes  and  believe 
that  newspaper  publicity,  along  with  clean  and  well-dressed 
windows,  and  one  price  to  all,  is  the  most  profitable  method 
in  building  up  trade." 

Repair  Man  Speaks  Out. 

A.  W.  Whitby,  who,  at  present,  conducts  only  a  repair- 
ing business  in  Barrie,  but  may  soon  carry  a  stock  of  shoes, 
says  he  finds  in  his  line  that  publicity  in  the  press  pays.  He 
uses  space  in  one  of  the  newspapers.  He  keeps  blotters  on 
hand  all  the  time  and  says  the  children  ask  for  them  and 
he  secures  quite  a  bit  of  work  by  this  means.  Constant 
attention  to  business  coupled  with  application  and  a  desire 
to  give  satisfaction,  are  found  by  Mr.  Whitby  as  good  factors 
in  securing  a  big  repair  trade.  He  asks:  "Why  is  it  that 
dry  goods  men  and  others  sell  shoes  and  the  average  shoe- 
maker sits  on  his  bench  and  allows  every  one  but  himself  to 
go  into  the  retailing  of  footwear?  With  the  useful  pointers 
obtained  from  the  Shoe  and  Leather  Journal,  the  writer 
believes  that  any  shoemaker  should  be  able  to  conduct  a  suc- 
cessful retail  store  as  well  as  a  lot  of  clerks." 

Supply  Men's  Experiences. 

J.  J.  Turner  and  Sons,  Peterborough,  who  supply  tents, 
flags,  awnings  and  tarpaulin  goods  to  many  shoemen,  write 
that  they  are  firm  believers  in  newspaper  advertising.  They 
find  that  it  pays  and  employ  both  space  and  reading  notices. 
They  constantly  send  out  circulars,  leaflets,  folders,  booklets, 
good  catalogues  and  nice  cards.  "We  have,"  they  write, 
"been  advertising  in  the  newspapers  for  forty  years,  and 
through  this  means  we  are  known  all  over  Canada.  We 
have  always  kept  up  the  standard  of  the  goods  that  we 
manufacture,  so  that  if  parties  buy  from  us  goods  with  our 
name  stamped  on,  they  know  they  are  getting  the  best." 

Half  Yearly  Sales. 

An  Ingersoll  firm,  which  wish  their  name  withheld,  do 
not  advertise  in  the  newspapers  of  their  town.  They  have 
half-yearly  sales  in  January  and  August,  and  use  full-sheet 
bills,  which  are  put  in  every  house  in  the  town.  They  make  use 
of  no  other  means  of  advertising  and  have  found  that  half- 
yearly  sales  are  the  best  means  of  publicity  for  them.  They 
add:  "Our  business  is  shoes,  clothing  and  men's  furnishings. 
We  used  newspaper  space  a  few  years  ago,  but  so  far  as 
we  could  see,  it  was  money  thrown  away.  Four  years  ago 
we  were  handling  a  widely  advertised  line  of  American 
shoes,  and  for  three  seasons  we  sent  in  mailing  lists  for  a 
style  book  which  was  forwarded  to  a  selected  number  of 
our  customers,  with  no  practical  benefit  to  ourselves,  so  far 
as  we  could  see." 

It  Pays — Decidedly  So. 

The  J.  J.  Haines  shoe  houses  of  Belleville,  Napanee 
and  Trenton,  are  regular  newspaper  patrons.  They  use  six- 
inch,  double-column  in  two  daily  and  weekly  papers.  "W  e 
use,"  they  add,  "cuts,  as  we  believe  that  attractive  cuts  add 
to  the  pulling  power  of  the  ad.  We  have  found  that  press 
publicity  pays — decidedly  so.  We  use  no  extra  space  during 
the  year.  We  send  out  booklets,  circulars,  etc.,  on  special 
occasions  several  times  a  year  as  the  case  may  demand.  We 
have  no  direct  system  of  tracing  results  other  than  that 
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we  are  continually  asked  for  goods  as  advertised.  Parties 
often  bring  in  the  circulars,  etc.,  when  making  their  selec- 
tions. One  of  our  advertising  plans  is  to  specialize  on  sev- 
eral lines,  calling  them  the  "Haines"  Special,  having  our 
name  on  the  lining.  The  results  have  certainly  shown  it 
to  be  a  most  successful  scheme."  ■ 

Believe  in  Show  Windows. 

"Yes,  we  are  newspaper  users,"  write  D.  McCaw  &  Son, 
Welland.  "We  use  six-inch,  double-column,  but  do  not  use 
reading  notices.    It  is  difficult  to  trace  results  to  ordinary 


six  thousand  people,  is  a  trade-puller.  That  has  been  our 
experience." 

Did  Once,  But  Not  Now. 

"We  do  not  now,  but  we  did  the  first  fifteen  years  of 
business  use  space  in  the  press,  and  we  used  to  change  the 
ads.  frequently,"  is  the  reply  of  Logee  &  Co.,  Ingersoll. 
"We  employed  about  a  quarter  of  a  column  and  generally 
changed  the  reading  matter  every  week.  We  used  extra 
space  at  times  and  found  newspaper  advertising  paid.  About 
once  a  month  we  send  out  circulars.    We  have  sent  eighth 


Prize  Winning  Horse  Show  Window  of  Regal  Shoe  Store,  Toronto  (for  description  see  page  53). 


advertising,  but,  when  we  have  special  sales  with  cut  prices 
announced,  we  find  good  results.  When  holding  special 
sales  we  use  four  times  the  ordinary  space.  Regarding  other 
plans,  we  issued  a  scribbler  to  school  children  last  fall.  We 
do  not  usually  send  out  any  other  advertising  matter.  We 
have  tried  other  propositions  also,  but  the  results  anticipated 
did  not  materialize.  We  believe  the  show  window  in  a  small 
town  is  as  much,  if  not  more,  effective  than  advertising, 
except  possibly  during  the  period  of  special  sales,  when  prices 
are  cut,  then  an  ad.  is  beneficial,  but  a  nice  attractive  win- 
dow kept  clean  and  trimmed  frequently  in  a  town  of  five  or 


and  quarter  sheets  with  every  parcel  that  went  from  the 
store.  Circulating  bills  around  the  country  about  twice  a 
year  is  another  of  our  plans.  We  have  not  advertised  very 
much  during  the  last  eight  or  ten  years,  and  are  thinking 
cf  giving  up  business  soon  as  I  am  about  87  years  of  age. 
We  have  taken  the  Shoe  and  LEATHttR  Journal  for  a  num- 
ber of  years,  and  both  myself  and  the  clerks  find  it  very 
helpful." 

Good  Circulars  Are  Effective. 

E.  R.  Gavin,  Fort  William  and  Port  Arthur,  observes: 
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"We  have  practically  discontinued  the  newspaper  for  ordin- 
ary advertising.  We  use  the  newspapers  when  we  put  on 
a  sale  or  a  special  bargain.  For  special  sales  we  have  used 
from  half-page  to  full-page.  Display  advertising  has  been 
our  long  suit  with  an  occasional  reader.  We  have  decided 
we  can  sell  goods  when  we  advertise  a  cut  price,  but  we 
believe  that  it  does  not  pay  to  do  this  too  often.  You  en- 
courage people  to  expect  to  buy  everything  at  a  cut  price, 
which  certainly  does  not  pay.  "We  have  found  a  good  class 
of  circulars  very  profitable  for  they  bring  in  people  who  will 
give  you  a  profit  on  your  goods,  which  class  of  purchasers 
we  find  very  hard  to  reach  by  the  newspapers.  In  fact,  we 
send  out  a  great  many  typewritten  letters  direct  to  our 
prospective  customers  signed  by  myself.  Advertising  is  not 
an  exact  science,  that  you  can  trace  direct  results  to  any 
literature  that  you  send  out.  We  have  more  faith  in  our 
windows  than  any  other  form  of  advertising.  For  Easter 
we  had  some  live  rabbits  in  our  windows  which  attracted  a 
great  deal  of  attention.  Circulars  mailed  to  our  personal 
customers  as  well  as  typewritten  letters  are  good  business 
builders.  We  also  do  a  great  deal  of  outdoor  signs,  such 
as  small  fence  signs  and  large  display  signs  on  prominent 
corners."  Mr.  Gavin  concludes :  "Formerly  we  have  spent 
about  three  per  cent,  of  our  gross  sales  in  advertising,  but 
are  curtailing  this  as  we  have  come  to  the  conclusion  that 
the  newspaper  does  not  bring  us  extra  business  except  at; 
cut  prices.  It  is  very  questionable  if  this  pays.  We  are 
now  trying  to  pull  customers  who  will  give  us  a  fair  profit 
by  the  means  of  our  windows,  personal  letters,  and  cir- 
culars." 

The  J.  P.  Cook  Co.  of  London,  write :  "We  have  tried 
many  methods  of  advertising,  but  have  no  definite  knowledge 
as  to  which  produced  the  best  results." 

Believes  in  Cards  andJLocals. 

F.  C.  Sheppard,  Smith's  Falls,  sends  the  following : 
"Having  been  in  business  for  three  years  on  my  own  ac- 
count, I  tried  for  the  first  two  years  newspaper  advertising, 
both  display  and  ordinary,  using  a  4  x  5-inch  space,  but  I 
have  come  to  the  conclusion  that  unless  you  use  a  larger 
space  than  this  it  isn't  much  use.  I  have,  however,  adopt- 
ed another  plan  of  putting  in  some  little  locals  at  certain 
times  of  the  year,  and  also  of  sending  out  small  cards  and 
circulars.  These  are  distributed  around  town  on  such  days 
as  market  day,  or  just  before  C.  P.  R.  pay,  or  foundry  pay 
day.  The  enclosed  card  I  use  myself  if  I  meet  any  strangers 
in  the  lodge  room  or  in  the  store.  It  is  unique,  so  that 
when  persons  read  it  they  generally  put  it  in  their  pocket 
and  have  a  laugh  over  it.  I  sometimes  tell  them  to  pass  it 
on,  and  they  will  ask  for  two  or  three."  The  card  reads: — 

"This  Entitles  the  Holder  to  Become  a  Member 
of  the  Ancient  Order  of  United  Kickers.  The  object 
of  this  Society  is  for  each  member  to  kick  off  his 
old  shoes  and  come  to  The  Ideal  Shoe  Store  and 
buy  a  new  pair.  Presented  by  F.  C.  Sheppard, 
opposite  Arlington  Hotel,  Smith's  Falls,  Ont." 

F.  C.  Wilkinson,  Owen  Sound,  is  a  believer  in  adver- 
tising. He  says  the  size  of  his  ad.  is  from  10  inches  to  27 
inches  for  special  announcements,  and  at  certain  seasons  he 
uses  more  space.  He  rather  likes  readers,  and  believes  news- 
paper patronage  pays.  Twice  a  year  he  sends  out  booklets 
and  last  time  he  made  use  of  personally  addressed  post  cards. 


from  which  h^e  had  excellent  results.  Mr.  Wilkinson,  who 
is  the  proprietor  of  the  Yellow  Front  Shoe  Store,  is  an 
ardent  advocate  of  effective  and  tasty  window  displays. 

F.  C.  McCordick,  manufacturer  of  tanned  and  rawhide 
lace  leathers,  St.  Catharines,  writes :  "I  am  not  in  the  retail 
business,  but  might  say  that  my  experience  in  advertising 
is  mostly  confined  to  circulars  and  calanders.  We  are  send- 
ing this  year  a  monthly  calendar  instead  of  a  yearly  one. 
I  believe  that  it  gives  better  results." 

Bowmanville  Man's  Plans. 

Fred  R.  Foley,  Bowmanville,  uses  the  local  papers  about 
nine  months  in  the  year,  dropping  for  about  six  weeks  dur- 
ing the  quiet  time  of  winter  and  summer.  He  continues: 
"My  regular  space  is  quarter-column,  single,  changing  every 
second  issue.  Almost  always  I  use  a  good,  up-to-date  cut 
of  a  boot,  shoe,  clubbag,  etc.,  which  draws  attention  to  my 
advertisement  the  moment  that  the  paper  is  opened.  I  some- 
times use  short  locals  of  three  to  five  lines  on  anything 
special,  as  hockey  boots,  football  boots,  etc.  Occasionally  a 
lengthy  reader.  I  am  always  a  faithful  disciple  of  the  edi- 
tor and  believe  it  pays  to  advertise  for  regular  business,  for 
a  stock  sale  or  a  church  concert,  or  any  matter  requiring 
public  attention.  It  is  not  often  I  use  additional  space,  some- 
times for  a  plate  advertisement  or  extra  cut,  and  once  a 
year  for  our  annual  anniversary  sale,  always  the  last  Fri- 
day and  Saturday  in  April.  This  being  our  tenth  year  we 
had  a  special  three-day  sale  as  we  are  rather  over-stocked. 
I  have  never  issued  a  special  circular  but  once — about  six 
years  ago — when  we  moved  our  premises.  It  proved  a 
splendid  success  and  we  received  many  compliments  for  the 
originality  and  neatness  of  the  folder.  I  have  thought  often 
since  of  preparing  another,  but  have  never  done  so.  I  think 
it's  a  hard  matter  to  trace  any  direct  results  from  advertis- 
ing. As  the  Englishman  says,  'Hit  isn't  the  sharp  drives  that 
'urts  the  'orses  'oofs,  hits  the  constant  'ammer,  'ammer, 
'ammer  on  the  'ard,  'igh  wai.'  So  in  advertising  we  must 
keep  ourselves  constantly  before  the  public  eye." 

"Every  second  year  we  give  out  calendars  to  our  pa- 
trons in  December.  We  have  been  fortunate  always  in 
picking  out  good  designs,  which  in  almost  every  case  has 
been  kept  for  at  least  two  years.  I  think  a  real  pretty  calen- 
dar is  all  right,  but  a  poor  one  is  money  wasted.  In  con- 
clusion, I  would  say,  all  the  advertising  and  special  schemes 
will  be  of  little  avail  unless  the  dealer  is  able  to  maintain 
his  patronage  after  inviting  it  to  him,  by  good  goods,  fair 
dealing,  and  courteous  manner.  These  three  are  very  im- 
portant factors  in  business-building.  The  poet  puts  it  nicely 
when  he  says : 

'The  thing  that  goes  the  farthest 
Towards  making  life  worth  while, 

That  costs  the  least  and  does  the  most, 
Is  just  a  pleasant  smile.' 

I  have  been  in  business  now  for  ten  years.  I  left  the  farm 
and  went  straight  into  my  own  store  without  any  experi- 
ence, and  without  seeming  to  boast,  I  think  I  am  safe  in 
saying  I  now  have  the  largest  business  in  the  town.  I  have 
tried  to  maintain  the  last  three  mentioned  principles.  I 
have  kept  my  store  and  windows  attractive,  and  adjusted  all 
complaints  as  satisfactorily  as  possible,  sometimes  even  un- 
just claims,  but  I  believe  it  pays  to  keep  the  confidence  of 
the  public." 
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Time  For  Some  One  to  Waken  Up 

There  Appears  to  Be  Something  Wrong  When  Too  Generous  Credits  are  Given  Certain 
Retailers — Who  is  to  Blame  for  the  Present  System? 


A  prominent  shoe  retailing  concern  in  Toronto  went 
to  the  wall  a  few  days  ago.  Investigation  showed  liabilities 
amounting  to  over  $22,000,  with  assets  of  between  four  and 
five  thousand,  a  straight  loss  of  about  eighteen  thousand  dol- 
lars, which  must  be  borne  by  half  a  dozen  or  more  manufac- 
turers and  jobbers,  some  of  whom  were  in  as  deep  as  five 
or  six  thousand  dollars.  This  particular  store,  when  stock- 
ed to  capacity,  could  not  accommodate  much  more  than 
double  of  what  was  on  hand. 

Surely  there  is  something  radically  wrong  with  the  sys- 
tem of  these  creditors.  Somebody  must  have  been  asleep 
at  the  switch.  It  seems  ridiculous  to  think  that  with  the 
great  demand  for  shoes,  a  demand  which  manufacturers 
claim,  they  have  trouble  to  supply,  they  should  extend  a  cred- 
it line  or  five  or  six  thousand  dollars  to  a  shoe  concern,  which 
was  incapable  of  carrying  a  stock  not  a  great  deal  larger. 
Surely  no  manufacturer  needs  to  do  that  at  present  time. 
It  savors  greatly  of  "the  dog  in  the  manger."  They  claim 
to  have  more  business  than  they  can  handle,  and  yet  they 
allow  one  concern  to  get  so  deep  in  their  books.  It  seems 
that  before  allowing  any  one  else  get  a  slice  of  the  busi- 
ness they  are  willing  to  give  the  retailer  almost  anything 
that  he  asks  for.  If  such  is  their  reason  for  doing  it,  it 
appears  they  only  received  their  just  desserts.  It  is  in- 
evitable that  manufacturers  or  jobbers  are  bound  to  get 
stuck  occasionally  for  several  hundred  dollars.  Several 
hundred,  that  sounds  reasonable,  but  five  or  six  thousand, 
practically  half  of  what  the  retail  concern  is  capable  of 
carrying  in  stock,  that  is  different.  There  doesn't  seem 
to  be  any  excuse. 

There  appears  to  be  something  wrong  somewhere.  Who 
is  going  to  shoulder  the  blame?  Shall  it  be  the  traveling 
man?  It  seems  hard  to  blame  him.  Goodness  knows,  he 
has  troubles  enough,  but'  it  looks  bad  for  him.  Is  he  ex- 
cusable if  he  makes  such  a  mistake?  It  may  be  the  traveler 
is  too  anxious  to  make  a  record  and  only  considers  it  his 
business  to  see  that  the  goods  are  ordered,  leaving  it  to  the 
house  to  see  that  they  get  the  cash.  It  is  a  mistake  for 
him  to  do  so,  for  it  will  reflect  on  him  sooner  or  later. 
There  is  no  one  connected  with  a  firm  who  is  more  capable 
of  looking  after  credits  than  the  traveling  salesman,  for  it 
is  he  who  gains  the  confidence  of  the  retailer  and  he  can 
get  a  better  insight  into  the  man's  true  financial  standing 
than  any  agency  in  business,  or  any  credit  man  that  ever 
lived. 

Who  is  To  Blame? 

Naturally  one  would  be  inclined  to  blame  the  credit 
man.  Is  it  not  he  who  looks  after  the  credit  of  the  cus- 
tomers? Is  it  not  his  place  to  judge  as  to  whether  the 
customer's  financial  standing  warrants  the  shipping  of 
further  orders?  That  is  what  he  is  there  for— not  for  or- 
nament. But  then,  it  is  well  not  to  be  too  hard  on  the  credit 
man,  for  his  is  a  position  no  one  should  envy.  He  is  often 
between  the  devil  and  the  deep  sea.  If  he  rejects  an  order 
for  credit  reasons,  then  there  is  a  howl  and  a  wail  from 
the  traveling  representative,  which  the  credit  man  can  hear 


ringing  in  his  ears  for  a  month  after.  To  avoid  any  such 
trouble  with  the  traveling  man,  if  he  passes  the  order  in 
spite  of  his  better  judgment,  and  the  house  loses,  then  he 
gets  it  from  the  other  side. 

What  about  the  heads  of  the  concern?  Are  they  not 
to  b'ijame?  They  should  keep  in  closer  touch  with  the 
man  outside.  They  should  see  that  the  credit  man  does 
his  duty  properly.  Is  it  not  up  to  them  to  get  their  dif- 
ferent departments  working  in  unison?  Team  work  and 
lots  of  it  is  what  is  wanted,  and  less  of  the  individuality. 
One  shining  star  won't  make  as  bright  a  light  as  a  cluster 
of  less  brilliant  ones.  Perhaps  the  fault  of  the  house  is 
even  greater  than  that  of  not  keeping  in  closer  touch  with 
customers  and  travelers.  Mayhap  it  is  the  "grab  all" 
methods  which  are  not  as  rare  as  they  might  be  in  any 
manufacturing  business.  If  that  is  the  reason  then  the 
sooner  such  methods  are  done  away  with  the  better  for 
all  concerned. 

No  matter  what  is  learned  by  experience,  we  have  to 
pay  for  our  knowledge  either  in  suffering,  hard  work  or 
cold  cash.  It  is  hoped  that  those  who  paid  so  dearly  for 
the  lesson  in  this  particular  case,  will  not  fail  to  profit 
by  it  and  realize  that  it  is  time  for  somebody  to  waken  up. 

Have  They  Settled  It 

A  manager  of  an  Ontario  shoe  factory  said  the  other 
day  that  he  had  frequent  clashes  with  his  travelers  as  to 
whom  they  should  sell  goods.  One  of  the  men  on  the  road 
retorted,  after  a  vain  plea,  "There  are  some  fellows  who 
sit  around  in  an  office  all  the  time  and  think  they  know  ex- 
actly what  accounts  are  good  and  what  are  bad.  I  tell 
you  this  man" — naming  a  dealer  in  an  eastern  town — "is 
all  right  and  you  are  perfectly  safe  in  letting  him  have 
three  or  four  thousand  dollars'  worth." 

"All  right,"  responded  the  manager.  "If  he  is  as  good 
as  you  say — and  you  thoroughly  believe  in  him — I  suppose 
you  personally  will  guarantee  the  account?" 

"Not  a  bit  of  it,"  rejoined  the  traveler.  "Do  you 
think  I'm  a  dead  easy  mark?" 

"All  right,"  declared  the  office  man,  "I  do  not  think, 
then,  we  will  sell  any  stuff  to  your  friend." 

There  the  matter  ended  and  six  months  later  when 
a  reverse  overtook  this  retailer  the  factory  man  took  oc- 
casion to  remind  the  traveler  that  sometimes  a  fellow  "who 
sat  around  in  an  office  did  occasionally  know  a  thing  or 
two." 

A  Mutual  Spirit. 

There  should  be  co-operation  and  a  spirit  of  unity, 
both  from  outside  and  inside  the  factory.  The  best  inter- 
ests of  the  manufacturer  and  salesman  demand  it.  It  is 
not  advisable  that  the  traveling  forces  and  factory  man- 
agement should  pull  in  opposite  directions.  There  should 
be  an  evidence  on  all  sides  to  protect  the  interest  of  the 
house.  Frequent  conferences  and  frank  discussions  will 
do  much  to  eliminate  jealousy  and  any  misunderstandings 
that  may  arise  from  time  to  time. 
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Tan  waterproof  winter  calf,  plain  quar- 
ters, heavy  waterproof  sole,  high  roomy 
toe.  Presented  by  James  Linton  &  Co., 
Montreal. 


Patent  colt,  plain  vamp,  matt  calf  top, 
fancy  collar,  button,  Cuban  heel.  Pre- 
sented by  Kingsbury  Footwear  Co.,  Mont- 
real. 


SOME  STYLES  BEING  SHOWN. 


i 


y  Sj 


Gun  metal  calf,  whole  foxed,  dull  top, 
slip  sole,  broad  comfortable  heel.  Pre- 
sented my  Macfarlane  Shoe  Co.,  Mon- 
treal. 


Patent  colt,  straight  foxed, 
lace  bkcher,  matt  calf  top, 
high  military  heel.  Presented 
by  the  Cook-Fitzgerald  Co., 
London. 


Men's  patent  colt,  full  foxed,  matt  calf 
top,  high  military  heel.  Presented  by  the 
Brandon  Shoe  Co.,  Brantford,  Ont. 
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More  New  Things  in  Fall  Lines 

Stock,  Designs  and  Craftsmanship  Never  So  Superior  in  Canadian  Footwear — 
New  Creations  That  Make  an  Impression. 


Travelers  for  the  leading  shoe  manufacturers  and  job- 
bers of  Canada  are  now  covering  the  country  with  complete 
lines  of  winter  and  fall  samples.  It  is  a  safe  declaration 
that,  in  no  department  of  industrial  progress,  has  a  higher 
standard  been  achieved  than  in  the  creations  of  Canadian 
footwear.  It  is  admitted  on  every  side  that  makers  in  the 
Dominion  have  reached  a  point  in  lasts,  leathers,  models, 
finish  and  style  never  before  attained.  "It  will  only  be  a 
comparatively  short  time,"  remarked  a  discriminating  re- 
tailer, "when  the  product  of  American  factories  will  not  be 
bought  to  any  large  extent  in  Canada,  for  the  man  or  woman, 
who  cannot  be  supplied  this  fall  with  what  will  meet  his  or 
her  taste  and  judgment  by  the  lines  presented,  must  indeed 
be  a  crank  or  a  bigot.  I  have  seen  nothing  like  them  and  I 
fancy  I  know  well-built  and  artistic  shoes  when  I  see  them." 

The  Juvenile  Creations. 

Greater  attention  is  being  bestowed  on  the  work,  lasts 
and  style  of  boys'  shoes,  as  well  as  youths',  while  misses'  and 
girls'  are  not  being  overlooked  by  the  alert  manufacturer. 
The  advancement  made  in  materials,  appearance  and  build 
is  so  marked  in  all  these  lines  to  what  was  on  the  market  a 
few  seasons  ago,  that  the  contrast  is  both  striking  and 
startling.  In  slippers  some  handsome  lines  are  being  dis- 
played, including  men's  pullmans  in  red  Persian  goat,  choco- 
late vici  and  black  Persian  goat.  Men's  opera  slippers  come 
in  very  attractive  leathers.  A  boy's  opera  slipper  without 
heel  lining  and  high  back,  which  prevents  slipping,  is  a 
novelty  this  season. 

A  woman's  fine  cheviot  boot  with  nineteen  buttons,  full 
foxed,  rubber  sole  and  heel,  is  a  favorite  for  automobiling. 
A  blucher,  high-cut,  in  velours  calf  for  ski-ing  is  another 
fetching  production. 

In  the  line  of  men's  pumps  one  enterprising  manufac- 
turer is  showing  both  patent  and  gun  metal,  close  trimmed, 
with  both  Goodyear  welt  and  turned  soles.  The  stitching 
is  covered  and  the  fudging  done  by  hand.  On  the  toe  is 
corded  silk  trimming  or  patent  bow.  In  ladies  are  seen  many 
buttons  with  silk  or  fabric  tops  on  short  vamp  lasts. 

The  new  kidney  heel,  which  is  made  of  wood  with  a 
broad  leather  top  piece  after  the  style  of  the  old  English 
heel,  is  a  novelty.  Uppers  are  stonette  cloth,  kangaroo 
suede,  silk,  corduroy  velvet,  and  satin,  the  foxing  being 
either  seamless  or  three-quarters.  A  patent  leather  vamp 
with  blue  velvet  top  is  another  shoe  that  is  striking  in  its 
attitude.  Flower  city  kid  tops  on  tan  russia  come  in  both 
button  and  lace  shoes. 

Another  classy  creation  is  a  button  tan  calf  with  a  blue 
velvet  top,  tan  calf  collar  and  high  Cuban  heel.  Many  other 
sample  shoes  presented  as  lines  for  autumnal  wear  for 
women,  have  from  ten  to  twelve  buttons,  and  come  in  pat- 
ents with  glove  or  fabric  tops.  The  sixteen  and  eighteen- 
button  shoe  for  street  wear  is  not  proving  as  great  a  winner 
as  at  first  it  was  supposed.  A  gun  metal  button  calf,  with 
green  velvet  top  and  front  stay  and  collar,  is  an  interesting 
combination.  Thus,  many  things  are  offered,  and  it  is  the 
province  of  this  article  to  refer  briefly  to  a  few  specialties. 


the  broad,  general  styles  being  indicated  in  former  issues. 

Ornaments  for  Pumps. 

In  the  line  of  pumps  for  women,  one  manufacturer  is 
showing  a  red  kid  with  steel  beading  on  the  vamp.  Black 
suedes,  black  velvets  and  vici-kid  pumps,  all  with  jet  beaded 
vamps  are  impressive  exhibits.  A  stonette  cloth  pump  is 
another  pretty  thing.  A  five-button  patent  leather  slipper 
with  beaded  front  and  French  heel  is  somewhat  of  an  in- 
novation. One,  two  and  three-strap  kid  slippers  are  also 
shown.  The  "decorations"  are  sold  separately  and  include 
silk,  leather,  jet  and  other  buckles  and  bows,  silk  pom-poms, 
steel  beading,  rhinestone  buckles  and  all  sorts  of  things  to 
fit  any  purse  or  fancy. 

The  General  Trend. 

It  might  be  mentioned  that  while  a  number  of  buttons 
are  of  the  bird's-eye  style,  still  plain  black  ones  will  prob- 
ably supersede  them  to  a  large  extent.  Cloth  and-  velvet 
uppers  will  still  be  worn  on  many  patent  leather  shoes,  with 
the  much-liked  short  vamp,  the  high  Cuban  heel  and  close 
narrow  sole.  As  already  mentioned,  many  have  the  slant 
and  crescent  tops.  A  dongola  blucher  with  patent  tip,  low 
heel,  and  of  E  width,  is  a  make  that  sells  well,  and  always 
gives  both  comfort  and  fit.  Among  the  nattier  goods  are 
a  patent  vamp  with  high  Cuban  heel,  velvet  top,  braid  fac- 
ing and  short  silk  stitching.  A  twilled  pearl  grey  top  on 
the  same  last  is  also  natty  in  effect.  A  patent  leather  with 
dull  calf  top,  straight  lace,  velvet  facing  and  circular  foxing 
elicits  attention.  Fabrics  still  maintain  a  measure  of  popu- 
larity. Fancy  felt  slippers  are  shown  in  many  varieties, 
several  with  ribbon  effects.  They  come  in  almost  every 
conceivable  color.  Juliettes  in  felt,  with  leather  soles,  Mc- 
Kay sewn,  will  form  an  appreciated  article  in  house  foot- 
wear. They  are  pleasing  and  smart  and  calculated  to  gratify 
every  taste,  no  matter  how  extravagant.  The  stage  last  in 
women's  footwear,  with  plain  quarter  and  no  tips  will  be 
among  the  best  sellers,  according  to  certain  predictions. 

Mens  Heavier  Shoes. 

Men's  shoes  for  fall  and  winter  are  in  several  styles, 
leather  lined.  A  chrome  Russia  nut  brown  calf  with  nar- 
row high  toe  ridge  effect  and  wide  stitching  bids  fair  to  be 
popular.  The  shoe  has  a  high  lustre.  Another  maker  is  show- 
ing among  his  fall  lines  a  tan  winter  calf,  blucher,  with  plain 
quarter,  full  double  sole  to  heel,  with  either  celluloid,  fast 
color,  or  flat  brass  eyelets. 

Plain  quarters  and  heavy  double  soles  are  strong  pullers. 
Nearly  all  makers  are  showing  the  swing  last  with  high  toe, 
short  vamp,  military  heel,  blucher,  in  patent  colt  with  dull 
top  or  winter  calf  with  double  deck  stitching.  A  lace  bal.  shoe 
for  men  in  velours  with  dull  calf  top,  and  high  toe,  will  also 
be  a  top  notcher.  Button  shoes  are  forcing  their  way  to  the 
front,  and  many  have  cravenette  tops  with  the  short  vamps 
and  high  toe.  A  shoe  for  train  men  comes  in  viscolized 
winter  calf  and  sole,  is  strongly  built  and  is  rather  broad 
and  heavy,  calculated  to  shut  out  all  water  and  be  suitable 
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for  wear  in  every  kind  of  weather.  Gun  metal,  box  calf, 
velours.  Russia  tan  and  winter  calf  and  dongola  kid  are  the 
leading  leathers  outside  of  patent  colt  and  patent  calf. 

Some  of  the  Dazzlers. 

Every  progressive  traveler  carries  a  few  lines  which 
are  intended  to  brighten  up  his  stock  and  lend  spice,  piqu- 
ancy and  variety  to  the  showing. 

Here  are  a  few  seen  the  past  week:  Patent  colt  for 
men,  button,  corduroy  top,  huge  silver  buttons,  patent  front 
stay,  military  heel,  rope  stitching,  short  vamp,  swing  last, 
nob  high  toe.  A  second  is  seen  in  gun  metal  with  a  corduroy 
top,  diamond  brass  eyelets,  rope  stitching,  military  rubber 
heel.  A  third  is  a  gun  metal  with  a  wing  tip,  plain  quarters, 
high  arch,  full  high  toe,  and  bright  blue  stitching.  A  fourth 
is  a  dark  green  winter  calf,  with  military  heel,  full  double 
viscolized  sole,  bright  silver  eyelets,  straight  inside  and 
swing  effect. 

A  captivating  shoe  for  men  is  a  tan  patent  blucher  with 
suede  top  and  creased  vamp.  Aloft  stitching  is  seen  <m 
most  of  the  leading  shoes  for  males.  A  gun  metal,  plain 
quarters,  leather  lined,  rubber  sole  and  heel,  is  a  favorite. 

He  Stopped  Work 

Veteran  Boss  Talks  Calmly  to  a  Hot-Headed  Youth 

the  Hour  Had  Struck 

The  road  to  success  is  generally  paved  by  the  man  him- 
self. A  sure  way  for  a  salesman  to  block  his  promotion  is 
not  to  do  a  single  thing  more  than  is  expected  of  him,  to  be 
constantly  kicking  and  trying  to  dodge  duty.  The  clerk 
who  is  alert  and  willing,  who  is  eager  to  attend  to  more  than 
is  required  of  him,  who  seeks  to  learn  and  improve  every 
opportunity,  is  the  one  given  a  boost  when  the  door  of  ad- 
vancement opens. 

Wholesale  advice  like  this  is  frequently  tendered  but  it 
will  bear  repetition.  An  Eastern  shoe  house  recently  en- 
gaged a  young  man  who  declared  he  was  anxious  to  learn 
the  business.  Naturally  he  had  to  begin  at  the  bottom.  He 
was  told  that,  while  he  would  be  given  every  opportunity 
possible  to  study  the  stock  and  afforded  a  chance  to  wait 
on  customers,  he  would  have  to  hustle  parcels  now  and 
then. 

The  store  in  question  has  its  goods  delivered  to  cus- 
tomers by  a  parcel  express  which  makes  its  last  call  at  five- 
thirty  o'clock  each  afternoon.  Occasionally  a  patron  will 
buy  shoes  after  that  hour  and  insist  that  they  be  sent  that 
evening.  Thompson  was  told  in  such  cases  that  he  would 
be  expected  to  carry  the  goods.  Now,  these  demands  were 
few  and  far  between  and  rarely  occupied  much  of  his  time 
after  six  o'clock.  A  few  minutes  before  six  a  lady,  who 
was  visiting  in  the  city,  bought  a  traveling  bag  and  asked 
the  salesman  if  he  could  send  it  up  that  evening.  She  was 
leaving  by  a  late  train  that  night  and  needed  the  bag.  He 
told  her  that  her  wish  would  be  attended  to.  At  six  o'clock 
he  asked  Thompson  to  convey  the  grip  to  her  house — a  few 
blocks  away.  Thompson  flatly  refused,  giving  no  reason 
whatever  for  his  declination.  The  salesman  told  the  pro- 
prietor of  the  occurrence  and  the  latter  politely  requested 
Thompson  to  take  the  parcel. 


In  boys',  or  rather  little  gents',  youths'  and  boys' — one 
manufacturer  is  showing  tan  calf,  patent  colt,  gun  metal 
calf,  velours  calf,  veal  calf  gun  metal,  veal  box  calf  and 
heavy  grain  leathers.  These  samples  all  have  orthopedic  toes, 
and  the  models  and  lasts  would  cause  many  men's  patterns 
to  blush  as  shown  a  few  years  ago.  These  come  in  oxfords, 
blucher  bals  and  high  cuts,  being  good  comfortable  fitters 
and  presenting  a  dignified  and  graceful  interior.  These 
juvenile  shoes  are  McKay  sewn,  fair  stitched  or  imitation 
Goodyear. 

The  Popular  Leathers. 

A  fastidious  thing  for  women  is  a  patent  vamp,  with 
matt  calf  top,  patent  collar,  tuxedo  cut.  Tan  calf,  gun  metal, 
patent  colt  and  vici-kid  will  still  remain  the  popular  leathers 
for  female  wear.  Fabric  tops — suedes,  corduroy,  velvet  and 
satin — are  much  seen,  but  the  tendency  is  to  make  the  top 
correspond  in  color  to  the  vamp.  The  button  shoe  is  a  good 
seller,  but  not  the  exceptionally  high  cut  ones.  Velvets  are 
receding  rapidly  in  esteem,  but  tans  and  patent  leathers  will 
need  no  coaxing  nor  undue  booming  to  pave  their  way  to 
the  front. 


by  the  Store  Clock 

Who  Persistently  Refused  to  Do  Any  Work  After 
for  Closing  Time. 

"No,  I  won't!"  he  exclaimed. 

"Well,  this  woman  must  have  her  purchase  to-night  as 
she  is  going  away  on  the  train."  The  junior  still  refused, 
saying  that  it  was  six,  and  closing  time,  and  he  was  not  go- 
ing to  work  after  hours. 

"Young  man,  you  are  beginning  badly  if  you  expect  to 
succeed,"  admonished  the  proprietor.  "I  will  give  a 
little  while  to  think  it  over  and  perhaps  you  will  change 
your  mind." 

Thompson  persistently  refused  when  again  courteously 
requested  to  deliver  the  parcel. 

"I  told  you  that  I  won't,  and  that  settles  it,  so  far  as 
I  am  concerned,"  he  objurgated. 

"All  right,"  remarked  the  retailer,  who  has  built  up 
one  of  the  largest  trades  in  the  city,  "I  cannot  make  you 
change  your  mind,  but  young  man,  let  me  tell  you  that  you 
are  starting  out  disastrously  if  you  hope  to  climb  in  this 
world." 

The  proprietor  then  said  that  he  would  take  the  bag 
himself,  and  was  preparing  to  do  so  when  a  newsboy  came 
along  and  offered  to  deliver  it.  The  boss  gave  the  lad  a 
quarter.  On  the  following  Saturday  night  Thompson  was 
released. 

"I  have  trained  scores  of  clerks,"  remarked  this  shoe- 
man,  "but  I  have  never  known  a  youth  of  the  disposition 
and  self-will  of  that  young  fellow  to  succeed.  Of  course, 
there  are  exceptions  to  all  rules,  but  mark  my  words,  that 
fellow  will  have  to  radically  change  his  ideas  or  he  will 
never  amount  to  anything  in  life.  The  errand  would  not 
have  taken  ten  minutes.  It  was  part  of  his  duty  to  attend 
to  such  tasks  around  the  store.  That  straws  show  which 
way  the  wind  blows  is  a  trite,  but,  nevertheless,  a  true 
saying." 
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Current  Comment 

On  Trade  Conditions  and  Matters  of  Vital  Interest  to  the  Manufacturer,  the  Wholesaler, 
and  the  Retailer  of  Boots,  Shoes  and  Accessories  all  over  Canada. 


HAPHAZARD  BUSINESS. 

The  reason  there  are  so  many  poor  affairs  of 
"merchants"  is  the  same  as  may  be  given  for  the  un- 
successful in  other  callings.  It  is  the  man  that  counts. 
There  are  men  running  stores  whose  sole  ambition  is 
to  keep  out  of  bankruptcy,  and  some  do  not  even  mind 
a  dip  now  and  then  into  the  waters  of  insolvency  if 
they  are  sure  of  being  able  to  get  their  heads  out  again 
and  scramble  to  another  position  of  safety  for  a  while. 
The  man  who  does  things  always  succeeds.  There  is 
nothing  that  will  take  the  place  of  "making  good,"  and 
that  does  not  mean  a  lot  of  fuss  and  band  music,  but 
simply  "getting  there."  If  a  man  is  not  making  good 
at  store-keeping  he  had  better  look  around  and  see  if 
there  be  not  some  other  place  into  which  he  might  fit 
and  accomplish  something  worth  while.  There  are 
men  behind  counters  who  would  do  better  on  a  farm  or 
in  some  mechanical  job  than  selling  goods,  and  the 
world  as  well  as  themselves  is  so  much  the  loser  by 
the  misfit. 

MORE  HOLIDAYS. 

The  country  schools  are  to  be  placed  on  a  footing 
in  Ontario  with  the  city  schools  and  be  given  two 
months'  vacation  in  summer.  This  all  very  well,  as 
far  as  it  goes.  There  is  no  gainsaying  the  fact  that  it 
is  often  too  hot  in  the  country  school  house  as  well  as 
its  city  counterpart  for  the  cooping  up  of  children  in 
summer,  who  might  better  be  in  the  open  air.  But 
may  not  the  fault  be  altogether  in  the  system?  It  is 
often  difficult  for  children,  especially  smaller  ones,  to 
get  to  school  in  the  country  in  winter  on  account  of 
the  snow,  and  the  period  of  study  is  on  this  account 
limited  enough.  In  the  city  children  are  often  in 
worse  places  than  the  schoolroom  in  summer,  and  are 
usually  in  mischief  left  to  themselves.  The  day  will 
come  when  school  will,  like  most  other  things,  last  all 
the  year  round,  but  the  system  will  be  different.  There 
will  be  sane  amusement  mixed  with  the  studies,  and 
more  development  of  the  body  and  mind  than  the  pre- 
sent system  of  cramming  permits.  As  run  at  present 
our  boasted  "educational  system"  is  a  farce.  A  man 
for  the  hour  seems  to  be  needed. 

APRIL  BUSINESS. 

Latterly  trade  recuperated  to  some  extent,  but  the 
early  part  of  April  was  somewhat  disappointing.  The 
lack  of  really  fine  weather  gave  Easter  a  tinge  of 
gloom  instead  of  brightness,  and  business  men  com- 
plain that  even  in  regular  lines  trade  was  not  quite 
what  it  ought  to  have  been.  Easter  is  somewhat  like 
Christmas  -  a  good  deal  of  trade  is  done  in  anticipation 


of  the  holiday,  and  once  it  is  past  there  is  not  the  in- 
clination to  indulge  in  fancy  at  least.  Nevertheless, 
people  have  to  have  spring  outfits,  and  no  doubt  some 
of  the  time  lost  will  be  made  up  in  the  next  thirty 
days.  The  prevailing  spirit  is  hopeful.  People  gen- 
erally are  cheerful,  the  outlook  promising,  and  reports 
from  travelers  seem  to  indicate  that  dealers  have 
every  confidence  in  the  future,  as  they  are  anticipating 
their  wants  to  an  extent  that  is  quite  reassuring.  In 
hardware,  which  is  always  a  fair  indicator  of  the  busi- 
ness situation,  trade  is  said  to  be  on  a  satisfactory 
footing,  and  similar  reports  are  made  concerning  other 
staple  lines.  Money  is  more  plentiful  than  last  month, 
and  complaints  regarding  collections,  even  with  the 
dry  goods  trade,  are  not  as  numerous. 

THE  STATE'S  DUTY. 

The  main  consideration  at  present  in  the  issuance 
of  a  marriage  license  is  age.  Provided  the  parties  are 
of  a  legal  age,  they  may  be  black  or  white,  rich  or  poor, 
bright  or  stupid,  lazy  or  diligent,  drunk  or  sober ;  they 
are  allowed  to  be  joined  together  by  a  clergyman,  who, 
for  the  most  part,  only  looks  for  the  license  and  his  fee. 
It  is  not  the  business  of  the  Church  to  ask  questions  as 
to  the  fitness  of  the  applicants,  although  some  min- 
isters wisely  exercise  discretion  in  the  matter;  it  is 
the  duty  of  the  State  to  safeguard  society  by  providing 
such  restrictions  as  are  considered  wise  in  controlling 
so  important  a  matter.  A  vast  amount  of  attention  is 
given  to  the  breeding  of  stock,  and  we  go  on  raising 
on  the  hit-or-miss  style  the  most  important  asset  of  the 
country — its  children.  Two  young'  people  get  into 
what  is  called  "trouble";  the  way  out  at  present  is 
considered  getting  them  "married,"  and  protecting  the 
girl,  perhaps  at  the  expense  of  tying  her  up  for  life  to 
some  dolt  who  is  not  fit  to  be  a  father,  or  who  will 
never  be  able  to  provide  for  children.  It  is  a  question 
whether  it  would  not  be  wiser  to  alter  our  attitude  to- 
wards the  "unfortunate"  girl,  and  provide  for  the  child, 
if  necessary  rather  than  ruin  her  prospects  for  life 
and  multiply  the  misery  already  sufficient  in  the  world, 
by  forcing  her  into  an  unwise  relationship. 

WHAT  DOES  IT  MEAN? 

Reciprocity  in  natural  products  looks  like  a  sen- 
sible proposition,  and  one  can  hardly  see  how  the 
country  could  be  injured  or  even  compromised  by  such 
an  arrangement.  At  the  same  time  there  is  necessity 
for  the  most  careful  consideration  of  such  a  radical 
move  as  that  involved  by  the  present  proposals.  Are 
we  ready  to  follow  partial  free  trade  with  further  or 
absolute  free  trade?  That  the  United  States  regards 


38 


THE  SHOE  AND  LEATHER  JOURNAL 


the  present  "pact"  as  tending  in  this  direction  is  evi- 
denced by  the  attitude  of  its  public  men  and  bodies 
in  the  premises.  Congress  has  put  itself  on  record  by 
instructing  President  Taft  to  negotiate  with  Canada 
for  an  extension  of  the  principle,  and  by  putting  a 
number  of  manufactures  on  the  free  list  has  practically 
invited  us  to  remove  the  duty  upon  the  same  list. 
Then  manufacturers  are  protesting-  against  having  to 
come  to  Canada  to  establish  branch  factories  or  dis- 
tributing agencies,  and  are  seeking  conditions  that  will 
enable  them  to  reach  this  market  without  the  handicap 
of  duty.  On  the  other  hand,  with  free  trade  in  farm 
produce,  will  not  our  farmers  come  back  in  a  year  or 
so  to  the  government  and  insist  upon  manufactures 
being  put  upon  the  same  footing"  as  their  products? 
In  other  words,  the  present  issue  would  seem  to  in- 
volve free  trade  no  matter  whether  we  like  it  or  not. 

BACK  TO  THE  LAND. 

Too  many  people,  even  in  these  days  of  prosperity, 
are  seeking  to  make  a  living  without  producing  any- 
thing. This  is  certain  to  eventuate  in  more  or  less  dis- 
astrous conditions.  In  our  cities  we  have  a  large  num- 
ber of  unemployed  of  a  class  who  must  always  find  it 
difficult  to  find  places  to  yield  them  adequate  means 
of  support.  Take  up  the  daily,  particularly  the  even- 
ing, newspapers,  and  note  the  columns  of  "situations 
wanted"  represented  by  those  seeking  employment  as 
clerks,  bookkeepers,  and  general  help.  Mechanics  and 
those  able  to  handle  implements  of  labor  have  seem- 
ingly little  difficulty  in  securing  work,  while  hundreds 
and  thousands  are  idle  who  have  either  too  much  "edu- 
cation," or  too  little  brawn  or  brains  to  find  a  niche  to 
give  them  a  living.  In  the  meantime  farmers  cannot 
get  enough  unskilled  help  to  get  off  their  crops  pro- 


perly, and  those  who  require  handy  men  to  help  out 
their  skilled  labor  can  only  get  scrubs.  The  attitude 
of  the  multitude  towards  manual  labor,  and  particu- 
larly with  regard  to  farm  labor,  is  at  fault  in  the  mat- 
ter. Plenty  of  families,  who  find  it  necessary  in  cities 
and  towns  to  get  assistance  in  eking  out  a  miserable 
existence  could  be  comfortable  in  some  country  place 
were  they  willing  to  forego  their  prejudices  and  inclin- 
ations and  get  back  to  the  land. 

LARGE  FARMS. 

In  this  country  as  well  as  the  United  States  farm 
holdings  are  too  large.  This  has  brought  about  dis- 
astrous conditions  in  the  United  Kingdom,  for  in- 
stance, where  the  land  has  been  so  largely  in  the  hands 
of  lordly  proprietors,  who  have  withdrawn  so  much  of 
it  from  agricultural  purposes.  The  result  has  been 
that  farmers  have  had  to  emigrate  to  this  and  other 
countries  until  the  country  has  been  depleted  of  its 
most  thrifty  and  valuable  citizens.  In  Denmark  the 
farms  are  small  and  are  mostly  owned  by  individuals 
who  are  interested  in  producing  all  that  the  ground 
will  yield  with  the  inevitable  result  that  the  people  are 
prosperous  and  poverty  is  practically  unknown.  This 
little  kingdom  exports  more  produce  her  head  and 
per  acre  than  any  country  in  Europe,  and  certainly 
many  times  more  than  the  United  States  or  Canada. 
If  the  farms  of  this  country  were  smaller,  and  the 
number  of  holdings  thus  increased,  there  would  be  a 
vast  difference  in  not  only  the  production  but  the  con- 
ditions prevailing  in  the  country.  Manitoba  as  well 
as  the  older  provinces  realizes  this,  and  is  moving  in 
this  direction.  The  old  story  of  the  farm  being  too 
small  for  the  "boys,"  in  the  light  of  modern  farming 
science,  is  pure  bosh. 


Practice  That  is  Disappearing 

Comparatively  Few  Persons  Now  Try  to  "  Work "  Jobbers  for  Footwear  at  Wholesale  Figures — Some 
Dodges  That  Have  Been  Resorted  To  By  Smooth  Talkers. 


"Positively  no  goods  sold  retail." 

This  is  a  sign  that  decorates  the  show  rooms  of  a  To- 
ronto jobbing  house,  and  the  manager  was  asked  the  other 
day  if  he  was  much  annoyed  at  the  practice  of  certain 
parties,  neither  directly  nor  indirectly  connected  with  the 
trade,  coming  in  and  seeking  to  procure  shoes  at  jobber's 
figures. 

"We  used  to  be,"  he  replied,  "but  the  habit  is  growing 
every  year,  and  for  the  reason  that  we  have  discour- 
aged it.  A  decade  ago  all  sorts  of  ruses  were  adopted  by 
outsiders  to  secure  shoes  from  us  and  save  a  dollar  or  two 
on  the  purchase,  but  we  have  reduced  this  nuisance  to  a 
minimum.  We  rigidly  adhere  to  the  rule  that  callers  must 
be  connected  with  the  trade  in  some  way  or  we  make  them 
furnish  an  order  and,  if  they  are  unable  to  do  this,  we  tell 
them  that  we  do  not  dispose  of  any  goods  retail." 


Another  jobber  told  the  same  story.  The  practice  of 
trying  to  get  footwear  from  wholesalers  at  wholesale  fig- 
ures was  once  quite  common,  but  the  jobbers  had  put  their 
foot  down  upon  it  and  the  various  cheap  sales  and  bargains, 
that  are  so  frequently  advertised  by  retailers,  have  swept 
away  the  class  who  formerly  called  around,  and  now  no 
schemes  are  resorted  to.  If  an  employee  from  another 
wholesale  house  comes  in  he  must  produce  an  order,  and,  if 
he  has  not  one,  the  house  itself  is  rung  up  to  ascertain  if  the 
visitor  is  connected  with  the  place  that  he  represented  him- 
self to  be. 

Using  the  Name  of  Others. 

"Supposing  he  says  that  a  certain  shoe  dealer  sent  him?" 
was  asked. 

"Well,  if  he  has  not  an  order  we  ring  up  the  dealer  and 
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find  if  the  information  is  correct.  We  charge  the  caller 
the  retail  price  and  send  the  invoice  to  the  retailer,  or  else 
forward  the  latter  a  credit  note  for  the  difference,  exacting 
of  the  purchaser  the  full  retail  price  and  allowing  the  mer- 
chant the  profit." 

Other  jobbers  remarked  that  they  drew  the  line  sharp- 
ly and  insisted  that  orders  be  produced  in  every  instance.  If 
they  sent  an  employee  to  a  wholesale  establishment  in  an- 
other line  to  procure  anything  they  first  gave  him  a  written 
document.  "I  venture  to  say,"  added  one,  "that  few  jobbers 
are  imposed  upon  and  I  do  not  believe  that  any  one  who  has 
not  some  claim,  can  walk  into  a  jobbing  establishment  and 
get  footwear  at  jobbers'  prices. 

"I  remember  some  years  ago  that  all  kinds  of  excuses 
were  offered  by  certain  people  for  coming  into  our  show 
rooms  and  trying  to  impose  upon  us.  These  people  would 
represent  that  they  were  good  patrons  of  some  country  re- 
tailer, just  happened  to  be  in  the  city  and  wanted  a  par- 
ticular kind  of  shoe,  that  we  had  a  wider  and  more  compre- 
hensive selection,  some  relative  had  kept  a  store  and  had 
bought  goods  from  us  in  days  gone  by,  or  that  a  traveler 
with  whom  they  were  well  acquainted  had  sent  them,  but 
that  day  has  gone  by  and  we  now  insist  upon  an  order  or, 
if  we  find  that  it  is  wise  to  satisfy  such  persons  we  charge 
a  retail  price  for  the  goods,  so  that  they  are  not  ahead  on 
the  transaction." 

An  Occasional  Bold  One. 

The  manufacturers  tell  the  same  tale,  and  say  they  are 
not  bothered  to  any  extent.  "Occasionally  a  fellow  will  walk 
in  and,  on  mere  bluff  and  pretext,  endeavor  to  work  us  for 
a  pair  of  good  shoes,  but  we  trip  him  up  and  are  accus- 
tomed to  all  his  arguments  and  persuasions.  When  we  tell 
him  that  he  will  have  to  pay  the  retail  price  or  that  we  will 
charge  the  dealer,  whom  he  may  say  sent  him,  with  the 
amount,  he  generally  backs  out  as  gracefully  as  possible. 
The  telephone  is  so  handy  and  means  of  identification  so 
complete  nowadays  that  the  game  is  not  worth  practising. 
We  strive  to  protect  the  retailer  in  every  way  and,  for  the 
reason  if  for  no  other  purpose,  that  there  is  always  a  class 
of  citizens  who,  when  they  manage  to  secure  something  a 
little  less  than  any  one  else,  think  they  are  so  remarkably 
clever  and  shrewd,  it  is  utterly  impossible  for  them  to  keep 
their  mouth  closed.  They  have  to  tell  all  their  friends  how 
they  have  engineered  things  and  impress  upon  them  how 
others  are  short-sighted  not  to  adopt  like  means.  So  if  we 
broke  our  hard  and  fast  rule  we  do  not  know  what  mer- 
chant would  come  in  later  and  tell  us  about  it.  We  draw 
the  line  firmly  and  insist  on  orders  or  having  a  definite 
knowledge  that  the  seeker  is  entitled  to  consideration." 

Lost  the  Retailer's  Trade. 

A  couple  of  instances  that  occurred  a  few  years  ago  are 
rather  amusing.  "A  fellow,  who  had  tried  a  rural  dealer 
for  a  snappy  and  smart  appearing  pair  of  shoes,  found  that 
the  price  was  six  dollars.  This  he  refused  to  pay,  and,  failing 
in  his  attempt  to  get  the  shoeman  to  take  less  money,  said 
that  he  would  procure  them  any  way.  He  was  clever  enough 
to  notice  the  make  of  the  shoes,  and,  by  inquiry  he  found 
that  they  were  manufactured  by  us.  Well,  when  next  in 
the  city — as  he  came  from  a  near-by  town — he  walked  into 
the  factory  telling  us  that  the  merchant  had  not  his  width 
of  shoes,  and  saying  that  he  had  been  sent  by  him  to  us.  As 
the  dealer,  whose  name  he  mentioned,  was  a  good  patron 


of  ours,  and  the  caller  appeared  to  be  thoroughly  honest, 
a  warehouseman  let  him  have  the  footwear  and  charged 
him  only  four  dollars— the  factory  figure.  The  fellow  thank- 
ed the  man  cordially,  saying  that  he  was  delighted  to  get 
that  particular  last  and  leather,  and  that  he  would  have  the 
"niftiest  pair  of  shoes  in  the  town."  He  went  back  and  the 
next  day  or  two  walked  into  the  merchant's  place  of  business 
and  showed  him  the  shoes. 

"You  would  not  take  less  than  six  dollars  for  them,  but 
I  beat  you  out,  see,"  he  explained.  He  was  asked  what  he 
had  paid  for  the  pair  and  remarked,  "Only  four  dollars,"  and 
insinuated  that  the  retailer  had  tried  to  do  him.  The  re- 
tailer learned  subsequently  that  the  chap  had  obtained  the 
footwear  from  a  clerk  in  our  employ.  The  result  was  that 
he  cut  his  account  with  us  and  we  lost  a  valuable  connection 
by  obliging  that  oily  stranger  who  could  not  keep  his  mouth 
closed  over  the  fact  that  he  had,  by  lying  and  crookedness, 
managed  to  get  ahead  of  the  retail  merchant.  We  released 
that  employee,  and  from  that  day  to  this  have  never  been 
caught,  for  we  insist  upon  an  order,  or  make  the  caller  pay 
full  retail  figure  and  send  the  shoeman  a  credit  note  for  the 
difference." 

He  Was  Caught  Red  Handed. 

"Yes,  sometimes  we  have  very  smooth  callers,"  remark- 
a  Toronto  jobbing  house  who  are  Ontario  agents  for  a 
Quebec  factory.  "A  stranger  noticing  the  name  of  this  in- 
dustry on  our  building  came  in  and  asked  to  see  Mr.  Beach 
(which  name  will  answer  for  the  purpose).  He  was  told 
that  this  was  only  a  branch  establishment,  but  he  proceeded 
to  unfold  a  plan  which  would  reduce  an  office  cost  system 
to  a  minimum.  I  told  him  that  he  would  have  to  go  to 
headquarters  to  sell  his  scheme,  and  that  the  factory  might 
give  him  a  hearing. 

He  informed  me  that  he  knew  Mr.  Beach  very  well,  had 
often  done  business  with  him  and  that  he  was  a  very  fine 
man.  I  knew  this  plausible  individual  was  lying,  and  I 
thought  that  I  would  "string"  him  to  see  how  far  he  would 
go  in  his  assurances.  We  talked  a  while  and  he  said  he  had 
often  been  in  Quebec,  and  that  he  would  call  on  Beach  to- 
ward the  latter  end  of  the  week.  He  asked  me  a  few 
general  questions  and  recalled  that  he  had  sold  Beach  sup- 
plies when  he  was  a  traveler  for  a  leather  house,  mentioning 
the  name  of  a  well  known  firm  in  that  line. 

"'When  did  you  see  Beach  last?'  I  ventured. 
"  'Oh,  it  was  in  May,  and  he  gave  me  a  good  reception.' 
"'Did  you  sell  him  anything  then?' 
"  'Of  course  I  did.   He  generally  buys  from  me.' " 
He  conversed  a  little  longer  and  then  prepared  to  leave, 
adding  that,  in  the  last  eighteen  months,  he  had  called  upon 
Mr.  Beach  a  couple  of  times  and  had  done  business  with 
him  each  time. 

"  'That's  rather  strange,'  I  observed  dryly,  'seeing  that 
Mr.  Beach  has  been  dead  for  three  years  and  over.'  " 

"Well,  sir,  you  should  have  seen  the  look  of  amaze- 
ment, chagrin  and  mortification  on  the  face  of  that  flabber- 
gasted fellow.  He  started  to  splutter  out  words  and  ex- 
planations by  the  wholesale,  sparring  for  some  opening.  He 
pretended  that  he  must  have  the  name  wrong  and  all  that 
sort  of  thing,  but  he  saw  that  he  had  been  caught  in  direct 
falsification  and  with  the  goods  on  him.  His  retreat  was 
the  most  inglorious  and  crestfallen  effort  that  I  ever  saw  a 
man  make.  His  sang  froid  and  sauvity  had  all  vanished  and 
he  was  ready  to  throw  up  his  hands  and  plead  guilty." 
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Forty-Seven  Years  in  Retail  Trade 

How  J.  J.  Haines,  Veteran  Shoeman  of  Belleville,  Got  His  Start  in  Business — A  Pioneer 
in  Cash  and  One  Price  Only — Reminiscences  of  Early  Days. 


"We  had  the  old  wooden  shutters  in  front  of  the  store 
in  those  days,  and  I  was  just  twenty-one  years  old  when 
I  happened  to  take  them  down.  I  remember  the  event  as 
well  as  if  it  occurred  only  last  week,  for  it  was  my  birth- 
day. That  was  away  back  in  1864,  and  I  have  been  in  the 
shoe  business  ever  since." 

So  spoke  J.  J.  Haines  of  the  Haines  Shoe  Houses, 
which  are  situated  in  Belleville,  Trenton  and  Napanee, 
Ontario.  Mr.  Haines,  who  has  been  forty-seven  years  in 
the  trade,  is  one  of  the  oldest  retailers,  if  not  the  oldest, 
in  years  of  continuous  service  of  any  man  in  Canada.  Last 
year  his  turnover  was  ninety  thousand  dollars,  and  he  is 
as  active  and  aggressive  to-day  as  many  who  are  a  quarter 
of  a  century  younger. 

His  father  was  a  traveler  for  A.  and  C.  N.  Ross  &  Co., 
who,  in  the  years  before  Confederation,  ran  a  shoe  fac- 
tory in  the  Penitentiary  at  Kingston,  and  used  convict  labor 
in  producing  footwear,  hence,  the  name  of  the  "Penitentiary 
Shoe,"  which  flourished  in  those  days.  It  was  well  made 
and  enjoyed  a  wide  sale.  The  Ross  Company  decided  to 
open  several  retail  houses  in  Ontario,  and  looked  upon 
Belleville  as  a  favorable  centre.  They  asked  J.  J.  Haines, 
senior,  one  of  their  travelers,  if  he  knew  of  a  suitable  young 
man  who  would  take  charge  of  the  Belleville  establishment. 

A  Young  Man's  Chance. 

"I  cannot  think  of  any  one  at  the  present  moment,  ex- 
cept my  son,"  he  replied. 

"Has  he  had  any  experience  in  the  shoe  business?" 
asked  the  firm. 

"No,"  returned  Haines,  senior,  "but  he  has  been 
four  or  five  years  in  a  dry  goods  store  and  understands 
mercantile  life  very  well." 

"Send  him  around,"  said  Ross  &  Co..  "and  let  us  have 
a  look  at  him:" 

So  John  J.  Haines,  junior,  went  around  one  day  to  the 
factor}-  for  a  personal  inspection. 

Xow  a  bald  head  is  sometimes  an  advantage,  and  it 
proved  to  be  a  valuable  asset  in  this  case.  Young  Haines 
was  engaged  and  went  to  Belleville  to  take  charge  of  the 
branch.  He  had  as  shining  a  pate  then  as  he  has  to-day, 
and  herein  is  where  the  absence  of  hair  on  the  top  of  his 
skull  was  a  decisive  gain.  A  few  weeks  later  when  the 
Belleville  store  was  going  full  blast  and  doing  an  expanding 
trade,  one  of  the  Ross  Co.  met  Haines,  senior,  and  casu- 
ally remarked :  "We  did  not  know  that  you  had  a  son  so 
old." 

"How  old  do  you  think  he  is?"  inquired  his  father. 
"Well,  about  thirty-five,"  remarked  Mr.  Ross. 
"He  is  just  twenty-one." 

Mr.  Ross  would  scarcely  believe  the  parent,  and  added 
that  appearances  in  this  case  were  awfully  deceptive,  as 
he  thought  young  Haines  was  many  years  over  the  21  mark. 
'"Why.  if  we  had  known  he  was  a  mere  youth  we  would 
never  have  sent  him  to  Belleville." 

But  Haines,  junior,  was  already  on  the  job,  "making 
good,"  and  he  was  left  in  undisputed  charge  of  the  Belle- 


ville branch.  A  few  months  after  the  Ross  Co.  sold  out 
their  factory  to  George  Offord  &  Co.  and  went  back  to 
Auburn,  N.Y.,  where  they  had  another  factory  employing 
convict  labor  on  shoes. 

Word  as  Good  as  His  Bond. 

A  resident  of  Kingston,  Maxwell  W.  Strange,  had 
some  shares  in  the  Ross  Co.,  and  when  the  latter  closed 


A  Store  Occupied  nearly  Half  a  Century  by  One  Firm. 

out  their  interest,  Mr.  Strange  was,  according  to  the  terms 
of  his  agreement,  given  ten  thousand  dollars  in  stock.  The 
goods  were  in  the  Kingston  factory  and  Mr.  Strange  wanted 
a  purchaser  for  them.  Mr.  Haines,  junior,  had  already 
taken  over  the  Belleville  store,  and  felt  that  he  could  not 
assume  any  further  liability.  Mr.  Strange  urged  him  to 
take  the  ten  thousand  dollars  worth  and  sell  them.  The 
young  man  demurred,  saying  that  he  could  not  possibly 
handle  such  a  large  lot,  and  that  he  could  offer  no  security. 

"Take  them  any  way,  sell  them  when  and  how  you 
please,  and  I  will  run  all  risk,"  declared  Mr.  Strange.  "I 
have  every  confidence  in  your  honesty  and  ability" ;  and  so 
the  consignment  was  shipped  to  Belleville  and  placed  in  the 
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cellar  of  the  Haines  store,  the  latter  agreeing  to  pay  for 
them  as  fast  as  he  cleared  them  out.  They  were  staple 
lines,  and  were  readily  disposed  of.  The  first  year  that 
Mr.  Haines  was  in  business  he  cleaned  up  three  thousand 
dollars,  and  he  has  been  doing  business  in  the  same  stand 
now  for  forty-seven  years.  He  has  met  some  misfortunes, 
being  burned  out  twice  within  three  years,  suffering  a  heavy 
loss  each  time,  but  the  store  was  in  each  case  remodelled, 
and  to-day  is  one  of  the  finest  and  most  commodious  shoe 
emporiums  in  Ontario,  as  well  as  the  distributing  centre  for 
the  Napanee  and  Trenton  branches. 

A  System  of  Stores. 

And  this  is  how  J.  J.  Haines  started  in  the  shoe  busi- 
ness. For  years  he  conducted  a  remarkably  successful 
retail  trade  and  then  took  his  brother-in-law,  F.  G.  Lockett, 
into  partnership.  The  firm  name  was  changed  to  Haines 
and  Lockett,  and  for  twenty-nine  years  the  partnership 
continued,  other  stores  being  opened  at  Kingston,  Trenton 
and  Napanee,  all  doing  a  thriving  trade.  Ten  years  ago 
last  February  the  partnership,  which  had  been  so  produc- 
tive of  good  results,  was  mutually  dissolved.  Mr.  Lockett 
took  over  the  Kingston  establishment,  he  being  born  and 
brought  up  on  a  farm  near  the  Limestone  City.  The  Belle- 
ville, Trenton  and  Napanee  stores  were  retained  by  Mr. 
Haines,  and  the  name  altered  to  the  Haines  Shoe  Houses. 
J.  F.  Roblin,  who  is  a  nephew  of  the  Hon.  R.  P.  Roblin, 
Premier  of  Manitoba,  and  began  with  the  firm  by  sweeping 
out  the  premises  and  carrying  parcels,  was  ten  years  after 
made  manager  of  the  Napanee  branch.  He  is  to-day  looked 
upon  as  one  of  the  best  shoemen  in  Ontario.  Mr.  Haines' 
son,  Russell  Haines,  is  the  energetic  manager  of  the  Tren- 
ton store,  having  thoroughly  learned  the  business  with  his 
father.  E.  R.  McBride  is  the  general  manager  of  the  three 
establishments.  He  began  his  successful  career  with  Mr. 
Haines,  and  was  for  some  time  employed  in  Montreal,  but 
returned  a  few  years  ago  to  assume  his  present  responsible 
position. 

A  Progressive  Policy. 

"To  what  do  you  attribute  your  great  success  in  the 
shoe  business?"  was  asked  Mr.  Haines. 

"Well,"  he  answered,  "if  you  will  pardon  a  personal  al- 
lusion, it  has  been  due  to  several  causes.  There  has  been 
no  royal  road.  We  have  always  tried  to  keep  faith  with 
the  public  by  giving  good,  honest  values,  never  misrepre- 
senting any  goods  sold  and  constantly  living  up  to  our  ad- 
vertisements. We  have  always  been  liberal  users  of  space 
in  the  local  press,  and  have  employed  other  means  as  well. 
We  frequently  issue  circulars  or  leaflets  and  distribute  them 
in  various  ways  to  reach  people  who  may  not  see  the  daily 
or  weekly  papers.  We  present  the  merits  of  each  shoe  faith- 
fully and  conscientiously  endeavor  to  give  the  best  service 
possible  and  to  satisfy  a  customer  in  every  instance.  We 
have  devoted  special  attention  to  the  buying  end  as  well  and 
purchase  direct  from  the  factories  on  the  most  favorable 
terms.  Treat  the  public  right  and,  when  you  gain  its  con- 
fidence, if  you  do  nothing  to  violate  the  trust  you  will  not 
find  it  misplaced." 

Clearing  Odds  and  Ends. 

"Yes !  We  have  bargain  tables  to  get  rid  of  certain 
odd  lines  and  to  keep  our  stock  clear  and  up-to-date.  In 
the  handling  of  so  many  shoes  of  odds  and  ends,  they  are 


sure  to  accumulate,  and  we  get  rid  of  broken  lots  in  this 
manner.  We  keep  shoes  to  satisfy  all  classes  as  catering 
to  so  many  people'  you  cannot,  in  places  the  size  of 
Belleville,  Trenton  and  Napanee,  do  an  exclusive  trade  with 
any  one  class  of  people.  We  try  to  have  a  sale  of  certain 
lines  during  the  dull  or  between  seasons  and  thus  keep 
things  moving.  We  may  not  get  more  than  cost  out  of 
many  shoes,  but  we  must  keep  the  stock  turning  over.  We 
are  content  with  a  modest  profit." 

All  goods  for  the  Haines  Shoe  Houses  are  received 
and  despatched  at  Belleville  where,  upon  the  third  floor, 
they  are  classified,  marked  and  sent  out  to  Trenton  and 
Napanee.  Daily  reports  are  received  from  the  branches 
and  the  sorting  all  done  at  headquarters. 

The  store  has  been  the  pioneer  in  many  movements, 
such  as  one  price  to  all  and  marking  goods  in  plain  figures, 
so  that  a  child  can  shop  with  as  great  satisfaction  and  safety 
as  a  grown  person. 

"When  I  first  started  business  in  Belleville  trade 
was  demoralized.  People  would  come  in  and  offer  us  so 
much  for  a  pair  of  shoes.  When  we  refused  they  were 
amazed  because  we  would  not  accept  their  offer  and  out  they 
would  go,  but  we  stuck  to  the  one  price  and  have  never 
varied  from  it.  Some  of  the  customers  would  in  those  early 
days  return  and  make  us  a  second  or  third  offer  for  a  cer- 
tain pair,  and  could  not  understand  why  we  would  not  take 
less  than  the  figure  we  first  asked.  They  would  haggle  anc 
higgle  over  the  figure,  but  finally  learned  that  one  price 
and  one  price  only,  was  the  ruling  principle  here,  and  they 
sooner  or  later  fell  into  line.  But,  remember,  this  was 
nearly  fifty  years  back  and  the  people  had  not  been  educated 
any  other  way." 

A  Strictly  Cash  Trade. 

The  Haines  shoe  stores  years  ago  started  the  strictly 
cash  business,  and  for  a  decade  or  more  a  pair  of  shoes 
has  never  left  the  store  without  being  paid  for.  Along  with 
other  stores  in  Belleville,  the  approbation  system  was  en- 
tirely dispensed  with  many  years  ago,  and  also  the  practice 
of  making  repairs.  The  Haines  stores  do  not  carry  on  a 
repair  department  as  they  found  that  money  was  lost  by 
it,  and  between  three  and  five  hundred  dollars  annually  in 
the  Belleville  establishment  alone  represented  the  direct 
deficit  by  this  adjunct.  People  would  come  in  and  expect 
all  kinds  of  work  to  be  attended  to  for  nothing  just  because 
they  or  their  families  had  bought  footwear  there  for  years. 
Then  the  approbation  system  tended  to  perpetuate  the  credit 
evil  and  this  was  eliminated.  A  customer  would  perhaps 
pay  for  one  pair  and  have  two  or  three  others  sent  up  on 
approval,  and  they  were  not  very  particular  in  settling  for 
the  goods  got  by  this  means.  In  a  few  instances  families 
would  leave  the  city  or  change  addresses,  and  it  was  im- 
possible to  trace  or  get  the  footwear  returned.  Trade  grew 
so  large  and  patrons  so  numerous  that  they  were  not  known 
to  the  staff  of  salesmen,  and  the  practice  of  approbation 
developed  into  a  regular  nuisance,  which  was  abused,  the 
privileges  being  violated  in  every  shape  and  form  so  it  was 
abolished  and  another  source  of  loss  cut  off. 

The  Haines  stores  were  the  first  to  start  the  early- 
closing  movement,  and  at  six  o'clock  every  night  except 
Saturday  the  doors  are  closed  promptly,  the  firm  believing 
that  keeping  open  ten  hours  a  day  is  sufficient  to  satisfy 
any  one.  At  first  a  few  objected,  but  the  rule,  established 
about  ten  or  twelve  years  ago,  has  been  rigidly  followed 
out. 
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Big  Activities  of  the  Trade 

The  Proposed  Shoe  Merger  in  Quebec  City — Rubber  Salesman  Hustling  Yet  for  Business- 
U.S.  Manufacturers  Object  to  Wiping  Out  Duty  on  Footwear. 


Quebec  Shoe  Merger. 

There  has  been  for  some  time  a  rumor  of  a  big  shoe 
merger  of  the  Quebec  factories  but,  while  many  reports 
have  been  spread,  the  consolidation  of  interests  has,  so  far 
as  can  be  learned,  not  yet  been  accomplished,  although  it  is 
not  denied  that  such  a  move  is  under  way.  The  capital  of 
the  merger  has  been  placed  at  $20,000,000. 

One  of  the  principal  factories  interested  writes  the 
Shoe  and  Leather  Journal:  "We  have  heard  a  great  deal 
of  talk  from  the  outside  and  while  there  has  been  some  dis- 
cussion here,  nothing  definite  has  been  carried  out  and  I 
assure  you  that  the  merger  is  a  long  way  yet  from  being 
an  actual  realization.  The  one  great  advantage  that  we  see 
for  it  is  that  it  would  prevent  overlapping.  Allow  facilities 
for  specialization  in  the  different  factories,  thereby  reduc- 
ing cost  and  enabling  us  to  better  control  the  labor  unions 
and  manage  this  very  difficult  problem." 

The  broader  lines  of  agreement  which  have  been  de- 
termined by  the  association  of  interests,  are  said  to  be 
control  of  the  merger  from  a  central  point,  and  that  a  num- 
ber of  the  factories  will  execute  the  finer  and  more  ex- 
pensive work,  others  the  medium  and  cheaper  goods,  and 
others  the  rough  and  common  work. 

The  system  of  piece-work  and  jobbing-out  work  will, 
it  is  said,  be  abolished,  and  weekly  wages  will  be  paid.  The 
manufacturers  consider  the  merger  the  best  means  of  fight- 
ing the  labor  unions,  which  they  claim  have  been  running 
matters  with  a  high  hand. 

The  trust  is  to  include,  if  possible,  all  the  factories  in 
and  about  the  district  of  Quebec.  The  Marsh,  and  the 
Ritchie  concerns  are  about  the  most  important  mentioned  in 
connection  with  the  merger.  The  men  behind  the  movement 
are  still  dark  horses. 

R.  Forget,  M.P.,  Montreal,  is  said  to  be  one  of  the 
movers  in  the  merger.  There  are  about  a  dozen  and  a 
half  shoe  factories  in  Quebec  and  district  turning  out  all 
kinds  of  footwear  which  will  be  included  if  consolidation 
carries. 

Want  the  Duty  to  Stay. 

It  appears  there  are  seme  1900  shce  manufacturers  in 
the  United  States,  and  the  proposal  of  the  Democratic  party 
to  remove  the  duty  off  over  100  articles,  including  boots  and 
shoes,  has,  of  course,  aroused  opposition  in  many  quarters, 
and  the  shoe  producers  are  no  exception  to  the  general  rule. 

The  measure,  which  is  known  as  the  Underwood  Bill, 
came  before  the  Senate  Finance  Committee  in  Washing- 
ton last  week,  when  about  a  dozen  shoe  manufacturers  were 
heard.  M.  O.  Hammond  of  the  Toronto  Globe  staff  sends 
following  interesting  report  to  his  paper,  as  seen  from  the 
standpoint  of  a  Canadian  : 

"The  argument  the  shoe  manufacturers  were  making 
for  the  retention  of  protection  was  suddenly  diverted  to  the 
charges  made,  incidentally  as  it  seemed,  against  their  op- 
pressors. William  D'Oench  of  St.  Louis  told  the  story, 
Which  led  Senator  Bailey  of  Texas  to  declare,   T  think  if 


these  hearings  are  transmitted  to  the  office  of  the  Attorney- 
General,  the  United  Shoe  Machinery  Company  will  have 
trouble  on  its  hands.' 

"It  was  shown  by  the  evidence  that  shoe  manufacturers 
secure  their  machinery  from  the  trust  on  a  seventeen  years' 
lease,  and  have  to  pay  a  royalty  for  every  shoe  made ;  that 
the  trusts  control  even  the  material  used  by  the  machines. 
Hence,  the  manufacturers  here  have  to  pay  35  cents  for  wire 
which  in  England  costs  14  cents,  while  linen  thread  costs 
$1.05  here,  compared  with  60  cents  in  England.  This,  Mr. 
D'Oench  said,  placed  the  manufacturers  here  at  a  great  dis- 
advantage. He  said  that  machines  just  as  good  could  be 
bought  outright  in  Europe  for  less  than  a  year's  royalty,  but 
there  is  a  duty  of  45  per  cent. 

"Senator  Simmons  asked,  'Why  not  remove  the  duty?' 

"  'That  would  relieve  us  very  much,'  the  witness  re- 
plied. 

"The  contract  which  the  trust  compels  the  manufac- 
turers to  sign  is  a  cast-iron  affair,  giving  them  a  complete 
monopoly,  and  which  Senator  Bailey  declared  would  be  in- 
valid in  at  least  some  of  the  States. 

"By  a  remarkable  coincidence,  at  the  very  time  that 
this  testimony  was  being  given  in  the  Senate  Finance  Com- 
mittee, Representative  Weeks  of  Massachusetts  was  speak- 
ing in  the  House  opposing  the  free  list  bill  and  extolling  the 
United  Shoe  Machinery  Company  of  Boston  as  a  beneficent 
corporation,  whose  rentals  were  low,  and  which  was  oper- 
ating for  the  good  of  the  shoe  industry. 

"Apart  from  the  testimony  on  shoe  machinery,  the  manu- 
facturers were  subjected  to  some  close  cross-examination 
in  connection  with  their  request  that  the  ten  per  cent,  duty 
(fifteen  per  cent,  on  kid)  be  not  removed  from  boots  and 
shoes.  It  was  shown  that  in  spite  of  a  reduction  from  twen- 
ty-five per  cent,  in  the  last  tariff  revision,  when  hides  were 
made  free,  production  in  the  country  annually  was  about 
$350,000,000,  and  the  importations  only  about  $1,000,000, 
so  completely  do  the  manufacturers  dominate  the  market. 

"Senator  Stone  of  Missouri  read  numerous  extracts  of 
statements  from  shoe  manufacturers  during  the  last  tariff 
revision  that  if  they  got  free  hides  they  would  submit  to 
free  shoes.  'If  we  had  free  hides  and  other  raw  materials 
for  shoes  free,  I  believe  we  would  have  no  difficulty  under 
free  shoes,'  responded  Mr.  D'Oench. 

-  "Oh — no,"  interrupted  Mr.  Florsheim  of  Chicago,  who 
had  been  shaking  his  head  and  signalling  against  such  an 
admission.  Mr.  Florsheim  said  the  manufacturers  did  not 
always  agree,  and  on  this  issue  he  though  the  majority  were" 
opposed  to  free  shoes.  One  man's  declaration  for  free  shoes 
he  denounced  as  a  'smart  advertising  dodge.' 

"Senator  Stone  figured. out,  on  the  statements  of  the 
manufacturers  themselves,  that  the  British  manufacturer 
can  now  place  shoes  in  this  country  at  three  or  four  cents 
per  pair  less  than  the  .  United  States  maker  can  produce 
them,  and  yet  foreigners  made  no  headway  in  this  market. 
"  'They  have  not  learned  to  make  the  shoes  the  people 
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of  this  country  want  as  yet,  but  they  are  improving,'  Mr. 
Florsheim  replied. 

"'  'Your  position  is  that  "you  want  the  duty  taken  off  the 
things  you  buy,  but  want  it  left  on  the  things  you  sell.' " 

Rubber  Shoe  Prices  Firm. 

The  salesmen  for  the  different  rubber  companies  will 
be  on  the  road  for  nearly  a  month  more,  as  the  territory  has 
not  been  covered  by  any  means.  Many  retailers  are  still 
hanging  back  and  are  in  no  haste  to  give  orders.  There  is 
really  nothing  new  in  the  present  situation.  The  same  argu- 
ments are  presented  by  all  the  organizations  about  the  ad- 
visability of  closing  business  now  in  order  to  safeguard  the 
dealer  against  a  possible  raise,  and  pointing  out  how,  if  he 
signs  up  at  present,  he  will  be  protected.  Should  rubber 
go  lower,  he  would  get  the  benefit.  The  merchant  has,  there- 
fore, everything  to  gain  and  nothing  to  lose. 

There  have  been  many  rumors  of  price-cutting,  but  so 
far  as  can  be  learned,  all  the  contending  forces  have  stuck 
closely  to  list  quotations,  and  only  one  or  two  instances 
have  been  definitely  established  where  an  extra  discount  has 
been  given.  In  a  northern  town  one  of  the  independent 
concerns  is  said  to  have  given  three  dealers  who  pooled 
their  placing  order,  an  extra  five  per  cent,  discount,  al- 
though the  order  did  not  amount  to  $10,000,  which  sum  is 
required  by  nearly  all  the  companies  before  extending  any 
discount  beyond  the  usual  two  per  cent.  Prices  must  be 
pretty  near  to  rock  bottom  when,  as  the  struggle  for  busi- 
ness has  lengthened  from  week  to  week,  so  few  established 
evidences  of  slaughtering  prices  have  come  to  the  front. 


One  dealer  tried  a  rather  sharp  game  of  bluff  by  saying 
he  could  get  ten  per  cent,  off  from  a  company  whose  prices 
are  net.  The  shoeman  and  the  rubber  representative  got 
into  a  decidedly  warm  argument  and  it  finally  wound  up 
by  the  purchaser  making,  when  closely  questioned,  an  ad- 
mission that  the  lines,  which  he  had  reference,  were  ob- 
seletes.  They  were  brands  which  were  out  of  sizes  and 
not  suitable  for  sorting.  The  jobber  gave  the  retailer,  who 
tried  to  use  the  ten  per  cent,  argument  on  these  shelf  goods 
to  work  a  cut  from  net  prices,  a  piece  of  his  mind,  both 
forcible  and  direct. 

The  Consolidated  Company,  which  has  maintained  prices 
throughout,  is  guaranteeing  to  the  retailer  the  benefit  of 
reductions  in  price.  It  now  issues  the  following  guarantee 
to  its  customers : 

"Should  the  company  reduce  the  price  of  any  of  the 
g-oods  herein  ordered  before  December  1st,  1911,  it  will 
allow  the  purchaser  of  this  order  a  rebate  equal  to  the 
amount  of  any  such  reduction  in  price  on  the  within  men- 
tioned goods.  In  the  event  of  such  reduction  in  price,  this 
rebate  will  be  allowed  even  although  the  goods  covered  by 
this  order  may  have  been  shipped  and  paid  for." 

The  general  opinion  is  that  retailers  need  not  hold  out 
any  longer  as  there  will  not  likely  be  any  reduction.  Two 
independent  companies,  which  have  been  giving  discounts 
of  ten  per  cent,  and  twenty-five  per  cent.,  which  cut  brought 
their  prices  down  to  what  the  other  concerns  are  selling  at, 
are  continuing  these  quotations.  Most  of  the  rubber  shoe 
representatives  will  be  out  on  the  road  until  the  end  of 
May. 


DIFFICULTIES  OF  A  TRAVELING  SALESMAN 


No,  this  is  not  a  prayer  meeting.    Just  "Jimmy"  Sutherland  selling  shoes  by  candle  power  at  the  King  Edward. 
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The  Retailer's  Silent  Salesman 

It  Pays  to  Do  Some  Careful  Thinking  About  the  Installation  and  Arrangement  of  the 
Lighting  Fixtures — Secure  the  Best  Appliances. 


In  a  recent  issue  we  discussed  the  importance  of  the 
renovated  window  and  store  front  as  a  factor  in  increasing 
sales.  There  is  no  dodging  the  fact  that  the  best  displays 
are  largely  nullified  by  dirty  and  old-fashioned  display  sur- 
roundings. Hence  the  necessity  of  beginning  with  the  fun- 
damentals in  striving  to  make  the  display  windows  of  the  ut- 
most service  to  the  retailer.  That  should  be  the  aim  of  every 
shoeman — the  maximum  of  service,  even  though  at  times  the 
attainment  of  this  ideal  involves  considerable  faith  and  ini- 
tial financial  outlay. 

We  recognize,  however,  that  many  shoemen  will  feel  the 
impossibility  of  proceeding  to  give  their  store  fronts  the 
thorough  attention  thus  advocated.  With  some,  the  prob- 
lem of  expense  will  loom  up  too  large  to  be  readily  sur- 
mounted; with  others,  the  demon  of  indecision  will  paralyze 
all  efforts  toward  aggressive  action,  even  though  they  may 
be  convinced  of  the  wisdom  of  the  change.  To  such  dealers 
we  recommend  the  next  best  thing — a  thorough  scraping  and 
painting  of  the  store  front.  Graining  would  be  even  better, 
though  slightly  more  expensive. 

Turning  next  to  the  window  interiors,  all  woodwork 
around  the  sides,  ceiling  and  back  should  be  carefully  grain- 
ed, preferably  in  a  dark  color — though  this  is  to  some  extent 
a  matter  of  personal  taste.  As  to  the  flooring,  let  us  hazard 
the  suggestion  that  this  at  least  be  constructed  in  the  man- 
ner indicated  in  our  last  discussion  upon  this  subject.  For 
two  normal  windows,  say  10  feet  by  4J/2  feet  each,  the  cost 
would  not  be  more  than  $30  to  $40,  according  to  the  effect 
desired,  and  even  less  if  you  are  satisfied  with  a  plain  match- 
ed hardwood  fleering.  When  this  is  laid  according  to  the 
plan  then  submitted,  and  filled  and  waxed  as  carefully  as  pos- 
sible, you  will  have  "silent  salesmen"  that  will  not  be  a  sad 
commentary  on  ycur  lack  cf  progressiveness  every  time  a 
passer-by  confronts  them.  More  than  that,  they  will  have 
a  positive  effect  in  increasing  your  sales  and  prestige.  There 
is  no  middle  ground.  It  is  a  case  of  "forward  march,"  or  a 
mere  c  r  less  speedy  arrivad  on  the  mercantile  scrap  heap. 

Modern  Windows  Easily  Dressed. 

Another  characteristic  that  will  cause  ycu  to  bless  your 
modernized  windows  fifty-two  times  per  year  —  if  you  are 
progressive  you'll  dress  them  at  least  that  often— is  the  sav- 
ing in  planning,  time  and  effort  effected  by  their  use.  It  is 
a  very  simple  matter  to  dress  a  window  in  which  the  floor 
and  background  are  such  as  to  offset  the  shoes  on  display 
with  use  of  very  little  decorating  material.  This  saves 
considerable  petty  expense  as  well,  and  the  resultant  effect 
is  incomparably  better.  In  an  cld-fashioned  window,  yards 
and  yards  of  one  sort  of  decoration  after  another  must  be 
used  to  hide  the  weak  spots  and  secure  a  decent  background. 
Your  window  will  stand  out  by  very  reason  of  its  absolute 
simplicity  and  lack  of  the  usual  "frills."  And  thereby  you'll 
secure  much,  free  advertising. 

Modern  Lighting  Appliances. 

This  is  one  of  the  most  important  features  in  any  dis- 
play window,  because  the  most  effective  work  of  your  "silent 


salesmen"  is  always  done  at  night  when  the  brilliant  interior 
contrasts  so  sharply  with  the  sombre  exterior  surroundings. 
Therefore,  it  will  pay  you  to  do  some  careful  thinking  about 
the  arrangement  and  installation  of  your  lighting  fixtures. 

There  are  many  systems  of  lighting  on  the  market,  and 
very  likely  your  choice  of  lighting  appliances  will  have  to 
be  made  according  to  circumstances.  However,  in  this  pro- 
gressive age  it  is  a  rare  thing  to  find  any  community  with- 
out the  advantages  of  gas  or  electricity.  In  some  districts 
the  merchants  are  fortunate  enough  to  have  unlimited  sup- 
plies of  natural  gas  at  their  disposal  for  a  flat  rate  per  year 
or  so  low  a  meter  rate  as  to  make  any  other  form  of  lighting 
inadvisable.  Even  in  cities  and  large  towns  where  artificial 
gas  is  supplied,  the  cost  is  usually  considerably  below  that 
of  electric  light.  The  disadvantages  of  gas  as  compared 
with  the  latter  are  rapidly  disappearing.  The  medieval,  ugly- 
looking  gas  chandeliers  and  wall  brackets  are  being  rapidly 
superseded  by  smaller  incandescent  mantles  and  patented  in- 
ventions which  not  only  add  greatly  to  the  appearance  of  the 
windows  as  fixtures,  but  also  have  an  illuminating  power 
really  surpassing  that  of  electricity.  The  soft  white  light 
they  give  shows  off  window  displays  more  effectively  and  is 
less  tiring  to  the  eyes  than  the  more  brilliant  yellow  light  of 
the  electric  bulb. 

Electricity  General. 

We  recognize  the  fact  that  the  average  shoeman  has  to 
depend  upon  electricity  for  his  store  and  window  lighting, 
and  here  again  you  can  run  the  gamut  between  the  ordinary 
25-cent  incandescent  bulb  and  the  Tungsten  light  costing 
perhaps  $1.50  or  $2.00,  and  quadrupling  the  illuminating  pow- 
er at  a  considerable  saving  in  current  every  month.  Al- 
though these  Tungsten  lamps  are  not  guaranteed  by  manu- 
facturers or  salesmen  on  account  of  the  fragile  nature  of 
die  filaments  used  in  their  construction,  they  will  last  an  in- 
definite period  if  handled  carefully.  Never  use  one  in  any 
position  where  the  current  is  switched  on  or  off  at  the  lamp. 
Here  is  where  the  breakage  comes  in.  They  should  be  sus- 
pended from  the  ceiling,  the  closer  to  it  the  better,  and  op- 
erated by  means  of  a  wall  switch.  This  obviates  trouble 
nine  times  out  of  ten.  Another  point  of  interest  to  the  shoe- 
man  is  that  these  lights  are  today  being  turned  out  in  fila- 
ments a  foot  long  or  more  for  use  in  a  horizontal  position 
right  next  the  top  of  the  window.  They  can  thus  be  fast- 
ened completely  across  the  window  to  be  illumined,  and  are 
almost  out  of  sight  themselves.  This  variety  is  coming  into 
extensive  use  in  up-to-date  window  lighting  today,  although 
they  have  been  used  for  stage  lighting  for  a  long  time. 

At  any  rate,  whatever  system  you  use,  secure  the  best 
appliances  you  can.  It  will  pay,  and  quickly,  too !  Another 
thing  of  great  advantage  to  you  would  be  an  arc  light  of 
modern  manufacture  set  between  your  display  windows  above 
the  entrance — if  the  door  be  back  in  a  few  feet  from  the 
sidewalk.  Otherwise  suspend  it  over  the  sidewalk  in  front 
of  the  entrance.  You  can  usually  secure  this  service  for  a 
flat  rate  per  year,  and  the  publicity  attained  is  alone  worth 
the  cost.    In  default  of  this,  and  perhaps  even  better,  is  the 
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use  of  an  electric  sign  of  the  conventional  form,  either  me- 
chanical in  operation  or  not.  We  have  gone  into  this  subject 
thus  extensively  owing  to  a  conviction  of  its  importance — 
and  this  is  not  always  realized  by  the  retailer. 

Window  Fixtures. 

These  are  many  and  varied  in  form  and  arrangement, 
and  it  is  well  to  proceed  carefully  in  making  a  selection. 
They  range  from  the  individual  stands  of  simple  construc- 
tion to  the  large  stands  holding  five  to  fifteen  shoes.  Every 
taste  and  pocketbook  can  be  suited.  Just  here,  however,  we 
suggest  caution  in  buying  the  larger  stands.  The  tendency 
today  in  modern  window-dressing  is  toward  the  use  of  the 
individual  stand  in  keeping  with  the  simpler  methods  that 
now  prevail.  Windows  are  not  being  crowded,  and  large 
stands  always  give  a  crowded  effect,  especially  in  a  window 
of  average  size. 

These  individual  stands,  usually  of  steel  construction 
with  nickel  finish,  extensible  from  six  to  twelve  inches  and 
topped  with  oval  glass  with  a  broad  bevel  edge.  This  glass 
may  be  either  plain,  opal  or  mirrored,  and  usually  measures 


5x11  inches  or  7x12  inches,  according  to  whether  ladies'  ir 
men's  shoes  are  to  be  shown.  A  very  neat  stand  along  the 
same  style  is  made  of  wood  and  is  extensible  with  a  hand- 
some waxed  oval  wooden  top.  This  kind  is  especially  suit- 
able for  a  window  with  modern  filled  hardwood  flooring. 
These  individual  stands  can  be  arranged  in  any  kind  of  com- 
bination desired,  which  makes  them  of  more  value  than  the 
larger  stands. 

Then  there  are  the  hosiery  and  shoe  forms,  without 
which  no  window  is  complete.  They  are  especially  valuable 
for  shoemen  who  also  handle  hosiery— and  their  number  is 
rapidly  increasing.  Several  of  these  will  be  of  great  service 
to  any  retailer.  There  is  a  transparent  form  now  being 
used  for  displaying  fancy  hosiery  and  slippers  or  pumps.  In- 
side this  form  an  electric  bulb  is  placed,  thus  showing  off 
the  colors  of  the  hosiery  to  great  advantage.  It  will  pay  the 
retailer  to  keep  in  close  touch  with  the  evolution  always  go- 
ing on  in  window  display  fixtures,  as  nothing  is  of  more 
value  in  giving  that  touch  of  "up-to-dateness"  to  windows. 
From  time  to  time  in  these  talks  on  window-dressing,  we 
will  illustrate  any  developments  in  fixtures 


The  Men  Who  Sell  the  Consumer 


Bright  Articles  Which  Will  Deal  With  Plans  Which 
Will  Have  Fine  Opportunity  in 

Successful  Canadian  Retailers. 

Starting  in  the  present  issue  is  the  first  series  of  inter- 
views which  will  appear  from  time  to  time  in  the  Shoe;  and 
Leather  Journal  with  leading  retail  shoe  merchants.  There 
are  scores  of  shoemen  who,  in  the  face  of  many  difficulties, 
strong  competition  and  other  set-backs  have  prospered  in 
a  way  that  has  won  them  an  honorable  place  in  the  com- 
mercial world,  and  their  names  command  the  respect  not 
only  of  hundreds  of  patrons,  but  of  the  trade  generally. 

These  references  are  in  no  sense  "write-ups,"  nor  can 
they  be  looked  upon  as  a  gratuitous  advertising  for  the 
reason  that  this  publication  goes  direct  to  the  trade  and  not 
to  the  customers  of  the  merchants.  If  the  large  circulation 
of  the  Shoe  and  Leather  Journal  was  among  consumers 
instead  of  those  who  sell  footwear,  there  might  be  some 
force  to  the  statement  that  the  articles  with  respect  to  re- 
tail men  savored  of  the  nature  of  a  puff  or  complimentary 
notice.  Back  of  the  successful  and  prosperous  career  of 
every  man  who  has  achieved  a  standing  and  liberal  patron- 
age in  the  community  to  whose  pedal  interests  he  caters,  is 
a  story.  These  references  will  serve  as  a  clearing  house 
for  ideas  and  trade  pointers,  which  cannot  be  otherwise 
than  of  mutual  benefit. 

All-Canadian  Shopping  Week. 

As  announced  some  time  ago  the  Toronto  Board  of 
Trade  proposes  to  inaugurate  early  in  June  an  all-Canadian 
shopping  week,  when  a  special  display  of  Canadian-made 
and  Canadian-produced  articles  will  be  made.  The  object 
is  a  good  one,  and  should  be  readily  encouraged  by  all  re- 
tailers. It  is  a  move  that  will  bring  to  the  front  exactly 
what  Canadian  firms  are  capable  of,  and  as  an  object  les- 
son, should  be  full  of  instruction  and  inspiration.  In  To- 
ronto, as  in  many  other  Canadian  cities,  there  is  a  certain 


They  Have  Found  Helpful — Canadian  Shoe  Firms 
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class  of  people  (and  their  number  would  appear  to  be 
growing)  who  think  if  an  article  bears  a  foreign  stamp  or 
name  (whether  fictitious  or  otherwise)  it  must,  for  that  very 
reason,  be  superior  to  anything  in  the  same  line  manufac- 
tured in  the  Dominion.  Appraising  and  exalting  foreign 
productions  is  more  or  less  a  fad,  and  is  not  generally  based 
on  anything  except  prejudice,  narrowness,  indifference  or 
ignorance. 

In  no  line  of  industrial  enterprise  is  there  need  for  a 
broader  view  and  more  liberal  appreciation  of  what  Can- 
adians can  do  than  in  the  manufacture  of  shoes.  If  foot- 
wear is  given  an  American  name— and  Canadian  goods  are 
often  purchased  and  sold  by  certain  stores  under  an  Ameri- 
can name— the  sales  forces  seem  to  think  that  a  higher  stand- 
ard has  been  attained  and  the  impression  is  tactfully  con- 
veyed that  better  quality,  style  and  workmanship  are  being 
obtained  in  the  product.  This  is  not  the  case.  Canadian 
shoe  manufacturers  are  to-day  turning  out  footwear  that 
is  equal  in  fashion,  distinctiveness  and  finish  to  anything 
created  in  the  great  shoe  centres  on  the  other  side.  This 
may  seem  a  positive  and  emphatic  assertion,  but  the  Shoe 
and  Leather  Journal  knows  whereof  it  speaks. 

In  London  the  first  national  all-British  shopping  week 
has  just  been  held  and  as  an  educational  experiment  it 
abundantly  justified  itself.  One  of  the  largest  metropolitan 
retailers  believes  that  the  movement  will  be  of  the  greatest 
value  to  the  British  manufacturer  and  very  pertinently 
observes : 

"The  preparations  for  the  display  have  made  retailers 
realize  where  our  manufacturers  excel— and  it  is  astonishing 
how  many  of  their  best  productions  were  hidden  under  for- 
eign labels— and  where  they  fail.  In  the  latter  case  we,-  hav- 
ing now  got  into  touch  with  them  in  a  new  way,  can  help 
them  in  a  very  great  extent." 
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The  Cancellation  Bugbear 

The  Way  One  Firm  Manages  to  Reduce  the  Evil  to  a  Minimum — The  Plan  Adopted — How  Best 

to  Meet  Different  Situations  as  They  Arise. 


"That  recent  article  in  the  Shoe  and  Leather  Journal 
on  the  cancellation  evil,  its  causes  and  how  certain  parties 
were  responsible  for  the  practice,  was  most  timely  and  in- 
structive," remarked  a  leading  manufacturer  this  week.  "If 
a  better  understanding  existed  between  jobber,  retailer  and 
manufacturer  the  habit  of  cancelling  orders  would  not  be 
so  prevalent.  Yes,  we  have  suffered  considerably  from  the 
aggravating  factor  and  in  some  instances  are  utterly  help- 
less to  prevent  it. 

"Not  long  ago,"  he  continued,  "we  had  a  retailer,  who 
evidently  got  cold  feet,  and  when  placing  his  order,  lacked 
decision  and  an  appreciation  of  what  were  his  real  require- 
ments. He  cancelled  an  order  for  some  $200  worth  of  goods. 
We  yielded  to  his  request  as  he  was  a  good  customer  and 
we  did  not  care  to  lose  his  business.  A  retailer  in  the  old 
days  looked  more  upon  an  order  as;  a  contract  that  had  to 
be  filled,  and  not  as  a  mere  option  or  something  likely  to 
be  cast  aside.  Travelers  are  sometimes  responsible  for  the 
retailer  changing  his  mind.  They  will  cut  prices  and  tell 
the  man,  who  has  already  placed  an  order,  he  had  paid  too 
much  for  his  goods;  that  he  can  do  better  with  their  firm; 
that  he  acted  too  hastily  and  should  have  waited.  They  now 
and  then  make  light  of  a  contract  and  perhaps  suggest  to 
the  retailer  how  he  can  frame  up  a  plausible  excuse  for  not 
adhering  to  his  order.  Such  representative  should  remember 
that  the  practice  is  not  honorable,  and  may  react  at  some 
time.  Most  firms  will  not  countenance  a  proceeding  of  this 
character  on  the  part  of  their  travelers  but,  with  some  men, 
the  old  maxim  appears  to  hold  true,  'Anything  to  beat  the 
other  fellow." 

An  Explicit  Orde^  Form. 

"I  will  tell  you  how  we  manage  to  reduce  the  cancella- 
tion microbe  to  a  minimum,"  remarked  another  manufac- 
turer. "We  have  it  distinctly  stated  on  our  order  forms 
that  no  cancellation  will  be  accepted  after  the  stock  has 
been  cut  and  the  goods  are  in  process  of  making,  and  that 
no  understanding,  secret,  implied  or  verbal,  which  the  re- 
tailer may  have  with  the  traveler,  will  be  recognized  by 
us  unless  stipulated  in  writing  on  the  order  blank.  This 
holds  both  our  traveling  men  and  our  customers  down  to 
something  hard  and  fast.  In  that  way  misunderstandings 
and  misinterpretations  are  obviated  and  there  are  not  many 
loopholes  left  to  get  out  of  a  transaction.  The  other  month 
a  shoeman  in  Northern  Ontario  placed  an  order  with  us  for 
two  cases,  thirty  pairs  each,  with,  he  said,  the  understand- 
ing that  they  were  all  to  be  stamped  with  his  name.  We 
billed  him  for  the  shoes  and  also  for  the  cost  in  having  the 
steel  dies  made  for  the  stamps.  He  wrote  back  objecting 
to  paying  for  the  stamping,  saying  that  he  was  told  by  the 
traveler  that  the  stamping,  which,  considering  the  making 
of  the  dies,  entailed  an  outlay  of  several  dollars,  was  to  be 
included  in  the  bill  for  the  goods.  We  pointed  out  that  no 
such  proviso  was  mentioned  on  his  order  and  that  we  could 
not  possibly  consent  to  his  request,  especially  on  such  a 
small  consignment  as  he  had  bought.    He  saw  the  force 


and  reasonableness  of  our  contention  and  paid  for  the 
stamping." 

Sent  a  Saucy  Reply. 

An  Eastern  manufacturing  firm  received  a  cancellation 
for  some  oxfords.  The  dealer,  although  the  season  had 
scarcely  opened  up,  wrote  that  he  thought  he  had  gone  too 
heavily  on  this  class  of  men's  wear,  and  that  he  would  not 
be  able  to  dispose  of  them.  The  firm  wrote  back,  politely 
calling  attention  to  the  fact  that  the  order  stipulated  that 
no  changes  were  to  be  made  after  it  was  being  filled,  and 
pointed  out,  in  a  respectful  manner,  that  the  leather  was  all 
cut,  and  the  shoes  more  than  half-way  on  the  road  to  com- 
pletion. If  the  retailer's  request  wTas  honored,  the  oxfords 
would  have  to  be  placed  on  the  shelf  and  be  reckoned  as 
"left-over"  or  "shelf  stock,"  which  would  have  to  be  disposed 
of  at  a  considerable  reduction,  as  any  buyer  would  expect 
to  get  a  discount  on  them. 

The  retailer  replied  in  an  indignant  note,  plainly  in- 
forming the  factory  that  he  knew  what  he  was  about,  and 
that  when  he  cancelled  an  order,  he  cancelled  it,  and  that 
he  would  stand  for  no  "if 's  and  and's."  He  went  on  to  say 
that  if  the  goods  were  shipped  he  would  refuse  to  pay  freight 
on  them,  and  would  leave  them  at  the  station. 

A  Dangerous  Proceeding. 

To  this  warm  communication  the  factory  responded  that 
they  would  cancel  the  order  but,  that  if  the  retailer  per- 
sisted in  such  a  high-handed,  arbitrary  method,  it  would  some 
day  get  him  into  trouble.  The  manufacturers  also  added 
that  they  could,  under  the  terms  of  the  order,  ship  the  goods, 
and  that  if  they  were  up  to  sample,  the  retailer,  whether  he 
left  them  at  the  station  or  not,  would  have  to  pay  the  freight 
and  for  the  shoes  as  well,  but  they  were  not  going  to  do 
this  in  his  case.  They  merely  gave  this  information  as  a 
warning. 

There  are  two  sides  to  every  question,  and  while  fac- 
tories and  jobbers  are  not  disposed  to  be  obstinate,  they 
may  some  time  have  to  take  radical  means  to  check  the  evil. 
In  this  case  the  retailer  never  replied  to  the  letter  from 
the  factory,  but  probably  its  tenor  had  a  beneficial  effect. 

Expecting  Too  Much. 

In  the  matter  of  rubbers,  there  are  often  differences — 
not  in  the  goods,  but  in  the  interpretation  as  to  whether 
they  are  up  to  sample.  "Here,"  observed  a  jobber,  "is  a 
lady's  rubber  that  has  just  been  returned.  You  can  see  for 
yourself  that  the  stock  is  all  right,  but  the  dealer  has  sold 
this  tiny  shoe  to  a  woman  who  has  worn  a  large-heeled  boot, 
one  in  which  the  lifts  have  projected  out  over  the  heel.  The 
result  was  that  the  side  of  the  rubber  naturally  cut.  There 
is  nothing  wrong  with  the  goods,  but  this  rubber  should 
never  have  been  sold  to  fit  such  a  heel.  When  the  out  soles 
or  heel  extend  over  the  sides  of  a  rubber  there  is  bound  to 
a  break  or  tear." 
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The  Awfully  Busy  Retailer. 

Some  men  are  always  in  a  hurry.  They  never  have 
time  to  give  any  caller  a  respectful  hearing,  but  must  fuss 
around  and  try  to  do  half  a  dozen  things  at  the  same  time. 

"I  remember  running  into  one  of  these  hustling,  rushing 
Tohnnie's  on  a  trip  up  north  last  fall.  I  was  out  with  spring 
samples,"  remarked  a  shoe  representative,  "and  was  break- 
ing in  new  territory.  No  man  likes  to  go  over  unexploited 
ground  and  plow  the  soil.  The  house  told  me  to  call  upon 
Shelvin  as  he  had  bought  some  stuff  from  our  competitors 
and  we  wanted  to  open  an  account  with  him.  When  I  got 
there  it  was  nearly  noon  and  the  fellow  was  busy  with  his 
correspondence,  or  appeared  to  be.  He  had  an  office  at  the 
back  of  the  store  and  his  stenographer  had  just  laid  several 
typewritten  letters  on  his  desk  which,  I  suppose,  did  not 
need  signing  until  late  in  the  afternoon.  Shevlin  invited 
me  to  come  in.  I  produced  my  card,  and  he  asked  what  he 
could  do  for  me.  I  started  to  explain  that  we  were  opening 
up  that  section  for  the  first  time,  that  our  goods  had  long 
been  on  the  market,  and  that  I  thought  he  could  profitably 
handle  certain  of  our  lines  which,  for  style,  worth  and  wear 
would,  I  believe,  compare  favorably  with  anything  that  had 
ever  been  presented  to  him. 

"Shelvin  kept  on  reading  letters,  looking  up  once  in  a 
while,  and  ever  and  anon  signing  his  name  to  correspond- 
ence. When  I  had  talked  about  twenty  minutes  with  scant 
attention  and  less  utterance  from  him,  and  said  all  that  I 
could  by  way  of  argument,  he  coldly  remarked  'that  he  was 
not  placing  any  more  orders  for  spring  in  any  line.'  1 
bade  him  good  day. 

"Now,  a  man  is  only  human,  and  to  get  treatment  like 
that  from  a  retailer  is  worse  than  a  direct  rebuff,  or  a  flat 
turn-down  at  the  outset.  The  worst  kind  of  a  human  pro- 
position is  the  inattentive,  semi-busy,  egotistical,  self-cen- 
tred individual  who  tries  to  make  you  feel  that  you  are  of 
little  or  no  account,  and  has  no  opinions  or  views  to  offer- 
one  way  or  the  other.  I  read  in  a  commercial  report  the 
other  day  that  Shelvin  had  been  forced  to  make  an  assign- 
ment. Perhaps  he  was  too  busy  signing  letters  all  day  long 
to  wait  on  customers  or  to  inspect  samples. 

Cured  Him  of  Price  Cutting. 

"Any  chump  can  get  business  if  he  is  able  to  slash 
prices  right  and  left.  Selling  goods  on  their  merit  and  tak- 
ing large  orders  is  the  true  test  of  the  ability  of  my  travel- 
ler," remarked  an  Eastern  manufacturer  the  other  day. 

"Wandel  was  on  our  staff.    He  wanted  to  cut  prices  all 


the  time.  He  said  that  the  other  fellows  were  doing  it  and 
he  could  do  ever  so  much  more  for  us  if  he  were  allowed 
some  leeway.  Now,  all  our  goods  are  stamped,  the  selling 
price  being  on  the  sole  of  each  shoe.  If  Wandel  was  ex- 
hibiting a  three-fifty  shoe  he  wanted  the  privilege,  in  cer- 
tain cases,  to  make  the  figure  three  and  a  quarter.  He  said 
that  competitors  were  showing  equally  as  good  lines  for 
less  money. 

"  'Bring  in  one  of  their  samples  and  let  us  have  a  look 
at  it,'  I  requested  one  day. 

"  'All  right,'  he  replied,  and  in  a  week  he  turned  up 
with  a  sample  of  men's  shoes  that,  to  all  appearances,  were 
well  made. 

"'How  much  can  you  market  this  pair  for?'  I  inquired 
"  'Two  dollars  and  seventy-five  cents,'  he  confidently  ex- 
claimed. 

"  'You  can  ?' 

"  'Of  course,  I  can,  no  doubt  about  it.' 

"  'See  here,  Wandel,  if  you  can  get  that  figure  for  this 
contraption  we  will  go  out  of  the  making  of  standard  lines 
to-morrow  and  turn  all  the  factory  forces  upon  this  shoe. 
We  would  soon  be  able  to  retire.  Will  you  sell  me  this 
pair  ' 

"  'Certainly.' 

"I  handed  him  over  the  money  and  added:  'Now,  this 
pair  is  mine  and  I  am  going  to  do  what  I  please  with  the 
goods.' 

"  'All  right,'  he  said. 

"I  took  out  my  knife  and  began  to  cut  a  shoe  apart.  The 
lining  was  of  drill  instead  of  duck,  the  stiffening  was  of 
shoddy,  and  also  half  the  heel.  Cork  dust  was  used  as  a 
sole  filler,  the  trimmings  were  pieced;  it  had  gem  insoles, 
the  stitching  was  cotton  thread,  the  vamp  did  not  extend  to 
the  toe,  the  eyelets  were  not  stayed  and  the  upper  was  of 
matt  cow  instead  of  matt  calf,  etc.  The  shoe — a  patent 
cowhide — on  close  examination,  proved  to  be  cheaply  con- 
structed in  many  other  details.  Wandel  opened  his  eyes 
under  my  surgical  and  analytical  operation. 

"  'Say,'  he  said,  'give  me  that  shoe  back.  I  want  to  take 
it  around  to  the  trade  to  show  them  exactly  what  is  being 
palmed  off  on  some  of  them.' 

"  'No,  you  don't,'  I  replied.  'This  shoe  be- 
longs to  me.  Now,  go  out  and  sell  our  goods 
on  their  merit  without  knocking  what  other  makers 
are  offering  at  lower  prices.  If  you  cannot  get  business  on 
values,  I  do  not  want  you  to  remain  with  us.  We  do  not 
have  to  secure  orders  by  sticking  the  knife  into  opponents." 
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Smith  &  Johnson  Buck  Departmental 


"Say,  Billy,  tlie  express  company  here  lives  on  the  busi- 
ness it  does  bringing"  goods  to  this  town  from  the  depart- 
mental stores.  Every  day,  and  often  twice  a  day,  I  see  big 
loads  coming  from  the  station  with  labels  pasted  all  over 
them  for  people  who  pass  our  doors  and  only  buy  from  us 
what  they  can't  get  from  these  catalogue  houses.  I  think 
it's  a  shame  something  can't  be  done  to  stop  it.  Here  we 
are  paying  rent  and  taxes,  and  spending  all  we  make  in 
the  town,  and  when  these  dubs  have  an  extra  dollar  to 
spend  they  send  it  to  Toronto." 

"Well,  their  money  is  their  own  to  do  what  they  like 
with,  and  we  can't  make  them  spend  it  here  if  they  think 
they  can  do  better  somewhere  else.  So  far,  Sam,  we  haven't 
seemed  to  be  hit  very  badly.  We  are  doing  a  comfortable 
trade.  Of  course  it's  too  bad  to  see  trade  leave  us  and 
leave  the  town,  but  there  will  always  be  people  who  fancy 
a  thing  is  better  and  cheaper  got  from  a  distance,"  said  the 
senior  partner. 

"Just  the  same,  Billy,  we  are  losing  a  good  deal  of  trade 
through  it.  I  know  some  of  our  good  customers  get  quite 
a  little  amount  in  a  year  from  these  outside  concerns,  and 
they  don't  make  any  bones  about  it  either.    You  know  Mrs. 

S  ,  well,  she  said  to  me  some  time  ago  that  our  prices 

were  considerably  higher  than  the  goods  could  be  bought 
for  from  a  Toronto  concern,  and  I  had  quite  a  set-to  with 
her.  She  produced  a  catalogue  and  showed  me  several  lines 
that  we  carry  all  quoted  at  an  average  of  ten  per  cent,  lower 
than  we  ask  for  them.  Of  course,  I  explained,  that  the 
freight  made  a  good  deal  of  difference,  and  she  had  a  stock 
here  to  choose  from  and  anything  that  was  wrong  could 
be  made  right.  But  she  handed  me  back  the  statement  that 
these  people  paid  the  freight  on  a  bill  over  a  certain  amount 
and  that  they  would  take  back  any  article  that  was  not  per- 
fectly satisfactory.  Besides,  she  said,  their  catalogue  had 
enough  lines  to  make  a  selection.  I  was  a  little  inclined  to 
get  hot,  but  I  just  told  her  to  bring  me  the  catalogue  any 
time  she  wanted  anything,  and  I  would  duplicate  any  article 
at  the  price.  She  went  away  happy,  but  I  really  feel  as 
though  we  ought  to  do  something  in  a  general  way  to  meet 
this  sort  of  competition." 

"What  can  we  do,  Sam?  You  know  these  concerns  buy 
and  sell  on  close  margins,  and  we  would  have  our  hands 
full  if  we  took  up  a  straight  fight  against  them.  Anyway, 
you  will  always  find  a  few  people,  as  1  said  before,  who  like 
the  process  of  buying  by  mail,  even  if  they  have  to  put  up 
their  money  on  a  dark  horse." 

"That's  it,  Billy.  You  are  always  afraid  of  hurting 
somebody's  corns  or  doing  something  that  might  be  con- 
sidered sensational.  Now,  I  think  we  could  buck  this  de- 
partmental store  proposition  if  we  made  up  our  minds,  and 
I  for  cne  would  be  willing  to  sit  up  for  a  few  nights  to  try. 
Why  shouldn't  we  be  able  to  sell  goods  for  cash  as  cheap 
as  Eatems  or  Simpkins?  If  the  travelers  don't  sell  us  as 
cheap  let  us  know  the  reason  why,  and  if  the  people  will 
part  with  the  cash  let  us  cut  the  profits  if  need  be  to  give 
them  a  chance  to  get  what  they  want  at  their  doors  with- 
out spending  postage  and  express.  I  think  we  can  win  out 
at  the  game  all  right." 

"I've  always  had  the  idea,  Sam,  that  we  ought  to  let 
the  other  fellow  alone.    Buy  your  goods  right,  keep  down 


expenses,  charge  a  fair  profit,  treat  your  customers  well, 
and  you  will  build  up  a  good  trade.  We  have  followed  this 
policy  now  for  five  or  six  years.  Why  should  we  change 
it?  Haven't  we  done  well  enough?  Why  not  let  well 
enough  alone  " 

''That's  all  very  well,  Billy,  but  in  the  next  few  years 
unless  we  buck  up  and  improve  on  our  policy  some  we  will 
find  the  band-wagon  considerably  ahead  of  us  in  the  pro- 
cession. I  own  we  have  done  a  safe  and  steadily  increasing 
business,  but  I  don't  think  we  ought  to  let  well  enough  alone. 
You  know  your  cry  when  you  went  into  the  Council  was 
that  the  town  was  almost  dead  through  this  policy  of  letting 
well  enough  alone,  and  you  have  tried  to  pull  open  the 
throttle  a  notch  or  two  to  get  a  little  more  speed.  Why 
can't  we  do  it  in  business?" 

Oh,  1  don't  think  a  person,  a  business,  or  a  town  should 
stand  still,  but  I  don't  like  the  principle  of  butting  up  against 
every  kind  of  competition  that  shows  itself,  especially  against 
that  which  on  the  one  hand  is  not  likely  to  affect  us  much, 
and  on  the  other,  which  we  are  unable  to  meet." 

"I  go  you  on  both  those  points,  Billy,  i  think  this  cata- 
logue business  already  amounts  to  a  good  deal  and  is  con- 
stantly growing,  and  I  think  if  we  adopt  the  right  methods 
we  can  kill  this  kind  of  competition  deader  than  annexa- 
tion." 

"Well,  what  do  you  propose  to  do,  Sam?  What  is  your 
plan  of  compaign  ?" 

"I  think  we  ought  first  of  all,  to  get  out  a  smart  little 
catalogue,  getting  cuts  of  the  best  selling  lines  we  carry 
and  add  a  few  others  if  necessary  similar  to  those  adver- 
tised by  the  catalogue  houses.  I  would  make  the  prices  the 
same,  or  as  similar  as  possible  to  those  of  the  big  stores, 
and  announce  that  we  will  duplicate  any  other  catalogued 
line  at  the  same  or  lower  figures.  A  little  introduction  to 
the  catalogue  could  be  written  to  show  that  it  is  not  sent  out 
in  a  spirit  of  rivalry;  but  as  an  honest  effort  to  keep  trade  at 
home,  and  if  rightly  put  I  think  it  would  appeal  to  a  whole 
lot  of  people  who  don't  just  see  that  they  are  doing  a  mean 
thing  to  the  town,  as  well  as  us,  in  buying  elsewhere.  Then 
our  advertising  could  be  given  a  twist  to  get  the  idea  into 
the  heads  of  the  people  of  the  town  generally  and  encour- 
age loyalty  to  local  business  interests." 

"But,  Sam,  don't  you  think  that  all  this  will  look  a 
good  deal  like  'squealing'?  Isn't  it  a  give  away  on  us,  and 
won't  it  really  demonstrate  the  fact  that  we  are  being  un- 
dersold by  the  catalogue  houses?  In  other  words,  won't  it 
be  another  'don't  nail  that  boy's  ear  to  the  pump'  racket? 
And  won't  it  boost  these  catalogue  houses?" 

"That  depends  on  you,  Billy.  You  do  the  ad.-writing 
for  the  institution  and  I  have  confidence  in  your  skill  with 
the  pen  to  put  the  thing  in  shape.  I  really  believe  what  I 
say.  We  could  get  lots  of  the  trade  that  goes  out  of  town 
if  we  got  at  the  people  who  see  these  catalogues  and  de- 
partmental store  ads.  People  to-day  buy  in  the  cheapest 
market  and  depend  on  those  who  sell  goods  to  tell  them 
what  they  have  to  sell  and  what  the  cost  is." 

"All  right,  Sammy.  We'll  take  a  whack  at  it.  You 
pick  out  the  lines  as  you  have  the  selling  and  I  will  do  the 
literary  work,  and  we'll  see  how  many  sinners  we  will  con- 
vert from  the  error  of  their  ways." 
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The  Human  Side  of  the  Shoeman 

How  He  Treats  Others  and  How  Some  of  His  Customers  Treat  Him — All  Classes  Appear  to  Have  a 

Fair  Share  of  Shortcomings  and  Temperamental  Troubles. 


The  Fussy  Individual. 

"A  kind  of  man  that  I  do  not  like  to  do  business  with 
is  the  fussy  and  intolerably  busybody  who  seemingly  cannot 
give  you  a  minute  of  his  time,  though  for  the  life  of  you. 
when  you  look  around,  you  wonder  what  cause  there  is  for 
his  activity,"  remarked  a  traveler  for  a  Montreal  shoe  fac- 
tory the  other  day.  "I  call  on  a  certain  man  in  a  town  in 
Grey  County  and,  even  if  I  get  around  in  the  morning  when 
no  customers  are  in  the  place,  or  likely  to  enter  for  some 
time,  he  suddenly  thinks  of  a  carton  or  two  on  a  top  shelf 
that  has  to  be  dusted  off,  or  some  rubber  heels  have  to  be 
taken  from  one  box  and  put  in  another,  or  he  has  a  telephone 
call  to  make,  or  elaborate  instructions  to  give  a  clerk  about 
where  certain  goods  that  have  arrived  are  to  be  packed,  or 
he  wants  to  go  out  to  the  back  to  open  up  a  case  and,  if 
there  is  nothing  in  sight,  then  he  walks  up  and  down  the 
store.  Now,  this  shoeman  is  kindly  enough  and  does  not 
mean  to  be  impolite  or  inconsiderate,  but  he  has  got  into 
the  fussy,  bizzy-izzy  habit  of  pretending  to  do  a  great  deal 
and,  at  the  same  time,  attending  to  nothing  of  immediate 
importance.  I  have  asked  other  men  on  the  road  and  they 
all  tell  me  that  this  retailer  goes  through  the  same  antics 
when  they  call.  They  have  many  a  quiet  laugh  at  his  ex- 
pense. Why,  that  fellow,  if  he  would  give  a  traveler  un- 
divided attention  for  a  few  minutes,  would  accomplish  far 
more  than  he  does  by  holding  him  at  bay  an  hour  or  more 
just  because  he  wants  to  attend  to  so  many  picayune  things 
at  once." 

Patience  No  Virtue  Here. 

"I  had  occasion  to  call  on  a  dealer  the  other  day.  He 
was  very  busy  and  asked  me  to  come  in  again.  I  called 
again  in  a  few  days,  and  he  had  the  same  request  to  make 
that  he  really  was  so  pressed  he  could  not  spare  a  moment, 
although  my  business  with  him  would  not  occupy  more  than 
five  minutes.  I  told  him  that  I  would  excuse  him  on  that 
ground  and  made  an  appointment  with  him  for  the  next  day. 
When  I  entered  he  looked  up  with  a  sort  of  amazed  air 
and  started  to  tell  me  that  he  just  got  a  big  order  to  fill.  He 
was  preparing  to  sing  another  song  similar  in  tone  to  what 
he  had  dirged  before.  I  told  him  that  I  would  not  trouble 
him  again  and  indicated  in  pretty  plain  language  it  was  a 
pity  he  was  so  rushed  at  all  hours,  and  that  he  was  really  a 
much  busier  and  more  active  man,  with  his  two  by  four 
business,  than  was  Sir  Wilfrid  Laurier,  Sir  William  Mac- 
kenzie, Sir  Thomas  Shaughnessy,  or  Charles  M.  Hays,  and 
that  ended  my  calls  there,"  concluded  the  traveler. 

Sound  Sense  Here. 

"I  was  walking  clown  street  the  other  day  with  a 
former  president  of  the  Canadian  Club  of  Toronto,"  said  a 
tanner,  "when  my  friend  noticed  on  two  or  three  retail 
stores  the  words :  'American  Footwear.'  He  pertinently 
observed,  'I  would  like  to  know  how  far  you  would  travel 
across  the  border  before  you  would  see  the  sign,  'Can- 
adian Footwear.'    Why,  the  shoeman  in  the  United  States 


who  would  dare  hang  out  such  a  notice  would  either  be 
boycotted  or  the  sign  would  be  torn  clown.  Perhaps  a  little 
more  loyalty  to  Canadian  manufacturers  and  a  little  more 
display  of  the  really  excellent  footwear  that  some  makers 
are  turning  out,  will  lead  Canadians  one  of  these  days  to 
fully  appreciate  what  superior  and  stylish  goods  they  can 
get  right  at  home." 

The  Woes  of  a  Manufacturer. 

"Oh,  the  fault  is  not  all  on  the  side  of  the  manufac- 
turer as  some  are  led  to  believe,"  remarked  a  maker  of 
men's  shoes  in  Toronto  this  week."  Of  course,  to  hear  some 
retailers  speak  you  would  think  there  was  never  a  fault  on 
their  part.  Three  years  ago  one  of  my  travelers  sold  a 
case  of  tan  oxfords  to  a  customer  down  in  the  Maritime 
Provinces.  The  goods  apparently  gave  every  satisfaction, 
but  what  was  my  surprise  to  receive  one  pair  the  other  day, 
with  a  claim  for  a  refund  on  the  ground  that  this  particular 
pair  was  not  up  to  the  mark.  That  fellow  evidently  had  not 
changed  his  window  all  summer  and  apparently  had  no  awning 
Look  at  the  shoes  there  ?  Can  you  see  anything  wrong  with 
the  stock  or  make?  They  have  been  simply  left  to  bask  in 
the  hot  sun  until  they  have  faded  to  a  dull,  light,  yellow 
color,  and  the  glue  has  all  been  fried  out  of  the  heels,  and 
yet  this  retailer  has  the  audacity  to  say  they  are  not  up  to 
sample.  You  put  any  shoe,  more  particularly  a  tan,  in  the 
window  for  weeks  and  weeks,  and  see  what  will  happen  to 
it  if  the  strong  light  of  Old  Sol  descends  on  the  footwear 
every  day.    Oh  !  the  impeccable  retailer." 

As  Fickle  As  a  Fair  Maiden. 

"Do  you  know  that  the  shoe  trade  is  getting  as  freakish 
and  coy,  and  uncertain,  as  a  maiden  in  her  teens,"  remarked 
a  Winnipeg  jobber  the  other  clay.  "No  man  living  can  tell 
what  is  going  to  sell  beforehand,  and  the  way  that  a  certain 
trend  will  develop  is  highly  amusing.  Constant  changes 
will  invariably  be  made  but  there  are  always  a  good  many 
people,  especially  in  the  smaller  towns,  who  want  something 
that  the  dealer  has  not  got  or  perhaps  cannot  afford  to  carry. 
They  have  seen  something  sported  by  a  city  visitor  and  that 
starts  them  off  on  a  new  tack.  Perhaps  a  woman  will  enter 
a  shop  and  ask  for  a  patent  leather  button  with  a  suede  mole- 
skin top.  The  dealer  has  not  a  pair.  The  woman  goes  to 
the  next  establishment.  He  has  not  such  a  shoe  either,  and 
then  she  tries  a  third  shoeman  and  still  fails  to  get  what 
she  is  after.  If  those  dealers  live  near  the  city  next  week 
they  will  probably  call  on  the  jobbing  houses  and  manufac- 
turers and  ask  if  we  carry  any  fourteen-button,  patent,  with 
suede  moleskin  top.  Now  if  these  men  had  that  shoe  in 
stock  the  caller  would  probably  not  have  bought  a  pair,  but 
simply  because  they  did  not  have  it,  then  nothing  else  would 
satisfy  the  searcher.  It  seems  to  be  that  which  you  have  not 
that  certain  people  want  the  most.  I  know  this  is  true  in 
many  businesses,  and  the  shoe  trade  is  no  exception.  There 
is  no  accounting  for  tastes  caprices  and  the  ways  of  the 
feminine  mind." 
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Business  Boosters 

Practical  Ideas  From  Here  and  There — Suggestions  From  Those  Who  Have  Found  Them 

Profitable — Watch  For  These  Timely  Items. 


Boosting  Weekly  Sales. 

Calgary. — One  progressive  dealer  here 
has  hit  upon  a  plan  for  arousing  the  in- 
terest of  every  salesman  whom  he  employs. 
On  all  sales  over  a  certain  amount — which 
has  been  arrived  at  after  a  careful  study 
of  the  average  individual  weekly  sales  for 
the  past  year — each  salesman  gets  a  bonus 
of  five  per  cent.  This  is  an  incentive  to 
hustle,  and  the  weekly  cash  sales  have 
gone  up  wonderfully  in  the  last  few 
months.    A  little  liberality  is  a  great  asset. 

No  Second  Grade  Rubbers. 

St.  John— "No  retailer  stands  to  gain 
anything  by  catering  to  a  low-class  rubber 
trade.  The  only  result  is  dissatisfied  wear- 
ers, and  curtailed  profits — to  say  nothing 
of  lost  business.  Henceforth  I  will  not 
handle  anything  except  the  first  grade  in 
any  line."  It  is  too  bad  that  this  high 
standard  is  not  adhered  to  by  more  shoe 
men  in  business  to-day.  In  the  present 
erratic  rubber  situation,  it  is  about  the 
only  safeguard  the  retailer  has. 

A  Believer  in  Show  Cards. 

Brantford.— "For  a  long  time  I  could  not 
be  persuaded  that  show  cards  played  any 
important  part  in  selling  goods.  Finally 
I  awakened  up  to  the  fact  that  my  com- 
petitors were  using  them,  and  that  I  must 
also  get  into  the  game.  For  a  time  these 
cards  were  made  by  professional  outsiders, 
but  more  recently  one  of  my  clerks  with 
a  natural  bent  in  this  line  and  considerable 
practice,  has  been  turning  out  the  good 
examples  you  see  in  our  windows.  I  have 
found  that  they  pay  well,  and  they  are 
the  most  inexpensive  form  of  advertis- 
ing." 

Featuring  Findings. 

Stratford. — A  shoe  man  noted  for  his  re- 
ceptivity to  new  ideas,  recently  dressed  one 
of  his  windows  entirely  with  different  col- 
ored shoe  laces  carried  in  stock.  The  ar- 
rangement and  effect  was  unique.  Every 
lace  radiated  from  a  central  point  in  the 
window  outward  toward  the  front  glass. 
On  the  floor  were  arranged  in  different 
forms  piles  of  the  laces.  This  is  only  one 
of  the  series  of  findings  displays  used  by 
the  dealer  to  call  attention  to  the  varied 
and  up-to-date  findings  stock  carried  by 
him. 

Repairing  Outfit  Profitable. 

Toronto. — A  merchant  here  utilized 
some  spare  space  in  his  light,  dry  base- 
ment to  instal  a  Goodyear  repairing  outfit, 
operated  by  electricity.  He  has  proved  to 
his  complete  satisfaction  that  he  was  let- 
tiii!,'  great  opportunities  for  financial  gain 


slip  past  him  ere  he  made  this  departure,  moreover,  her  report  at  home  of  the  treat- 

His  average  profit  per  week  is  at  least  $35,  ment  received  in  the  store  is  a  powerful 

to  say  nothing  of  the  chances  offered  his  lever  in  securing  the  mothers'  trade.    It  is 

skilful  salesmen  to  interest  people  coming  too  bad  such  a  stand  is  not  more  general 

in  with  shoes  to  repair.     Here  is  a    tip  among  shoe  men. 
for  other  retailers  similarly  situated.  Here,s  &  Good  Redpe 

Trunk  Department  Pays.  Halifax.— "One  good  six-inch  ad.  every 
Winnipeg.— "Many  shoe  men  are  missing  clay  has  increased  my  business  twenty-five 
a  great  opportunity  by  not  handling  trunks  per  cent,  in  six  months.  The  ads.  are  made 
and  bags  of  different  kinds  as  a  side  line,"  snappy  and  bright— and  above  all,  to  the 
said  a  retailer  here  recently.  "I  have  been  point.  My  attention  was  attracted  to  this 
carrying  these  lines  for  years,  and  although  method  of  publicity  through  learning  of 
I  never  keep  a  heavy  stock  on  hand,  I  find  the  great  success  attendant  upon  its  use 
them  ready  sellers  and  good  feeders  for  my  by  firms  in  other  places.  Xo  more  of  the 
shoe  departments  proper.  I  never  miss  the  big  occasional  sensational  splurges  for  me." 
space  they  occupy.  This  can  generally  be  This  dealer  has  proven  by  experience  that 
found  by  careful  arrangement  of  stock,  steady  advertising  surely  pays.  Some  re- 
Repeat  orders  will  fill  up  vacancies  in  stock  tailers  could  show  an  even  greater  increase 
at  any  time."  m  trade  consequent  upon  such  publicity. 

Emphasizing  Leather  Value.  He  Got  the  Shoes 

Quebec— "A  good  way  to  drive  home  the  When  the  man  in  617  said  he  wanted  to 
value  of  the  leather  used  in  a  certain  shoe  get  ys  sh0es  half  soled  and  heeled  in  a 
is  to  display  it  in  the  window  in  conjunc-  \mrTy  anc[  wanted  a  shoemaker  to  sew  the 
tion  with  a  piece  of  the  leather  used  in  its  so]es  011j  t.ne  bellboy  thought  he  scented 
manufacture.  In  the  case  of  patents 
tans  this  method  is  exceptionally 
this  season,  as  these  leathers  are  all  the 
rage.  I  have  done  this  for  a  long  time 
now,  and  also  use  a  good  show  card  call- 
ing attention  to  the  quality  and  appear- 
ance of  the  leather  in  question."  Many 


an  easy  way  of  turning  over  a  penny  or 
timely  two. 

"The  job  will  cost  $1.50,"  answered  the 
hoemaker. 

"Aw,  make  it  $1.25,"  said  the  bellboy. 
"Can't  do  it,"  said  the  cobbler. 
"Well,"  persisted  the  boy,  "call  it  $1.50, 


shoe  men  are  now  adopting  this  plan,   but  and  giye  me  a  bill  for  §2_  See?" 


many  more  could  do  so  profitably.  Manu- 
facturers will  always  supply  sample  leather 
for  this  purpose. 


Later  in  the  day  the  boy,  with  the  shoes, 
a  bill  for  $2,  and  an  additional  item  of  50 
cents  which  he  had  tacked  on  for  "mes- 
enger  service,"  knocked  at  the  door  of  617. 

"Fine  job,"  commented  the  owner  of  the 
shoes.  "What's  this?  $2.50?  they're  not 
worth  it.    Say,  how  are  you  off  for  shoes?" 

"Pretty  low,"  answered  the  bellboy.  "I 
was  just  thinking  I  would  have  to  take  all 


He  Specializes  on  Misses'  Shoes. 

Montreal. — One  shoe  man  here  realizes 
the  tremendous  field  for  exploitation  offer- 
ed by  the  demand  for  a  natty  yet  durable 
shoe  suitable  for  young  girls  from  thir- 
teen to  sixteen  years  of  age.    Such  shoes 

,    ,  •  ,  ,  my  savings  to  buv  a  new  pair, 

are  rather  scarce,  and  the  service  accorded 

this  class  of  customers  is  seldom  what  it 
might  be.  In  his  newspaper  advertising 
and  also  by  means  of  show  cards  and  fol- 
low-up matter,  he  exploits  the  superior 
shoes  and  service  received  by  his  custom- 
ers. It  has  been  a  big  dividend  producer, 
and  has  gained  him  many  customers  for 
his  regular  lines. 


Getting  "  Next  "  to  the  Youngsters. 

Guelph. — A  retailer  here  is  a  great  be- 


"Poor  fellow,"  said  the  visitor.  "What 
size  do  you  wear?" 

"Seven  and  a  half  C,"  was  the  answer. 
"Well,   say,  you  just  take  these.  You 
are  welcome  to  them." 

The  boy  almost  dropped  a  tear  of  grati- 
tude. He  murmured  his  thanks,  and  as  he 
turned  to  the  door  said:  "And  shall  I  tell 
them  at  the  office  to  charge  the  bill  for 
repairs  to  your  account?" 

"Not  on  your  life,"  replied  the  visitor. 


liever  in  looking  carefully  after  every  child  "I  gave  you  the  shoes  and  you  accepted 
who  comes  into  the  store,  no  matter  what  them.  Do  you  think  I  am  going  to  pay 
his  or  her  errand  may  be.  Even  if  only  for  repairs  to  your  shoes?" 
a  pair  of  laces  is  wanted,  the  little  tot  or  There  was  something  in  the  eyes  of  the 
the  miss  in  her  teens,  as  the  case  may  be,  is  visitor  that  told  the  bellboy  to  get  out  in 
accorded  courteous  attention   and  prompt  a  hurry.    Then  he  had  to  go  over  and  pay 


service, 
potential 


He  considers  that  the  child  is  a  the  shoemaker  $r.so  for  a  pair  of  second- 
customer  a  little  later   on,   and  hand  shoes. 
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Random  Hits 

Laws,  Modern  and  Ancient,  and  Their  Application. 


LAWYERS  "A  man  who  is  his  own  lawyer  has  a  fool 
AND  FOOLS  for  a  client."  This  proverb  no  doubt 
originated  in  a  law  office.  Nevertheless 
lawyers  live  on  fools  and  that  is  why  they  take  for  granted 
that  every  man  who  goes  into  the  witness  box  is  one  of  the 
herd.  Sometimes  they  get  fooled.  A  lawyer  badgering  a 
witness  asked  him  how  far  away  he  was  when  the  thing  he 
said  he  saw  happened.  "Fifty-two  feet,"  he  promptly 
replied.  Scenting  at  once  an  opportunity  to  corner  a  wit- 
ness so  positive  as  to  distance  the  legal  man  said  sarcastically, 
"Now  perhaps  you  will  be  able  to  explain  to  the  jury  how 
you  happen  to  know  you  were  exactly  fifty-two  feet  away." 
The  reply  came  without  hesitation.  "I  thought  some  damn 
fool  would  ask  me  and  I  measured  it  at  the  time."  There 
may  be  fools  who  try  their  own  cases  in  court,  but  there 
are  plenty  who  go  out  kicking  themselves  for  employing 
lawyers  who  don't  know  law  from  a  hole  in  the  ground. 

EARLY  "Early  to  bed  and  early  to  rise  "  may  make 

RISING  one  "healthy  and  wise,"  but  there  are  men 

who  go  to  bed  late  and  mix  breakfast  and 
lunch  who  can  put  rings  around  fellows  who  are  snoozing  at 
ten  and  up  with  the  lark.  It  is  not  the  amount  of  sleep  a 
fellow  gets  or  when  he  does  his  work  that  counts.  The  "mid- 
night oil"  is  better  than  daylight  for  some  people,  and  they 
are  far  from  being  owls  either.  It's  what  a  man  does  with 
his  evenings  that  tells  on  him.  The  man  who  uses  up  his 
vitality  at  night  and  sleeps  when  he  should  be  looking  after 
his  business  can't  expect  to  amount  to  much.  The  man  who 
sleeps  when  he  should  have  his  eyes  open  and  his  think 
tank  moving,  or  is  awake  when  there  is  nothing  to  do  but 
yawn  will  ever  have  the  satisfaction  of  seeing  things  go. 

SOW'S  EARS  "You  can't  make  a  silk  purse  out  of  a 
sow's  ear,"  but  if  you  need  a  purse 
and  a  sow's  ear  is  the  only  available  material,  if  you  can't 
make  a  pretty  good  money  bag  out  of  the  old  grunters 
aural  appendage  you  are  not  the  man  you  ought  to  be.  There 
are  a  lot  of  people  so  filled  with  prejudice  that  unless  they 
get  things  just  to  their  liking  they  balk.  Some  of  the  great- 
est successes  in  life  have  come  from  things  that  most  people 
would  despise.  A  milkman  who  is  at  the  head  of  a  large  busi- 
ness tells  with  pride  that  his  beginning  was  made  peddling 
sausages  from  door  to  door  in  a  basket.  Another  large 
manufacturer  laid  the  foundations  of  an  immense  establish- 
ment by  hawking  buns  and  cookies.  Because  these  men 
occasionally  make  grammatical  mistakes  or  eat  with  a  knife 
they  are,  doubtless,  catalogued  as  "sow's  ears." 

THE  OLD  'You  can't  teach  an  old  dog  new  tricks," 

TRICKS  but  if  the  dog  is  given  a  good  reason  he 

will  show  you  there  are  a  few  tanks  in  his 
brain  notswithtanding  his  years.  Pig-headedness  is  too 
ready  to  make  this  an  excuse  for  stubbornness.  When  some 
fool  thinks  he  knows  more  than  some  men  who  can  render 
a  reason  he  hides  behind  this  stupid  libel  on  the  dog's  intel- 
ligence.  The  man  who  is  too  old  to  learn  whether  he  is  forty 


or  eighty  is  the  one  who  is  ready  for  the  chloroform  act.  Are 
you  one  of  the  pig-heads  who  like  to  be  thought  an  "old 
dog"?  Old  dogs  like  Gladstone,  Bismark,  Garibaldi,  Sir 
John  A.  Macdonald,  Sir  Wilfrid  Laurier  give  the  lie  at  such 
arrant  humbug  as  this  proverb. 

HORSES'  "Don't  look  a  gift  horse  in  the  mouth." 

MOUTHS  Yet  exercise  the  right  to  decide  for  yourself 

whether  you  are  open  to  receive  gifts  of 
horses  or  anything  else.  If  the  Trojans  had  looked  care- 
fully over  the  points  of  the  horse  the  Greeks  left  with  them 
they  would  have  saved  themselves  a  good  deal  of 
trouble.  There  are  some  people  mean  enough  to  take  a 
gift  and  throw  dirt  at  the  giver.  The  man  who  will  violate 
the  spirit  of  a  well  meant  gift  would  rob  his  grandfather's 
grave.  When  you  take  a  gift,  even  if  you  devote  it  to  the 
scrap-pile,  take  it  for  the  worth  that  is  behind  it. 

BIRDS  AND  "A  man  is  known  by  the  company  he  keeps" 
FEATHERS  but  you  can't  say  a  fellow  is  a  millionaire 
who  herds  with  nabobs.  There  are  too 
many  cattle  with  crooked  horns  herding  with  good  people 
to  take  for  granted  that  because  you  see  them  in 
church  or  at  a  charity  meeting  they  are  all  wool.  There  are 
some  fellows  also  who  run  with  rascals  who  are  not  to  be 
taken  at  the  rating  their  company  may  give  them.  As  a 
rule  birds  of  a  feather  flock  together,  but  occasionally  you 
will  find  differences  in  spite  of  the  plumage,  otherwise  one 
might  say  all  the  Ottawa  flock  were  grafters. 

DOGS  AND  "The  boy  is  the  father  of  the  man,"  but 
PUPS  some  boys  make  better  fathers  than  boys, 

and  some  had  better  have  died  young.  You 
can't  always  tell  what  kind  of  a  dog  a  pup  will  make  any  more 
than  you  can  tell  what  kind  of  a  pup  a  fairly  decent  boy  may 
become  when  he  grows  up.  It  depends  more  on  the  train- 
ing or  surroundings  than  on  the  breed,  although  blood  gen- 
erally tells.  There  are  conditions  that  breed  pups  from  dogs 
as  well  as  dogs  from  pups.  With  right  handling  a  pretty 
poor  breed  will  develop  a  mighty  good  dog,  and  very  little 
will  spoil  the  best  bred  dog  in  the  country  for  a  bench  show. 

LITTLE  "Little  leaks  sink  the  ship."    Lots  of  fine 

LEAKS  looking  ships  have  gone  to  the  bottom.  No 

one  knows  why  or  where.  Plenty  of  men 
have  gone  down  and  no  one  has  been  able  to  put  his  finger 
on  the  holes  in  their  characters  or  methods.  The  leaks  were 
there  just  the  same.  When  it's  a  collision  or  a  miss  in  the 
steering  the  calamity  is  bad  enough  but  when  it  is  just  plain 
holes  and  hidden  rottenness  it  is  sad.  There  have  been  men 
rated  by  the  agencies  and  their  friends  as  Ai  Lloyds  who  have 
foundered  without  apparent  reason,  the  only  guess  being 
hidden  or  secret  flaws  that  eat  into  the  vital  spot.  The  big 
leaks  are  sure  of  attention.  The  steady  eat  or  wear  of  the 
hidden  worm  baffles  everybody  but  those  who  know  it  is 
there.  Get  rid  of  the  little  things  that  threaten  your  busi- 
ness, your  home,  or  your  character. 


Just  Among  the  Trade 

What  the  Retailers,  Jobbers,  and  Manufacturers  Are  Talking  About— Business  Changes  and  New  Enterprises 

— -Breezy  Topics  That  Will  Interest  and  Instruct. 

W    M    Foster  has  opened  a  new  shoe  Manufacturing  Company,  Toronto,  was  in  British   Columbia,   of  the  Canadian  Con- 

j'n '  Canary  Montreal  on  a  business  trip  last  week.  soli  dated    Rubber     Company,     who  was 

M°re  1              "'  „     ^    . ,  ,_.  spending  a  few  days  in  Toronto,  has  re- 

W.  G.  Cavanagh  has  started  in  the  shoe  Mr.  David  Vine,  of  the  Barne  Tanning  ^  ^ 

business   in    Wilkie.    Saskatchewan.  Company,  was  m  Montreal  on  a  business 

visit  recently.  Chas.  Tilley  &  Son    have    sold  their 

The  Montreal  Box  Toe  Manufacturers,  '  property  at  160  Bay  Street,  Toronto,  and 

Montreal,  have  been  incorporated.  The   Deverell   &   Sims    Shoe   Company  ^  un{krtaken  the  erection  of  a  large 

F    T    Layman    shoe  dealer,  of  Parkhill.  £™  Started  busi"eSS  °"  Bay  Str6et'  Fott  new  factory  and  warehouse  at  90  Rich- 

~  ;  \      „ec:    '  j                                      wimam.  d  gtreet  w£st   which  win  cost  about 
Out ,  ha^  assignee. 

Rvan  &  Devlin,  shoe  retailers  of  Wmni-  $13,000. 

C.  W.  Scott,  shoe  merchant,  has  begun  ^                 ^  photograpl      taken   0,  representing  George 

business  in  Grimsby.                                   th.e  intcrior  of  their  store,  and  presented  ^                           Montreal>  was  a  visi_ 

K.  S.  Aboud  &  Co.,  shoe  retailers,  Grand  each  member  of  their  staff  with  one.  ^  fco  Toronto  during  the  past  week_  He 

Falls.  N.  B.,  have  sold  to  Habeel  &  Cory.      John  Affleck>  of  the  Ya,le  Shoe  Company,  is   covering   Western   Ontario   as   far  as 

George  W.  Smith  has  opened    a    new  Winnipeg,  has   removed    to    his    summer  Windsor  in  his  touring  car  in  the  interest 

shoe  store  in  Glencoe,  Ont.                         cottage,     "The     Billiken,"     at     Sturgeon  0f  the  Invictus  shoe. 

R.  Slater,  shoe  dealer,  Embro,  Ont.,  has  Creek.  According  to  Mayor  John  J.  Mitchell,  of 

sold  out  his  business.                                     A.  C.  Fox,  who  has  been  with  the  Win-  Bowmanville,   Ont.,   that  town  is  experi- 

.    r        nipeg  Rubber  Company  for  the  past  twelve  encing  a  very  lively  industrial  boom.  The 

John  Stephens,  of  the  Kirvan-Doig  Lorn-             ^  winnjpeg.  has  resigned  and  Goodyear  T(ire  and  Rubber  Company  is 

pany,  Montreal,  was  in  the  city  last  week.  ^  ^  ^  ^.^^  {n  c^ry  tripling  its   faciIitieS|  and  js  in  need  of 

\    Lew    Yonge   Street,   Toronto,   was                              •                          mj  fifty  additional  hands. 

j-<-\\,                       '                .            Ludlow  Bros.,  of  Brantford,  have  moved  3 

in  Brockton.  Mass.,  last  week  on  Dusmes  .  ^              quarters   on    Dalhousie  Street,  The  Gait  Shoe  Manufacturing  Company 

Pall,  Cafin  &  Donner,  shoe  retailers,  at  and  jlave  opened  a  men's  furnishing  store  has  been  incorporated,  with  headquarters 

Fort  William,  Ont.,  have  been  succeeded  \n  connection  with  their  shoe  store.  in  Gait.    The  share  capital  is  $40,000,  and 

lw  'Reniamin  Cafin  o    t  r    «    i.     1      >■*,:*  the  provisional  directors  are  Ernest  Clos- 

Dy  Benjamin  wuu,  -yy    g_  l0USO11i    Qf    Montreal,    district         *  TT 

1     t    „f   a v,or       ,  r      A    %.        r  jjt,     r„„    son  Getty,  A.  M.  Stewart,  and  Dr.  J.  H. 

H.  Schroeder,  shoe  merchant,  of  Aber-  sai_es   manager   for    Quebec   of  the   Can-  ^  df  d 

deen,  Sask.,  has  disposed  of  his  stock  to  adian  Consolidated  Rubber  Company,  was     fl  or 

E.  Beeman.  in  Toronto  last  week.  Rioton  has  a  new  trunk  factory.  The 

r-    1  t-v        11  tt    t>  •  1         j  n,          1      :  company  will  be  made  up  largely  of  the 

T    McDerm  tt    of    the    Cook-Fitzgeraid  T.   H.   Reider,  of   Montreal,  viee-presi-        ^    J  ;       0  J 

■'■    iviLi^cimni,  >                             r>„kw  Hepburn  Bros,  and  Mr.  Martin,  of  Berlin, 

fomnanv    London,  Ont.,  has  had  a  very  dent  of  the  Canadian  Consolidated  Rubber  F 

Lompdii\,  luiiuu  ,  „n  expen.eniCed  trunk  manufacturer.  The 

successful  trip  in  the  West.  Company,  Montreal,  was  a  recent  visitor  ^ 

■ua'-"1         1  ^    J  factory    will    employ    from    twenty  to 

The  shoe  store  of  J.  A.  Mason,  Hali-  t0     oiono.  thirty-five  people.    It  starts  work  at  once, 

fax,  was  recently  damaged  to  a  consider-  Frank  Slater,  with  the  Eagle  Shoe  Com-  x   ^  ^  ^  ^  ^ 

able  extent  by  fire  and  water.  pany,  Montreal  was  in  Toronto  last  week  ^         Three  RiyerS;  Quebec> 

Gainsby  &  Upton  fcave  bought  th«  bo*  showing  the  fall    and    winter    lines    of  ^  ^  semi_annual  ,yis-t  t0  Toronto  kst 

ness  at  Stratton,  Ont.,  formerly  conducted  Strider  footwear.  w€e3c  calling  upon  leading  members  of  the 

by  Anderson  Bros.  E.  T.  Jacobi,    Toronto,    and    Clayton  trade.      He  reports    a  big    demand  for 

D    Lome   McGibbon,  of  Montreal,  has  Hurlburt,     Preston,     Ontario,     were_    in  Doctor>s  Antiseptic  Shoe. 

,       ,            \t  Rochester,  N:  Y.,  last  week  on  a  business  .  c  ,« 

been  spending  a  few  days  m  New  York  auuiraLC  '  .  ,  .                     ,  L     .,  •        •        H.   M.  Stephens,  sales  manager  of  the 

city.  7'  and  Pld<mg  "P  S°me  kte  thmgS  m  Regal  Shoe  Company,    Whitman,  Mass.; 

W.  E.  Woelfle,  sales  manager  of    the         ^  .  W.  S.  Stetson,  production  manager;  I.  W 

Kaufman  Rubber  Co.,  Berlin,  was  in  the         N.  M.  Ruthstem     of    Racine,    Wis    Hol,brook,   a   factory   superintendent,  and 
,       ,  .  m„„fu  manufacturer  of  Ruthstein  s  famous  steel  Mr.  Moore  of  the  retail  stores  department, 

city  for  a  few  days  last  month.  .  „„  '  .  „ 

shoe  for  men,  was  in  loronto  last  week  on  0f  t,h.e  same  company,  were  in  Toronto  re- 

George  E.  Boulter,  of    the    George  E.  |>usiness     He  reports  a  big  demand  for  his  cently  on  business. 

Boulter  Co    paid    a  ^business    visit    to  ^  ;„  m,any  parts  of  Canada.                     r    m    MacGowan>  former  manager  of 

Rochester,  -  .     ..   as    w     .  ^    w^  fierscht,  late  of  the  Rowan-Ogg  the  Edmonton  business  of  the  James  Mc- 

H.  M.  Morgan,  representing  G.  T.  Haw-  Sho£  company>  Guelph,    has    joined    the  Cready   Company,     has     been  appointed 

kins,   of   Northampton,   Eng.,   was  in   the  traveiing  staff  0f  jMcLaren  &  Dallas,  To-  manager  0f  the  footwear  department  of 

city  recently.  ronto,  and  is  covering  the  territory  along  the  Canadian  Consolidated  Rubber  Com- 

The  Lang  Tanning  Co.,  Berlin,  will  erect  the  lake  front.                                            pany,  at  Winnipeg,  and  has  entered  upon 

an  addition  of  no.ooo  square  feet  of  floor  The  ,by_iaw  to  grant  a  loan  of  $40,000  his  new  duties. 

•pace.  to  the  Independent  Tire  Company  was  de-      jMr    Smith,    of   Hannan   &   Son,  New 

S.   R.   Wickett,  of  Wickett   and   Craig,  feated  by  Peterboro  ratepayers,  the  votes  York,  has  completed    a    successful  trip 

tanners!   Toronto,    was   in    Montreal   last  polled  for  the  industry  falling  420  short  of  through  the  West  and    reports  business 

week  on  businc-^  the  required  legal  number.                          good.     He  was     accompanied    by  Mrs. 

M.  Langmuir,  of    the     M.     Langmu.r  R.  Jamieson,  of  Vancouver,  manager  for  Smith,  who  is  a  daughter  of  Mr.  John 
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Hannan,  and  a  bright  business  woman. 
Mr.  Smith  placed  the  agency  for  his  lines 
in  Winnipeg  with  the  Yale  Shoe  Store. 

D.  J.  M.  McGeary,  late  of  Winnipeg, 
has  been  appointed  manager  of  the  Royal 
Shoe  Store  in  Saskatoon.  This  is  one  of 
the  finest,  most  attractive  and  admirably 
appointed  establishments  in  the  West.  The 
fixtures  are  very  handsome  and  the  stock 
well  selected.  The  store  was  opened  re- 
cently by  C.  D.  Mitchner  &  Co. 

H.  B.  Ames,  M.P.,  who  is  a  director  of 
the  Ames,  Holden,  McCready  Co.,  Mont- 
real, is  leaving  for  Europe  on  a  summer 
tour.  Mr.  Ames  contracted  fever  in 
Egypt  two  years  ago  and  for  some  time 
there  was  a  fear  that  he  would  not  re- 
cover. His  health  to-day  is  good,  but  he 
has  decided  on  a  lengthy  trip  to  strengthen 
himself. 

It  is  a  standing  practice  of  the  Yale 
Shoe  Store,  of  Winnipeg,  when  a  record  is 
broken,  to  entertain  the  staff  to  a  special 
dinner.  The  last  one,  just  before  Easter, 
was  held  at  Hislep's,  when  fifteen  covers 
were  laid,  and  the  best  of  everything  was 
ordered.  A  jolly  time  was  spent^and  brief, 
bright  speeches  made  on  the  success  of  the  0f  our  efforts." 
Easter  trade  and  the  loyalty  and  co-op- 
eration of  the  sales  force. 

Among  the  members  of  the  trade  who 
paid  a  visit  to  Toronto  during  horse  show 

week  were :    W.  J.  Greer,  Wingham  ;  John 

Hellyar,   Bowmanville ;   L.  E.   Rowan,  of 

the  Rowan-Ogg  Shoe     Co.,    Guelph ;  S. 

Vermilyea,  of    the  Belleville    Shoe  Co., 

Belleville;    W.    and   S.   Grosch,     of  the 

Grosch  Felt  Boot    Co.,    iMilverton;  and 

others. 

Guelph  City  Council  put  through  a  by-lav/ 
authorizing  the  city  to  make  a  loan  ct 
$20,000  for  twenty  years  at  four  and  one- 
half  per  cent,  interest  to  the  Independent 
Tire  Company  of  Toronto.  In  return  the 
Independent  Tire  Company  are  to  erect 
factory  which  will  cost  $50,000,  and 
which  fifty,  and  probably  one 


weeks,  with  a  fine  range  of  fall  and  winter  Toronto  during  the  past  week  with  a  full 
footwear,  which  embraces  women's,  and  comprehensive  showing  of  the  Scout 
misses'  and  children's  welts,  men's  and  shoe  for  boys— a  decidedly  fine  and  effect- 
boys'  slippers,  as  well  as  women's  motor  ive 
and  ski-ing  shoes.    Some  very  neat 


line — which  comes  in  tan  calf,  patent 
and  colt,  velour  calf,  gun  metal,  veal    calf,  box 


graceful  styles  were  displayed.  Mr. 
Buchanan's  sample  room  was  the  centre 
of  many  delighted  callers,  who  were  look- 
ing for  something  of  a  discriminating 
character. 


of  the  Parlor 
celebrated  his 
April  28.  Mr. 


calf  and  heavy  grain  leathers.  They  are 
in  oxford  ties,  blucher  bals.,  and  high  cuts, 
all  on  the  latest  lasts  with  short  vamps 
and  high  toes,  McKay  sewn,  fair  stitched 
and  imitation  Goodyear.  Mr.  Bordeaux 
also  represents  the  Regina  shoe  for  wo- 
men, made  by  J.  I.  Chouinard,  of 
Montreal.  It  embraces  many  fine  creations 
in  patent  and  calf  leathers  as  well  as 
suedes,  corduroy,  velvets  and  satin.  Mr. 
Bordeaux  covers  Ontario  from  Toronto  to 
Windsor  and  north  as  far  as  Owen  Sound. 

A  Select  Shoe  Display. 

F.  B.  B.  Patten,  of  Oshawa,  who  repre- 
sents the  Ames,  Holden-McCready  Com- 
pany, of  Montreal,  was  in  Toronto  during 


a 
in 

hundred 


hands  are  to  be  employed.   The  by-law  will  leather  Journal. 
go  to  the  ratepayers  to  be  voted  on  May 
29th. 

F.  M.  Cowan,  of  Chatham,  Ontario,  who 
represents  the  Winn  Co.,  Limited,  of 
Perth,  Ontario,  was  in  Toronto  during  the 
past  fortnight,  with  a  full  range  of  fall 
and  winter  lines,  which  the  company  is 
now  turning  out  in  its  new  and  well- 
equipped  factory  at  Perth.  Mr.  Cowan's 
sample  room  was  visited  by  many  shoemen, 
who  admired  the  representative  collection 
of  boys',  girls',  youths',  and  infants'  foot- 
wear, all  of  solid  leather,  in  McKays  and 
turns.  Mr.  Cowan  reports  having  booked 
big  business. 

P.  Buchanan,  representing  the  Smar- 


F.   R.   Foley,  proprietor 
Shoe  Store,  Bowmanvillle. 
tenth  year  in  business  on 
Foley  always  marks  another  milestone  by 
holding  a  special  sale,  and  'the  anniversary 
offerings  are  bargains  in  every  sense  of 
the  word.    He  has  only  one  special  sale 
annually,  when  he  gives  discounts  from  15 
to  35  per  cent.    Mr.  Foley  in  one  of  his 
announcements,  says :    "We  have  endeav- 
ored continuously  to  serve  the  public  with 

good  goods,  fair  dealing,  and  courteous  the  past  two  weeks^^^^^^^^^^^B^S 
treatment,  believing  that  satisfied  custo-  tinctive  and  snappy  lines  in  men's  and  wo- 
mers  are  our  best  advertisements.  On  men's  footwear.  His  samples  in  button  and 
these  principles  and  with  the  valuable  as-  blucher  for  men  embraced  the  latest  cre- 
sistance  of  advertising  we  have  built  up  a.tions  and  lasts  in  patent  colt,  tan  Russia 
a  fine  business,  our  large  yearly  increase  calf,  winter  calf,  gun  metal,  box  calf,  ve- 
being  the  best  evidence  of  the  appreciation  lours  calf,  many  with  viscolized  soles,  and 

others  with  rubber  soles  and  heels..  In 
women's  footwear  representative  selec- 
tions in  buttons,  blucher  and  balmorals, 
were  displayed,  which  for  fit,  workmanship 
and  graceful  lines  were  much  admired.  The 
Cuban  heel,  short  vamps,  close  edge,  roomy 
toes  and  high  arches  were  evidenced  in 
the  various  productions,  and  several  heavy 
orders  were  booked.  Mr.  Patten  is  now 
visiting  Quebec  City  and  Ottawa. 

An  Artistic  Equine  Window. 

The  Yonge  Street  house  that  captured 
second  prize  in  the  recent  window-dress- 
ing contest,  conducted  by  the  Toronto 
Horse  Show,  was  that  of  the  Regal  Shoe 
Store,  of  which  George  Chambers  is  the 
manager.  The  design  was  particularly  ap- 
propriate to  the  occasion,  horse  show  colors 
predominating.  Everything  about  the  im- 
posing front  was  suggestive  and  remindful 
of  the  big  event  of  the  week.  The  flooring 
was  of  tan  bark,  and  the  color  scheme  yel- 
low and  blue.  The  mural  background  was 
formed  of  yellow  crepe  paper  and  relieved 
by  vines  of  blue  crepe.  In  the  right  angle 
of  each  triangular  window,  one  being  de- 
voted to  the  display  of  men's  wear  and  the 
other  to  women's,  was  a  papier  mache 
horse's  head,  fully  bridled,  and  giving  the 
impression  that  the  steed  was  ready  to  step 


L.  H.  Drake. 

One  of  the  Acton  Company's  force 


of 


circulation  men  who  is  covering  Western 
Ontario  in  the  interest  of  the  Shoe  and 


Into  Larger  Quarters. 

The  Scholl  Manufacturing  Company, 
manufacturers  of  foot  specialties  and  or- 
thopedic appliances,  New  York  City,  have 
moved  from  2  Hudson  Street,  where  they 
have  been  for  the  past  three  years,  to  102 
Church  Street.  This  move  was  rendered 
necessary  on  account  of  the  vast  increase 

of  business  on  "Foot-eazers"  and  other  into  the  improvised  paddock.  Leading  from 
specialties  which  the  Scholl  Company  have  the  bridle  to  shoes  which  were  admirably 
recently  started  to  manufacture,  and  by  displayed  on  pedestals  and  given  sufficient 
carrying  a  larger  stock,  the  services  are  show  sPace 
greatly  improved  for  supplying  jobbers  crePe  PaPer 
with  all  the  different  goods  in  quantities 


desired. 


J. 

don  shoe,  manufactured  by  Smardon  and 
Percival,  Montreal,  was  in  Toronto,  at  the 


N.  J. 


A  Fine  Line  for  Boys. 

Bourdeaux,  of  Windsor,  represent- 


ing Edward,  during  the  past  couple  of  ing  Jackson  &   Savage,  Montreal,  visited 


were  yellow  streamers  of 
A  horse  shoe  of  generous 
size  of  blue  with  yellow  chrysanthemums 
for  nails  was  suspended  over  and  at  the 
back  of  each  equine  head  and  on  both  side 
walls  was  a  blue  pennant  bearing  the  sign 
of  the  Regal.  Stylish  carriage  whips  were 
crossed  over  each  horse's  head.    High  on 
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each  wall  were  two  small  crepe  paper  horse 
shoes.  The  appointments  were  thoroughly 
in  keeping  with  the  occasion,  and  the  foot- 
wear on  exhibit  was  of  the  latest  lasts 
and  patterns,  both  in  high  and  low  cuts. 
William  Smith,  who  is  window  trimmer 
for  the  Regal  store,  conceived  the  eques- 
trian design,  and  his  work  fully  merited  all 
the  praise  that  it  received. 

Shoe  House  Assigns. 

The  Emmett  Shoe  store,  123  Yonge 
Street,  made  an  assignment  last  week. 
The  establishment,  which  has  been  con- 
ducted in  the  name  of  Mrs.  H.  N.  Em- 
mett, with  her  husband  as  manager,  has 
done  a  turnover  of  over  forty  thousand 
dollars  a  year.  The  financial  statement 
presented  to  the  creditors,  which  em- 
braced Hamilton,  London,  Toronto,  Mont- 
real, Belleville,  and  Brockton,  Mass., 
firms,  showed  liabilities  of  $22,188.15  and 
assets  of  $4,189.50.  A  settlement  at 
twenty  cents  on  the  dollar,  ten  per  cent, 
being  payable  forthwith,  has  been  effected 
by  John  L.  Chisholm,  who  has  been  em- 
ployed for  several  years  in  the  store,  and 
was  asked  to  take  over  and  continue  the 
business.  It  is  understood  that  Mrs.  Em- 
mett will  be  associated  with  him.  Mr. 
Chisholm  is  a  thoroughly  experienced  and 
popular  shoe  man,  and  his  many  friends  in 
the  trade  who  will  wish  him  success  in 
his  undertaking.  The  new  management  is 
now  in  charge.  The  Emmett  store,  which 
handles  men's  lines  exclusively,  is  one  of 
the  best  appointed  and  admirably  fitted  up 
of  any  in  the  city. 

All  Is  Not  Sunshine. 

A  Toronto  shoe  man,  who  gives  largely 
to  charitable  institutions,  is  in  return  often 
made  the  victim  of  circumstances,  and  this 
is  how  he  explains  it.  "Frequently  the  in- 
mates of  these  homes  need  shoes,  and  the 
managers  or  superintendents  make  out  an 
order  and  send  the  parties  down  to  my 
store  to  obtain  what  they  require  in  the 
line  of  footwear.  I  thought  that  I  would 
be  able  to  get  rid  of  some  slow-going  lines 
by  this  method,  as  1  give  such  institutions 
goods  at  practically  cost.  Do  you  suppose 
the  inmates  will  take  any  junk?  Not  a 
bit  of  it;  they  demand  the  very  latest  in 
the  shape  of  heels,  vamps  and  uppers,  and 
will  not  accept  anything  else.  They  look 
into  the  windows  and  they  know  before 
they  enter  the  store  what  are  the  prevailing 
styles,  and  they  insist  on  these.  The  par- 
ties will  not  be  satisfied  with  anything  else. 
I  thought,  when  first  I  contributed  to  these 
institutions,  they  would  help  me  clear  out 
certain  lines  which  in  a  big  stock  like 
mine,  are  bound  to  pile  up,  and  if  I  got 
only  first  cost  I  world  be  satisfied.  Now  I 
have  to  dispose  of  up-to-date  stuff  at  prac- 
tically a  loss,  and  go  down  in  my  pocket 
every  few  days  for  a  gift  of  five  or  ten 
dollars  to  help  along  the  work  of  these 
charities.    Once  having  put  my  hand  to 


the  plow  there  appears  to  be  no  turning 
back,  as  if  I  did  the  managers  and  directors 
themselves  who  come  to  my  store  would 
probably  withdraw  their  patronage,  which 
amounts  to  considerable,  and  their  trade  is 
the  one  redeeming  feature  of  the  whole 
thing.  I  wished  I  had  looked  more  into 
the  matter  before  taking  the  plunge." 

Stability  in  Rubber  Prices. 

Some  of  the  largest  rubber  interests  are 
of  the  opinion  that  the  end  of  the  era  of 
abnormally  high  prices  and  extreme  fluc- 
tuations in  crude  rubber  is  now  definitely 
in  sight.  It  is  extremely  unlikely  that  ex- 
cept in  periods  of  great  panic  the  world 
will  ever  again  see  crude  rubber  shoot 
upward  from  $1.50  to  over  $3  per  pound 
and  decline  again  inside  of  a  twelve- 
month to  $1.13. 

Leading  interests  are  confident  that 
rubber  will  continue  to  rule  below  $1.50 


when  speaking  of  a  cash  register ;  ''and 
this  is  how  I  am  making  it  pay  for  itself." 
He  produced  a  slip  of  paper  from  the  ma- 
chine. On  one  side  of  the  manilla  was 
printed  his  name,  street  address,  and  busi- 
ness, with  the  amount  of  the  purchase 
money.  "Five  dollars  in  these  cash  checks 
entitle  you  to  twenty-five  cents  worth  of 
anything  in  the  store  free.  This  is  good 
for  five  per  cent,  face  value  any  time  here." 
On  the  reverse  of  the  check  were  cuts  of 
a  shoe  before  and  after  repairing,  with 
the  words,  "First  class  repair  de- 
partment in  rear.  Shoes  repaired  by 
skilled  mechanics." 

"I  find  that  about  forty  per  cent,  of  my 
customers  keep  the  checks  on  their  pur- 
chases," added  the  speaker,  "and  it  is  a 
good  drawing  card.  On  a  five-dollar  pair 
of  shoes  the  saving  effected  is  sufficient  to 
get  a  bottle  of  liquid  blacking  or  some- 
thing equally  .useful   in  the  findings  de- 


GALLERY  OF  PROMINENT  SHOE  RETAILERS 


J.  J.  Haines,  Belleville. 


Martin  J.  Burns,  London. 


per  pound  for  ■many  months.  For  one 
thing  stocks  of  rubber  in  sight  are  double 
what  they  were  a  year  ago. 

They  may  be  placed  at  about  10,000  tons, 
compared  with  less  than  5,000  tons  a  year 
ago. 

A  speculative  Brazilian  syndicate  is 
loaded  up  with  over  5,000  tons  of  high- 
priced  rubber.  Of  this  amount  the  syndi- 
cate has  been  carrying  2,400  tons  ever 
since  prices  soared  to  $3  per  pound  a  little 
over  a  year  ago.  They  accumulated  an- 
other 3.0CO  tons  on  the  decline,  and  are  sit- 
ting on  the  entire  lot.  It  was  this  syndi- 
cate which  pushed  prices  up  from  $1.13  to 
$1.75  per  pound,  but  consumers  refused  to 
Ik-  frightened,  and  a  more  natural  market 
at  around  $1.30  per  pound  has  been  estab- 
lished. 

Believe  in  Rebate  System. 

"The  best  investment  I  ever  made,  al- 
though it  cost  me  four  hundred  dollars," 
remarked    a    Toronto    suburban  dealer, 


partment.  The  five  per  cent,  discount 
scheme  in  trade  proves  very  satisfactory, 
and  you  get  closer  to  your  customers  by 
giving  them  something  that  will  entitle 
them  to  some  little  consideration  if  they 
remain  with  you.  I  have  known  several 
families  to  save  these  checks  until  they 
had  sufficient  to  obtain  a  pair  of  shoes 
free  for  one  of  the  children,  or  one  of  the 
older  members. 

Origin  of  Heels. 

Why  people  should  wear  shoes  is  easily 
understood :  why  shoes  should  have  heels 
is  more  or  less  of  a  problem  to  most  peo 
pie.    But,  like  many  other  old  customs,  their 
origin  was  very  simple  and  natural. 

Heels  originally  came  from  Persia, 
where  they  were  used  in  the  shape  of  small 
wooden  blocks,  which  the  people  fastened 
below  their  sandals  in  order  to  keep  their 
feet  as  high  above  the  level  of  the  burning 
sands  as  possible.  At  first  they  were  only 
four  centimeters  high  for  men  and  women 
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alike.  Soon,  however,  the  ladies  favored 
fabulous  sizes,  reaching  to  as  much  as  36 
centimeters. 

A  few  years  later  on  these  heels  were 
brought  to  Venice,  where  they  became  the 
fashion;  they  were  called  chapineys,  and 
were  ornamented  and  decorated  in  every 
possible  style  and  shape  that  cobblers  could 
dream  of.  The  height  of  the  chapineys 
showed  the  rank  of  the  wearer,  and  finally 
they  attained  such  dimensions  that  many 
fashionable  ladies  were  quite  unabl;  to 
walk. 

Condemn  Co-operative  Bills. 

Resolutions  condemning  the  two  co-op- 
erative bills  now  before  Parliament  were 
adooted  at  the  annual  meeting  of  the 
Montreal  Retail  Merchants'  Association. 
These  bills,  which  have  been  introduced  at 
Ottawa  for  three  or  four  years  back,  were 
declared  to  be  dangerous  legislation  for  the 
public.  The  general  objection  raised  against 
the  bills  was  that  they  would  permit  irre- 
sponsible persons  to  collect  funds  from  the 
working  classes,  under  promise  that  they 
benefit  by  being  members  of  a  co-operat- 
ive association,  which  would  in  return 
sell  them  merchandize  at  reduced  rates, 
but  it  was  alleged  that  the  history  of  these 
organizations  in  England,  where  they  were 
looked  upon  as  having  socialistic  tenden- 
cies, was  that  failure  often  came  to  their 
doors,  and  the  subscribers  only  found  out 
later  they  had  been  duped.  The  discussion 
was  brought  to  a  close  by  the  expressed 
wish  that  the  members  of  the  House  would 
do  their  utmost  to  throw  out  both  bills,  in 
the  interests  of  commerce,  worked  up  by 
the  association  members,  and  resolutions 
were  adopted  condemning  the  two  bills. 

Great  Rubber  Exhibition. 

Not  the  least  interesting  of  the  exhibi- 
tions to  be  held  in  London  in  the  coro- 
nation season  is  the  rubber  exhibition, 
which  is  to  be  opened  in  the  Agricultural 
Hall  at  the  end  of  June.  It  is  expected 
that  within  ten  years  there  is  every  chance 
of  London  streets  being  covered  with  a 
new  rubber  composition  pavement,  and 
that  London,  instead  of  being  one  of  the 
noisiest  cities  in  the  world  will  be  the  most 
silent. 

Sir  Henry  A.  Blake,  speaking  at  an  en- 
tertainment in  connection  with  the  last 
rubber  exhibition,  said  he  looked  forward 
to  the  time  when  rubber  will  compete  with 
the  quarry.  He  had  the  authority  of  a 
well  known  manufacturer  for  saying  that 
at  half  a  dollar  a  pound  rubber  could  be 
used  economically  for  street  pavements. 

The  supply  of  plantation  rubber  is  likely 
to  be  immensely  increased  in  the  next  few 
years,  while  the  opening  up  of  South  Am- 
erica may  lead  to  an  additional  output 
from  that  source.  There  are  good  judges 
who  prophecy  that  by  191 5  the  price  of 
crude  rubber  will  have  dropped  to  half  a 
dollar  a  pound.  Then  will  come  the  op- 
portunity of  those  who  for    years  have 


been  experimenting  with  the  rubber  com- 
position which  will  supply  the  perfect  pave- 
ment for  London  and  other  large  cities. 

Rubber  pavement  is,  of  course,  no  new 
thing.  Such  places  as  the  roadway  under 
the  Midland  Hotel  at  St.  Pancras  Station 
and  the  courtway  of  the  Savoy  Hotel  have 
been  paved  in  this  way  in  order  to  prevent 
persons  being  disturbed  by  the  heavy  traf- 
fic. It  has  been  laid  down  in  sheets,  and 
its  endurance  is  said  to  be  wonderful. 

At  the  rubber  exhibition  in  June  there 
will  be  a  comprehensive  display.  One  firm 
has  undertaken  to  pave  the  main  avenues 
of  the  hall  at  a  cost  of  something  like  $5,000. 

With  King  George  as  patron,  and  Sir 
Henry  A.  Blake  as  president,  the  Exhibi- 
tion promises  to  be  the  most  representative 
that  ever  has  been  held.  More  than  twen- 
ty-four colonies  and  countries,  comprising 
all  the  rubber-producing  areas  of  the  world, 
will  be  officially  represented. 

Some  of  the  Best  Sellers. 

Pumps  are  selling  well  according  to  lead- 
ing city  shoe  merchants,  and  are  more  in 
favor  than  oxfords,  being  neater,  lighter 
and  more  dressy  for  warm  weather  wear. 
Some  of  the  catchiest  lines  have  one  and 
two  straps,  as  it  is  not  always  possible, 
owing  to  the  peculiar  formation  of  feet,  to 
make  this  class  of     footwear     fit  snugly 
without  the  aid  of  a  strap  or  two.  Nearly 
all  the  offerings  have  a  high   arch  and 
Cuban  heel.    The  bows,  for  the  most  part, 
are  simple,  but  effective,  being    of  metal, 
patent,  gun  metal,  calf  and  pleated  corded 
silk.    Other  showings  are  in  suede,  Roman 
silk,  velvet,  and  a  few  in  cravenette.  One- 
hole  ties  are  also  to  the  front,  and  are  sell- 
ing well.    S?ndals  will  be  worn  to  a  cer- 
tain extent,  judging  by  present  sales,  and 
a  curiosity  is  an  eight-strap  sandal  shoe 
of  patent  colt  with  Cuban  heel.    The  rush 
for   tan   buttons,   bluchers   and  balmorals 
keeps  up,  and  manufacturers  who  prophe- 
sied that  tans  would  be  a  strong  favorite 
have  been  correct  in  their  predictions.  An- 
other feature  is  the  number  of  pumps  for 
men  that  are  being  sold  in  gun  metal  calf. 
They  are  almost  as  popular  as  patent  for 
dress  occasions. 

Plight  of  a  Shoe  Manufactuier. 

Miss  Cecielia  B.  Wilson,  of  the  Co-oper- 
ative Nurses  Club,  of  Hartford,  Conn.,  has 
put  her  sweetheart,  John  White,  in  a  penal 
institution  for  safe  keeping,  while  she  has 
gone  to  Bermuda  on  a  three  weeks'  vaca- 
tion. White  is  a  shoe  manufacturer  at 
Brockton,  Mass.,  and  the  two  have  been 
engaged  for  fifteen  years.  When  she  went 
to  Brockton  to  bid  him  good-bye,  he  hardly 
knew  her,  and  merely  smiled  when  she  said 
die  was  going  to  Bermuda.  She  looked  at 
him  tearfully  and  then  she  hurried  to  the 
Lynn,  Mass..  police  court  and  asked  Judge 
Eisk  to  commit  White  to  some  nice,  safe 
public  institution  where  he  could  get  into 
a  proper  state  of  sobriety  by  the  time  she 
returned  from  Bermuda. 

The  judge  committed  White  to  the  Mas- 


sachusetts State  Farm,  at  Bridgewater. 
After  it  was  all  over  and  she  had  got  back 
to  Hartford,  Miss  Wilson  found  that  the 
Bridgewater  place  is  a  penal  institution. 
She  had  imagined  it  was  a  sanitarium. 

Miss  Wilson  was  tearful  when  interview- 
ed. "Oh,  dear  me !"  she  exclaimed,  "here 
I've  gone  and  put  John  away  in  a  dread- 
ful place.  All  I  wanted  to  do  was  to  stow 
him  somewhere  for  safe  keeping  until  I 
got  back  from  Bermuda."  John,  she  said, 
had  been  on  the  water  wagon  for  seven 
months.  His  brother,  a  Canadian  inspector 
of  the  mines,  drove  the  vehicle,  she  added. 
"John  does  try  so  hard  to  be  good,  and  he 
would  have  been  all  right  when  I  went  to 
bid  him  good-bye,  only  he  had  fallen  in 
with  some  old  cronies  from  Halifax.  I 
have  written  to  John  telling  him  to  cheer 
up,  that  it  was  all  for  the  best,  though  I 
never  intended  to  put  him  on  the  farm." 

Big  Easter  Business. 

Reports  received  from  retailers  and  job- 
bers in  Winnipeg  are  to  the  effect  'that  the 
volume  of  Easier  business  surpassed  any- 
thing before  seen  in  that  city.  Many  shoe 
merchants  made  attractive  'window  dis- 
plays. The  fronts  of  the  Moyer  store,  the 
Ade  store,  and  others  called  forth  much 
pleasant  comment,  so  artistic  was  the  'win- 
dow trimming.  There  has  been  a  strong- 
push  for  orders  among  the  retailers  by 
rubber  and  felt  goods  representatives. 
Competition  has  been  very  keen,  and  one 
merchant  had  as  many  as  six  representa- 
tives from  one  house  at  his  place  at  once. 

Value  of  the  Trade  Paper. 

To  be  sure,  'here  are  some  trade  papers 
which  are,  let  us  say,  second  rate.  But 
where  you  will  find  one  journal  under  this 
class,  you  will  find  a  dozen  or  more  worthy 
of  a  careful  reading  by  the  "busiest  man 
in  the  office."  Some  mingle  on  the  sunny 
side  of  the  world  to  divulge  information, 
while  others  give  facts  and  figures  to  keep 
the  reader  abreast  of  the  times.  We  do 
not  believe  there  is  any  trade  or  occupa- 
tion that  has  not  its  trade  journal;  one 
would  be  'surprised  at  the  number  were  he 
to  see  a  complete  list. 

Some  business  men  get  more  value — 
cold  dollars  and  cents  value — out  of  their 
trade  journal  than  others  do;  and  this  is 
worth  remembering,  for  if  one  reads  his 
journals  in  a  careless  manner  he  cannot 
expert  to  derive  the  same  benefit  as  the 
man  who  takes  enough  interest  in  them 
to  read  carefully,  thoughtfully  and  sys- 
tematically. If  you  want  to  know  the 
latest  and  most  important  news  of  your 
trade,  you  must  read  your  trade  papers; 
and  after  you  are  once  in  the  habit  of  do- 
ing so  you  will  lie  surprised  to  see  what 
a  lot  of  useful  ideas  and  tips  you  can  get 
out  of  them. 

And  don't  forget  about  your  employees! 
Many  merchants  require  that  all  their 
clerks  shall  read  the  trade  papers. 
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REGAL  BUYS  OUT  SOVEREIGN  SHOE  CO. 


The  Regal  Shoe  Co.,  which  have  their 
headquarters  in  Boston,  are  taking  up  the 
manufacture  of  their  line  of  shoes  in  Can- 
ada, having  bought  out  the  Sovereign 
Shoe  Co.,  102-4  Atlantic  Avenue,  Toronto. 
For  some  time  this  company  have  had  this 
move  in  view,  owing  to  the  rapidly  ex- 
panding demand  for  Regal  Shoes  in  Can- 
ada, for  although  their  samples  have  been 
coming  to  Canada  only  about  five  years, 
they  already  have  established  a  great  many 
successful  agencies,  so  that  to-day  the  Re- 
gal Shoe  for  men  enjoys  the  largest  sale 
of  any  American  shoes  sold  in  the  Do- 
minion. 

The  Regal  Company  quickly  realized 
that  if  they  could  build  up  such  a  success- 
ful trade  with  thirty  per  cent,  duty  against 
their  goods  they  could  surely  immensely 
increase  their  trade  with  even  prices,  with 
no  duty  against  them,  hence  they  decided 
to  open  a  Canadian  factory.  They  have 
been  very  fortunate  in  securing  the 
premises  of  the  Sovereign  Shoe  Company, 
as  this  factory  is  just  new,  being  built  less 
than  three  years  ago,  specially  for  fine 
shoe  manufacturing,  it  enjoys  the  reputa- 
tion of  being  one  of  the  most  economically 
arranged  and  up-to-date  structures  in 
Canada. 

The  Regal  Company  will  equip  the  Can- 
adian branch  with  lasts  and  patterns  di- 
rect from  head  office,  send  their  own  su- 
perintendents and  any  necessary  supplies, 
so  as  to  produce  the  Regal  Shoe  in  Can- 
ada exactly  as  at  home  and  at  the  same 


prices,    which    news    will    be  welcomed. 

This  invasion  of  the  Canadian  manufac- 
turing by  such  a  reputable  firm  as  the  Re- 
gal Company  marks  an  important  epoch 
in  the  development  of  the  trade  in 
Canada,  and  will  mean  a  decidedj 
saving  to  thousands  of  past  purchasers 
of  Regal  Shoes,  and  thousands  of  new 
purchasers  will  be  found,  a.s  Regal  Shoes 
have  already  won  the  highest  reputation  for 
superior  craftsmanship,  up-to-date  style 
and  excellent  finish.  While  the  Snog  and 
Leather  Journal  welcomes  the  new  com- 
pany, it  is  sorry  to  see  the  Sovereign  Com- 
pany merged,  as  they  have  enjoyed  a  thriv- 
ing business,  the  highest  reputation  for 
goods  produced,  and  honorable  dealing,  but 
it  is  pleasing  to  learn  that  H.  B.  Pollock, 
who  established  the  Sovereign  Company, 
will  be  retained  as  Canadian  manager  by 
the  Regal  Company.  This  is  a  wise  move 
on  the  part  of  the  new  company,  as  Mr. 
Pollock  possesses  the  reputation  of  being- 
one  of  the  best  all-round  factory  men  in 
Canada,  and  consequently  the  new  combin- 
ation is  bound  to  be  a  strong  one.  The 
parent  company  of  Boston  is  one  of  the 
best  in  the  United  States,  and  the  Canadian 
end  will  have  the  fullest  support  and  equip- 
ment of  every  department,  from  head  of- 
fice. This  assured  them  a  tremendous  ad- 
vantage to  get  Canadian  trade.  Applica- 
tions from  Canadian  dealers  for  agencies 
for  the  Regal  line  are  already  pouring  in, 
and  every  prospect  for  the  new  company  is 
the  brightest. 


a  groove.  The  end  of  the  pin  rests  on  a 
washer  near  its  upper  end,  and  the  pin  is; 
provided  with  a  collar  to  support  the  crown 
of  the  last. 

A  Young  Shoe  Dealer. 

Rowland  Hill,  who  conducts  two  good 
shoe  stores  at  189  Dundas  Street  and  429 
Hamilton  Road,  London,  Ontario,  issues  a 
neat  menu  book  each  year,  which  he  pre- 
sents to  his  customers.  It  has  proved  a 
good  advertisement,  especially  in  reaching 


Some  Recent  Inventions. 

The  following  information  has  been  com- 
piled for  The  Canadian  Shoe  and  Leather 
Journal  by  Mr.  G.  Hughes,  R.P.A.  Editor 
of  "British  Machinist  and  Patents,"  of  55- 
56  Chancery  Lane,  London,  W.C.,  England, 
who  will  give  advice. 

Patent  No.  23,763 — Messrs.  A.  &  C. 
Fearnside,  of  Bradford,  have  been  granted  a 
British  patent  of  Addtion  for  a  heel  protect- 
or, which  consists  in  providing  the  suction- 
preventing  grooves  in  the  rubber  heels  so 
that  they  terminate  short  of  the  central 
recess  in  the  pad,  thus  leaving  a  wall  of  rubber 
between  the  recess  and  the  grooves,  which 
serves  to  lessen  distortion  of  the  pad  in  wear. 

Patent  No.  23,786. — Boots,  etc.,  P.  Fowler, 
of  16  Paget  street,  Loughborough,  Leicester- 
shire. Breasting  heels.  Heels  with  or  with- 
out top-lifts  contained  in  a  vertical  hopper  are 
pushed  one  at  a  time  below  a  breasting  knife 
by  a  rod  adjustably  clamped  on  a  slide 
which  is  reciprocated  through  a  yielding  con- 
nection by  a  cam  on  a  shaft.  The  extent  of 
fonvard  travel  of  each  heel  is  controlled  by  a 
stop  mounted  on  a  slide  which  is  moved  in 
one  direction  by  contact  between  a  wedge  and 
a  roll  vertically  adjustable  on  the  knife  car- 
rier and  in  the  other  direction  a  spring.  The 
knife  is  mounted  on  a  plate  which  slides  in 
guides  on  the  plates,  itself  sliding  in  guides 
on  a  bracket  on  the  machine  frame.  The 


plate  is  provided  with  lugs  to  which  rods  are 
attached,  the  rods  being  connected  to  a  cam 
on  the  shaft.  A  screw  adjusts  the  positicn 
of  the  knife,  after  being  depressed  by  the 
action  of  the  same  and  is  raised  by  springs 
until  it  comes  into  contact  with  the  ends  of 
screws.  A  piece  of  leather,  lead,  etc.,  is  in- 
serted in  the  table  below  the  knife. 

26802. — An  improved  machine  for  heels 
of  boots,  etc.,  is  patented  by  Messrs. 
Copper  and  the  British  United  Shoe  Ma- 
chinery Co.,  of  Leicester,  England.  This 
invention  consists  of  the  operating  means 
of  the  heel  ejector  of  a  heel-compressing 
machine  being  provided  with  a  yielding- 
connection  so  that  in  the  event  of  a  heel 
jamming,  damage  is  averted. 

27244.— Mr.  T.  G.  Plant,  of  Boston,  U.S. 
A.,  has  been  granted  an  English  patent  for 
a  jack  for  a  slugging  or  other  machine, 
and  comprises  a  spindle  formed  with  an 
enlarged  socketed  base  adapted  to  move 
freely  over  a  pin  A  cage  removably  secur- 
ed  to  the  spokes  of  a  hand-wheel  by  which 
the  position  of  the  jack  post  is  adjusted, 
serves  to  limit  the  amount  of  tilting  move- 
ment of  the  spindle.  The  upper  en.!  of 
the  spind'e  is  socketed  to  receive  the  conic- 
al end  of  a  freely-movable  last-supp  j-ring 
pin,  which  is  retained  in  the  end  of  the 
spindle  by  the  engagement  of  a  spring  with 


the  children's  trade.  Mr.  Hill  has  added 
a  touch  of  personal  interest  to  the  booklet 
by  using  a  cut  of  his  own  sturdy  little  son 
on  the  inside  cover.  The  boy  takes  the 
greatest  interest  in  his  father's  business, 
and  is  never  so  happy  as  when  carrying 
around  a  few  cartons. 

Move  Against  U.S.  Shoe  Co. 

A  despatch  from  Washington  says :  A 
bill  aimed  at  the  United  Shoe  Machinery 
Company  and  its  alleged  monopoly  of  the 
shoe  manufacturing  machinery  business 
has  been  introduced  in  Congress  by  Repre- 
sentative Peters,  of  Massachusetts.  The 
bill  provides  that  any  owner  or  beneficiary 
of  a  United  States  patent  cannot  forbid 
the  use  of  other  machinery  when  leasing 
hh  patent.  The  United  Shoe  Machinery 
Company  leases  its  machines  under  con- 
tracts prohibiting  the  lessees  from  using 
the  machinery  of  any  other  firm,  and  in  this 
way,  it  is  charged,  controls  the  shoe  trade. 
The  bill  v/as  referred  to  the  Committee  on 
Interstate  and  Foreign  Commerce. 
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Quebec  Markets 


BOOTS  AND  SHOES.— The  manufac- 
turers are  busy  completing  spring  runs,  a 
number  of  them  being  pushed  to  fill  their 
orders.  The  wholesalers  and  jobbers  re- 
port trade  as  satisfactory.  There  has  been 
a  fairly  good  sorting  trade  done.  The  ma- 
jority of  the  retailers  consulted  say  that 
there  may  not  be  at  the  present  time  such 
a  boom  in  trade  generally  as  was  experi- 
enced in  May  last  year,  yet  trade  condi- 
tions are  fairly  good  and,  what  is  better, 
show   signs   of   promise.     Tightness  of 


Greasy  cape   18  22 

Medium   20  22 

TALLOW.— The  market  is  quiet,  with 
prices  unchanged  since  last  report.  There 
is  a  goodfdemand.  We  quote  extra  tal- 
low 6y2c  per  pound. 

SHOE  FINDINGS.— A  fairly  good 
trade  has  been  carried  on  in  shoe  findings, 
which  have  shown  an  increased  activity 
during  the  last  few  weeks.  Buying  ahead 
continues  to  improve,  no  doubt  induced  by 


money  in  the  public  has  naturally  tended  tne  better  tone  of  the  leather  markets.  A 
to  keep  things  back  somewhat,  consumers  few  g0od  sales  have  taken  place.  Prices 
have  limited  tiheir  purchases  and  jobbers  are  about  unchanged,  and  firm. 


The  latest  quotations  are  as  follows: 

Leather,   friction   and  fibre 

board   3  A  6 

Union  leather   8  9 

Stiff ner's,  union   1  3 

Stiffners,  leather  board,  per 

100  pounds.  .  .    75    1  ■  l5 

Insole  leather.**^   7  8 

Leather  board,  per  lb   2  3 


report  that  some  dealers  have  held  back 
their  orders  to  see  how  affairs  would 
shape,  thus  affecting  their  own  operations, 
although  the  circulation  of  money  in  this 
district  is  tending  day  by  day  to  open  the 
purses  of  merchants,  and  it  is  expected  that 
the  present  month  will  be  very  good. 

HIDES.— The  hide  market  continues 
quiet.  There  are  no  great  quantities  com- 
ing in,  and  those  being  received  are  of 

good  quality  .  It  is  said  that  there  are  small      FISH  OILS. — The  business  during  this 
holdings  at  different  points  throughout  the  montn  has  not  been  quite  up  to  expecta- 
country,  the  idea  being  that  prices    will  t;onSj  ^ut  nas  been  0f  a  fa;r  volume.  Prices 
soon  take  a  rise,  but  as  the  prices  asked  are  nrrmy  maintained.    It  is  reported  that 
are  from  one-half  to  one  cent  higher  that  suppiies  are  light  at  dealers,  and  for  this 
can  be  obtained  in  car  lots  in  the  city,  it  reason  prices  are  well  maintained  at  the 
is  not  likely  that  the  orders  will  find  any  following  quotations: 
takers.    The  tanners  claim  to  be    well  sup- 
plied for  present  needs,  and  are  not  inclin- 
ed to  buy  very  freely.    The  present  indi- 
cations are  that  the  market  will  continue 
steady  at  present  figures,  the  tendency  be- 
ing to  ease  off  rather  than  to  strengthen. 
The  latest  quotations  are  as  follows: 


Sheepskins                             25  75 

Sheep  clip  skins                       10  35 

Lambskins                             15  5° 

City  and  country  hides  quotations.  Prices 
to  butchers: 

No.  1  quoted   io>£ 

No.  2  quoted   9A 

No.  3  quoted   %lA 

CALFSKINS. 

City  and  country  prices: — 

No.  1  quoted   14 

No.  2  quoted   12 

WOOL— The  month  has  witnessed  no 
change  in  the  wool  market.  Manufactur- 


ed oil,  Gaspe,  gal   23 

Sea-hog  oil   35 

Sea-wolf  oil,  refined   35 

Whale  oil,  No.  1 ,  refined,  gal.  1 . 80 

Whale  oil,  No.  2,  refined  1 .77 

Whale  oil,  No.  1,  ordinary. . .  1 .74 
Whale  oil,  No.  2,  ordinary. . .  1 .72 
Cod  oil,  pure  Newfoundland. .  30 
Liverpool  salt   5° 


40 
38 
37 
85 
.82 
.80 
.78 
32 
60 


LEATHER— The  favorable  conditions 
reported  a  month  ago  still  continue.  Prices 
have  been  well  maintained  and  there  is 
every  indication  that  there  will  be  a  con- 
tinuance of  the  bettered  conditions.  A 
large  manufacturing  and  wholesale  firm 
reports  that  there  is  a  splendid  call  for  all 
kinds  of  leather.  In  almost  every  line  of 
manufacture  into  which  leather  enters  there 
is  increased  activity.  The  boot  and  shoe 
manufacturers  have  been  good  customers, 
and  have  placed  orders  quite  freely,  not 
only  for  present  needs,  but  also  for  anti- 
cipated wants.    Sole  leather  still  continues 


ers  have  a  fairly  good  supply  to  meet  the 

demand.    These  are  confident  that  if  they  ^^0^  well  in  both  oak  and  hemlock,  espe 

cially  the  lighter  and    medium  weights 


are  given  a  chance,  as  in  other  markets, 
they  will  relieve  the  situation.  For  the 
present,  prices  remain  unchanged.  The 
latest  quotations  are : 


Canadian  pulled  wool   22  24 

Washed  fleece   24  28 

Unwashed  fleece   16  18 


39 
16 


trade  outlook  is  most  promising.  The  fol- 
lowing are  the  last  quotations: 

LEATHER. 

Harness  leather — 

No.  1  U.  O     36 

Rejected   33 

No.  2   32 

Kangaroo   15 

Splits,  senior,  per  lb   28 

Splits,  junior,  per  lb   27 

Splits,  senior,  per  foot   3 

Splits,  H  and  Mm,  per  foot...  8 

Splits,  M,  per  foot   6 

Splits,  Lm,  per  foot   5>£ 

Splits,  junior,  per  foot   4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  H  M,  per  lb  32 

Splits,  trimmed,  M,  per  lb... .  32 

Pebble,  A  L  •  •  15 

Pebble,  A  L  M   15^ 

Pebble,  AM   H 

Pebble,  AHM   16 

Buff,  AM   15 

Buff,  AH   16 

Moccasin  leather,   red,  per 

stamp  weight,  lb   10 

Oil  grain  (Quebec)  per  foot.  .  17 

Wax  upper,  heavy   4° 

Wax  upper,  light  and  med   38 

Horsehides   3 

Glove  grain   15 

Heavy  grain   15 

Patent  cow   2i>£ 

Patent  cow  chrome   21 

Heavy  upper   19 

Grained  upper   I9>£ 

Scotch  grain   20 

Dongola  kid   14 

Paten  kid  36 

White  alum   tl 

Sumac   9^ 

Col.  sheep.    10 

Napa  sheep   9  A 

India  kid   11 

Patent  colt   36 

Harness   4° 

French  kip  skins   94 

English  kip  skins   55 

Canadian  kip  skins   61 

Hemlock  calf   7° 

Light  calf   70 

French  calf  


18 

42 
44 

17 
17 

23^ 
23 
20 

2oy2 
21 
21 
46 

15 
11 
12 
11 

13 
46 

42 
1.05 
65 
65 
85 
80 

1.65 


TANNERS'  MATERIALS.— The  usual 
amount  of  business  is  being  transacted, 
with  prices  normal.  The  market  is  prac- 
tically unchanged.  The  latest  quotations 
are : 


Patents  are  as  popular  as  ever,  and  will 
have  a  big  run  again  this  season,  judging 
from  the  sale  of  patent  leather.  Colored 
leathers  are  much  called  for  in  tans  and 
browns.  Fancy  leathers  are  meeting  with 
increased  sales  at  firm  prices.    The  general 


Degras   2>H 

Sumac  f69.oo 

8.00 


Gambier  

Hemlock  extract  

Hemlock  bark,  per  cord.  . 

Oak  extract  

Mineral  tanners'  extract.. 
Scuth, lb  


ey2 
5 

7-50 
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Montreal  Markets 


BOOTS  AND    SHOES.— Retailers    re-     No.  2  cake    5A  6J/2 

port  a  brisk  trade  for  the  new  spring  styles      No.  1  solid    6A  7 

on  display.    Locally  the    extreme    styles,      No.  2  solid    4%  S% 

especially  in  tans  and  patents,  are  very  LEATHER.— Colored  leather  is  at  a 
popular  among  the  young  men.  Button  premjum,  and  is  the  one  bright  feature  of 
boots  are  also  popular  among  this  class  tne  tracje  at  present.  A  certain  amount  of 
of  trade.  Tans  and  patents  are  selling  patent  is  also  moving,  but  manufacturers 
with  a  rush  in  every  shape  and  quality,  are  not  short,  as  is  the  case  with  tan  leath- 
and  will  be  worn  very  extensively  this  er_  ^  great  deal  of  American  leather  is 
spring  and  summer.  In  fact,  many  retail-  finding  its  way  into  Canada  at  prices  that 
ers  report  that  they  can  hardly  keep  make  it  hard  for  Canadian  tanners  to  meet, 
enough  tan  goods  in  stock.  Everyone  is  ^he  dull  state  of  trade  across  the  line, 
looking  for  a  good  summer's  business,  now  and  tne  necessity  for  a  foreign  out'et,  is 
that  the  inclement  weather  appears  to  be  responsible  for  this  feature  of  the  situa- 
dehnitely  over.  tion  that  is  not  improving  the  outlook  for 

Retailers  have  been  very  slow  in  plac-  nome  tanners  very  much.  In  fact,  outside 
ing  orders  for  rubbers,  probably  due  to  0f  tan  st0ck,  very  little  leather  is  being- 
caution    on  account  of  the  present  queer  turned  out. 

situation  in  the  rubber  trade.  Most  of  Glazed  kid  is  dead;  absolutely  quiescent 
them  are  trusting  to  repeats  to  keep  stock-  Splits  are  selling  very  slowly,  and  sheep- 
ed  up,  rather  than  any  large  original  or-  sklUls  are  aiso  qu;et  Sole  leather  is  steady, 
ders.  They  are  generally  quite  frank  in  as  jt  js  never  affected  so  much  by  adverse 
criticizing  the  rubber  situation  as  it  stands  conditions  as  are  the  other  lines.  Owing 
at  present.  to  the  mid-season,  manufacturers  are  not 

Among  jobbers  and  manufacturers  good  placmg  orders,  but  are  letting  the  tanner 
sample  orders  have  been  received,  and  pre-  carry  bne  stock  tm  tne  farj  rusn  begins, 
sent  appearances  denote  a  splendid  business  Experienced  leather  men,  however,  are 
a  little  later  on.  A  fair  sorting  trade  on  yot  ,won-yiing  over  tthe  outlook,  staffing 
spring  stuff  is  being  done,  though  at  this  that  the  present  condition  of  affairs  is  fre- 
season  many  of  the  factories  present  a  de-  quently  duplicated  at  this  season, 
cided  contrast  to  the  hustle  and  bustle  of 


spring  and  fall  seasons.  The  tremendous 
demand  for  tan  leather  has  caught  some 
manufacturers  unprepared,  and  trouble  in 
tilling  orders  is  the  consequence,  as  this 
leather  is  at  present  very  active.  Patents 
are  also  prominent  in  repeat  orders,  but 
this  leather  is  plentiful  enough. 

HIDES.— Poor  quality  is  the  rule  at 
present,  which  is  to  be  expected  at  this 
season  of  the  year.  Receipts  are  only  fair, 
and  of  rough  texture,  generally  speaking. 
The  prevailing  dullness  in  the  leather  trade 
of  course  affects  hides  adversely,  as  tan- 
ners at  present  are  buying  anything  but 
freely.  They  have  more  stock  now  than 
they  can  dispose  of  to  advantage,  in  fact 
bides  are  .1  drug  on  the  market  with  them. 
Prices  are : 

BUTCHERS'  BUYING. 
City  and  country  prices — 

No.   1,  quoted    9 

No.  2,  quoted    85*4 

No.  3,  quoted    7V? 

Country  hides   (green    7JA 

Country   hides    ( cured)    3 

CALFSKIN  QUOTATION'S. 
Xo.   1,  Government  inspected .  ...  $0.12 

No.  1,  selected   10 

Lambskins,  city  butchers'  kill....  1.05 
TALLOW.— The  market  is  steady,  with 
practically  no  change  to  report,  either  in 
prices  or  conditions.  The  demand  is  good, 
with  plenty  of  covering  supplies.  Prices 
are : 

No.  1  cake    7/4  7A 


LEATHER. 


Spanish  sole,  custom,  No.  1. . 

27 

Spanish  sole,  No.  2   

23V2 

24/2 

Spanish  B.  A.  hides,  No.  1 . . 

24 

25 

Spanish  B.  A.  hides,  No.  2.. 

22J/2 

23A 

Spanish  B.  A.  hides,  No.  3.. 

21 

Slaughter,  hemlock,  No.  1 . . . 

26 

27 

Slaughter,  hemlock,  No.  2... 

24 

25 

Slaughter,  hemlock,  No.  3... 

23V2 

Slaughter,   oak,   No.  iL  

2/ 

28 

Slaughter,  oak,  No.  2M  

24 

25A 

32 

34 

Wax,  upper,  heavy   

35 

38 

Wax,  upper,  light  and  med.  . 

.38 

42 

Oil  (Western)  grained,  pr  ft.  14 

15 

Oil  (Quebec)  grained,  per  ft. 

12 

14 

Chrome  glazed  kid — ■ 

10 

28 

Patnas,  black   

10 

28 

European   

8 

20 

12 

22 

10 

28 

Owing  to  large  number  of  varieties  of 
glazed  kid,  it  is  impossible  to  quote  on 
many  of  them. 

The  prices  given  below  for  chrome  calf 
and  kips  are  average,  as  lack  of  space  for- 
bids mention  of  the  great  range  in  price 
and  quality  carried  by  large  tanners. 
Box  chrome  calf — 

A.  H.  French    25 

A.  Hm   23 

A.  M   22 

B.  M   24 

B    Hm   21 

I!.   M   19 


Veal,  other  European    17  20 

Veal,   X    15  18 

Grassers    15  *7 

Grassers,  X    14  16 

Reject   12  14 

Box  kips — chrome  turned  — 

A.  H.,  Canadian    20 

A.  Hm.,  Canadian    19 

A.  M   18 

B.  H   17 

B.  Hm   17 

C.  X   15 

Reject   13  down 

Chrome  dull  kip  for  toppings— 

M  20 

L.  M   19 

L   18 

ENAMEL  LEATHER. 
Chrome  sides. (acc.  to  quality)  25  32 
Enamel  colt    30  4° 

SHEEPSKINS. 

Glazed  and  dull,  black    6  6]A 

Colors,  No.  1,  beading   7  7Ai 

Colors,  No.  1,  lining   7YA 

Ooze,  black  and  colors   8  8^2 

Skivers   7V2  8 

Chrome,   glazed    5  8 

Chrome,  dull    7 

Calfine,  A.  H.,  Can.  native   9 

Calfine,  A.  M.,  Can.  native   9 

Calfine,  A.  L.,  Can.  native   9 

Calfine,  B.  H.,  Can.  native   8 

Calfine,  B.  M.,  Can.  native   8 

Pickle  skins  for  lining — 
A  common  pickle    7lA 

B   7 

C   &A 

Cape  A    8A 

Cape  B    7H 

Cape  C    7 

Job    sVa 

H  Facing    7M 

L  Facing   8 

The  prices  are  average,  as  quality  and 
quantity  would  cause  considerable  vari- 
ation. 

TANNERS'  MATERIALS.— In  con- 
formity with  the  general  situation,  prices 
show  no  change,  nor  is  any  expected  until 
heavy  fall  orders  start  the  manufacturers 
at  work  to  get  supplies  to  fill  them. 
Everything  in  tanner's  materials  is  very 
quiet.    Quotations  are  as  follows: 

Sumac   $55  $7° 

Degras    5*A  $A 

Gambier    6  7 

Hemlock  extract    3V2  4 

Quebracho   extract    3  4 

Quebracho  solid    4  5 

Logwood  chips    I72  i34 

Logwood  crystals    12  16 

Logwood  paste    6  9 

Dermiforma    4A 

Egg  yolk    5*A  8 

Egg  albumen    60  75 
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Toronto  Markets 


BOOTS  AND  SHOES— Jobbers  report 
a  good  steady  sorting  business,  while  many 
retailers  were  in  from  different  centres 
during  horse  show  week,  and  took  occasion 
to  place  a  number  of  orders.  Spring  busi- 
ness has  opened  up  auspiciously,  and  all 
the  wholesalers  look  for  a  spendid  trade 
during  the  coming  warm  months.  There 
is  a  strong  demand  for  tans  and  buttons, 
while  enquiries  for  pumps  keep  up  well. 
Fabric  top  shoes  and  velvets  are  moving 
some,  but  the  big  demand  for  the  latter  ap- 
pears to  be  over,  and  fall  samples  show  a 
decreasing  number  of  velvet  creations. 
Nearly  all  the  wholesalers  have  received 
their  fall  and  winter  lines  of  samples  from 
the  manufacturers  and  travelers,  and  are 
now  taking  orders  for  delivery  a  few 
months  later.  Full  reports  received  from 
all  parts  of  the  country  indicate  that,  with 
few  exceptions,  a  very  satisfactory  Easter 
turnover  was  done.  The  tendency  among 
women  particularly,  is  to  buy  more  shoes 
than  formerly,  and  increased  sales  are  re- 
ported in  both  high  and  low  cuts.  Shoe 
manufacturers,  who  are  now  busy  taking 
stock,  are  preparing  for  a  record  fall  busi- 
ness. 

TALLOW. — Prices  remain  steady  and 
quite  firm.  A  fair  amount  is  coming  in, 
and  generally  the  quality  is  fitlly  up  to  the 
average. 

No.  i  cake    6A 

No.  2  cake    4A  5*A 

No.  1  solid    SA 

No.  2  solid   4  5 

WOOL.  — ■  Quotations  remain  steady. 
There  are  no  changes  on  unwashed  fleeces. 
Conditions  regarding  washed  wool  are  un- 
certain as  yet,  owing  to  the  fact  that  heavy 
dealers  in  the  United  States  are  not  inter- 
ested in  them,  pending  the  proposed  tariff 
changes,  and  they  are  not  entering  the  mar- 
ket just  now.  In  the  course  of  two  or  three 
weeks  the  situation  may  be  a  little  more 
definite.  Shearing  has  started,  but  will  be 
more  general  during  the  present  month,  and 
receipts  will  be  larger  than  for  some  weeks. 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects   15 

HIDES. — There  has  been  an  advance  of 
half  a  cent  on  inspected  hides,  more,  deal- 
ers say,  on  account  of  their  improved  qual- 
ity than  any  increased  demand.  No.  1 
steers  and  cow  hides  are  said  to  be  excel- 
lent, but  receipts  are  not  large.  Prices  for 
calfskins  have  gone  up  a  cent.  While  con- 
ditions are  steady,  there  is  not  any  great 
life  to  the  market,  and  tanners  are  only 
buying  when  they  can  get  what  they  re- 
quire at  the  right  figure.  Receipts  in  any 
line  are  not  any  too  large. 

No.  1  inspected  steers  and  cows  10 


No.  2  inspected  steers  and  cows  9 
No.  3  inspected  steers  and  bulls  8 

Country  hides  (green)  flat   8*4 

Country  hides  (cured)  flat   8}i  9 

Calfskins   10  14 

Sheepskins  $1.05  $1.35 

Horsehides,  No.  1    3- 00 

Horsehides,  No.  2    2.00 

LEATHER.— The  majority  of  shoe 
manufacturers  are  now  taking  stock,  and 
their  supplies  are,  of  course,  low,  as  spring 
runs  are  being  closed  up  on  footwear.  Tan- 
ners are  not  rushed,  and  are  turning  out 
only  what  is  required.  A  much  better  class 
of  hides  will  shortly  be  coming  in,  and 
there  will,  from  present  appearances,  soon 
be  a  greater  activity  among  the  shoe  tan- 
neries. Harness  leather  tanners  are  very 
busy,  and  good  reports  continue  to  come  in 
from  all  parts  of  the  country.  The  prices 
are  firm,  and  a  fine  trade  enjoyed  by  the 
dealers  generally.  In  shoe  leathers,  tans 
and  patents  are  likely  to  be  in  as  strong 
demand  as  ever  when  factories  have  fully 
started  on  fall  operations. 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)                                    26  29 

No.  2  Spanish  sole  (for  job- 
bing)                                    25  28 

No.  1  Spanish  sole  (for  mfg. )  26  27 

No.  2  Spanish  sole  (for  mfg.)  25  26 

No.  3  Spanish  sole  (for  mfg.)  23  24 

No.  1  oak  sole                         33  38 

No.  2  oak  sole                        3°  34 

No.  1  oak  sole  bends               50  55 

No.  1  slaughter  sole,  heavy...  30  31 

No.  1  slaughter  sole  medium    30  31 

No.  1  slaughter  sole,  light...  30  31 
Harness  leather — ■ 

No.  1  U.  0                         37  39 

Rejected  U.  0                      36  38 

No.  2  U.  0   3SV2  37 

Hemlock  Country  Harness — 

No.  1                                    32  33 

No.  2                                    31  32 

Upper,   heavy                           48  50 

Upper,  light  and  medium         50  55 

Upper,   grained                         19  20 

Kip  skins,  French   1.15  1.28 

Veal  kips,  Canadian                  75  80 

Hemlock  calf                          75  90 

Imitation  calf                           85  95 

French  calf   T.38  1.62 

Splits,  light  and  medium....  20  22 

Splits,  heavy                           20  22 

Splits,   junior                            18  19 

Patent  colt,  per  foot                30  40 

Pat.  chrome,  sides,  per  ft. . .  28  30 

Enamel  cow,  per  ft  20  22 

Pebble  grain                            15  17 

Buff                                      17  19 

Colored  buff                           20  22 

Russets,  extra  hvy.,  per  doz...$io  $12 

Shoe  russets,  per  lb  45  50 


Russets,  No.  2,  all  grades,  lb.  30  35 

Glove  russets,  per  doz  $6.00  $9.00 

CUT  SOLES.— The  demand  is  at  pre- 
sent rather  light,  and  as  soon  as  factories 
resume  operations  on  fall  footwear  there 
will  be  more  doing.  An  improvement  is 
reported  in  the  quality  of  hides,  and  soon 
there  will  be  short-haired  hides  offering. 
Quotations  remain  unchanged. 

OUTSOLES. 
Oak—  Gauge  Price 

Men's,  No.  1    7-12     3°  45 

Men's,  No.  2    7-12     27  42 

Women's,  No.  1           5-8       18  23 

Women's,  No.  2          5-8      16  21 

Spanish — 

Men's,  No.  1    7-12  26  41 

Men's,  No.  2    7-12  23  38 

Women's,  No.  1   5-8  16  21 

Women's,  No.  2   5-8  14  19 

TAP  SOLES. 

HEIGHT        PRICE  HEIGHT 

Men's  XXX....  6  $4.10— $2.75  4 

Men's  XX   6  3.70—  2.10  4 

Men's  X    6  2.25—  1.85  4l/2 

Women's  XXX..  5  2.40 —  1.95  4 

Women's   XX..  5  2.05—  1.45  3^2 

Women's  X....  4  1.20 —  1.10  4 

Boys'  XXX....  5H  2.90—2.35  4y2 

Boys'  XX   sA  2.65—  2.20  4^2 

Boys'   X   5l/2  1.60—  1.35  4^ 

TOP  LIFTS. 
Men's   XXX....  5A  $i-3S— 

LIS— 
.65- 

■  55— 
•45— 
.70— 
.60— 


•  75 

4A 

.70 

4/2 

•  50 

5 

•50 

4TA 

.40 

4lA 

.60 

4A 

■50 

4V2 

Men's  XX   sJA 

Men's  X   5 

Women's  XXX 
Women's  XX.. 
Boys'  XXX... 
Boys'  XX. 

SHAPED  HEELS. 

Size.  Price. 

Men's.    5-8—10-8      8— 15c  pr. 

Women's    5-8 — 13-8       7 — 11c  pr. 

BOX  TOES. 

Men's  zTA    5c  pr. 

Women's  2.%    3*4C  Pr- 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's   7Y4   8c  pr. 

Women's  S3A    &Ac  pr. 

TANNERS'  MATERIALS.— There  are 
no  alterations  to  record,  and  business  gen- 
erally is  quiet. 

Sumac   55-00  $70.00 

Degras   4  6A 

Gambler    6lA  7A 

Cod  Oil,  pure  Nfld.  tanked...  47  50 

Cod  Oil,  Gaspe    40  42 

Hemlock  extract    3A  4 

Oak  extract    zA  4 

Quebracho   extract    zY\  4^ 

Quebracho  solid    4A  5 
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American  Markets 


HEMLOCK  SOLE.— Dealers  report  a 
fair  business,  and  a  reasonably  good  vol- 
ume of  sales  has  been  recorded.  Few 
manufacturers  have  purchased  more  than 
3,000  to  5,000  sides  at  the  limit.  Small 
transactions  are  the  rule,  and  the  major 
portion  of  sales  have  been  in  500  to  1,000 
sides.  All  common  hide  leather  is  moving 
in  Buffalo,  China  and  Rangoon.  There  is 
more  or  less  light  and  middle  Rangoon  in 
warehouses.  The  export  trade  continues 
steady,  and  several  thousand  sides  have 
been  ordered  by  cable  and  the  leather  for- 
warded. Receipts  are  not  much  above  50 
per  cent,  normal  in  Boston.  Several  shoe 
manufacturers,  while  they  are  not  specu- 
lating, are  evincing  rather  more  interest, 
and  are  talking  of  good-sized  blocks. 

There  is  a  slight  improvement  reported 
in  Xew  York,  the  demand,  however,  con- 
tinues limited.  Prices  are  steady  on  stand- 
ard tannages,  on  account  of  the  short  sup- 
plies of  good  leather.  A  further  improve- 
ment is  anticipated  shortly,  as  the  fall  cut- 
ting season  in  the  shoe  trade  is  soon  to 
open. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont,     mon  H. 

No.  1,  ight   23    24       22  22>£ 

No.  1,  mid   23    24  22 

No.  1,  over   23    24  22 

No.  2,  light   22  21 

No.  2,  mid   22    . .  21 

No.  2,  over   22    23  21 

No.  3,  light   19    20  19 

No.  3,  mid   19    20  20 

No.  3,  over   20    21  19^20^ 

Rejects   18  16 

Scabs   15    16  12 

Buffalo  China 

No.  I,  light   19    20  21 

No.  1,  mid   19    20  22 

No.  1.  over   19  20 

No.  2,  ligh   18  20 

No.  2,  mid   18  18 

No.  2,  over   18 

No.  3,  over   18 

No.  3,  mid   16 

No.  3,  light   15  16 

Scabs   11 

Acid,  New  York  Selections 


Light  

Mid  

Over  

Rejects  ..  19 
Scabs.  ...  12 


25 


25 


27 
27 
27 
20 

13      ..  .. 
Slaughter,  Packer. 


22  y. 

23 

23 


23 


Mfrs.  over  25  26    26  27    24  25 

All   plumps  Cam- 
den packer  20- 

27-lb  30  31    28  29    26  . . 

UNION  SOLE.— There  is  a  steady  daily 
trading,  but  no  special  activity  can  be 
noted.  Most  sole  cutters,  who  purchased 
liberally  in  January,  have  drawn  down 
these  purchases  to  such  small  residue  that 
they  are  again  in  the  market,  and  collect- 
ively have  taken  several  thousand  backs 
out  of  dealers'  warehouses.  Some  cutters 
are  ready  to  place  orders  for  10,000  to 
15,000  backs,  provided  they  could  get  the 
tannages  they  most  desire.  The  feature  of 
the  situation  is  the  great  demand  for  light 
cow  leather,  and  stocks  of  such  are  small. 
For  such  leather  the  standard  price  is  31c, 
and  for  steer  leather  31c  and  32c  Re- 
ceipts are  moderately  light,  and  the  steady 
sales  and  deliveries  on  contracts  have 
drawn  heavily  on  dealers'  reserve  in  Bos- 
ton. 

UNION  SOLE  QUOTATIONS. 
Tannery  Run. 

Heavy   31  32 

Middle   31  32 

Light   32 

Country  hide  leather  relatively  less.  Cows 
ic  less. 

OAK  SOLE. — There  is  nothing  of  spe- 
cial interest  to  note  in  oak  sole  leather. 
The  larger  tanners  are  sold  ahead  for 
thirty  to  sixty  days,  and  practically  all 
leather  received  is  at  once  applied  to  or- 
ders. Standard  oak  backs  of  all  weights 
are  in  small  supply.  A  standard  selection 
of  clear  backs  for  belting  purposes  will 
command  41c,  while  other  leather  suit- 
able for  shoe  purposes,  can  be  bought  for 
38c  down,  according  to  quality.  There  is 
but  a  moderate  demand  for  Texas  sides 
and  bends  from  findings  stores  in  Boston. 

A  steady  demand  for  small  parcels  of 
scoured  oak  is  noted  in  New  York.  Prices 
are  unchanged,  and  with  a  wide  range. 
Standard  leather  brings  full  value. 

The  call  for  oak  sole  from  Philadelphia 
houses  has  shown  some  improvement  of 
late;  indicating  that  shoe  factories  are 
getting  busier.  Most  of  the  buying,  how- 
ever, is  to  meet  immediate  factory  require- 
ments with  little  disposition  shown  to  or- 
der far  ahead.  The  findings  trade  is  also 
a  little  better,  and  prices  are  firm  on  all 
lines. 

OAK  SOLE  QUOTATIONS. 

No.  1     No.  2    No.  3 


to  12  lb  45    . .  44    •  •  41 

Scoured  bends,  12 

to  14  lb  45    -  •  44    -  •  4i 

Texas  sides,  XX  free  of  brands. ...  34 

Texas  sides  Xhy.  free  of  brands  ....  33 

Texas  sides  A  hy  one  brand   32 

Texas  sides  B  hy  two  brands   31 

Texas  sides  C  hy  more  than  2 

brands  


No.  1 


Texas  bends  XX 
Texas  bends  X. . 
Texas  bends  A.  . 
Texas  bends  B.  . 
Texas  bends  C. . 
California  sides,  It.  . .  28 
California  sides,  mid.  28 
California  sides,  hy.  .  30 
California  backs,  It .  .  32 
California  backs,  mid.  33 
California  backs,  hy. .  35 


•  -  30 
No.  2 

5i  52 
45  47 
43  44 
41  43 

•  •  39 
26 
26 
28 
30 
3i 
36 


No.  1 

No.  2 

Nc 

■  3 

Scoured  backs,  It.  . .  38  40    36  38 

•  35 

Spd.  light  

.24  26 

23  25 

21 

23 

Scoured  bks.,  mid  .  .  40    .  .  38 

•  34 

Plump.light  

■  25  27 

24  25 

22 

24 

Scoured  bks.,  hy  .  .  .  39    .  .  37 

•  34 

Spdymed  

24  26 

23  24 

22 

24 

And  other  grades  in  proportion. 

Plump,  Spdy  . 

•  25  27 

24  25 

23 

25 

Scoured  bends,  8 

Spdy  over  

26  28 

25  27 

23 

25 

to  10  lb  45    •  ■  44 

•  4i 

Plump  over. . . . 

27  29 

27  28 

25 

26 

Scoured  bends,  10 

Oak  back  free  of  brands  for  belting  pur- 
poses, No.  1,  42  cents. 

Oak  backs,  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 

Branded  backs,  No.  2,  37  cents. 

Branded  backs,  No.  3,  34  cents  and  35  cents. 

WELTING. — Western  shoe  manufactur- 
ers are  limiting  their  purchases  to  such 
quantities  as  their  immediate  needs  re- 
quire, and  orders  seldom  call  for  more  than 
50,000  yards.  Buyers  predict  a  price  de- 
cline, but  welting  manufacturers  report  a  j 
continued  scarcity  of  both  single  and  double 
shoulders  suitable  for  welting  purposes, 
and  no  increase  in  supply  is  expected  for 
the  near  future.  Manufacturers  of  high- 
grade  double  shoulder  welting  state  they 
are  obliged  to  pay  from  33c  to  35c  for 
double  Goodyear  shoulders  and  under  such 
circumstances  claim  a  3?4c  basis  for  double 
shoulder  welting  must  be  firmly  maintain- 
ed. Single  shoulder  welting  sells  at  35/2C 
and  side  welting  at  4>4c  for  stock  gauging 
XA  by  3-32  inches. 

SIDE  UPPER  LEATHER.  —  While 
general  business  in  side  leather  such  as 
satin,  kangaroo,  grain,  waterproof  chrome 
sides,  deerskin,  and  kindred  leather,  made 
from  domestic  hides  is  of  a  moderate 
character,  all  tanners  are  effecting  sales  in 
a  small  way.  Shoe  manufacturers  are  pur- 
suing a  conservative  course,  and  while  they 
realize  that  prices  at  which  they  can  bin- 
leather  returns  no  profit  to  the  tanner,  they 
show  little  interest  farther  than  to  supply 
immediate  requirements.  On  the  tanner's 
part  there  is  a  like  indifference  as  regards 
closing  large  advance  delivery  contracts, 
as  they  do  not  control  anywhere  near  a 
normal  reserve,  and  do  not  consider  it 
good  business  to  contract  for  what  they 
cannot  deliver  at  once  from  their  ware- 
house stocks. 
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Established  Over  Half  a  Century 


Address:  BERLIN,  ONT. 


CUT  SOLES 

FROM  THE  FAMOUS 

PENETANQ  SOLE  LEATHER 

"CUTS    LIKE    CHEESE    AND    WEARS    LIKE  IRON" 

We  have  added  a  counter  cutting  department  to  our  business 
and  make  all  lines  of  MOULDED  and  FLAT  COUNTERS 


The  Breithaupt  Leather  Co.  Limited 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material,  best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


KANGAROO 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


^=  ..  O    W.    f!T,ARKE    VlCE-PSES.  AND  TREA8. 

F.  G.  CLARKE,  President.  C.  E.  ^l,  akjsj!,,  v      r«  t?  ,   H-  1.  J   1  ft C 1 

CLARKE  &  CLARKE.,  Limited      ***** m2- 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works— Christie  Street,  TqRONTO. 
rirv  Office  and  Warehouse — 52   Bay  Street, 

City    umce    auu     v  a  ■>  Valier  St.,  QUEBEC.   RlCHABB  Fbebes,  Agents. 

BRANCHES— 59  St.  Peter  St.,  MONTREAL.   G.  S.  Httbbell,  Agent  55d  M.  Valier  B 

HIDE  and  LEATHER. 
FACTORS 


W.H.Staynes&  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


0    and  at  Kettering,  Northampton 
Frankfort  on-Maine. 


Cable  "HIDES,"  Leicester. 


H.  INGLE  &  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents 
I  ariu  I  flnp    LEEDS    ENG.        Alsoat  Bristol,  Leicester  and  Kettering. 

Lady  Lane,  llluo,  c-1™,; Address-. ingot.   
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator-  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  , Buffing  and  Scouring  Machine  "has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  ' shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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BOOTS  AND  SHOES  THAT 
STAND  ROUGH  WEAR 


FOR 


PROSPECTORS,  SURVEYORS, 
CRUISERS,  RIVER  DRIVERS 


IN 


STANDARD  SCREW  AND  GOODYEAR  WELTS 

C.  B.  Dayfoot  <&  Co. 

GEORGETOWN       -        -  ONTARIO 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (SL  CO., 

LYNN,  Mass.,  U.S.A. 


Bonner  Leather  Co. 


■  ^Manufacturers- 


GLAZED  RID 

(Black  and  Colors) 

CHROME  LAMBS 

{Qlazd  and  Dull) 


Salesroom :  214  LEHOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


BOX  TOES  THAT  COME  ALIKE 

Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 

INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 


KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery alwayskeptin  stock.  Askfor  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E.  3778 


s   " 

DUCLOS  ®.  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  an.A  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


Fred.  C.  A.  Mclndoe  &  Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Luther  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


UNITED  STATES 
REFERENCE  BOOKS 

In  addition  to  the  General  Reference  Book  cover- 
ing the  United  States  and  Canada,  we  publish  indi- 
vidual States  and  groups  of  States  in  separate  bind- 
ings, both  as  pocket  books  and  office  editions. 

Rates  of  same  are  quoted  to  subscribers,  or  pros- 
pective subscribers,  on  application. 

R.  G.  DUN  &  CO. 

Establised  1841         212  Offices— 15  in  Canada 
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WHY  THE  YEAR 

1911 

SHOULD  BE  A  GOOD  YEAR 
FOR  SELLING 
GOODYEAR  WELTS 

In  the  year  that  has  just  passed  a  campaign  of  education  and  information— 
which  now  extends  throughout  the  country— was  inaugurated  and  has  been 
continued  and  augumented. 

We  >ay  "campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favourite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it — is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  are  going  to  WANT  GOODYEAR  WELT  shoes.  That 
is  why  this  year  is  going  to  be  a  good  year  for  selling  GOODYEAR  WELT 
shoes.  If  you  are  not  already  familiar  with  all  these  things  yourself,  write 
us.    The  story  is  yours  for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 

MONTREAL,  P.Q. 


The  Standard  in  Style,  Fit  and  Quality  in 

RUBBER  FOOTWEAR 


Don't  get  confused  as  to  quality.  With  so  many 
brands  of  rubbers  before  you,  it's  hard  to  keep  this 
straight.  Maltese  Cross  Brand  is  first  quality.  It  al- 
ways has  been  and  always  will  be,  no  matter  what  the 
prices  are. 

Don't  get  confused  as  to  prices.  A  comparison  of 
prices  on  single  lines  means  nothing.  It's  the  total 
that  counts.  Make  out  your  full  list  of  Fall  require- 
ments at  Maltese  Cross  prices  and  you'll  find  you  can't 
do  better. 

Right  now  is  the  time  to  order.  After  a  while,  prices 
may  be  higher. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg:,  Calgary,  Vancouver, 
Branches :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


1AY  15th 


TORONTO  1911 


JOURML 


The 
Branding 
of 

Footwear 
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Black  Diamond  Chrome  Patent  Leather 
—is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 

Tan  Gun  Metal  Calf— especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf—\n  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock- 
Hub  Gum  Soles 

-A.  C.  LAWRENCE  LEATHER 

COMPANY 

95   SOUTH   ITRCET,  BOSTON 


NEW   YORK  621  Broadway 
GLOVERVILLC.  50  So.  Main  St. 


ROCHESTER  CINCINNATI.  6S2  Sycamore! 
605-6  Powers  Bldg.  ST.  LOUIS,  705  Lucas  St. 
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McKays  and 
Turns 

Men's,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 

§  Where  f 

\  Amherst  i 

MAKE 

EXCELS 


°  TOUGH  SOLID  LEATHER 
£  OUT  AND  INSOLES 

O 
O 
O 
O 

s 

O 


V  DOUBLE  o 
^  TIPS  O 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


The  Leather  Must  be  Right 


\  You  can't  build  a  good  business  on  a  poor  glove, — 

\  And  you  can't  make  a  good  glove  from  a  poor 
leather, — 

\  And  you  can't  buy  good  leather  at  poor  leather 
prices, — 

\  So,  don't  you  think  it  would  be  wise  to  pay  a  fair 
price,  get  the  good  leather,  make  the  good  glove 
and  get  the  good  business  ? 

\  The  good  leather  is  National  Leather. 

\  Properly  tanned,  properly  aged,  properly  colored. 

\  Not  hurried,  not  skimped,  not  slighted. 

\  Pliable,  smooth,  strong. 

\  Buy  a  dozen  skins  today.  If  they  don't  satisfy, 
you  send  them  back  and  get  your  money. 

THE  NATIONAL  LEATHER  COMPANY 
OF  CANADA,  LIMITED 
TORONTO,  ONTARIO 
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Enterprising  merchants  all  over  this 
great  Dominion  are  pushing  Rideau 
Shoes  to  the  front — and  making  money 


When  a  merchant 
has  seen  good 
appearing  shoes 
and  has  sold 
them,  and  when 
the  customer  who 
has  bought  them 
has  come  back 
for  others,  that 
merchant  knows 
he  is  dealing 
with  the  right 
manufacturer. 
Rideau  Shoes  have 
pleased  and  are  still 
pleasing  both  mer- 
chants and  cus- 
tomers all  over 
Canada.  That's 
why  they  are  being 
pushed  to  the  front 
i^by  their  friends. 


A  new  departure  this  season  will  be  the  featuring  of  Women's  Buttoned 
and  Blucher  Laced  in  flexible  welts,  at  close  prices. 
Rideau  travelers  are  now  abroad  in  the  land.    See  them. 

RIDEAU    SHOE    COMPANY,  LIMITED 

MONTREAL   -  CANADA 
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MAKING 

Every  moment  in  the  making  of  Davis 
Calf  Leathers,  service  is  held  above  sales, 

and  nunlif'v  nhnvp  hricp      nor  VOU  see  low~ 

CALF 

priced  leather  is  dear  leather  in  the  end. 
Jt\  hound  to  he 

LEATHERS 

""Raise  the  quality"  is  the  slogan  burned 
into  the  brain  of  every  worker,  for  we  meet 

THE 

competition  with  better  leather  rather  than 

skimped  quality  and  lower  price.    If  a 
machine  is  invented  that  can  do  the  dehair- 

DAVIS 

ing  better  than  the  kind  we  have,  we  install 
it',  if  a  man  develops  exceptional  abilites 

WAY 

and  judgment  in  pickling,     tanning  or 
coloring,  we  pay  him  more,  so  that  he  will 
put  more  of  his  know-how  into  the  leather. 

IS 

So  Davis  leather  possesses  all  the  goodness 
of  which  leather  is  capable.  Its  a  goodness 

A 

that  will  show  most  when  your  shoes  are  on 
the  feet  of  the  buying  public.   It  will  create 

MIGHTY 

a  big  demand  for  your  products. 

Better  write  for  samples  and  prices — NOW. 

PARTICULAR 

Davis  Leather  Co.  Limited 

dUoIIM  too 

AT               7    i    /^i  i 

Psewmarliet,  Unt. 
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SUNSHINE  KID 

fflADE  HARK 
MADE  AND   SOLD  BY 

CORONA  KID  MFC .  CO., 
BOSTON 

MASS' 


NOT 
VARNISHED 


THE  NEW 
SUCCEEDS 
THE  OLD 


If  stage  coaches  were  running,  Mr.  Manu- 
facturer, you  wouldn't  ride  in  one  in  prefer- 
ence to  the  luxurious,  fast  moving  parlor 
car.    You  couldn't  afford  to  do  it. 

You  can't  afford  any  but  the  most  up-to-date 
machinery  in  your  factory. 

You  can't  afford  to  hire  any  but  the  most 
advanced  workmen. 

And  so  with  leathers. 

Whether  you  know  it  or  not,  you  can't  afford 
to  make  a  line  of  varnished  shoes  when 
Sunshine  Colt  or  Kid  is  at  your  command. 

Sunshine  Leathers  have  all  the  good  and 
none  of  the  bad  qualities  of  patent  leathers. 

Sunshine  chases  the  clouds  of  patent  leather 
troubles  and  brings  to  you  better  profits  and 
more  satisfaction. 

Sunshine  Leathers  won't  check  or  crack. 
Send  now  for  our  booklet 


THE  CORONA  KID 

MANUFACTURING  COMPANY 
BOSTON 

MASSACHUSETTS 


(SUNSHINE  COLT] 

MADE  AND   SOLO  BY 

CORONA  KID  MFC  -  CO.., 
BOSTON 
MASS- 
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Fall  Footwear  for 
the  Entire  Family 

In  my  comprehensive  stock  of  fall  footwear  you 
will  find  Boots,  Shoes  and  Rubbers  of  all  sizes 
and  at  all  prices. 

I  have  bought  right  and  will  sell  right. 

When  I  say  I  have  bought  right  I  don't  mean  that 
I  simply  bought  at  low  prices — for  all  is  not  cheap 
that  is  low-priced. 

Style  and  quality  were  the  main  considerations.  The 
price  was  low  because  of  the  immense  lots  purchased. 

And  that  is  why  I  am  able  to  give  you  such  good 
goods  at  such  reasonable  prices  no  matter  what  the 
size  of  your  order  may  be. 

This  stock  comprises  the  best  lines  in  each  grade. 
No  shoddy,  ill-made  goods,  but  the  pick  of  the 
best  factories  in  the  Dominion. 

The  range  of  styles  is  large  and  contains  all  the 
best  selling  shapes  in  the  popular  colors. 

You  will  make  no  error  in  consulting  one  of  my 
salesmen  before  you  place  your  fall  orders. 

JAMES  ROBINSON 

182=186  McGILL  ST.  =  MONTREAL,  QUE. 
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Expertly  made  shoes  in  exquisite 
taste  for  discerning  retailers  who 
have  to  please  exacting  patrons. 
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GETTY  &  SCOTT,  Limited 

GALT      -      -  ONTARIO 


108— Infant's  Patent  Pumps  2-5  $0.75 

208— Child's     "       "  4-7^  1.00 

308— Girl's       "       "  $-0'A  1.20 

408— Misses'     "       "  11-2  1.50 


944— College  Girl  s  Patent  Pumps  2^-7 
$2.00 


139— Infant's  Patent  Blucher  2-5  $0.90 
239— Child's  "  "  4-7^  1.10 
3074— Girl's  "  "  McK  8-0)4  1.35 
4074— Misses'   "         "   "  11-2  1.65 


63 


66 


CLASSIC 


5J 


TRADE 


WINNERS 


IN 


STOCK 


Catalogue  illustrating  complete 
range  will  be  mailed  to  the 
trade  shortly. 


1141— Infant's  Tan  Calf  Sandal  2-5  $0.90 
2141— Child's  "  "  "  4-7^  1.10 
3141— Girl's  8-0 #  1.35 

4141— Misses'  "     "      "     11-2  1.65 
Patent  Leather  same  prices. 


197— Infant's  Chocolate  Kid  Butt  2-5 
$0.75 

297— Child's  Chocolate  Kid  Butt  4-7*4 
$1.00 


4073 — Misses'  Kid  Blucher 
$1.55 

3073— Girl's  Kid  Blucher 
$1.25 

236— Child's  Kid  Blucher 
$1.00 

136 — Infant's  Kid  Blucher  Turn 
$0.75 


McK  11-2 


McK  8-0J4 
Turn    4-7  /2 
2-5 
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ROYAL 


WHAT  WE  HAV: 


WHEN 

STYLE,  FIT 

of   the   highest  o 

WHY  W 


Determination  on  the  part  of  the  makers  to  raise 
"Royal"  Brand  of  Rubber  Footwear  to  such  an 
exalted  position  that  it  will  be  on  a  par  with  any 
and  superior  to  many  of  the  brands  of  the  Rubber 
industry,  ensures  for  the  merchant  and  the  consumer 
the  best  there  is  in  Rubber  Footwear.  Elements  such 
as  Style,  Fit,  Durability,  etc.,  which  enter  into 
the  manufacture,  will  be  such  as  to  establish  a 
reputation  not  only  for  the  brand  but  also  for  the 
merchant  who  handles  it. 


"Bull  Dog"  Brand,  made  on  the  same  lasts  as 
"Royal,''  although  termed  "second"  will  be  as  good 
as  many  of  the  so  called  "firsts." 

Mr.  Merchant,  "Why  wait  longer?" 


Sold  By 

Amherst  Boot  &  Shoe  Co.  Limited 
James  Robinson  . 
Garside  &  White 
McLaren  &  Dallas 
London  Shoe  Co.  Limited 
Kilgour-Rimer  Co.  Limited 


Amherst 
Montreal 
Toronto 
Toronto 
London 
Winnipeg 


INDEPENDENT  R! 


MERRITTON 
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iolutely  assured 

.ONGER 


A 


Recognition  of  the  fact  that  "Kant-Krack"  and 
"Dainty  Mode"  Brands  have  proved  by  actual  test 
to  be  of  such  a  nature  as  to  most  completely  fill  the 
requirements  of  Rubber  Footwear,  is  the  reason  of 
their  great  popularity  with  both  Retailer  and  Wearer 
— a  popularity  which  in  itself  means  a  valuable  asset 
to  the  merchant  who  handles  these  brands. 

For  the  season  of  1911-1912  "Kant  Krack"  and 
"Dainty  Mode"  Rubbers  will  be  all  that  can  be 
desired.  Made  on  absolutely  all  new  lasts,  Styles 
can  only  be  the  latest  and  Fit  the  most  perfect, 
while  the  materials  used  are  such  as  to  ensure  the 
greatest  Durability.  Mr.  Merchant,  is  their  anything 
to  be  gained  by  waiting? 


Sold  By 

James  Robinson  .      .      .  .  •  Montreal 

McLaren  &  Dallas     ...  .  .  Toronto 

London  Shoe  Co.  Limited       .  .  .  London 

Kilgour-Rimer  Co.  Limited     .  .  .  Winnipeg 


Ier  COMPANY 


ONTARIO 
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Do  You  Want  Some  Extra  Profit? 

If  you  have  not  yet  taken  advantage  of  this  opportunity  to  secure  good  shoes 
at  a  very  low  price,  act  now.  Here's  a  chance  that  you  won't  get  again  for 
many  a  long  day,  so  "make  hay  while  the  sun  shines." 

Shoes  for  Men,  Boys,  Youths,  Little  Gents, 
Women,  Misses,  Children  and  Infants  at 
prices  that  will  put  money  in  your  pocket. 

These  shoes  are  as  good  as  you  will  get  anywhere  at  regular  prices.  Well 
made  in  every  respect  of  the  best  of  materials,  they  are  genuine  bargains,  If 
youbuy  of  this  stock  you  will  get  some  good  extra  profit  this  season. 

This  stock  isn't  going  to  be  here  long  so  it  behooves  you  to  act  quickly. 
Write  to-day  for  my  special  price  list. 


F.  BLOUIN 


Manufacturer  of 
Boots,  Shoes,  Moccasins 


QUEBEC 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."   Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  Oil,.    Softens  and  preserves.  Imparts 

a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity .  Finest  quality .  Polishes  without  rubbing.  Retails  25c. 
"BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes,  softens  and 

preserves.  Contain  oils  and  waxes  to  polish  and  preserve  tbe  leather.  Also  Rus=et  Bally  Shine  for  tan  leathers.  Large  tin 

boxes.  Boxes  open  with  a  key.  Retails  10c. 
"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10c. 

"  DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 
"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.     Restores  color  and  lustre  to  all  black 

shoes.  Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.     In  liquid  form,  so  can  be  Quickly  and  easily  applied.  A 
sponge  in  every  package  so  always  Ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 

BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU  WANT  THE  BEST 
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McDERMOTT 
SHOES  FOR  WOMEN 


Superlatively  well-made  shoes 
in  exclusive  designs,  calculated 
to  look  dressy  and  to  give 
maximum  wearing  satisfaction 

$3.00  and  $3.50 


THE  McDERMOTT  SHOE  CO. 


MONTREAL 


2  x  7  =  14  Moenus  "Altera"  Embossing 
and  Ironing  Machines 


were  delivered  within 
the  last  few  years  to  two 
large  leather  factories. 

Other  Moenus  Ma- 
chines were  delivered 
in  proportionate  num- 
bers to  the  progressive 
firms  at  home  and 
abroad. 


We  supply  complete  plants 
for  Leather  Factories 


Moenus  Machine  Works,  Frankfurt  on  Main,  Germany 
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No.  112  —  Infant's  Chocolate 
Dongola  Button,  no  heel,  sizes 
I  to  5.  Price  75c 
No.  84 — Same  in  Blucher  style. 
Price  75c 


STOCK 
DEPT. 


No.  393  —  Child's  all  Patent 
Ankle  Strap,  Wedge  Heel.  Sizes 
8  to  ioK-  90C 
No.  392 — Infant's  3  to  7^.  80c 
No.  129 — Baby's  1  to  5.  65c 


Four  Popular  Styles 
Ready  To  Ship,  and 

on  the  opposite  page  appears  our  list,  every  line  of  which  we 
can  ship  the  same  day  the  order  is  received. 

Did  it  ever  occur  to  you  to  have  your  children's  stock  sized  up 
every  Monday  and  send  us  the  sizes  so  you  can  get  them 
back  by  express  for  the  week  end  selling? 

It's  Bound  to  Increase  Your  Sales. 


No.  710 — College  Girl's  all  Pat- 
ent Pump  Strap,  turn  sole,  low 
heel,  sizes  1  to  7,  widths  D&E 
Price  $1.50 


Absolute 
Satisfaction 


No.  934 — Misses  Dongola  But- 
ton Boot,  Patent  Tip,  low  Heel, 
Good  Year  Welted  Sole,  sizes  11 
to  2  Si. 80 

No.  933 — Children's  8  to  io}4 
$1.60 


The  Macfarlane  Shoe  Company,  Limited 

MONTREAL 
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STOCK  LINES 


No. 
37 
38 
46 
47 
50 
5i 
84 

85 
112 
114 
118 
119 
120 
128 
129 

131 
132 

135 
136 
150 
151 
161 
162 
163 
174 
176 
179 
192 
228 
237 
238 
239 
240 
276 

278 

319 
320 

352 
361 
368 

373 

380 
38i 
382 
389 
392 
393 
395 
396 
406 
418 

419 
420 


Inf.  Chrome  India  Butt.  Plain  Toe  No  Heel  $ 

Inf.  Chrome  India  Bal.  Plain  Toe  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

Inf.  Dong.  Butt.  Pat.  Tip  Wedge  Heel 

Inf.  Choc.  Blu.  Bal  Wedge  Heel 

Inf.  Choc.  Butt  Wedge  Heel 

Inf.  Choc.  Blu.  Bal.  Tip  No  Heel 

Inf.  Red  Blu.  Bal.  Tip  No  Heel 

Inf.  Choc.  Butt.  Tip  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat  Tip  No  Heel 

Inf.  Choc.  Butt.  Fat  Baby  Wedge  Heel 

Inf.  Dong.  Butt.  Fat  Baby  Wedge  Heel 

Inf.  Dong.  Butt.  Fat  Baby  Wedge  Heel 

Inf.  Choc.  Ankle  Strap  No  Heel 

Inf.  Pat.  Ankle  Strap  No  Heel 

Inf.  Dong.  Butt.  Pat  Tip  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  No  Heel 

Inf.  Pat.  Blu.  Bal.  Choc.  Top  No  Heel 

Inf.  Pat.  Blu.  Bal.  Choc.  Top  Wedge  Heel 

Inf.  Pat.  Blu.  Bal.  Red  Top  No  Heel 

Inf.  Pat.  Blu.  Bal.  Red  Top  Wedge  Heel 

Inf.  Pat.  Ankle  Strap  Exten.  Edge .  .  .  Spg.  Heel 
Chi.  Pat.  Ankle  Strap  Exten.  Edge. .  .  Spg.  Heel 
Miss.  Pat.  Ankle  Strap  Exten.  Edge. .  Spg.  Heel 

Inf.  Choc.  Butt.  Tip  Wedge  Heel 

Inf.  Choc.  Blu.  Bal.  Tip  Wedge  Heel 

Inf.  Choc.  Blu.  Bal.  Tip  Wedge  Heel 

Inf.  Pat.  Blu.  Bal.  Plain  Toe  Dull  Top  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

Inf.  Pat.  Vamp.  Roman  Sandal  No  Heel 

Inf.  Vamp.  Roman  Sandal  Wedge  Heel 

Chi  Pat.  Vamp.  Roman  Sandal. .  .  .Wedge  Heel 
Miss.  Pat.  Vamp.  Roman  Sandal..  .Wedge  Heel 
Inf.  Dong.  Butt.  Pat.  Tip  Narrow  Toe 

Wedge  Heel 

Inf.  Dong.  Butt.  Pat.  Tip  Broad  Toe 

Wedge  Heel 

Inf.  Dong.  Corset  Bal.  Straight  Last 

Wedge  Heel 

Inf.  Choc.  Corset  Bal.  Straight  Last 

Wedge  Heel 

Miss.  Pat.  Ankle  Strap  Narrow  Toe .  .  Low  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

Inf.  Choc.  Butt.  Plain  Toe  Straight  Last 

No  Heel 

Inf.  Choc.  Bal.  Plain  Toe  Straight  Last 

No  Heel 

Inf.  Choc.  Roman  Sandal  No  Heel 

Inf.  Choc.  Roman  Sandal  Wedge  Heel 

Chi.  Choc.  Roman  Sandal  Wedge  Heel 

Inf.  Choc.  Blu.  Bal.  Tip  No  Heel 

Inf.  Pat.  Ankle  Strap  ■■  ■  .Wedge  Heel 

Chi.  Pat.  Ankle  Strap  Wedge  Heel 

Inf.  Choc.  Ankle  Strap   Wedge  Heel 

Chi.  Choc.  Ankle  Strap  Wedge  Heel 

Miss.  Pat.  Ankle  Strap  Broad  Toe .  .  Low  Heel 
Miss.  Pat.  Pump  Strap  Broad  Toe .  .  .  Low  Heel 
Inf.  Pat.  Pump  Strap  Broad  Toe. .  .Wedge  Heel 
Chi.  Pat.  Pump  Strap  Broad  Toe.  .Wedge  Heel 


•50 
•50 

■67^ 

■  67^ 

•75 

■75 

•75 

•75 

■75 

•75 

•75 

.60 

■75 
.60 

•65 

.60 

.60 

.80 
1 .00 

.80 
1 .00 
1 .00 
115 
i-35 

■85 

•85 

■85 

.80 

•65 

.70 

.90 
1 . 10 
1.30 

.80 


•85 
1 . 10 


.60 

.60 
.70 
.80 
1 .00 

•65 
.80 
.90 

•75 
.90 
1 . 10 

1. 15 

.80 
.90 


No. 
445 
481 
5i8 
526 

527 
528 
613 
662 
666 
647 
744 

745 

752 

753 

853 
859 
710 


933 
934 
939 
940 

951 

952 

953 

954 
945 
946 
962 
966 

973 
974 


985 

1000 
1001 
1 154 

1 160 

1161 

1163 

1 164 

1188 

1189 


Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

Miss.  Pat.  Pump  Strap  Exten.  Edge. Low  Heel 

Inf.  Red  Blu.  Bal.  Tip  Wedge  Heel 

Inf.  Pat.  2  Butt.  Strap   Wedge  Heel 

Chi.  Pat.  2  Butt.  Strap  Wedge  Heel 

Miss.  Pat.  2  Butt.  Strap  Wedge  Heel 

Inf.  Dong.  Corset  Bal.  Broad  Toe..  Wedge  Heel 

Inf.  Pat.  Fox  Butt.  White  Top  Spg.  Heel 

Inf.  Pat.  Fox  Butt.  White  Top  No  Heel 

Inf.  Dong.  Butt.  Pat.  Tip  Spg.  Heel 

Inf.  Dong.  Butt.  Pat.  Tip  Exten  Edge 

Low  Heel 

Chi.  Dong.  Butt.  Pat.  Tip  Exten.  Edge 

Low  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Exten.  Edge 

Low  Heel 

Chi.  Dong.  Blu.  Bal.  Pat.  Tip  Exten.  Edge 

Low  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Spg.  Heel 

Inf.  Choc.  Blu.  Bal.  Kid  Tip  Spg.  Heel 

Wos.  Pat.  Pump  Strap  Width  D  &  E .  Low  Heel 

WELTS 

Chi.  Dong.  Butt.  Pat.  Tip  Low  Heel 

Miss.  Dong.  Butt.  Pat.  Tip  Low  Heel 

Chi.  Dong.  Blu.  Bal.  Pat.  Tip  Low  Heel 

Miss.  Dong.  Blu.  Bal.  Pat.  Tip  Low  Heel 

Chi.  Box.  Calf  Blu.  Bal.  Width  D  &  E 

Low  Heel 

Miss.  Box  Calf  Blu.  Bal.  Width  D  &  E 

Low  Heel 

Little  Gents  Box  calf  Blu.  Bal.  Width  E 

Low  Heel 

Youths'  Box  Calf  Blu.  Bal.  Width  E  .  Low  Heel 

Chi.  Dong.  Blu.  Oxford  Pat.  Tip  Low  Heel 

Miss.  Dong.  Blu.  Oxford  Pat.  Tip. .  .  .  Low  Heel 

Miss.  Choc.  Dong.  Blu.  Bal  Low  Heel 

Miss.  Gun  Metal  Calf  Butt.  Dull  Top 

Low  Heel 

Chi.  Tan  Russia  Calf  Butt  Low  Heel 

Miss.  Tan  Russia  Calf  Butt  Low  Heel 

Miss  Pat.  Butt.  Dull  Calf  Top  Broad  Toe 

Low  Heel 

Miss.  Pat.  Butt.  Dull  Calf  Top  Medium  Toe 

Low  Heel 

Chi.  All  Pat.  Blu.  Oxford  Low  Heel 

Miss.  All  Pat.  Blu.  Oxford  Low  Heel 

Growing  Girls'  All  Pat.  Blu.  Oxf.  Sizes  2-7 

Width  D&E  Low  Heel 

Growing  Girls'  Dong.  Blu.  Bal.  Sizes  2-7  Broad 

Toe,  Width  B,  C,  D,  &  E  Low  Heel 

Growing  Girls'  Dong.  Blu.  Bal.  Sizes  2-7  Medi- 
um Toe,  Width  B,  C,  D  &  E .  .  .  .Low  Heel 
Growing  Girls'  Dong.  Blu.  Oxf.  Sizes  2-7  Broad 

Toe.  width  D&E  Low  Heel 

Growing  Girls'  Dong.  Butt.  Sizes  2-7  Medium 

Toe,  Width  C.  D  &  E  Low  Heel 

Growing  Girls'  Pat.  Blu.  Bal.  Sizes  2-7  Medium 

Toe,  Width  D&E  Low  Heel 

Growing  Girls'  Pat.  Blu.  Bal.  Sizes  2-7  Broad 

Toe,  Width  D  Low  Heel 


i-45 
•85 
.80 
.90 
1 . 10 
.90 
i-i5 
•95 
,  1 . 00 

1  15 

i-35 

1 -15 

i-35 
1 .00 
1 .00 
1.50 


1 .60 
1.80 
1 .60 
1.80 

1 .60 

1.80 

1 .60 
1.80 
1.50 
1 .70 
1.85 

i-95 
1.80 

2 .00 
2.00 

2.00 

1-  75 
1 .90 

2-  35 
2.25 
2.25 
2 . 10 
2.25 
2.60 
2 .60 
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ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond '♦►trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.   ■     MONTREAL,  QUE. 
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Leather  Right 
Shoes  Right 
Profits  Right 

The  real  test  of  a  leather  comes  when  it 
is  in  the  shoe,  and  the  real  test  of  a  shoe 
comes  when  it  is  on  the  foot  of  its  wearer. 

The  wearer  is  the  one  who  must  be  satis- 
fied. Unless  he  is  satisfied  there  will  be 
no  "come-again"  business,  and  it's  the 
"come-again"  business  that  builds  big 
profits. 

So,  Mr.  Manufacturer,  get  the  best  leath- 
er, make  the  best  shoe,  please  the  wearer 
and  pocket  the  good  profits. 

Get  the  leather  that  has  steadily  increased 
in  popularity  for  over  35  years — Borne 
Glazed  Kid.  That's  the  leather  that 
makes  the  shoes  that  breed  the  "come- 
again"  business. 


LUCIEN  BORNE 

QUEBEC 

WESTERN  AGENTS 

M ALETTE    &  ROY 

225  Lemoine  Street  -  -  Montreal 


A  Strong,  Light, 
Roomy  Steamer 
Trunk, 

r 


Regulation 

Height 


Here  is  our  No.  160  the  latest  model  in 
Steamer  Trunks. 

The  box  is  three-ply  veneer,  covered  with 
heavy  painted  duck.  The  trunk  is  full 
bound  with  pure  vulcanized  fibre  binding. 

The  lock  is  solid  brass. 

All  other  trimmings  are  polished  brass-plated 
steel,  securely  riveted.  Note  the  very  heavy 
bolts,  dowels,  knees,  valance  clamps. 

The  trunk  is  neatly  lined  with  good  quality 
imported  linen. 

The  bottom  is  canvas  and  has  five  ball 
shaped  protectors. 

These  protectors  act  as  rollers,  but  do  not 
decrease  the  inside  depth,  nor  increase  the 
outside  height  of  the  trunk. 

The  trunk  is  the  regulation  height,  with  the 
maximum  of  INSIDE  space. 

This  particular  point  will  sell  MANY  of 
these  trunks — order  by  the  number,  No.  160. 


l/Af/T£D} 


MONTREAL 

'The  Big  Baggage  Makers. 
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MARDEN,  ORTH  &  HASTINGS 


Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  21T  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 


WOOD-MILNE  RUBBER  HEELS 

Wood-Milne  Heels  are  made  from  infinitely  higher  grade  of  rubber  than  any  other 
heels,  hence  there  are  more  WOOD-MILNE  heels  sold  than  any  others,  because  they 
are  the  best. 


WOOD-MILNE,  LIMITED    -   PRESTON,  LONDON  and  PARIS 

Wholesale  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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WHY  THE  YEAR 

1911 

IS  A  GOOD  YEAR  FOR 

SELLING 

GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information— 
which  now  extends  throughout  the  country— was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION/"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  '  campaign  of  INFORMATION," '  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it— is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.  The  story  is  yours 
for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 

MONTREAL,  P.O. 
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WE  ARE  THE 

PEOPLE 

THE   MAKERS   OF  THE  FAMOUS 

"A.  R.  C."  BRAND 
PATENT  LEATHER 

*l  We  specialize  in  colt  and 
side  leather  putting  the  best 
of  labor  and  materials  on  the 
best  skins  that  money  can  buy. 

IJ  We  know  our  product  is 
the  best  on  the  market  and 
our  aim  is  to  keep  it  so. 

^  In  the  last  year  we  have 
added  three  large  additions 
to  our  factory  and  are  now 
building  more. 

<I  Our  wonderful  success  has 
been  due  to  the  great  progress 
made  by  our  long  string  of 
satisfied  customers,  the  most 
up-to-date  and  successful  shoe 
manufacturers  in  Canada. 

<J  Why  not  follow  the  wise 
ones. 

CJ  Get  in  line  with  the  users 
of  the  great  "A.R."  Brand 
Patent  Leather,  and  you  will 
get  there. 


A.  R.  CLARKE  &  CO. 

LIMITED 

TORONTO        -  CANADA 

52  VICTORIA  SQ.,  MONTREAL,  P.Q. 


Do  You  Wish 
To  Get  Your 

OVERGAITERS 
&  LEGGINGS 

By  Sept.  1st? 

If  so,  NOW  is  the  time 
to    place    your  order. 

Our  Travelers  are  on  the  road  with  a 
full  range  of  bright,  new,  snappy  goods, 
that  are  bound  to  be  great  sellers. 


Have  you  received  one  of  our  Catalogues 
of  Gaiters  and  Leggings?  If  not  drop 
us  a  post  card  and  we  will  be  pleased  to 
send  you  one. 

DON'T  DELAY 

In  Placing  Your  Order. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 

Largest  Manufacturers  of  Overgaiters  and 
Leggings  in  Canada. 


THE  SHOE  AND  LEATHER  JOURNAL 


19 


SURPASS  SHOES 
would  wear  just  as  long 
if  the  trade  mark  was 
not  stamped  on  every  sole. 

There's  no  virtue  in  the  mark 
itself,  it  is  what  it  stands 
for  that  makes  it  so  valuable. 


Surpass  on  a  shoe  means  solid  leather, 
expert  workmanship,  honest  value. 

It  is  a  talking  point  for  the  salesman  and  a 
guarantee  to  the  wearer. 

It  stands  for  the  results  of  50  years  of  shoe 
making  in  the  best  equipped  factory  in  the 
Dominion. 

It  means  profit  to  the  dealer  and  satisfaction 
to  his  customer. 

THE  LOUIS  GAUTH1ER 
COMPANY  LIMITED 

QUEBEC  CITY 


Anybody  can  cut  the  price,  but  it 
taKes  brains  to  maKe  a  better  article. 

Apologies  to  Alice  Hubbard. 


99 


Walpole  Process 

IS  A 

"Better  Article 

We  are  prepared  to  coat  your  gem  duck 
in  a  manner  satisfactory  to  you.  Please 
note  this  statement. 

Re-covering  and  repairing  crippled  gems 
is  an  expense  that  you  will  not  have  if 
you  use  WALPOLE  Coated  Duck 
(patent  applied  for). 
We  can  also  show  you  a  more  econo- 
mical way  of  cutting  the  ducK  than 
that  in  general  use,  and  can  furnish 
complete  outfit  on  short  notice. 

Let  us  quote  you  on  DRYFOOT  CORK 
SOLES;    DRYFOOT  WELTING; 
M.C.  BACKING  CLOTH,  all  weights; 
BOX   TOES— COMBINATION  with 
Waterproof  centre  (pat.  app.).  Where 
this  box  is  used  fancy  tips  will  not  be 
stained  by  box  toe  gum.    BOX  TOE 
SHELLAC  No.  34,  for  Welt  Shoes ; 
BOX  TOE   SHELLAC   No.    36  for 
McKay  Shoes;  PATENT  LEATHER 
SOFTENER,  No.  37;  PATENT 
LEATHER  CLEANER,   No.  38 
(spirit);     PATENT  LEATHER 
CLEANER,  No.  41;    RUSSET  LEA- 
THER CLEANER,   No.  39;  WAL- 
POLE LIQUID  GLUE;  WALPOLE 
INSOLE  PROOFING. 

Walpole  Rubber  Co. 

Limited 
MONTREAL 
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Saleable  Hockey  Shoes 


Some 

New  Features 
That 

Will  Help  Sales 


REG 


Up-to-dateness,  individuality,  the  knack  of 
discovering  what  hockey  players  and  skaters 
want  in  a  shoe  and  then  making  it — these  are  the  things  that  make  for 
the  popularity  of  the  Tebbutt  Line.  The  merchandizing  of  Tebbutt 
Hockey  Shoes  is  a  comparatively  easy  matter,  because  we  are  always 
on  the  look-out  for  new  ideas,  and  "Johnnie-on-the-spot"  with  all 
the  latest  wrinkles  in  hockey  shoes. 

This  2  in  1  Hockey  and  Skating  Shoe  is  a  new  one  that  is  going  to 
have  a  good  sale  this  winter.  It  will  be  the  biggest  seller  because  it 
will  suit  the  the  needs  of  the  greatest  number.  Light  and  easy  on 
the  foot,  it  is  eminently  suited  for  pleasure  skating,  yet  it  is  strong 
enough  to  stand  the  rough  usage  given  in  a  hockey  game.  It  is  fitted 
with  our  patent  aluminum  steel  toe  protector.  We  speak  for  this  shoe 
a  big  winter.    Get  your  order  in  now. 


The  Double  Laced  Hockey  Shoe 

Patented  No.  94378 

Here's  a  shoe  built  expressly  for  the 
hockey  player.    It  is  exceedingly  strong, 
yet  there's  not  a  bit  of  unnecessary 
material  on  it  to  add  to  its  weight.  The 
upper  is  made  in  two  parts,  an  inner 
and  outer,  between  which  can  be  placed 
strips  of  felt  to  protect  the  foot  of  the 
wearer.    This  felt  can  be  so  arranged  as  to  pro- 
tect that  part  of  the  foot  which  receives  the 
most  knocks.    This  shoe  will  appeal  strongly 
to  the  hockey  players  of  your  town.    Get  yours 
Fitted    with   our   Steel   Toe  Pat.  No.  97824. 


ordered  now. 


The  Tebbutt  Shoe  &  Leather  Company 


LIMITED 


THREE  RIVERS,  QUEBEC 
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Will  Retailers  Sell  Their  Own  Brands  i 

The  Value  of  Trade  Marks  to  Both  Maker  and  Seller-Large  Dealers  Speak  of  Handling  No  High-grade 

Shoes  Except  Under  Titles  Selected  by  Themselves. 


Who  will  sell  the  branded  shoes  in  the  near  future,  and 
who  will  claim  the  right  to  have  the  goods  stamped? 

Supposing  a  large  retailer  and  a  manufacturer  clash  on 
this  question,  who  will  be  the  first  to  yield  the  point? 

Will  manufactur- 
ers in  Canada  open 
up  their  own  retail 
stores  ? 

A  valued  and 
catchy  trade  mark  is 
recognized  far  and 
wide  in  any  sphere  of 
endeavor.  The  more 
it  has  been  advertised 
and  talked  about,  the 
longer  it  has  been  be- 
fore the  public,  espe- 
cially if  the  product 
typfies  merit  and  worth, 
the  greater  the  value  grows  from  year  to  year. 

One  may  ask  "What  is  in  a  name?"  Well!  a  great 
deal  when  it  comes  to  competition  in  the  business  world 
to-day,  or  houses  all  over  the  country  would  not  by  adver- 
tising and  systematized  methods  of  purchasing  and  disposing 
of  goods  seek  to  build  up  a  title  or  mark  worthy  of  being 
handed  clown  from  generation  to  generation.  Many  an  old 
establishment  and  historical  firm  is  doing  business  to-day 
under  the  same  style  as  a  century  or  more  ago.  There  is 
much  value  in  a  name. 


No  Nameless  Creations. 

The  same  applies  to  the  branded  name  or  trademark  on 
a  shoe.  A  nameless  creation  does  not  generally  stand  for 
much.  Like  any  enterprise  it  must  have  an  individuality 
and  reputation  as  well  as  character  and  merit  if  it  is  to 
forge  ahead.  Trade  marks  as  familiar  as  the  national  flag 
in  different  lines  of  achievement  are  seen  in  the  public 
press  to-day,  and  the  frequency  with  which  they  appear 
causes  the  consumer  to  be  as  well  acquainted  with  the  name 


and  goods  as  he  is  with  the  principal  streets  or  buildings  in 
his  native  town  or  city. 

Many  of  these  trade  marks  are  worth  millions.  As 
high  as  ten  millions  has  been  offered  for  a  single  trade 
mark.  On  the  other  hand,  it  has  cost  millions  to  build  up 
these  stamps  of  merit,  worth  and  association. 

To-day  the  press  is  counselling  all  makers  of  goods  to 
adopt  and  perpetuate  a  trade  mark.  It  is  an  asset  more 
tangible  in  a  way  than  a  plant,  building,  site  or  anything 
else.  A  name  and  an  association  stand  for  much  and  pro- 
perly directed  their  worth  is  added  to  from  year  to  year, 
provided  the  quality,  finish,  appearance  and  durability  of 
the  wares  are  maintained. 

The  names  of  well  known  brands  of  shoes — names 
which  are  spoken  and  read  of  in  every  province  of  the 
Dominion— are  familiar  to  all  wearers  of  footwear.  There 
is  no  necessity  to  dilate  on  what  a  brand  that  possesses  an 
attractive  and  euphonious  title  means  to  the  maker  and 
also  to  the  retailer.  Certain  shoes  have  a  personality  and 
back  of  them  is  all  the  prestige  and  distinction  of  the  fac- 
tory which  is  naturally  proud  of  its  achievement.  The  name, 
presupposing  that  the  article  is  not  allowed  to  deteriorate 
in  quality,  workmanship  or  construction,  materially  aids  in 
its  sale.  It  does  not  require  half  the  talking  and  booming 
of  some  unknown  and  unrecognized  footwear,  and  for  this 
reason  nearly  every  factory  in  Canada  of  any  pretensions 
has  spent  thousands  of  dollars  in  publishing  the  merits  of 
a  certain  brand  of  shoes,  while  tanners  are  doing  the  same 
with  leather,  and  manufacturers  of  polishes  follow  out  the 
same  policy. 

Sell  Only  Their  Own  Names. 

Now,  some  of  the  larger  retailers  of  the  country,  whose 
turnover  amounts  to  a  hundred  or  several  hundreds  of 
thousands  a  year,  have  lately  expressed  an  ambition  and  de- 
termination to  have  their  own  brand  of  shoes  and  not  pre- 
sent or  parade  the  names  of  the  manufacturer. 

One  of  the  biggest  dealers  in  Canada  said  this  week: 
"I  have  been  studying  the  trend  of  development  of  the  shoe 
business  all  my  life  and  instead  of  endeavoring  to  sell  the 
different  brands  of  footwear  under  the  name  that  the  makers 
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give  them.  I  am  going  to  bestow  on  the  footwear  which  I 
handle,  names  which  I  choose." 

"I  will  give  you  my  reason  for  this,"  he  added.  "I  have 
for  some  years  had  certain  factories  make  one  very  nice 
shoe  which  I  sell  under  my  own  name.  I  recommend  it  in 
every  particular  and  spend  considerable  money  in  one  way 
and  another  making  that  title  familiar  with  my  customers, 
who  now  ask  for  it,  and  many  of  them  will  have  nothing 
else.  I  have  also  another  name  for  another  and  cheaper 
grade  of  shoes  and  it  also  is  starting  to  take  well.  Now 
suppose  I  spend  years  in  advertising  the  shoe  of  a  manufac- 
turer and  that  shoe  fails  at  the  end  of  a  certain  period  to 
make  good,  all  my  work  has  counted  for  naught.  True,  I 
have  made  a  profit  on  the  goods,  and  that  is  all  that  can  be 
said.  The  fact  of  that  brand  not  making  good  is  probably 
no  shortcoming  of  mine,  but  is  due  entirely  to  the  policy  or 
management  of  a  factory.  Who  suffers  the  most — the  dealer 
or  the  maker?  Again,  the  maker  may  come  along  some  day 
and  remark:  'Here,  Mr.  J — ,  you  are  not  disposing  of  as 
many  of  these  lines  of  ours  as  I  think  you  should,  and,  as 
your  term  for  its  control  in  this  district  has  about  expired, 
I  am  going  to  hand  the  agency  over  to  Mr.  H — ,  your  com- 
petitor, whom  I  am  certain  will  do  very  much  better  for 
us  than  you  have.' 

When  Shoe  Fails  to  Score. 

"The  point  I  am  trying  to  interpret  is  this:  Had  I  con- 
trolled my  own  shoes,  so  far  as  the  name  was  concerned, 
if  it  failed  to  score  or  the  demand  fell  off  I  wculd  have  only 
myself  at  fault,  and  would  know  that  I  had  made  a  failure 
of  the  thing.  I  am  a  believer  in  handling  only  two  or  three 
well  known  lines  and  I  am  going  to  do  so,  under  names 
which  I  give  them.  At  present  I  have  on  the  shelves  here 
nearly  a  dozen  branded  makes — too  many  for  profit,  and 
distinct  individual  preference.  If  I  am  not  right  in  my  con- 
tention, that  a  retailer  should  handle  his  own  brand  of  shoes, 
why  is  it  that  certain  jobbers  adopt  a  name  for  a  certain 
shoe  as  their  own?  Their  travelers  talk  up  that  line  only. 
The  shoe  itself  is  probably  turned  out  in  half  a  dozen  fac- 
tories, and,  when  one  maker  fails  to  toe  the  scratch  so  far 
as  quality,  workmanship  and  material  are  concerned,  then 
he  is  not  accorded  a  chance  to  produce  any  more  pairs  for 
that  wholesaler. 

"These  are  my  ideas  in  the  rough,  and  I  am  going  to 
give  effect  to  them.  If  one  factory  will  not  meet  my  wishes 
another  will  and  I  am  not  disposed  to  sell  the  make  of  a 
single  factory  under  the  shoe  name  given  by  that  factory 
but  under  my  own  name  or  whatever  title  I  select  for  the 
footwear.  The  shoes  must  be  stamped  with  that  name,  the 
labels  must  bear  it,  and  if  I  decide  to  have  the  title  on  the 
pull-strap  also,  on  it  will  go.  I  may  be  talking  in  a  rather 
high-handed  manner,  but  I  have  been  formulating  these  ideas 
for  some  months  and  am  now  about  to  give  them  practical 
expression  and  execution — just  as  soon  as  I  can  get  my 
stock  in  proper  condition  and  complete  certain  alterations 
to  my  store." 

How  He  Will  Work  It. 

Another  big  retailer  when  asked  about  the  matter  ex- 
pressed  similar  views  and  said  that  he  thought  the  factories 
would  yield  to  his  request.  "What  am  I  going  to  demand 
before  giving  an  order  is  this:  The  name  of  the  maker 
must  be  left  off  the  sole,  and  instead,  the  title  that  I  choose 
will  have  to  be  stamped  on  with  a  steel  die.    In  order  to 


save  words,  supposing  I  decide  to  call  my  brand  'The  Sul- 
tan,' 'The  Sultan'  will  have  to  be  stamped,  as  I  have  said, 
on  the  bottom,  printed  on  the  label  of  the  cartons  as  well, 
and  used  on  the  pull-straps  if  I  so  decide.  I  will  furnish 
the  labels  for  the  cartons,  which,  after  the  plate  is  made, 
will  cost  me  only  about  sixty  cents  per  thousand  in  quan- 
tities, and  the  manufacturer,  who  will  also  have  to  furnish 
uniform  cartons  of  a  specified  size,  will  place  the  labels  on 
the  boxes.  Then,  for  pull-straps  for  men's  shoes  I  can  ob- 
tain a  good  sateen  at  four  dollars  a  gross  yard.  Each  strap 
is,  roughly  speaking,  six  inches  in  length,  and  the  cost,  with 
the  name  'The  Sultan  Shoe'  woven  therein,  is  about  half  a 
cent  each.  Of  course,  if  I  desire  silk  labels,  the  outlay  will 
be  more.  I  have  carefully  gone  into  this  whole  matter,  and 
even  if  I  should  furnish  the  cartons  myself,  labels,  pull- 
straps,  dies  for  stamping,  etc.,  the  outlay  per  pair  will  be 
considerably  less  than  five  cents;  but  I  am  all  the  time  build- 
ing up,  establishing  and  advertising  'The  Sultan  Shoe'  and 
not  the  brand  of  any  manufacturer. 

Get  the  Name  Registered. 

"I  will  get  the  title  of  the  shoe  registered.  It  will 
become  a  more  and  more  valuable  trade  mark  as  the  years 
go  by  and  the  name  of  my  business  and  the  brand  of  shoe  will 
thus  be  perpetuated.  I  will  not  be  booming  one  maker's  foot- 
wear this  year  and  another  the  next,  and  so  on.  I  will  do 
all  my  buying  direct  from  the  manufacturer  and,  if  one  will 
not  accede  to  my  terms,  another  will.  There  are  too  manv 
factories  to  stop  me  in  my  project.  Some  factories  for 
the  departmental  stores  turn  out  a  make  of  shoe  branded  a 
certain  name  and  it  is  time  factories  extended  the  same 
privilege  to  large  retailers  in  the  country.  I  am  not  willing 
to  let  the  departmental  have  it  all  their  own  way  and,  when 
I  spend  my  good  money  in  advertising,  it  is  going  to  be  fcr 
my  direct  personal  benefit,  and  not  for  the  man  who  may 
be  located  in  another  city,  or  province,  or  state." 

Other  Sides  to  Be  Heard. 

The  foregoing  observations  present  an  interesting  prob- 
lem from  the  standpoint  of  the  retailer  and  roughly  outline 
what  may  happen  in  the  not  far  distant  future  with  the  mer- 
chant who  can  swing  a  sufficient  volume  of  trade,  but  other 
phases  of  the  question  crop  up.  What  about  the  makers 
of  branded  shoes,  what  will  they  have  to  say,  will  they 
acquiesce  in  the  exactions?  Will  they  all  not  offer  vigorous 
protests?  They  would  not  be  human  if  they  did  not  com- 
bat the  average  dealer,  selling  goods  which  he  obtained 
from  them,  in  his  own  name  or  under  his  special  designa- 
tion. Where  does  the  smaller  Canadian  retailer  doing  a 
business  anywhere  from  fifteen  thousand  to  forty  thousand 
a  year  come  in?  How  will  he  be  affected  by  the  exploita- 
tion of  certain  brands  by  his  larger  and  more  prosperous 
confreres  ? 

The  views  on  this  subject  are  interesting,  and  as  on  all 
questions,  even  on  the  much-belauded  reciprocity  itself,  there 
are  different  opinions,  and  two  sides  to  the  story.  The  Shoe 
and  Leather  Journal  would  like  to  hear  from  the  manu- 
facturers and  also  the  smaller  merchants  in  the  shoe  line. 
Jobbers  also  may  take  a  hand  in  the  discussion,  which  is 
not  a  mere  academic  one,  but  a  vital  issue  which  appears 
to  be  crowding  to  the  front  by  reason  of  the  aggression  of 
mail  order  houses,  the  departmental  store,  new  methods  of 
merchandizing,  as  well  as  in  the  matter  of  advertising,  pub- 
licity, salesmanship,  and  copyrights. 
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Petty  Prejudices  of  Some  Customers 

Gait  Shoe  Firm  Tells  of  Some  Racy  Experiences  With  Home  and  Foreign  Visitors-Suggestions 
for  a  Proper  Label— The  Importance  of  Right  Buying. 


"The  Parlor  Shoe  Store"— How  suggestive  of  fine 
footwear!  Probably  the  name  was  first  chosen  for  a  foot- 
wear establishment  in  Gait,  where  the  institution  has  been 
known  for  many  years.  There  are  other  "parlor"  bus- 
inesses in  the  same  line,  but  they  are  located  in  Ontario 
towns  far  away  from  the  bustling  Scotch  centre  on  the 
banks  of  the  River  Grand. 

Gait  to-day  is  well  supplied  with  places  where  the  visi- 


dents  loyal  to  the  products  turned  out  in  their  own  town?" 
was  asked  Mr.  Hamilton,  Sr. 

"Well,  that  is  a  hard  question  to  answer,"  he  remarked. 
"Some  of 'our  customers  ask  for  shoes  made  right  here- 
in fact  I  may  say  a  good  many  do-but  then  again  there 
are  others  who  would  not  have  them  at  all,  and  demand 
some  other  make.  Petty  feeling  now  and  then  has  to  do 
with  such  an  action.    I  will  give  you  an  example.    A  woman 


Interior  view  of  F.  L.  Hamilton  &  Son's  shoe  establishment,  Gait,  Ont. 


tor  or  the  local  resident  can  buy  covering  for  the  feet.  The 
population  of  the  '-'Sheffield  of  Canada,"  as  it  is  now  and 
then  termed  by  reason  of  its  great  and  varied  industrial 
activity,  is  over  9,000  persons.  There  are  eleven  places 
where  shoes  can  be  purchased. 

"Too  many,"  one  retailer  remarked.  "Why  should  a 
dry  goods  store  handle  them?  Perhaps  I  may  put  in  a 
stock  of  hosiery  one  of  these  days,  and,  in  a  measure,  re- 
taliate for  other  merchants  trenching  cn  our  ground." 

F.  L.  Hamilton  and  Son  are  the  proprietors  of  the  Par- 
lor Shoe  Store.  They  have  been  in  business  for  ten  years 
and  to-day  carry  a  stock  of  considerably  over  twenty 
thousand  dollars. 

The  Thirst  for  Vengeance. 

"You  have  shoe  factories  here.    Do  you  find  Gait  resi- 


called  in  here  the  other  day  and  wanted  some  footwear  for 
her  little  girl.    I  showed  her  a  Gait  made  shoe  as  fine  and 
well  built  as  anything  we  carry,  and  she  disdained  to  look 
at  it.    Then  she  launched  into  a  torrent  of  abuse.    T  would 
not  take  that  pair  if  you  gave  them  to  me,'  she  added  with 
venom.    I  inquired  why,  and  then  the  truth  came  out.  It 
appears  her  husband  was  a  baker  and  that  he  had  raised  the 
price  of  bread.    One  of  the  members  of  a  local  shoe  firm, 
who  had  bought  from  her  husband,  had  ceased  about  that 
time  to  be  a  customer— not  on  account  of  the  increase  in 
price,  I  understand,  but  for  some  other  reason,    and  the 
woman  declared  that  they  would  never  get  one  red  cent 
more  of  her  money,  even  if  the  kiddies  all  had  to  go  bare- 
footed. Another  woman  came  into  the  store  not  long  ago 
and  told  me  that  she  would  have  nothing  to  do  with  the 
goods  of  a  local  shoe  firm.    'Do  you  know,'  she  added  vol- 
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ubly.  'that  my  niece,  Jennie,  was  employed  in  the  fitting- 
room,  and  didn't  they  lay  her  off  the  other  day  and  keep 
on  some  other  girls  who  were  not  half  so  expert  with  the 
machine.' 

"So."  added  Mr.  Hamilton,  "there  appears  to  be  no 
fault  whatever  found  with  the  footwear,  but  petty  jealousies 
which  crop  up  almost  in  every  local  centre,"  and  he  gave  a 
hearty  laugh  at  the  excuses  furnished  by  a  Galtonian  now 
and  then  for  not  buying  a  home  made  leather  product.  "And 
I  could  tell  you  of  many  other  instances,"  he  added,  "if  I 
had  time  to  recall  them." 

Give  Me  Ten  Cents  Off. 

In  the  different  industries  of  Gait  are  employed  a  num- 
ber of  foreigners.  They  now  and  then  seek  to  obtain  goods 
at  a  reduced  price.  One  walked  into  the  Parlor  Shoe  Store 
the  other  day  and  asked  to  see  a  pair  of  working  men's. 

"Give  you  two  fifty  for  them,"  he  muttered. 

"No,"  said  Mr.  Hamilton,  Junior,  "three  dollars  is  the 
figure,  and  they  are  good  value." 


labels  are  too  dark,  and  you  cannot  always  see  the  stock 
number  and  size.  Every  part  of  your  premises  cannot  be 
as  light  as  day,  and  then  in  cloudy  weather  there  is  diffi- 
culty in  seeing  the  figures  on  the  boxes.  This  causes  a 
strain  on  the  eyes  and  often  delay  in  locating  the  right  size 
and  last,  especially  in  stock  at  the  rear  of  the  place.  Too 
much  space  is  occupied  on  labels  by  several  manufacturers 
with  the  name  of  the  shoe  which  they  turn  out.  There  is 
not  sufficient  room  left  for  the  figures  which  the  retailer  de- 
sires to  print  on  the  box  for  his  own  instructions.  Now. 
when  we  show  a  shoe  we  put  the  lid  on  the  bottom  of  the 
carton  and  the  edge  frequently  covers  the  number.  If  the 
label  is  printed  so  that  the  stock  number  and  size  are  about 
an  inch  or  an  inch  and  a  quarter  from  the  bottom,  it 
does  not  conceal  the  figures,  and  the  stock  shown  is  more 
easily  and  readily  replaced  in  the  cartons.  Probably  manu- 
facturers do  not  appreciate  the  convenience  this  would  be 
to  the  retailer.  Here  is  what  I  consider  would  be  an  ideal 
label  and  best  fitted  to  meet  general  requirements."  Mr. 
Hamilton  drew  the  following;  diagram. 


Width 


SUGGESTIONS  FOR  A  HANDY  FORM  OF  LABEL  FOR  DEALER. 

Left  side  for  retailer  to  fill  in  for  his  own  guidance.    Right  side  for  use  of  manufacturer,  name  of  the 
shoe,  the  number,  etc.    Dotted  lines  show  space  taken  up  by  cover  when  placed  on  top 

or  on  the  bottom  of  the  carton. 


"Take  two  seventy-five  and  call  it  square?" 

"No,  sir,  not  a  cent  less  than  three  dollars.  We  have 
only  one  price  to  everybody." 

"Say.  mister,  throw  off  just  ten  cents,  won't  you?" 

Mr.  Hamilton  refused,  and  the  foreigner,  who  was 
rather  shrewd  at  driving  a  bargain,  walked  out.  Next  day 
he  came  again  and  bought  the  shoes  at  three  dollars.  "Say," 
he  explained,  "I  like  your  way  of  doing  business.  Was  just 
testing  you  yesterday.  Find  you  will  not  budge  a  cent  in 
price.    I  get  my  boots  here  after  this." 

An  Assyrian  entered  some  time  ago.  He,  too,  began 
the  heckling  tactics  about  price,  trying  to  get  a  reduction 
of  half  a  dollar  on  a  quotation.  "That  shoe  is  two  dollars 
and  fifty  cents,  and  we  have  figured  only  a  fair  profit,"  ex- 
plainer] Mr.  Hamilton.  "You  ask  me  to  let  you  have  it  for 
two,  and  do  not  understand  why  I  will  not  throw  off  some- 
thing. Sow,  sir,  what  is  the  difference  to  you  if  I  charge 
you  two  fifty  and  you  pay  that  sum  or  I  purposely  ask  three 
dollars  and  give  you  a  cut  of  fifty  cents.  It  is  all  the  same 
to  you,  is  it  not?" 

Labels  Are  Too  Dark. 

"I  wish  you  would  call  attention  to  the  matter  of  car- 
tons," added  Mr.  Hamilton,  Senior.      "In  the  first  place 


"I  like,"  he  continued,  "white  labels  best.  Of  course, 
if  the  name  of  the  shoe  is  printed  in  colors  it  adds  variety, 
but  the  brand  should  not  be  plastered  all  over  the  label  by 
the  manufacturer.  He  should  give  the  dealer  some  space 
for  his  markings.  When  a  carton  is  empty  wre  turn  it  un- 
side  down  until  it  is  filled  again,  and  when  a  shoe  is  placed 
in  the  window  we  turn  the  carton  end  for  end.  There  be- 
ing no  label  at  the  front  we  know  that  the  contents  of  that 
box  have  been  used  for  show  purposes." 

Some  Details  of  Service. 

The  store  of  Hamilton  and  Son  is  seventy  feet  deep 
and  twenty-one  wide.  A  full  size  cellar  and  a  floor  up- 
stairs are  used  for  reserve  stock.  Delivery  of  goods  is  by 
arrangement  with  a  parcel  express,  which  the  majority  of 
Gait  merchants  use.  Four  calls  are  made  daily,  at  nine, 
eleven,  three,  and  five  o'clock,  and  on  Saturdays  at  seven 
and  nine  thirty  in  the  evening.  No  repair  shop  is  conducted, 
but  all  jobs  are  attended  to  outside,  suitable  arrangements 
being  made.  The  firm  do  not  guarantee  to  sew  all  rips  until 
the  life  of  the  shoe  is  gone,  but  if  any  little  thing  goes 
wrong  with  the  fcctwear  in  the  early  stage  of  its  use,  these 
needs  are  attended  to.  In  the  store  itself  heels  are  lowered 
or  raised  to  suit,  as  occasionally  a  patron  will  say,  "I  like 
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that  shoe,  but  the  heel  is  too  high."  Accordingly,  two  or 
three  lifts  are  removed  or  one  or  two  added  to  elevate  the 
heel,  as  the  case  may  be,  in  order  to  effect  a  sale.  This  is 
all  the  firm  attempts  to  do  in  the  way  of  overhauling  any 
goods. 

One  clerk  in  the  store  is  known  as  the  stock  man,  and 
keeps  close  tab  on  what  is  required,  but  all  the  members  of 
the  sales  force  know  where  goods  are  to  be  found,  and  the 
classification  is  complete  and  well  laid  out,  women's  goods 
being  on  one  side  and  men's  on  the  other.  Then  there  are 
sections  for  little  gents',  youths'  and  boys',  as  well  as  for 
infants',  children's,  girls',  and  misses'. 

How  Credit  is  Developed. 

In  Gait  the  bulk  of  the  shoe  trade  is  cash,  but  credit  has 
to  be  extended  some  people.  They  begin  the  practice  in 
this  way.    A  young  man  or  woman  employed  in  a  factory 
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will  walk  in  and  say,  "I  require  shoes.  Pay  day  is  a  week 
from  to-morrow,  will  you  trust  me  until  then?"  If  the 
caller  is  known  the  shoeman  can  scarcely  refuse  the  first 
request,  and  when  pay  day  arrives  the  purchaser  generally 
calls  in  promptly  and  settles.  A  few  weeks  later  the  same 
person  will  come  around  again  with  a  similar  story,  and.  as 
she  or  he  has  proved  honest  previously,  the  second  request 
cannot  very  well  be  denied.  Then,  perhaps,  two  or  three 
weeks  elapse  before  the  account  is  paid.  Each  time  after 
that  settlement  is  longer  and  longer  deferred,  and  credit  fin- 
ally looked  upon  as  a  matter  of  right,  and  not  as  a  special 
privilege  or  favor,  as  in  the  first  instance.  This  is  how  the 
credit  system  starts  with  certain  parties,  but  dealers  are  do- 
ing all  they  possibly  can  to  discourage  the  practice.  They 
also  keep  the  approbation  system  down  to  a  minimum,  but 
cannot  entirely  eliminate  it. 

Buys  Just  What  He  Wants. 

"The  selling  end  of  the  business  is  very  important,  but 
the  buying  end  is  equally,  if  not  more  so.  We  have  been  in 
business  now  ten  years,  and  in  all  that  time  have  not  can- 
celled on  average  one  hundred  dollars  a  year  in  our  orders 
for  stock.  I  consider  that  a  pretty  good  record,  and  I  think 
that  any  traveler  would  have  pleasure  in  saying  that  is  the 
kind  of  a  house  he  likes  to  do  business  with. 

"Oh,  yes!  I  know  what  I  am  talking  about  when  I 
refer  to 'the  traveling  end,  for  I  spent  some  years  on  the 
mad  before  I  went  into  the  retail  line,  It  is  the  orders  which 


are  filled  and  not  what  are  cancelled  that  count,"  went  on 
Mr.  George  T.  Hamilton. 

"That's  true  enough,"  added  a  commercial  man  from  a 
Toronto  jobbing  house,  who  was  standing  by.  "I  can  say 
that  when  I  secure  an  order  here  for  so  many  cases— no 
cold  feet  or  panic  ensue  on  the  part  of  the  buyer.  Now  and 
then  a  retailer  wants  to  make  a  good  fellow  of  himself,  and 
purchases  lavishly,  and  you  book  a  fine  order.  Then  when 
you  get  back  to  the  warehouse  at  the  end  of  the  week,  or 
within  the  next  few  clays,  there  is  a  politely  worded  request 
to  cut  out  this  and  that  line  and  the  other,  and  the  order 
sheet  immediately  shrivels  up  into  shreds  and  patches.  I 
often  feel  like  tearing  up  the  whole  thing  and  sending  the 
fragments  back  in  an  envelope  to  the  retailer.  Of  all  shoe- 
men  that  I  detest  is  the  one  who  does  not  know  his  own 
mind.  Of  course,  there  is  now  and  then  ample  reason  for 
cancellation,  but  in  the  vast  majority  of  instances— and  I 
have  been  at  the  selling  game  all  my  life— a  retailer  has 
only  himself  to  blame.  I  like  a  man  who  has  decision  and 
sound  judgment." 

The  Needs  of  Travelers. 

Traveling  bags,  suit  cases,  grips,  and  trunks  are  car- 
ried, and  form  a  profitable  part  of  the  business  of  Hamil- 
ton and  Son.  Every  style  and  price  is  embodied  in  the 
stock.  "They  bring  trade  to  the  store,  and  where  a  dealer 
has  the  room,  as  we  have  here,  I  would  strongly  advise  him 
to  add  such  lines.  I  find  blackings,  pastes,  laces,  foot 
easers,  brushes,  arch  supports,  and  other  goods  in  the  find- 
ings line  yield  a  good  return  if  properly  looked  after  and 
kept  in  a  convenient  and  conspicuous  place.  The  more 
people  you  bring  to  the  store  the  better  for  the  expansion 
of  your  trade,"  declared  Mr.  Hamilton,  Sr. 

The  Parlor  Shoe  Store  proprietors  advertise  regularly 
in  the  press  and  employ  shoe  illustrations    freely.  They 
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consider  it  good  business  to  daily  invite  the  public  to  do 
business  with  them.  They  tell  the  superior  points  of  a  cer- 
tain shoe,  proclaiming  its  quality  and  real  value  at  the  price 
asked,  and  are  not  always  acclaiming  "bargains"  and  "big 
reductions."  They  talk  merit,  wear,  style,  and  worth  in  their 
announcements,  but  twice  a  year  hold  a  mid-winter  and  a 
mid-summer  clearing  sale,  when  general  reductions  apply 
and  the  stock  is  appreciably  reduced  to  make  room  for  spring 
and  fall  lines  respectively.  They  occasionally  despatch 
booklets  through  the  mails  with  good  effect,  these  being 
furnished  by  manufacturers. 
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How  Shoemen  Throttle  an  Old  Evil 

The  Grievance  of  Approbation  Growing  in  Some  Towns,  While  It  is  Dying  or  Already  Dead 

in  Others — Its  Cause  and  Cure  Analyzed. 


The  approbation  practice  which  seems  indispensable  in 
connection  with  the  shoe  business  in  certain  towns  and 
cities,  is  not  welcomed  by  the  average  shoe  man.  He  wishes 
he  could  eliminate  it  altogether,  for  it  is  regarded  as  a  nuis- 
ance, paves  the  way  to  all  sorts  of  misunderstandings,  and 
opens  the  door  for  credit  in  not  a  few  instances. 

In  some  cities  it  has,  by  common  consent  and  agree- 
ment, been  abolished  altogether,  but  in  other  centres  it  seems 
to  flourish  as  vigorously  as  a  green  bay  tree.  Undoubtedly, 
it  is  no  doubt  a  matter  of  accommodation  and  convenience 
to  certain  customers,  but,  on  the  other  hand,  it  is  a  source 
of  annoyance  and  loss  to  the  retailer,  particularly  in  the 
larger  centres. 

Opens  Door  to  Credit. 

Like  the  credit  evil,  it  seems  to  be  with  them  to  stay, 
and  it  takes  courage  and  backbone  to  eliminate  it  entirely. 
Many  merchants  can  trace  their  first  bad  debts  and  bcok  ac- 
counts in  business  to  the  practice.  Families  occasionally 
endeavor  to  get  as  many  pairs  of  shoes  as  possible  sent  up 
on  approval,  but  somehow  they  forget  to  pay  for  the  foot- 
wear, and  are  dilatory  about  returning  it.  A  common  pro- 
cedure is  to  pay  for  one  pair  and  secure  others  by  a  plaus- 
ible plea,  and,  when  once  they  are  in  the  house,  word  is 
perhaps  telephoned,  "We  will  be  down  in  a  few  days  to 
settle."  the  mother  or  father  having  decided  to  keep  more 
than  one  pair  in  addition  to  the  boots  already  paid  for. 

One  shoe  man,  who  banished  this  evil,  told  the  Shoe 
and  Leather  Journal  the  other  day  that  he  had  dropped 
between  five  and  six  hundred  dollars  a  year  by  it,  and  he 
was  determined  to  cut  off  this  source  of  less.  Seme  patrons 
were  offended  at  first  and  vowed  they  would  go  elsewhere, 
but,  when  all  were  treated  alike,  they  eventually  came  back, 
and  now  they  do  not  look  for  the  privilege.  Abuse  and 
gross  misrepresentation  crept  in  and  now  selling  shoes  is 
pleasant  to  what  it  was  when  the  plan  prevailed. 

Money  for  the  Goods. 

In  some  stores  in  the  larger  cities  when  customers  who 
are  known  come  in  and  cannot  decide  what  footwear  is  best 
adapted  to  adorn  their  feet,  the  retailer  sends  a  man  or  one 
of  his  sales  force  with  the  shoes  around  to  the  house  with 
strict  instructions  to  bring  back  the  goods  or  the  money. 
The  man  waits  patiently  until  the  momentous  question  has 
been  decided,  and  cannot  be  bluffed  or  cajoled  to  leave  until 
he  has  the  cash  or  the  stock.  But  this  plan  is  expensive 
and  cumbersome,  and  many  persons  do  not  like  it. 

A  shoe  man,  who  is  now  in  the  manufacturing  line,  but 
for  years  conducted  a  retail  business  in  Goderich,  Ontario, 
said  that  he  managed  to  keep  down  losses  arising  from  this 
source  by  sending  to  the  house  three  or  four  pairs  of  right 
or  left  shoes,  as  the  case  might  be.  Thus  any  temptation 
on  the  part  of  the  seeker  after  approbation  to  be  dishonest 
was  removed.  I  fe  would  forward  the  shoe  to  mate  the  one 
that  the  party  decided  to  keep  when  the  others  were  returned 
to  the  shop,  along  with  the  cash  and  not  before.  "You 
know,"  he  added,  "that  three  or  four  right  shoes  or  left 


ones  are  no  good  to  anyone  to  keep  or  make  way  with.  A 
man  in  the  retail  line  runs  up  against  all  sorts  of  schemes 
and  dodges  by  which  people  hope  to  engineer  credit  without 
directly  asking  for  it.  When  a  caller,  who  was  unknown  to 
me,  came  in,  asked  for  goods  on  approval,  and  objected  to 
me  sending  up  mismated  shoes,  I  was  always  doubtful  about 
the  integrity  and  honest  motives  of  such  a  party.  I  invar- 
iably put  down  such  a  one  as  capable  of  getting  the  better 
of  me  if  he  or  she  had  a  favorable  opportunity,  and  turned 
down  the  request." 

Not  Time  to  Try  Them  On. 

An  Owen  Sound  dealer,  in  relating  his  experience,  said 
that  one  of  the  chief  objections  to  the  approbation  system 
was  that  very  often  the  shoes  would  be  kept  for  several 
days  before  being  returned  to  the  store,  and  frequently  he 
missed  good  sales  by  not  having  that  particular  last,  pattern, 
or  size  in  stock.  I  have  sent  my  boy  around  to  the  house 
time  and  time  again  to  bring  back  the  footwear,  and  he 
would  be  met  at  the  door  with  the  polite  remark  that  Mrs. 
S —  had  not  had  time  yet  to  try  on  the  footwear  or  she 
had  not  come  to  a  decision.  Then  I  have  known  cases 
where  families  have  moved  away,  and  it  was  difficult  to 
follow  their  flight,  and  in  some  cases  all  trace  of  them  was 
lost. 

"It  may  be  all  right  to  send  out  goods  on  approval 
where  every  customer  is  personally  known  to  you.  as  is  the 
case  in  a  small  town  or  village,  but  when  a  place  gets  as 
large  as  this  city,"  went  on  a  Peterborough  man,  "and  there 
are  so  many  coming  to  work  in  the  factories  all  the  time 
that  you  cannot  be  expected  to  know  one-half  the  people 
who  enter  the  door  to  buy  footwear,  it  is  high  time  that 
the  practice  ceased.  When  persons  are  as  good  as  the  Bank 
of  England  and  have  been  patrons  of  yours  for  years  there 
is  not  a  great  deal  of  objection." 

Too  Many  Female  Advisers. 

"I  have  noticed,"  said  a  Stratford  dealer,  "that  a  pro- 
lific cause  of  this  nuisance  is  a  woman  coming  into  the  store 
with  two  or  three  friends  or  relatives.  Now,  you  can  please 
one  party  generally  without  much  trouble,  but  when  it 
comes  to  pleasing  two  or  three  it  is  an  entirely  different 
proposition.  One  woman  does  not  like  such  a  low  heel,  and 
the  other  objects  to  the  height  or  style  of  the  toe,  or  the 
color  of  the  leather,  or  the  number  of  ankle  straps  or  but- 
tons, and  every  one  is  offering  advice  and  suggestion  until 
the  buyer  is  perplexed  and  mystified.  She  does  not  really 
know  what  she  wants,  and  anxious  to  get  something  that 
will  appeal  to  her  friends  as  well  as  suit  herself,  she  finally 
winds  up  by  asking  that  two  or  three  pairs  be  sent  up  to 
the  house,  that  she  cannot  possibly  decide  just  now,  and  is 
very  tired  after  shopping — any  sort  of  an  excuse  will  an- 
swer. It  is  not  difficult  for  an  ordinary  retailer  with  a  com- 
prehensive stock' to  satisfy  one  individual,  but  when  it  comes 
to  meeting  all  the  tastes  of  a  company  of  shoppers,  then  the 
unfortunate  shoe  man  is  certainly  up  against  it.  A  woman, 
even  if  she  does  buy  after  taking  counsel  with  her  friends 
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or  relatives,  may  not  be  fully  pleased  when  she  gets  home, 
and  will  come  in  again  and  request  that  the  oxford,  the 
three-tie  or  bal,  which  she  bought,  be  exchanged  for  some- 
thing else;  then  you  have  the  trouble  of  opening  up  half  a 
dozen  or  more  cartons  and  going  all  over  the  work  again. 
I  would  just  as  soon  wait  on  a  woman  as  a  man,  but  I  want 
the  woman  to  enter  the  establishment  alone,  and  not  be  ac- 
companied by  an  advisory  counsel  or  an  arbitration  com- 
mittee." 

The  one  effective  way  for  the  shoe  retailer  to  obviate 


the  approbation  practice  is  to  induce  his  competitors  to  co- 
operate and  agree  to  stop  it  altogether,  and  if  those  in  the 
same  line  of  enterprise  are  men  of  their  word,  the  desider- 
atum may  be  brought  about,  in  the  same  way  that  a  half- 
holiday  during  the  summer  months  or  a  six  o'clock  closing 
arrangement  is  effected.  There  is  strength  and  mutual  pro- 
tection in  union,  and  a  local  association  of  merchants,  will 
accomplish  much  in  the  way  of  reform  and  getting  rid  of 
trade  abuses  and  drawbacks,  which  individual  or  isolated 
effort  could  never  hope  to  achieve. 


Current  Comment 


Business  Pulse. 

The  warmer  weather  that    has    come    with    May  has 
brought  a  welcome  acceleration  of  retail  trade  in  most  lines. 
In  wearing  apparel  and  footwear  the  improvement  has  been 
most  decided,  and  dealers  are  beginning  to  see  daylight  with 
regard  to  their  spring  stocks.    In  other  lines  the  increased 
activity  is  quite  noticeable,  and  with  the  remarkable  boom 
in  building  that  is  in  process  in  all  the  large  cities  and  many 
of  the  larger  towns,  not  cnly  are  the  building  trades  pros- 
pering, but  the  reflex  influence  is  felt  by  many  lines  of  bus- 
iness, which  could  not,  by  the  widest  stretch  of  the  imagin- 
ation, be  described  as  allied.    General    confidence    in  the 
situation  as  evidenced  by  the  unwonted  activity    in  other 
manufacturing  lines    promises  a  good    deal     of  "heart" 
amongst  general  buyers,  who,  at  a  time  like  the  present, 
hold  the  purse  strings  lightly.    Agricultural  prospects  seem 
bright,  although  reports  of  severe  frosts  following  the  re- 
cent fine  weather  involve  to  some  extent  fall  wheat  crops 
in  Ontario.    It  is  too  early  to  form  any  idea  of  the  situa- 
tion in  the  West,  where,  as  might  be  expected,  a  largely 
increased  acreage  is  under  cultivation    this    year,  which 
promises  to  put  up  the  Canadian  record  for  wheat  growing 
several  notches. 

Long  Chances. 

In  a  country  like  the  Canadian  West  conditions  obtain 
that  are  almost  unthinkable  in  older  districts.    So  much  de- 
pends upon  the  crop  that  large  chances  are  taken,  not  only 
by  farmers  but  those  who  sell  them  supplies.    It's  practic- 
ally "make  or  break"  with  most  of  them  who  purchase  sup- 
plies and  equipment  subject  to  the    crop    returns.  When 
frost    or  other    unforeseen    incident    brings  disaster,  not 
only  is  the  wheat  grower  in  a  bad  way  but  his  creditors  feel 
the  force  of  the  blow  more  or   less  keenly.     This  makes 
Western  business  considerable  of  a  gamble,  and  Western 
people,  who  rather  like  long  chances,  do  not  seem  to  mind 
losing  now  and  then.    Easterners,  however,  who  do  not  un- 
derstand the    conditions    thoroughly,    and   who    are  often 
caught  in  the  pinch,  do  a  good  deal  of  howling  at  times.  It 
is  true  that  the  farmer  "hogs  it"  in  wheat,  and  wants  to 
make  his  fortune  in  a  quarter  of  the  time  operators  in  the 
older  part  of  the  country  have  been  accustomed  to  devote 
to  the  process.    But  the  West  is  the  West,  and  the  very 
atmosphere  of  the  country  inspires  the  boundless  fearless- 
ness and  extravagance  of  enterprise  of  which  those  who  live 
there  seem  to  be  prone. 


Then  and  Now. 

When,  fifty  years  ago,  Canada  sought  an  outlet  for  the 
small  surplus  of  her  natural  products,  the  then  Governor- 
General,  Lord  Elgin,  with  the  Prime  Minister,  Mr.  Francis 
Hincks,  went  to  Washington  to  interest  the  American  Gov- 
ernment in  reciprocity  proposals.    It  was  only  through  the 
splendid  social  qualities  of  Lord  Elgin,  it  seems,  that  they 
could  get  even  a  hearing,  and  after  banqueting,  visiting,  and 
using  the  very  limit  of  diplomacy,  a  treaty  was  reluctantly 
consented  to,  not  on  account    of    any    interest  American 
statesmen  and  politicians  felt  in  this  country,  which  to  them 
was  a  negligible  quantity,  but  from  personal  friendliness 
towards  its  executive  head.    To-day  the  boot,  so  to  speak, 
is  on  the  other  foot.     Canada   has  been   approached  first 
with  regard  to  an  exchange  of  natural  products,  and  Presi- 
dent Taft  has  donned  the  role  of  Lord  Elgin,    as    far  as 
using  his  prestige,  influence,  and  persuasiveness  upon  his 
government  with  respect  to  concluding  a  commercial  treaty 
with  the  Dominion.    It  speaks  volumes  fcr  the  development 
of  this  country  that  within  fifty  years  she  has  become  the 
wooed  instead  of  the  wooer.    By  demonstrating  that  she  is 
able  to  work  out  her  own  destiny  side  by  side  with  a  power- 
ful neighbor,  she  has  not  only  attained  commercial  as  well 
as  national  position,  but  has  won  the    admiration    of  the 
smartest  trading  people  in  the  world. 

Meeting  Competition. 

The  man  who  is  hunting  for  trouble  always  gets  it. 
The  merchant  who  is  looking  for  competition  is  running  his 
head  against  competitors  all  the  time.  It  is  the  man  who 
runs  straight  on  and  who  looks  not  to  the  right,  the  left, 
nor  behind  him  to  see  what  his  chances  are,  who  wins  the 
race.  Because  some  man  is  selling  an  article  for  so  much 
is  no  reason  why  you  should  follow  suit.  Don't  be  led  by 
the  nose  by  every  fool  who  gives  away  his  goods  in  order 
to  startle  people  into  thinking  he  is  smarter  than  he  is.  Any 
sap-head  can  run  a  store  into  a  hole  and  wind  up  with  a 
creditors'  meeting:  it  takes  a  good  man  to-day  to  sell  goods 
and  put  money  away  in  the  process.  It  is  easy  to  talk,  of 
course,  but  there  are  men  who  had  all  the  chance  they  could 
ask  to  follow  competition,  but  who  hewed  out  a  way  to 
success  and  prosperity  along  lines  of  their  own  choosing. 
In  any  case,  the  man  who  is  always  looking  around  to  see 
how  other  people  wipe  their  noses  is  apt  to  get  a  little 
cross-eyed,  to  say  the  least. 
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Does  a  Repair  Shop  Pay  For  Itself? 

Various  Ontario  Shoe  Dealers  Express  Different  Opinions — Patrons  Expect  Too  Much 
and  Try  to  Impose  on  the  Merchant — A  Personal  or  Local  Problem. 


Does  a  repair  shop  pay  the  average  retailer  in  the  small 
city  or  town?  This  question,  like  many  others,  will  prob- 
ablv  never  be  satisfactorily  solved  except  on  an  individual 
basis  and  a  careful  study  of  the  needs  and  habits  of  the 
shoe  buyers  in  each  community. 

It  seems  to  resolve  itself  into  a  purely  personal  prob- 
lem with  the  average  retailer  in  the  smaller  centres.  In 
the  larger  cities,  of  course,  few,  if  any  stores,  conduct  a 
repair  department.  Consumers  of  costly,  well  made  foot- 
wear do  not  look  for  it.  But  at  the  less  populous  points 
where  a  cheaper  class  is  bought  customers  expect  something 
of  this  character. 

They  Take  a  Chance. 

"It  is  a  strange  commentary  on  human  nature,"  re- 
marked a  shoeman  of  a  Western  Ontario  city,  "that  if  a 
purchaser  buys  a  flimsy  shoe  or  gets  a  selection  at  a  bargain 
table  he  or  she  will,  if  the  shoe  gives  out,  not  run  back  to 
a  cheap-John  place  or  a  departmental  store  and  complain  of 
being  worsted  in  the  transaction,  but  will  take  a  chance  and 
stand  by  the  result.  It  is  a  sort  of  "try  your  luck;  you  may 
win  or  you  may  not,"  but  if  the  patron  is  the  loser  nothing 
is  heard  by  the  store  from  him  or  her.  Let  me  in  this 
city  sell  a  shoe  which  is  not  strictly  up  to  the  mark,  or  let 
any  little  thing  go  wrong  with  it  and  the  man  or  woman  is 
back  here  in  hot  haste  demanding  that  the  shoe  be  made 
right.  They  do  not  go  to  the  manufacturer  for  satisfaction. 
I  am  one  who  has  to  bear  the  brunt  and  the  blame.  Why, 
because  I  am  supposed  to  sell  nothing  but  good  shoes  and 
v  i  e  betide  me  if  anything  is  amiss;  but  a  departmental  store 
or  a  hip  hurrah  style  of  doing  business,  with  eternal  bar- 
gains and  cut-price  lots,  can  escape  every  time  in  making- 
good  any  defects.  Why?  Because  people  who  go  to  very 
large  establishments  or  to  dealers,  which  are  ever  on  the 
shout,  and  job  lot,  bought  before  the  advance,  a  manufac- 
turer's lot,  etc.,  are  not  expected  to  repair  damages. 

Have  Cut  Them  Out. 

By  mutual  consent  the  shoemen  in  a  few  towns  in  East- 
ern Ontario  have  decided  to  cut  out  the  repair  department 
and  send  all  people  requiring  this  class  of  work  to  a  regular 
repair  man.  A  Belleville  shoeman,  when  asked  about  a 
repair  department,  exclaimed  that  he  was  glad  to  get  rid  of 
it  as  he  did  several  years  ago.  He  stopped  a  loss  of  be- 
tween five  and  six  hundred  dollars  annually.  People  would 
expect  not  only  rips  sewn  up  free,  but  they  would  also  expect 
tacking,  and  I  have  actually  had  customers  ask  me  in  all 
seriousness  if  I  would  charge  anything  for  putting  on  a 
fresh  half-sole.  They  would  say  that  they  had  bought  their 
ft  otwear  of  riie  for  years  and  had  always  paid  me  cash,  and 
1  might  attend  to  this  little  matter  for  them.  They  evidently 
thought  that  the  time  of  my  men  and  the  material  used 
cost  me  next  to  nothing.  Then  I  was  bothered  incessantly 
by  persons  coming  in  and  asking  that  rips  be  sewn  or  a  sole 
tacked  when  the  shoes  were  not  purchased  in  my  store  at 
all.  People,  cither  from  ignorance  or  design,  tried  to  work 
me  for  all  sorts  of  things,  and  I  am  now  glad  to  give  the 


shoemaker  a  chance.  There  are  always  a  number  of  good 
workmen  handy  to  whom  I  direct  any  inquirers." 

A  shoeman  in  Gananoque  who  runs  a  repair  shop,  de- 
clares that  he  makes  a  good  profit  on  the  branch  and  on 
the  labor  of  his  man,  but  "you  have  to  give  this  adjunct," 
he  said,  "considerable  oversight  or  you  will  get  'stung.'  I 
never  do  any  credit  business  in  the  repair  line  and  all  work 
before  it  leaves  the  shop  must  be  paid  for.  The  other  day 
a  man  came  hustling  in  and  wanted  two  or  three  rips  in  a 
shoe  sewn  up.    T  got  the  shoes  here,'  he  exclaimed. 

Would  Cost  Him  Twenty  Cents. 

"I  looked  at  them  and  saw  in  a  minute  that  I  had  never 
handled  that  line,  and  told  the  fellow  that  he  must  be  mis- 
taken, and  that  the  work  would  cost  him  twenty  cents. 

"  'Well,  I  guess  not,'  he  added  rather  impudently,  'and 
I  know  they  came  from  here  and  you  should  repair  them 
for  nothing.' 

"  'Excuse  me,'  I  ventured,  'I  have  never  had  that  brand 
of  footwear  in  stock.  You  are  wrong  when  you  say  that 
you  got  them  here.  I  cannot  attend  to  the  job  less  than 
twenty  cents.' 

"The  conversation  grew  pretty  hot  as  the  caller  was 
most  persistent,  and  I  finally  told  him  in  plain,  unadorned 
language  that,  if  he  did  not  want  to  pay  the  price  of  the 
repairs,  he  could  go  somewhere  else,  and  that  I  was  not 
going  to  attend  to  the  work  for  some  one  else. 

"Then  he  mellowed  down  and  said  that  after  all,  he 
might  possibly  be  mistaken,  but  'the  missus'  generally  bought 
her  stuff  from  me,  and  he  thought  this  pair  might  also  have 
come  from  my  establishment.  He  waited  until  the  job  was 
done,  paid  what  I  asked,  and  begged  parden  for  being  so 
positive. 

"  'Say,'  he  added  rather  confidentially,  T  have  just  had 
a  drink  or  two,  and  perhaps  I  am  a  trifle  confused.'  " 

A  shoeman,  who  does  his  own  repairing  in  a  small  town 
in  Waterloo  County,  said,  when  asked  the  question  about 
repairs,  that  he  did  his  own  work  but  that,  if  he  had  to  hire 
a  man,  he  could  not  keep  him  employed  the  year  round,  and 
that  the  dull  seasons  would  more  than  counterbalance  the 
profit  when  there  was  a  rush.  I  do  not  carry  a  large  stock 
of  footwear,  and  I  manage  to  make  a  profit  out  of  this  de- 
partment by  doing  the  labor  myself  and  thus  filling  in  time 
to  advantage  that  I  might  otherwise  waste. 

A  Goderich  dealer  declared  that  a  repair  shop  was  a 
nuisance,  and  that  patrons  expected  all  sorts  of  things ! 
"When  you  say  that  you  will  sew  up  all  rips  free  or  charge 
there  is  a  broad  interpretation  that  can  be  put  on  that  term 
'rip,'  and  where  are  you  going  to  draw  the  line?"  he  asked. 
"Will  you  include  turned  stock  and  McKay  sewn,  or  just 
the  upper  stock?  It  is  a  fine  distinction.  If  you  have  no  re- 
pair bottom  stock  as  well  as  upper  in  all  machine  sewn  goods 
and  hand  sewn  as  well  when  there  is  a  rip,  then  you  can  sav 
'good-bye  to  all  profit'  on  a  repair  department." 

A  Picton  retailer  observed  that  he  would  not  think  of 
conducting  a  shoe  business  without  a  well  equipped  repair 
department.    "Why,"  he  added,  "I  would  as  soon  think  of 
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doing  business  without  dressing  my  windows  or  having  my 
shoes  cartoned.    It  brings  people  to  the  store,  and  where 
they  get  their  repairs  attended  there  they  will,  m  a  town 
like  this,  buy  their  footwear." 

A  Profitable  Adjunct. 

A  shoeman  in  Perth  had  the  same  story  to  tell  when 
spoken  to  regarding  the  matter.  He  made  several  hundred 
dollars  a  year  out  of  repair  work  and  found  it  a  profitable 
adjunct.  And  so  the  story  goes— one  man's  opinion  differ- 
ing from  another  as  vastly  as  his  experience. 

"To  make  the  department  pay  and  come  up  to  the  full 
measure  of  its  capabilities  you  have  to  have  a  complete  re- 
pairing outfit,"  quoth  a  Kingston  man.  "The  day  of  running- 
such  an  integral  part  of  the  business  by  hand  is  past.  The 
various  operations  must  be  carried  on  automatically  and, 
in  this  hurry  age,  you  must  be  able  to  attend  to  repairs 


while  people  wait.  Many  persons  have  net  two  pairs  of 
shoes  and  want  the  job  done  on  the  spot,  and,  with  a  modern 
shoe  repair  outfit,  you  can  attend  to  the  business  m  hand 
at  once.  Not  much  room  is  required  for  a  good  up-to-date 
equipment,  and  look  at  the  possibilities,  the  time  saved  by  a 
stitching  machine,  an  edge  trimmer,  a  buffing  and  scouring 
machine,  a  finishing  machine,  etc,  all  operated  by  a  friction 
drive  pulley." 

A  Personal  Solution. 

Does  a  repair  shop  pay  the  average  retailer?  No  con- 
clusive opinion  can  be  given  applicable  to  all  towns  and 
cities.  It  appears  to  be  a  case  of  "you  pay  your  money  and 
you  take  your  choice,"  judging  from  the  foregoing  inter- 
views, and  the  experiences  of  other  shoe  retailers  which 
will  be  narrated  in  a  later  issue  of  the  Shoe;  and  Leather 
Journal. 


A  PROGRESSIVE  WESTERN  SHOE  HOUSE 


E.  R.  Gavin's  retail  establishment,  'Port  Arthur,  Ont,  showing  an  interior  view. 
The  premises  are  exceptionally  wide  and  well  lighted,  and  the  appointments 
modern  and  convenient. 
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Salary  or  Commission —  Or  Both? 

Road  Men  Talk  Freely  Over  the  Most  Satisfactory  Working  Basis — Faults  of  the  Jobbers 
and  the  Retail  Trade  Receive  Some  Ventilation. 


Returning-  to  Toronto  on  a  Friday  night  from  their 
weekly  trips  to  Western  Ontario  were  half  a  dozen  shoe 
travelers.  The  train  was  crowded,  and  the  men  of  the  road 
found  the  smoking-car  a  suitable  congregating  place. 
Naturally,  there  was  considerable  shop  talk,  and  inquiries 
were  made  as  to  how  business  was  in  the  matter  of  sorting 
and  also  securing  orders  for  fall  and  winter  lines. 

Then  the  discussion  veered  to  local  option,  hotel  accom- 
modation, and  the  cancelling  of  orders  by  certain  retailers, 
who  seemed  to  be  pretty  well  known  by  the  way  their  names 
were  mentioned.  Finally  the  pay  that  a  traveler  receives 
and  the  high  cost  of  living  was  the  theme  for  conversation. 

"I  see  that  postal  clerks  and  Customs  employes  are  hav- 
ing their  salaries  boosted  by  the  powers  that  be  down  at 
Ottawa,"  remarked  one  of  the  party,  who  travels  for  a 
manufacturer  of  women's  shoes.  "Then  the  other  day  the 
Toronto  City  Council  boosted  the  remuneration  of  the  po- 
licemen, the  firemen,  and  many  civic  employes.  I  am  on 
both  salary  and  commission,  but  I  do  not  think  that  the  aver- 
age shoe  traveler  is  making  what  he  should." 

The  Generous  Allowance. 

Mr.  S —  spoke  up  and  declared  that  a  commission  man 
should  have  seven  per  cent,  on  all  the  orders  which  he  took 
and  were  filled.  Five  per  cent,  was  altogether  too  low,  in 
view  of  the  fact  that  a  man  on  commission  had  to  meet  all 
his  expenses  out  of  his  commission,  and  the  fact  that  hotel 
rates  in  many  of  the  cities  had  been  advanced  from  seventy- 
five  cents  to  a  dollar  and  a  half  a  day,  since  the  new  pro- 
vincial  law  had  come  into  effect,  whereby  a  percentage  of 
the  bar  receipts  find  their  way  into  the  government  coffers. 
Because  of  this  or  local  option  being  carried  the  proprietors 
of  houses  have  decided  to  make  up  for  the  loss  by  taxing 
the  traveling  public. 

Sold  $100,000  in  a  Year. 

Another  man,  who  carries  several  trunks  with  him  on 
his  weekly  pilgrimages,  said  that  he  had  been  with  his  job- 
bing house  nine  years  now,  and  last  year  he  managed  to 
sell  $100,000  worth  of  goods,  which,  at  five  per  cent,  com- 
mission, netted  him  five  thousand  dollars,  but  out  of  this 
expenses  of  some  fifteen  hundred  had  to  be  deducted.  "I 
find  that  my  average  outlay  per  week  is  thirty  dollars,  and 
I  am  pretty  well  satisfied  with  the  way  the  house  is  using 
me.  So  arc  all  the  boys.  We  are  allowed  five  per  cent,  not 
only  on  all  the  business  booked  in  our  territory,  but  also  on 
all  sorting  or  new  orders  that  come  in  by  mail  or  even  from 
a  dealer  in  a  small  place  which  we  may  never  have  visited. 
I  am  on  the  road  about  forty-nine  or  fifty  weeks  of  the 
year,  and  I  have  no  cause  to  kick  at  what  I  am  making." 

A  Difference  in  Commission. 

"Well,  your  people  are  more  generous  than  mine,"  as- 
serted K — ,  "for,  while  I  get  five  per  cent,  on  all  business 
filled  which  1  hook  personally,  on  mail  orders  forwarded  by 
retailers  1  secure  only  two  and  a  half  per  cent.  Then,  if 
one  of  my  customers  comes  to  town  to  do  some  sorting  for 


himself,  I  am  given  only  the  same  allowance.  Probably 
twenty  thousand  dollars  worth  of  trade  came  in  this  way 
last  year,  and  if  I  were  allowed  five  per  cent.,  the  same  as 
you  are,  instead  of  two  and  a  half,  my  income  would  have 
been  over  five  hundred  dollars  more." 

"I  would  rather  have  a  straight  salary,"  chimed  in 
MacK — ,  "for  then  you  know  exactly  what  you  are  get- 
ting and  can  make  calculations  accordingly.  It  may  not 
yield  as  much  as  the  commission  basis,  but  it  is  more  satis- 
factory. I  get  fifteen  hundred  a  year  now,  and  expenses, 
which  is  not  half  bad." 

"Any  man  who  is  worth  his  salt  should  demand  to  be 
placed  on  commission  and  given  a  territory  on  which  no  one 
else  is  allowed  to  trench,"  declared  a  young  fellow,  who 
was  out  for  his  fourth  season.  "He  will  find  his  income 
growing  the  better  he  is  known,  and  the  more  he  gets  to 
understand  the  needs  and  whims  of  his  customers.  If  a 
man  has  long  runs  expenses  are  heavy,  but  I  have  man- 
aged to  keep  traveling  and  hotel  bills  down  to  an  average 
of  twenty-seven  dollars  a  week." 

Too  Fond  of  Changing. 

"Yes,"  spoke  up  B — ,  "that  is  all  very  fine  if  the  house 
would  leave  you  alone,  but  the  chief  fault  I  have  to  find  is 
that,  when  I  get  my  ground  properly  cultivated,  and  am  do- 
ing fipst  rate,  my  boss,  believing  that  change  is  the  law  of 
life,  shifts  us  and  then  we  have  to  begin  all  over  again,  as 
it  were.  Still  I  would  rather  be  on  the  road  than  in  the  retail 
business  in  a  small  town.  The  inaction  on  five  days  of  the 
week  would  kill  me.  I  would  die  of  ennui  or  be  driven  to 
drink.  I  must  keep  on  the  move  to  be  contented.  Do  you 
know  that,  in  many  a  retail  establishment  where  there  is  a 
large  market  every  Saturday  and  farmers  flock  to  town  by 
the  score,  the  receipts  of  average  shoe  men  on  that  day 
are  as  much  as  he  will  take  in  on  the  other  five  days  of  the 
week.  A  customer,  in  Stratford,  told  me  last  Saturday  he 
raked  in  three  hundred  dollars,  and  during  the  other  five 
days  his  business  all  told  was  only  two  hundred  and  seventy. 
Because  of  this  one  big  day  profits  are  kept  down  and  he 
told  me  the  reason.  He  could  not  get  sufficient  help  on 
Saturdays,  and  had  to  carry  three  clerks  all  the  time  in  order 
to  cover  the  rush  trade  on  Saturdays.  If  he  could  obtain 
sufficient  experienced  assistance  on  the  one  busy  day  he 
would  be  able  to  get  along  with  one  salesmen  or  two  at 
most.  Naturally,  the  stock  has  to  be  gone  over  every  week, 
goods  unpacked,  marked  and  assorted,  but  even  then  time 
often  drags  heavily  on  the  hands  of  the  staff.  How  many 
shoe  men  in  the  smaller  centres  are  making  much  more  than 
a  living.  I  can  count  the  number  in  my  territory  on  the 
fingers  of  my  hands,  and  I  know  what  I  am  talking  about." 

Likes  to  be  Out  All  the  Time. 

"Oh,  well,  every  business  has  its  setbacks,"  remarked 
a  Hamilton  man,  who  sells  for  a  manufacturer.  "Now  I 
am  out  on  the  road  only  six  months  at  most  during  the 
year — three  months  with  fall  samples  and  three  with  spring. 
How  do  I  put  in  the  other  six  months?    Well,  a  great  deal 
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of  the  time  is  spent  around  the  factory,  looking  after  certain 
routine  matters,  seeing  that  orders  are  filled,  meeting  an 
occasional  customer,  and  dear  knows  what  all.  I  would 
sooner  represent  a  wholesale  house,  and  be  out  practically 
all  the  time.    I  like  the  road  and  want  to  keep  on  the  jump." 

The  discussion  and  smoking  proceeded,  each  man  freely 
airing  his  joys  and  sorrows.  But  on  the  whole  they  appear- 
ed to  be  a  fairly  well  contented  lot,  and  only  now  and  then 
•a  grouch.  But  the  cancellation  fiend,  the  weather-vane  re- 
tailer, who  ordered  everything  in  sight  and  then  got  cold 
feet  was  roundly  denounced. 

-     The  Gusher  and  the  Cool  One. 

Here  is  reading  of  human  nature  that  one  representa- 
tive said  he  had  found  unfailing.  "If  a  buyer  comes  into 
my  sample  room,  grows  enthusiastic  over  each  line,  indis- 
criminately praises  everything,  and  wants  this  shoe,  that, 
and  the  other,  I  am  fearful  of  that  fellow,  and  that  he  will 
cancel  many  of  the  lines.  But,  if  a  cool,  calculating,  judi- 
cious fellow  enters  and  says :  "Now  I  like  that  shoe,  but  I 
think  a  patent  tip  would  improve  it,  or  the  heel  should  go 
higher,  or  box  calf  be  substituted  for  velours  calf;  then 
asks  if  we  cannot  make  him  up  a  certain  number  of  pairs  in 
the  way  designated,  then  I  know  that  that  chap  is  going 


to  stick  by  his  guns.    He  shows  decision,  judgment,  and  re- 
serve    He  knows  his  own  mind,  is  not  afraid  to  express 
his  views  or  tell  what  he  thinks  he  can  sell.    He  has  studied 
the  tastes  of  the  class  of  people  that  he  caters  to  and  is  not 
transported  by  a  passing  fancy  or  a  dream  cf  delight.  What 
good  or  what  satisfaction  is  it  for  a  traveler  to  get  an  order 
of  three  or  four  thousand  dollar  magnitude  if  one-half  or 
one-third  of  it  is  going  to  be  cancelled  later.    It  is  the  net 
result  that  counts  every  time.    I  like  the  safe,  sane  buyer, 
not  the  gusher  or  the  kite  flyer  who  rushes  from  one  shoe  to 
another  ejaculating,  'Oh,  that  is  snappy.'  'This  is  a  gem,' 
'A  peach,'  and  'Something  swell.'    He  says.  'You  had  better 
give  me  so  many  of  this  line,  and  so  many  of  that,'  and  then, 
when  he  has  left  and  his  enthusiasm  begins  to  evaporate, 
he  seeks  to  dig  up  or  manufacture  all  the  species  of  excuses 
and  thinly-veiled  lies  he  can  to  get  out  of  taking  the  lines. 
Fault  may  be  on  our  side  occasionally  in  urging  a  customer 
to  plunge  in  too  generously,  mesmerizing  him  into  the  belief 
or  conviction  that  he  can  get  rid  of  so  many  cases,  but  1 
doubt  if  the  average  traveler  or  his  firm  is  as  much  to  blame 
for  the  sins  of  calculation  as  we  are  charged  with  now  and 
*hen.    Of  course,  we  are  not  saints  or  demigods,  but  just 
.he  same,  we're  a  pretty  fair  bunch,  aren't  we,  Jenkins?'' 
he  concluded,  a?  the  train  pulled  in. 


Latchstring  Will  Hang  Out  Every  Day 

Elaborate  Preparations  Being  Made  for  the  Fifth  Annual  Fair  in  Boston-A  Full  Week  of  Profit, 
Pleasure  and  Instruction  is  Promised  All  Who  Attend. 


The  fifth  annual  shoe  and  leather  market  week  will  be 
held  in  Boston  from  July  12th  to  19th. 

The  fair  will  be  held  in  Mechanics  Building.    The  man- 
agement, which  has  already  conducted  four  successful  shoe 
and  leather  fairs  in  Chicago,  has  leased  the  entire  building 
for  the  coming  attraction.     On  the  second  floor  are  two 
large  halls  admirably  suited  for  meetings    and  convention 
purposes.    The  use  of  these  halls  has  been  offered,  free  of 
charge,  for  this  purpose  to  the  various  shoe  travelers'  asso- 
ciations, also  to  the  many  shoe  retailers'  associations  of  the 
United  States  for  a  big  meeting  to  organize  national  fed- 
erations, or  to  conduct  any  business  desired  in  connection 
with  these  organizations.    Any  other    trade  organizations 
connected  with  the  shoe  and  leather  industry,  who  desire  the 
use  of  these  halls  for  meetings  or  conventions  during  the 
fair  week,  have  only  to  make  application  to  secure  dates,  if 
made  in  time.    Already  July  15th  has  been    set    aside  as 
Superintendents'  and  Foremen's  Day,  when  shoe  factory 
superintendents  will  get  together  at  the  fair.    The  fair  is 
to  be  conducted  as  the  servant  of  the  trade,  and  the  pro- 
gram laid  out  to  co-operate  with  the  wishes  of  the  trade 
associations  interested.    It  has  been  voted  by  the  different 
trade  organizations  to  participate  in  the  formal  opening  of 
the  Boston  fair,  which  takes  place  on  Wednesday,  July  12th, 
at  2  o'clock,  in  Mechanics'  Building. 

The  fair  management  is  also  conducting  a  world-wide 
publicity  campaign  to  interest  the  trade  in  this  great  national 
shoe  and  leather  week.  The  combination  is  one  that  assures 
the  most  extensive  and  important  trade  gathering  ever  held 
by  any  American  industry. 

Interesting  literature  of  various  kinds,  including  postals 


showing  a  bird's-eye  view  of  Boston  and  Boston  harbor,  is 
being  mailed  to  the  shoe  and  leather  trade  all  over  the  world. 
As  previously  announced,  the  many  shoe  and  leather  trade 
organizations  of  New  England  have  united  with  the  New 
England  Shoe  and  Leather  Association  on  a  campaign  for 
a  big  international  gathering  of  the  shoe  and  leather  trade 
during  the  week.    Tanners,  shoe  manufacturers,  manufac- 
turers' of  shoe  and  leather  machinery  and  other  lines  allied 
with  the  trade  will  no  doubt  visit  Boston  in  large  numbers 
during  this  week,  and  it  is  assured  that  there  will  be  more 
shoe  and  leather  buyers  in  the  city  at  that  time  than  ever 
before.    An  interesting  program  has  been  laid  out  for  the 
entertainment  of  visitors  while  here,  and  no  one  could  visit 
this  section  without  gaining  valuable  information  regarding 
the  shoe  and  leather  trade.    Aside  from  these  features,  the 
many  beautiful  seaside  resorts  around  Boston  afford  a  splen- 
did opportunity  to  combine  pleasure  with  business  for  those 
who  come  here.    On  the  other  hand,  this  great  trade  gath- 
ering gives  Boston  a  splendid  chance  to  welcome  visitors 
from  all  parls  of  the  earth  and  make  a  record  for  enter- 
prise and  hospitality.    American  consuls  all  over  the  world 
have  been  notified  of  this  big  trade  event,  and  practically  all 
of  them  have  replied  stating  that  they  are  notifying  mem- 
bers of  the  shoe  and  leather  trade  in  their  territory  of  the 
big  national  shoe  and  leather  week  to  be  held  in  Boston 
next  July.    As  evidence  of  the    interest    already  aroused 
abroad,  the  Yorkshire  Observer,    of    Bradford,  England, 
says:    "The  fair  management  is  also  conducting  a  vigorous 
and  world-wide  publicity  campaign  to  interest  the  trade  in 
the  great  national  shoe  and  leather  week 
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Yes,  That  Shoe  Now  Feels  Much  Better 

Resourceful  Salesmen  Have  No  Difficulty  in  Selling  Findings,  Pleasing  Customers,  and  Adding  to  Their 

Own  Income— How  a  Plan  Was  Mutually  Agreed  Upon. 


"Sav.  Clarke,  did  you  sell  that  man  a  pair  of  shoe  trees 
with  the  patent  leather  shoes  which  he  just  bought?"  asked 
Stone,  the  proprietor. 

"Why,  no  !"  answered  Clarke,  "never  dawned  on  me." 

"Supposing  you  give  the  matter  some  thought  next 
time.  I  am  anxious  to  have  you  shove  the  sale  of  findings 
just  a  little,  and  I  do  not  see  why  we  can't.  You  might 
have  pointed  out  to  that  customer  how  useful  it  is  to  have 
trees  to  preserve  his  shoes,  how  they  will  help  to  retain 
the  shape  of  the  footwear  and  prevent  it  from  getting  out 
of  "kink,"  especially  if  he  is  caught  in  a  rain  storm  or  his 
shoes  get  soaked  and  muddy.  It  is  just  as  necessary  for  a 
man  to  place  trees  in  his  shoes  as  it  is  for  him  to  hang  his 
coat  on  a  hanger  if  he  wishes  the  garment  to  keep  its  shape 
and  not  look  dowdy." 

"All  right,"  declared  Clarke,  "I  will  remember  that. 
What  do  you  say  to  giving  me  a  'spiff'  on  each  pair  that 
I  induce  a  customer  to  buy,  providing,  of  course,  I  am  not 
directlv  asked  for  them,  but  persuade  a  patron  to  take  a 
pair  ?•" 

"All  right,"  answered  Stone,  "we  will  make  it  ten  cents 
a  pair,  sold  in  the  manner  described." 

He  Developed  a  Plan. 

Clarke  did  some  thinking,  and  had  a  plan  well  develop- 
ed. It  was  not  long  after  that  Wheaton,  the  sales  manager 
of  a  large  lumber  concern,  entered  and  wanted  a  pair  of 
patent  colt,  blucher,  No.  8,  D. 

Now,  Wheaton  has  a  painful  bunion  on  his  right  foot, 
and  it  is  a  rather  difficult  matter  to  fit  him  satisfactorily. 
He  tried  on  one  shoe  and  said  that  it  did  not  feel  exactly 
right.  Clarke  said  to  himself,  "It  is  now  or  never,"  and  he 
deftly  produced  a  bunion  protector  which  he  put  on 
Wheaton's  foot,  and  then  asked  him  to  try  on  the  shoe. 

"That  feels  a  hang  sight  better,"  added  the  lumberman. 
"Guess  I  can  wear  that  pair  now.  I  like  the  last  and  the 
pattern  is  nifty.  You  know  that  1  am  a  crank  in  the 
matter  of  footwear,  but  I  cannot  always  get  a  shoe  to  suit 
me." 

lie  paid  five  dollars  for  the  shoes  and  inquired  the  price 
of  the  bunion  protector. 

"Fifty  cents,"  said  Clarke,  and  the  money  was  paid. 
W  heaton  was  just  going  out  of  the  door  when  Clarke  tact- 
fully inquired  if  he  had  ever  tried  a  pair  of  trees  for  pre- 
serving his  shoes. 

"Can't  say  that  I  did,"  answered  the  lumberman.  His 
curiosity  was  aroused.    "Let  me  s«e  a  pair." 

They  were  produced  and  the  salesman  diplomatically 
-bowed  how  easily  they  were  inserted  and  how  necessary 
they  were  to  shape-retaining,  adding  not  only  to  the  life  of 
the  leather,  but  helping  materially  to  preserve  its  beauty 
and  smoothness  of  surface.  A  pair  was  bought  and  Wheaton 
went  away  without  in  any  sense  being  made  to  feel  that 
u  thing  had  been  foisted  on  him  which  he  did  not  want. 


In  less  than  a  fortnight  the  ambitious  young  clerk  had 
managed  to  sell  forty  pairs  to  well-to-do  customers,  and  had 
earned  $4,  selling  the  trees  at  75  cents  each. 

His  Eyes  Were  Opened. 

It  was  then  that  he  began  to  open  his  eyes  to  the  full 
possibilities  of  the  findings  and  he  told  Stone  one  day  that, 
instead  of  keeping  this  stock  on  a  side  shelf  he  should  pur- 
chase a  neat  show  stand  and  have  all  these  accessories  dis- 
played in  a  prominent  place  at  the  front  of  the  store. 

All  right,"  said  the  proprietor.  "I  am  agreed,  and  I. 
too,  think  we  can  make  some  money  out  of  this  depart- 
ment." 

Accordingly,  the  suggestion  was  carried  out,  and  the 
sales  went  up  with  a  bound,  everybody  working  in  harmony 
and  with  mutul  goodwill. 

The  silent  salesman  and  the  tactful  talk  of  the  boys  in 
the  store  soon  resulted  in  earning  margin  enough  to  pav 
for  the  case,  and  every  day  the  selling  became  easier  and 
more  effective.  Corn  plasters  at  twenty-five  cents  each, 
silk  laces  from  fifteen  to  twenty-five  cents  per  pair,  arch 
supports  at  two  dollars  per  pair,  and  stocking  protectors  (for 
those  who  wore  pumps  and  oxfords)  were  soon  disposed  of 
at  twenty-five  cents  per  pair  to  the  patrons  of  the  store. 
Things  took  on  a  different  light  while  the  business  in  dress- 
ings, brushes,  polishes  and  other  goods  began  to  move 
lively. 

This  feature  of  the  establishment  became  more  widely 
known.  People  recognized  that  they  could  get  exactlv  what 
they  required  at  Stone's.  The  selection  was  well  shown  and 
became  a  branch  of  the  place  which  was  not  in  any  sense 
out  of  harmony  and  arrangement  with  the  well  kept  goods. 
Often  persons  who  thought  they  were  difficult  to  fit,  due  to 
their  bunions  and  corns,  discovered  they  could,  with  the  aid 
of  the  facilities  afforded,  wear  sizes  and  widths  in  footwear 
they  never  dreamed  of  previously. 

The  Profits  Were  Good. 

The  findings  department  became  in  its  way  a  distinctive 
element  and  the  profits  realized  were  on  the  average  much 
higher  than  on  shoes. 

The  outlay  for  supplies  amounted  to  only  a  few  hundred 
dollars,  and  the  turnover  was  rapid  and  satisfactory.  Stone 
and  his  men  were  testing  the  potentialities  of  findings  to  a 
degree  that  they  believed  could  never  be  reached.  More 
and  more  people  kept  coming  to  the  store  and,  although  all 
did  not  buy,  still  their  presence  attracted  others  and  the  place 
seemed  busy  when  other  merchants  in  the  retail  line  com- 
plained of  things  being  quiet. 

"I  believe  any  branch  of  a  business  that  brings  people 
here,  even  if  it  is  only  for  a  ten-cent  box  of  paste  polish,  is 
profitable,"  declared  the  head  of  the  firm,  "and  by  a  little 
common  sense  and  judgment  we  are  all  making  more  money 
than  we  did  a  year  ago." 


THE  SHOE  AND  LEATHER  JOURNAL 


Tan  Russia  blucher,  straight  box,  military 
heel.     By  Brandon  Shoe  Co.,  Brantford. 


Patent  colt  button,  seamless  box,  military  heel. 
By  A.  P.  Cimon  Shoe  Mfg.  Co.,  Montreal. 


Mens  Styles 
for  Fall  Wear 


Straight  last,  patent  bal.,  full  foxed  with 
wide  easy  round  toe. 


Demi  glaze  calf,  seamless  button  boot,  mili- 
tary heel.  By  Cook-Fitzgerald  Co.,  London. 
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Make  Your  Windows  Sell  Your  Goods 

The  Trimming  Should  Be  Changed  at  Least  Once  a  Week— Timely,  Seasonable,  and 
Attractive  Displays  Required— Some  Valuable  Suggestions  to  Retailers. 


You  retailers  need  no  argument  to  convince  you  that 
an  attractive  window  display  is  always  a  power  for  increas- 
ing trade,  while  an  unattractive  window  with  poor  display, 
proves  an  absolute  barrier  to  the  full  measure  of  trade  that 
you  might  call  your  own,  says  Charles  L-  Garrison,  in  the 
Boot  and  Shoe  Record. 

The  way  to  an  individual's  pocketbook  is  almost  always 
by  the  "eye  route,"  and  if  you  fail  to  present  a  pleasing 
show,  your  chance  of  selling  is  very  remote.  On  the  other 
hand,  a -favorable  impression  made  through  a  tastily  dressed 
window,  showing  classy  footwear  of  approved  fashion, 
means  a  sale  half  made,  and  a  near  approach  to  the  "wrap 
'em  up"  stage. 

Window  trimming  cannot  be  divorced  from  advertis- 
ing, as  it  is  linked  and  interwoven  with  the  whole  advertis- 
ing fabric  of  a  concern,  and  besides,  has  a  gigantic  personal 
field  of  its  own,  in  which  to  win  or  lose  public  favor. 

The  window  tells  the  story  to  many  shoe  wearers  and 
possible  customers  who  never  read  your  "ads.,"  but  who,  in 
one  quick  glance  at  your  shoe  display,  decide — That  you've 
just  the  pair  for  them  to  wear. 

It  Fills  an  Order. 

A  good  window  does  more  than  fill  orders  for  customers 
who  have  their  minds  made  up  to  buy  a  pair  of  shoes — it 
goes  even  farther  in  creating  a  desire  and  completing  a  sale 
that  had  not  been  considered  before  that  certain  pair  of 
shoes  caught  the  customer's  eye. 

Personally,  I  know  quite  a  few  people  who  unfortu- 
nately do  not  read  "ads."  appearing  in  the  daily  papers,  but 
who  invariably  stop  at  attractive  windows,  only  to  fall  prey 
to  well  creased  and  artfully  prepared  footwear  for  their 
shoe  wants — and  in  such  cases  a  well-trimmed  window 
makes  more  converts  than  columns  of  newspaper  advertis- 
ing and  descriptions  of  high  sounding  adjectives,  accom- 
panying high  toned  cuts. 

Don't  misunderstand  me — I  am  not  depreciating  news- 
paper advertising — rather  record  me  in  the  statement  that 
good  windows  are  necessary  to  make  the  other  kinds  of  ad- 
vertising of  any  material  value.  For  what  will  be  the  effect 
of  a  really  good  news  item  or  house  letter,  if  it  leads  a 
probable  customer  up  to  a  dirty,  dingy,  poorly-dressed  win- 
dow, with  dusty,  out-of-date  footwear?  You  know  the  an- 
swer— that  customer  will  balk  and  turn  on  his  heel,  and 
pass  up  that  store  possibly  for  all  time. 

See  How  Many  Look  At  It. 

Hire  a  hoy  to  count  the  people  who  pass  your  window 
on  any  of  the  week-days,  and  you  will  find  that  the  number 
compared  favorably  in  a  percentage  way,  with  the  circula- 
tion of  your  local  newspaper.  This  shows  untold  possi- 
bilities along  the  lines  of  window  trimming,  and  emphasizes 
its  power  as  an  advertising  medium. 

It's  not  a  very  long  time  since  the  shoe  fraternity 
thought  all  that  was  necessary  to  make  a  "pretty  window 
trim"  was  to  pin  a  jumble  of  clashing    colors    around  a 


myriad  of  mirrors,  throw  in  several  hundred  pairs  of  un- 
stuffed,  uncreased  shoes — and  then  go  out,  pull  up  the 
awning — and  admire  it. 

Change  In  Method. 

To-day's  methods  and  effects  taboo  the  glory  of  "cheesy 
cloth"  ideas  of  past  days,  depending  on  the  effective  display 
of  a  comparatively  small  number  of  shoes,  properly  pre- 
pared, tastefully  arranged  on  pleasing  and  substantial  fix- 
tures, and  the  whole  forming  a  picture  on  a  neat  background 
of  woodcraft — as  nearly  perfect  as  present-day  window 
trimming  art  can  make  it. 

There  is  a  limit  as  to  how  much  you  can  spend  on  your 
window  trimming,  but  you  can  safely  place  the  figure  high, 
and  then  expect  to  get  profit  from  the  investment  as  a  very 
considerable  amount  of  trade  can  daily  be  traced  directly 
to  this  agency. 

It  May  Be  Developed. 

A  great  many  beginners  in  the  art  of  window  trimming 
acknowledge  defeat  before  they  have  made  the  proper 
effort,  and  decide  that  "window  trimmers  are  born — not 
made."  In  denial  of  this,  I  shall  first  admit  that  some  people 
really  have  a  natural  bent  more  prominently  and  clearly 
developed  in  the  initiatory  stage — but  to  assert  positively 
that  anyone  can  learn  to  become  really  expert  by  trying  and 
trying  again.  It  takes  practice  and  patience — it  takes  per- 
severance, initiative  and  observation — and  if  you  are  the 
least  bit  original,  even  a  small,  poorly  arranged  window 
may  furnish  you  an  opportunity  to  display  it. 

Make  your  windows  timely,  seasonable ;  try  to  catch 
attention,  hold  attention,  and  decide  a  sale.  Much  of  this 
can  only  be  accomplished  in  connection  with  a  good  window 
trim,  by  real  window  "talking"  signs  that  tell  the  story, 
short  and  to  the  point. 

Impress  the  Passer-By. 

Change  your  windows  at  least  once  each  week  and  have 
the  window  glass  cleaned  once  a  day.  Always  endeavor  to 
impress  the  passer-by — as  it  is  indeed  wonderful  how  last- 
ing window  impressions  may  be.  A  fellow-traveler  remind- 
ed me  only  recently,  of  an  "electric  calf"  I  displayed  in  my 
shoe  window  over  14  years  ago.  It  would  seem  that  window 
trimming  is  born  of  the  "first  impression"  idea,  and  you 
know  how  lasting  initial  impressions  sometimes  are. 

Try  to  be  the  first  to  show  the  coming  season's  goods 
in  your  window,  as  no  matter  where  the  same  novelty  is 
shown  a  few  days  later,  the  effect  made  by  first  exhibited 
goods  gets  you  all  the  credit  from  the  trade. 

In  conclusion,  let  me  place  the  show  window  of  first 
importance  to  the  retail  shoe  store,  and  remind  you  that 
they  mean  much  along  every-day  business  success  lines. 
Neglect  your  windows — and  the  trade  will  pass  the  neg- 
lect along  to  you,  as  untrimmed  and  poorly  displayed  win- 
dows fail  to  arrest  the  attention  of  possible  purchasers  who 
are  passing  your  way. 
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Business  Boosters 

Practical  Ideas  from  Here  and  There-Suggestions  From  Those  Who  Have  Found  Them 
Profitable— Watch  For  These  Timely  Items. 


Waiting  Room  for  Men. 

Hamilton — A  King  St.  shoeman,  who 
has  installed  a  Goodyear  repair  outfit,  has 
hit  upon  a  rather  novel  scheme  to  draw 
the  trade  of  the  men.  In  the  r,asement  of 
his  shop,  which  is  well  lighted  and  reach- 
ed by  a  stairway  from  the  centre  of  the 
store,  he  has  fitted  up  a  well  appointed 
waiting  room.  Here  he  has  the  daily 
papers,  a  number  of  magazines  and  peri- 
odicals and  three  or  four  comfortable 
chairs.  He  allows  the  men  to  enjoy  a 
smoke  while  waiting  for  their  shoes  to  be 
repaired,  and  the  plan  works  admirably, 
while,  with  the  good  reading  provided  and 
the  facilities  for  resting,  the  tarry  does  not 
seem  half  as  long  as  if  these  attractions 
were  not  furnished.  In  the  front  of  the 
building  are  windows  below  the  show 
windows  and  the  working  of  the  repair 
outfit  may  be  seen  from  the  street,  which 
in  itself  is  an  advertisement  for  the  repair 
department. 

Floral  Designs  in  Windows. 

Gait— H.  A.  Tanney,  manager  of  the 
Neill  shoe  store,  is  an  ardent  advocate  of 
tasty  window  dressing,  and  no  time,  effort 
or  expense  put  on  the  work  is,  in  his  opin- 
ion, fruitless.  He  is  a  firm  believer  in  the 
use  of  floral  trimming  and  makes  use  of 
roses,  palms,  blossoms  and  potted  plants. 
Occasionally  this  is  varied  by  exhibits  of 
the  different  kinds  of  leather  from  which 
the  shoes  shown  are  made.  He  uses  the 
latest  fixtures  or  shoe  stands  which  pro- 
vide for  extension  and  display  several 
shoes  from  one  pedestal,  while  scores  of 
different  combinations  are  easily  obtained 
with  the  adjustable  fixtures  which  he  has 
purchased. 

A  One  Color  Scheme. 

Montreal. — A  St.  Catherines  St.  shoeman 
has  struck  upon  a  good  idea  of  always 
having  his  stock  appear  fresh,  bright  and 
clean.  He  and  his  staff  open  every  car- 
ton in  the  store  once  a  week  and  see  that 
the  laces  are  placed  in  the  first  two  eye- 
lets only  and  the  shoe  not  half  laced  up, 
as  it  is  often  left  after  having  been  fitted 
on  by  a  probable  purchaser.  Then  he  uses 
tissue  paper  of  all  one  hue  in  his  cartons 
—a  light  pink— and  the  paper  is  renewed  as 
soon  as  it  appears  crumpled  or  soiled.  The 
effect  is  admirable,  on  opening  a  number 
of  cartons  for  the  display  of  shoes  the 
uniform  color  scheme  is  pleasing  to  the 
eye.  Then  the  footwear  has  the  appear- 
ance of  having  recently  arrived  and  not 
having  been  tried  on  a  number  of  times  by 
reason  of  the  laces  being  left  in  an  untidy 
and  slovenly  fashion.   The  customer  is  thus 


impressed  that  he  is  the  first  person  who 
has  tried  on  that  particular  pair,  the  laces, 
as  stated,  being  in  the  shoes  and  not  spread 
all  over  the  inside  of  the  box. 

"  Spiffs  "  as  an  Incentive. 

Stratford— Here  is  the  advice  tendered 
by  a  successful  shoe  man  in  order  to  get 
rid  of.  slow  going  lines  and  encourage  the 
clerks  in  their  work.    He  is  a  strong  be- 
liever in  the  "spiff"  system  and  on  several 
cartons  has  a  small  red  star,  on  others  a 
blue  star   and  on  certain  others  a  gold 
star.    The  selling  price  is  marged  plainly 
on  each  box  but  'the  stars  have  a  particu- 
lar significance.    The  red  star  means  that, 
if  the  clerk  sells  the  contents  in  that  box, 
he  is  given  ten  cents  commission  on  the 
transaction,   the  blue   star  means  twenty 
cents  and  the  gold,  twenty-five  cents.  This 
incites  the  salesman  to  exert  themselves 
and  make  a  little  extra  money.    On  a  re- 
cent Saturday  there  was  a  great  rush  and 
one  hustler  earned  over  three  dollars  on 
"spiffs,"  another  two  dollars  and  a  third  a 
dollar  and  sixty  cents  and  the  shoes,  so 
indicated,  yielded  a  fair  profit,  to  the  re- 
tailer as  well— about  fifteen  per  cent,  on  the 
average.     The  system  helps  to  keep  the 
stock  amoving. 


Indicating  When  Stock  Came  In. 

Brantford— The  Roberts  &  Van  Lane 
Shoe  Company  have  a  splendid  system  of 
knowing  exactly  how  long  stock  has  been 
in  hand.  Stock  bought  the  first  year  was 
marked  A,  the  second  B,  the  third  C,  and 
so  on.  The  respective  letters  are  placed 
on  each  carton  and  also  on  the  shoes. 
Thus  at  a  glance  a  salesman  can  fell  how 
long  goods  have  been  in  hand  and  what 
lines  he  should  push— after  sizing  up  the 
wants  of  his  customer,  of  course.  Except 
in  working  shoes  and  others  which  do  not 
go  out  of  style  and  general  demand — an 
effort  is  made  to  keep  down  the  stock  to 
the  letters  representing  the  last  year  or 
two.  The  plan  has  the  advantage  of  being 
simple,  effective  and  practical. 


Plain  Talk  to  Farmers. 

Belleville — A  Front  St.  merchant  pins  his 
faith  in  dodgers  as  winning  trade,  par- 
ticularly among  the  farmers  who  congre- 
gate on  the  market  square  every  Saturday 
in  large  numbers.  He  makes  a  special 
reference  to  them,  pointing  out  that  for 
knockabout  wear  there  is  nothing  so  suit- 
able as  can  be  obtained  at  his  store  and 
that  there  is  real  value  in  the  goods  offered 
and  a  personal  inspection  will  convince  the 
caller  that  all  that  is  said  is  true.  He 
adds  a  line :  "Just  drop  in  and  look  around 


for  yourself  at  What  we  have  to  offer.  You 
will  not  be  importuned  to  buy.  You 
are  under  no  obligation  whatever  if  you 
do  not  think  what  we  claim  for  these  shoes 
for  service  on  the  farm  is  true." 

Sale  Day  Each  Week. 

Brandon — "No,  I  do  not  advertise  con- 
stantly in  the  local  papers,  but  every  Friday 
I  insert  an  advertisement  headed  'Saturday 
savings,'  "  remarked  a  well  known  retailer. 
"I  have  a  few  lines  that  I  offer  as  an  in- 
ducement every  Saturday.  I  prepare  for 
an  exceptionaly  busy  day  and  am  rarely 
disappointed.  I  manage  to  clean  out  slow 
selling  shoes  by  offering  special  induce- 
ments. These  Saturday  sales  of  broken 
lots  have  helped  me  to  keep  my  stock 
clean  and  make  things  move.  Another 
day  might  answer  equally  as  well  in  an- 
other store,  but  I  have  chosen  Saturday 
for  the  reason  that  I  employ  extra  help 
that  day  and  want  to  round  out  the  week 
with  a  good  return." 

His  Experience  with  Approbation. 

Gait — "No,  sir,  I  have  little  use  for  the 
approbation  system,"  remarked  R.  T.  Ait- 
kin. "I  remember  the  first  pair  of  shoes 
that  I  let  out  on  approbation  when  I  start- 
ed business.  I  have  not  received  the  pay 
for  them  yet.  Of  course,  you  cannot  re- 
fuse to  send  a  few  pairs  up  occasionally  for 
old  and  true  customers  but,  unless  I  am 
perfectly  sure  the  parties  are  responsible 
and.  trustworthy  in  every  respect,  it  is  bet- 
ter to  decline  than  lose  the  price  of  the 
goods.  The  approbation  system  is  followed 
in  no  other  business  that  I  know  of  to  the 
same  extent,  and  retailers  are  themselves 
largely  to  blame  for  the  practice.  A  man 
does  not  ask  for  a  hat,  a  shirt,  a  necktie 
or  a  collar  upon  approval,  and  a  woman, 
so  far  as  I  can  learn,  does  not  enjoy  the 
privilege  of  having  other  goods  sent  upon 
approbation. 

Classifying  the  Stock. 

Vancouver — A  Hastings  St.  retailer  says 
that  he  has  found  the  following  system 
very  satisfactory  in  classifying  his  stock. 
On  the  'men's  side  he  keeps  patent  leather 
to  the  front,  in  the  next  section  gun  metals 
and  box  calf  shoes,  then  tans,  and  next 
kid,  etc.  The  same  prevails  on  the  wo- 
men's side,  the  numbers  of  the  stock  run- 
ning the  same  throughout  the  different 
sections  and  in  the  various  leathers.  Then 
prices  are  regulated  in  a  similar  manner 
and  it  is  almost  impossible  to  become  con- 
fused. Knowing  the  stock,  where  it  is,  and 
able  to  put  hands  on  the  kind  of  shoe 
needed  instantly  is  a  big  factor  in  success- 
ful retailing. 
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First  Shape,  Then  Style,  Next  Quality 

British  Trade  Commissioner  Refers  To  What  Average  Canadian  Cares  For  in  Footwear — British 
Quality,  and  American  Style  and  Price  Win  Favor. 

One  of  the  most  interesting  bluebooks  ever  issued  has  "Imports  from  the  United  Kingdom  amounted  in  1906 

just  been  published  by  the  Imperial  Government  respecting  to  $496,460,  and  in  1910  to  $964,776.    The  chief  item  was 

British  trade  in  Canada.    It  comes  from  the  pen  of  Mr.  leather  belting,  of  which  the  import  was  $106,326  in  1906, 

Richard  Grigg,  the  enterprising    and    progressive    British  and  $184,500  in  191c.    There  has  been  a  very  noticeable 

Trade  Commissioner  to  the  Dominion,  whose  headquarters  increase  in  the  quantity  of  British   boots   and   shoes  im- 

are  at  Montreal.    He  has  something  of  interest  in  the  way  ported  into  Canada,  from  $66,629  in  1906  to  $182,485  in 

of  observations  on  the  shoe  trade,  and  he  thinks  that  the  1910.    The  import  of  boots  and  shoes    from    the  United 

Canadian  market,  as  a  field  for  present  and  future  British  States  is  indeed  vastly  greater  than  the  British,  amounting 

trade,  is  governed  by  certain  conditions  which  give  to  the  in  1906  to  $1,216,003,  and  m  I9Io  to  $1,338,952.  Although 

economic  life  of  the  Dominion  a  character  of  its  own.  Can-  British  firms  are  gaining  an  increased  share  of  the  trade, 

ada  has.  for  a  decade  past,  been  undergoing,    and    seems  there  are  still  certain  difficulties  in  the  way  of  the  further 

destined  to  undergo  for  a  considerable  period,  a  great  in-  capture  of  the  market.    Many  British  firms  show  a  disin- 

dustrial  and  financial  expansion.    This  phenomenon  is  not  clination  to  use  American  lasts.    The  average    buver  in 

comparable  to  the  mere  alternation  of  good  times  and  bad,  Canada  cares  first  for  shape  and  then  style  and  then  for 

of  inflation  and  restriction,  the  periodicity  of  which  has  quality.    The  combination  of  British  quality  and  American 

been  for  generations  past  a  commonplace  of  economic  dis-  style  and  price  suits  the  Canadian  public  admirably.  There 

cussion.    An  expanded  market,  due  to  the  incidental  occur-  is  a  growing  competition  between  American  and  Canadian 

rence  of  "good  times,"  is  often  a  cause  rather  of  appre-  firms.    British  slippers  seem  to  be  popular,  and  this  part  of 

hension  than  of  confidence  to  the  manufacturer  and  trader,  the  trade  might  be  diligently  fostered  with  great  advantage, 

as  it  suggests  rapid  gains  and  the  utilization  of  the  present  Several  British  firms,  I  am  informed,  have,  during  the  past 

without  counting  upon  the  future.    The  trader  makes  hay  three  years,  appointed  Canadian  agents  for  the  sale  of  their 

while  the  sun  shines,  well  aware    that    an    overcast    and  goods,  with  satisfactory  results. 

clouded  sky  may  at  any  moment  check  his  activities.    Pre-  "The  British  share  in  harness  and  saddlery  is  incon- 

sent  opportunities  he  utilizes  to  the  full,  but  anything  in  the  siderable.    Of  a  total  import  of    $176,034,    in    1910,  the 

shape  of  larger  capital  expenditure,  of  patient  preparation  United  States  contributed  $137,488.    The  cost  of  raw  ma- 

for  the  future,  of  immediate  sacrifice  for  later  gains,  he  is  terials  for  the  manufacture  of  these  goods  has  increased 

disposed  to  regard  with  the  utmost  caution.    In  Canada  the  in  the  past  two  or  three  years.    A  Toronto  manufacturer 

case  is  different;  expansion  is  not  an  incident  but  rather  a  states  that  the  increase  in  a  recent  15  months'  period  was 

permanent  condition  of  economic  life,    the    existence    of  no  less  than  25  per  cent.    The  demand  has  grown.  Certain 

which,  in  the  interests  of  the  British  trader,  cannot  be  too  lines,  I  am  informed,  can  be  imported  from  England  on 

highly  emphasized.    It  is  true  that  in  the  general  movement  better  terms  than  from  elsewhere,  while  sometimes  a  pre- 

of  the  industrial  progress  of  the  Dominion  the  same  oscil-  ference  for  the  British  manufactured  article  is  noted,  apart 

lation  of  good  and  bad  years  is  to  be  observed  as  elsewhere;  from  the  question  of  price.    Importers  here  complain  that 

the  progress  of  the  country,  for  instance,  industrially  and  British  manufacturers  are  not  keeping  in  as  close  touch 

in  the  growth  of  its  population,  during  the  decade,  1881-  with  this  market  as  do  the  American  houses,  and  the  com- 

1891,  was  by  no  means  rapid,  and  the  development  of  Can-  plaint  regarding  slow  shipment  is  also  heard,  but  this  is 

ada  was  held  in  check  by  the  extraordinary  industrial  ex-  frequently  met  by  advance  ordering.     The  United  States 

pansion  of  the  United  States,  and  by  the  large  area  of  fer-  continue  to  handle  the  largest  share  of  this  business, 

tile  land  still  open  for  settlement  in  the  American  West;  "Increased  home  production,  and  larger  imports  by  the 

but  it  was  inevitable  that  sooner  or  later  the  resources  of  United  States,  are  two  factors  operating  against  imports 

the  country  would  attract  the  population  and  capital  neces-  of  leather  goods  from  Europe.     Otherwise  there  are  no 

5ary  for  its  development.    The  reasons,  therefore,  for  the  changes  to  note  since  my  last  report." 

present  expansion  are  obvious.  This  bluebook  deserves  much  success  in  circulation. 

It  should  be  read  by  every  British  house  interested  in  Can- 

The  Trade  in  Shoes.  ada,  being  written,  as  it  is,  by  a  conservative  man  who 

He  has  this  to  say  about  the    leather,    harness,    and  knows. 

saddlery  trade  in  Canada:   

"The  total  imports  were,  in  1906,  $3,031,569;  and  in  1.1.1.           vi.  <-u 

'  ,      ,  ,,     .         ,  ,      ,     J              ,  ^  Most  salesmen  approach  the  buyer  with  the  compara- 

i <j i o.  S4.2-J0.1  56.     I  he  following  table  shows  some  of  the  , 

.    .    .         '  tively  insignificant  fact  that  they  are  representing  a  certain 

principal  items:  J       0            ...                ,      ,  * 

[tgni                                             I905_6       I9oc.-i0  firm-  i«stead  of  making  it  apparent  that  they  are  the  firm. 

Total  of  all  kinds  $3,031,569    $4,239,156  that  what  they  say  is  backed  by  the  whole  influence  of  their 

Boots  and  shoes                                   1,284,654     1,523,957  house,  and  that  their  proposition  is  really  an  opportunity 

Calf,  kid  or  -oat.    lamb   and    sheep  for  the  buyer  to  compare  with  other  offers  he  has  from 

skins,  dressed,  waxed  of  glazed..      383,484        307,326  other  houses.    All  of  this  impresses  the  buyer  with  his  own 

Glove  leathe  r  lor  use  in  manufacture  limitations  and  makes  him  appreciate  the  power    of  the 

of  goods                                            383,565        593,478  salesman  in  the  field  of  his  line. 
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Patent  blucher,  mat  calf  top,  straight  fox 
Cuban  heel.  By  Utz  &  Dunn  Co. 


Snappy 
Fall  Styles 


V 


Dull  calf,  slant  top,  overlap  quarter,  13 
buttons,  Cuban  heel. 


Dull  calf,  slant  top,  perforated  vamp,  16 
buttons,  Cuban  heel. 


Gun  metal  blucher,  slant  top,  full  foxed, 
Cuban  heel.    By  Aird  &  Son. 
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Advertising  Leather  Goods 

Strong,  Realistic  Copy  Essential — The  Value  of  Arousing  the  Wanderlust — Show  the  Articles  in  Use  Whenever 

Possible — First  Create  Desire,  Then  Aim  to  Satisfy  It. 


Salesmanship  in  print  will  naturally  play  a  most  im- 
portant part  in  your  merchandizing  scheme  for  the  trunk 
and  leather  goods  section.  In  previous  issues  hints  have 
been  given  in  reference  to  the  display  of  stock  and  sales 
arrangements.    But  "you  must  first  catch  your  fish  ere  you 

can  fry  him,"  and  therefore 
most  of  your  business  will  per- 
force come  through  your  at- 
temps  to  reach  the  public  by  the 
printed  page. 

One  of  the  cardinal  prin- 
ciples in  all  publicity  is  first  to 
arouse  desire;  in  other  words, 
"make  him  want  it."  When 
this  has  been  accomplished,  the 
reader  should  be  admonished  to 
get  the  desired  thing  at  once — 
not  later  on.  By  skilfully  play- 
ing upon  the  universal  desire 
for  an  occasional  change  of 
scene,  the  reader  can  be  gradu- 
ally brought  to  a  state  of  mind 
where  he  or  she  will  be  rather 
ashamed  to  go  avoyaging  with 
an  old  trunk  or  shabby  suit  case 
or  club  bag,  Then,  when  this 
much  has  been  gained,  jump 
right  into  details  as  to  suit- 
ability, quality,  price,  descrip- 
tion and  so  on.  Along  these 
lines  lies  the  path  of  successful 
publicity,  and  it  is  the  path  you  must  travel  if  measurable 
success  is  to  be  yours. 

Note  in  the  Julian  Sale  ad.  how  desire  is  aroused,  not 
by  words,  but  by  that  silhouette  cut  of  the  automobile  with 
a  trunk  strapped  on  behind.  That  at  once  brings  one  to  a 
whole  chain  of  happy,  out-door  thoughts.  It  impresses  the 
traveling  spirit  upon  the  reader,  and  when  he  wants  a  trunk 
he  will  likely  go  there  for  it.  This  copy  is  strong  and 
realistic,  and  brings  out  points  not  shown  in  the  illustration. 
One  gets  a  very  good  mental  picture  of  this  motor  trunk. 

The  Hudson  Bay  Stores  ad.  is  not  an  ad.  for  the  travel- 
ing season,  but  rather  for  the  woman  wanting  a  good  hand- 
bag for  street  use.   The  whole  set-up  is  very  attractive.  The 


Motor 
Trunks 

"Julian  Sale"  Motor  'Trunks 
are-dustjiroof  and  waterproof, 
covered  with  the  best'  black 
enameled  cloth,  steel  frame, 
black  leather  bindings,  cloth- 
lined  and  heavy  straps  al4 
around,  strong  handles  ana 
hardwood  slats  on  the  bottom. 
•ftOO  to  $18.00.  See  the  28- 
lnch  Motor  Trunk — 

$10.00 

Writ*  for  new  100- pare  Catalogue, 
ih*vLn«  fall  line  bf  Julian  Sale 
Leather  Goods — No.  26. 

JULIAN  Q  ALE 

K>6  King  St.  West,  Toronto 


A  5-inch  single  column  well- 
displayed  ad. 


cuts  give  a  fair  idea  of  the  bags;  at  least,  a  definite  pic- 
ture upon  which  to  focus  the  thoughts  aroused  by  the  copy. 
The  latter  is  bright,  chatty  in  style,  and  gives  good  reasons 
for  the  reduced  prices.  Several  styles  are  then  described 
in  detail  and  prices  given  in  each  case.  For  any  woman 
desiring  a  new  hand-bag,  such  an  ad.  would  be  of  great 
interest,  and,  if  possible,  she  would  investigate  further. 

During  the  coming  month  liberal  space,  and  good  line 
cuts  should  be  used  in  featuring  the  various  lines  carried 
in  the  trunk  department.  If  the  principles  outlined  above  are 
borne  in  mind,  good  results  will  surely  follow.  This  applies 
to  the  use  of  booklets,  folders  or  circulars,  as  well  as  news- 
paper advertising.  Begin  now,  and  when  the  traveler  is 
making  preparations,  you'll  be  consulted. 


Very  Attractive  Styles  and  Exceptional  Values  in 

WOMEN'S 


HANDBAGS 

«0U  will  find  m  this  spring  showing  of 
women's  handbags  very  many  styles 
that  are  shown  exclusively  here.  You  will 
really  be  surprised — as  we  are — how  little 
money  will  buy  a  handsome-looking  bag. 
Here  are  bags  in  the  best  leathers,  some  con- 
taining purses  alone,  others  containing  coin 
and  card  case,  etc.  Some  have  the  braided 
handles,  others  the  strap.  We  buy  these  bags 
in  tremendous  quantities,  and  that  we  secure 
them  at  unusually  low  price  is  proven  by  the 
fact  that  other  stores  ask  25  to  35  per  cent, 
more  for  the  very  same  identical  brands.  See 
our  special  stock  today  Prices  and  descrip- 
tions below  • 


The  New  Balloon-shape  Bag  of  velvet, 
with  riveted  gilt  frame  and  long  silk 
cord.   Price   $2.00  and  $2.75 

Cream  Moire  Silk  Bag  in  the  new  mili- 
tary shape,  beautifully  finished,  for 
dress  and  the  opera.   Price.  . .  .$3.50 

Sea.1  Goat  Handbag,  warranted  all  leath- 
er, well  finished,  with  gilt  or  butler 
trimming.   Very  special  .  .   .  .  $3.95 

All  Leather  Seal  Goat  Handbag,  with 
leather  lining,  splendidly  finished. 
Guaranteed    Price  $5.00 


Pongee  Silk  Bag  for  summer  wear,  very 
fashionable  and  most  dressy  A 
snap  for  $5.50 

Suede  Leather  Handbag,  new  style,  with 
gilt  trimming,  very  nicely  finished. 
Price  $6.50 

Elephant  Leather  Handbag,  in  tan. 
purple  and  grey,  gilt  finished  and 
with  silk  or  leather  lining. . .  .$8.50 

Real  Seal  Handbags,  in  many  stvles  and 
splendidly  finished.  Price  only  $10.00 

Silver  Chain  Purses,  in  several  sizes  at 
prices  from  $1.95  to  $18.50 


Let  us  show  you. 


A  10-inch  3-column  ad.,  well  written  and  displayed. 


Trunk  Merchandizing 


Just  as  the  months  of  June,  July,  August  and  Septem- 
ber make  up  the  bonanza  season  of  the  soda  fountain  man, 
so  arc  they  the  months  of  big  activity  in  the  trunk  and 
leather  goods  department.  Hence,  it  is  incumbent  upon  the 
shoeman  who  contemplates  making  such  a  department  a 
paying  side-line,  to  bring  trunks  and  bags  more  to  the  notice 
of  the  public  than  at  less  seasonable  periods  in  the  year. 


Now  is  the  time  for  stocks  to  be  thoroughly  gone  over, 
and  the  gaps  made  by  the  winter  and  spring  selling,  filled  up. 
Not  only  that,  but  the  live  shoeman  will  give  the  local  situa- 
tion careful  thought,  and  plan  his  stock  arrangements  to 
meet  it.  For  instance,  if  the  merchant  by  virtue  of  long 
residence  in,  and  close  study  of  the  conditions  of  his  home 
town,  knows  that  the  majority  of  its  inhabitants  are  of  the 
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class  that  take  holidays  few  and  far  between,  and  short  ones 
at  that,  it  will  at  once  suggest  itself  to  his  mind  as  the  bet- 
ter part  of  wisdom  to  arrange  for  a  fairly  complete  line 
of  moderately-priced  suit  cases,  bags  and  small  trunks  rather 
than  to  tie  up  unnecessary  capital  in  larger  and  more  ex- 
pensive wardrobe  trunks. 

Value  of  Acumen  in  Buying. 

If,  on  the  other  hand,  there  is  a  considerable  well-to- 
do  class,  he  can  lay  in  a  few  of  the  more  costly  articles 
with  which  to  attract  trade.  Here  is  where  acumen  in  or- 
dering goods  is  invaluable.  Generally  speaking,  it  is  better 
to  tie  up  as  little  capital  as  is  consistent  with  the  purchase 
of  a  reasonably  broad  range  of  stock.  And  yet  at  this  season 
of  the  year,  more  stock  must  be  kept  on  hand  than  is  usual. 
No  one  but  the  merchant  himself  can  size  up  the  situation 
with  any  degree  of  accuracy— nor  can  he  unless  he  be  thor- 
oughly conversant  with  the  trend  of  the  season's  styles  and 
with  local  conditions.  It  will,  in  most  cases,  be  better  to 
trust  to  sorting  orders  as  required  than  to  become  too  heav- 
ily involved. 

A  Few  Pointed  Suggestions. 

Here  are  a  few  suggestions  for  the  prompt  moving  of 
stock:  Bring  some  of  the  trunks  from  the  store-room,  or 
wherever  they  may  have  been  kept  in  abeyance,  to  a  promin- 
ent place  near  the  front  of  the  store.  Aim  to  show  different 
styles  rather  than  different  sizes.  If  a  medium  size  in  each 
style  be  shown,  the  intending  purchaser  can  usually  judge 
whether  a  larger  or  smaller  size  will  suit  best.  Moreover, 


arrangements  should  be  made  to  allow  customers  to  ex- 
amine the  stock  while  seated  rather  than  standing.  Two  or 
three  chairs  in  close  proximity  to  the  trunks  will  be  suf- 
ficient, and  will  be  much  appreciated.  Little  things  like 
this  help  to  make  sales,  especially  with  women— unconscious 
courtesy,  as  it  were. 

Bags  and  suit  cases  are  better  kept  under  glass  covers, 
if  at  all  possible.  During  the  summer  months,  room  should 
be  made  for  these  on  the  shelving  near  the  front.  The 
point  is  to  keep  everything  in  this  department  under  the 
eye  of  anyone  entering  the  store,  no  matter  what  his  errand. 
Constant  suggestions  in  this  manner  often  paves  the  way 
for  a  strong  selling  talk,  whereas  if  the  article  has  to  be 
lugged  in  from  a  rear  store-room  or  some  other  hiding 
place,  it  looks  too  much  like  forcing  the  situation,  rather 
than  'leading  up  to  it.  These  are  the  fine  points  that  show 
true  salesmanship. 

Best  Use  of  Display  Windows 

If  the  store  has  two  display  windows,  one  of  these 
should  be  largely  devoted  to  telling  traveling  displays.  Do 
not  crowd  the  window  as  is  customary.  Make  each  display 
suggest  the  charm,  excitement  and  anticipation  of  going  on 
a  journey.  Everyone  enjoys  this  feeling,  and  the  merchant 
who  departs  from  the  usual  stereotyped  display  and  thus 
plays  on  human  nature,  will  surely  get  his  financial  reward. 
At  one  time  trunk-packing  can  be  featured,  at  another  club 
bags  and  dainty  leather  toilet  accessory  cases,  and  so  on. 
There  is  no  end  to  the  successful  displays  that  a  little  care- 
ful planning  and  work  will  bring  into  being.  But,  let  it  be 
repeated,  feature  strongly  the  traveling  side  of  the  matter. 


Druggist  Tries  To  "Do"  Shoeman 


A  Gerrard  St.  shoe  merchant,  Toronto,  relates  an  in- 
teresting experience  of  how  he  came  nearly  being  beaten 
out  of  a  pair  of  pumps.  The  game  has  been  tried  on  other 
dealers  as  well.  A  drug  clerk,  whom  he  did  not  know,  rang 
up  this  merchant,  giving  his  name,  asked  him  to  send  over 
some  pumps  on  approval  as  he  was  going  to  a  dance. 

"Well,  I  do  not  know  you,"  replied  the  shoeman  over 
the  telephone,  "and  you  had  better  come  to  the  shop  and 
try  on  a  pair  for  yourself." 

"Well,  I  cannot  get  out  here,"  replied  the  pharmacy 
chap,  "as  I  am  alone  in  the  store  and  my  hours  are  long." 

"We  do  not  do  business  on  approbation  with  strangers," 
rejoined  the  shoe  dealer.  The  fellow,  at  the  other  end  of 
the  line,  put  up  a  stiff  plea  about  what  an  accommodation 
it  would  be  to  have  the  footwear  sent  over  and  finally  elicit- 
ed a  reluctant  consent  from  the  merchant.  Pretty  soon  a 
traveler  entered  and  remarked:  "Say,  do  you  know  I  called 
in  a  drug  establishment  up  street  here  and  I  overhead  a 
clerk  remarking  to  a  friend  that  he  wondered  if  he  could 
do  you  up  for  pumps  as  he  had  no  money  to  buy  a  pair." 

The  shoeman  now  being  wise,  sent  his  repair  man  over 
to  the  druggist  with  a  couple  of  pairs,  telling  him  to  wait 
and  bring  back  either  the  shoes  or  the  money.  When  the 
visitor  entered  the  clerk  said,  pleasantly:  "Leave  the 
pumps  here,  I  have  not  time  to  try  them  on  now,  but  will 
do  so  in  an  hour  or  two." 


"These  goods  are  C.O.D.  and  I  am  going  to  take  them 
back  at  once  or  the  price  of  them,"  was  the  rejoinder. 

When  these  words  were  pronounced  in  a  tone  that 
meant  business  the  clerk's  face  lengthened  appreciably  and 
he  lost  his  pleasant  smile.  He  had  to  make  the  best  bluff 
that  he  could  under  the  circumstances  and,  taking  the  foot- 
wear into  the  back  shop,  he  said  that  he  would  try  on  the 
goods.  He  was  not  there  more  than  a  minute  when  out  he 
came  with  both  pairs,  saying  that  neither  would  fit.  The 
repair  man  returned  to  the  store  and  told  the  boss  of  what 
had  happened. 

"Yes,  sir,"  remarked  the  latter,  "if  you  had  left  the 
footwear  with  that  fellow  one  pair  would  have  come  back 
alright,  but  I  could  have  whistled  for  my  pay  for  the  other." 


Mere  length  of  service  doesn't  always  command  an 
increase.  But  I'll  tell  you  a  few  things  that  do.  Being  on 
time.  Being  cheerful.  Being  polite.  Being  energetic.  Be- 
ing faithful.  (And  faithfulness  embraces  honesty,  loyalty, 
interest.)  Being  a  salesman— a  salesman  that  sells  goods 
at  a  profit  and  sells  them  so  nicely  that  the  buyer  of  those 
goods  wants  him  to  take  her  next  order.  These  are  the 
things  to  work  on  to  command  more  pay.  And  let  me  tell 
you,  the  fellows  who  are  doing  these  things  are  getting  good 
pay  and  getting  respect  and  confidence  and  laying  a  founda- 
tion for  yet  bigger  things. 
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Biggest  Wall  Sign  in  the  Dominion 


Announcement  of  Toronto  Wholesale  Shoe  House  Covers  Area  of  Over  5,000  Square  Feet 

Picture— Trade  Marks  Reproduced  With  Life-like  Naturalness. 


A  Beautifully  Colored 


The  largest  wall  sign  ever  painted  in  Canada  now 
adorns  the  western  half  of  the  wholesale  shoe  warehouse 
of  McLaren  &  Dallas,  30  Front  St.  west,  Toronto.  It  has 
attracted  attention  from  many  sources,  not  only  on  account 
of  its  magnitude,  but  the  delicacy  and  harmony  of  the  colors 
and  the  really  artistic  appreciation  displayed  by  the  decor- 
ators. The  huge  announcement  covers  over  five  thousand 
square  feet,  the  background  being  of  dark  green  and  the 
border  of  fire  red. 

The  trade  marks  of  the  Independent  Rubber  Co.  and  of 


on  a  red  background,  and  those  in  the  firm  name,  McLaren 
&  Dallas,  are  twelve  feet  and  a  half  in  length,  being  white 
with  a  red  outline  shading  to  black.  At  the  proper  per- 
spective they  stand  out  distinctly  from  the  other  reading 
matter.  It  required  six  hundred  pounds  of  paint  to  pro- 
duce this  effective  sign  in  its  various  tints,  and  the  ser- 
vices of  four  experts  for  nearly  a  week  were  needed  to 
complete  it. 

Strangers  have  remarked  upon  the  splendid  character 
of  the  work,  and  the  pleasing  and  beautiful  hues  so  admir- 


the  Imperial  Shoe,  which  lines  are  handled  by  McLaren  & 
Dallas,  have  been  brought  out  in  a  striking  and  vivid  man- 
ner, and  the  coloring  affords  ample  evidence  of  the  progress 
that  has  been  made  in  the  way  of  immense  undertakings 
by  the  artists,  the  Connor-Ruddy  Co.,  Toronto,  under  the 
direction  of  the  manager,  A.  R.  Kent. 

The  rubber  trade  marks,  the  head  of  a  Royal  Bengal 
tiger,  and  that  of  a  bull  dog  brand  were  reproduced  from 
small  lithographs,  one  inch  square,  and  spread  over  a  sur- 
face of  some  three  hundred  square  feet  each,  the  treatment 
being  natural  and  life-like  in  every  respect.  The  Imperial 
crest,  representati ve  of  the  Imperial  make  of  shoes,  is  faith- 
fully presented,  and  the  hues  stand  out  strong  and  clear, 
the  three  feathers  being  of  blue  on  a  white  background. 
In  all  five  trade  marks — four  of  rubbers  and  one  of  shoes — 
are  depicted.    The  letters  of  the  word  "Imperial"  are  white 


ably  blended.  Every  detail  has  been  made  to  contribute  to 
the  effectiveness  and  boldness  of  the  picture,  and  the  crown- 
ing character  of  the  largest  mural  sign  ever  attempted  in 
the  Dominion,  which  reflects  the  spirit  of  enterprise  of  the 
advertisers  and  the  excellent  manner  in  which  the  feat  was 
executed  by  the  contractors. 


Compensation  has  a  good  memory,  he  never  forgets 
either  good  or  bad  acts.  Sometimes  he  seems  slow  with 
his  rewards  and  slow  with  his  punishments,  but  when  this 
is  the  case  he  evens  up  by  giving  interest. 


Nobody  has  any  right  to  find  his  life  uninteresting  or 
unrewarding  who  sees  within  the  sphere  of  his  own  activity 
a  wrong  he  can  help  to  remedy  or  within  himself  an  evil  he 
can  hope  to  overcome. — Eliot. 
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Stray  Shots 


Notwithstanding  all  the  homeliness  and  practical  les- 
sons on  the  truth,  "He  that  is  surety  for  a  stranger  shall 
smart  for  it,"  backing  notes  seems  to  be 
THEY  CAN'T    as  popular  a  pastime  as  ever.    Time  was 
SAY  IT  when  people  might  profess  ignorance  of 

the  law  that  an  endorser  of  a  note  must 
pay  it,  should  the  maker  fail,  whether  the  note  be  for  con- 
sideration or  not;  but  to-day  there  is  no  such  excuse.  The 
habit  of  endorsing  notes  is  the  most  striking  illustration  of 
the  inability  of  many  people  to  say  "No"  to  an  improper 
proposition.    They  know  the  act  is  immoral  and  dangerous, 
and  yet  down  their  name  goes  every  time  a  quasi  friend  asks 
their  help  to  "raise  the  wind."    A  good  deal  of  sympathy 
is  wasted  upon  those  who  injure  themselves  and  others  by 
a  foolish  fear  of  offending  needy  acquaintances.    We  have 
no  patience  with  the  man  who  with  his  eyes  wide  open 
walks  into  this  kind  of  a  trap.    He  should  be  left  to  "smart 
for  it"  until  sense  is  pounded  into  his  silly  pate  by  the  force 
of  the  circumstances  into  which  he  has  drawn  himself.  The 
worst  of  it  is  that  innocent  people  are  often  as  not  made  to 
suffer  with  him.    Many  a  home  as  well  as  place  of  business 
has  come  under  the  auctioneer's  hammer  because  the  "softy" 
at  the  head  of  it  was  not  manly  enough  to  decline  to  pull 
other  people's  chestnuts  out  of  the  fire.  Have  sand  enough  to 
say  "No"  in  such  a  way  that  it  will  not  be  misunderstood 
when  a  man  puts  an  accommodation  note  under  your  nose 
for  your  signature  or  asks  you  to  discount  paper  and  loan' 
him  the  proceeds.    Make  the  resolution  now,  and  just  figure 
up  the  results  as  the  schemers  fail  in  the  next  five  or  ten 
years. 

It  sometimes  looks  as  though  villainy  paid  a  fair  divi- 
dend notwithstanding  what  the  Old  Book  says :  "Treasures 

of    wickedness    profit   nothing."    In  this 
-qAD  age,  as  well  as  that  of  the  Psalmist,  "we 

INVESTMENT  have  seen  the  wicked  prosper  like  a  green 

bay  tree."    The  trouble  is  that  people  do 
not  see  further  than  their  noses  in  matters  of  this  kind. 
Our  horizon  seems  to  end  with  the  cemetery,  and  when  we 
see  a  man  who  has  heaped  up  ill-gotten  gains  buried  in 
pomp,  and  his  immense  fortune  divided  amongst  his  heirs, 
we  are  apt  to  sigh  and  say  that  honesty  does  not  have  its 
reward  in  this  life.    It  is  a  great  pity  that  we  are  not  able 
to  follow  up  this  investment  and  discover  the  dividend  that 
it  yields  to  the  legatees,  and  learn  whether  "riches  gotten 
by  vanity"  shall  really  be  diminished.     A  case  comes  to 
mind  of  a  fortune  gotten  together,  or  rather  founded,  upon 
the  gaming  table.    The  proceeds  of  poker,  roulette  and  the 
wheel-of-fortune  were  put  into  a  business  enterprise,  and 
seemed  to  possess  the  faculty,  peculiar  to  money,  of  increas- 
ing.   A  snug  sum  was  realized  in  a  few  years,  and  the  ques- 
tionable past  seemed  to  be  effectually  buried  in  the  respect- 
able present.    As  time  passed,  the  evil  sowing  began  to  pro- 
duce its  crop,  and  as  the  family  grew  up,  the  sons  mani- 
fested the  disposition  of  their  precious  parent,  and  de- 
veloped the  tendency  towards  easy  money-making.  What 
they  could  not  make  on  horse  racing  and  gambling  they 


stole  from  the  "old  man,"  and  one  of  his  bright  brood  forged 
his  father's  name  to  a  cheque  for  a  large  amount  finally, 
and  left  his  country  for  his  country's  good.    The  compet- 
ency that  had  been  originally  gathered  for  declining  years 
has  been  well  nigh  dissipated,  and  it  looks  as  though  the 
treasures  of  wickedness  will  yield  considerably  less  than 
nothing.    This,  of  course,  is  an  instance  where  retribution 
gets  the  round  in  a  single  generation.  The  late  D.  L.  Moody 
used  frequently  to  make  the  challenge,  and  it  was  never 
successfully  met,  that  a  case  could  not  be  produced  where 
a  man  made  money  by  damning  the  souls  and  bodies  of 
his  fellow-men,  that  some  one  of  his  kin  did  not  come  to  an 
untimely  and  unnatural  end  through  the  business  in  which 
the  head  of  the  house  was  engaged.    Make  all  the  money 
you  can,  but  make  it  honestly  and  in  a  clean  business.  If 
you  have  to  sacrifice  conscience  or  the  interests  of  your 
fellow-men  to  make  a  profit,  quit  the  business  and  live  on 
bread  and  water,  rather  than  touch  blood  money.    To  leave 
your  family  a  good  name  is  more  essential  than  all  the 
wealth,  gotten  by  crookedness  or  greed,  that  you  might  be 
queath  them. 


Mind  your  own  business  and  leave  your  neighbor  to 
mind  his.    The  man  who  is  continually  talking  about  others 
has  either  a  screw  loose  or  is  worth  watch 
LgT  ing    It  is  an  easy  thing  to  pick  out  your 

HIM  ALONE      neighbor's  faults,  and  a  man  who  enjoys 
this  kind  of  childish  occupation  is  usually 
so  shoddy  himself  that  two  or  three  pulls  will  leave  nothing 
but  the  warp.    "He  that  is  void  of  wisdom  despiseth  his 
neighbor."    The  man  who  continually  harps  on  his  neigh- 
bor is  a  fool,  or  he  would  see  that  his  evil  tongue  injures 
his  own  reputation.    There  are  some  people  that  if  you  start 
them  on  the  shortcomings  of  the  man  next  door  or  their 
rival  across  the  street,  will  spit  out  more  venom  in  five 
minutes  than  a  copperhead  viper  in  a  week.   One  of  these  peo- 
ple was  talking  of  his  neighbor,  the  other  day,  to  a  party  who 
was  listening  to  his  ill-natured  twaddle  with  no  little  dis- 
gust.   When  he  got  through  the  listener  quietly  said,  "Well, 
he  has  at  least  one  good  quality  which  you  appear  to  have 
overlooked."    "If  he  has,"  said  the  backbiter,  "I  would  like 
to  know  what  it  is."    The  other  quietly  replied,  "Well,  I 
have  been  in  his  store  a  dozen  times  and  I  never  heard  him 
say  an  unkind  thing  about  anybody."    The  man  who  despises 
his  neighbor  is  foolish  in  more  ways  than  one.    We  may 
boast  of  our  independence  and  sniff  when  it  is  suggested 
that  we  may  find  it  pays  us  to  secure  and  keep  the  good- 
will of  those  about  us;  but  we  will  find  sooner  or  later 
that  we  are  under  obligation  to  those  we  despise.    We  do 
ourselves  harm  by  an  unjust  and  ungenerous  attitude  to- 
ward others.    Beware  of  the  green  eye. 
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Strong  Copy  Invaluable 

For  Creating  Desire  and  Impelling  Toward  Action— Two  Ads.  That  Bear  Out  This  Contention— Such 
Advertising  Not  Usually  in  Evidence— Plain  Spoken  Comment. 


If  there  were  more  retail  advertising  after  the  incisive 
style  set  forth  in  these  two  ads.,  there  would  be  fewer  re- 
tailers complaining  that  advertising  doesn't  pay.  These  ads. 
are  real  advertising,  not  simply  announcements  written  in  a 
standing-card  style  ;  hence  they  are  sure  to  bring  business, 
and  plenty  of  it.  We  commend  the  definite,  logical  copy  in 
both  ads.  to  the  attention  of  every  shoeman  in  the  trade. 

As  a  splendid  example  of  "reason-why"  copy,  the  Dolly 
Varden  Shoe  ad.  is  hard  to  beat.    For  this  reason,  it  is 

HARMLESS  HIGH  HEELS 


TUB  HARMFUL  rtJGH  HB8L 

Fif-  A  OkutrmtM  the'famJ.ar  Frmcb  sp.ral  h, 
beel  which  le  *>  frightfully  injurious  to  ihe  ryext 
All  Physicians  fiercely  condemn  it.  and  ngluJ' 

However,  (faere  is  no  sound  reasoo  vhy  ru< 
keeled  boon  ohould  be  it>,unow»  or  uocomiort.W 
Then  ii  do  good  reason  why  wotum  era  not  enjo 
tbe  smirmtss  wbich  a  higb  heel  imparts  to  the  lor. 
mnthool  bodJy  barn,    K-.ll.r,  ■ 


knowing 


The, 


«  Dl*b  heel  l«ts  .nd  low  heel  lasts    If  the 
malar  •reaches  .  rugb  heel  10  a  Irfw  beel  laat  tbe  result 
uacoiofomUe  uironous  ud  unsigbdy  boot 


the  Dour  varden  harmless  high  reel 

u  illustrated  in  Fig.  A  If  he  attaches  a  high  heel  to 
s  b.Rh  last  the  molt  is  a  smart,  comlortabL.  harm- 
less. Wh  heeled  hoot  as  illustrated  ,n  Fitfure  B 
•/hick  ^  a  typical  '  Harmle.s  High  Heel"  Dolly 

BesiScs  the  Dolly  Varden  Dead  UveJ  Ball  and 
Heel  Salance  prevents  all  injurious  effects  by 
ihfoWg  the  body  into  vertical  athletic  erectness. 

Dolly  Varden  high  heels  are  sufficiently  w^j, 
at  the  bottom  to  afford  substantial  Inundation 

Ask  to  *ee  the  fine  new  Goodyear  welt  wo 
Blucher  type  of  Dolly  Varden  at  $4  00. 


The  Dolly  Varden  Shoe 

Tt-    Sl—  u  f  I  e  t  o  p..,.,..  Montml 

BAKER  4  COMPANY,  63  R«)EAU  STREET,  SOLE  AGENTS  FOR  OTTAWA,  ONT, 

A  3-column  7-in.  Ottawa  ad.    Good  example  of 
forceful  copy 

worthy  of  the  earnest  attention  of  every  retail  shoeman.  Of 
course,  we  do  not  mean  to  imply  that  the  average  retailer 
can  use  6  or  8-inch  3-column  space  to  exploit  one  feature  of 
one  line  of  shoes  carried  by  him.  It  would  be  neither  judi- 
cious nor  economical.  As  will  be  readily  noted,  this  ad.  is 
one  of  a  newspaper  series  gotten  up  by  an  agency  for  the 
manufacturer,  the  only  change  being  in  the  name  of  the 
local  agent. 

But  the  retailer  can  profitably  study  this  copy  to  see 
the  features  that  make  the  ad.  a  "puller" — and  it  is  that,  very 
decidedly.  The  pertinent  heading  and  illustrations  capture 
attention  at  once.  The  illustration  on  the  left  shows  how  a 
shoe  should  not  be  worn,  that  on  the  right,  the  proper  way. 
"One  of  the  14"  is  the  trade  slogan  that  appears  regularly 
in  all  these  ads.  The  copy  starts  off  by.  exploding  the 
familiar  idea  that  high-heeled  boots  are  necessarily  uncom- 
fortable or  injurious,  and  with  this  as  a  basis  builds  up  a 
logical  argument  in  favor  of  the  use  of  the  Dolly  Varden 
shoe.  The  value  of  the  right  kind  of  high  heel  shoe  and  to 
the  wearer  is  strongly  set  forth,  and  a  definite  price  is  men- 
tioned at  the  end  to  clinch  the  argument. 

Any  retail  shoeman  can  use  copy  different  in  make-up, 


but  along  this  sensible,  logical  style,  if  he  will  learn  the 
different  points  of  his  shoes,  and  then  "let  the  goods  talk" 
in  a  natural,  convincing  way.  There  is  no  bombast  in  this 
ad.  You  don't  find  it  in  a  general  advertiser's  programme 
these  days.  It  doesn't  pay  any  more.  It  never  did,  for 
that  matter. 

As  this  ad.  is  only  one  of  a  series,  in  which  no  borders 
are  used,  it  would  be  incongruous  for  one  to  appear  here. 
People  look  for  this  style  of  display,  hence  it  has  acquired 
much  value  to  the  advertiser  and  to  the  local  agent  as  well. 

The  Invictus  ad.  is  also  a  splendid  example  of  forceful 
retail  copy,  more  likely  local  in  make-up.  The  heading  is 
to  the  point,  and  grips  attention  at  once.  It  is  nicely  set  up 
as  well,  but  the  2-point  lines  above  and  below  the  copy 
should  be  eliminated.  They  are  better  out  of  the  ad.  alto- 
gether, as  they  hurt  the  display.  The  cut  and  the  border 
are  very  suitable  and  of  about  the  correct  size.    The  copy  is 


Why  it  Will  Pay  You  to  Buy 

Invictus  Shoes 


You'll  know  the- difference 
between  good  and  bad  leather 
only  after  you've  worn  it. 

It's  then  that  the  inferior 
leather  shows  its  defects,  both 
in  looks  and  wearing  qualities. 

When  you .  buy  a  pair  of 
shoes  you  are  at  the  mercy  of 
the  maker. 

If  he  puts  inferior  leather 
into  them  he's  going  to  lose 
your  future  trade. 

But  if  he  uses  good,  high 
grade,    selected    leather,  it 
means   that  your  purchases 
won't  stop  with  the  one  pair—you'll  become  a  permanent  buyer. 

Men  who  buy  one  ptir  of  Invictus  Shoos  keep  on  using 
them  from  year  to  year. 

Because  Invictus  Shoes  are  made  of  the  best  selected 
leathers,  by  skilled  workmen,  on  modern  machinery,  over  stylish, 
up-to-date  lasts. 

They're  made  with  the  object  of  giving  the  maximum  of 
wear,  style  and  comfort  that  any  shoes  can  give. 

£78e«  our  north  window  for  13  different 
•taffOh  at  manufacturing  the  Invictus  Shoe 


J.  T.  STENSQN  &  SONS 

364  GEORGE  STREET.  PETERBOROUGH. 


A  2-column  9-in.  Peterborough  ad.    Strongly  written 
and  well  displayed. 

convincing,  and  goes  into  the  subject  from  the  standpoint  of 
leather  quality.  It  is  logical  in  its  development,  and  para- 
graphed in  such  a  way  as  to  be  easily  read.  A  series  of  ads. 
after  this  style  must  bring  business  to  the  retailer,  provid- 
ing each  ad.  deals  with  some  point  of  superiority  over  com- 
petitive makes.  One  criticism  would  be  that  no  definite 
range  of  prices  is  given.  This  is  a  mistake.  Every  retail 
ad.  should  specify  price. 
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Out  Among  the  Trade 

What  the  Retailers,  Jobbers,  and  Manufacturers  Are  Talking  About-Business  Changes  and  New  Enterprises- 
Breezy  Topics  That  Will  Interest  and  Instruct. 


F.  B.  Black  of  St.  Andrew,  N.B.,  has 
sold  his  shoe  business  to  G.  B.  Finnigan. 

J.  Ward  has  started  in  the  boot  and  shoe 
business  in  McTaggart,  Sask. 

Win.  Foster  has  begun  a  retail  business 
in  Calgary. 

A    new    shoe    merchant    in  Aberdeen, 
Sask.,  is  E.  Beeman. 

W.  R.  Jex,  Harriston,  Out,  has  remov- 
ed his  shoe  stock  to  London. 

The  shoe  factory  of  J.  M.  Humphrey  & 
Co.,  St.  John,  N.B.,  will  be  enlarged. 

C.  P.  Coles  of  Brantford  spent  a  few 
days  in  Toronto  last  week  on  business. 

The  assets  of  E.  M.  Hughes  &  Co.,  shoe 
dealers,  Ottawa,  have  been  sold. 

A.  H.  Bunt,  shoe  merchant,  of  Holland, 
Man.,  has  gone  out  of  business. 

J.  E.  Schmidt,  of  the  Royal  City  Shoe 
Store,  Guelph,  was  in  the  city  this  week. 

T.  A.  James  has  opened  a  retail  shoe 
store  at  64  Arthur  Street,  Toronto. 

J.  Ward  is  a  new  man  in  the  shoe  line 
at  McTaggart,  Sask. 

F.  B.  Black,  of  St.  Andrew,  N.  B.,  has 
sold  to  W.  G.  B.  Finnigan. 

Isaac  Jacques,  of  Jarvis,  Ont,  has  gone 
out  of  the  shoe  business. 

G.  A.  Neeland,  566  Granville  St.,  Van- 
couver, has  retired  from  business. 

W.  W.  Logan  has  begun  a  retail  shoe 
business  at  Parkhill,  Ontario. 

Peter  Cairns  has  retired  from  the  shoe 
business  in  Forest,  Ont. 

A  new  shoe  shop  has  been  started  in 
Montreal  by  Mme.  Juneau. 

Charles  Bonnick,  manager  for  Ames- 
Holden-McCready,  Toronto,  spent  the  past 
week  in  Montreal  on  business. 

The  Montreal  Shoe  Co.  have  started  a 
retail  store.  The  Balmoral  Shoe  Co.  has 
also  opened  for  business  in  Montreal. 

A.  Granger  of  St.  Gabriel  de  Brandon, 
Quebec,  has  disposed  of  his  footwear  busi- 
ness. 

B.  A.  Trites  is  now  with  the  W.  B. 
Hamilton  Shoe  Co.,  Toronto.  He  is  cov- 
ering the  Maritime  Provinces. 

U.  S.  Rubber  Co.  and  subsidiaries  re- 
port for  the  year  a  total  income  of  $6,597,- 
689,  a  decrease  of  $1,422,133. 

George  Pepper,   of  the  Victoria  Shoe 


Company,  was  in  Montreal  for  several  days 
last  week. 

Fred  Marsh  and  W.  A.  Parker  of  the 
W.  A.  Marsh  Co.,  Quebec,  were  in  ToTonto 
last  week  calling  upon  the  trade. 

A  new  shoe  establishment  has  been  open- 
ed up  on  First  Ave.,  Saskatoon,  by  Berry 
&  Caswell. 

James  Valentine,  of  Valentine  and  Mar- 
tin, Waterloo,  was  a  recent  business  visi- 
tor to  Toronto. 

A.  'Weseloh,  of  Weseloh  &  Son,  Ber- 
lin, Ont.,  paid  a  business  visit  to  Toronto 
this  week. 

C.  O.  /Shaw,  of  Huntsville,  general  man- 
ager of  the  Anglo-Canadian  Leather  Com- 
pany, was  in  Toronto  last  week. 

H.  B.  Pollook,  treasurer  of  the  Regal 
Shoe  Company,  Toronto,  was  in  Boston 
last  week  on  business. 

W.  A.  Walker  has  completed  his  trip 
with  fall  samples  throughout  Western 
Ontario  for  the  Walker-Parker  Co.,  To- 
ronto. 

Messrs.  Buckler  and  Locke,  of  Winni- 
peg, who  conduct  a  thriving  shoe  business 
in  the  West,  were  in  Toronto  last  week 
calling  upon  the  trade. 

W.  J.  Heaven,  local  manager  of  the 
Anglo-Canadian  Leather  Co.,  has  taken  a 
cottage  at  Oakville  for  the  summer 
months. 

George  C.  Wilson,  representing  the 
Louis  Gauthier  Co.,  of  Quebec,  was  in  To- 
ronto last  week  calling  Mpon  the  trade.  He 
also  visited  London  and  Hamilton. 

Alex..  Drysdale,  of  the  John  Ritchie  Co., 
Quebec,  was  in  Toronto  on  'Monday  and 
Tuesday  of  last  week,  in  the  interests  of 
his  firm. 


E.  A.  Miller,  president,  and  F.  L. 
Wagner,  secretary,  of  the  Aykner  Shoe 
Co.,  Aylmer,  Ontario,  were  among  those 
who  were  in  the  city  last  week. 

R.  H.  Greene,  superintendent  of  the 
shoe  department  of  the  Gutta  Percha  and 
Rubber  Manufacturing  Co.,  Toronto,  spent 
a  few  days  in  Montreal  last  week. 

Jasper  Phillips,  superintendent  of  the 
Solid  Leather  Shoe  Manufacturing  Co., 
Preston,  Ontario,  was  in  the  city  this  week 
for  a  few  days. 

Mr.  Palmer,  Jr.,  of  the  John  Palmer 
Co.,  Fredericton,  N.  B.,  was  among  the 
many  shoe  men  in  Toronto  during  the 
past  few  days. 

In  a  $75,ooo  blaze  which  wiped    out  a 


large  business  block  in  Almonte,  Ont.,  the 
harness  shop  of  J.  S.  Proctor,  together 
with  his  stock,  was  destroyed. 

A.  W.  Cressrnan  of  Peterborough,  who 
conducts  a  departmental  store  and  handles 
shoes,  has  formed  his  organization  into  the 
Cressrnan  Co.,  Limited. 

Nearly  all  the  Toronto  shoe  factories, 
which  have  been  busy  taking  -stock  for  the 
past  two  or  three  weeks,  have  completed 
this  work  and  have  started  on  their  fall 
runs. 

A.  R.  Kaufman,  Milton  Kaufman,  John 
Walters,  I.  Weaver,  and  R.  Litt,  of  the 
Kaufman  Rubber  Co.,  Berlin,  were  in  To- 
ronto last  week,  while  passing  through  on 
a  business  trip  to  Montreal. 

D.  F.  Brown,  who  has  been  in  the  glove 
manufacturing  business  for  years,  and 
lately  in  charge  of  a  shoe  stock  for  Charles 
Cumimings  in  Gait,  will  leave  shortly  for 
Winnipeg,  where  he  will  likely  locate. 

Some  of  the  manufacturers  of  lacrosse 
and  tennis  shoes  have  experienced  a  tem- 
porary shortage  in  the  supply  of  duck,  but 
supplies  are  now  being  readily  received, 
and  a  brisk  demand  for  the  goods  is  re- 
ported by  jobbers  and  retailers. 

J.  S.  Lovell,  late  of  the  Blachford, 
Davies  and  Co.,  Toronto,  has  taken  a  posi- 
tion as  road  man  for  the  Ames-Holden- 
McCready,  Limited,  Montreal,  and  is  cov- 
ering the  district  around  Sarnia,  Kincar- 
dine, Wiarton,  and  Goderich. 

R.  McWhinnie  has  sold  out  his  business 
in  Peterborough  and  during  the  next  few 
weeks,  in  order  to  reduce  stock,  will  hold 
a  big  reduction  sale.  Mr.  McWhinnie  has 
been  in  the  shoe  trade  for  a  great  many 
years. 

S.  G.  Best,  Toronto,  representing  the 
Brandon  Shoe  Company,  Brantford,  has 
returned  from  a  five  weeks'  trip  to  West- 
ern Canada  as  far  as  Winnipeg  and  Bran- 
don. He  reports  business  in  the  West 
booming. 

John  Agnew  of  Brantford  and  wife  will 
leave  next  month  on  an  extended  trip  to 
Switzerland,  Italy,  Spain  and  Egypt  and 
other  foreign  countries.  Mr.  Agnew  is  a 
veteran  traveler  and  a  great  lover  of  na- 
ture. He  has  been  in  the  retail  shoe  busi- 
ness over  thirty  years. 

The  Kaufman  Rubber  Company  have 
begun  the  erection  of  an  addition,  60  x  154 
ft.  to  their  factory  in  Berlin,  giving  the 
premises  a  street  frontage  of  274  feet.. 
The  extension  is  five  storeys  high  and  is 
being  built  of  concrete  and  pressed  brick. 
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THE  SHOE  AND  LEATHER  JOURNAL 


The  new  structure  will  be  used  exclusively 
for  storage  purposes,  and  is  well  equipped 
with  fast  elevators  and  other  conveniences. 

Wesley  Williams,  of  the  Durgan-Wil- 
liams  Co.,  Brampton,  was  a  recent  visitor 
to  Toronto.  His  company  will  shortly  re- 
move to  Milton,  Ontario,  where  a  fine, 
large,  new  factory  is  being  erected,  and 
the  facilities  of  the  firm  will  be  greatly  in- 
creased. 

Death  removed  another  old  resident  of 
Guelph  on  May  17,  when  Orrin  Henry 
passed  away.  Mr.  Henry,  who  was  one 
of  the  most  respected  business  men  of 
Guelph,  had  been  engaged  for  the  last 
thirty  years  in  the  shoe  business.  He  was 
associated  with  a  number  of  fraternal 
societies.  Deceased  is  survived  by  six 
daughters. 

C.  F.  Hayes,  for  several  years  superin- 
tendent of  the  Victoria  Shoe  Co.,  Toron- 
to, lias  taken  a  similar  position  with  the 
Avlmer  Shoe  Co.,  Aylmer,  Ontario,  and 
has  entered  upon  his  duties.  The  many 
friends  of  Mr.  Hayes,  while  regretting  ex- 
ceedingly his  removal  from  Toronto,  will 
wish  him  every  success  in  his  new  capa- 
city. 

Berlin  is  thriving,  and  many  of  its  in- 
dustries are  making  extensions  in  order 
to  care  for  increased  business.  The  Brei- 
thaupt  Leather  Company  will  branch  into 
a  new  industry,  to  manufacture  shoe  coun- 
ters and  tap  soles.  Some  of  the  additions 
will  be  :  Lang  Tanning  Company,  110,000 
square  feet  of  floor  space ;  Kaufman  Rub- 
ber Company,  50,000;  T.  McBrien  Trunk 
Company,  15,000;  Western  Shoe  Company. 
I3.5CO. 

The  police  of  Hamilton,  Ont.,  have  been 
asked  to  locate  W.  E.  Elmore,  a  well- 
known  stock  promoter,  who  disappeared 
recently.  Mr.  Elmore  had  offices  in  Hamil- 
ton. Toronto  and  'Montreal,  and  of  late 
had  been  engaged  in  promoting  the  new 
Canadian  Shoe  Company,  which  was  to  be 
located  in  Harriston.  He  succeeded  in  in- 
teresting a  number  of  Hamilton  people  and 
Others  in  the  project.  Robert  Wilson,  a 
King  St.  east  shoe  merchant,  invested  about 
$6,500  in  the  concern.  For  a  portion  of 
his  money  he  has  the  script,  but  be  claims 
to  have  advanced  Elmore  $5,000,  for  which 
he  holds  nothing  but  a  receipt.  Elmore  is 
supposed  to  be  in  the  United  States. 

Commercial  insolvencies  in  the  Domin- 
ion of  Canada  during  the  month  of  April 
were  115  in  number,  with  defaulted  indebt- 
edness of  $i„34r,5<ji,  says  Dun's  Report. 
A  year  ago  the  amount  involved  was  $3,- 
698,366  for  the  same  month.  There  were 
40  -n-pcn-inn-  in  the  manufacturing  di- 
vi-ion  this  year,  with  liabilities  of  $496,- 
316,  which  compares  with  29  last  year  for 
$2,579,959  ;tnd  24  in  April,  1909,  when  only 
$117,311  was  involved.  In  the  trading  di- 
vision 72  failures  occurred,  with  indebted- 
nes  aggregating  $802,699,  while  last  year 


there  were  56  for  $1,062,407,  and  two  years 
ago  86,  with  liabilities  of  $519,132.  , 

W.  F.  Martin,  of  the  Kingsbury  Foot- 
wear Co.,  Montreal,  was  in  Toronto  late- 
ly. He  was  accompanied  by  Mr.  Lan- 
thier.  Sr.,  who  is  the  president  of  the 
company.  This  was  the  first  visit  of  Mr. 
Lanthier  to  the  Queen  City,  and  he  was 
wtanmly  welcomed  by  the  trade  and  most 
favorably  impressed  with  the  progress  and 
attractiveness  of  Toronto.  He  intended 
taking  a  trip  to  Niagara  Falls,  but  bad 
weather  compelled  a  postponement  of  the 
jaunt.  There  are  several  Toronto  jobbers 
who  remember  when  Mr.  Lanthier  began 
the  manufacture  of  shoes  on  a  very  small 
scale,  and  they  have  watched  with  interest 
the  expansion  of  his  business  into  its  pre- 
sent large  proportions.  Before  leaving 
Mr.  Lanthier  expressed  the  hope  that  he 
would  soon  be  able  to  pay  another  visit 
to  Toronto. 

Heavy  Shoe  Reverse. 

The  Campbell  Shoe  Company  of  Quebec 
City  has  gone  into  liquidation  with  liabil- 
ities to  the  extent  of  between  $75,000  and 
$100,000.  The  chief  creditors  are  Messrs. 
Wm,  Marsh,  $25,000  to  $28,000;  L.  Du- 
chaine,  $7,000;  the  Duchaine  Company, 
$3,800;  J.  S.  Langlois,  $12,000.  Mr.  Eugene 
Trudel  has  been  named  provisional  liquid- 
ator, and  a  meeting  of  the  creditors  has 
been  called,  when  a  permanent  liquidator 
will  be  named. 

Tenders  For  Emmett  Stock. 

The  offer  of  twenty  cents  on  the  dollar 
has  not  been  accepted  by  the  creditors  of 
the  Emmett  Shoe  Store,  123  Yonge  Street, 
Toronto,  and  tenders  for  the  stock  and 
fixtures  are  now  being  invited  by  the  liqui- 
dators. These  will  be  received  up  to  May 
31st  for  the  assets  of  the  Emmett  Shoe 
Store,  consisting  of  stock  of  shoes,  rub- 
bers, and  findings,  etc.,  $3,300;  fixtures, 
$1,035. 

Tenders  will  be  received  for  the  forego- 
ing items  separately  or  together.  Further 
particulars  may  be  had  at  The  Title  and 
Trust  Company,  liquidators,  Toronto. 

Too  Many  Freak  Shoes. 

Suffering  from  a  multiplicity  of  styles, 
particularly  shoes  of  an  extreme  pattern, 
representatives  of  shoe  manufacturers  and 
dealers  throughout  Germany,  in  confer- 
ence at  Berlin  last  week,  decided  to  ap- 
point a  committee  authorized  to  prescribe 
a  limited  number  of  styles  and  prohibit 
freak  shapes.  The  chairman  of  the  con- 
ference was  of  the  opinion  that  eight 
models  for  shoes  for  mien  and  women 
were  adequate. 

More  Trade  Correspondents. 

Imperial  trade  correspondents  have  been 
appointed  as  follows:  Mr.  J.  W.  Hirgell, 
barrister,  of  Calgary;  Mr.  P.  McAra, 
mayor  of  Regina  and  president  of  the 
Board  of  Trade;  Mr.  F.  T.  Fisher,  secre- 


tary of  the  Board  of  Trade,  Edmonton ; 
Mr.  P.  G.  Shellcross,  merchant,  Vancou- 
ver, and  Mr.  E.  A.  Saunders,  secretary  of 
the  Board  of  Trade,  Halifax.  The  duties 
of  these  correspondents  will  consist  of  re- 
porting to  the  British  Government,  through 
the  British  Trade  Commissioners'  office  at 
Montreal,  upon  matters  of  trade  in  Can- 
ada. Mr.  R.  Grigg,  British  Trade  Com- 
missioner for  Montreal,  has  left  for  Eng- 
land in  connection  with  business  attach- 
ing to  trade  affairs. 

U.S.  Rubber  Co.'s  Affairs. 

At  the  annual  meeting  of  the  United 
States  Rubber  Co.,  held  in  New  Bruns- 
wick, N.  J.,  the  directorate  of  the  com- 
pany was  re-elected.  It  developed  that 
not  since  the  company  had  acquired  con- 
trol of  the  Revere  Rubber  Co.  had  the  lat- 
ter paid-  a  dividend.  President  Colt  said 
that  as  far  as  he  knew  the  United  States 
Rubber  Co.  does  not  come  under  the  ban 
of  the  decision  of  the  United  States  Su- 
preme Court  in  the  Standard  Oil  case. 

An  attorney,  who  said  he  represented 
about  6,000  shares,  made  a  plea  for  the 
election  of  an  additional  member  of  the 
board  of  directors  to  represent  the  com- 
mon stock  holders.  It  was  decided  to  con- 
sider this  proposition  at  the  meeting  of 
the  directors  in  New  York. 

In  answer  to  a  query,  Treasurer  Ford 
said  that  each  member  of  the  executive 
committee  received  a  salary  of  $5,000  a 
year,  and  was  allowed  $20  and  expenses 
for  each  meeting  he  attended. 

A  Well-Appointed  Store. 

A.  C.  Clark,  general  manager  of  the 
Roberts  and  Van  Lane  Shoe  Company, 
Brantford,  who  are  selling  agents  in  Can- 
ada for  the  Arthur  A.  Williams  (Hollis- 
ton,  Mass),  shoes  for  workingmen,  and 
also  conduct  a  retail  business  in  the  Tele- 
phone City  as  well  as  in  Paris,  will  shortly 
open  a  retail  establishment  on  Dalhousie 
Street,  Brantford,  under  the  name  of 
the  Clark  Shoe  Company,  in  the  Temple 
Building.  The  premises  are  about  140  feet 
deep.  The  fixtures  are  of  white  enamel, 
and  the  effect  is  attractive.  Oak  spindle 
tables  will  also  be  used  for  the  display  of 
certain  lines  of  goods.  The  office  furni- 
ture and  desks  will  be  of  a  character  to 
correspond.  Square  rugs  will  adorn  the 
hardwood  floors  and  along  the  side  walls 
and  in  the  fine  large  windows  will  be  plac- 
ed several  oak-paneled  mirrors.  A  first- 
class  repair  department  will  be  installed  in 
the  basement,  while  windows  below  the 
imposing  store  front  will  permit  of  pass- 
ers-by seeing  the  working  of  the  outfit. 
Mr.  Clark  will  conduct  the  jobbing  line  for 
the  Williams  shoes,  and  will  also  do  the 
buying  for  the  Roberts  and  Van  Lane 
Company  in  conjunction  with  his  own  busi- 
ness. He  has  had  many  years'  insight  in 
every  branch  of  the  shoe  line  in  England, 
and  has  held  some  very  responsible  posi- 
tions.   His  experience  has  been  thorough 


46 


THE  SHOE  AND  LEATHER  JOURNAL 


and  well  rounded,  and  as  a  buyer  and 
stock  keeper  he  has  few,  if  any,  superiors. 
The  Clark  Shoe  Company  expects  to  be- 
gin business  in  its  well-appointed  and  ex- 
cellently fitted  up  stand  about  the  first 
week  in  June,  and  will  hold  a  grand  open- 
ing celebration. 

Rubber  Factory  Burned. 

Destruction  by  fire  of  the  cotton  mill 
and  rubber  factory  at  Parras  Coahuilla, 
Mexico,  is  reported.  Both  factories  were 
burned  by  federal  troops.  The  properties 
were  owned  by  the  Maderos.  The  rubber 
factory  had  a  monthly  output  of  $150,000, 
and  the  cotton  mills  of  $200,000. 

Painted  Out  the  Factory  Name. 

The  weekly  bulletin  of  Leather  and  Shoe 
Mews  in  its  issue  of  May  6  says :  The  Shoe 
and  Leather  Journae,  of  Toronto,  Can- 
ada, devotes  three  pages  to  exposing  the 
doubtful  business  methods  of  the  Brock- 
ton Shoe  Co.  of  Toronto.  This  concern 
would  lead  people  to  believe  that  it  was 
retailing  Brockton  Shoes  at  $3.50  per  pair, 
which  were  equal  to  the  Canadian  $5.00 
shoes.  The  Shoe  and  Leather  Journal 
states  that  these  $3.50  shoes,  which  are 
quoted  Brockton  shoes,  are  practically  all 
made  in  Canada,  have  shoddy  counters, 
half  shoddy  heels,  Japan  hooks,  cowhide 
uppers ;  in  fact,  are  not  good  quality  for  a 
$3.50  shoe.  It  would  be  a  good  thing  if 
the  Brockton  Shoe  Manufacturers'  Asso- 
ciation could  stop  this  use  of  their  name, 
which  would  seem  to  be  detrimental. 

It  is  interesting  to  note  in  connection 
with  the  advertising  of  the  Brockton  Shoe 
Co.  that  they  use  in  the  centre  of  the  ad- 
vertisement the  bird's-eye  view  of  all  the 
Rice  and  Hutchins,  Inc.,  shoe  factories  and 
tanneries,  which  is  familiar  to  the  readers 
of  trade  papers,  and  has  geen  put  out  by 
that  firm  as  a  large  framed  picture.  The 
Brockton  Shoe  Co.,  Limited,  took  pains  to 
letter  the  words  "Brockton  Shoes"  on  the 
roof  of  the  Rice  &  Hutchins,  Inc.,  factories 
before  they  photographed  the  same  for 
their  advertising. 

Shoe  Machinery  Appeal  Dismissed. 

That  there  is  no  appeal  from  an  order 
of  a  judge  directing  an  investigation  un- 
der the  Combines  Investigation  Act  of 
Canada,  is  the  effect  of  a  judgment  given 
in  the  Court  of  Appeal,  in  Montreal,  by 
Mr.  Justice  Cross,  and  supported  by  the 
other  joidges  on  the  Bench. 

It  was  in  the  famous  case  of  the  United 
Shoe  Machinery  Co.  vs.  Drouin  et  al,  and 
on  account  of  the  precedent  which  it  es- 
tablishes it  was  awaited  with  interest  by 
a  host  of  lawyers  and  industrial  interests. 

The  result  of  the  judgment  would  be 
that  the  investigation  into  the  United 
Shoe  Machinery  Co.'s  alleged  "combine" 
would  be  continued  as  originally  ordered 
by  a  judge  of  the  Superior  Court. 

It   was  announced  later,  however,  that 


THE  NEW  HOME  OF  THE  "  WINNER  "  SHOE. 


The  Winn  Company,  Limited,  formerly 
of  Milton,  Ontario,  are  now  occupying 
their  new  plant  at  Perth,  and  be  it  said 
it  is  one  that  does  credit  to  the  shoe  in- 
dustry of  Canada. 

The  steady  growth  of  the  demand  for 
the  "Winner"  shoe  reached  the  stage  which 
necessitated  a  much  larger  plant,  and 
greater  accommodation  to  cope  with  the 
situation.  Circumstances  in  Milton  would 
not  permit  of  the  necessary  enlargement, 
and  after  considerable  investigation,  the 
company  finally  decided  to  locate  in  Perth. 
This  move  was  agreed  upon  late  last  fall, 


The  sole  leather,  stitching  and  cutting 
departments  are  confined  to  the  top  floor, 
while  the  ground  floor  is  devoted  to  the 
making,  treeing  and  shipping  departments. 
The  basement  will  be  used  as  a  stock  room, 
where  a  large  stock  will  be  always  on  hand 
for  immediate  shipment,  as  soon  as  the 
company  are  well  enough  advanced  with 
their  orders  to  permit  them  working  on 
stock  lines. 

All  departments  are  equipped  with  the 
most  modern  machinery  for  turning  out 
the  best  in  misses'  and. children's  footwear, 
of  which  the  "Winner"  line  is  comprised. 


and  building  operations  were  commenced 
at  once,  with  the  result  that  the  new  home 
is  now  complete,  and  turning  out  "Win- 
ner" shoes. 

This  new  factory  is  of  solid  brick,  mill 
construction  throughout.  It  consists  of 
two  storeys  and  basement,  measuring  200 
X40,  the  three  floors  totaling  24,000  square 
feet  of  space.  In  addition  are  the  office 
building  and  the  power  plant,  each  of  which 
measures  40x40,  making  in  all  27,200  feet 
floor  space.  The  offices  consist  of  the  gen- 
eral and  several  smaller  ones  for  the  ac- 
commodation of  the  executive  officers,  and 
also  a  sample  room,  where  the  complete 
"Winner"  line  is  nicely  displayed. 


The  Blaugas  system  is  used  for  heating 
the  machines.  This  system,  in  conjunction 
with  electricity,  is  also  employed  for  light- 
ing. 

The  company  have  installed  their  own 
power  plant,  which  is  operated  by  pro- 
ducer gas,  while  the  entire  building  is 
steam-heated,  the  radiator  system  being 
used. 

Altogether  the  factory  is  most  complete. 
There  is  no  reason  whatever  why  the  com- 
pany should  not  do  well.  It  will  apparently 
not  be  long  before  the  plant  will  be  pro- 
ducing to  its  full  capacity,  which  is  be- 
tween two  thousand  and  twenty-five  hun- 
dred pairs  per  day. 


the  United  Shoe  Machinery  Co.  would 
carry  the  case  to  the  Privy  Council.  This 
will  mean  that  the  three  commissioners 
appointed  to  carry  out  the  investigation 
into  the  so-called  combine  will  not  be 
able  to  make  a  move  for  some  time,  in  any 
event. 

Mr.  Justice  Cross  said  in  part :  "I  con- 
sider that  the  so-called  judgment  direct- 
ing the  investigation  does  not  decide  any 
issue  between  parties  but  merely  has  the 
effect  of  opening  the  door  to  the  investiga- 
tion provided  for  in  the  Act.  .  .  .  To 
guard  against  ill-considered  or  meddle- 
some procedure,  the  Act  has  provided  the 
requirement  that  an  investigation  shall  be 
entered  only  after  a  judge  who  has  heard 
the  applicants  has  become  satisfied  that 
there  is  reasonable  ground  for  it  and  has 
ordered  it.    .  It  is  to  be  remembered 

that  the  authority  upon  which  the  judge 


acted  is  that  conferred  by  the  Act  which 

is  a  Dominion  Statute  It  is 

manifest  that  there  are  orders  of  a  judge 
■which  are  not  to  be  regarded  as  judg- 
ments or  decisions  of  a  nature  to  be  sub- 
ject to  appeal.  .  .  .  The  order  in  ques- 
tion is  consequently  more  of  the  nature 
of  a  fiat  of  the  Attorney-General.  . 
I  not  only  cannot  find  that  there  is  any 
clear  right  of  appeal  but  I  consider  that 
there  is  a  clear  legislative  intent  that  there 
shall  be  no  such  right  of  appeal.  . 
I  conclude  that  there  is  no  pending  suit, 
no  judgment,  no  parties  in  issue,  and  no 
appeal,  and  would,  therefore,  squash  the 
so-called  appeal." 

Bright  Volume  on  Rubber. 

"The  Rubber  Country  of  the  Amazon,'' 
is  the  title  of  a  remarkably  interesting  and 
bright   story   written   by    Mr.    Henry  C. 


THE  SHOE  AND  LEATHER  JOURNAL 


47 


Pearson  of  his  visits  to  a  country  where 
one-half  of  the  world's  product  of  india 
rubber  comes  from.  Mr.  Pearson  is  the 
editor  of  the  India  Rubber  World,  New 
York,  and  an  author  of  note.  His  most 
recent  work  is  replete  with  splendid  illus- 
trations of  various  Southern  cities,  scenes, 
industries  and  pastimes.  The  views  have 
been  gathered  from-  many  points  and  af- 
ford a  revelation  of  life,  vegetation,  habits 
and  homes  in  the  sunny  south.  The  descrip- 
tion given  by  Mr.  Pearson  of  the  great  rub- 
ber industry  is  racy  and  breezy.  No  feature 
of  the  great  "black  gold"  has  been  over- 
looked, and  many  a  romance  has  been 
cleverly  interwoven  with  the  tale.  No 
present-day  novel  could  prove  more  re- 
freshing than  the  recital  of  Mr.  Pearson's 
experiences  and  explorations  in  Brazil, 
Peru  and  Bolivia,  while  the  mass  of  in- 
formation presented  on  the  export,  shrink- 
age, prices,  speculations,  etc.,  of  rubber  is 
invaluable. 

Shoe  House  Assigns. 

The  Victoria  Shoe  Co.,  of  Toronto,  made 
an  assignment  last  week  to  the  Title  and 
Trust  Company  for  the  benefit  of  credi- 
tors. At  a  meeting  of  the  latter,  held  on 
Thursday,  no  statement  of  assets  or  liabili- 
ties was  given  out,  and  the  factory  in  the 
meantime  is  in  operation  under  the  man- 
agement of  George  Pepper,  vice-president 
•and  general  manager.  It  is  understood 
that  a  proposition  has  been  made  by  sev- 
eral parties  to  assume  the  obligations  of 
the  company  and  continue  the  business. 
This  offer  is  now  under  consideration.  The 
Victoria  Shoe  Company  was  rated  one  year 
ago  at  $25,000,  with  credit  first  class. 

The  Quebec  Merger. 

The  merger  of  the  shoe  factories  in 
Quebec  has  not  yet  been  carried  out  to 
completion,  according  to  the  latest  advices 
received.  One  of  the  leading  manufac- 
turers of  that  city,  who  was  in  Toronto 
this  week,  admitted  that  the  proposition 
was  under  way  but  several  details  remain- 
ed yet  to  be  disposed,  and  whether  the 
consolidation  will  be  accomplished  on  the 
lines  already  set  forth  may  not  be  deter- 
mined for  some  time.  It  is  learned  that 
several  factories  have  the  matter  under 
consideration  and  that  things  will  move 
along  as  they  are— at  least  for  the  present. 

Rubber  Selling  About  Over. 

The  rubber  shoe  selling  season  for  fall 
is  about  over  and  nearly  all  the  retailers 
have  placed  their  orders  with  the  com- 
panies, whose  representatives  have  been  on 
the  road  for  nearly  three  months.  There 
have  been  reports  of  isolated  price-cutting 
on  the  part  of  one  of  the  Independent  con- 
cerns, but  not  to  any  extent.  Some  dealers 
have  held  back,  particularly  in  the  cities, 
and  will  not  give  their  business  until  later 
on.  It  is  not  believed  there  will  be  any 
reduction  in  the  present  net  prices,  while 


two  companies,  which  have  respectively 
been  giving  a  discount  of  ten  and  twenty- 
five  per  cent,  for  placing,  have  continued 
the  discount  until  the  end  of  the  present 
month,  when  it  may  be  withdrawn.  The 
factories  all  appear  to  be  busy,  and  the 
travelers  of  the  different  concerns  claim 
that  business  in  the  placing  line  has  been 
up  to  last  season,  and,  in  a  few  instances, 
a  little  ahead.  More  orders  are  expected 
to  come  in  at  the  end  of  May.  One  man, 
who  is  in  a  position  to  know  the  situation 
intimately,  remarked  that  there  would  be 
no  change  in  quotations  either  downward 
or  upward,  and  things  would  move  along 
as  they  are. 

Selling  Shoes  By  Motor. 

■George  Slater,  Jr.,  is  continuing  his  tour 
through  'Western  Ontario  in  the  interests 
of  George  A.  Slater,  Limited,  Montreal, 
and  has  his  trunk  of  Invictus  shoe  samples 
strapped  on  the  back  of  his  motor  car. 
This  method  of  making  the  rounds  and 
calling  on  the  various  retailers  has  aroused 
interest  and  certainly  possesses  novelty  and 
originality.  Probably,  with  the  rapid  ad- 
vance of  locomotion,  it  may  be  only  a  few 
years  'when  the  enterprising  commercial 
man  of  the  future  will  be  journeying  from 
place  to  place  in  a  Bleriot  monoplane, 
carrying  his  samples  as  ballast. 

Another  Merger  Reported. 


:  A  report  comes  from  the  Maritime  prov- 
inces of  a  proposed  merger  of  the  shoe 
factories  in  New  Brunswick  and  Nova 
Scotia.  Speaking  of  the  proposition,  a 
Halifax  paper  says: 

"There  are  seven  companies  in  the  Mari- 
time provinces  engaged  in  the  manufac- 
ture of  boots  and  shoes,  and  the  idea  is 
that  all  of  these  should  be  brought  within 
the  scope  of  the  merger.  The  concerns 
that  would  likely  be  affected  are  the  fol- 
lowing: Hart  Shoe  Co.,  Fredericton; 
John  Palmer  Co.,  Limited,  Fredericton; 
Smith  &  Oo.,  Sackville;  Crosby  &  Co., 
Yarmouth;  J.  H.  Humphrey  &  Co.,  St. 
John;  Amherst  Boot  &  Shoe  Co.,  Am- 
herst; The  Robert  Taylor,  Co.,  Limited, 
Halifax. 

"It  is  impossible  to  obtain  definite  par- 
ticulars regarding  the  capitalization  of  the 
company,  in  which  these  different  concerns 
would  be  merged,  but  the  capital  proposed 
is  said  to  be  $3,000,000.  Other  informa- 
tion regarding  the  merger  also  is  vague. 
It  is  said  that  if  the  project  goes  through 
the  boot  and  shoe  manufacturing  of  the 
Maritime  Provinces  would  be  done  at  two 
points,  instead  of  at  seven;  namely,  Am- 
herst and  Fredericton.  The  staple  goods 
would  be  manufactured  at  Amherst,  and 
the  welts  or  fine  goods  would  be  produced 
at  the  Fredericton  factory.  This  would 
mean  the  closing  of  five  out  of  seven  fac- 
tories now  in  operation,  and  would  be  a 
very  serious  matter  for  Halifax  and  for 


the  other  towns  that  would  lose  an  in- 
dustry." 

It  is  learned  that  a  "hitch"  has  occurred 
in  the  proposition,  and  latest  advices  are 
to  the  effect  that  consolidation  of  the 
Eastern  concerns  is  not  likely  to  eventuate. 

Enterprising  Young  Men. 

Ludlow  Brothers  are  now  occupying  a 
fine  new  store  on  Dalhousie  Street,  Brant- 
ford.    Charles  H.  Ludlow  has  been  in  the 
shoe  business  five  years,  and  has  worked 
up  a  good  trade.    Recently    his  brother, 
Austin  L,  joined  forces  with  him,  and  the 
firm  became  Ludlow  Brothers.    The  latter 
has  charge  of  the  men's  clothing  and  fur- 
nishing department,  while  the  former  looks 
after  the  shoes.    The  new  establishment  is 
seventy-two  feet  deep  and  thirty-three  wide, 
being  divided  in  the  centre  by  a  partition 
which  runs  about  half  way  to  the  front 
of  the  building.    The  firm  also  carry  a  re- 
presentative  line   of   trunks,   valises  and 
traveling  bags.    The  men's  shoe  department 
is  to  the  front  of  the  premises,  and  the 
ladies'  at  the  rear.    A  stock  of  $10,000  in 
well-selected  footwear  fills  the  shelves.  It 
is  the  intention  of  Ludlow  Brothers  to 
adopt  the  uniform  carton  system.   The  firm 
are  in  the  pleasing  position  that,  when  a 
young  man  or  an  older  one  too,  for  that 
matter,  steps  inside  their  door,  they  are 
able  to  clothe  him  completely  from  head 
to   foot.     Since  removing  to  the  larger 
quarters  the  shoe  turnover  has  been  doub- 
led in  volume. 


The  New  Regal  Co. 

Because  of  the  present  tariff  discussion, 
more  than  usual  interest  has  been  aroused 
in  manufacturing  circles  over  the  an- 
nouncement by  the  Regal  Shoe  Company 
that  it  has  completed  arrangements  for  the 
purchase  of  a  shoe  factory  in  Toronto, 
Canada,  which  it  will  convert  immediately 
into  a  Regal  factory  for  supplying  Regal 
shoes  to  its  wholesale  and  retail  customers 
in    the  Dominion. 

The  factory  which  the  Regal  Company 
has  acquired  is  a  fireproof  building  located 
in  the  manufacturing  section  of  Toronto. 
It  is  fully  equipped  with  the  latest  modern 
shoe  machinery,  and  until  now  has  been 
successfully  operated  by  a  Canadian  or- 
ganization, which  has  been  absorbed  by 
the  Regal  Company. 

This  new  Regal  corporation  in  Canada 
bears  the  name  "Regal  Shoe  Company, 
Limited."  The  organization  meeting  was 
held  Friday  evening  in  the  executive  offices 
of  E.  J.  Bliss,  in  the  Regal  Building,  and 
the  following  officers  were  selected :  Presi- 
dent, E.  J.  Bliss;  vice-president,  P.  I.  Her- 
sey;  secretary,  C.  H.  Cross;  treasurer,  H. 
B.  Pollock;  asst.-treasurer,  E.  D.  Gould. 
The  officers  also  constitute  the  board  of 
directors  of  the  new  company. 

Mr.  E.  J.  Bliss  confirms  the  transaction 
in  the  following  statement:  "It  is  true 
that  we  have  purchased  a  shoe  manufac- 


48 


THE  SHOE  AND  LEATHER  JOURNAL 


Hiring  plant  in  Toronto  and  'have  taken 
.nor  the  organization  of  a  successful  shoe 
manufacturing"  company. 

"We  have  been  rapidly  developing  our 
Canadian  business  for  several  seasons,  and 
T  am  satisfied  that  our  branch  factory 
there  will  enable  us  to  make  an  even  more 
rapid  expansion  of  the  volume  of  our  Can- 
adian sales. 

"A  manufacturing  plant  in  Canada,  run 
under  our  system  and  supervision,  will 
save  our  Canadian  customers  a  dollar  or 
more  per  pair,  because  of  'the  Customs 
duties  charged  on  shoes  made  in  the  Unit- 
ed States. 

"Some  changes  in  the  organization  and 
equipment  of  our  Toronto  factory  are,  of 
course,  necessary  in  order  to  Regalize  the 
plant  thoroughly.  We  have  already  sent 
Regal  lasts  and  patterns  there,  and  shall 
send  up  several  members  of  our  staff  to 
introduce  Regal  system  and  do  whatever 
else  is  necessary  to  make  it  as  complete  a 
Regal  factory  as  any  of  those  we  'have  in 
•he  United  States. 

"We  have  already  made  some  shoes  in 
the  Toronto  plant,  and  I  was  very  much 
pleased  with  the  results,  showing  that 
shoes  could  be  made  with  our  tlasts  and 
patterns  and  system  that  were  so  like 
Reg&ls  made  on  the  same  lasts  at  our  fac- 
tories in  the  States,  that  it  was  practically 
impossible  to  discover  any  difference  be- 
tween them. 

"By  the  latter  part  of  June,  or  the  early 
part  of  July,  we  shall  be  turning  out  a 
large  volume  of  Regals  from  the  new 
plant. 

"The  possession  of  this  factory  will  give 
us  a  very  important  strategic  position  in 
the  event  of  any  changes  being  made  in 
the  import  duties  of  the  United  States." 

Recent  Inventions. 

The  following  patents  have  recently 
been  granted,  brief  descriptions  of  which 
have  been  compiled  for  the  Shoe  and 
Lkathkk  Journal  by  G.  Hughes,  R.P.A., 
editor  of  British  Machinist  and  Patents, 
55-56  Chancery  Lane,  London,  England. 

29416. — Messrs.  G.  A.  and  E.  C.  Pea- 
cock, of  Bristol,  England,  have  patented 
their  improved  protector  which  is  employ- 
ed in  respect  of  tips  for  the  heels  and 
toes  of  boots,  etc.  The  invention  when  ap- 
plied to  a  heel  tip  is  formed  of  provided 
with  studs  adapted  to  pass  through  one  or 
more  of  the  heel  lifts  and  through  small 
washers,  the  heads  of  the  studs  being  then 
burred  over  or  otherwise  secured. 

2U736. — An  English  patent  'has  been 
granted  by  the  Comptroller  to  M.  Castel- 
lani,  of  Paris,  for  his  last-holder  invention, 
which  is  provided  with  a  sliding  base,  upon 
which  the  last-holder  is  also  rotatable.  The 
hase  has  flanges  which  are  retained  in 
grooves  in  a  table  by  bars  fixed  to  the 
table  so  that  the  last  support  may  be  slid 
backwards  and  forwards.  The  last-sup- 
port is  itself  fixed  to  a  rotatable  portion 


AN  ATTRACTIVE  WINDOW  BACKGROUND. 


A  Yonge  Street  shoe  establishment  in 
Toronto  recently  showed  an  attractive 
window  background.  In  the  centre  of  the 
background  was  hung  a  pair  of  Colonial 
Style  doors  about  2  feet  wide  by  5  feet. 

The  stiles  of  the  doors  were  3  inches 
by  ~/%  inches,  top  rails  3  inches  by  Y%  in- 


with  a  winter  scene  was  used  across  the 
top.  A  plain  beading  %  inch  by  %  inch, 
painted  with  bronze,  was  tacked  around  the 
space  at  the  sides,  showing  a  6-inch  margin 
and  giving  a  panel  effect. 

The  cost  of  producing  a  window  such  as 
this  is  very  small  when  one  considers  the 


c'hes,  bottom  rails  8  inches  by  Ys  inches. 
Bars  1  inch  by  Yi  inch  were  put  across  be- 
tween the  stiles  and  rails  to  represent  the 
window  bars,  the  whole  being  stained  a 
golden  oak.  Only  pine  was  used.  On  the 
inside  of  the  doors  a  brown  fabric  was 
draped,  tied  back  with  ribbon  to  'har- 
monize. 

On  each  side  of  the  doors  a  golden 
brown  ingrain  paper  was  used.  The  bare 
board  was  8  inches  wide  painted  with 
bronze.    A  frieze  of  high  class  wall  paper 


results  obtained — brains  and  originality  are 
the  two  heaviest  items  and  cost  the  least. 
A  special  trim  such  as  this  one  can  be 
made  to  last  a  month  or  even  longer,  when, 
on  account  of  its  low  cost,  it  can  be  dis- 
carded. New  ideas  just  along  the  same 
lines  could  be  developed  so  that  during  the 
year  a  variety  of  attractive  windows  might 
be  shown.  There  is  no  more  scope  for 
originality  in  window  than  in  perhaps  any 
other  part  of  store  decoration,  and  it  is 
one  of  the  most  important. 


which  engages  with  a  cylindrical  projec- 
tion on  the  base,  and  may  be  locked  there- 
on by  a  screwed  bolt  and  nut  co-operating 
with  a  circular  groove  in  the  base. 

Late  News  Happenings. 

The  crude  rubber  market  had  another 
severe  break,  dropping  to  $1.07  in  New 
York  and  $1.04  in  London. 

Mr.  I.  W.  Holbrook,  superintendent  of 
factories  of  the  Regal  Shoe  Co.,  is  in  To- 
ronto, inaugurating  the  Regal  systems  in 
the  new  Canadian  factory. 

John  Hallaim  and  E.  T.  Carter  and  Co., 
of  Toronto,  purchased  the  beaver  and 
other  skins  offered  for  sale  at  the  Parlia- 
ment Buildings.  The  bids  accepted  were. 
John  llallam,  376  beaver  skins,  $2,726;  10 
others,  $175.50.  E.  T.  Carter  and  Co.,  31 
muskrat,  $9.30;  8  marten,  $44;  1  fox,  $5. 
Total,  $2,959. 

The  United  Shoe  Machinery  Company 
have  asked,  through  Mr.  T.  Chase  Cas- 
grain,  K.C.,  an  injunction  prohibiting  the 


commission  appointed  by  the  Government 
inquiring  whether  the  company  were  a 
combination  in  restraint  of  trade. 

The  boot  and  shoe  division  of  the  Re- 
tail Merchants'  Association  of  Canada 
held  a  meeting  in  Montreal  last  week  to 
elect  officers  for  the  coming  year.  The  fol- 
lowing were  chosen :  President,  Mr.- 
Thomas  Dussault;  first  vice-president,  Mr. 
Octave  'Bcrnier;  second  vice-president,  Air. 
J.  E.  Deslaurier;  treasurer,  Mr.  N.  Mon- 
ier,  Jr. ;  secretary,  "Mr.  E.  Belanger. 
Messrs.  Thomas  Dussault,  J.  G.  Watson, 
and  C.  R.  La  Salle  were  appointed  to  re- 
present this  division  at  the  meeting  of  the 
Provincial  Committee. 


GOOD  POSITION  FOR  LIVE  SALES- 
MAN with  established  trade  in  larger 
towns  in  Canada  in  high-grade  Roches- 
ter-made women's  fine  shoes.  Give  ex- 
perience and  references.    Apply  Box  90, 


Montreal  Markets 
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BOOTS  AND  SHOES. — In  retail  lines 
things  are  looking  up.  Spring  styles  are 
selling  rapidly,  and  as  the  warmer  weather 
gets  closer,  oxfords,  in  tan  and  patent,  are 
coming  in  for  their  share  of  attention. 
Many  extreme  styles  are  in  evidence,  es- 
pecially among  the  younger  generation  of 
both  sexes.  Buttons  have  the  vogue  in 
women's  lines,  and  are  to  a  certain  extent 
popular  with  the  men  as  well.  Tans  are 
very  popular  and  more  of  them  are  seen 
every  day.  Some  retailers  are  having  a 
regular  nun  on  all  lines  of  small  shoes. 
Optimism  seems  to  be  in  the  air  among 
retailers  at  present. 

Many  retailers  are  still  hanging  off  on 
the  rubber  question,  as  they  claim  the  con- 
ditions of  the  trade  warrant  this  action. 
Those  who  do  order  are  not  placing  large 
orders,  or,  at  least,  do  so  only  in  rare 
cases. 

There  is  a  great  amount  of  cheap  com- 
petition to  contend  with  at  present.  Every 
day  new  stores  of  small  calibre  open  up 
for  a  few  weeks  or  months,  slash  prices 
and  quality  in  every  direction,  then  finally 
close  down,  or  fail  outright.  This  often 
embarrasses  regular  shoe  men  consider- 
ably, and  some  of  them  who  have  been 
in  business  for  years  feel  the  situation 
keenly,  and  criticize  the  jobbers  and  manu- 
facturers severely  for  what  they  claim  is 
unfair  extension  of  credit,  as  few  of  these 
"fly-by-nights"  are  in  a  position  to  pay 
cash.    It  surely  is  a  peculiar  situation. 

Jobbers  and  manufacturers  are  very  op- 
timistic in  their  outlook  on  future  condi- 
tions. Some  of  the  manufacturers  are  still 
working  on  sorting  and  belated  spring  or- 
ders, but  most  of  them  are  slack  at  present. 
This  is  only  to  be  expected  at  this  time  of 
the  year.  All  report  an  excellent  lot  of 
orders  from  travelers,  which  promise  an 
exceptionally  busy  fall  season.  Tans  are 
exceedingly  prominent  in  sorting  orders 
and  patents  are  also  ordered  very  freely. 
Fall  orders  are  being  spread  over  a  very 
wide  range  of  styles. 

HIDES. — At  present  there  is  not  a  great 
deal  to  say  on  the  hide  situation.  The 
quality  and  quantity  of  the  receipts  is 
gradually  improving,  but  the  demand  is 
stationary  in  conformity  with  the  general 
market  situation.  Tanners  are  only  buy- 
ing when  the  figure  suits  them,  and  are 
not  worrying  at  all  about  receipts  at 
present.     Prices  are: 

BUTCHERS'  BUYING. 
City  and  country  prices — 

No.  r,  quoted    i°J4 

No.  2,  quoted    9^4 

No.  3,  quoted    &A 

Country  hides  (green)   •••••  8/ 

Country  hides  (cured)    9 

CALFSKIN  QUOTATIONS. 
No.  I,  Government  inspected ...  .$0.13 
No.  1,  selected   10 


Lambskins,  city  butchers'  kill....  1.10 

TALLOW.  The    market    is  steady. 

The  supply  is  fair,  and  the  demand  about 
average.  Quality  is  also  good.  Prices 
are : 

No.  1  cake    7  7JA 

No.  2  cake    5  5TA 

No.  1  solid    5lA  6 

No.  2  solid    4-A  5/4 

LEATHER.— Conditions  are  practically 
unchanged  from  last  report.  Everything  is 
seasonably  quiet.  Tan  and  patent  leathers 
are  moving  strongly.  Glazed  kid  is  stag- 
nant, splits  not  much  better,  sole  leather 
alone  being  fairly  firm.  It  is  never  so 
much  affected  by  general  market  condi- 
tions as  are  other  lines.  Few  orders  are 
being  placed  by  manufacturers  at  present, 
except  on  a  hand-to-mouith  basis.  Hence 
tanners  and  jobbers  in  leather  products  are 
idle,  though  most  of  them  expect  this  be- 
tween seasons.  Canadian  leather  men  are 
feeling  American  competition  keenly,  as 
there  is  a  great  deal  of  leather  coming 
over  the  border  at  prices  a  little  lower 
than  the  home  product  can  profitably  be 
disposed  of.  This  is  due  to  the  determined 
■effort  put  forth  by  the  American  firms  to 
relieve  the  stagnation  in  the  home  market. 
This  will  right  itself  in  time  undoubted- 
ly. In  the  meantime,  it  is  annoying. 
Prices  are  unchanged,  at  least  on  the  sur- 
face, though  they  are  being  shaded  on  the 
quiet  all  the  time.  Competition  is  very 
keen  just  now.  Everyone  is  after  the  little 
business  to  be  had.  Divided  up  it  does  not 
go  very  far. 

TANNERS'  MATERIALS.— As  with 
the  rest  of  the  market,  no  change  is  evi- 
dent. Leather  must  begin  to  move  ere 
these  materials  are  affected  at  all  favor- 
ably.   Prices  remain  as  before. 

LEATHER. 
Spanish  sole,  custom,  No.  1 . .  27 

Spanish  sole,  No.  2    23^  24A 

Spanish  B.  A.  hides,  No.  1 . .  24  25 
Spanish  B.  A.  hides,  No.  2..  22/  23/ 
Spanish  B.  A.  hides,  No.  3- ■  21 
Slaughter,  hemlock,  No.  1...  26  27 
Slaughter,  hemlock,  No.  2...  24  25 
Slaughter,  hemlock,  No.  3...  23/ 

Slaughter,  oak,  No.   i.L   27  28 

Slaughter,  oak,  No.  21M   24  25A 

Harness   32'  34 

Wax,  upper,  heavy    35  38 

Wax,  upper,  light  and  med.  .  38  42 
Oil  (Western)  grained,  per  ft.  14  15 
Oil  (Quebec)  grained,  per  ft.  12  14 
Chrome  glazed  kid — 

Tampico  in  color    10  28 

Patnas,  black    10  28 

European   8  20 

Chinese   12  22 

South  American    10  28 

Owing  to  large  number  of  varieties  of 
glazed  kid,  it  is  impossible  to  quote  on 
many  of  them. 

The  prices  given  below  for  chrome  calf 


and  kips  are  average,  as  lack  of  space  for- 
bids mention  of  the  great  range  in  price 
and  quality  carried  by  large  tanners. 
Box  chrome  calf — 

A.  H.  French    25 

A.   Hm  23 

A.  M  22 

B.  M  24 

B.  Hm  21 

B.  M   19 

Veal,  other  European    17  20 

Veal,  X    IS  18 

Grassers  ,   15  l7 

Grassers,  X    14  ^ 

Reject   12  14 

Box  kips — chrome  turned — 

A.   H.,  Canadian    20 

A.  Hm.,  Canadian    19 

A.  M   18 

B.  H   17 

B.  Hm   17 

C.  X   15 

Reject   13  down 

Chrome  dull  kip  for  toppings— 

M  20 

L.  M   19 

L   18 

ENAMEL  LEATHER. 
Chrome  sides  (ac.  to  quality)  25  32 

Enamel  colt    3°  4° 

SHEEPSKINS. 

Glazed  and  dull,  black    6  6/ 

■Colors,  No.  1,  beading    7  7A 

Colors,  No.   1,  lining    7/ 

Ooze,  Hack  and  colors  ....    8  8^4 

Skivers   7J4  8 

Chrome,  glazed    5  8 

Chrome,   dull    7 

Calfine,  A.  H.,  Can.  native    9 

Calfine,  A.  iM.,  Can.  native    9 

Calfine,  A.  L.,  Can.  native    9 

Calfine,  B.  H.,  Can.  native    8 

Calfine,  B.  M.,  Can.  native    8 

Pickle  skins   for  lining 

common  pickle    7JA 

B    7 

C    6/ 

Cape  A    8/ 

Cape  B    714 

Cape  C    7 

Job    554 

H  Facing   7Va 

L  Facing    8 

The  prices  are  average,  as  quality  and 
quantity  would  cause  considerable  vari- 
ation. 

Sumac   $55  $70 

Degras   5/4  '  6A 

Gambier    6  7 

Hemlock  extract    3/4  4 

Quebracho  extract    3  4 

Quebracho  solid    4  5 

Logwood  chips    lA  1Ya 

Logwood  crystals    12  16 

Logwood  paste    6  9 

Egg  yolk    5  A  8 

Dermiforma    4/4 

Egg  albumen    60  75 


Toronto  Markets 


HOOTS    AND    SHOES— Jobbers    are  and  are  still  inclined  to  hold    off.  The 

doing  a  fair  sorting  business,  although  re-  raise  in  prices  noted  has    been  brought 

peat" orders  are  not    at    present    heavy,  about  solely  by  the  better  condition  of  the 

They  have  all  received  their  fall  and  win-  offerings  than  any  strong  movement  in  the 

ter  "samples,  and  travelers  are  now  taking  market.    The  prices  prevailing  are 

orders  for  these  lines  and  meeting  with  No.  i  insp.  steers  and  cows..  10 


good  success.  .There  is  a  decided  improve- 
ment in  the  workmanship  and  style  shown, 
which  all  goes  to  show  the  advance  in 
Canadian  shoe  making.  Many  factory  men 
from  Montreal  and  Quebec  have  been  call- 
ing on  the  wholesalers  looking  for  fall 
business,  and  the  industries,  having  taken 
stock,  are  beginning  to  run  full  time  on 
fall  lines,  after  attending  to  some  "im- 
mediates,"  which,  of  course,  have  first 
place.    The  demand  for  tans  is  very  strong 


No.  2  insp.  steers  and  cows . .  9 
No.  3  insp.  steers  and  bulls..  8 
Country  hides  (green)  flat..  &A 
Country  hides  (cured)  flat..    9  9A 

Calfskins   ti  14 

Sheepskins   $1.05  $1-40 

Horsehides,  No.  1    3-0O 

Horsehides,  No.  2    2.00 

LEATHER. — Shoe  factories  have  all  fin- 
ished stock  taking  and  are  preparing  for 
fall  runs,  still  they  are  not  buying  heavily 


30 
27 


this  season,  and  oxfords,  three  ties,  pumps  ;n  ieathers  as  yet,  and  shoe  leather  tan- 

and  canvas  goods  are    active.      Lacrosse  ners  are  not  rushed.    Tan    leathers  will, 

and  tennis  goods  are  selling  well,  and  pro-  from  present  indications,  be  in  strong  de- 

ducers  are  rushed  in  these  lines.    With  the  mandj  while  tanners  are  preparing  for  the 

warm  weather  now  at  hand  all  summer  usuaj  demand  on  patents.    They  are  being 

stock   is   being   disposed   of   rapidly,   and  anowed  to  carry  the  stock  until  the  fall 

retailers  are  wearing  a  happy  smile  as  the  rush  reany  begins.    Harness  tanners  are 

business  increases  from  day  to  day.   But-  rusned  with  orders  and  the  present  season 

ton  shoes  are  moving  more  than  in  pre-  js  rep,orted  to  be  the  best  in  years.  The 

vious  years,  and  button  oxfords  for  men  numfoer  0f  orders  received  from  the  West 

are  selling,  although  not  to  the  same  ex-  js  encouraging,  and  keeps  all  things  mov 


tent  as  in  large  American  centres.  Beaded  ■ 
vamp  pumps  for  women  are  favorites. 
The  outlook  for  the  best  season  in  some 
years  is  decidedly  favorable,  and  many 
jobbers  report  considerable  advance  over 
the  corresponding  month  of  1910. 

TALLOW.— The  market  is  steady,  but 
the  supply  is  small,  with  less  and  less  com- 
ing in  every  day  now.  Receipts  will  not 
be  large  until  the  fall.  No  change  in 
prices  is  reported. 

No.  1  cake    6^ 

No.  2  cake    4A.  SlA 

No.  1  solid    5A 

No.  2  solid    4  5 

WOOL.— Conditions  may  be  summed  up 
as  steady  with  prices  firm.  No  advances 
are  looked  for  by  dealers,  as  it  is  felt  that 
in  important  centres  the  top  figure  has 
been  reached.  Shearing  is  well  under  way 
and  unwashed  fleeces  are  coming  in  freely. 
Washed  fleeces  will  not  be  arriving  in 
large  quantities  for  three  or  four  weeks 
yet.  The  highest  notch  has,  it  is  said,  been 
attained  in  quotations  across  the  border  m 
both  washed  and  unwashed  fleeces. 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects    J5 

SIDES.— The  situation  is  improving, 
and  the  quality  is  better.  There  has  been 
an  advance  from  a  quarter  to  half  a  cent 
in  calfskins  and  country  hides,  while 
sheepskins  are  a  little  higher.  Short 
haired  hides  with  less  grubs  are  daily 
coming  in  and  the  quality  is  showing  im- 
provement each  week.  Receipts  are  nor- 
mal, and  dealers  well  cleaned  up.  Tan- 
ners are  only  buying  what  they  require, 


ig  in  a  lively  fashion. 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)  26 

No.  2  Spanish  sole  (for  job 

bing   25 

No.  1  Span,  sole  (for  mfg.)  26 
No.  2  Span,  sole  (for  mfg.)  25 
No.  3  Span,  sole  C for  mfg.)  23 

No.  1  oak  sole    33 

No.  2  oak  sole    3° 

No.  1  oak  sole  bends    5° 

No.  1  slaughter  sole,  heavy..  30 
No.  1  slaughter  sole,  medium  30 
No.  1  slaughter  sole,  light..  30 
Harness  leather — 

No.  1  U.'0   37 

Rejected  U.  0   36 

No.  2-U.  O.   35lA 

Hemlock  Country  Harness- 
No.   1   :   32 

No.  2    3i 

Upper,  heavy    48 

Upper,  light  and  medium  ...  50 

Upper,  grained   19 

Kip  skins,  French   I. IS 

Veal  kips,  Canadian    75 

Hemlock  calf    75 

Imitation  calf    85 

French  calf   J-38 

Splits,  light  and  medium  ...  20 

Splits,  heavy   

Splits,  junior   

Patent  colt,  per  foot  . .  . 

Pat.  chrome  sides,  per  ft 

Enamel  cow,  per  ft  

Pebble  grain   

Buff  

Colored  buff   ,  20 


20 
18 
30 
28 
20 
15 
17 


29 


27 
26 
24 
38 
34 
55 
31 
31 
31 

39 
38 
37 

33 
32 
50 
55 
20 
1.28 
80 
90 

95 
1.62 
22 
22 

19 
40 
30 
22 
17 
19 
22 


Russets,  extra  hvy.,  per  doz.  $10  $12 

Shoe  russets,  per  lb  45  5° 

Russets,  No.  2,  all  grades,  lb.  30  35 

Glove,  russets,  per  doz  $6.00  $9.00 

CUT  SOLES.— Business  is  dull  at  pre- 
sent and  sales  not  large.  While  the 
quality  of  the  hides  offered  shows  im- 
provement, conditions  have  been  inactive 
for  some  time.  Shoe  factories  are  not 
buying  freely  and  whether  there  will  be 
any  change  in  the  near  future  is  proble- 
matical. 

OUTSOLES. 
Oak—  Gauge 

Men's,  No.  1   7-12 

Men's,  No.  2   1-12. 

Women's,  No.  1    5-8 

Women's,  No.  2    5-8 

Spanish — 

Men's,  No.  1    7-12 

Men's,  No.  2    7-12 

Women's,  No.  1    5-8 

Women's,  No.  2    5-8 

TAP  SOLES. 
Height 
Men's  XXX  ...  6 

Men's  XX    6 

Men's  X    6 

Women's  XXX..  5 
Women's  XX  .  .  5 
Women's  X  ....  4 
Boys'   XXX    ...  SA. 


Price 
45 
42 
23 
21 


26 

23 
16 

14 


4i 
38 
21 
19 


Boys'  XX    S'A 


Boys'  X 


5/2 


Price  Height 
$4.10— $2.75  4 
3.70 —  2.10 
2.25—  1.85 
2.40—  1.95 
2.05—  1.4S 
1.20—  1. 10  4 
2.00—  2.35  AV2 

2.65 —  2.20 

1.60—  1-35  4^2 


4^ 
4 

3/2 


TOP  LIFTS. 


•75 
.70 
•50 
•50 
.40 
.60 
■50 


aA 
aA 
aA 


Men's  XXX   ...  5^  $1-35—    -75  4# 

Men's  XX    5^    I-I5—    -70  aA 

Men's  X    5  -65— 

Women's  XXX.  5  -55— 
Women's  XX  ..  5  -45— 
Boys'  XXX  ....  5  -7o— 
Boys'  XX    5  -DO- 

SHAPED  HEELS. 

Size.  Price. 

Men's   s-8— 10-8    8— 15c  pr. 

Women's  5-8—13-8    7—  "c  pr. 

BOX  TOES. 

Men's    5c  pr. 

Women's  2%    3%c  pr. 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's  7Ya   •  ■  ■  8c  pn 

Women's  5V4    6%c  Pr- 

TANNERS'  MATERIALS.— Business  is 

not  rushing  and  conditions  generally  are 

the  same  as  last  month. 

Sumac    $55-00  $70.00 

Degras   •■■    4  6A 

Gambler  &A  7A 

Cod  Oil,  pure  Nfld.  tanked..  47  SO 

Cod  Oil,  Gaspe    40  42 

Hemlock   extract   ••    zA  4 

Oak  extract    3A  4 

Quebracho  extract    zY\  4^ 

Quebracho   solid    4A2  5 


Si 


Quebec  Markets 


BOOTS  AND  SHOES.— The  first  part 
of  May  has  been  fairly  active  at  factories, 
but  now  manufacturers  are  finishing  up 
their  spring  orders,  and  are  preparing  to 
get  fall  samples  on  the  road.  Travelers 


Unwashed  fleece    16  18 

Greasy  cape    18  22 

Medium  20  22 

FISH  OILS— There  is  very  little  activ- 
report  that  confidence  is  developing  all  ity  in  the  market.  Business  keeps  only 
over  the  district  and  that  the  prospects  of  moving,  and  on  account  of  the  small  quan- 
a  strong  improvement  along  steady  lines  tities  in  stock,  sales  effected  are  for  im- 
are  very  bright  for  next  season.  The  be-  mediate  delivery.  No  changes  are  register- 
ginning  of  fair  days  saw  all  the  lines  mov-  ed  in  prices,  which  remain  firm  at  the  fol- 
mg  well  at  retailers.    Judging  from    the  lowing  quotations: 

way  goods  have  been  going  out  the    past      Cod  Q^  Qaspe>  gaj   23  40 

weeks  it  looks  as  if  the  trade  would  be 
very  satisfactory.  Business  throughout  the 
country  seems  to  be  in  good  condition, 
with  sufficient  money  in  circulation  for 
practical  purposes.  There  is  quite  a  good 
run  on  colored  shoes,  tan  color  seems  to 
be  in  favor;  the  new  patents  are  very 
popular.  Prices  are  being  well  maintain- 
ed, there  being  no  reported  cutting  going 
on. 
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HIDES.— The  hide  market  has  not  evinc- 
ed any  material  tendency  towards  further 
weakness,  notwithstanding  the  fact  that 
tanners  have  largely  been  holding  aloof  to 
await  developments.  The  market  is  quiet, 
only  a  fair  average  business  being  trans 


Sea-hog  oil    35 

Sea-wolf  oil,  refined    35 

Whale  oil,  No.   1,  refined, 

gal  ..$1.80  $1.85 

Whale  oil,  No.  2,  refined..  1.77  1.82 
Whale  oil,  No.  1,  ordinary.  1.74  1.80 

Whale  oil,  No.  2,  ordinary     1.72  1.78 

Cod  oil,  pure  Newfoundland    30  32 

Liverpool  salt                          50  60 

TALLOW. — The  market  remains  quiet, 
with  prices  unchanged  since  last  report. 
There  is  a  little  better  enquiry.  Extra  tal- 
low is  quoted  at  6/c  per  pound. 

SHOE  FINDINGS.— The  local  markets 
continue  in  a  quiet  and  unsatisfactory  con- 


acted.    As  we  report,  the  supply  coming  ^.^    Consumption  ig  smaU>  and  there 


in  is  very  limited,  as  tanners  are  not  m 
clined  to  handle  the  grubby  stock  in  the 
hands  of  dealers.  The  market  may  be 
said  to  be  steady  and  firm  at  the  following 
ruling  quotations : — 


Sheepskins    25 

Sheep  clip  skins    10 

Lambskins   15 

City  and  country  hides  quotations, 
to  butchers : 


No.  1  quoted 
No.  2  quoted 
No.  3  quoted 


CALFSKINS. 

City  and  country  prices : 

No.  1  quoted   

No.  2  quoted   


75 
35 
50 

Prices 


iol/2 

8y2 


14 
12 


WOOL. — Since  our  last  report  there  is 
nothing  of  unusual  interest  to  chronicle. 
The  market  has  hardly  been  so  good  as 
last  month  in  wool,  and  it  is  difficult  to 
say  what  may  have  this  depressing  -effect, 
as  prices  are  unchanged.  Taking  the 
market  month  to  month  since  the  opening 
of  the  season  there  is  noted  a  gradually 
increasing  volume  of  business.  The  latest 
quotations  are  as  follows : 

Canadian  pulled  wool    22  24 

Washed  fleece    24  28 


does  not  seem  to  be  any  immediate  prospect 
of  betterment  in  conditions  on  account  of 
the  small  production  of  the  factories.  Some 
accumulation  are  reported  in  certain  quar- 
ters, although  prices  are  well  maintained 
as  heretofore,  ruling  unchanged  at  quo- 
tations : 

Leather,    friction     and  fibre 

board  ,   3/  6 

Union  leather   8  9 

■   Stiffner's,   union    1  3 

-Stiffner's,  leather    board,  per 

100  pounds   75  $1.15 

Insole  leather    7  8 

Leather  board,  per  pound  2  3 

LEATHERS.— There  is  nothing  of  note 
to  report  since  a  month  ago  in  the  leather 
situation.  Prices  have  been  maintained  at 
the  same  figures,  except  in  rare  instances 
where  a  little  shading  is  reported.  The 
manufacturers  have  not  been  placing  or 


39 
16 


ditions.  Meanwhile,  prices  remain  as  fol- 
lows : 

LEATHER. 
Harness  leather — ■ 

No.  1  U.  0   36  . 

Rejected  33 

No.  2   ,  32 

Kangaroo   15 

Splits,  senior,  per  lb  28 

Splits,  junior,  per  lb  27 

Splits,  senior,  per  foot   3 

Splits,  H  and  Hm,  per  foot  8 

Splits,  M,  per  foot    6 

Splits,  Lm,  per  foot    5/ 

Splits,  junior,  per  foot   4 

Splits,  flexible,  per  lb  22 

Splits,  trimmed,  H  M,  per  lb.  32 
Splits,  trimmed,  M,  per  lb...  32 


Buff,  A  H  

Moccasin  leather,  red,  per 


Patent  kid 
White  alum 
Sumac  .  .  . 
Col.  sheep  . 
Napa  sheep 
India  kid  . 
Patent  colt 
Harness  .  .  - 
French  kip 
English  kip 
Canadian  ki] 
Hemlock  ca 
Light  calf  . 
French  calf 


.kins 


15 

15/ 

14 

16 

15 

16 

.  10 

>t  17 

18 

.  40 

42 

•  38 

44 

•  3 

•  15 

17 

■  15 

17 

21/ 

23/2 

21 

23 

•  19 

20 

•  19^ 

20/ 

20 

21' 

■  14 

21 

■  36 

46 

.  15 

•  91/? 

II 

10 

12 

■  Wi 

II 

13 

■  36 

46 

.  40 

42  ' 

. .  94 

1. 05 

■■  55 

65 

61 

65 

. .  70 

85 

. .  70 

80 

$1.10  J 

51.65 

TANNERS'  MATERIALS.— No  chang- 
es have  been  recorded  since    last  report. 

The  market  continues  quiet,  with  about  the 
ders  as  freely  as  was  anticipated,  but  are  ^  ^  taking  ^    priceg  haye  fe_ 

pursuing  a  perhaps  overcautious  policy  in  mained  mchanged.    Quotations  are  as  fol- 

not  anticipating  their  future  needs  more.  jQWS . 

There  is  a  fairly  good  call  for  all  grades 

of  leather.    Leather  enters  so  largely  into 

all  kinds    of  manufactures    to-day  that 

nothing  goes  to  waste.    The  tanners  are 

reported  busy,  and  have  great  confidence 

in  the  stability  of  the  market.    There  is 

nothing  at  present  on  the    horizon  that 

would  indicate  a  weakening  in  present  con- 


7 

Sumac   

.$69.00 

•  •  S/2 

6/ 
5 

..  4Ji 

Hemlock   bark,   per  cord. 

8.00  7 

5o 

•  •  4 

4/ 

Mineral   tanners'  extract.. 

..  6 

77A 

Scuth,  lb  

•  ■  4 

American  Markets 


HEMLOCK  SOLE. — The  improvement 
noted  last  week  continues,  and  sales  have 
been  fully  as  large,  ranging  from  500  to 
5.000  and  ro.ooo  sides,  but  not  many  of 
the  latter.  It  is  a  diversified  trading 
rather  than  a  few  large  blocks  to  a  few 
manufacturers.  The  feature  of  the  situ- 
ation is  that  the  largest  tanners  'have 
placed  an  advance  of  ic.  per  pound  on 
practically  all  kinds  of  sole  leather,  but 
no  sales  have  yet  been  effected  at  the  ad- 
vance. Tanners  have  contemplated  plac- 
ing an  advance  for  some  time  in  Boston. 
Receipts  are  below  the  normal  and  with 
free  delivery  locally  and  for  export,  a 
steady  draft  has  been  made  on  ware- 
house reserves,  and  shocks  are  gradually 
being  depleted.  There  is  a  good  uniform 
export  demand  and  many  thousand  sides 
are  being  sent  abroad.  All  common  'hide 
leather  is  selling. 

A  somewhat  firmer  tendency  is  in  evi- 
dence in  Philadelphia.  Some  bouses  have 
recently  made  a  slight  advance  in  price  on 
slaughtered  hemlock  leather,  and  all 
grades  and  selections  are  strongly  held  at 
present  quotations.  The  best  grades  of 
leather  are  in  short  supply. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 


Plump  over    27  28    26  27    25  26 

iMfrs.  over    25  26    24  25    23  24 


Scoured  bends,  10  to 

12  lbs  45    ••  43 

Scoured  bends,  12  to 

14  lbs  45    ■•  43 

Texas  sides,  XX  free  of  brands... 


Texas  sides  H  hy  one  brand 
Texas  sides  B  hy  two  brands 
Texas  sides  C  hy  more  than  2 

brands  30 


UNION  SOLE. — The  Boston  market  is 

fairly  active,   and  sole  ciutters  and  shoe 

manufacturers  who  use  union  soles  have 

„  ,       r  ,  ,     ,      Texas  sides,  Xhy  free  of  brands 

purchased.    Sales  of  5,000  and  10,000  backs    „  TT  ,  , 

have  been  effected,  and  several  of  such, 
and  other  sales  oif  less  amount,  but  mak- 
ing up  a  fair  aggregate.  Tanners  and 
dealers  have  placed  a  full  cent  advance  on 
some  'grades,  but  as  yet  have  closed  no 
transactions  at  the  advance.  The  sales  in- 
clude light,  middle,  and  'heavy.  Shoe  manu- 
facturers buying  heavy,  while  sole  cutters 
have  bought  all  weights.  Receipts  are  hard- 
ly normal,  but  are  of  good  size.  Stocks 
in  warehouses  are  steadily  being  depleted. 
Standard  union  steer  backs  are  32c.  and 
cow  leather  31c. 

Union  leather  has  been  moving  steadily 
in  the  Philadelphia  market  for  some  time. 
The  best  grades  of  stock,  particularly  in 
lighter  weights,  are  closely  cleaned  up. 

UNION  SOLE  QUOTATIONS.. 
Tannery 

Heavy  ......  ■  •  32 

Middle    32 

Light   32 


4i 

4i 

34 
33 
32 
31 


No.  1 

No.  2 

Texas  bends  XX  

5i  52 

Texais  bends  X  

45  47 

Texas  bends  A  

43  44 

Texas  bends  B  

41  43 

Texas  bends  C  

•  •  39 

California  sides,  It  28  . 

26  .. 

California  sides,  mid.  ...  28  . 

26  .. 

California  sides,  hy  30 

28  .. 

California  backs,  It  32 

30    . . 

California  backs,  mid.  . .  33 

3i  •• 

California  backs,  hy  3t 

36  .. 

Oak  back,   free  of  brands. 

for 

belting 

purposes,  No.  1,  42  cents. 

Oak  backs,  free  of  brands 

for 

belting 

purposes,  No.  2,  40  cents. 

Branded  backs,  No.  2,  37  cents. 
Branded  backs,  No.  3,  34  and  35  cents. 


,    .    ,      ,  WELTING— While,  as  a  rule.  Western 

Country    hide    leather    relatively    less.  . 

shoe  manufacturers   are  inclined  to  pur- 


&  Mont. 


No.  1,  light    23 

No.  1,  mid  23 

No.  1,  over    23 

No.  2  light    22 

No.  2  mid  22 

No.  2,  over    22 

No.  3,  light    19 

No.  3.  mid   19 

No.  3,  over    20 

Rejects  

Scabs   15 

Buffalo 

No.  1,  light   19  20 

No.   1  mid  19  20 

No.  1,  over    19 

No.  2,  light    18 

No.  2,  mid   18 


24 
24 

24 


23 
20 
20 
21 
18 
16 


mon  H. 

22  22^4 

22 

22 

21 

21 

21 

19      . . 
20 

l9J/2  20J/2 

16  .. 

12 

China 

21 
22 
20 
20 
18 


Cows  ic.  less 

OAK  SOLE.— The  market  is  fairly  ac 


chase  welting  only  for  their  immediate 
needs,  some  long  time  contracts  were  sub- 


tive  and  several  good  sales  have  been  ef-  mined  and  refusedj  deaiers  in  welting  be- 

fected  and  fully  as  large  as  tanners  care  {ng  fUnwilling  ,t0  accept  future  business  at 

to  make.    The  market  is  strong  and  dealers  prevailinig  quot-ations.      Both    single  and 

have  high  ideas  of  values.     Several  con-  double  shoulders  used  for  the  manufacture 

cerns  who  have  not  done  so  before  are  of  wdting  are  limited    ;n    supply  with 

now  cutting  oak  soles,  which  is  becoming  prices  s,teadily  advancing.    Welting  manu- 

a  leading    industry    in    Boston.     These  facturers  state  that  lig,ht    weight  double 

sole  cutters  are  buying  none  but  the  best  Goodyear  shoulders  used  for  the  higher 

standard  scoured  oak  backs.    All  tanners  grades  Q.f  welting  are  almost  unobtainable, 

have  many  unfilled  orders  and  are  apply-  prices  Qn  all  descriptions  of  welting  have 

ing  much  of  their  receipts  to  such,  and  a  a  decjded  u.p,ward  trend.    Double  shoulder 


No.  2,  over   •  1 

No.  3,  over    1 


t6 
16 


few  of  them  are  carrying  a  normal  work- 
ing stock  in  Boston  warehouses.  Prices 
are  made  to  correspond  with  the  quality 
and  range  from  34c.  to  40c.  Some  extra 
quality  backs  'have  been  taken  for  belting 


welting  sells  at  3%c.  basis,  single  shoulder 
at  3/4c,  and  side  welting  at  4^c  for 
stock  gauging  y2.  x  3-32  inches. 

SIDE  UPPER  LEATHER.— There  is  a 
reasonably  good  demand,  and  some  dealers 


No.  3,  mid  

No.  3,  light    15 

Scabs   11 

Acid,  New  York  Selections. 
....    27  25 
....  27 
....  27 


Light  . 
Mid.  .  . 
Over  .  . 
Rejects 
Scabs  . 


25 
19  20 
12  13 


22T/2  23 
23 

23        .  . 


Slaughter,  Packer. 

No.  1  No.  2  No.  3 

Spd.  light               24  26  23  25  22  24 

Plump,  light  ....  25  27  24  26  23  25 

Spydmed   24  26  23  25  22  24 

Plump,  Spdy            26  27  25  26  24  25 

Spdy  over               26  28  25  27  24  26 


purposes.  .... 

The  demand  'has  been  a  trifle  better  for  state  that  several  of  their  largest  shoe 
some  lines  of  oak  leather  in  Philadelphia  manufacturing  buyers  are  desirous  of 
the  past  week.  Shoe  manufacturers  are  closing  larger  contracts  than  tanners  are 
taking  more  interest  in  the  market  and  are  willing  to  accept,  as  it  would  involve  de- 
anticipating  delivery  in  some  cases.  Light  livery  of  leather  they  do  not  at  present 
weight  and  extra  heavy  weight  leather  control.  Some  tanners  have  placed  an  ad- 
have  been  called  for  particularly,  for  some  vance  of  ic.  per  foot  on  kangaroo  grain, 
time  and  are  in  limited  supply  to-day.    It  chrome  and  box  sides,  but  'have  made  few 

1      t,  1:      a  rt,,t  ct-,^v  in  e'hne  sal'es  at  such     advance.      Several  large 

is  also  believed  that  stock  m  snoe  _ 

transactions   could  be   closed   at  once  at 

OAK  SALE  QUOTATIONS.  prices  which  tanners  would  have  accepted 

No.  1    No.  2    No.  3    two  weeks  ago.    Sales  of  5,000  sides  were 

35   made   in   Boston.     Elk   sides   are  selling 

34   freely.    A  Boston  tanner  sold  3.000  sides 

34    of  satin,  but  little  of  such  is  now  made. 

Receipts  still  show  the  result  of  the  great 

curtailment   and    will   for   some   time  to 


Scoured   bac  Is,   It.. . .  38  40    36  38 

Scoured  backs,  mid  40    ■  •  38 

Scoured  backs,  hy  39    ■  •  37 

And  other  grades  in  proportion. 
Scoured  bends,  8  to 

10  lbs  45    ■  •  43 


41  come. 


THE  SHOE  AND  LEATHER  JOURNAL 


5.3 


Established  Over  Half  a  Century 


Address:  BERLIN,  ONT. 


CUT  SOLES 

FROM  THE  FAMOUS 

PENETANQ  SOLE  LEATHER 

"CUTS    LIKE    CHEESE    AND    WEARS    LIKE  IRON" 

We  have  added  a  counter  cutting  department  to  our  business 
and  make  all  lines  of  MOULDED  and  FLAT  COUNTERS 

The  Breithaupt  Leather  Co.  Limited 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


||»: 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


PRINTING 


OF  EVERY  DESCRIPTION-FINE  CATA- 
LOGUE WORK  A  SPECIALTY 


ESTIMATES  FURNISHED 


ACTON  PUBLISHING  COMPANY 

59-61  John  St.,  TORONTO,  ONT. 


LIMITED 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDES,"  Leicester. 


H.  INGLE  &  SON, 

Sole  and  Upper  Leather  Importers  and  Commission  Agents 
Ladv  Lane    LEEDS,  ENG.        Also  at  Bristol,  Leicester  and  Kettering. 

1  Cable  Address  :  INGOT.     
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 

Ijfc  5^   S§?, 

If  there  is  anything 
you  want,  write  us 

United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.  MONTREAL,  QUE. 
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LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  JESJsJrSE: 


FRANK  &  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  CSL  CO., 

LYNN,  Mass.,  U.S.A. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorR  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E  3778 


UNITED  STATES 
REFERENCE  BOOKS 

In  addition  to  the  General  Reference  Book  cover- 
ing the  United  States  and  Canada,  we  publish  indi- 
vidual States  and  groups  of  States  in  separate  bind- 
ings, both  as  pocket  books  and  office  editions. 

Rates  of  same  are  quoted  to  subscribers,  or  pros- 
pective subscribers,  on  application. 

R.  G.  DUN  &  CO. 

Establised  1841         212  Offices— 15  in  Canada 


Bonner  Leather  Co, 


■  ^Manufacturers- 


GLAZED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

{Glazed  and  Dull) 


Salesroom :  214  LENOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


DUCLOvS  ®.  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
Innersoling. 

Office  and  Factory,       Store,  224-  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


ESTABLISHED  IN  1869 

Oldhst  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Askfor  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 
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The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-ToDate  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given   To  Export  Trade 


Fred.  C.  A.  Mclndoe  &  Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


Designers 

°f  CATALOGS, 

Booklets, 

Pamphlets, 

Bgdk  ©vers, 

Dies,Steel 

Plates,Wood 

(ots,etchings. 


THOMSON 

ENGRAVING  CO 

TELEPHONE  +  MAIN  5489 
216  ADELAIDE  ST  W  TORONTO 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

•"PHIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
I  demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  aniniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2    C  "  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
pperations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
i>r  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
md  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
o  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
tearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

AGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 


The  standard  In  style,  fit  and  quality  In 

RUBBER  FOOTWEAR 

It's  a  good  line  to  handle.  We 
believe  that  "Maltese  Cross 
quality  at  Maltese  Cross 
prices"  is  the  strongest  com- 
bination you  can  have  for  your 
Rubber  trade. 

Now  is  the  time  to  order.  You 
gain  nothing  by  waiting. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonse  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg,  Oalaw.  Vancouver, 
Branches :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


TORONTO 


1911 
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Black  Diamond  Chrome  Patent  Leather 
—is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 

Tan  Gun  Metal  Calf— especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  t  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock. 
Hub  Gum  Soles 


■A.  C.  LAWRENCE  LEATHER- 

COMPANY 


95   SOUTH   STREET,  BOSTON 

NEW  YORK  621  Broadway  ROCHESTER         CINCINNATI  fi.nrr 

GLOVERVILLE,  50  So.  Main  St.      605-6  Power.  Bldg.  ST.  £ OUES, 705  ®  «£as ?s£ 
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McKays  and 
Turns 

Mens,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
wor  men  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  (&  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


Where 

Amherst  ! 

MAKE  i 

EXCELS 


.STOCK 


~~    ALL  Sol  . 

0  LEA  THER  HEELS  \ 
O 
O 
O 
O 

°   T0U6H  SOLID  LEA  THE  ft 
°  OUT  AND  /A/SOLES 

1  7 POINTS 

§        OUR  GUARANTEE 
%  ON  EVERY  PAIR 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents ; 

CHICAGO  TANNING  COMPANY 


Office  and  Sattiroom 

130  W  Michigan  Street 

^r  BOSTON 
128  Summer  St 


CHICAGO,  U.S. 


GLOVERSV1LLE,  N  Y 
1 1  Cayadutta  St 


Tannery 

Dayton  and  Blackhawk  Sts. 

ST.  LOUIS,  MO 
811  Lucas  Ave 


Glove  Leather  Goodness 

It  takes  more  than  good  skins  to  make 
good  suede  leather. 

It  takes  expert  tannage  and  coloring. 

And — more  important  than  either— it 
takes  proper  ageing. 

National  Suedes  have  a  maximum  of 
glove  leather  goodness  due  in  no  small 
measure  to  the  six  months  ageing  between 
the  time  of  tanning  and  the  time  of 
coloring.  In  the  glove  they  give  the 
satisfaction  that  increases  sales. 

You  can  order  a  dozen  to-day  and 
examine  them.  If  you  are  not  perfectly 
satisfied  return  them.  You'll  get  your 
money  back. 

National  Leather  Company 
of  Canada,  Limited,  Toronto 
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NON-RIP 
SANDAL 

Goodyear 
Stitched 


INFANTS' 
to  MEN'S 

All  Sizes  in 

Stock 
Order  at  Once 


5  WELLINGTON  STREET  EAST 


Toronto 


anada 
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THE  USE  OF  DAVIS  CHROME 
CALF  IS  SURELY  GROWING 


Quality  is  the  cause  of  it  all. 

And  this  quality  in  Davis  Calf  Leathers 
is  a  permanent  quality,  a  high  standard 
of  real  leather  goodness  that  characterizes 
every  skin.  From  head  to  butt  and  from 
skirt  to  skirt  every  Davis  skin  is  all  that 
it  ought  to  be.  'Davis  Calf  Leather  is 
tough  and  strong  but  easily  worked,  w  ar- 
resisting  to  the  utmost  but  'with  the  mini- 
mum of  bulk  and  weight.  Our  process 
of  manufacture  combined  with  an  eternal 
vigilance  makes  that  possible. 

A  good  skin  here  and  there  or  a  bad  skin 
now  and  then  is  not  characteristic  of 
shipments  from  Newmarket,  for  we  value 
your  good  will  and  our  own  leather  s  re- 
putation abofoethe  price  of  a  few  poor  skins. 

'Don't  handicap  your  shoes  by  not  using 
our  quality  leathers. 

Write  to-day  for  samples 


DAVIS  LEATHER  CO.,  LIMITED 

NEWMARKET  -  -  ONTARIO 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "  C  "  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require-    This  feature  means  a  saving  of  power- 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Will  keep  the  feet  clean  and  dry 

The  Doctor's  Antiseptic  Shoe  is  so  constructed  that  it  keeps  out  moisture  and 
does  not  absorb  any  impurities  from  the  foot. 

Its  waterproofed  outer  sole  and  upper  absolutely  prevent  moisture  from  reach- 
ing the  foot  from  outside.  Its  medicated  inner  sole  keeps  all  impurities  from 
perspiration  in  the  sock  where  they  can  easily  be  removed,  instead  of  allowing 
them  to  accumulate  as  is  the  case  in  other  shoes. 


THE 

TEBBUTT 
SHOE  & 
LEATHER 
COMPANY 
LIMITED 


£NT|-SEPTIC 

pAT  ,906 1909  ^eR^f^y 

But  its  special  features  are 
by  no  means  the  only  claim 
of  the  Doctor's  Antiseptic 
Shoe  to  superiority.  They 
are  rather  an  indication  of  it. 

For  you  see  it  wouldn't 
be  good  policy  to  put  any- 
thing but  the  best  leather 
and  workmanship  into  a 
shoe  that  has  such  a  special 
reason  for  existence. 

No  substitute  for  leather  is 
used  in  the  Doctor's  Shoe. 
Nothing  but  the  real  thing 
(and  the  best  of  it  too). 
It  is  made  by  skilled  work- 
men who  know  their  trades 
and  use  their  knowledge 
to  the  best  advantage. 

When  you  sell  the  Doctor's 
Shoe  you  can  promise  long 
wear  and  good  fit  besides 
all  the  special  advantages 
that  set  the  Doctor's  apart 
from  other  shoes. 

The  two  new  lasts  illustra- 
ted here  are  going  to  prove 
very  popular.  You  should 
get   your  order  in  now. 


SHOE 

MANUFACTURERS. 

FACTORY 
AT 

THREE  RIVERS 
QUEBEC 
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Some  Advice  About  Patent  Leather 

^  We  are  ready  for  the  rush  of  orders 
which  is  sure  to  come. 

^  Our  output  has  been  greatly  increased 
and  we  can  handle  any  volume  of  business 
that  may  come  our  way. 

^  "Good  hides  are  very  scarce  ?  "  Yes. 
But  we  have  placed  six  months  ahead, 
so  are  well  protected. 

CJ  The  Shoe  man  in  buying  Patent 
wants  to  deal  with  the  firm  he  can 
depend  on. 

Cfl  What  is  the  question  asked  when  the 
Shoe  Salesman  approaches  the  Retailer? 
"Is  that  Clarke's  Patent?'' 

Can  you  say  yes? 

^  We  advise  booking  orders  early  as  the 
demand  for  our   Patent  is  increasing. 

A.  R.  ClarRe  €L  Co.  Limited 

Toronto,  Ont. 
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1141— Infant's  Tan  Calf  Sandal  2-5  $0.90 
2141— Child's  "  "  "  4-7^  1.10 
3141— Girl's  "  "  "  S-O'A  1.35 
4141— Misses'  "  "  "  11-2  1.65 
Patent  Leather  same  prices. 


4073— Misses'  Kid  Blucher  McK  11-2 
$1.55 

3073— Girl's  Kid  Blucher  McK  8-0^ 
$1.25 

236— Child's  Kid  Blucher  Turn  4-7^ 
$1.00 

136— Infant's  Kid  Blucher  Turn  2-5 
$0.75 


197— Infant's  Chocolate  Kid  Butt  2-5 
$0.75 

297— Child's  Chocolate  Kid  Butt  4-7  'A 
$1.00 


IN 
STOCK 

63 

CLASSIC 

TRADE 
WINNERS 


CATALOGUE 
illustrating  the 
complete  range 
will  be  mailed 
to  the  Trade 
shortly.  «  «  « 


GETTY 

& 

SCOTT 

LIMITED 

GALT 
ONTARIO 


108— Infant's  Patent  Pumps  2-5  $0.75 
208— Child's  "  "  4-7^  1.00 
308— Girl's  "  "  8-0^  1.20 
408— Misses'     "       "     11-2  1.50 


139— Infant's  Patent  Blucher  2-5  $0.90 
239— Child's  "  "  4-7^  1.10 
3074— Girl's  "  "  McK  8-0^  1.35 
4074— Misses'   "         "   "  11-2  1.65 


944— College  Girl's  Patent  Pumps  2^-7 
$2.00 


THE  SHOE  AND  LEATHER  JOURNAL 


Keep  your 
house  in 
order 

Don't  allow  your  stock  to  become 
depleted  of  the  best  selling  lines. 
That's  where  you  are  making  your 
money  so  it's  up  to  you  to  keep  your 
stock  in  good  shape. 

Send  in  your 
Sorting  Orders 

Boots,  Shoes  and  Rubbers  of  the 
best  makes  at  all  prices  are  here  for 
your  choosing.  You'll  not  find 
better  prices,  better  goods  or  better 
service  anywhere. 

Check  over  your  stock  to-day  and 
let  us  know  your  wants.  We  would 
like  to  show  you  what  quick  service 
we  can  give. 


JAMES  ROBINSON 

182-186  McQill  St.  -  MONTREAL 
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Introduce  Sunshine 
Into  Your  Business 

You  won't  be  content  with  your  business 
as  long  as  you  handle  old  fashioned  patent 
leather  shoes.  They're  always  causing 
trouble  and  complaints.  They  check  and 
they  crack  and  your  customers  kick. 

Sunshine  Colt  and  Sunshine  Kid  are  not 
patent  leathers  -  -they're  something  better. 
They  are  not  varnished,  they  are  not  baked, 
they  won't  check  and  they  won't  crack. 

When  next  you  order  shiny  shoes  specify 
Sunshine  Colt  and  Sunshine  Kid. 
They'll  drive  away  all  your  patent  leather 
troubles. 

Corona  Kid  Manufacturing  Co. 

Boston,  Massachusetts 


SUNSHINE  KID 

TRADE  MARK 
MADE  AND  SOLO  BY 
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Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front  rank.      You  will  have 

cause  to  be  proud  of  every 

shoe  because : — 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 
so  desirable. 

It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 

Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on  each  of  those  shoes. 

We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 


A.  DAVIS  &  SON 

LIMITED 

Kingston     -     -  Canada 
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STOCK  LINES 


No. 
37 
38 
46 
47 
50 
5i 
84 

85 
112 
114 
118 
119 
120 
128 
129 

131 
132 

135 
136 
150 
151 
161 
162 
163 
174 
176 
179 
192 
228 
237 
238 

239 
240 
276 

278 

319 

320 

352 
361 
368 

373 

380 
38i 
382 

389 
392 
393 
395 
396 
406 
418 
419 
420 


Inf.  Chrome  India  Butt.  Plain  Toe  No  Heel  $ 

Inf.  Chrome  India  Bal.  Plain  Toe  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

Inf.  Dong.  Butt.  Pat.  Tip  Wedge  Heel 

Inf.  Choc.  Blu.  Bal  Wedge  Heel 

Inf.  Choc.  Butt  Wedge  Heel 

Inf.  Choc.  Blu.  Bal.  Tip  No  Heel 

Inf.  Red  Blu.  Bal.  Tip  No  Heel 

Inf.  Choc.  Butt.  Tip  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat  Tip  No  Heel 

Inf.  Choc.  Butt.  Fat  Baby  Wedge  Heel 

Inf.  Dong.  Butt.  Fat  Baby  Wedge  Heel 

Inf.  Dong.  Butt.  Fat  Baby  Wedge  Heel 

Inf.  Choc.  Ankle  Strap  ■  No  Heel 

Inf.  Pat.  Ankle  Strap  No  Heel 

Inf.  Dong.  Butt.  Pat  Tip  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  No  Heel 

Inf.  Pat.  Blu.  Bal.  Choc.  Top  No  Heel 

Inf.  Pat.  Blu.  Bal.  Choc.  Top  Wedge  Heel  1 

Inf.  Pat.  Blu.  Bal.  Red  Top  No  Heel 

Inf.  Pat.  Blu.  Bal.  Red  Top  Wedge  Heel  1 

Inf.  Pat.  Ankle  Strap  Exten.  Edge .  .  .  Spg.  Heel  1 
Chi.  Pat.  Ankle  Strap  Exten.  Edge..  .Spg.  Heel  1 
Miss.  Pat.  Ankle  Strap  Exten.  Edge. .  Spg.  Heel  1 

Inf.  Choc.  Butt.  Tip  Wedge  Heel 

Inf.  Choc.  Blu.  Bal.  Tip  Wedge  Heel 

Inf.  Choc.  Blu.  Bal.  Tip  Wedge  Heel 

Inf.  Pat.  Blu.  Bal.  Plain  Toe  Dull  Top  No  Heel 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

Inf.  Pat.  Vamp.  Roman  Sandal  No  Heel 

Inf.  Vamp.  Roman  Sandal  Wedge  Heel 

Chi  Pat.  Vamp.  Roman  Sandal. .  .  .Wedge  Heel  1 
Miss.  Pat.  Vamp.  Roman  Sandal. . .  Wedge  Heel  1 
Inf.  Dong.  Butt.  Pat.  Tip  Narrow  Toe 

Wedge  Heel 
Inf.  Dong.  Butt.  Pat.  Tip  Broad  Toe 

Wedge  Heel 
Inf.  Dong.  Corset  Bal.  Straight  Last 

Wedge  Heel 
Inf.  Choc.  Corset  Bal.  Straight  Last 

Wedge  Heel 

Miss.  Pat.  Ankle  Strap  Narrow  Toe .  .  Low  Heel  1 

Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

Inf.  Choc.  Butt.  Plain  Toe  Straight  Last 

No  Heel 

Inf.  Choc.  Bal.  Plain  Toe  Straight  Last 

No  Heel 

Inf.  Choc.  Roman  Sandal  No  Heel 

Inf.  Choc.  Roman  Sandal  Wedge  Heel 

Chi.  Choc.  Roman  Sandal  Wedge  Heel  1 

Inf.  Choc.  Blu.  Bal.  Tip  No  Heel 

Inf.  Pat.  Ankle  Strap  Wedge  Heel 

Chi.  Pat.  Ankle  Strap  Wedge  Heel 

Inf.  Choc.  Ankle  Strap   Wedge  Heel 

Chi.  Choc.  Ankle  Strap  Wedge  Heel 

Miss.  Pat.  Ankle  Strap  Broad  Toe .  .  Low  Heel  1 
Miss.  Pat.  Pump  Strap  Broad  Toe. .  .Low  Heel  1 
Inf.  Pat.  Pump  Strap  Broad  Toe. . .  Wedge  Heel 
Chi.  Pat.  Pump  Strap  Broad  Toe .  .  Wedge  Heel 
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No. 

445    Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

481  Miss.  Pat.  Pump  Strap  Exten.  Edge. Low  Heel 
518    Inf.  Red  Blu.  Bal.  Tip  Wedge  Heel 

526  Inf.  Pat.  2  Butt.  Strap   Wedge  Heel 

527  Chi.  Pat.  2  Butt.  Strap  Wedge  Heel 

528  Miss.  Pat.  2  Butt.  Strap  Wedge  Heel 

613    Inf.  Dong.  Corset  Bal.  Broad  Toe..  Wedge  Heel 

662    Inf.  Pat.  Fox  Butt.  White  Top  Spg.  Heel 

666    Inf.  Pat.  Fox  Butt.  White  Top  No  Heel 

647    Inf.  Dong.  Butt.  Pat.  Tip  Spg.  Heel 

744  Inf.  Dong.  Butt.  Pat.  Tip  Exten  Edge 

Low  Heel 

745  Chi.  Dong.  Butt.  Pat.  Tip  Exten.  Edge 

Low  Heel 

752  Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Exten.  Edge 

Low  Heel 

753  Chi.  Dong.  Blu.  Bal.  Pat.  Tip  Exten.  Edge 

Low  Heel 

853    Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Spg.  Heel 

859    Inf.  Choc.  Blu.  Bal.  Kid  Tip  Spg.  Heel 

710    Wos.  Pat.  Pump  Strap  Width  D  &  E .  Low  Heel 

WELTS 

933  Chi.  Dong.  Butt.  Pat.  Tip  Low  Heel 

934  Miss.  Dong.  Butt.  Pat.  Tip  Low  Heel 

939  Chi.  Dong.  Blu.  Bal.  Pat.  Tip  Low  Heel 

940  Miss.  Dong.  Blu.  Bal.  Pat.  Tip  Low  Heel 

951  Chi.  Box.  Calf  Blu.  Bal.  Width  D  &  E 

Low  Heel 

952  Miss.  Box  Calf  Blu.  Bal.  Width  D  &  E 

Low  Heel 

953  Little  Gents  Box  calf  Blu.  Bal.  Width  E 

Low  Heel 

954  Youths'  Box  Calf  Blu.  Bal.  Width  E  .  Low  Heel 

945  Chi.  Dong.  Blu.  Oxford  Pat.  Tip  Low  Heel 

946  Miss.  Dong.  Blu.  Oxford  Pat.  Tip. .  .  .Low  Heel 

962    Miss.  Choc.  Dong.  Blu.  Bal  Low  Heel 

966    Miss.  Gun  Metal  Calf  Butt.  Dull  Top 

Low  Heel 

973  Chi.  Tan  Russia  Calf  Butt  Low  Heel 

974  Miss.  Tan  Russia  Calf  Butt  Low  Heel 

988    Miss  Pat.  Butt.  Dull  Calf  Top  Broad  Toe 

Low  Heel 

985    Miss.  Pat.  Butt.  Dull  Calf  Top  Medium  Toe 

Low  Heel 

1000  Chi.  All  Pat.  Blu.  Oxford  Low  Heel 

1001  Miss.  All  Pat.  Blu.  Oxford  Low  Heel 

1 1 54    Growing  Girls'  All  Pat.  Blu.  Oxf.  Sizes  2-7 

Width  D&E  Low  Heel 

1 160  Growing  Girls'  Dong.  Blu.  Bal.  Sizes  2-7  Broad 

Toe,  Width  B,  C,  D,  &  E  Low  Heel 

1 161  Growing  Girls'  Dong.  Blu.  Bal.  Sizes  2-7  Medi- 

um Toe,  Width  B,  C,  D  &  E.  . .  .Low  Heel 

1 163  Growing  Girls'  Dong.  Blu.  Oxf.  Sizes  2-7  Broad 

Toe.  width  D&E  Low  Heel 

1 1 64  Growing  Girls'  Dong.  Butt.  Sizes  2-7  Medium 

Toe,  Width  C,  D  &  E  Low  Heel 

1 188  Growing  Girls'  Pat.  Blu.  Bal.  Sizes  2-7  Medium 

Toe,  Width  D&E  Low  Heel 

1 1 89  Growing  Girls'  Pat.  Blu.  Bal.  Sizes  2-7  Broad 

Toe,  Width  D  Low  Heel 
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MARMN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  2X7  North  Branch  Street,  CHICAGO,  U.S.A. 

T8-88  Wall  Street,  NEW  YORK,  U.S.A. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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Leather 
All  the  Way 
Through 

The  greatest  sales-bringing  fac- 
tor of  the  Williams  Shoe  is  its 
honesty. 

It  looks  like  a  solid  leather 
shoe — and  it  is. 

In  fact,  it  couldn't  be  anything 
but  solid  leather,  for  there  never 
was  a  substitute  for  leather  in 
the  Williams  factory. 
A  Williams  Shoe  wears  well 
partly  because  it  is  leather  all 
the  way  through  but  also  be- 
cause it  is  made  exactly  right. 

Williams  satisfaction  is  a  great 
business  booster.    Try  it. 

WILLIAMS  SHOE  CO. 

Limited 
BRAMPTON   -  ONTARIO 


\\  LEATHERS 


QUEBEC  &  MONTREAL f 


You  pay  for  the 
leather,  do  you 
get  what  you 
want  ? 


When  you  buy  shoes,  Mr.  Mer- 
chant, you  buy  leather. 

Of  course  you  buy  shapes,  and 
styles,  too,  but  leather  is  the 
main  thing. 

You  specify  the  shapes  and  styles 
you  want.  Why  shouldn't  you 
specify  the  leather  ? 

When  ordering  glazed  leather 
shoes  you  should  specify  a  leather 
that  can  pass  through  the  pro- 
cess of  manufacture  unharmed 
and  come  out  right  in  the  shoe. 

Maple  Leaf  Glazed  Leathers  al- 
ways look  as  good  in  the  shoe 
as  in  the  skin. 

Get  what  you  pay  for  If  you 
pay  for  the  best  shoes  insist 
on  Maple  Leaf  Leathers. 


LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALETTE  &  ROY 

225  Lemoine  Street         -  MONTREAL 
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WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  *4&r-  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the  trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 
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The  '  [  Steady-Money ' '  Shoe 


Surpass  Shoes  ' '  bring  home  the  bacon  "  at  all  seasons  of  the  year. 
You  see  they  aren't  freaks.  They  are  sensible,  wearable,  com- 
fortable shoes.  They  sell  as  fast  in  sober  autumn  as  in  the  giddy 
springtime,  for  their  sale  doesn't  depend  on  the  fancy  but  on  the 
need  of  the  public. 

Stock  Surpass  Shoes  and  get  into  the  "steady  money"  class. 


-  L.GAUTHI  E.R: »t 


THE  LOUIS  GAUTHIER  CO.,  LIMITED 
QUEBEC  CITY 


C  Parsons  &  Son 

TORONTO 


LIMITED 


AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers  ( 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AQENTS 

C.  Parsons  &  Son 

LEATHER  FINDINGS  LIMITED 

79  Front  St.  East       Toronto,  Ont. 


'WHERE  QUALITY  COUNTS  WE  WIN" 


"The  Shoe  with  this  Brand-on  has  merits  to  stand  on." 

Popular  Shoes 


=At= 


Popular  Prices 

Brandon  Shoes  sell.  That's  their  best  claim 
to  your  consideration. 

And  they  should  sell.  They're  made  in  the 
most  popular  styles  and  lasts  and  sold  at 
popular  prices. 

You'll  find  no  shelf-warmers  in  the  Brandon 
line. 

Better  send  in  your  order  to-day,  Mr.  Dealer. 
We  sell  direct  to  you. 

BRANDON  SHOE  CO. 

LIMITED 

BRANTFORD,  ONT. 
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SHoe  MacHinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 


U5/*C 


MARK 


GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL=C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,   Eyelets,    Shanks,    Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      =      MONTREAL,  QUE. 
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McDERMOTT 
LADIES' 
SHOES 


CJ  Stylish,  comfortable  footwear, 
carefully  made  and  designed  to 
suit  the  purse  of  women  wanting 
modish  shoes  at  reasonable  figures. 

€J  Dealer's  profit  is  ample. 


McDERMOTT  SHOE  CO. 

MONTREAL 


— MULE 

If  you  cut  "Split"  Gloves  and  Mittens  don't  forget  the 

P.  &  V.  Lines. 
Largest  Tanners,  widest  range  of  colors,  most  uniformly 

selected  and  always  soft. 
Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens 


PFISTE1 


L  LI 


MILWAUKEI 


Distributors  : 
ST  LOUIS.  SAN  FRANCISCO. 

ST  PAUL  NEW  ORLEANS. 

CINCINNATI.  GLOVERSVILLE. 


BOSTON. 
NEW  YORK. 
CHICAGO. 

Address  all  correspondence  to  Boston  Office,  85-89  South  Street,   BOSTON,  MASS. 


LONDON,  England. 
FRANKFURT,  O-M.,  Germany 
PARIS,  FRANCE 
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Anybody  can  cut  the  price,  but  it 
taKes  brains  to  make  a  better  article. 

Apologies  to  Alice  Hubbard. 

Walpole  Process 

is  A 

"Better  Article" 

We  are  prepared  to  coat  your  gem  duck 
in  a  manner  satisfactory  to  you.  Please 
note  this  statement. 

Re-covering  and  repairing  crippled  gems 
is  an  expense  that  you  will  not  have  if 
you  use  WALPOLE  Coated  Duck 
(patent  applied  for). 

We  can  also  show  you  a  more  econo- 
mical way  of  cutting  the  ducK  than 
that  in  general  use,  and  can  furnish 
complete  outfit  on  short  notice. 

Let  us  quote  you  on  DRYFOOT  CORK 
SOLES;  DRYFOOT  WELTING; 
M.C  BACKING  CLOTH,  all  weights; 
BOX  TOES— COMBINATION  with 
Waterproof  centre  (pat.  app.).  Where 
this  box  is  used  fancy  tips  will  not  be 
stained  by  box  toe  gum.  BOX  TOE 
SHELLAC  No.  34,  for  Welt  Shoes ; 
BOX  TOE  SHELLAC  No.  36  for 
McKay  Shoes;  PATENT  LEATHER 
SOFTENER,  No.  37;  PATENT 
LEATHER  CLEANER,  No.  38 
(spirit);  PATENT  LEATHER 
CLEANER,  No.  41  ;  RUSSET  LEA- 
THER CLEANER,  No.  39;  WAL- 
POLE LIQUID  GLUE;  WALPOLE 
INSOLE  PROOFING. 

Walpole  Rubber  Co. 

Limited 
MONTREAL 


Do  You  Wish 
To  Get  Your 

OVERGAITERS 
&  LEGGINGS 

By  Sept.  1st? 

If  so,  NOW  is  the  time 
to    place    your  order. 

Our  Travelers  are  on  the  road  with  a 
full  range  of  bright,  new,  snappy  goods, 
that  are  bound  to  be  great  sellers. 


H  ave  you  received  one  of  our  Catalogues 
of  Gaiters  and  Leggings  ?  If  not  drop 
us  a  post  card  and  we  will  be  pleased  to 
send  you  one. 

DON'T  DELAY 

In   Placing   Your  Order. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 

Largest  Manufacturers  of  Overgaiters  and 
Leggings  in  Canada. 
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A  large,  modern 

plant,  competent 

workmen,  up-to-date 

lasts,  the  best  leath- 
ers, the  experience  of  nearly 
fifty  years  of  shoe  making 
— these  are  some  of  the 
reasons  why  the  Yamaska 
Brand  on  a  Shoe  means  so 
much  to  the  wearer. 
That  stamp  indicates  a  solid 
leather  shoe  made  right  in  every 
particular. 

The  growth  of  the  demand  for 
Yamaska  Shoes  proves  that  shoe 
wearers  throughout  Canada  ap- 
preciate the  efforts  made  to  give 
them  a  shoe  of  full  value. 
Every  pair  of  Yamaska  Shoes  is 
fully  guaranteed. 


Be  Sure  This 
Brand  is  on 
Every  Shoe 


ST.  HYACINTME, 
CANADA. 

J.  A.  &  M.  COTE 
COMPANY 


ST.  HYACINTHE 
QUEBEC 


The  "Yamaska" 
range  for  Fall  is  par- 
ticularly attractive 
and  includes  Men's, 

Boys',  Youths',  Women's, 
Misses'  and  Children's  in 
Pegged,  Standard,  Screwed 
and  McKay  work. 
Let  our  travellers  show  you 
their  samples.     Then  get 
the  prices.    You'll  be  agreeably 
surprised  at  their  reasonableness. 
You  see,  our  big  factory  with  its 
up-to-date  machinery  and  mod- 
ern methods  helps  you.     It  en- 
ables us  to  make  our  goods  up 
at  a  mininum  cost  and  give  you 
quick,  reliable  service. 
Yamaska  prices  mean  money  to 
you.    A  trial  order  will  show  you. 


"Nugget"  White  Cleaner  will  not 
rub  off  and  soil  the  clothes 


The  most  satisfactory  cleaner  of  canvas  and  buckskin 
shoes,  belts,  etc. 

It  is  a  preparation  that  contains  no  injurious  substances. 

It  stays  right  on  the  article  it  cleans  and  does  not  rub 
off  and  soil  the  clothes  like  most  white  cleaners. 

You  will  find  a  ready  sale  for  it  during  the  next  few 
months  and  a  comfortable  profit  on  every  sale. 

Better  get  some  right  away. 


THE    "  NUGGET "    POLISH  COMPANY 

TORONTO,  ONTARIO  LIMITED 
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"GET  A  RECEIPT 


A  National  Cash 
Register  Receipt 


PUTTING  A  RECEIPT  IN  EVERY  PARCEL 
BENEFITS  THE  CUSTOMER 

It  prevents  disputes.    Prevents  overcharging. 

Prevents  mistakes  in  change.  Stops  mistakes  in  charge 
accounts. 

Insures  a  proper  record  of  money  paid  on  account. 

Gives  information  about  special  sales  and  new  lines  of  goods 
handled  by  the  merchant. 

Protects  children  and  servants  by  giving  them  a  receipt  to 
take  home. 

Shows  which  clerk  waits  on  each  customer,  and  in  case 
goods  are  exchanged  proves  the  price  paid  and  date 
purchased. 


PUTTING  A  RECEIPT  IN  EVERY  PARCEL 
BENEFITS  THE  MERCHANT 

It  stops  mistakes.  Stops  Losses.  Removes  temptation. 
Increases  trade.     Increases  profits. 

BECAUSE    It  enforces  a  correct  record  of 
All  cash  sales.    All  credit  sales. 
All  money  received  on  account  and  all  money  paid 
out. 

It  wins  the  confidence  of  the  public.    Makes  every  sale  ad- 
vertise your  business.    Satisfies  customers. 

Makes  each  clerk  responsible  for  the  way  he  serves  customers. 

Every  merchant's  success  depends  on  whether  his  methods 
of  handling  his  business  gives  the  above  results. 


National  Cash  Register 
Receipts  protect  millions  of 
customers  daily  against 
mistakes  and  carelessness 


Considering  the  material,  workmanship, 
and  what  they  do,  National  Cash  Registers 
are  the  lowest  priced  machinery  made. 
They  sell  from  $13.00  to  $870.00. 


National  Cash  Register 
Receipts  protect  hundreds 
of  thousands  of  merchants 
daily  


ASK  FOR  COMPLETE  INFORMATION  ABOUT  THE  "  GET  A  RECEIPT  "  PLAN.  WRITE 

THE  NATIONAL  CASH  REGISTER  CO. 


F.  E.  MUTTON,  Manager  for  Canada, 


285  YONGE  STREET,  TORONTO. 
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The  Other  Side  of  the  Question 

Manufacturers  and  Retailers  Give  Their  Views  on  Advantages  of  Handling  only  Branded  Footwear  with  the  Prestige 
and  Pulling  Power  of  a  Widely  Recognized  Name— Superiority  over  Private  Brands. 


"I  am  not  in  the  least  worried  over  the 
announcement  that  certain  large  retailers 
in  the  country  may  send  their  own  brands," 
remarked  a  Toronto  shoe  manufacturer  this 
week. 

"The  inclination  on  their  part,  if  it  ever 
translates  itself  into  action,  will  not  bring 
any  lasting  benefit  to  the  merchants  for  the 
simple  reason  that  no  private  brand  of  foot- 
wear can  ever  have  the  name  and  sale  that  a  widely  adver- 
tised manufactured  article  of  a  maker  has.  The  whole  repu- 
tation and  standing  of  our  product  is  the  life  blood  of  our 
business  and  we  cannot  afford  to  let  our  goods  deteriorate 
in  quality  or  workmanship  in  the  face  of  the  stern  compe- 
tition of  the  present  day.  Of  course,  a  factory  may,  for  some 
reason  or  other,  fail  to  keep  its  product  constantly  up  to  the 
mark,  but  such  instances  are  very  rare  and  lapses  of  this 
character  would  soon  be  mended.  A  well  advertised  and 
widely  recognized  brand  is  greater  than  any  factory  and  will 
often  live  after  an  institution  may  decay.  A  retailer,  no  mat- 
ter how  large  his  turnover,  could  not  hope  to  make  his  own  par- 
ticular style  of  footwear  known  beyond  a  certain  radius. 
With  a  manufacturer  it  is  different.  His  market  is  extended 
and  ever  growing  and  it  is  to  his  interest  to  uphold  his  title 
and  type  of  footwear  at  all  times  and  occasions  or  his  orders 
are  cancelled  and  his  output  necessarily  curtailed.  He  can- 
not afford  to  take  any  chances. 

Answering  Some  Objections. 

"I  observe  that  one  retailer  remarks, ' Now,  suppose  that  I 
spend  years  in  advertising  the  shoe  of  a  manufacturer  and 
that  shoe  fails  at  the  end  of  a  certain  period  to  make  good, 
all  my  work  has  counted  for  naught.  The  fact  of  the  shoe 
not  making  good  is  probably  no  shortcoming  of  mine,  but 
is  due  entirely  to  the  policy  of  management  or  a  factory.' 

"Now,"  continued  the  manufacturer,  "that  is  the  gist 
of  the  argument  presented  from  a  merchant's  side,  but  sup- 
pose he  is  getting  his  own  brand  made  at  various  factories 
and  one  of  those  shops  fails  to  supply  the  right  kind  of  leather 
or  the  stitching  is  faulty  or  the  some  other  defect  occurs, 
who  has  to  bear  the  brunt?  Why,  the  retailer,  not  the  fac- 
tory direct,  for  it  is  known  that  the  brand  is  the  retailer's 


own,  whereas,  if  it  were  the  factory  name  that  was  being 
used  conditions  would  be  different.  The  maker  would  have 
to  suffer  a  loss  in  prestige  and  name,  which  he  could  not 
afford  to  do.  In  the  case  of  turning  out  a  shoe  for  the  retailer 
it  is  hidden  behind  his  name  and  not  that  of  the  factory. 

Down  to  a  Price,  not  Up  to  a  Standard. 

"I  was  talking  to  another  manufacturer  in  the  clothing 
line  the  other  day  and  this  self-same  question  came  up  for 
discussion.  Now  this  maker  of  a  certain  article  of  men's 
wear  makes  a  product  for  a  large  departmental  store.  Many 
hundred  dozens  will  be  ordered  with  certain  specifications — 
generally  down  to  a  price  and  not  up  to  a  standard — the 
latter  being  the  case  when  the  maker  sells  his  own  brand  goods 
and  he  is  only  too  glad,  at  slack  times,  to  fill  the  order  of  the 
departmental  store  under  the  name  which  it  desires  on  the 
garment.  I  asked  him  why  and  he  told  me  that  he  would 
not  like  to  rest  his  personal  reputation  on  some  of  the  goods 
sent  out.  If  a  man  buys  one  of  these  garments  at  the  store 
in  question  and  it  is  not  up  to  the  mark,  there  is  no  name  of 
the  maker  on  it  and  the  store  has  to  bear  the  brunt  of  any 
complaint,  whereas,  if  the  name  of  the  manufacturer  were  on 
the  label,  tales  would  be  told  all  over  by  the  disgruntled  one 
about  what  a  cheap  and  flimsy  creation  had  been  turned 
out  and  that  would  hurt  the  producer.  The  unfavorable 
report  would  spread. 

Standing  Behind  His  Brand. 

"Now  it  is  the  same  way  with  a  shoe.  We  are  jealous 
of  the  reputation,  worth,  and  quality  of  our  goods,  and  can- 
not afford  to  let  scamped  work  go  out,  for  it  would  recoil  on 
us,  but  if  we  were  turning  out  a  cheap  private  brand  we  might 
not  be  so  particular  for  the  retailer  would  have  to  shoulder 
the  burden  and  could  not  easily  take  refuge  behind  some  one 
else.  We  have  spent  thousands  of  dollars  in  making  our 
copyright  name  known  where  the  average  retailer  could  not 
afford  to  expend  hundreds,  but  I  scarcely  think  that  any  of 
the  larger  merchants  are  serious  in  their  intentions.  Their 
proposition  sounds  much  better  than  it  will  work  out.  It  may 
be  a  source  of  pride  for  a  dealer  to  have  a  shoe  of  his  own  par- 
ticular name,  but  his  sphere  of  action  is  so  limited  and  his 
facilities  for  making  it  known  so  circumscribed,  compared 
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to  what  a  big  industrial  establishment  like  this  has,  that  he 
will  at  once  see  the  benefit  of  handling  and  selling  only  well- 
known  brands — names,  that  are  virtually  household  words, 
not  only  in  one  section  of  the  country,  but  in  every  province 
of  the  Dominion." 

Would  Open  His  Own  Stores. 

Another  manufacturer  said  that  should  retailers  refuse 
to  handle  his  own  brand  and  insist  that  his  name  and  make  be 
eliminated  entirely,  he  would  open  up  his  own  retail  stores 
in  the  leading  centres.  "I  do  not  think,"  he  added,  "that 
any  merchant  will  undertake  to  dispose  of  only  his  own 
brand  of  footwear,  and  even  if  he  did,  I  believe  that  he  would 
speedily  grow  tired  of  the  expense  of  giving  it  the  needed 
publicity  and  sooner  or  later  would  revert  to  the  present 
system.  It  might  be  an  ideal  from  his  standpoint  of  vanity 
but  the  experiment  would  prove  too  costly." 

A  third  manufacturer,  when  interviewed,  said  "that  he 
had  no  objection  in  suppressing  his  own  brand,  provided 
the  order  placed  with  him  was  large  enough,  but  the  man 
giving  the  order  will  have  to  pay  more  than  he  would  to 
purchase  the  brand  I  make  and  he  would  perhaps  not  care  to 
do  this.  I  have  faith  in  every  shoe  that  goes  out  from  here 
when  it  bears  the  brand  of  this  factory,  and  the  maker's 
name;  if  it  is  not  up  to  sample  the  retailer  has  the  privilege 
of  countermanding  his  order,  which  he  could  not  do  so  readily 
in  case  he  got  his  own  pet  product.  We  have  a  standard 
to  maintain  and  will  maintain  it  at  all  cost,  but  in  the  in- 
stance of  a  private  brand  the  same  oversight  and  rigid  super- 
vision might  not  be  exercised  in  every  little  detail.  I  do  not 
say  that  we  would  not  do  so,  but  some  things  happen  occas- 
sionally  when  you  are  not  on  the  eternal  watch,  and  a  close 
price  rather  quality  might  be  exacted  by  some  retailers." 

They  Are  not  Alarmed. 

Other  manufacturers,  when  approached,  said  they  were 
not  alarmed  and  were  inclined  to  view  the  matter  with  equan- 
imity. "It  is  time  enough  to  cross  a  bridge  when  you  come 
to  it,"  observed  one,  "and  I  am  not  scaling  a  mountain  until 
I  find  I  have  to  in  order  to  continue  my  journey." 

An  Elgin  county  retailer  who  has  a  turnover  of  about 
twenty-five  thousand  dollars  annually,  remarked  that  no 
matter  what  the  big  fellow  might  do,  he  intended  to  stick 
to  the  registered  brands  of  shoes,  as  they  were  easier  to  sell 
than  a  private  make,  and  then  the  factory  was  always  at 
his  back  to  make  things  right  in  the  event  of  something 
going  amiss.  "I  am  satisfied  with  the  present  system  of  doing 
business  with  branded  footwear  and  have  always  received 
first  class  treatment  from  the  makers,"  he  went  on.  "I  see 
no  reason  to  change,  and  when  I  want  a  few  shoes  of  a  certain 
make  stamped  I  have  no  difficulty  in  having  my  wishes  met." 

It  Would  Prove  too  Costly. 

A  retailer  in  a  town  in  Renfrew  county  said  that  he  could 
see  no  advantage  in  selling  his  own  make  of  footwear,  and  if 
he  did,  he  would  have  to  limit  himself  to  two  or  three  names 
at  the  most.  He  believed  in  handling  several  representative 
and  celebrated  lines  which  appealed  to  the  public  much  more 
than  he  could  hope  to  make  any  class  of  his  own  goods  do. 
"I  find  that  the  people  read  the  newspapers  pretty  industri- 
ously and  also  my  advertisements.  I  am  furnished  with 
cuts  of  the  shoes  which  I  handle,  free  by  the  makers,  and 
they  also  give  me  booklets  to  send  out  with  my  name  as 
selling  agent  in  this  district,  stamped  or  printed  on  the  cover. 
If  I  started  to  push  my  own  brands  I  would  have  to  assume 


all  the  expenditure  for  cuts,  printing,  booklets,  etc.,  and  that 
amounts  to  a  great  deal  if  the  distribution  is  to  be  wide, 
systematic  and  thorough.  I  prefer  to  let  the  manufacturer 
attend  to  all  this  for  me  while  I  devote  myself  and  my  ener- 
gies to  other  directions  in  building  up  my  business. 

Made  Good  the  Defects. 

"I  will  give  you  an  example  of  my  experience  in  this 
line,"  writes  a  Cornwall  dealer.  "I  was  handling  a  certain 
make  of  men's  shoes,  which  is  very  well  known  to  all  pur- 
chasers of  high  class  footwear.  About  a  year  ago  I  had  two 
or  three  complaints  from  customers  who  had  been  wearing 
this  brand  that  the  footwear  was  not  giving  as  good  satis- 
faction as  usual.  They  brought  it  back  and  I  found  that  the 
patent  leather  was  scaly.  I  wrote  to  the  makers  and  they 
acknowledged  that  the  leather  was  not  up  to  the  mark. 
On  investigation  they  informed  me  later  that  they  had  had 
palmed-off  on  them  a  certain  shipment  which  did  not  come  up 
to  the  usual  high  standard  which  their  tanner  had  turned 
out.  I  returned  the  shoes  to  the  factory  and  got  others  in 
their  stead.  These  were  handed  over  by  me  to  the  two  or 
three  gentlemen  who  had  a  real  grievance  and  thus  every- 
thing was  rendered  satisfactory.  Had  these  shoes  been  some 
of  my  own  brand  I  do  not  think  that  I  could  have  squared 
matters  easily.  It  is  a  good  thing  to  use  the  manufacturer 
right,  and  in  nine  out  of  ten  transactions,  if  not  all,  you 
will  get  the  right  kind  of  treatment  in  return." 

Good  Relations  with  Manufacturers. 

"I  have  no  fault  generally  to  find  in  my  relations  with 
them  and  order  just  what  I  require.  I  never  cancel  except 
for  good  cause,  and  then  my  grievances,  if  I  have  any,  are  at- 
tended to  promptly.  I  know  some  men  are  eternal  kickers 
and  claim  to  be  getting  the  worst  of  it  all  the  time.  With 
me  I  believe  in  and  cultivate  an  optimistic  spirit.  In  the 
whole  course  of  my  career — now  extending  over  seventeen 
years  in  this  store — I  have  found  that  more  is  accomplished 
by  the  aid  of  honey  than  vinegar." 

Other  retailers  in  Stratford,  Napanee,  Clinton,  Thorold, 
Barrie,  Orillia  and  Arnprior  who  have  written  to  the  Shoe 
and  Leather  Journal,  say  they  prefer  to  sell  the  brands  of 
manufacturers  rather  than  their  own  for  the  reasons  that  have 
been  mainly  pointed  out  in  the  experiences  already  outlined. 
Thus  there  are  two  sides  to  every  question,  and  retailers 
generally  after  weighing  the  views  of  the  big  retailer,  the  manu 
facturer  and  the  jobbing  house,  have  presented  some  new 
phases  in  the  selling,  handling  and  branding  of  footwear." 


WHO'S  GOT  THE  BUTTON. 

The  "Button-button — who's  got  the  button?"  is  one  of 
the  few  gift  schemes  which  Uncle  Sam  has  not  yet  seen  fit 
to  prohibit,  and  which  he  cannot  interfere  with  inasmuch 
as  the  lottery  feature  is  cleverly  omitted.  As  developed 
by  a  Grand  Rapids  house,  the  advertising  scheme  is  as  fol- 
lows :  A  large  number  of  celluloid  buttons,  with  a  picture 
of  the  store  thereon,  and  each  one  with  a  different  number, 
were  distributed  in  the  residential  sections.  With  each 
button  was  a  slip  explaining  the  details  of  the  scheme.  This 
ends  up  with  th°  explanation  that,  "If  you  have  button 
bearing  the  nu  ^r  corresponding  to  one  on  one  of  the 
gifts  the  artic1  vill  be  given  to  you  absolutely  free.  Should 
you  not  find  .  gift  this  week  remember  tl  're  are  400  gifts 
in  all." 
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From  Parcel  Boy  to  Proprietor 

How  a  Successful  Brantford  Shoe  Man  Climbed  the  Retail  Ladder— His  Original  Methods  of  Selling— Managing 

Various  Departments  by  a  Well  Planned  System. 


•'1  walked  in  and  asked  for  a  job.  He  said  he  would 
give  me  three  dollars  a  week,  and  I  started  in  as  parcel  boy. 
I  remember  it  as  well  as  if  it  all  occurred  yesterday.  I  paid 
two  dollars  and  seventy-five  cents  for  my  board,  and  so  I 
had  a  quarter  left  to  myself  at  the  end  of  the  first  week. 
Yes,  sir !  that's  how  I  happened  to  be  in  the  shoe  business. 
Twenty-six  years  ago  I  came  to  Canada  from  Somerset- 
shire, England.  I  took  a  course  in  a  business  college  in 
Hamilton,  and  my  first  boss,  after  coming  to  this  city,  was 
D.  Dengate." 

The  speaker  was  C.  P.  Coles,  of  the  Coles  Shoe  Com- 
pany, Brantford.  Fourteen  years  after  entering  the  em- 
ploy of  Mr.  Dengate,  in  company  with  his  brother,  Richard, 
now  of  Hamilton,  the  firm  became  Coles  Brothers— Clem 
and  Dick.  These  were  the  Christian  names  that  appeared 
at  the  head  of  their  advertising  matter.  Two  years  later 
Dick  withdrew,  and  Clem  has  for  several  years  conducted 
the  store  under  the  name  of  the  Coles  Shoe  Company. 

A  fine  business  has  been  built  up,  and  this  summer  Mr. 
Coles  will  take  a  trip  home.  "Yes,  my  parents  are  dead, 
and  nearly  all  my  relatives  have  departed,  but  I  want  to 
gaze  upon  the  old  familiar  scenes  again.  It  is  five  years 
since  my  last  visit,  and  I  will  spend  a  couple  of  months  in 
Merrie  England." 

Novel  Means  of  Publicity. 

Mr.  Coles  runs  his  business  on  somewhat  original  lines. 
"You  must  have  a  representative  stock,"  he  said.  "If  a 
stranger  calls  in  and  asks  for  a  certain  shoe  which  you  may 
happen  to  have  in  the  window,  and  you  are  unable  to  sup- 
ply his  size,  why,  he  will  go  somewhere  else,  and  you  per- 
haps lose  a  good  customer.  People  will  do  their  trading 
where  they  can  be  easily  satisfied  and  where  they  have  a 
large  variety  to  select  from.  I  handle  two  or  three  very 
high  class  lines  for  men,  and  an  equally  good  number  for 
women.  That  illuminated  upright  sign  you  see  at  the  door 
tells  the  men  what  we  have,  while,  on  the  other  side,  are 
mentioned  women's  lines.  The  ladies  who  walk  down  town 
can  see  the  reading  matter  on  the  west  half,  while  the  men, 
who  work  in  the  various  shops  and  factories  and  come  along 
Colborne  Street,  gaze  upon  the  sign  facing  the  east.  So  you 
see  that  announcement  catches  the  people  coming  from  either 
direction." 

Mr.  Coles  pays  particular  attention  to  the  dressing  of 
his  windows,  and  exhibits  the  best  goods  in  his  shop  in  an 
attractive  manner.  Prices  are  generally  placed  on  the 
footwear.  All  goods  on  the  shelves  are  marked  in  plain 
figures,  and  one  price  and  one  price  only  prevails. 

Keep  Things  A-Moving. 

The  Coles  Shoe  Company  believes  in  getting  rid  of 
goods  rapidly  and  not  carrying  over  slow  selling  and 
doubtful  lines  from  year  to  year.  In  orde--  to  reduce  stock 
two  big  clearing  sales  are  held  twice  ai  ally.  The  first 
starts  immediately  after  stocktaking,  in  Ja  iry,  and  con- 
tinues for  several  weeks.  The  knife  is  applies  to  all  quota- 
tions.   Then  in  J  uly,  when  business    is    somewhat  quiet, 


matters  are  livened  up  by  another  sale,  which  goes  on  until 
just  before  the  opening  of  the  schools,  when  the  big  factor 
for  the  next  few  weeks  is  school  footwear,  featured  in  the 
windows  and  in  newspaper  advertisements,  for,  like  all  pro- 
gressive Brantford  merchants,  Mr.  Coles  pins  faith  in  a 
liberal  use  of  printers'  ink.  He  uses  catchy  illustrations  to 
impress  the  reader.  For  instance,  this  month,  while  boom- 
ing oxfords,  he  had  a  cut  of  a  thermometer  resting  in  a 
shoe,  and  over  the  illustration  were  the  expressive  words, 


I'd  Like  to  Make  a  Date  with  You 

to  call  and  see  our  New  Spring  Styles 

Our  range  of  New  Styles  is  a  revelation  in 
the  art,  and  we  know  that  a  careful  exam- 
ination of  the  lines,  and  comparison  of 
values  easily  puts  us  in  the  lead.  We  aim 
to  give  the  Highest  Class  of  Footwear  for 
the  Lowest  Possible  Prices  ever  attempted 
by  any  retailer. 

COLES  SHOE  COMPANY 

122  Colborne  Street,  BRANTFORD 


"They're  cool."  In  another  pictorial  representation  he  made 
effective  use  of  a  block  of  ice  to  draw  attention  to  the  fact 
that  low-cut  stock  was  the  proper  thing  to  prevent  the  pedal 
extremities  from  getting  overheated. 

Distributing  Store  Literature, 

Other  means  of  publicity  are  adopted.  Attractive  post 
cards  are  printed  and  distributed  in  every  house  within  a 
radius  of  ten  miles  of  the  telephone  city.  One  is  left  in  each 
home,  and  the  design  is  striking.  One  sent  out  recently 
bore  the  features  of  a  pretty  and  fascinating  young  lady 
holding  a  pen  in  one  hand  and  a  book  in  the  other,  and  be- 
low were  the  words,  "I'd  like  to  make  a  date  with  you  to 
call  and  see  our  new  spring  goods."  A  carriage  is  secured, 
and  some  of  Mr.  Coles  employees  or  his  own  sons  drive 
around  the  country  calling  at  every  home  and  leaving  a 
card.  Then,  during  the  first  week  in  December,  a  handsome 
calendar  is  scattered  throughout  the  community,  in  much 
the  same  manner.    Accompanying  the  calendar  is  a  neatly- 
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worded  folder,  setting"  forth  what  the  company  has  to  offer 
in  holiday  goods. 

"Yes,  I  have  good  results  from  such  methods  of  adver- 
tising," continued  the  proprietor.  "I  often  have  a  stranger 
walk  in  and  say.  'I  got  one  of  your  calendars,  and  I  wish 
to  thank  you  for  it.  I  would  like  a  pair  of  shoes  for  my- 
self or  a  member  of  my  family.'  " 

Mr.  Coles  and  his  staff  go  over  their  stock  frequently, 
and  have  all  the  goods  well  classified  and  "sectionalized"  in 
the  store,  so  that  they  know  in  an  instant  where  to  place 
their  hands  on  any  shoe,  and  the  different  kinds  that  may 
be  found  on  the  shelves.  When  a  sale  is  in  progress  there 
is  attached  to  the  outside  of  each  carton  a  blue  tag  with 
the  words,  "Lot  No.  i,  Lot  No.  2,"  etc.,  and  the  words 
"as  advertised,  $2.49,  $3.25,"  and  so  on.  No  time  is  lost 
searching  for  what  is  required,  as  the  colored  marker  is 
easily  discernible. 

"We  handle  trunks,  bags,  and  valises,"  remarked  Mr. 
Coles.  "We  sell  a  great  many  of  them,  and  keep  the  trunks 
upstairs  so  that  they  are  not  in  the  way ;  while  traveling 
bags  we  have  strung  on  an  iron  rod  away  from  the  floor, 
or  use  some  of  the  spare  space  on  the  tops  of  the  fixtures. 
We  make  fully  as  much  profit  on  these  lines  as  we  do  on 
shoes,  and  consider  that  we  could  not  conduct  an  up-to-date 
establishment  without  a  department  for  the  needs  of  the 
traveling  public." 

Delivering  and  Repairing. 

Recently  the  contract  for  rubber  boots  for  the  Brant- 
ford  fire  department  was  awarded  to  Mr.  Coles,  and,  al- 
though his  tender  was  higher  than  that  of  others,  still,  from 
the  samples  submitted,  the  committee  voted  his  goods  the 
best  for  the  requirements  of  the  brigade. 

The  approbation  practice  is  kept  down  to  a  minimum 


and  is  discouraged  by  the  staff  as  much  as  possible,  and 
in  the  event  of  shoes  being  sent  out  for  approval,  the  cus- 
tomer must  be  well  known  and  his  or  her  integrity  above 
question.  Delivery  of  all  parcels  is  arranged  for  with  a 
transfer  man  at  so  much  per  week,  and  the  system  works 
well.  No  repair  department  is  conducted,  but  all  work  that 
comes  in  is  taken  to  an  expert  repair  man  outside  the  prem- 
ises. A  double  ticket  is  filled  out,  perforated  down  the 
centre.  The  repair  man  keeps  one  end  and  the  store  the 
other.  A  monthly  settlement  is  made  with  the  repairer, 
who  brings  in  his  pasteboards,  and  they  must  correspond  in 
number  and  price  with  those  held  by  the  store.  The  man 
is  then  paid  the  full  amount  due  him  for  the  month's  work, 
less  ten  per  cent.,  which  he  allows  the  establishment  for 
sending  him  the  work.  This  plan  proves  satisfactory,  and 
avoids  the  trouble  and  space  required  for  a  repair  branch. 

Fine  Canadian  Footwear. 

"I  find  that  Canadian  shoe  manufacturers  are  making 
great  progress  in  lasts,  patterns,  and  craftsmanship,"  de- 
clared Mr.  Coles,  "and  I  am  buying  more  every  year  of 
Canadian-made  shoes.  Of  course,  there  will  probably  al- 
ways be  a  few  people  calling  for  American  goods,  but  the 
tendency  is  disappearing.  Look  at  this  line  here.  Can  you 
beat  it  in  any  of  the  American  cities?  I  guess  not.  The 
Dominion  is  coming  to  the  front  in  shoe  making.  I  be- 
lieve in  a  retailer  controlling  certain  good  lines  in  his  es- 
tablishment." 

Mr.  Coles  observed  that  a  dealer  should  turn  his  stock 
over  at  least  twice  a  year,  and  three  times  if  possible,  and 
that  an  average  profit  of  thirty  per  cent.,  at  least,  should 
be  obtained  in  order  to  do  business  and  make  a  profit  com- 
mensurate with  the  amount  of  money  invested,  and  to  cover 
rent,  light,  wages,  heat,  advertising,  and  other  expenses. 


An  inside  glimpse  of  the  Coles  .Shoe  Company's  place  of  business  in  Brantford. 
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The  Way  to  Diminish  Cancellations 

A  Loss  to  the  Manufacturer  That  Should  Be  Avoided— Retail  Dealers  Should  Co-operate  With 

Manufacturers  for  This  Purpose. 


Recently  there  was  an  article  in  these  columns  on 
"Overbuying— Cancellations— Returns."  Here  is  a  further 
consideration  of  certain  phases  of  the  triple  subject: 

"It  is  well  known  that  one  of  the  great  disadvantages 
under  which  a  shoe  manufacturer  labors  to-day  is  that  of 
countermands,  or  cancellations  of  orders  obtained  by  the 
salesmen.  While  the  percentage  is  considerably  lower  than 
it  was  years  ago,  yet  the  number  of  cancellations  received 
season  after  season  is  still  too  large. 

"It  is  not  presumed  that  shoe  buyers  place  orders  with 
a  salesman  intending  at  some  future  date  to  follow  the  or- 
ders with  cancellations.  It  is  to  be  presumed  that  a  buyer 
signs  an  order  with  his  eyes  open. 

"The  shoe  manufacturer  proceeds  on  the  theory  that  a 
shoe  buyer  in  placing  orders  selects  styles  which  he  expects 
to  use.    That  is  safe,  intelligent,  and  judicious  buying. 

Good  Intentions  Defeated. 

"Sometimes  it  happens,  none  the  less,  that  a  buyer  who 
has  started  out  with  the  best  of  intentions  finds  himself 
compelled  to  cancel  certain  styles  which  he  has  ordered  for 
future  delivery. 

"The  salesman  has  called  on  him  when  business  has 
been  good.  The  buyer's  spirits  have  been  proportionately 
high  and  the  salesman  has  been  sent  away  happy  with  a 
liberal  order. 

"Then  comes  a  change.  Business  falls  off  somewhat, 
and  the  same  buyer,  running  over  his  orders,  believes  he 
has  made  an  error  in  ordering,  has  contracted  for  too  many 
styles.    Then  come  the  cancellations. 

"It  is  an  even  chance  that  later,  when  business  brightens 
up  again,  this  same  buyer  will  re-order  on  these  styles,  but 
from  some  other  salesman,  who  happens  to  call  on  him  just 
at  that  time.  The  first  salesman  and  his  house  are  not 
likely  to  see  this  re-order. 

"Now,  where  does  this  leave  the  manufacturer?  Has 
he  been  treated  fairly,  or  has  the  first  order  and  subsequent 
cancellation  resulted  in  annoyance  and  loss  to  him? 

The  Manufacturer's  Obligations. 

"Comparing  the  manufacturer  with  the  retailer :  The 
manufacturer,  like  the  retailer,  has  to  estimate  the  goods 
which  he  will  need  every  season,  and  has  to  place  his  or- 
ders for  material  in  advance.  He  goes  over  the  situation, 
estimates  his  sales,  figures  up  the  materials  he  will  need, 
and  then  orders  them. 

"Suppose  that  a  little  later  his  estimates  appear  a  little 
off,  and  he  seems  to  have  ordered  too  much  of  certain  kinds 
of  leather.    Does  he  countermand?  No. 

"The  tanners  of  leather  would  very  soon  shut  down  on 
any  maker  of  shoes  who  did  not  accept  all  of  the  leather 
for  which  he  originally  contracted.  Whether  business  con- 
ditions be  good  or  poor,  the  manufacturer  has  to  stand  by 
his  orders.  He  ought  to  rest  secure  in  the  expectation  that 
his  customers  will  do  the  same  by  him. 

"The  problems  of  the  manufacturer  are  greatly  light- 


ened in  the  degree  that  he  knows  orders  which  are  coming 
to  him  are  dependable  and  will  stand  without  countermands. 
His  work  then  becomes  definite  and  he  knows  that  there 
will  be  no  added  confusion  in  the  vast  detail  of  shoe  manu- 
facture, which  is  in  itself  a  great  problem. 

"How  appreciative  any  manufacturer  would  be  if  he 
could  feel  a  full  degree  of  confidence  in  every  order  re- 
ceived ! 

"And  getting  back  again  to  the  buyer,  how  much  could 
be  accomplished  towards  this  end  if  the  buyers,  in  making 
their  first  selections,  would  order  only  those  styles  which 
they  know  they  will  need. 

"That  is  a  safe  and  sound  procedure  in  ordering;  and 
any  manufacturer  would  prefer  early  orders  for  fewer  styles 
which  will  surely  stand,  than  orders  for  a  variety  of  styles, 
some  of  which  are  almost  certain  to  be  cancelled.  Later, 
he  would  gladly  take  orders  for  additional  styles — at  a  time 
when  the  buyer  becomes  certain  that  he  will  need  such 
styles. 

"Again,  let  it  be  stated  that  no  buyer  intentionally  or- 
ders a  larger  number  of  styles  with  the  deliberate  idea  of 
cancelling  at  a  later  date.    They  follow  their  best  judgment. 

"But  if  these  buyers  would  order  early  the  styles  they 
MUST  have  for  the  next  season,  and  let  the  additional 
styles  go  until  such  time  as  they  become  a  necessity,  there 
would  be  fewer  countermands,  better  service,  and  a  much 
better  understanding  between  manufacturer  and  dealer." 

This  seems  entirely  reasonable,  and  if  it  were  carried 
out  would  help  solve  this  vexatious  question. 

An  Unfair  Method. 

At  a  recent  convention,  speaking  in  behalf  of  the  manu- 
facturers, a  speaker  urged  that  manufacturers  ought  at 
least  to  have  the  courtesy  of  a  notification  before  shoes 
were  returned.  This  certainly  seems  a  very  small  thing  to 
ask  for.  As  a  matter  of  fact  manufacturers  of  good  stand- 
ing report  that  they  have  had  dealers  ship  back  invoices  of 
shoes  without  a  word  of  explanation !  This  is  wholly 
wrong. 

If  a  dealer  in  an  agricultural  town  finds  that  the  crop 
prospects  have  certainly  gone  bad ;  or  if  a  dealer  in  a  manu- 
facturing town  is  confronted  by  a  bitter  strike  which  seems 
likely  to  be  very  prolonged;  or  if  a  dealer  anywhere,  from 
any  cause,  finds  that  he  has  been  over-optimistic  in  order- 
ing, then  he  ought  to  promptly  take  the  manufacturer  into 
his  confidence,  and  explain  the  situation.  We  believe  that 
any  manufacturer,  upon  receipt  of  a  frank,  square  letter 
of  this  kind  from  a  dealer  with  a  good  reputation,  would  be 
willing  to  meet  him  part  way,  and  to  make  some  kind  of 
adjustment. 

It  cannot  be  insisted  upon  too  often  that  the  interests 
of  the  independent  retail  dealer  and  of  the  manufacturer, 
who  is  his  source  of  supply,  are  mutual.  This  is  true  not 
only  in  a  broad,  general  sense,  but  in  a  very  personal  and 
individual  way. 
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The  Editorial  View  Point 


General  Business. 

The  month  of  May  has  shown  a  marked  improvement 
in  general  business  over  its  predecessor.  The  change  to 
warmer  weather  affected  general  lines  of  trade  as  well  as 
promoting  activity  in  such  as  depend  upon  summer  atmo- 
spheric conditions.  For  a  time,  however,  it  looked  as  though 
the  sudden  change  from  spring  to  midsummer  might  not  be 
as  propitious  as  it  seemed  and  that  it  might  spoil  the  prospects 
in  fruit  and  farm  produce  that  promised  so  much  for  the 
season's  agricultural  and  horticultural  operations.  However, 
the  marvellous  growth  and  development  of  the  crops  seems 
to  have  been  unhindered  so  far  by  any  prematureness 
of  the  heat,  and  if  nothing  happens  the  country  will  reap 
untold  benefit  from  its  growing  time.  In  all  lines  of  business 
trade  is  reported  as  unusually  encouraging  and  the  pros- 
pects point  to  even  more  satisfactory  results  for  the  coming 
month.  Money  is  easier  and  business  expansion  goes 
steadily  forward. 

Crop  Outlook. 

The  future,  as  far  as  agriculture  is  concerned,  looks 
rosy  just  at  present.  In  the  East  indications  point  to  a 
larger  crop  of  fruits  as  well  as  cereals.  It  is  estimated  that 
in  the  fruit  district  of  Ontario,  if  only  every  tenth  blossom 
bears,  the  result  will  be  a  record  breaker.  Crops  of  grain 
and  vegetables  promise  similar  returns.  In  the  West  the 
outlook  is  the  brightest  in  the  history  of  the  country.  Seed- 
ing was  early  and  a  largely  increased  acreage  in  grain  is 
reported.  With  a  continuance  of  the  favorable  conditions 
that  have  obtained  hitherto  the  toll  reached  from  the  land 
ought  to  run  up  into  the  hundreds  of  millions  of  bushels. 
No  calculations  of  a  tangible  nature  are  at  present  possible, 
but  within  a  month  or  so  the  prospects  will  doubtless  be 
put  into  figures.  Of  course  the  walking  ghost  with  the  West- 
ern farmer  is  the  frost  king  and  in  spite  of  the  roseate  hues  of 
spring  the  blighting  hand  of  the  destroyer  may  fall  upon  the 
product  and  bring  disaster  instead  of  prosperity.  At  present 
however,  everything  points  to  another  boom  year  in  the  West 
where  the  gamble  in  wheat  will  not  exactly  break  the  bank, 
but  give  the  financial  institutions  so  much  to  do  in  moving 
the  crop  that  people  in  the  East  may  feel  the  pinch.  It  is 
however,  the  temporary  pinch  that  one's  pocket  feels  when 
its  contents  are  transferred  to  the  other. 

Merger  Inquiry. 

The  Cement  Merger  is  but  a  sample  of  the  methods  of 
the  promoter  and  his  accomplices.  The  appeal  of  Sir 
Sanford  Fleming  for  a  government  enquiry  into  the  methods 
of  organization  of  this  concern  may  as  his  associates  sneeringly 
affirm,  be  only  the  result  of  dissatisfaction  with  his  share  of 
the  spoils,  but  it  proves  conclusively  that  the  spoils  exist, 
and  there  are  those  who  think  it  quite  right  to  divide  them. 
Here  is  a  concern  that  is  robbing  the  country  through  exces- 
sive prices  to  pay  dividends  on  stock  watered  up  to  the  limit. 
Before  the  merger  was  formed  cement  sold  as  low  as  fifty 
cents  a  barrel,  and  today  under  the  "economy"  accom- 


plished by  watering  of  forces  it  is  bringing  a  dollar  and  a 
half.  What  is  the  reason  for  this?  Dividends  have  to  be 
provided  for  millions  of  watered  stock  that  has  been  issued 
to  meet  the  demands  of  those  who  have  been  induced  to 
join  in  the  deal  as  well  as  to  line  the  pockets  of  promoters 
and  underwriters.  This  money  has  to  come  out  of  the  con- 
sumers, there  is  no  other  course  from  which  it  can  be  pro- 
duced.  The  principle  applies  in  all  these  mergers. 

The  Way  It  Is  Done. 

When  a  promoter  sees  an  opportunity  to  "merge"  two 
concerns  he  gets  an  "option"  on  each.  This  option,  it  may 
be  taken  for  granted,  represents  the  very  highest  figure  the 
concern  can  hope  to  get  for  its  assets  and  good  will  with 
perhaps  ,  a  substantial  sum  added,  representing  the  personal 
interests  of  the  principals.  At  all  events  the  figure  is  certain 
to  be  high  enough.  Perhaps  they  have  paid  fifteen  per  cent, 
on  actual  capital  and  at  the  option  price  can  be  made  to 
show  twelve  and  a  half.  Now  the  promoter  puts  in  what  he 
thinks  he  ought  to  make  for  promoting  and  adds  the  cost  of 
organization  together  with  what  may  be  necessary  to  float 
the  combined  enterprise.  Then  he  commences  to  figure. 
The  merger  could  pay  seven  per  cent,  on  so  much  perferred 
stock  and  perhaps  three  or  four  on  an  additional  amount  of 
common  stock.  The  original  proprietors  are  given  the 
preferred  shares,  their  interest  and  whatever  more  the  scheme 
will  stand,  with  perhaps  a  further  amount  of  common  stock. 
The  balance  is  divided  amongst  the  promoters  and  investors 
who  are  induced  to  subscribe.  The  main  thing  in  the  game 
is  to  satisfy  the  original  holders  that  they  are  to  get  a  good 
thing  and  provide  a  f  at  "  take ' '  for  the  promoter.  The  public , 
either  as  investors  or  as  consumers  of  the  product,  stand  to 
"get  it  in  the  neck."  This  game  goes  on  daily;  as,  witness 
the  announcements  of  consolidations  in  the  daily  press. 

Doing  Business. 

A  man  gets  out  of  a  thing  what  he  puts  into  it,  whether 
it  be  a  Colbalt  mine  or  a  business.  But  if  he  puts  into  his 
business  the  energy  most  men  devote  to  a  mining  enterprise 
he  is  much  more  certain  of  results.  It  is  astonishing  what 
men  will  put  into  a  hole  in  the  ground,  through  expectation 
of  a  find  when  they  will  hesitate  to  put  enough  brains  and 
muscle  into  legitimate  business  to  win  out.  It  has  been 
demonstrated  again  and  again  that  if  a  man  will  hammer  long 
and  steadily  at  any  reasonable  business  proposition  he  will 
get  not  only  money  but  a  great  deal  of  pleasure  out  of  it. 
But  people  today  seem  to  be  looking  for  easy  money.  They 
see  people  all  around  them  getting  rich  suddenly  by  real 
estate  or  stock  speculation  and  they  sour  on  hard  steady 
work.  If  they  only  knew  it  they  are  doing  more  for  the 
country,  the  community  and  themselves  in  a  month,  than 
those  who  make  their  gains  out  of  the  manipulation  of  stocks 
in  a  year.  The  people  who  hold  up  a  country  are  not  those 
who  fatten  upon  the  labors  of  others,  but  those  who  produce 
or  help  production.  The  others  are  parasites  who  live  off 
the  industry  and  productiveness  of  their  fellows.    The  value 
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as  well  as  the  dignity  of  production  is  too  often  lost  sight  of 
by  those  who  get  their  eyes  on  money.  In  this  country  we 
seem  to  be  drifting  towards  mammon  worship. 

A  Source  of  Instruction. 

A  number  of  Canadian  retailers,  wholesalers  and  manu- 
facturers, are  making  preparations  to  pay  a  visit  to  Boston 
next  month,  where  they  will  attend  the  shoe  and  leather 
market  fair.  A  cordial  reception  is  promised  all  visitors  and 
the  week  from  July  12  to  19  should  be  one  of  pleasure, 
profit  and  instruction.  The  big  national  shoe  and  leather 
week  promises  to  be  one  of  the  greatest  trade  event,  of  the 
year.  All  the  latest  lines  of  shoe  and  leather  machinery  will 
be  on  display  while  the  various  conferences  cannot  fail  to 
be  of  benefit  and  mutual  assistance.  Apart  from  the  stimulus 
and  edification  attached  to  such  a  gathering  Boston  itself 
is  a  centre  where  a  very  happy  holiday  may  be  spent. 
There  is  much  to  see  and  visit  and  various  trips  have  been 
planned  to  historic  and  scenic  spots  and  near-by  resorts. 
The  progress  in  shoe  making,  both  in  Canada  and  the  United 
States,  has  been  remarkable,  and  many  new  things  will  be 
seen,  explained  and  demonstrated.  Visitors  from  many 
foreign  countries  are  expected,  and  the  event  has  been 
advertised  practically  all  over  the  world.  To  broaden 
knowledge  and  keep  in  touch  with  the  march  of  events 
the  fifth  exposition,  which  will  be    of    an  international 


character,  will  be  the  best  of  them  all.  Any  Canadian,  who 
can  get  away  for  a  few  days  will,  according  to  assurances 
received,  not  come  away  disappointed,  and  will  be  the 
better  physically  and  educationally  as  a  result  of  his  furlough 
from  business. 

Troubled  Mexico. 

The  troubles  of  the  world  have  very  largely  come  from 
those  who  have  thought  themselves  born  to  act  as  fathers  or 
at  least  leaders,  of  their  people.  Democracy  seems  to 
regularly  seed  out  into  autocracy,  as  witness  Rome,  France, 
England  under  the  Commonwealth,  and  Mexico.  Diaz  has 
kept  himself  for  over  thirty  years  in  the  saddle,  giving  his 
country  what  he  considers  good  food  in  the  way  of  paternal 
legislation,  and  now  the  country  is  sick  of  being  pap-fed  and 
apron-stringed  and  wants  a  chance  to  grow  in  its  own  way. 
The  Mexican  revolution  is  the  natural  outcome  even  in  a 
republic  of  the  inevitable  tendency  of  democracy  towards 
autocracy.  Few  men  remain  humble  and  single-minded 
when  given  power  over  their  fellows.  They  take  themselves 
too  seriously  even  when  ambition  does  not  tempt  them  to 
use  their  positions  for  personal  ends  or  tyranny  leads  them 
to  oppressive  measures.  Man  boasts  of  democracy,  but  in 
the  end  he  is  not  a  democratic  being.  Whether  in  business, 
politics  or  social  life  he  is  constantly  following  or  looking  for 
a  leader,  who,  be  he  king,  magnate  or  social  reformer,  sways 
his  subjects  at  will  if  he  knows  how  to  rule. 


This  is  a  picture  of  the  interior  of  J.  G.  Townsend's  shoe  store,  George  Street,  Branlford,  opposite  the  market  square. 
The  uniform  carton  system  prevails  throughout  as  well  as  uniform  labels,  adding  immensely  to  the  attractive- 
ness of  the  premises,  rvhich  are  about  sixty  feet  deep.  Mr.  Townsend  has  bargain  tables  at  convenient  places 
on  which  he  displays  certain  lines  which  he  desires  to  clear,  and  above  each  table  is  a  card  bearing  the  words 
"As  Advertised"  and  then  the  price  in  large,  p(qin  figures. 


28 


The  Library  Contest  Proposition 

Some  Criticisms  of  Methods  Employed — Business-Boosting  Plans  Which  Require  Careful 
Consideration — Does  the  Arrangement  Show  Favoritism  to  Certain  Merchants? 


The  library  voting  contest  idea  is  apparently  taking  hold 
quite  widely  and  is  being  run  in  a  number  of  the  larger 
Canadian  towns  and  cities.  The  scheme  evidently  arouses 
considerable  enthusiasm  among  those  who  are  invited  to  co- 
operate, and,  judging  from  the  newspaper  reports  of  these 
contests,  is  doing  something  to  increase  the  trade  of  the 
merchants  taking  part. 

The  wide-awake  merchant  will  always  give  respectful 
attention  to  anything  progressive  and  business-like  in  this 
line,  and  calculated  to  boost  trade,  but  no  matter  how  plaus- 
ible a  scheme  may  be,  a  careful  examination  is  always  neces- 
sary. 

A  number  of  objections  to  the  library  scheme  have  been 
noted  recently.  In  a  general  way  it  resembles  the  well 
known  trading  stamp  proposition,  which  has  been  practically 
banished  as  an  up-to-date  merchandizing  idea.  In  the  first 
place,  a  portion  of  the  profits  derived  are  given  away  to  a 
concern  which  is  non-productive,  and  does  nothing  more 
tlian  set  the  scheme  afloat.  This  portion  of  the  profits  is 
taken  either  from  the  merchant,  or  from  the  public,  or  per- 
haps both. 

Merchants  should  no  doubt  co-operate,  but  the  best  sort 
of  co-operation  would  seem  to  be  through  the  local  retailers' 
associations.  These  have  been  proved  to  be  a  most  effective 
means  of  getting  the  dealers  of  any  locality  to  work  in 
harmony.  Dealers  in  many  places  have  worked  co-operative 
schemes  of  various  kinds  most  successfully,  carrying  these 
out  on  a  clean  basis  and  including  all  who  wished  to  enter. 
Home  shopping  weeks,  trade  processions  and  merchandizing 
festivals  or  anniversaries  all  come  under  this  head. 

Another  objection  which  has  been  recorded  to  the  lib- 
rary idea  is  the  showing  of  favoritism  to  certain  merchants 
by  granting  them  the  privilege  of  participating  and  refusing 
it  to  others  just  as  progressive  and  liberal-minded  as  those 
who  are  taking  part.  The  newspaper  which  boosts  the  idea 
helps  to  form  what  might  be  termed  a  close  ring  with  a 
number  of  dealers,  usually  only  one  in  each  line  of  business, 
to  the  disadvantage,  presumably,  of  the  others,  who  are  not 
accorded  the  privilege  of  issuing  coupons.  This  is  in  radi- 
cal opposition,  of  course,  to  the  idea  of  helpful  co-operation 
and  friendliness  among  the  dealers  in  any  locality. 

Still  another  objection  which  has  been  stated  is  that  the 
scheme,  like  the  trading  stamp  racket,  is  capable  of  being 
worked  unfairly  by  a  certain  class  of  salesman,  who  has  an 
opportunity  of  pocketing  votes  which  are  not  taken  up  by 
forgetful  or  uninterested  customers.  These  are  given  as  a 
plumper  for  some  one  in  whom  the  salesman  is  interested, 
thus  defeating,  to  a  certain  extent,  the  object  of  the  compe- 
tition. 

We  are  rjuite  well  aware  that  there  may  be  something 
to  be  said  on  both  sides  of  the  question  in  connection  with 
library  voting  contests,  and  we  should  be  pleased  to  get  the 
experiences  of  dealers  who  have  given  the  scheme  a  trial, 
or  who  have  positive  reasons  for  not  giving  it  a  trial. 


Library  Voting  Contest 

Two  Handsome  Libraries  of  75 
Volumes  Each  with  Oak  Sec- 
tional Book  Cases  will  be 
Given  Away 

Below  wilt  be  found  the  names  of  some  of  the  r-rogTeasite 
merchants  of  Samia  who  mukc  4his  roost  popular  and  liberal  at' 
fer.  One  library  of  75  volumes  and  handsome  sectipnal  book- 
cases will  be  given  by  votes  to  the  lodge,  church,  society,  school 
or.  other  organization  in  the  Town  of  Saraia,  and  one  library  to 
the  schools,  lodge,  society,  church  or  organization  in  the  County 
of'Lambton,  outside  of  the  Town  of  Sarnia,  having  the  largest 
nnmber  of  votes  in  the  following  manner.  The  business  men 
listed  below  will  give  with  each 

5  Cent  Purchase  5  Votes 

The  eoctest  begins  Tuesday,  February  28th,  and  e»ds  Satur- 
day, July  29th,  1911  at  7  o'clock  p.m.  A  ballot  box  has  »ee« 
placed  in  the  Clement  Co.  Drug  Store,  where  tie  votes  aie  to  be 
deposited. 

Current  account*  when  promptly  paid    will    oe  entitled  to 

votes. 

REMEMBER  totes  ean  only  be  obtained  by  trading  wit*  the 
BWrchants  listed  below.  A  coupes  will  be  prated  in  the  Baily, 
and  Weekly  Observer  good  for  votes  in  this  contest.  Each  week 
The  Observer  will  announce  the  standing  of  the  contestants.  The 
libraries  and  oases  are  on  exhibition  in  Geddes  Bros.'  show  wia- 
dcw.  .The  tollowBig  is  a  list  »f  the  inerehaate  where  votes  ca»  fee 
secured. 

GEDDES  BROS., 


Dry  Goods,    Furnishing,  Car- 
pets. 

MACDONALD  BROS.. 

Men's    Clothing.  Furnishing 
and  Hats. 

PHIPPEN  &  SIMPSON, 

Furniture  and  Undertaking. 


w. 


J.  LAUGHL1N. 

Butoner. 


E.  P.  BATTLEY, 

Jeweler  and  Optieian. 

FRANK  LEWIS. 

Dyeing  and  Cleaning  Works. 

C.  A.  McAflTHUR.  ~ 

Photographer. 

GEO.  W.  REEVES. 

Cigars,  Tobacco.   Pipes,  Poof 
and  Fishing  Tackle 

MASON  NO.  I  SAUCE. 

15  and  25  eent  bottles:  U^e 
labels  off  front  bottte? 

One  vote  for  «ach  cent  value 


THE  CLEMENT  DRUG  CO., 

Druggists: 


JOHN  KNOWLES. 

Boots-,  Shoes  and  Trunks.  J 

0.  C.  JAMfESON.  I 

Confectionery.   lee  Cream. 
(Kelly's  OU  Stand). 

PETER  CLARK, 

Grocer. 

SIMPSON  &  CARTER, 

Wallpaper,  Mouldings,  Paiato 

Varnishes  and  Glass. 

MISS  JOHNSON.  Cut  Flowers. 
ROYAL  THEATRE. 

B.t  I.  BIAS  FILLED  CORSET 

(Patented) 
The  label  on  end  of  box  will 
give  -  you    •rotes    according  to 
price  paid.   A  cent  a  vote. 


WEBB'S  CHOCOLATES: 

Use  wrappers  for  votes.  * 
One    vote    for    each    eont  J 


Ad.  used  in  library  contest 


The  Technique  of  Show  Cards 

Practical  Suggestions  to  Enable  Shoe  Men  to  Use  These  Powerful  Trade  Winners — The  Right 
Kind  of  Brushes — Colors  of  Cardboard — How  to  Write  Cards. 
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The  art  of  showcard  writing  is  not  a  difficult  one  to 
master  if  the  beginner  will  keep  at  it.  Many  times  the 
dealer  or  the  clerk  in  the  store  becomes  discouraged  because 
he  does  not  become  a  finished  artist  at  once. 

A  great  many  dealers  make  but  a  very  poor  attempt; 
while  some,  because  of  their  deficiency  in  penmanship  and 
through  lack  of  proper  instruction,  cease  their  practice  at 
an  early  stage  and  give  way  to  failure. 

Some  of  the  best  cardwriters  are  very  poor  penmen, 
and  those  dealers  and  clerks  who  have  become  card  writers 
have  had  their  beginnings.  All  beginnings  are  but  trials. 
Only  time  and  patience  lead  to  perfection.  If  you  wish  to 
become  a  good  cardwriter,  bear 
this  in  mind:  "Practice  and  pa- 
tience are  the  golden  rules  by 
which  you  can  succeed." 

Patience  Essential. 

The  first  thing  necessary  for 
the  practice  of  cardwriting  is  to 
have  a  table  suitable  for  this  par- 
ticular kind  of  work;  a  table  about 
five  feet  long  and  three  feet  wide 
will  meet  all  requirements.  The 
next  step  and  "most  important" 
is  to  know  what  kind  of  brushes 
to  use,  as  a  poor  brush  is  only  a 
detriment  and  will  tend  to  dis- 
courage the  beginner.  It  has 
been  found  that  the  sable  brushes 
are  far  superior  to  any  other,  as 
they  are  more  elastic,  they  en- 
able the  beginner  to  draw  a 
straight,  steady  line  of  any  width. 
The  next  in  fineness  to  the  sable 
is  the  ox-hair  brush.  It  is  much 
cheaper  and  for  the  beginner  will 
answer  the  purpose  fairly  well. 
The  best  sizes  for  general  use  are 
six,  nine  and  twelve.  Always 
lean  your  brushes  carefully  after 
using  them,  washing  them  in  at 
least  two  waters  and  drying  them  thoroughly. 

How  to  Select  Brushes. 

If  you  have  neglected  your  brushes  too  much  care  can- 
not be  exercised  to  bring  them  to  their  natural  state. 

They  should  be  thoroughly  soaked  and  washed,  and 
all  surplus  moisture  squeezed  from  them.  Then  lay  flat  on 
the  table  to  dry.  In  the  attempt  to  save  them,  "never  cut 
the  end."  If  the  hair  protrudes,  pull  it  out  entirely. 

Water  Colors  Desirable. 

In  selection  of  paint  the  writer  favors  water  colors,  as 
le  finds  it  quicker  to  work  with  than  Japan  colors,  and  time 
s  money.  "Do  not"  use  colors  ground  in  oil,  for  if  a  paint 
s  not  thoroughly  mixed  it  leaves  an  ugly,  uneven  shading 
iround  the  letter.    The  oil  and  turpentine  will  invariably  find 


An  especially  ornate  card  got  up  for  a  special  event. 
The  average  card  may  be  effective  without 
being  so  artistic. 


its  way  out,  if  too  freely  used.  If  too  little  is  used  the  paint 
will  not  run  freely  on  the  brush.  In  other  words,  your  paint 
is  never  ready  for  use  and  time  is  wasted.  To  obtain  a  good 
black  paint  buy  a  small  package  of  lamp-black,  say  a  fifteen- 
cent  package,  and  a  small  can  of  liquid  glue.  Pour  the 
lamp-black  into  an  old  bucket,  use  as  much  hot  water  as  is 
needed  to  make  a  thin  solution  and  stir  thoroughly;  next, 
empty  in  your  glue;  about  five  minutes  is  needed  to  dissolve 
the  glue.  After  this  has  been  thoroughly  dissolved,  strain 
through  a  cheese  cloth  and  bottle  up,  and  thus  you  have  at 
small  cost  an  ample  stock  of  paint  always  ready  for  use. 
For  colors  use  what  is  termed  dry  colors.  You  can 
obtain  them  from  any  paint 
store.  With  an  assortment  of 
flake  white,  chrome  yellow,  ultra- 
marine blue,  vermilion  and  lamp- 
black, as  already  described,  you 
can  write  almost  any  kind  of 
plain  or  fancy  cards. 

To  Mix: 

First,  get  a  large  case  knife, 
then  a  piece  of  thick  glass  to 
grind  on;  pour  color  on  this  and 
add  enough  mucilage  to  make  a 
mixture  like  thick  paste  or  syrup. 
Place  each  color  in  a  separate 
receptacle  and  cover  up,  and, 
when  ready  to  use,  thin  by  adding 
a  little  water.  To  make  lighter 
shades  of  any  color  add  flake 
white.  The  different  tints  can 
be  obtained  by  mixing  the  dif- 
ferent colors.  For  example: — 
Green — Mix  yellow  and  blue. 
Lemon — Mix  white  and  yellow. 
Purple — Mix  red,  ultramarine 
blue  and  white. 

Buff — Mix   white,   black  and 
yellow. 

Brown — Mix  black  and  red. 
yellow,  black  and  white. 


Olive — Mix  green, 
Orange — Mix  red  and  yellow. 
Rose — Mix  yellow,  white  and  red. 
Cream — Mix  yellow  and  white. 
Chocolate — Mix  black,  red  and  white. 
As  to  cardboard  some  cardwriters  prefer  the  rough 
surface  to  the  glazed.    For  water  colors,  a  plain  board  is 
much  more  satisfactory.   For  large  size  cards  eight  ply  thick- 
ness is  the  best,  but  for  small  price  tickets,  etc.,  a  four  ply 
board  will  answer. 

How  to  Space. 

The  attractive  card  is  the  one  which  is  tastefully  ar- 
ranged and  which  shows  the  originality  of  the  writer. 

Be  careful  as  to  your  spacing,  leave  an  equal  white  space 
between  each  letter.    This  is  very  important  to  secure  uni- 
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A  seasonable  card  that  appeared  during  the  first  warm 
spell.    Also  very  elaborate. 


formity  for  your  work.  Always  leave  a  wide  margin  around 
the  card,  otherwise  it  will  look  cramped.  The  quickest  and 
neatest  way  to  draw  your  margin  is  to  place  you  little  finger 
at  the  edge  of  your  cardboard,  using  it  for  a  guide.  Leave 
as  much  space  as  the  position  of  the  hand  will  permit.  Now, 
by  holding  the  hand  in  proper  position  draw  quickly  toward 
you,  turn  the  card  and  treat  the  other  three  sides  in  same 
manner.  If  this  is  carefully  done  the  lines  will  be  straight 
and  an  equal  distance  from  the  edge. 

The  cardwriter  should  remember  that  a  clean  cut,  dis- 
tinct impression  is  best  conveyed  by  short  words  and  short 
sentences.  Aim  to  tell  people  what  they  want  to  know  to 
purchase  the  goods,  not  what  they  already  know.  The  old, 
tried  and  constantly-used  words,  the  common  words  are  the 
best,  because  they  convey  your  meaning  to  the  masses,  and 
the  masses  are  the  dealer's  principal  customers. 

The  Shoe  And  Leather  Journal  will  at  all  times  be 
ready  to  lend  any  cardwriter  or  merchant  the  assistance  he 
requires  to  make  his  showcards  completely  successful. 

A  quaint  sign-holding  device  is  seen  in  an  eastern  store 
window.  Two  kneeling  Japanese  dolls  about  eight  inches 
high  with  their  bare  arms  and  hands  held  slightly  upward 
hold  one  rather  tall  show  card  with  both  of  their  hands, 
but  the  backs  of  these  droll  figures  face  the  person  looking 
into  the  window.  Nearly  everybody  reads  the  sign.  Many 
smile  or  laugh  outright,  and  others  try  in  vain  to  see  the 
faces  of  the  dolls.  This  cannot  be  accomplished,  because 
they  are  set  far  enough  back  to  prevent  it. 


The  Shoeman  and  Holidays 


What  Jobbers  and  Retailers  Think  of  Having  Every 

Clerks'  Selling  Experiences 

"I  wish  that  you  would  advocate  through  your  paper 
that  all  holidays  be  observed  on  a  Monday  or  a  Saturday," 
remarked  a  prominent  shoe  jobber  this  week.  "There  should 
be  a  statutory  enactment  that  Victoria  Day,  the  King's 
birthday,  Dominion  Day  and  one  or  two  others  should  be 
commemorated  on  a  Monday  and  not  move  from  one  day  to 
another.  What  I  mean  is  this.  Take  last  week  for  example, 
Wednesday  being  a  holiday,  our  travelers  could  not  go  out 
on  their  usual  weekly  trips  owing  to  the  break  or  interruption 
in  the  middle  of  the  week  and  then  things  were  very  quiet 
around  the  warehouse.  An  isolated  mid-week  holiday,  in 
my  opinion,  does  not  do  any  one  much  good,  as  the  time  is 
too  short  for  the  office  man  or  the  employer  to  leave  the  city, 
and,  if  he  hastens  back,  he  is  more  thoroughly  tired  than  if 
he  had  worked  right  through.  You  have  no  idea  how  busi- 
ness is  disturbed,  and  how  it  disorganizes  the  system  of  the 
house  generally.  The  day  before  and  the  day  after  a  holiday 
no  one  feels  like  or  rather  does  not  do  the  usual  amount  of 
work.  Now  Labor  Day,  Thanksgiving  day  and  Civic  holi- 
day are  all  celebrated  on  a  Monday,  and  the  travelers,  clerks 
and  office  help  know  how  to  appreciate  two  or  three  days 
respite  from  duty.  When  the  week  opens  up  on  Tuesday 
morning  everybody  is  refreshed  and  ready  to  start  in  with 
vigor  and  continue  until  Saturday  noon  again.  It  would  be 
going  only  a  step  or  two  farther  to  have  the  observance  of 
Victoria  day,  Dominion  day  and  the  other  isolated  holidays 


Public  Holiday  Celebrated  on  a  Monday — Prizes  for 
—Curtailing  Freak  Creations. 

held  on  the  nearest  Monday  to  the  date  on  which  they  regu- 
larly fall,  and  thus  the  great  mass  of  toilers  would  have  Sat- 
urday afternoon,  Sunday  and  the  Monday  following  in  which 
to  recuperate,  take  a  jaunt  to  the  country,  or  pay  a  visit  to 
some  other  town.  A  single  holiday  is  generally  a  bore  and  an 
abomination  to  all  concerned." 

Another  side  of  the  picture  was  presented  in  conversa- 
tion with  a  retailer  from  a  near-by  town.  The  question  was 
being  discussed  and,  when  the  plea  of  the  wholesaler  was 
urged,  the  dealer  remarked," Oh,  that  is  all  right  from  his 
standpoint  and  what  the  jobber  says  is  perhaps  true  in  the 
larger  cities,  but  in  market  towns  and  other  rural  centres 
it  is  entirely  different.  Now  when  a  holiday  falls  in  the 
middle  of  the  week— say  on  a  Tuesday,  Wednesday  or  Thurs- 
day— it  means  a  great  deal  to  us  as  we  have  practically  the 
trade  of  two  Saturdays  in  that  week.  Saturday  is  always 
our  biggest  day  for  business  in  the  towns  and  smaller  cities, 
and  when  there  is  a  midweek  holiday  we  often  enjoy  receipts 
equal  to  a  second  Saturday.  People  will  come  in  on  the  pre- 
vious day  and  evening  and  buy  new  footwear  to  celebrate 
the  holiday.  They  want  new  shoes  for  May  24,  or  July  1,  or 
any  special  occasion.  We  find  the  week  in  which  there  is  a 
holiday  the  best  in  the  business,  even  if  we  do  close  up  one 
day.  Now  last  week,  for  instance,  I  took  in  over  one  hundred 
and  fifty  dollars  more  than  I  did  the  previous  week  when  there 
was  no  holiday.    It  was  all  owing  to  the  trade  which  I  did 
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on  the  day  and  evening  before  the  24th.  So  you  see  there  are 
two  sides  to  every  question  and  what  proves  ill  to  one  busi- 
ness blows  good  to  another." 

Too  Many  Freak  Styles. 

In  both  the  United  States  and  in  Germany  it  has  been 
felt  for  some  time  that  there  has  been  too  great  a  multiplicity 
of  styles  in  shoes,  particularly  of  the  extreme  pattern,  and 
efforts  of  a  concerted  nature  have  been  made  in  both  countries 
by  the  leading  manufacturers  to  curtail  the  number.  Fac- 
tories have  not  made  the  money  that  they  should  owing  to  the 
heavy  outlay  for  lasts  and  patterns,  and  jobbers  have  found 
themselves  in  unpleasant  positions  by  reason  of  having  to  give 
orders  several  months  ahead,  and  when  the  makers  have 
been  able  to  fill  them,  very  often  certain  lines  have  undergone 
a  radical  change  and  the  jobber  loses.  A  year  or  two  ago 
the  desire  for  something  new  and  startling  manifested  itself 
more  in  the  way  of  colors  in  leathers  for  which  there  would 
be  an  unprecedented  demand  which  would  tax  the  energies 
and  capacities  of  the  tanners  to  the  utmost.  Now  altera- 
tions run  more  to  toes,  heels  and  shanks,  and  the  effects  are 
outre  and  dazzling  in  some  cases.  A  certain  toe  is  popular 
to-day  while  it  may  be  repellant  tomorrow.  The  taste  of  the 
public  may  be  fickle  but  it  has  been  encouraged  by  last  makers, 
who  seem  to  vie  with  one  another  as  to  how  far  they  may  go 
in  creating  outlandish  novelties.  The  National  Shoe  Manu- 
facturers of  the  United  States  recently  agreed  that  eight 
specific  styles  for  men,  and  eight  for  women  should  embody  all 
that  is  required  to  satisfy  the  wants  of  the  consumer,  but,  of 
course,  there  will  always  be  a  few  makers  that  will  reach 
out  for  something  different  on  the  plea  that  the  freak  shoe  of 
to-day  may  become  a  standard  style  of  the  morrow.  This 
is  not  very  often  the  case,  and  the  sane,  conservative  and  com- 
fortable lines  have  proved  the  more  profitable  and  most 
permanent  all  around.  Germany  is  now  following  the  suit 
of  the  American  manufacturers  and,  at  a  recent  conference 
in  Berlin,  a  committee  was  appointed  to  prescribe  a  limited 
number  of  styles  and  prevent  freak  shapes.  The  chairman 
was  of  the  opinion  that  eight  models  for  men  and  as  many  for 
women  were  adequate,  and  this  view  will  doubtless  be  endorsed 
by  all  manufacturers  who  think  that  extreme  effects  have 
gone  far  enough.  In  the  line  of  feminine  attire  the  hobble 
and  the  trouser  skirt  have  been  tabooed.  Their  reign  was 
short  and  in  shoedom  eccentric  productions  will  also  fall  by 
the  wayside  unless  the  temper  and  tendency  of  the  times  are 
read  awrong  by  the  discriminating. 

Prefer  More  Stability 

Few  retailers  in  Ontario  have  made  any  money  out  of 
"show  shoes"  and  they,  along  with  jobbers  and  manufac- 
turers in  Canada,  prefer  more  stability  in  models.  The  shape 
of  the  human  foot  does  not  change,  but  certain  interests 
would  seek  to  impress  the  fact  that  it  did  judging  by  what 
they  are  essaying  to  foist  on  the  public.  After  all  the  demand 
for  capricious  and  whimsical  creations  is  limited,  and  the 
well-dressed  man  or  woman  chooses  something  that  embodies 
neatness,  elegance,  dressiness  and  artistic  appearance,  and 
not  the  loud,  variegated  and  ostentatious  where  everything 
appears  to  have  been  given  expression  except  quietness,  fit, 
simplicity  or  harmony.  There  is  really  no  reason  or  justi- 
fication for  some  of  the  idiosyncratic  offerings  now  on  the 
market  except  that  for  window  display,  passing  attention 
may  be  drawn  or  money  extracted  from  those  who  have  more 
of  this  world's  substance  than  they  know  what  to  do  with 
and  prefer  to  scatter  it  to  gratify  a  desire  or  parade  something 


in  footwear  more  resembling  the  raiment  of  an  Apache  Indian 
chief  or  a  gaily  caparisoned  Sioux  squaw. 

Prizes  for  Selling  Experience. 

A  new  feature  in  this  issue  of  the  Shoe  and  Leather 
Journal  is  presented  on  another  page  wherein  offers  of  gener- 
ous prizes  are  made  for  the  salesmen  in  retail  stores  who  fur- 
nish the  best  instances  from  month  to  month  in  the  matter  of 
increasing  their  sales.  This  competition  cannot  fail  to 
prove  helpful  and  instructive  to  all  ambitious  young  men  who 
desire  to  climb  the  ladder  of  success.  At  the  same  time  the 
free  interchange  of  ideas  and  insight  into  the  great  problem 
of  salesmanship  will  be  beneficial  and  stimulating  to  all  who 
cater  to  the  varied  wants  of  the  public.  The  riddle,  which 
every  merchant  is  seeking  to  solve,  is  how  to  legitimately 
increase  his  sales,  furnish  a  satisfactory  service,  sell  higher 
grade  goods  and  win  new  customers,  as  well  as  retain  the 
patronage  of  old  ones.  The  more  frequently  a  stock  is  turned 
over,  the  more  a  firm's  business  expands,  the  better  are  con- 
ditions all  around.  An  efficient  sales  force  is  one  of  the  most 
important  and  effective  means  of  capturing  the  trade.  Situ- 
ations arise  every  day  which  require  tact,  intelligence  and 
diplomacy  in  treatment.  Customers  are  often  misunder- 
stood and  so  are  clerks.  When  circumstances  of  unusual 
character  are  encountered,  a  salesman  has  to  exercise  skill, 
initiative,  good  judgment  and  sound  argument.  In  the  com- 
petition, which  has  begun,  all  retail  clerks  are  invited  to  take 
part  and  convert  their  experiences  or  ideas  into  money.  In 
making  the  awards  from  month  to  month  literary  ability 
will  not  count,  but  adaptability  and  resource,  executive  talent 
and  original  methods  are  what  will  weigh  in  the  matter  of 
prizes.  Every  clerk  has  experiences  of  which  he  has  informed 
his  employer  or  a  fellow  clerk.  Now  sit  down  and  tell  it  to 
the  Shoe  and  Leather  Journal  and  reap  some  return  for 
the  narration  of  the  experience. 

Discouraging  a  Nuisance. 

A  Toronto  wholesaler  remarked  this  week  that,  while 
the  habit  of  certain  persons  in  going  to  his  warehouse  to 
obtain  footwear  at  jobbers  prices  had  almost  disappeared, 
still  there  were  a  few  who  thought  that  they  should  get  their 
shoes  wholesale  just  because  they  had  given  a  traveler  a  tip 
where  he  could  get  some  business,  or  their  relatives  were 
in  the  shoe  business  at  one  time,  or  in  a  certain  town  or  be- 
cause they  happened  to  work  in  a  wholesale  house  in  another 
line.  It  required  decision  and  backbone  to  turn  these  people 
down  and  they  often  went  away  in  a  huff,  but  the  line  had  to 
be  drawn.  "I  have,"  he  continued,  "made  far  more  enemies 
than  friends  by  shutting  down  entirely  on  the  practice,  but 
no  retailer,  of  late  years,  has  been  able  to  point  to  a  single 
instance  that  I  am  aware  of  where  I  have  trenched  on  his 
ground.  I  believe  in  giving  the  retailer  every  show.  His  lot 
is  hard  enough  in  the  face  of  strong  competition.  I  think 
that  all  local  jobbers  are  a  unit  in  extending  to  him  a  helping 
hand.  To  those  most  persistent  we  point  out  that  we  have  no 
facilities  for  fitting  in  the  warehouse  and  that  we  have  no 
lines  handy  that  will  meet  their  requirements  such  as  a 
retailer  has.  If  they  then  do  not  take  the  hint  we  either 
refuse  them  point  blank  or  charge  the  more  importunate  ones 
the  full  retail  price  and  send  the  dealer  a  credit  note  for  the 
difference.  Like  a  retailer  starting  a  strictly  cash  system  of 
trade  the  greatest  difficulty  is  at  the  outset,  but  once  the 
plunge  is  taken,  after  that  it  is  comparatively  easy  and  a 
dozen  refusals  to  favor  private  parties  have  been  the  means 
in  my  case  of  putting  a  stop  to  a  practice  that  was  once  quite 
common.   "Positively  no  goods  sold  retail,"  is  lived  up  to. 
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Featuring  Children's  Footwear 

A  Novel  Window  Display  That  Proved  a  Fine  Business-Getter— The  Value  of  Concentration  upon  One  Special 
Line  Again  Demonstrated— Another  Example  of  the  "Pulling  Power"  of  the  "Unit"  Style  of  Display. 


It  is  frequently  said  that  there  is  no  such  thing  as  origi- 
nality in  these  days.  Perhaps  not,  but  there  are  new  ways  of 
handling  old  ideas  which  prove  just  as  effective  as  though 
absolutely  original.  It  is  immaterial  which  class  the  above 
display  comes  under.  It  was  effective  in  selling  goods,  and 
in  maintaining  the  firm's  record  for  striking  displays,  and  that 
is  what  counts. 

This  display  was  executed  by  A.  A.  Daoust  for  Geo.  G. 
Gales  &  Co.,  and  showed  exclusively  L.  H.  Packard's  new 


by  L.  H.  Packard  &  Co.,  for  displaying  this  small  footwear. 
The  method  of  fastening  the  small  shoes  to  skins  on  the 
pedestal  and  the  bottom  arrangement  drew  forth  the  fre- 
quently heard  very  feminine  compliment,  "Aren't  they  cute?  " 
Naturally,  when  a  woman  considers  a  thing  "cute  "  she  wants 
it  right  away.  Whether  Mr.  Daoust  intended  this  or  not, 
he  got  it,  anyway.    That's  the  main  thing. 

Following  precedent,  this  display  is  not  the  least  bit 
crowded.    In  these  days  of  high  taxes  and  store  rents,  the 


Don't  they  look  cute?"  the  woman  said,     They  took  the  feminine  eye,  hence  sold  rapidly. 


"Imperial"  right  and  left  soft  sole  of  children's  footwear  in 
all  the  latest  shades  and  patterns. 

The  trim  was  made  mostly  with  lambskins  specially 
tanned  in  all  the  popular  shades.  The  skins  were  draped 
around  pedestals  and  also  caught  up  very  effectively  at  the 
back  of  the  window  as  shown. 

Of  course,  these  dainty  little  shoes  attracted  much  at- 
tention and  there  was  a  constant  knot  of  spectators  in  front 
of  the  window.  This  is  accounted  for  not  only  by  the  unique 
arrangement  of  d isplay  itself,  but  also  because  it  was  the 
first  time  children's  shoes  had  been  shown  in  right  and  left 
lasts,  the  same  as  in  the  larger  sizes.  The  strategical  posi- 
tion of  the  showcard  drives  home  this  fact  very  effectively. 

Note  the  unusually  shaped  stands  specially  designed 


merchant  must  dress  his  windows  as  effectively  as  possible 
to  get  the  most  value  from  their  use.  It  has  been  proven 
over  and  over  again  that  the  shoeman  who  crams  his  windows 
with  a  heterogeneous  collection  of  every  kind  of  shoe — under 
the  mistaken  idea  that  people  want  to  see  the  whole  stock 
on  exhibition — is  simply  defeating  the  object  aimed  at.  Peo 
pie  are  attracted  into  the  store  by  a  well-arranged,  uncrowded 
display,  not  by  piles  of  goods  dumped  therein.  Quality 
not  quantity,  is  what  counts.  There  are  many  good  sugges 
tions  in  this  display  for  the  shoeman  willing  to  take  the  time 
and  thought  to  work  them  out. 

You  get  paid  good  for  good  and  had  for  bad,  and  neve 
get  good  for  had  or  bad  for  good. 


THE  SHOE  AND  LEATHER  JOURNAL 
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CONVERT  YOUR  SELLING 
EXPERIENCES  INTO  CASH 

FOUR  CASH  PRIZES  OFFERED  FOR  THE  BEST  EX- 
AMPLES OF  GOOD  SALESMANSHIP  FURNISHED  BY 


RETAIL  CLERKS 

We  believe  there  is  a  higher  quality  of  salesmanship  exercised  in  the  shoe  store 
than  in  any  other  line  of  trade,  just  as  we  believe  that  in  all-round  merchandiz- 
ing ability  the  dealer  in  shoes  and  findings  need  take  second  place  to  no 
other  retailer.  As  a  matter  of  fact,  when  it  comes  to  really  creating 
demand  for  worthy  goods,  he  is  in  a  class  by  himself. 

The  clerks  in  the  shoe  store  could  give  closer  study  to  the  development  of 
their  selling  ability,  with  large  profit  to  both  themselves  and  their  employers. 
As  one  means  of  stimulating  fresh  interest  in  this  very  important  matter  we 
are  going  to  offer  four  prizes  every  month  for  the  best  examples  of  good 
salesmanship  furnished  by  clerks  in  the  shoe  stores  throughout  Canada. 


1st  Prize 
2nd  " 
3rd 
4th 


$5.00  Cash 
3.00 
2.00 
1.50 


In  addition  to  these  four  prizes  we  will  pay  ONE  DOLLAR  for  each  selling  experience 
not  among  the  prize  winners,   but  which  we  consider  worth  publishing. 

■  Every  clerk  comes  in  contact  with  numbers  of  customers  each  day  and  if  he  is  wideawake, 
has  selling  experiences  that  would  make  very  interesting  reading.  What  we  want  par- 
ticularly is  instances  of  where  customers  have  been  sold  higher  grade  goods  than  they 
had  intended  buying,  and  where  they  have  been  induced  to  make  purchases  m  excess  of 
those  they  had  in  mind  when  they  went  into  the  store. 

Always  bear  in  mind  that  salesmanship  is  TEACHING— teaching  your  people  to  buy 
more  and  better  goods  than  they  ever  have  before-teaching  them  the  desirability,  and, 
in  a  great  many  cases,  the  real  economy  of  the  higher  grade  merchandize. 

The  methods  by  which  this  can  be  accomplished  will  make  a  fascinating  study  for  every 
shoe  clerk  in  Canada.  Intelligent  effort  and  observation  will  enable  you  to  attain 
surprising  results. 

Send  your  experiences  to  The  Shoe  and  Leather  Journal  each  month.  Your  interest 
in  this  competition  will  be  best  repaid  by  the  improvement  made  m  your  selling  ability 
and  the  personal  satisfaction  you  will  get  out  of  it.  Besides,  is  there  any  reason  why  you 
shouldn't  be  one  of  the  prize  winners  ? 

Your  ability  to  write  an  article  about  your  experiences  will  not  be  considered.  It's  selling 
not  literary  ability  that  counts.  We  don't  care  if  you  scribble  on  wrapping  paper  with 
blue  pencil,  so  long  as  you  make  clear  the  methods  that  you  have  found  successful. 
We'll  see  that  they  are  described  in  good  newspaper  style. 


Sit  down  and  write  the  editor  of  the  SHOE  AND  LEATHER  JOURNAL  to-day, 
saying  you   are  interested   and  intend  taking  part  in   this  competition. 

JULY  1st— COMPETITION  CLOSES  JUNE  20th 


Lights  and  Shadows  of  the  Road 


"That  was  a  good  sermon  you  gave  u;.  Charlie,  or  rather 
suggested  for  the  preacher  to  hand  out  to  travelers,"  said 
the  jewellery  man  as  the  boys  crowded  the  smoker  on  the 
Friday  evening  train.  "The  boys  have  been  dissecting  it 
all  week.  I  heard  two  fellows  at  the  hotel  at  Walkerton 
discussing  it  last  Wednesday  after  supper,  and  I'm  blest  if 
they  didn't  hunt  up  the  Presbyterian  prayer  meeting  after- 
wards, and  they  had  no  customers  in  view  either." 

"Say,  Charlie,"  chimed  in  the  clothing  man;  "what 
would  you  call  the  traveler's  graces?  I  know  a  fellow  has 
to  have  faith,  hope  and  charity  to  get  on  at  our  business  as 
at  anything  else,  but  what  would  you  consider  the  crowning 
virtues  of  a  good  salesman?" 

"Now  that  you've  asked  me,"  responded  the  dry  goods 
man,  "I  would  say  that  the  three  traveler's  graces  are 
'faith,  hope  and  charity,'  but  I  would  translate  charity  as 
'tact';  and  the  greatest  of  all  these  is  tact,  or  charity  or  love, 
or  whatever  you  like  to  call  thinking  for  the  other  fellow.  You 
can't  get  far  on  the  road,  as  one  of  the  boys  said  the  other  day, 
without  faith,  and  you  won't  stay  long  at  it  without  hope; 
but  if  you  haven't  tact  your  faith  and  hope  will  land  you 
back  in  the  warehouse  or  on  the  street.  The  man  who  thinks 
for  the  other  fellow  even  in  this  selfish  world  makes  head- 
way. The  chump  who  blunders  on,  butting  into  this  one  and 
falling  over  that  fellow,  doesn't  know  the  art  of  selling  goods." 

"You're  right,  Charlie,"  broke  in  the  shoe  drummer, 
"  I  remember  when  I  first  went  up  the  road  I  was  in  a  dickens 
of  a  hurry  to  cover  my  ground  and  said  a  lot  of  strong  things 
about  the  stiffs  who  kept  me  waiting  around  instead  of  look- 
ing at  my  line.  I  got  a  lesson  one  day  from  an  old  stand-by 
of  the  house  that  gave  me  two  or  three  thinks.  I  had  called 
twice  and  found  him  busy  each  time.  I  think  I  showed  some 
impatience  the  second  time,  and  when  I  went  back  it  was  near 
evening  and  I  was  anxious  to  get  away  on  the  late  train.  I 
wanted  him  to  see  me  that  night  after  supper,  but  he  said 
he  had  an  engagement  and  I  would  have  to  call  in  the  morn- 
ing. I  was  quite  huffy,  and  as  I  got  to  the  door  he  called  me 
back  and  told  me  I  needn't  stay  on  over  his  account,  that  he 
would  take  his  chances  in  either  waiting  for  my  next  call  or 
picking  up  what  he  wanted  elsewhere.  I  stayed,  of  course, 
and  next  morning,  after  buying  a  nice  bill  from  me  he  gave 
rnc  a  quiet  little  lecture  on  hurry  in  business  or  anything 
else.  I  might  have  lost  the  house  one  of  the  oldest  and  best 
customers — and,  lost  a  good  traveler's  best  quality,  tact." 

"Talking  about  tact,"  said  the  leather  man,  "I  had  a 
shoe  manufacturer  once  as  a  customer  whom  I  never  could 
do  anything  much  with  him  till  I  found  that  the  old  fellow 
made  a  hobby  of  getting  down  to  the  factory  with  the  men 
at  seven  o'clock  and  going  home  to  breakfast  at  eight-thirty. 
I  caught  him  one  morning  at  eight,  and  he  was  as  pleased  as 
a  kid  when  I  complimented  him  for  being  hard  at  it  when 
most  of  the  younger  men  at  the  business  were  still  snoozing. 
I  got  a  good  order,  and  when  I  wanted  to  get  on  a  particularly 
good  footing  with  him  afterwards  I  made  it  a  point  to  catch 
him  between  seven  thirty  and  eight.  Of  course  sometimes 
he  put  me  off  till  later,  but  I  had  him  on  the  soft  spot. 

"There  are  men  on  the  road,"  said  the  necktie  man, 
"  who  sure  need  a  sermon  on  tact.  I  was  talking  to  a  customer 


m  H —  this  week,  when  a  swell  of  a  fellow  came  into  the  store 
and  butted  right  in,  handing  the  proprietor  his  card  and 
asking  when  he  could  call  at  the  hotel  and  see  his  goods. 
The  customer  is  a  peaceable  fellow  but  as  touchy  as  Lucifer 
on  travelers'  manners.  He  quietly  tore  up  the  pasteboard, 
threw  it  behind  the  desk  and  quietly  said,  'I'm  too  busy.' 
You  bet  the  swell,  whoever  he  was,  went  out  looking  like 
thirty  cents.  'Wouldn't  that  toast  you?'  said  the  merchant. 
That  ass  hasn't  enough  common  everyday  manners  to  keep 
him  from  interrupting  a  conversation  and  he  expects  to 
sell  goods.  I'd  never  buy  a  dollar's  worth  from  him  if  he  was 
the  last  man  carrying  the  line  from  Montreal  to  Windsor.' 
I  don't  know  who  the  fellow  was,  but  he  illustrates  more  or 
less  some  of  the  chumps  on  the  road  who  forget  that  the 
first  qualification  of  a  traveler  is  tact,  not  to  say  gentle- 
manliness." 

"It  takes  a  lot  of  tact  these  days  to  get  around  from 
Monday  morning  till  Friday  night  without  running  up 
against  a  good  deal  of  trouble,"  said  the  furniture  man, 
"I've  a  fellow  on  my  beat  who  is  one  of  the  best  known 
furniture  men  in  Ontario  and  who  is  some  political  pump- 
kins, too,  but  who  treats  travelers  so  mean  that  it  is  hard  to 
know  whether  tact  or  anything  else  is  not  thrown  away  on 
him.  He  has  a  habit  of  looking  over  a  fellow's  designs, 
making  a  mental  note  of  what  he  wants  and  then  writing 
the  house  and  claiming  a  reduction  of  five  per  cent,  for  buying 
direct.  As  most  of  the  furniture  travelers  work  on  a  commis- 
sion basis  it  makes  constant  trouble  between  them  and  their 
houses.  This  fellow  is  quite  a  'society'  man,  and  I  happened 
to  find  out  that  he  was  a  member  of  an  order  with  which 
I  am  connected.  I  gave  him  the  sign  and  we  were  soon  in 
the  middle  of  a  friendly  discussion  of  the  order  and  its  work. 
I  don't  believe  in  using  a  lodge  for  business  purposes,  but  in 
this  case  I  thought  I  was  entitled  to  the  protection  com- 
mon brotherhood  in  a  society  is  supposed  to  give  a  fellow. 
I  have  been  one  of  the  few  who  have  side  stepped  this  brothers 
mania  for  cancelling  and  for  going  the  travelers  as  double 
cross." 

"Yes,"  said  the  dry  goods  man  as  the  boys  gathered 
up  their  grips  as  the  train  neared  Parkdale,  "the  greatest 
of  these  is  tact.  I  have  saved  many  a  customer  to  the  house 
and  many  an  order  on  my  own  account  as  well  as  that  of 
the  firm  by  exercising  tact.  Only  today  I  went  into  a  large 
store  in  Hamilton  and  although  the  proprietor  is  usually 
pleased  to  see  me  I  saw  at  a  glance  that  he  had  just  been 
perusing  some  papers  that  had  worried  him  and  I  said  in 
an  instant,  T  shall  call  later,  I  see  you're  busy.'  He  called 
me  before  I  reached  the  door,  and  on  coming  back  he  thrust 
the  papers  into  the  drawer  and  explained  that  he  had  just 
received  notice  that  he  could  not  secure  a  re-lease  of  his 
premises  and  was  thus  annoyed.  He  appreciated  my  desire 
not  to  intrude  when  I  thought  him  busy,  and  after  a  little 
personal  chat  in  which  he  asked  my  opinion  with  regard 
to  several  possible  locations,  he  closed  a  nice  order  with  me. 
Had  I  not  shown  a  tendency  to  break  away  when  I  thought 
he  was  busy  I  should  probably  have  had  to  break  ice  with 
rather  indifferent  success.  I  think  it  is  up  to  a  traveler  to 
size  up  the  surroundings,  humor,  and  peculiarities  of  his  man.' , 


The  Thoughts  of  Others 


"We  consider  your  paper  carries  a  lot  of  advertising 
and  reading  matter  that  will  well  repay  study  to  any  one 
interested  in  the  boot  and  shoe  business."— Scottish  Whole- 
sale Speciality  Co.,  Winnipeg,  Man. 


"Your  articles  on  salesmanship  are  very  interesting 
and  'Stray  Shots'  is  quite  a  feature.    I  think  the  Shoe  and 
Leather  Journal 
B.  C. 


fine." — James   Maynard,  Victoria, 


"Enclosed  you  will  find  my  subscription  for  another  year 
Just  let  me  express  my  appreciation  of  your  efforts  in  bringing 
the  Shoe  and  Leather  Journal  to  its  present  high  standard 
of  efficiency." — W.  E.  Laidlaw,  Kamloops,  B.  C. 

*  *  * 

"I  beg  to  say  that  in  my  twenty-five  years  in  the  retail 
business  I  have  been  a  subscriber  to  anumber  of  trade  journals 
and  I  am  pleased  to  state  that  I  have  always  got  more  than 
my  money's  worth.  Be  it  said  to  the  credit  of  the  Shoe 
and  Leather  Journal,  I  have  never  had  a  trade  paper  that 
has  given  me  more  satisfaction.  Wishing  you  continued 
prosperity."— L.  E.  Chamberlain,  Sherbrooke,  Que. 

*  *  * 

"Your  paper  shows  some  beautiful  cuts  and  contains 
a  mine  of  valuable  information  that  possibly  would  not  be 
obtained  by  any  other  channel"— William  Conroy,  Charlotte 
town,  P.  E.  I. 

*    *  * 

"Your  Journal  is  a  good  one  for  the  shoe  trade  and 
keeps  us  posted  on  a  great  many  things  that  are  of  much 
interest.  I  look  for  it  now  oftener  than  when  I  got  it  once 
a  month  and  read  with  interest  the  items  on  rubber  terms 
and  selling  operations  and  the  different  discussions  on  trade 
and  new  styles  of  shoes  for  the  different  seasons."— D.  T. 
Gledhill,  Kincardine,  Ont. 

*  *  * 

"Your  paper  has  shown  much  improvement  of  late 
months  and  it  contains  a  great  deal  of  useful  information 
and  timely  pointers."— F.  L.  Hamilton  and  Son,  Gait,  Ont. 

*  *  * 

"I  read  your  publication  with  a  great  deal  of  interest 
and  profit.  May  it  continue  in  its  good  work  in  behalf  of 
the  shoe  trade  of  Canada."  F.  R.  Foley,  Bowmanville,  Ont. 

*  *  * 

"The  best  Journal  for  the  new  business  man.  The 
cuts  and  artistic  designs,  which  fill  the  numerous  pages, 
are  admirable."— Shields  and  Mogridge,  Swift  Current,  Ont. 

*  *  * 

"I  have  found  your  publication  a  great  help  to  me  in 
business  and,  should  I  ever  go  into  business  again,  you  will 


do  me  a  favor  if  you  will  let  me  have  your  paper."— W.  Kirk, 
Merrickville,  Ont. 

*  *  * 

"The  Shoe  and  Leather  Journal  gives  valuable  in- 
formation regarding  styles  and  colors  of  goods  to  be  worn 
the  following  season  which  always  helps  the  shoe  dealers  m 
ordering  goods  in  advance.  It  also  gives  rubber  conditions 
as  far  as  any  one  can  follow  them."— Hugh  Mackay,  Trenton, 
N.  S. 

*  *  * 

"I  hope  that  increased  business  may  soon  lead  you  to 
publish  your  Journal  weekly.  You  are  doing  well."— 
Rowland  Hill,  London,  Ont. 

*  *  * 

"I  have  found  the  Shoe  and  Leather  Journal  help- 
ful and  stimulating  as  well  as  a  source  of  reliable  information 
and  would  as  soon  go  without  my  daily  paper  as  without 
your  publication.  The  healthy  attitude  you  take  toward 
merchandizing,  suggestions  regarding  store  management, 
card  writing  and  advertisement  criticising  are  all  a  stimulant 
to  the  retailer  and  his  staff,  and  go  to  give  your  medium  a 
warm  place  among  the  shoe  trade  of  Canada."— H.  E. 
Buchanan,  Liverpool,  N.  S. 

%  * 

"The  advertisements,  fashions,  and  useful  reading 
matter  are  all  catchy  and  snappy  and  up  to  date  and  every 
one  in  the  retail  trade  should  be  a  subscriber  of  the  Shoe 
and  Leather  Journal."— D.  C.  McDonald,  Antigonish, 
N.  S. 

*  *  * 

"Keep  up  the  good  work.  We  must  congratulate  you 
on  your  progress.  We  can  not  see  where  American  journals 
can  do  much  better  than  you  are  doing."— Porter  and 
Robbins,  Yarmouth,  N.  S. 

*  #  * 

"The  Journal  shows  wonderful  advance  in  the  making 
of  fine  shoes  in  Canada.  Our  salesmen  look  for  each  issue 
and  read  it  thoroughly,  As  salesmen  we  are  proud  to  think 
that  Canadians  have  a  magazine  in  this  line  which  is  equal 
to  any  publication  of  a  like  nature."—  The  Edward  Stark 
Shoe  Co.,  Limited,  Vancouver,  B.  C. 


"Commenting  upon  the  Canadian  Shoe  and  Leather 
Journal,  I  consider  it  equal  to  any  journal  or  record  for 
the  shoe  and  leather  trades  and  should  find  its  way  into 
every  shoe  and  leather  business,  wholesale  and  retail. "- 
Joseph  S.  Fry,  1922  Queen  Street,  E.,  Toronto,  Ont. 


'Your  paper  is  a  good  one  and  I  congratulate  you  on 
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the  progress  that  it  is  making  and  the  bright  way  in  which 
trade  topics  are  treated." — G.  J.  Clayton,  Hamilton,  Ont. 

"I  always  look  forward  to  receiving  your  Journal 
from  month  to  month  and  consider  it  the  best  of  them  all." 
— AY.  E.  Sinclair,  New  Westminister,  B.  C. 

*  *  * 

"I  have  been  a  subscriber  to  your  publication  for  about 
four  years  and  it  is  all  right." — T.  J.  Mowat,  manager  of 
Xeill  Shoe  Store,  Chatham,  Ont. 

•'As  a  traveling  representative  I  find  the  Shoe  and 
Leather  Journal  a  great  help  to  myself,  and  also  a  know- 
ledge finder  to  many  of  the  shoe  merchants  that  I  call  on." 
— H.  B.  McGee,  Toronto. 

*  *  * 

"I  like  your  paper  and  find  it  an  excellent  periodical 
for  the  trade." — A.  Wellwood,  1250  Bloor  St.  West,  Toronto. 

*  *  * 

"One  can  find  some  very  useful  articles  in  your  book. 
No  shoe  man  should  be  without  it." — A.  Blackie,  Annapolis 
Royal,  N.  S. 

"  It  is  certainly  one  fine  book.  There  is  always  something 
in  them  of  use  to  a  shoe  man." — F.  G.  Ibson,  Halifax,  N.  S. 

*  *  * 

"I  think  it  is  great.  I  would  not  be  without  it,  and 
cannot  say  too  much  on  behalf  of  your  publication." — 
M.  J.  Chouquette,  Sherbrooke,  Que. 

*  =!=  # 

"Your  editorials  are  fine.  'Business  Boosters'  and 
'Random  Hits'  are  fine." — E.  G.  McColough,  Limited, 
St.  John,  N.  B. 

•Jr.      *  * 

"One  can  find  some  useful  ideas  and  it  also  keeps  a 
man  in  touch  with  the  manufacturers." — C.  E.  Belyea, 
St.  John  West,  N.  B. 


"Your  Journal  must  have  a  large  circulation  as  one 
or  two  dealers  have  asked  me  if  I  was  a  subscriber." — Thos. 
Dussault,  president  of  the  Boot  and  Shoe  division  of  the 
Retail  Merchants  Association,  Montreal. 

#  *  * 

"It  is  a  very  useful  book.  One  can  get  some  fine  ideas 
out  of  it." — Ryan  Bros.,  Truro,  N.  S. 

#  #  # 

"I  like  'Stray  Shots'  and  'Business  Boosters,'  and 
also  find  the  ads  very  interesting." — F.  S.  Williams,  Marys- 
ville,  N.  B. 

"I  like  the  window  dressing  articles  and  also  the  'Busi- 
ness Boosters.' — Harry  Rich,  Chatham,  N.  B. 

#  *  * 

"The  paper  is  just  the  thing,  'Business  Boosters' 
and  'Window  Dressing'  are  fine." — E.  A.  McMillan, 
Newcastle,  N.  B. 

"I  like  your  Journal  very  much." — E.  J.  Cormier, 
manager  of  L.-Higgins  and  Co.,  Moncton,  N.  B. 

#  *  * 

"Your  spring  fashion  number  was  the  best  that  you 
have  ever  published.  The  reading  matter  and  also  the 
advertisements  were  gotten  up  in  very  tasty  form  and  fully 
equal  to  the  best  publications  in  this  line  that  we  have  ever 
seen." — Beardmore  &  Co.,  39  Front  Street,  E.  Toronto,  Ont. 

#  *  # 

"I  like  your  paper.  I  want  to  keep  posted  on  Canadian 
conditions  and  I  also  like  to  read  the  numerous  advertise- 
ments."— Geo.  P.  Balfer,  manager  Chicago  Tanning  Co., 
Montreal. 

"I  like  the  Shoe  and  Leather  Journal.  Give  us 
more  articles  on  store  management." — M.  Eveleigh,  Sussex, 
N.  B. 


Retail  Ad.  Criticisms 

Suggested  Improvements  Given  in  the  Most  Impartial  Spirit,  with  Malice  Toward  None— Value  of  Typographical 
Harmony— Panels  not  Suitable  to  Smaller  Ads— Absence  of  Bombast  Essential. 


The  John  Murphy  Co's  ad.  is  decidedly  attractive.  It 
is  one  of  the  best  displayed  ads.  that  has  ever  appeared 
in  the  criticism  columns  of  the  Shoe  and  Leather  Journal. 
The  first  striking  feature  about  it  is  the  exceedingly  dainty 
impression  it  conveys.  Look  at  it  for  a  moment,  and  see  if 
that  is  not  the  impression  that  comes  at  once  to  one's  mind. 
As  it  is  a  dainty  ladies'  patent  pump  for  evening  wear  that  is 
being  displayed,  this  impression  at  once  makes  a  strong  hit 
with  the  ladies. 

Here  is  a  very  pertinent  example  of  the  great  value  of 
harmonious  typographical  display  and  arrangement.  This 
is  a  specially-designed  plate  with  the  copy  set  into  a  mortise 
left  in  the  centre  of  the  plate.    Naturally,  it  cost  a  great  deal 


more  than  the  average  shoeman  could  profitably  pay  for  a 
plate  of  this  size,  unless  he  used  the  same  plate  constantly 
and  changed  the  copy  each  time.  It  shows,  however,  how 
effective  such  an  arrangement  is,  even  though  expensive. 
A  stock  cut  would  cost  much  less,  but  would  be  absolutely 
useless  in  comparison. 

In  this  ad.  there  is  really  nothing  to  criticise.  Border 
designs,  engraved  heading,  position  and  execution  of  cut, 
typography  and  preparation  of  copy,  all  are  decidedly 
effective  and  harmonious.  A  very  useful  point  is  brought 
out  in  the  copy,  i.e.,  the  protection  afforded  every  woman 
who  buys  a  trade-marked  shoe.  Quality,  style  and  fit  are 
assured.    This  idea  is  briefly  yet  forcefully  put.    A  range  of 
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prices  is  mentioned,  without  which  the  ad.  would  have 
lacked  point. 

Bartlett  &  Son's  ad.  naturally  suffers  somewhat  m  com- 
parison with  the  previous  ad.  It  would,  however,  be  some- 
what doubtful  policy  for  this  firm  to  go  to  the  increased  ex- 
pense necessary  to  secure  engraving  work  of  this  kind.  No 
printing  office  in  a  town  the  size  of  Brampton  could  supply 
such  work,  nor  is  it  likely  that  there  would  be  a  local  engraver 
to  handle  it.  Indeed,  the  average  shoeman  who  sticks  to 
plain  rules  and  ordinary  type  trusting  to  good  ideas  of  dis- 
play and  strong  copy  will  never  lack  results. 

The  first  thing  that  strikes  the  eye  in  connection  with 
this  ad.  is  its  extremely  disconnected  appearance.  ^  It  looks 
like  four  separate  notices,  at  first  glance.  This  is  a  pity, 
because  the  copy  in  the  two  central  panels  is  very  good  indeed. 
It  is  sensible  and  reads  just  as  though  a  salesman  were  doing 
the  talking.  This  naturalness  is  what  counts  every  time. 
Prices  are  also  mentioned — another  good  point. 

Still  another  good  feature  is  the  harmonious  type  used 
all  through  the  ad.  It  makes  for  good  display.  The  critic, 
however,  is  generally  opposed  to  the  panel  idea  in  ads.  of 


lower-case  letters,  which  are  much  more  legible.  The  critic 
would  suggest  that  the  sub-head,  "Astoria  Shoes  for  Men," 
and  copy  pertaining  thereto  be  run  right  across  the  ad., 
leaving  room  for  a  good  medium-sized  cut  of  a  man's  shoe 
in  the  upper  left-hand  corner.    The  sub-head  and  copy  for 


TpVEH-Y  woman  who  is  well  posted 
buys  only  trade-marked  goods. 
She  takes  no  risks,  for  the  reputation  of 
a  successful  product  is  too  valuable  to 
allow  any  deterioration. 

Thousands  of .  women  buy  "  Queen 
Quality  shoes  simply  because  years  of 
experience  lias  taught  them  that  any 
shoe-stamped  "Queen  Quality"  is  sure 
to.  be  absolutely  good. 


,  Prices  $3.00  to  $5.00 


A  striking  8-inch  d.c.  Montreal  ad.,  in  which  harmony 
is  the  keynote. 

this  size.  What  is  alright  for  the  department  store,  maybe 
all  wrong  for  the  smaller  business.    Here  is  a  case  in  point. 

If  a  six  point  round-cornered,  plain  rule  border  were 
run  around  the  whole  ad.  and  the  panels  done  away  with, 
the  heading  could  be  raised  at  least  y2  inch.  These  headlines 
should  be  set  the  same  size  as  at  present,  but  in  capitals  and 


n 


ii 


THE  NEW  SHOES 

FOR  SPRING  AND  SUMMER,  1911 

ARE  NOW    BEING   SHOWN  HERE 


ASTORIA 

Shoes  ior  Men 

are  so  unusually  good  that 
every  Ume  we  sell  a  p«ir  it's 
like  sending  some  one  out  to 
apeak  a  good  word  for  our 
shoes-.  The  new  shoes  are 
handsome.  We  would  like  to 
have  you  drop  in*  and  see 
them.  The  shoes  themselves 
will  eshibio  their  own  worth 
more  than  anything  we  might 
say  for  them. 

$3.00  to  $5.00 


SMARDON 

Shoes  for  Ladies 

You  will  find  it  a  real  ■plea- 
sure fitting  your  feet  out  here 
thu  spring,  the  assortment* 
are  so  large,  the  styles  so  be- 
coming »&d  our  prices  so  rea- 
sonable. Shoes  for  ladies  are 
built  to  stand  bard  wrar. 
wiihout  sacrificing  any  idj - 
portAnt  style  features.  You 
rfill  like  ou  new  styles, 

$2.50  to  $4.00 


BARTLETT  &  SON 

WHERE  THE  BEST  SHOES  COME  FROM 
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An  8-inch  d.c.  Brampton  ad.     Good  copy  smothered 
by  disconnected  setting. 

the  women's  shoe  should  be  treated  likewise,  but  a  cut  run 
in  the  lower  right-hand  corner  of  the  space.  This  would 
balance  the  ad.  The  body  type  in  each  case  should  be  larger, 
of  course;  about  twelve  point  at  least.  With  the  firm  name 
lowered  yi  inch,  there  would  be  plenty  of  room  for  these 
changes,  and  the  good  copy  would  be  much  more  effectively 
displayed.  A  good  layout,  which  space  forbids,  would  show 
the  value  of  the  suggested  changes  very  clearly. 


The  man  that  writes  the  ads.  doesn't  cover  this  pro- 
position. Every  good  thing  that  you  do  for  your  store,  every 
favorable  word  that  you  speak  about  your  store,  every  act 
of  courtesy  you  show  in  that  store  is  good  and  very  good 
advertising.  Putting  a  thing  in  print  and  having  a  man  act 
contrary  to  that  thing  is  like  sowing  the  best  grass  seed  on 
your  lawn  and  never  hitching  the  hose  on  to  the  faucet. 
Coming  back  to  the  ad.  man  himself,  above  all  things  get 
in  touch  with  his  thought.  If  he  is  laboring  every  day  with 
his  pencil  trying  to  show  people  the  advantages— the  con- 
veniences, the  service,  the  cleanliness  of  the  store,  and  the 
importance  of  paying  cash,  labor  with  him.  If  you  don't 
his  work  will  fall  flat.  To  me  there's  nothing  more  encour- 
aging than  to  hear  men  discuss  in  a  praiseworthy  manner 
the  general  policy  and  general  newspaper  advertising  of 
their  firm.  That,  gentlemen,  means  results.  You  can't  stop 
it.    Be  a  good  advertiser. 
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Business  Boosters 

Practical  Ideas  from  Here  and  There— Suggestions  From  Those  Who  Have  Found  Them 
Profitable— Watch  For  These  Timely  Items. 


Have  Work  Done  When  Promised. 

Calgary — "I  believe  a  repair  shop  can 
be  made  to  pa)-  for  itself  if  properly  run. 
That  has  been  my  experience,"  added  a  re- 
tailer, "and  I  have  found  that  it  brings 
:rade  to  the  store.  I  charge  a  moderate 
rate  and  give  my  man  ten  per  cent,  com- 
mission on  all  work  done  over  a  certain 
amount  each  week.  He  digs  in  and  we 
make  it  a  point  to  have  all  jobs  finished 
when  promised.  I  think  that  is  one  of 
the  strongest  points  in  retaining  custom 
next  to  good  neat  work  itself.  There  is 
nothing  that  angers  a  patron  more  than 
to  have  a  job  promised  for  a  certain  time 
and  then  not  have  it  ready  when  called 
for.  The  caller  loses  faith  in  your  word 
and  is  often  put  to  serious  annoyance  and 
inconvenience." 

Bigger  Percentage  on  Freaks. 

Regina — "It  is  all  right  to  handle  a  few 
freak  shoes  but  do  not  go  in  too  heavily 
'md  see  that  you  obtain  a  higher  percent- 
age of  profit  than  you  do  on  other  lines  or 
else  you  are  likely  to  lose.  Now,  on  a 
dozen  of  such  shoes  I  would  first  seek  to 
obtain  forty  per  cent,  and  would  probably 
get  rid  of  half  of  them  at  that  margin, 
then  I  would  drop  the  figure  to  twenty 
and  probably  clear  out  three  or  four  pair's 
more  before  the  season  closed  and  on  the 
two  pairs  that  'stuck'  I  would  be  pre- 
pared to  lose,"  declared  the  speaker. 

Keeping   the    Cartons  Filled. 

Toronto. — A  Yonge  street  shoe  dealer 
has  a  quick  method  of  keeping  his  cartons 
filled.  As  soon  as  a  pair  of  shoes  is  disposed 
of  the  carton  is  turned  upside  down  to  denote 
that  the  contents  have  been  sold.  Then 
a  salesman,  just  before  closing  time  each 
night,  takes  a  list  of  the  number  and  size 
of  all  the  shoes  that  have  been  sold  and  goes 
to  the  reserve  stock  room  early  in  the  morning 
and  sees  what  the  store  has  on  hand.  If  at 
all  possible  a  fresh  pair  of  the  number  and 
size  disposed  of  during  the  previous  day  is 
brought  down  and  placed  in  the  empty 
cartons  so  that  very  few  remain  upside  down. 
The  shelves  are  kept  well  stocked. 

Shoes  Up  Fifty  Cents. 

Owen  Sound — The  advantage  of  a  one- 
price  system  to  all  is  illustrated  by  an 
incident  told  by  an  old  established  shoe- 
man.  A  dry  goods  store  handles  footwear 
and  caters  particularly  to  the  sailors  and 
dock  laborers.  An  Italian  went  up  street 
one  Saturday  night  and  saw  a  pair  of  shoes 
at  the  front  of  this  business  place.  The 
clerks  were  all  busy  and  he  asked  the 
price  of  the  pair  and  was  told  two  dol- 


lars and  seventy-five  cents.  He  passed  on 
and,  after  going  to  the  post  office,  was 
repassing  the  establishment.  The  shoes 
still  took  his  eye  and  this  time  another 
clerk  rushed  to  the  front  and  endeavored 
to  make  a  sale.  "How  miuch?"  inquired 
the  son  of  Italy.  "Three  dollars  and  a 
quarter."  This  made  Pietro  angry  and 
he  entered  a  regular  shoe  store  and  related 
his  experience.  "No,"  he  said,  "don't  make 
no  purchases  in  there,"  naming  the  place. 
"Don't  like  their  way  doing  things.  Shoes 
ait  window  went  up  fifty  cents  in  less  than 
half  hour." 

Showing  Traveling  Outfits. 

Belleville,  Ont. — "I  fill  my  windows 
with  all  the  latest  things  in  the  line  of  holi- 
day accessories, "  remarked  a  local  dealer. 
"Now  is  the  particular  time  to  push  traveling 
bags  and  satchels,  valises  and  grips,  and  to 
elaborate  the  display  in  the  window  with 
timely  mottoes  and  hints  on  a  summer 
vacation.  Anything  that  will  bring  to  the 
attention  outdoor  thought  is  admirable. 
It  is  easy  to  dress  a  window  suitably  with 
traveling  requisites  and  to  impress  the  idea 
that,  to  sojourn  in  comfort,  an  up-to-date 
trunk  or  valise  is  required,  and  that  a  person 
is  often  judged  by  the  kind  of  baggage  that 
he  or  she  possesses.  I  keep  bags  and  suit 
eases  to  the  forepart  of  the  store  at  present 
as  much  as  possible.  Now  I  am  showing 
the  interior  of  the  latest  trunks  and  how 
cosily  everything  in  the  line  of  cool  apparel 
can  be  carried." 

Getting  Rid  of  an  Evil. 

Ottawa,  Ont. — F.  C.  Taylor  says  that 
he  is  troubled  very  little  with  the  approbation 
evil.  He  suggests  to  all  persons  wanting 
shoes  sent  up  to  the  house  how  much  better 
they  can  be  fitted  at  the  store  where  all 
requisities  are  at  hand  and  the  patron  has 
the  advice  and  assistance  ■  of  well  informed 
salesmen.  He  points  out  that  a  wider  selec- 
tion is  enjoyed  and  that  buying  generally 
can  be  more  satisfactorily  and  conveniently 
done  with  the  deft  attention  of  a  shoeman 
who  understands  the  styles,  the  special  art 
of  fitting  and  study  of  the  formation  of  the 
foot.  Mr.  Taylor  says  that  another  reason 
why  he  discourages  approbation  in  every 
possible  way  is  that  shoes  will  often  come 
back  with  the  soles  marked  and  the  footwear 
will  bear  the  appearance  of  having  been  in 
stock  a  long  time  whereas  it  may  have  been 
on  the  shelves  a  short  time  only. 

Keeping  Cartons  Fresh. 

Hamilton,  Ont. — "How  do  I  keep  my 
cartons  appearing  so  fresh  and  nice? 
I  see  that  they  are  regularly  dusted  and  not 


left  around  on  the  ledges  all  day.  I  do  not 
deliver  shoes  in  them  if  at  all  possible. 
I  always  have  old  ones,  or  ones  in  which 
rubbers  come,  and  in  these  deliver  goods 
that  have  been  sold.  I  thus  do  not  have  to 
send  out  the  better  class  of  boxes.  I  also 
keep  close  tab  on  what  the  shoes  come  in, 
and  some,  as  you  know,  are  put  up  in  much 
better  cartons  than  others.  I  manage  to 
retain  the  best  kind  on  my  shelves.  It  is 
all  a  matter  of  oversight  and  attention,  and 
it  well  repays  me.  There  is  nothing  that 
predisposes  a  customer  to  come  again  and 
again  to  your  store  more  than  a  neat,  trim 
bright  interior.  Dirty,  dilapidated,  musty 
or  spotted  boxes  are  an  eyesore  and  a  sign 
sf  disorder  and  slovenliness." 

A  Source  of  Shoe  Information. 

North  Bay,  Ont. — "How  do  I  make  my 
windows  such  a  certain  source  of  information 
and  interest?  Well,  I  will  tell  you,  "  remarked 
a  successful  merchant.  "I  endeavor  to  be  the 
first  in  the  town  to  show  all  the  new  things 
even  before  the  season  for  wearing  them 
arrives.  People  look  here  for  pointers  as  to 
what  will  be  'sported'  during  the  coming 
season,  and  to  secure  advance  ideas.  As 
soon  as  the  new  stuff  is  at  hand  into  the 
window  it  goes  and  I  try  to  get  ahead  of 
the  others.  Sometimes  I  do  not  succeed,  but 
if  at  all  possible,  I  do.  Exhibiting  the  very 
latest  creations  gets  people  talking  about 
what  they  are  going  to  buy  for  the  coming 
season,  and  causes  them  to  look  with  pleasure- 
able  anticipation  to  purchasing  footwear  a 
little  later  on.  When  every  merchant  in  a 
town  or  city  is  showing  the  same  article 
at  the  same  time  there  is  not  the  zest  and 
anticipation  aroused  as  when  the  window  of 
one  dealer  exhibits  something  rare  or  modish. 
Keep  up  with  the  procession,  is  the  rule  of 
some  shoemen,  but  I  essay  to  be  a  fore- 
runner. ' ' 

Premiums  in  Show  Windows. 

Montreal,  Que. — A  St.  Catharines  street 
retailer  thinks  it  is  a  good  plan  to  have 
trophies  that  are  offered  at  all  athletic 
meets  placed  in  his  window,  and  then  to 
dress  the  remaining  space  with  tennis, 
lacrosse,  bowling  and  baseball  shoes,  showdng 
just  what  he  carries  in  these  goods.  He  has 
built  up  a  healthy  connection  with  amateur 
and  sporting  organizations.  He  watches 
the  sporting  columns  of  the  papers,  learns 
the  names  of  the  secretaries  of  the  different 
clubs,  and  then  writes  them  a  personal  note, 
intimating  that  he  will  be  glad  to  show  any 
prizes  that  are  offered.  To  baseball  clubs 
in  various  leagues  he  offers  a  pair  of  shoes  to 
the  first  man  making  a  home  run,  or  the 
player  who  shows  the  best  batting  or  fielding 
average  for  the  month. 
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Some  Snappy  Styles 


in 


Canadian  Footwear 


All  Patent  Pump,  Patent  Buckle,  by 
Relindo  Shoe  Co. 


Gun-metal  'Calf,  Button, 
High  Arch. 


Empress"  Patent  Slipper,  by  Walker, 
Parker  Co. 


The  Illustrations  on  this  and  the 
following  two  pages  are  the  work 
of  the  Art  Department  of  the 
Shoe  and  Leather  Journal 
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Gun-metal    Calf    Oxford,  Swing- 
Exceedingly  'High  Arch. 


Last, 


Tan    Blucher    Oxford.      "Model,"  by 
W.  B.  Hamilton  Shoe  Co.,  Limited. 


Mens  Styles 

Illustrations  produced  hy  the 

Art  Dept.  of 
The  Shoe  and  Leather  Journal 


Patent  Colt.  Blucher,  Matt  Calf  Top,  by 
W.    B.    Hamilton   Shoe  Co. 


Patent    Colt,    High   Arch,    Button,  by 
W.  B.  Hamilton  Shoe  Co. 
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'Empress"  Patent,  Button,  Velvet  Top. 
By  Walker,  Parker  Co. 


"Empress"  Tan  Calf,  Button. 
By  Walker,  Parker  Co. 


Women's  Styles 

Illustrations  produced  by  the 

Art  Department  of 
The  Shoe  and  Leather  Journal 


Patent,  Velvet  Top  and  Patent  Collar, 
by  Relindo  Shoe  Co. 


An  All  Satin   Shoe,  by  Relindo 
Shoe  Co. 
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Random  Hits 

Saws,  Modern  and  Ancient,  and  Their  Application. 


NOW  AND  IT  "Do  it  now"  if  you  are  sure  you  ought, 
and  you  have  nothing  that  should  be  done 
first.  If  you  do  now  everything  that  some  people  think 
ought  to  be  done  you  will  have  a  contract  in  which  some 
things  will  be  either  sadly  mixed  or  badly  done.  A  thing 
is  twice  done  that  is  done  promptly,  but  there  is  such  a  thing 
as  being  so  prompt  that  the  spirit  of  the  thing  itself  is  missed 
altogether.  There  is  a  lot  of  punctuality  that  is  nothing 
more  than  pernicketyness  and  tl.ere  are  some  people  who 
make  so  much  of  it  that  you  get  tired  of  the  sound  of  the 
word.  "Do  it  now,"  but  don't  make  yourself  and  "it"  a 
nuisance. 

SPEED  AND  "More  haste  less  speed"  if  you  don't 
HASTE  know  what  you  are  at  and  how  to  get 

through  it.  Sometimes  the  slower  the  job 
the  worse  the  results.  Some  of  the  best  work  done  in  this 
world  has  been  done  in  a  hurry.  There  are  times  when  haste 
means  everything  and  if  a  man  is  not  able  to  move  quickly 
he  might  as  well  have  left  things  alone.  Haste  when  it  means 
slip-shod  or  unworkman-like  methods  or  trying  to  get  rid 
of  a  job  in  a  hurry  is  usually  bad,  for  the  work  has  usually 
to  be  done  over  again,  but  to  make  slowness  an  excuse  for 
good  work  is  a  virtue  out  of  vice. 

GRASPING  Do  not  grasp  too  much  or  you  may  lose 
TOO  MUCH  all,  but  don't  grab  too  little  or  you  may  not 
have  enough  to  meet  your  needs.  There 
are  lots  of  people  too  lazy  or  indifferent  to  hustle,  who  make 
laziness  appear  as  modesty  or  generosity,  or  self-denial. 
Grabbing  or  grasping  in  the  sense  of  greed  is  poor  policy, 
and  the  man  who  bites  off  a  piece  bigger  than  he  can  chew  is 
apt  to  spoil  his  digestion  and  earn  the  contempt  of  others. 
But  when  it  comes  to  getting  your  share  of  the  world's  work 
be  sure  you  get  a  good  fistful. 

MEETING  Don't  meet  trouble  half-way,  and  don't 
TROUBLE  cross  the  bridge  till  you  come  to  it,  but  it 
is  just  as  well,  nevertheless,  to  keep  your 
eye  skinned  and  make  sure  that  some  kind  of  a  bridge  is 
around  if  you  think  of  crossing  the  river.  There  are  plenty 
of  people  who  go  along  from  day  to  day  and  worry  neither 
about  bridges  nor  river,  who  suddenly  find  that  their  educa- 
tion as  far  as  swimming  has  been  neglected  and  all  the 
fodder  is  on  the  other  side  of  an  impassable  stream.  Then 
they  have  to  sit  down  and  weep  till  Providence  sends  them 
someone  to  take  them  over  or  chase  them  back. 

SILVER  "Every  cloud  has  a  silver  lining"  may 

LININGS  help  us  to  bear  the  shower  and  regard 

the  thunder  with  hopefulness,  but  usually 
the  lining  is  only  seen  after  the  storm  is  past.  In  the  mean- 
time a  good  safe  place  out  of  the  wet  is  both  sensible  and 
sanitary.  The  silver  lining  will  not  prevent  a  chill  from  the 
rain,  or  a  possible  shaft  from  the  threatening  storm  cloud, 
so  that  the  hopeful  man,  if  he  is  one,  will  look  around  for 
a  place  of  comfort  and  safety.  It's  a  good  thing  to  be  hope- 
ful and  trustful,  but  the  man  who  takes  advantage  of  every 
possible  refuge  in  trouble  will  get  the  most  out  of  the  silver 
lining. 


WEAR  AND  "A  continual  dropping  wears  away  the 
THE  STONE  stone,"  but  usually  the  process  is  so  slow 
that  one  is  apt  to  become  toothless  and 
nerveless  before  seeing  results.  If  you  want  to  break  a  stone 
take  a  good  look  around  for  a  hammer  before  you  try  the 
water  process.  The  dropping  does  wear  away  the  stone, 
but  some  of  the  droppers  would  wear  away  the  patience  of 
Job  himself.  Patience  is  a  virtue,  but  the  impatience  of  the 
man  who  will  not  wait  for  water  to  wear  away  has  done 
more  for  the  world  than  the  lethargic  patience  of  those  who 
say  laconically  that  time  works  its  own  cure. 

PRIDE  AND  Pride  must  have  a  fall,  but  the  man 
FALLS  who  is  without  pride  falls  farther  than  the 

fellow  who  thinks  something  of  himself, 
or  even  his  position.  There  is  a  kind  of  pride  that  makes 
one  want  to  tack  it  under  the  coat  tail,  but  there  is  another 
sort  that  makes  you  take  off  your  hat.  The  man  who  says, 
"Do  you  know  who  I  am"  is  seldom  worth  knowing,  and 
if  people  took  the  trouble  they  would  usually  find  serious 
flaws  in  his  pedigree.  But  the  man  who  says,  like  Joseph, 
"How  can  I  do  this  great  wickedness?"  has  the  kind  of  pride 
that  makes  a  man  a  king. 

LAUGHING  "Laugh  and  grow  fat"  is  poor  advice  to 
AND  FAT  a  thin  man  who  sees  his  neighbor  rolling 

in  fat  and  shaking  with  merriment  in 
seeming  indication  of  the  prescription.  It  would  seem  as 
though  grow  fat  and  laugh,  were  more  to  the  point.  Fat  people 
seem  to  have  the  laughing  habit  as  a  sympton  of  the  disease. 
The  fat  man  seems  to  see  the  funny  side  of  a  proposition 
as  naturally  as  the  lean  man  sees  the  serious.  If  the  thin 
people  of  the  world  could  only  be  made  fat  or  moderately 
so,  what  a  psychological  revolution  might  result. 

LASTS  AND  "Stick  to  your  last"  if  the  last  is  a  good 
STICKERS  one  and  you  know  how  to  turn  out  a  good 
shoe  from  it.  But  there  are  lasts  that  are 
either  old  enough  to  burn  or  the  workmen  do  not  know  how  to 
fit  them.  Many  a  shoemaker  would  make  a  good  artist 
and  many  an  artist  would  make  abetter  shoemaker,  Appollosto 
the  contrary  notwithstanding.  If  you  are  a  failure  as  a 
shoemaker  look  over  your  qualifications  and  see  if  they  will 
better  fit  some  other  calling.  Plenty  of  men  stick  to  the 
last  when  they  might  be  doing  something  better  both  for 
themselves  and  their  generation.  A  sticker  is  not  always  a 
wise  man. 

TRYING  "If  at   first  you   don't  succeed  try,  try, 

AGAIN  again."   But  be  sure  to  study  well  the  causes 

of  failure  in  your  particular  case.  There 
is  too  much  bull-headed  enterprise  called  by  the  name  of 
perseverance.  Men  have  hammered  their  way  to  success 
when  a  little  long  headed  survey  of  the  situation  would  have 
revealed  a  much  easier  way  in.  Then  there  are  people  who 
try,  try  again,  propositions  for  which  they  are  no  more 
fitted  or  equipped  than  a  butterfly  to  peck  its  way  into  a 
hollow  tree.  There  are  things  that  can  only  be  accomplished 
by  steady  hammering  but  there  are  many  hammers  used 
where  drills  or  hacksaws  would  lessen  the  labor  and  measure 
the  prospects  of  success. 
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Suggestions  on  Store  Management 

Ideas  That  the  Shoe  Retailer  Will  Find  Helpful— Much  Rests  With  the  Manager  as  to  How  He 
Handles  His  Salesmen — General  Notes  on  Retail  Store  Policy. 


The  management  of  a  retail  shoe  store,  the  per- 
sonal attention  to  the  selling  organization  and  methods  in 
all  but  small  stores  is  entrusted  to  a  manager.  He  is  some- 
times a  member  of  the  firm,  and  in  the  case  of  the  aver- 
age shoeman,  the  proprietor  must  be  his  own  manager. 
His  duties  are  many  and  varied,  and  on  a  successful  store 
management  depends  the  life  of  any  retail  business. 

A  systematic  management  of  a  retail  store  is  one  of  the 
most  essential  attributes  for  eventual  success.  By  the  term 
"management"  is  meant  the  organization  of  a  reliable  sys- 
tem as  also  the  cultivation  of  traits  that  go  to  make  up  those 
little  requisites  that  attract  and  hold  customers.  Many  man- 
agers have  an  idea  that  system  involves  intricate  and  elabor- 
ate details,  which  are  hard  to  understand  by  those  in  the 
store,  and  difficult  to  keep  a  clear  grasp  of.  Such  system,  it 
appears  to  them,  takes  up  a  great  deal  of  time  and  managers 
think  that  it  is  difficult  to  apply  when  they  care  to  bring  it 
into  practice.  Paradoxical  as  it  may  seem  to  the  retailer 
who  is  opposed  to  systematizing,  a  systematic  store  manager 
has  a  great  deal  more  time  to  spare  than  the  slip-shod  or 
devil-may-care  fellow. 

It  is  system  or  organization  that  enables  a  manager  to 
have  time  for  the  creation  of  new  ideas.  It  is  evident,  of 
course,  to  the  manager  who  has  tried  to  gain  the  mastery 
of  too  much  detail,  that  he  has  by  such  effort  overlooked 
many  things  that  would  have  been  more  essential  and  there- 
fore more  profitable.  While  it  is  true  that  a  manager  of  a 
retail  store  must  have  a  clear  understanding  of  the  details, 
it  is  not  to  his  interest  to  attempt  to  carry  out  all  those  var- 
ious details  in  person. 

Above  all  things  it  is  false  economy  for  a  manager  to 
do  work  which  could  as  well  be  entrusted  to  a  subordinate. 
The  managers  who  score  the  greatest  success  are  those 
who  can  utilize  the  well-directed  efforts  of  others,  thus  con- 
serving and  maintaining  that  success  already  won.  It  is 
not  good  policy  to  follow  the  clerks  around  right  through 
the  day  to  watch  the  performance  of  such  details.  Culti- 
vate the  self-reliance  of  clerks  and  keep  only  efficient  ones. 
A  manager  should  be  able  to  instil  in  the  minds  of  those  about 
him  a  vital  interest  in  the  work  in  which  they  are  engaged. 
The  manager  must  above  all  things  command  respect  for 
himself.  Aside  from  his  duties  in  the  interior  of  the  store, 
the  manager  should  work  hand  in  hand  with  the  manufac- 
turers and  jobbers  whose  goods  are  featured  in  the  establish- 
ment. He  should  be  a  veritable  promoter  at  all  times  so  far 
as  those  goods  contained  in  his  stock  are  concerned. 

The  Manager  as  a  Salesman. 

It  is  always  the  manager  who  sets  the  selling  pace  for 
lis  store.  If  a  clerk  loafs  it  is  quite  evident  that  he  is  either 
copying  an  unconcerned  manager  or  imposing  upon  a  chief 
who  lacks  executive  ability.  If  a  manager  of  the  hustling 
sort  is  at  work  the  clerks  who  surround  him  find  his  inspir- 
ition  contagious  and  they  try  to  emulate  him.  The  influ- 
:nce  of  environment  is  a  great  and  potent  one;  it  can  be 
seldom  overcome.  At  all  events  the  store  is  just  what  the 
nanager  makes  it.  In  a  store  where  there  are  several  em- 
ployed, it  is  not  good  policy  to  let  a  good  clerk  do  the  work 
)f  a  stock  boy. 


Many  conscientious  managers  who  have  the  interest 
of  their  store  always  at  heart,  often  instruct  a  high-priced 
clerk  to  do  this,  that  or  another  thing,  though  it  can  be  done 
as  well  by  a  boy.  A  striving  and  ambitious  clerk  does  not 
like  to  be  brought  down  from  that  routine  he  considers  com- 
patible with  his  dignity  as  a  salesman.  Under  the  appro- 
priation set  aside  for  the  advertising  of  a  shoe  store  comes 
an  expenditure  that  must  receive  most  careful  consideration. 
The  incidental  advertising  for  such  an  establishment  is  some- 
what of  a  study  in  itself,  and  upon  which  is  depended  to  a 
great  extent  that  medium  of  impression  that  prospective 
customers  are  to  receive.  In  one  way  the  progressive  manager 
who  has  something  to  sell  keeps  his  store  well  to  the  front 
in  his  line. 

There  are  numerous  means  that  can  be  employed  in 
the  shape  of  folders,  cards,  circulars,  letters,  etc.,  and  adver- 
tising space  in  the  daily  papers  is  of  the  greatest  value  when 
used  with  judgment  and  snappily  written  ads.  are  employed. 
If  a  shoeman  advertises  in  one  or  two  papers  that  circulate 
among  the  class  of  people  to  whom  he  caters,  the  benefits 
are  bound  to  be  manifold.  The  character  and  style  of  adver- 
tising is  in  most  instances  an  index  to  the  caliber  and  stand- 
ing of  a  store. 

Advertisements  attract  new  faces  to  a  store,  but  it  is 
for  the  manager  and  those  about  him  to  hold  these  new  cus- 
tomers by  showing  every  consideration.  It  is  quite  often 
true  that  a  retail  store  manager  has  a  new  clerk  whom  he 
must  break  in.  A  little  thought  by  the  manager  at  such 
times  should  convince  him  that  the  green  clerk,  though  he 
does  not  understand  the  accepted  methods  of  the  store,  is 
making  an  honest  effort  to  do  the  right  thing  and  to  comply 
with  the  regulations. 

Dealing  with  Clerks. 

When  a  manager  is  breaking  in  a  green  hand  he  must 
exercise  patience.  When  a  manager  is  patient,  he  is  helping 
himself  and  should  not  lose  sight  of  the  fact  that  anything 
he  does  for  the  green  clerk  will  eventually  prove  a  good  in- 
vestment for  the  store.  The  enthusiasm  of  an  able  and 
ambitious  clerk  can  be  easily  blighted.  It  is  a  cultivated 
habit  with  some  managers  to  impress  the  fact  upon  every 
man  under  them  that  they  are  still  of  little  consequence. 
Such  a  policy  is  adhered  to  in  an  effort  to  restrain  subordin- 
ates from  getting  too  exalted  an  idea  of  their  own  importance, 
while  at  the  same  time,  managers  who  follow  out  such  a  cus- 
tom are  transforming  ambitious  young  workers  into  dis- 
couraged clock  watchers,  who  are  tempted  to  "knock"  and 
stab  in  the  back.  A  manager  who  takes  it  upon  himself 
to  act  the  part  of  a  stern  disciplinarian  often  has  a  small 
and  unthinking  mind. 

The  best  type  of  manager  does  not  stand  so  much  upon 
his  dignity,  and  he  will  listen  to  a  clerk  who  has  a  suggestion 
to  make  which  may  contribute  to  an  improvement  in  business. 
Such  a  manager  does  not  consider  it  a  horrible  offense  if  a 
clerk  should  make  an  occasional  error.  A  manager  of  this 
kind  relies  no  little  upon  the  confidence  of  first  class  clerks, 
and  the  clerks,  as  a  consequence,  are  more  willing  to  admit 
their  errors  when  they  make  them.  The  most  successful 
store  managers  are  the  men  with  open  minds  on  such  ques- 
tions. 


Trade  Talk  and  Topics 

What  the  Retailers,  Jobbers,  and  Manufacturers  Are  Talking  About— Business  Changes  and  New  Enterprises- 
Breezy  Notes  for  the  Perusal  of  Busy  Readers. 


Rourke  &  Thomas  have  embarked  in  the 
shoe  business  at  Steamboat,  B.  C. 

Thos.  Peel  has  started  in  the  shoe  business 
in  St.  John's,  Nfld. 

W.  J-  Reed,  240  Queen  street  East,  Toronto, 
has  added  shoes  to  his  business. 

Williams  &  Lewis,  shoe  retailers  of  Melita, 
Man.,  have  been  succeeded  by  John  Lewis. 

John  Watson,  shoe  dealer  of  Petrolia,  Ont., 
is  retiring  from  business. 

F.  W.  Gon,  shoe  dealer  of  Lethbridge, 
Alta.,  has  assigned. 

J.  H.  Racicot,  of  St.  Johns,  Que.,  has  dis- 
posed of  his  shoe  business  to  S.  Rosenhek. 

J.  D.  McCrimmon  of  Stratford  was  in 
Toronto  last  week  on  business. 

The  Scotland  Rubber  Co.,  of  Montreal, 
has  been  dissolved.  S.  Vineberg  will  continue 
the  business  under  the  same  title. 

The  Regal  Shoe  Co.  has  been  granted  a 
provincial  charter.  The  capital  is  $100,000 
and  the  headquarters  are  in  Toronto. 

Fred.  Huntington  has  been  appointed  to 
take  charge  of  the  tree  room  in  the  Murray 
Shoe  Co.,  London,  Ontario. 

K.  J.  Blaquier  has  opened  a  fine,  large 
warehouse  for  his  wholesale  shoe  business 
in  Regina,  Sask. 

Harold  Royce,  of  the  Mansfield  Shoe  Co., 
Mansfield,  England,  was  in  Toronto  last  week 
calling  on  the  trade. 

Robert  Crawford,  shoe  manufacturer  of 
Maybole,  Scotland,  was  a  visitor  to  the  shoe 
houses  of  Toronto  last  week. 

F.  C.  Taylor,  shoe  dealer  of  Ottawa,  form- 
erly of  Toronto,  spent  a  few  days  here  last 
week. 

F.  Henderson,  manager  of  the  Vancouver 
branch  of  the  Kaufman  Rubber  Co.,  Berlin, 
was  in  Toronto  last  week  on  business. 

C.  F.  Hayes,  superintendent  of  the  Aylmer 
Shoe  Co.,  Aylmer,  Ont.,  has  gone  to  Boston 
and  other  shoe  centres  on  a  business  trip. 

Ed.  M.  Zavitz,  manager  of  the  Ottawa 
branch  of  the  Canadian  Consolidated  Rubber 
Co.,  was  in  Toronto  last  week  on  business. 

Norman  R.  Beal,  manager  of  the  Beal 
tanneries  at  Uxbridge,  Ont.,  who  has  been 
ill,  is  able  to  be  around  again. 

George  Lang  of  the  Lang  Tanning  Com- 
pany, Berlin,  was  in  Toronto  recently  call- 
ing upon  the  trade. 

James  Hutchinson,  city  traveler  for  Ames, 
Holden  McCready,  Limited,  has  been  appoint- 
ed stockkeeper  for  the  Toronto  warehouse, 


and  Robert  Partridge,  late  of  London,  Ont., 
has  taken  his  place  in  calling  on  local  retailers. 

Dollar  rubber  is  once  more  an  actuality. 
Up-river  fine  Para,  the  standard  grade, 
broke  sharply  last  week  from  $1.06  to  $1. 

J.  M.  Peterman,  shoe  dealer,  517  St. 
Catharines  St.  west,  Montreal,  is  discon- 
tinuing business. 

Alfred  Minister  of  the  Minister,  Myles 
Shoe  Co.,  Toronto,  is  spending  a  week  in 
Boston,  Lynn,  and  other  manufacturing 
centres. 

H.  N.  Zinkan  of  H.  N.  Zinkan  &  Son, 
tanners,  Southampton,  Ont.,  was  in  To- 
ronto this  week.  He  reports  business 
good  on  his  line. 

Mr.  Miller,  of  the  Greenberg-Miller  Co., 
New  York  City,  manufacturers  of  barefoot 
sandals,  was  in  Toronto  for  a  few  days  inter- 
viewing the  jobbers. 

N.  C.  Hertf elder,  who  has  been  connected 
with  the  Toronto  branch  of  the  Kaufman 
Rubber  Company,  has  returned  to  Berlin  to 
take  a  position  in  the  factory. 

Aubrey  Davis,  of  the  Davis  Leather  Com- 
pany, Limited,  Newmarket,  Ont.,  was  in 
Quebec  and  Montreal  last  week  on  a  business 
trip. 

The  Brandon  Shoe  Co.,  of  Brantford,  have 
installed  more  No.  5  bed  lasting  Goodyear 
machines  and  have  nearly  doubled  the  daily 
output  of  the  factory. 

A.  C.  Eggers  and  A.  G.  Mooney,of  Mitchell, 
Ashworth,  Stansfield  &  Co.,  the  widely -known 
felt  manufacturers  of  England.were  in  Toronto 
last  week. 

W.  F.-  McNeill,  of  Toronto,  Canadian 
manager  of  the  Nugget  Polish  Company, 
is  making  an  extended  tour  throughout 
Western  Canada. 

The  St.  Leger  Shoe  Co.,  of  Toronto,  has 
been  incorporated.  The  capital  is  $100,000 
and  the  provisional  directors  are  G.  J.  St. 
Leger,  G.  St.  Leger  and  R.  N.  Sheppard. 
The  company  conduct  several  retail  stores  in 
Toronto. 


Among  the  retailers  in  Toronto  during  the 
past  week  were  A.  C.  Taylor,  Sunderland; 
J.  E.  Hewitt,  Craighurst;  E.  Bluman,  Edgar; 
George  E.  Miles,  Norwood;  Jas.  Begg,  Sault 
Ste  Marie;  Thomas  Begg,  North  Bay,  and 
others. 

In  a  fire  which  visited  Salem,  Mass., 
recently  four  large  buildings  in  the  leather 
manufacturing  listrict  were  destroyed.  The 
total  damage  vas  $300,000.  The  L.  M. 
Tigh  leather  factory  and  oil  storehouse,  the 
Marrs  Leather  1'mbossing  Co.  plant  and  the 


Gass  and  1  ;y  leather  storehouse  were  burn- 
ed, while  L  >ries  of  the  American  Hide  and 
Leather  C  and  of  Gass  and  Daley  were 
damaged  by  smoke  and  water. 

The  Tebbutt  Shoe  and  Leather  Co.,  Three 
Rivers,  Quebec,  are  enjoying  a  very  busy 
season  and  plans  are  now  being  prepared  to 
enlarge  the  factory,  which  will  result  in  in- 
creasing the  output  of  this  enterprising 
firm. 

Charles  Cahill,  of  the  United  Shoe  Machin- 
ery Co.,  Boston,  was  in  Toronto  recently 
making  arrangements  for  the  exhibition  of 
Goodyear  Welt  shoes  at  the  forthcoming 
Canadian  Exposition,  which  feature  is  a 
prominent  and  popular  one  each  year  in  the 
big  Process  Building. 

Ex-Mayor  Allan  Huber  is  seriously  ill  in 
Berlin,  Ont.,  with  blood  poisoning.  Last 
winter  he  wore  a  pair  of  rubber  mocassins  as 
footwear,  and  it  is  believed  he  was  thereby 
poisoned.  He  was  at  present  promoting  an 
old  settlers'  reunion  for  August,  but  his  phy- 
sician fears  he  will  not  live  to  celebrate  the 
event. 

Smardon  &  Percival  of  Montreal,  manu- 
facturers of  the  Smardon  shoe,  have  dis- 
solved  partnership,  Walter  Smardon  con- 
tinuing the  business  under  the  style  of  the 
Smardon  Shoe  Co.  J.  W.  Percival  has 
several  other  interests  to  which  he  will 
devote  his  attention,  the  jobbing  house  of 
Percival  Bros,  being  one  of  them. 

D.  Lome  McGibbon  of  Montreal,  was  in 
Toronto  on  Wednesday  and  Thursday 
looking  after  matters  in  connection  with 
the  several  corporations  with  wdiich  he  is 
prominently  connected.  He  believes  busi- 
ness conditions  generally  in  the  country 
are  sound  and  expressed  himself  as  hav- 
ing every  confidence  in  the  future. 

After  an  illness  of  less  than  two  days, 
Mrs.  A.  R.  Lang  of  Berlin  died  in  To- 
ronto from  an  attack  of  acute  indigestion. 
Mrs.  Lang  came  to  Toronto  on  Monday 
for  the  purpose  of  shopping.  She  was 
taken  ill  and  her  husband,  Mr.  A.  R.  Lang 
of  the  Lang  Tanning  Company,  Berlin, 
was  summoned.  Mrs.  Lang  had  been 
something  of  a  chronic  invalid.  The  re- 
mains were  taken  to  Berlin  for  inter- 
ment. 


Joseph  King,  late  of  the  Whitman,  Mass 
factory  of  the  Regal  Shoe  Company,  has 
been  appointed  superintendent  of  the  fac- 
tory of  the  company  in  Toronto  and  has 
entered  upon  his  new  duties.  C.  S.  Corson, 
a  traveler  for  the  company,  has  returned 
from  a  business  trip  through  the  West  a? 
far  as  Calgary  and  reports  a  big  increase 
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in  orders  which  will  keep  the  new  factory 
in  Toronto  running  to  its  full  capaciay.  It 
is  understood  that  work  will  start  almost 
immediately  on  a  two-storey  addition  to 
the  premises  which  will  almost  double  the 
output  of  Regal  Shoes. 

The  lasting  department  of  the  Slater  Shoe 
Co.,  Montreal,  about  twenty-five  in  number, 
went  out  on  strike  last  week.  They  are  dis- 
satisfied with  the  new  scale  of  wages,  as  agreed 
between  the  Company  and  the  Boot  &  Shoe 
Workers'  Union.  The  men  belong  to  the 
United  Shoe  Workers  of  America,  and  at  a 
meeting  it  was  decided  not  to  accept  the  cut 
prices.  Most  of  the  men  expressed  the  belief 
that  they  would  return  to  the  States,  unless 
the  old  prices  were  established. 

Mr.  Jordan,  late  of  Lynn,  Mass.,  has  been 
appointed  superintendent  of  the  former 
McCready  factory  in  Montreal,  which  is 
now  known  as  factory  No.  2  of  Ames,  Holden, 
McCready,  Limited,  making  exclusively 
women's  and  children's  goods,  while  Mr. 
Mulready.  late  of  Boston,  Mass.,  is  the  new 
superintendent  of  No.  I  factory  (the  Ames, 
Holden  plant),  which  turns  out  men's,  youths' 
and  boys'  footwear.  All  staple  lines  are 
manufactured  at  factory  No.  3,  St.  Hyacinthe, 
Que.  The  lasting  on  women's  welts  at 
factory  No.  2  is  now  all  done  by  hand. 

The  United  Shoe  Stores  have  opened  a 
line  retail  establishment  in  Owen  Sound 
under  the  management  of  James  Flett.  The 
opening  day  was  a  most  successful  one. 
The  United  Shoe  Stores  now  have  five 
leading  retail  places  of  business  in  Lind- 
say, Parry  Sound,  Sudbury,  Port  Arthur 
and  Owen  Sound.  J.  W.  Foy,  who  is  a 
widely  known  traveler  for  D.  D.  Haw- 
thorne &  Co.,  Toromo,  is  president  of  the 
United  Shoe  Stores  and  Harvey  Wing  of 
Parry  Sound  is  also  associated  with  him 
in  the  enterprises,  which  arc  doing  a  flour- 
ishing trade.  It  is  understood  that  the 
establishments  in  all  the  foregoing  towns 
will  shortly  be  known  as  the  United 
Shoe  Stores. 

Busy  on  Auto  Tires. 

A  Montreal  despatch  says:  The  Canadian 
Consolidated  Rubber  directors  held  a  meeting, 
with  Mr.  D.  Lome  McGibbon  in  the  chair. 
The  company  is  busy  in  all  departments  with 
the  demand  for  automobile  tires  larger  than 
ever.  The  company  is  working  night  and  day 
on  tire  orders. 

Bahama-Grown  Rubber. 

Mr.  T.  B.  Macaulay,  of  Montreal,  has 
received  a  sample  of  rubber  grown  in  the 
Bahamas  Islands.  The  sample  was  for- 
warded by  Mr.  L.  G.  Brice,  M.L.A.,  who 
econded  the  resolution  in  the  Legislative 
Assembly  favoring  annexation  of  the  islands 
with  Canada,  which  was  passed  recently  in 
the  Bahamas  Parliament.  Sea  island  cotton 
also  grows  freely  in  the  Maudi.  The  rubber 
is  of  excellent  quality,  strong  and  elastic. 
Mr.  Brice  states  that  this  industry  could  be 


largely  developed  either  by  utilizing  the  rubber 
vine  or  by  planting  ordinary  rubber  trees, 
which  grow  well. 

Shoe  Factory  for  Sale. 

A  boot  and  shoe  manufacturing  plant  is 
for  sale.  Owing  to  the  largest  stock  holder 
applying  for  liquidation,  the  Victoria  Shoe 
Co.,  Toronto,  is  offered  for  sale  by  tender  as 
a  going  concern.  The  factory  is  complete 
in  every  respect  with  a  capacity  of  400  pairs 
per  day,  and  is  now  doing  a  successful  and 
increasing  trade.  Inspection  may  be  made  at 
122  Adelaide  street,  West.    Apply  to 

THE  TITLE  AND  TRUST  CO., 
Assignees,  Toronto. 

Government  Will  Fight  It  Out. 

A  recent  despatch  from  Ottawa  says: — The 
Labor  Department,  in  co-operation  with  the 
Justice  Department,  will  put  up  a  strong 


The  Customer — "I  think  these  Louis  XV. 
heels  are  too  high.  Give  me  a  size  smaller, 
please — or.  perhaps  Louis  XIII.  would  even 
be  high  enough." — The  Sketch. 


fight  before  the  Privy  Council  in  England  to 
resist  the  appeal  of  the  United  Shoe  Machin- 
ery Company  of  America  from  the  decision 
of  the  Quebec  courts  refusing  an  injunction 
to  prevent  the  investigation  ordered  under 
the  Combines  Act  of  last  session  into  the 
alleged  infringement  of  the  law  by  the  com- 
pany. In  case  it  is  found  that  the  present 
statute  is  insufficient  to  prevent  evasion  by 
legal  technicalities  and  delays,  the  Minister 
of  Labor  will  introduce  an  amendment  to 
prevent  any  thwarting  of  the  intention  of 
the  act. 

The  Demand  for  Thread. 

"We  are  in  the  best  position  to  know 
exactly  how  business  affairs  are,"  remarked 
;i  Toronto  representative  of  an  important 
thread   factory.    "The  demand  is  not  so 


good  at  this  season  as  last  year.  Thread 
enters  into  the  making  of  practically  every 
article  of  clothing  and  the  call  is  just  now 
slower  than  twelve  months  ago  in  many 
lines.  However,  I  look  for  things  to  re- 
sume their  normal  state  soon.  Reciprocity 
and  the  probability  of  a  general  election 
may  have  affected  the  situation  some- 
what." 

The  Measure  was  Killed. 

Aid.  Sweeny's  bill  to  prevent  the  ex- 
posure of  goods  by  merchants,  was  killed 
by  the  Toronto  city  council. 

The  object  of  the  bill  was  to  keep 
the  sidewalks  clear  of  all  merchandise.  The 
law  now  allows  shopkeepers  to  use  18  inches 
of  pavement  nearest  their  building.  It 
included  all  kinds  of  merchandise,  and 
would  have  caused  much  discontent  among 
the  retail  merchants. 

"First  thing  we  know,"  said  Aid.  Mc- 
Bride,  "some  one  will  introduce  a  bill  to 
force  merchants  to  display  their  goods  in 
their  b?.ck  yards  and  cellars,  where  people 
cannot  see  them."  Mr.  Gibbard,  repre- 
senting the  Retail  Merchants'  Association, 
made  a  vigorous  protest  against  the  bill. 

Tanners  Visit  Boston. 

The  Weekly  Bulletin  of  Boston  of  May  20, 
contains  the  following  items  of  Canadian 
interest : — 

Mr.  Wickett,  of  Wickett  &  Craig,  Toronto. 
Ont.,  has  been  a  visitor  in  Boston  this  week. 

Mr.  Clark,  of  A.  R.  Clark  &  Co.,  Limited, 
was  a  visitor  in  Boston  last  week,  and  spent 
considerable  time  looking  over  the  plant  of 
the  Woburn  Degreasing  Co.  at  Woburn, 
Mass.  A.  R.  Clark  &  Co.,  Limited,  of  To- 
ronto, operate  their  own  degreasing  plant, 
which  was  installed  some  time  ago  by  Mr. 
O'Rourke  of  the  Woburn  Degreasing  Co. 

The  Chicago  Tanning  Co.  Chicago,  111,, 
has  a  store  at  59  Peter  street,  Montreal. 
This  firm  is  also  sole  selling  agents  for  this 
country  and  Canada  for  the  Fraser  River 
Tannery,  Limited,  located  at  New  West- 
minster, British  Columbia.  This  tannery 
makes  a  full  line  of  chrome  sides,  chrome 
splits,  and  chrome  sole. 

The  Davis  Leather  Co.,  Newmarket,  Ont., 
is  reported  to  be  very  busy,  and  is  having  an 
excellent  demand  for  its  calf  leather,  which  is 
made  at  this  plant.  The  same  individuals 
who  operate  the  Davis  Leather  Co.  have  a 
large  side  leather  tannery  at  Kingston,  Ont., 
operated  under  the  name  of  A.  Davis  &  Son 
Limited. 

Clarke  &  Clarke  Limited,  sheepskin  tanners," 
Toronto,  have  a  business  .record  of  fifty-nine 

years. 

A  Progressive  Westerner. 

TheCardston,  Alta.,  Star,  in  a  recent  special 
edition  makes  glowing  references  to  the  future 
of  that  town.  Among  the  business  men 
referred  to  is  F.  W.  Atkins,  of  whom  the  Star 

says: 

"One  of  the  pioneer  businesses  of  this 
district  and  town  is  that  of  Mr.  Atkins. 
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For  years  he  has  carried  on  the  boot  and  shoe 
business,  having  learned  his  trade  in  England, 
and  being  thorough  in  all  he  does,  whose  aim 
has  always  been  to  give  dollar  for  dollar. 
After  years  of  persistent  effort  in  making  all 
his  own  sales,  to-day  is  to  be  found  in  one  of 
the  most  attractive  and  modern  brick  blocks 
in  Cardston,  which  was  entirely  constructed 
by  his  own  efforts.  In  his  new  store  may  be 
found  everything  in  gents'  furnishings,  and 
the  largest  and  best  assorted  stock  of  boots 
and  shoes  which  can  only  be  brought  together 
from  practical  experience. 

"Mr.  Atkins  is  the  owner  of  considerable 
real  estate  and  has  served  two  years  on  the 
school  board." 

Eastern  House  Re-organizes. 

The  wholesale  and  retail  house  of  Water- 
bury  &  Rising,  St.  John,  N.  B.,  which  has 
been  under  the  direction  of  Edward  L.  Rising 
since  the  retirement  of  George  H.  Waterbury 
some  few  years  ago,  has  been  re-organized, 
having  been  formed  into  a  joint  stock  com- 
pany. 

Associated  with  Mr.  Rising  are  his  three 
sons  and  some  of  his  oldest  employes  and  the 
excellent  feeling  existing  between  the  firm 
and  staff  will,  therefore,  be  more  firmly 
cemented.  The  following  are  the  names  of 
the  company,  Edward  L.  Rising,  William 
C.  Rising,  Percy  M.  Rising,  Harold  W.  Ris- 
ing, Elizabeth  Rising  (wife  of  E.  L.  Rising), 
Charles  H.  Smythe,  Richard  J.  Walsh,  James 
J.  Gillies,  Arthur  W.  Sulis,  and  James  C. 
Fetherston.    Mr.  Rising's  sons  have  had,  la 


thorough  training  in  the  business,  W.  C.  on 
the  road,  P.  M.  in  the  retail,  and  H.  W.  in 
the  office.  Richard  J.  Walsh  has  ever  been 
a  familiar  figure  in  the  retail  department  on 
King  street,  St.  John,  his  genial  manner,  and 
thorough  knowledge  of  the  business  making 
him  a  most  valuable  man  in  the  big  King 
street  store.  He  now  assumes  charge  of  the 
largest  of  the  three  city  retail  stores  for  the 
firm  and  Charles  H.  Smythe  continues  in 
his  position  as  manager  of  the  Union  street 
store.  Mr.  Gillies  has  been  a  member  of  the 
traveling  staff,  as  has  been  Mr.  Fetherston, 
while  Mr.  Sulis  has  been  the  chief  accountant 
for  the  firm. 

Shoe  Factory  Will  Enlarge. 

The  first  year's  business  of  the  J.  M.  Hum- 
phrey &  Co.,  shoe  factory,  St.  John,  N.  B., 
has  found  business  in  such  a  state  that  they 
have  decided  to  enlarge  their  plant  in  order 
to  meet  the  splendid  trade  that  they  have 
worked  up,  not  only  through  the  Maritime 
Provinces,  but  even  into  far  off  Western 
Canada. 

It  was  in  August  1909  that  Messrs.  J.  M. 
Humphrey  &  Co.,  one  of  the  oldest,  best- 
known  and  most  successful  wholesale  houses 
in  Eastern  Canada,  decided  to  manufacture 
for  their  own  trade.  They  acquired  the  large 
building  on  the  corner  of  Clarence  and  St. 
David's  streets,  St.  John,  used  some  few  years 
ago  by  the  Queen  Biscuit  Co.,  for  manu- 
facturing purposes.  When  the  factory  was 
started  E.  A.  Redding,  the  present  superin- 
tendent and  two  hands,  constituted  the  staff ; 


now  there  are  fifty  hands,  and  before  long  this 
number  will  be  materially  increased.  The 
plant  is  owned  by  the  Humphrey  firm, 
which  is  composed  of  Alderman  Robert  T. 
Hayes  and  C.  Percy  Humphrey,  the  former 
being  the  senior  partner.  Aid.  Hayes  is 
filling  his  third  term  at  the  council  board, 
having  been  elected  by  acclamation  the  last 
two  elections.  That  he  is  one  of  the  ablest 
men  at  the  aldermanic  board  is  evidenced 
from  the  fact  that  he  is  on  his  second  year 
as  chairman  of  the  treasury  board,  one  of  the 
most  important  in  the  city  government. 

What  Is  Selling  in  Toronto. 

The  demand  for  summer  footwear  has  set 
in  and  all  Toronto  retailers  report  a  good 
early  summer  trade,  while  the  jobbers  say  that 
the  demand  for  tans  is  strong.  White  can- 
vas shoes  are  moving  freely,  particularly  in 
the  line  of  women's  and  misses'.  The  craze 
for  colored  goods,  which  has  been  so  pronounc- 
ed in  some  seasons,  is  not  strong,  and  only 
occasional  inquiries  are  heard  where  gowns 
of  a  certain  hue  are  to  be  matched.  There  is 
considerable  doing  in  oxfords,  although  three 
and  two  ties  are  favorites.  Tan  oxfords  are 
as  popular  as  ever  and  are  meeting  a  hearty 
reception.  In  other  lines  of  warm  weather 
footwear  barefoot  sandals  in  tan  Russia 
calf,  Goodyear  stitched,  some  with  one  and 
others  with  double  straps,  are  having  a  large 
call,  particularly  among  women  and  children, 
although  there  are  many  inquiries  for  sizes 
in  boys,'  youths,'  and  men's  sandals.  One 
dealer  remarked  that  he  had  not  in  the  whole 


An  extremely  plain  display  of  Marshall  Field  &  Co.,  Chicago,  111.     Very  few  shoes 
are  shown  and  those  on  display  are  set  in  pairs. 
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of  last  season  sold  as' many  sandals  as  he  had 
disposed  of  last  month.  Relatively  speaking, 
alterations  in  styles  now  run  more  to  lasts 
and  patterns  in  all  kinds  of  summer  footwear 
than  to  colors,  chocolate,  green  or  ox  bloods, 
which  have  been  the  rage  in  seasons  past, 
not  being  heard  of  now.  All  lasts  with  a 
high  bold  knob  toe  are  going  well. 

There  is  also  an  abnormal  demand  for 
lacrosse,  tennis  and  bowling  shoes,  and  not 
one  of  the  jobbers  is  able  to  fill  sorting  orders. 
In  fact,  not  in  years  has  there  been  such  a 
shortage  in  tennis  stock  as  there  is  at  present, 
and  the  situation  is  perplexing  with  some 
dealers  who  have  not  the  required  sizes. 
Although  factories  are  working  to  the  limit 
to  meet  the  demand,  there  is  not  sufficient 
supply  in  sight  to  take  care  of  a  moiety  of 
the  sorting  trade.  Orders  for  fall  goods  are 
coming  in  fairly  well  with  factoriesand  jobbers. 
Pumps  are  going  admirably  and  those  with 
one  and  two  straps  have  the  call  more  than 
those  without  ankle  straps.  Gunmetals 
and  tans  are  favorites  although  patents  are 
worn  to  a  very  great  extent,  and  with  many 
will  always  hold  the  preference. 

Has  Mis-Mated  Feet. 

One  Detroit  shoe  store  has  a  customer 
whose  every  visit  means  the  sale  of  at 
least  two  pairs  of  shoes,  often  four  pairs. 
This  man  has  a  left  foot  about  an  inch 
and  a  half  shorter  than  the  right  foot,  but 
the  foot  is  not  deformed  in  any  other 
way.  The  man  is  rather  proud  of  his  un- 
ique foot,  although  when  he  needs  a  new 
pair  of  shoes  he  has  to  buy  two  pairs  to 
get  fits  for  both  feet. 

The  same  is  true  when  he  buys  rubbers. 
About  every  three  months  he  shows  up  at 
the  store  for  new  footwear  and  the  clerk 
who  waits  on  him  has  to  do  double  the 
work  necessary  in  waiting  on  an  ordinary 
customer. 

He  Secured  the  Job. 

A  Xew  York  shoe  house  advertised  for 
an  errand  boy.  As  it  happened,  the  boss 
was  talking  to  a  customer  when  the  boy 
came  in.  Thinking  he  wanted  to  buy  some- 
thing he  excused  himself,  and  going  over 
to  the  boy,  asked  him  what  he  could  do 
for  him.  The  boy  told  him  he  came  in 
answer  to  his  advertisement,  and  asked  for 
the  job. 

Well,  of  course,  the  proprietor  got  mad 
for  being  disturbed  while  he  was  talking  to 
a  customer.  He  said  to  the  boy:  "You  go 
outside  and  walk  a  block.  If  I  call  you 
back,  why,  I  will  hire  you  ;  if  I  don't,  why 
just  keep  on  walking." 

The  boy  did  as  he  was  told,  but  going 
out  he  picked  up  three  shoes  on  a  show 
table  near  the  door,  and  started  down  the 
street. 


"I  guess  I'll  hire  you. 
voiur  coat  on.  Start 


Never  mind  putting 
right  in." 


Pleasing  the  People. 

The  secret  of  -good  shoe  selling  is  to 
please  customers.  This  cannot  be  done  by 
forcing  them  to  buy  something  they  do 
not  like  or  by  selling  them  shoes  that  do 
not  fit.  A  good  shoe  salesman  must  have 
a  large  stock  of  patience  and  constantly 
exercise  it.  Tie  must  exhibit  personal  in- 
terest in  his.  customers  and  be  tactful 
enough  to  convince  them  that  he  is  anxious 
to  please  them.  He  should  not  assume  that 
because  a  customer  bought  one  thing  last 
time,  he  will  want  the  same  thing  another 


happen  to  be  more  interesting  matter  in  it, 
and  this  has  always  seemed  to  me  to  apply 
particularly  to  the  matter  of  window  decora- 
tion. While  the  well-trimmed  window  will 
attract  attention,  yet  when  the  passer-by  has 
seen  it  he  will  not  be  interested  in  looking 
again  when  he  goes  by  the  store  a  second  time, 
but  if  upon  this  occasion  he  sees  something 
different  his  interest  is  maintained. 

"It  is  the  object  of  the  show  window  to 
attract  attention  and-  create  an  interest  in 
the  product  and  a  fresh  display  which  will 
make  its  appeal  time  and  again  will  do  a 
great  deal  more  to  influence  a  possible  cus- 
tomer than  one  which  only  serves  that  pur- 
pose once.    So  I  am  always  an  advocate  of 


time.  It  is  impossible  to  judge  a  customer  frequent  changes  in  display,  and  what  is 
in  that  way.  The  man  who  bought  tan  equaiiy  important  having  the  goods  shown 
boots  to-day  may  want  patent  oxfords  timely  an(}  up  to  the  minute.  By  this  I  mean 
to-morrow.  It  will  not  do  for  a  sboeman  that  while  customers  may  so  far  as  they  are 
to   show   a   marked  indifference   for  any  concerned  be  chiefly  interested  in  staple  goods, 

 ,   none  the  less  like  to  look  at  novelties  with 

these  and  so  I  always  make  it  a  point  to  show 
in  my  own  windows  the  newest  and  most  out 
of  the  ordinary  styles  in  my  stock  along  with 
the  goods  upon  which  I  may  reasonably  look 
for  the  greatest  sales. 

Judge  by  the  Windows. 

' '  I  can  always  tell  whether  a  shoe  merchant 
is  doing  a  good  business,  the  kind  of  stock 
he  carries  and  whether- he  is  progressive  or 
gradually  dying  of  stagnation,"  remarked  a 
traveler  to  the  Shoe  and  Leather  Journal, 
"and  I  do  not  have  to  enter  his  shop  either." 
"How  can  you  do  that?" 
"Well  you  can  generally  gauge  matters  by 
his  windows.  You  do  not  have  to  step  in- 
side the  premises  to  find  out  some  things. 
Certain  earmarks  are  plainly  noticeable  on 
the  surface.  When  you  see  everything  jum- 
bled up,  no  taste,  care  or  arrangement  used  « 
in  dressing  or  decoration,  when  the  stock  is 

   allowed  to  stay  there  for  days  and  days — 

~~  "  even  weeks,  and  no  effort  is  made  to  keep 

class  of  customers,  such  as  poorly  dressed  tab  on  the  season  or  the  individual  wants  of 
persons  or  children.  Such  customers  of-  the  community,  depend  upon  it  there  is  no 
ten  present  the  best  opportunities  for  a  enterprise  or  go-ahead  spirit  in  that  fellow, 
salesman  to  score  a  point  to  his  own  ad-  He  wonders  how  it  is  others  are  outstripping 
vantage.  These  and  many  other  things  him  in  the  race.  Shoe  stands  can  be  obtained 
might  be  said  concerning  the  service  that  at  a  very  reasonable  figure  and  there  is  nothing 
will  please  customers,  but  there  is  another  that  will  serve  to  exhibit  varied  lines  of  foot- 
requisite  to  their  complete  satisfaction,  you  wear  to  such  advantage, 
must  have  the  goods  they  want  and  the  "I  wonder  why  so  many  alleged  shoemen 
sizes  they  want.  Scarcely  anything  makes  continue  to  go  along  in  such  a  haphazard 
a  worse  "impression  than  to  say.  "We  have  style  when  a  few  dollars  expended  in  win- 
the  shoe  you  want,  but  we  are  out  of  your 


Fred  R.  Foley,  Bowmanville,  Ont. 
He  recently  celebrated  his  tenth  business 
birthday  and  held  a  most  successful 
anniversary  sale  of  shoes. 


size, 
proper 


It  pays  better  to  have  a  few  lines 
[y  sized  than  many  lines  in  ragged 


dow  accessories  might  greatly  alter  trade,  or, 
at  least,  result  in  the  merchant  making  a 
bold  bid  to  the  public  for  it.  The  public 
now-a-days  helps  those  most  who  help  them- 
selves in  getting  along,  at  least,  that  has  been 
my  experience  on  the  road." 


Economy  in  Lasts. 

Shoe  manufacturers  find  it  necessary  to 
change  styles  and  models  every  season  in 


Display  all  the  Novelties. 

"There is  no  reason,"  says  a  shoe  merchant, 
"  that  because  a  shoe  window  happens  to  carry 
a  particularly  effective  trim  that  it  should  be 
Before  he  had  gone  ten  feet,  the  old  jeft  -m  position  indefinitely,  for  a  greater  mis- 
after  him,  veiling:  "Come  back!  take  cannot  very  well  be  made.   I  am  always  their  endeavor  to  keep  up  to  date,  and  if 
back!"  reminded  when  I  see  a  window  that  has  possible  a  little  ahead  of  their  competitors, 

tne  bark,  took  off  his  coat,  st0od  too  long  of  a  remark  made  to  me  one  The  manufacturer  who  does  not _ change  his 
and  asked  where  lie  wanted  him  to  work—  time  on  much  the  same  subject.   A  man  does  styles  and  models  is  left  behind  m  the  race, 
tail    or  upstairs,  or.where?  not  read  yesterday's  newspapers  as  a  rule  with  a  lot  of  countermanded  orders  on  his 

The  man  toots  one  look  at  him  and  said:  when  to-day's  are  at  hand,  even  if  there  should  hands,  unless  he  is  making  strictly  a  line  ot 
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staples,  and  even  then  he  will  find  it  profitable 
to  get  new  models  every  second  or  third 
season. 

This  continual  changing  of  styles  and  models 
in  lasts  is  very  expensive  to  the  shoe  manu- 
facturer, and  the  lasts  he  used  last  season  are 
no  good  this  season,  and  he  will  probably 
never  have  a  chance  to  use  them.  In  manu- 
factories the  old  lasts  go  to  the  boiler-room 
and  are  used  as  fuel. 

The  cost  of  new  lasts  each  season  is  a  large 
item,  yet  new  models  are  necessary  to  the 
manufacturer,  if  he  would  continue  a  profit- 
able business.  However,  any  reduction  in 
the  cost  of  his  new  models,  if  at  the  same  time 
he  can  get  correct  models  and  not  reduce  the 
quantity,  would  be  a  direct  saving  which 
could  be  put  on  the  profit  side  of  the  ledger. 
It  is  not  economy  to  have  too  few  lasts,  and 
the  manufacturer  who  does  not  order  enough 
lasts,  is  either  handicapping  the  factory  in 
the  output  or  destroying  the  lines  of  the  shoes 
by  removing  them  from  the  lasts  too  soon. 

One  method  of  economy  we  find  in  use  in 
many  of  the  large  factories  where  high-grade 
shoes  are  made  is  to  have  the  old  lasts  re- 
modeled. By  remodeling  we  mean  either 
raising  the  two  from  one-sixteenth  to  one-half 
inch  or  widening  the  forepart,  or  both.  We 
have  seen  lasts  that  the  toes  have  been  raised 
one-half  inch  on,  making  a  new  high  toe  out 
of  an  old-style  last.  These  lasts  that  have 
been  remodeled  will  stand  as  much  rough  usage 
as  the  original  last,  and  are  guaranteed  by 
the  company  that  remodels  them.  The  idea 
of  remodeling  old  lasts  is  not  a  new  one,  but 
the  method  employed  by  this  company  gives 
perfect  measurements,  and  they  guarantee 
every  last  they  put  out. — "Superintendent 
and  Foreman." 

Some  Trade  Inquiries. 

The  following  inquiries  have  been  received 
at  the  office  of  the  High  Commissioner  for 
Canada  in  London: — 

A  London  firm  wishes  to  appoint  Canadian 
agents  for  the  sale  of  boot  polishes,  shoe- 
makers' waxes,  and  similar  fines. 

A  Midland  manufacturer  of  saddles, 
harness  and  leggings  seeks  suitable  Canadian 
resident  representatives. 

She  Was  Just  Missing 

A  recently  married  knight  of  the  grip 
from  Quebec  is  not  going  to  bring  his 
wife  with  him  any  more  when  he  gets  after 
the  elusive  order.  He  was  up  West,  and 
there  was  one  hotel  where  he  always  had 
a  particularly  nice  dish  of  home-made  mar- 
malade for  breakfast  whenever  he  was 
there.  He  had  told  his  newly-acquired 
better  half  much  about  the  delights  of  this 
breakfast  dainty,  and  was  keen  for  her  to 
sample  it.  The  first  morning  he  was  at 
the  hotel  with  his  bride  he  remarked  that 
the  marmalade  was  missing.  "Waiter,"  he 
called,  "where  is  my  marmalade?"  The 
waiter  fussed  about  and  never  pretended 
to  hear.  The  salesman  repeated  the  ques- 
tion twice  before  the  waiter  replied,  very 


TWO  ARTISTIC  SHOE  WINDOWS 


A  striking  and  effective  window  display  of  the  Sussex  Mercantile 
Co.,  Sussex.  N.B.  W.  H.  Plummer  is  manager  of  the  shoe  depart- 
ment, and  Murray  S.  Gamblin,  window  dresser.  Displays  from  a 
light,  airy  framework  covered  with  colored  crepe  paper,  and 
surmounted  by  an  ornamental  top  piece  with  a  shoe  in  the  centre 
of  the  circle  cannot  fail  to  bring  extra  business. 


SHOE  TRAVELER 


We  have  a  good  opening  for  an  experienced,  reliable  traveler, 
All  applications  will  be  considered  confidential. 


Apply  by  letter 
MURRAY  SHOE  CO.,  LIMITED,  LONDON,  ONT. 


much  confused.  "Ah,  Mr.  ,  you  see  Ma- 
bel's not  working  here  no  more." 

New  Inventions 

28088—  Messrs.  H.  &  H.  B.  Sharman,  of 
Northampton,  are  the  joint  inventors  and 
patentees  of  an  improved  leather  sole  for 
boots,  etc.,  which  consists  in  providing  a 
layer  of  waterproof  canvas  on  its  upper 
face,  and  is  stitched  to  a  layer  of  cork.  The 
cork  covers  the  forepart  and  waist  of  the 


sole,  but  is  replaced  by  a  piece  of  leather 
at  the  heel.  The  leather  sole  according  to 
this  invention,  is  flanged  around  the  fore- 
part and  waist,  and  a  fabric  binding-strip 
is  cemented  over  the  edge  of  the  cork.  This 
binding  is  also  sewn  at  one  of  its  edges 
to  the  cork,  and  the  boot  upper,  welt,  and 
binding  are  sewn  to  the  flange  of  the 
leather  sole.  The  arrangements  of  the 
binding-strip  prevents  the  cork  from  curl- 


50 


Toronto  Markets 


BOOTS  AND  SHOES.— There  has  been  generally  is  decidedly  interesting,  and  the 

a  pretty  -ood  sorting  business  done  during  future  is  uncertain  as  to  how  strong  the 

the  past  month,  and  jobbers  expect  that  market  will  develop.    Receipts  are  fair.  In 

they  will  be  kept  unusually  busy  during  Chicago  packers  stocks  are  low  and  firmly 

June,  when  the  demand  for  summer  foot-  held.    The  supply  being  small,  it  is  possible 

"wear  sets  in  in  earnest  and  certain  lines  to  maintain  the  prices, 

with  retailers  run  low.     Pumps,  in  gun-  No.  I  insp.  steers  and  cows . 


metal,  patent,  and  tan  Russia,  are  selling 
well,  and  the  demand  for  canvas  goods 
has  started.  The  sale  of  lacrosse  and  ten- 
nis shoes  began  very  early  this  season, 
owing  to  the  warm  weather  in  May,  and 
there  has  been  some  difficulty  in  attend- 
ing to  orders.  Two-eyelet  and  three-eyelet 
ties  are  popular  with  the  men  and  have  a 
big  call,  while  there  is  the  usual  number, 


II/2 

9/2 


No.  2  insp.  steers  and  cows 
No.  3  insp.  steers  and  bulls 
Country  hides    (green)    flat..  9V2 
Country  hides  (cured)  flat..    gYi  io'A 

Calfskins  .  .   12  15 

Sheepskins   $i-OS  $1-40 

Horsehides,  No.  1    3-°° 

Horsehides,  No.  2    2.00 

LEATHER. — The   shoe   factories  have 


and  perhaps  a  little  more,  of  tan  oxfords  STarte(j  on  their  fall  runs,  but  no  heavy 

in  requisition  throughout  the  country.   Or-  orcjers  nave  Deen  placed  with  tanners  for 

ders  for  fall  samples  are  coming  in  fairly  jeather  yet.    Tanners  seem  a  little  uncer- 

well,  although  retailers  do  not  seem  to  be  ta;n>  ow;ng  t0  the  advancing  hide  market, 

in  a  great  rush  to  place  business.    On  the  a^out  quoting,  as,  if  the  prices  for  'hides 

whole,  shoe  factories,  who  are  now  on  their  gQ  up  m'uch,  there  will  likely  be  a  corre- 

autumn  runs,  are  not  quite  as  busy  as  at  spon(jing  raise  in  leather.      Tanners  are 

this  time  last  year,  but  a  decided  improve-  getting  busy  now,  and  hope  for  a  good 

ment  is  expected  in  a  few  weeks.    Some  seasorii  after  being  quiet  for  some  time, 

travelers  with   fall  samples  have  covered  0ne  Qr  tw0  rep.ort  a]l  being  sold  up  on 

their  ground,  but  others  have  considerable  spijtS)  while  the  demand  for  grains  is  good, 

territory  yet  to  visit.    Payments  are  good,  jf  tjiey  have  t0  enter  the  market  and  buy 

and  on  the  whole  there  is  very  little  to  h;des  in  large  quantities  at  the  advancing 

complain  of  in  the  general    situation,    as  quotations  leather  may  take  a  jump.  Har 


ness  tanners  have  been  rushed  for  some 
time.  Business  is  remarkably  good.  One 
of  the  leading  tanners  of  Ontario  this  week 
withdrew  all  quotations,  which  shows  that 


viewed  from  the  standpoint  of  the  various 
interests. 

TALLOW. — Prices  are  normal  and  re- 
ceipts  light,  and  so  the  demand  is  not  brisk. 

A  quid  condition  will  likely  prevail  until  ^  situation  is  exceptionally  strong 
fall.    There  are  no  changes  in  prices  to  re- 
port. 

No.  1  cake   


Patent  colt,  per  foot    30  4° 

Pat.  chrome  sides,  per  ft  ....  28  30 

Enamel  cow,  per  ft  20  22 

Pebble  grain    15  l7 

Buff   17  iQ 

Colored  buff    20  22 

Russets,  extra  hvy.,  per  doz.  $10  $12 

Shoe  russets,  per  lb   45  5° 

Russets,  No.  2,  all  grades,  lb.  30  35 

Glove,  nussets,  per  doz  $6.00  $9.00 

CUT  SOLES.— The  first  encouraging 
note  that  has  come  from  the  Chicago  mar- 
ket was  this  week,  when  it  was  reported 
that  hemlock  soles  had  advanced  one  cent 
and  the  otitlook  was  hopeful.  Generally, 
the  situation  has  been  dull  with  sole  leather 
tanners  and  any  improvement  would  be  wel- 
comed. The  hide  market  may  also  have 
a  reflex  on  this  branch  of  the  business,  and, 
while  sole  quotations  are  not  subject  to 
many  changes  and  have  practically  remain- 
ed the  same  for  a  year  or  more,  there  is 
some  interest  aroused  over  the  probability 
of  an  advance. 

OUTSOLES. 
Oak—  Gauge  Price 

Men's,  No.  1    7-12 

■Men's,  No.  2   7-12 

Women's,  No.  1    5" 

Women's,  No.  2    5- 

Spanish — 

Men's,  No.  1    7-12  26 

Men's,  No.  2    7-12 


30 
27 


-8  t6 


No.  2  cake    4lA 

No.  1  solid    5ZA 

No.  2  solid    4  5 

WOOL— There  is  a  plentiful  supply 
coining  in.  but  there  are  no  changes  in 
quotations  and  none  is  looked  for  by 
dealers.  Receipts  of  washed  fleeces  are 
fairly  heavy.  The  shearing  season  is  now 
at  it-  height.  Prices  may  be  described 
firm  as  quoted.  The  American  market  is 
showing  no  interest  in  Canadian  wool  as 
yet,  owing  to  the  demoralized  condition  of 
business  across  the  line. 

Washed  fleece    18  20 

Unwashed  fleece    12  T4 

Rejects    *5 

HIDES— There  is  a  decided  improve- 
ment in  the  situation  and  an  advance  gen- 
erally from  one  to  one  and  a  half  cents 
over  last  week,  all  lines  sharing  in  the  in- 
crease. While  the  demand  is  not  much  in 
evidence  as  yet  stocks  are  scarce.  The 
quality  i-  improving  all  the  time  and  less 
and  less  grubby  hides  are  coming  in.  The 
present  prices  are  exceptional,  and,  if  an- 
other raise  or  two  goes  into  effect,  there 
may  be  an  advance  on  certain  grades  of 
ieather.  Tanners  arc  not  yet  buying  hides 
i.i  large  quantities  and  are  disposed  to 
;,.  Id  off  for  the  present.    The  situation 


LEATHER  WHOLESALE. 
No.  1  Spanish  sole  ('for  job- 
bing)  26 

No.  2  Spanish  sole  (for  job 

bing   25 

No.  1  Span,  sole  (for  mfg.)  26 
No.  2  Span,  sole  (for  mfg.)  25 
No.  3  Span,  sole  (for  mfg.)  23 

No.  1  oak-  sole    33 

No.  2  oak  sole    3° 

No.  1  oak  sole  bends  ......  SO 

No.  1  slaughter  sole,  heavy..  30 
No.  1  slaughter  sole,  medium  30 
No.  1  slaughter  sole,  light..  30 
Harness  leather — 

No.  1  U.  0  37 

Rejected  U.  0   36 

No.  2  U.  0   3SV2 

'Hemlock  Country  Harness- 
No.   1    32 

No.   2    3i 

Upper,  heavy    4° 

Upper,  light  and  medium  ...  5° 

Upper,  grained   *9 

Kip  skins,  French   M5 

Veal  kips,  Canadian    75 

Hemlock  calf   75 

Imitation  calf    85 

French  calf   1-38 

Splits,  light  and  medium  ...  20 

Splits,  heavy    20 

Splits,  junior    l° 


29 


27 
26 
24 
38 
34 
55 
3i 
3i 
3i 

39 
38 

37 

33 
32 
50 
55 
20 
1.28 
80 
90 

95 
1.62 
22 
22 
19 


Women's,  No.  1    5-8 

Women's,  No.  2    5-8 

TAP  SOLES. 
Height 
Men's  XXX   ...  6 

Men's  XX    6 

Men's  X    6 

Women's  XXX..  5 
Women's  XX  . .  5 
Women's  X  ....  4 
Boys'  XXX   ...  5^ 

Boys'  XX    SL/2 

Boys'  X    5lA 

TOP  LIFTS. 
•Men's  XXX  ...  5^  $i.35— 
Men's  XX    SlA    I-I5 — 


23 
16 

14 


45 
42 
23 
21 

4i 
38 
21 
19 


Price  Height 
14.10— $2.75  4 
3.70 —  2.10 
2.25—  1.85 
2.40 —  1.95 
2.05—  1.45 
1.20 —  1. 10 
2.00 —  2.35 
2.65 —  2.20 
1.60—  1.35 


.70— 
.60— 


•75 
.70 
•  50 
■50 
.40 
.60 
•50 


AlA 
4 

3/2 
4 

AlA 
ATA 

aA 

AA 


aA 
a'A 
AV2 
AY2 


Men's  X    5  -65— 

Women's  XXX.  5  -55— 
Women's  XX  . .  5  -45— 
Boys'  XXX  ....  5 

Boys'  XX    5 

SHAPED  HEELS. 

Size.  Price. 

Men's   5-8-10-8    8— 15c  pr. 

Women's  5-8—13-8    7~ "c  pr. 

BOX  TOES. 

•Men's  zVa    Sc  pr. 

Women's  2%   •  •  ■  2?/^  pr. 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's  7Va    8c  pr' 

Women's  sVa    6^c  pr' 


51 


American  Markets 


HEMLOCK  SOLE.— Boston  dealers  re- 
port a  reasonably  good  'business  and  sev- 
eral sales  have  been  made  as  large  as 
5,ooo  and  10,000  sides  and  many  of  less 
amount.  Shoe  manufacturers  evince  no  in- 
clination whatever  to  anticipate  their 
future  wants,  though  some  large  transac- 
tions could  be  closed  were  tanners  willing 
to  waive  the  recent  advance,  which  they 
decline  to  do,  as  such  advance  was  made 
from  absolute  necessity.  No  large  sales 
were  made  at  the  ic.  increase.  There  is 
a  if  air  demand  for  all  common  hide  leather, 
and  buffalo  is  selling  in  common  with 
ot'her  tannages.  There  is  an  improved  ex- 
port demand,  and  quantities  are  going 
abroad  on  all  outgoing  steamships.  Re- 
ceipts are  still  below  normal,  and  sales  and 
free  deliveries  on  former  sales  are  drawing 
down  the  reserve  in  tanners'  storehouses. 

There  seems  to  be  more  inquiry  in  the 
New  York  market,  which  is  resulting  in 
sales,  but  shoe  manufacturers  and  jobbers 
are  not  interested  in  any  large  quantities, 
still  preferring  to  purchase  in  a  conserva- 
tive manner.  The  export  trade  are  feeling 
better,  and  there  is  more  demand  with  the 
outlook  most  encouraging.  Shipments  are 
of  fair  volume.  Stocks  on  all  grades  are 
moderate,  and,  in  fact,  on  some  grades 
there  is  a  decided  shortage,  which  may 
mean  a  higher  market  later  on. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont.     mon  H. 

light    23     24      22  22^2 

mid  23 

over    23 

2  light    22 

2  mid  22 

over    22 

light    19 

No.  3,  mid   19 

No.  3,  over    20 

Rejects  

Scabs   15 


No.  r, 
No.  1, 
No.  1, 
No. 
No. 
No.  2, 
No.  3, 


24 
24 


23 
20 
20 
21 
18 
16 


Buffalo 


No.  1,  light   19 

No.  1  mid   19 

No.  1,  over   


20 
20 
19 


No.  2,  light    i£ 


No. 
No. 


2,  mid. 
2,  over 


22 
22 
21 
21 
21 

19 
20 

19V2 
16 
12 
China 
21 
22 
20 
20 
18 


No.  3,  over    18 

No.  3,  mid   16 

No.  3,  light    15  16 

Scabs   11 


Acid,  New  York  Selections  

Light   27     25  . .      22*/2  23 

Mid   27     . .  25  23 

Over   27     25  . .  23 

Rejects   19  20 

Scabs   12  13 

Slaughter,  Packer. 

No.  1  No.  2    No.  3 

Spd.   light    24  26  23  25    22  24 

Plump,  light   ....  25  27  24  26    23  25 

Spydmed   :  24  26  23  25    22  24 

Plump,  Spdy  ....  26  27  25  26    24  25 

Spdy  over    26  28  25  27    24  26 

Plump  over    27  28  26  27    25  26 

Mfrs.  over    25  26  24  25    23  24 

UNION  SOLE.— Trading  in  Boston  has 
been  fairly  active  all  the  past  week  and 
sole  cutters  and  shoe  manufacturers  have 
been  somewhat  liberal  buyers,  taking 
blocks  of  5,000  and  10,000  backs  and  talk- 
ing of  15,000  and  20,000  side  lots.  A 
dealer  cleaned  up  seven  tannages  of  odds 
and  ends.  Several  sole  cutters  would  place 
heavy  orders  could  they  do  so  without  pay- 
ing the  advance  recently  placed  by  dealers. 
Tanners  of  union  leather  hold  strong  views 
as  regards  values,  and  are  making  no  effort 
to  sell  in  large  lines.  Receipts  are  hardly 
normal.  Light  cow  leather  is  wanted,  and 
is  in  small  supply.  Standard  sfeer  backs 
are  32c,  and  some  choice  cow  leather  is 
held  at  the  same  price.  Ordinary  cow 
leather  is  selling  at  31c. 

New  York  tanners  are  holding  prime 
packer  cowhide  backs  at  31c.  to  32c.  and 
steer  backs  at  32c.  to  33c,  tannery  run. 
Supplies  on  hand  seem  to  be  limited  with 
buying  fairly  steady. 

UNION  SOLE  QUOTATIONS.. 
Tannery  Run. 

Heavy   32 

Middle    32 

Light   32 

Country  hide  leather  relatively  less. 
Cows  ic.  less. 

OAK  SOLE.— The  market  is  strong 
with  a  moderate  demand.  As  tanners  and 
dealers  have  placed  an  advance  of  ic.  per 
pound  on  standard  backs  the  trading  has 
been  checked  a  little.  'Many  thousand  oak 
backs  have  been  sold  within  a  few  weeks 
and  most  of  the  leather  has  been  delivered. 
Boston  dealers  ask  37c.  and  38c.  for  stan- 
dard oak  backs  and  two  cents  more  for 
belting  selection.     Receipts  are  moderate. 


Tanners  have  delivered  the  larger  portion 
of  the  several  thousand  backs  recently  sold. 

There  are  moderate  sales  going  forward 
on  scoured  leather  at  full  rates  in  New 
York  for  best  standard  tannages,  but  diffi- 
cult to  quote,  as  prices  seem  to  range  any- 
where from  35c.  to  40c.  for  No.  1,  ac- 
cording to  tannage,  lot,  etc.  Texas  sole 
has  some  sale,  but  the  demand  generally 
is  low. 

The  slightly  improved  demand  for  all 
kinds  of  oak  leather,  which  was  noted  in 
Philadelphia  last  week,  has  continued. 

WELTING. — A  moderate  week's  busi- 
ness was  transacted  in  the  Chicago  market. 
Shoe  manufacturers  are  purchasing  only 
for  their  immediate  needs,  while,  on  the 
other  hand,  dealers  state  that  they  would 
not  accept  any  large  orders  at  prevailing 
prices.  One  firm  in  particular  has  instruct- 
ed their  salesmen  to  accept  no  orders  for 
more  than  50,000  yards.  Double  shoulder 
welting  is  strong  at  3l£c.,  while  side  welt- 
ing is  firm  at  4^c.  for  stock  gauging 
1-2  x  3-32  inches. 

SIDE  UPPER  LEATHER.— Tanners 
are  having  a  fair  volume  of  new  business 
in  chrome  sides,  satin,  kangaroo  grain, 
deerskin,  boarded  and  smooth,  etc.  Condi- 
tions are  steadily  improving,  and  tanners 
and  dealers  are  holding  much  stronger 
views.  Sales  have  been  made  at  a  material 
advance.  One  tanner  has  sold  40,000  sides 
in  a  comparatively  short  time  and  turned 
down  an  offer  for  10,000  sides  at  prices 
which  would  have  been  accepted  within  a 
month.  The  curtailment  is  as  great  as  any 
time,  and  some  tanners  are  not  working  in 
any  hides.  Receipts  are  still  abnormally 
light.  There  is  a  good  sale  for  deerskin 
&nd  elkskin  sides. 

SPLITS. — Tanners  report  a  little  better 
demand  for  medium  and  good  weight 
splits,  and  some  of  the  larger  finishers  are 
closely  sold  up.  One  firm  sold  30  tons 
for  export  and  will  close  the  contract  in- 
side of  two  weeks.  Some  dealers  assert 
that  they  have  made  sales  at  a  full  cent 
per  pound  advance  over  prices  of  a  month 
ago.  There  is  little  improvement  in  light 
splits  and  few  selling.  An  ooze  split  in 
several  colors  is  on  the  market  and  meet- 
ing with  good  sale.  Flexibles  are  moving 
along  in  fairly  good  volume  and  some  tan- 
ners are  sold  up  close  in  Boston. 


KANGAROO 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "  Ryco  "  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A- 

Branch:  54  South  Street,  BOSTON,  MASS. 


Quebec  Markets 


BOOTS  AND  SHOES:— 

The  past  month  has  found  the  factories 
still  busily  engaged  in  completing  fall  orders 
and  getting  spring  samples  ready.  The  styles  -p ALLOW: — 
for  next  spring  are  varied  but  slightly  from 
last  season;  in  one  or  two  instances,  however, 
a  change  has  been  made.  Some  very  fine  sam- 
ples are  being  shown  in  both  ladies'  and  gents'. 
Tans  will  be  more  in  evidence  than  ever,  es- 
pecially in  oxfords.  A.  neat  button  oxford 
will  be  much  worn.  Patents  will  still  be  much 
in  evidence,  although  a  note  of  dissatisfaction 
was  sounded  last  season  because  of  the  crack- 
ing propensities  of  much  of  the  patent  leather 


Unwashed  fleece  16  18 

Greasy  cape  18  22 

Medium  20  22 


Practically  no  change  has  taken  place. 
Buying  is  still  at  a  minimum  and  prices, 
which  are  unchanged  for  the  present,  rule  for 
extra  tallow  at  byi  per  pound. 


SHOE  FINDINGS:— 

The  local  shoe  findings  market  is  quiet 
and  the  little  business  done,  for  the  most  part, 
is  for  immediate  wants.  Stocks,  although 
not  considerable,  are  satisfactory.  Manufac- 


sold.    Travelers  now  out  report  business  a  turers  and  dealers  expect  that  business  will 


little  quiet  but  a  fair  average  is  being  done 
Prices  are  not  likely  to  be  changed,  the  pres- 
ent condition  of  the  hide  and  leather  market 
not  warranting  any  further  advance.  Collec- 
tions are  slow  and  renewals  frequent.  Too 
much  money  is  becoming  "land-locked." 
The  manufacturers  are  all  fairly  busy  with 
encouraging  prospects.  Retailers  have  been 
busy  and  report  greatly  increased  sales  over 
corresponding  period  of  last  year.  The  busi- 
ness outlook  on  the  whole  may  be  said  to  be 
most  hopeful,  and  the  coming  season  will 
no  doubt  prove  most  satisfactory  in  volume 
of  business. 

HIDES:— 

The  hide  market  continues  quiet  and  there 
is  no  material  change  in  the  situation.  The 


assume  good  proportions  in  the  near  future. 
The  latest  quotations  are: — 


Leather,   friction  and  fibre 

3^ 
8 

6 

9 

Stiffner's,  union  

1 

3 

Stiff ner's  leather  board,  per 

75 

1. 15 

7 

8 

Leather  board,  per  lb  

2 

3 

FISH  OILS:— 

There  is  very  little  activity  in  the  market. 
Business  keeps  quiet  and,  on  account  of  small 
quantities  in  stock,  sales  effected  are  for  im- 
mediate delivery.  Chances  are  that  we  shall 
see  an  increase  in  prices,  although  for  the 
receipts  'are  small.  Prices  dropped  slightly  present  the  quotations  remain  unchanged  as 
during  the  month,  but  have  again  recovered  follows :- 


and  are  now  quoted  the  same  as  a  month 
ago.  The  receipts  are  only  limited  and  there 
is  not  much  of  an  accumulation  taking  place. 
The  quality  of  hides  coming  on  the  market 
is  improving  and  as  there  is  no  accumulation, 
dealers  buy  them  freely.  The  long-haired 
stock  still  proves  difficult  to  move. 

The  latest  quotations  are  as  follows: — 

Sheepskins  25  75 

Sheep  clip  skins  10  35 

Lambskins  15  5° 

City  and  country  hides  quotations.  Prices 
to  butchers: — 

No.  1  quoted  10K 

No.  2  quoted   9/4 

No.  3  quoted   8>£ 

CALFSKINS  — 

City  and  country  prices: — 

No.  1  quoted  14 

No.  2  quoted  12 

WOOL: — 

The  situation  is  unchanged  and  the  wool 
market  is  quiet  with  few  sales  of  small  import 


Cod  oil,  Gaspe,  gal   23 

Sea-hog  oil   35 

Sea- wolf  oil,  refined   35 

Whale  oil,  No.  1  refined,  gal .  1 . 80 
Whale  oil,  No.  2,  refined  ..  . 
Whale  oil,  No.  1,  ordinary.. 
Whale  oil,  No.  2  ordinary,.. 
Cod  oil  pure  Newfoundland 


1.77 

i-74 
1 . 72 
30 


40 
38 
37 
1.85 
1.82 


Liverpool  salt   5° 


78 
32 
60 


LEATHER:— 

The  leather  industry  is  prosperous.  The 
past  month  has  witnessed  considerable  activ- 
ity all  along  the  line.  Prices  have  not  strength 
ened  very  perceptibly,  but  there  has  been  a 
good  call  and  the  turnover  has  far  exceeded 
the  corresponding  period  of  last  year.  Boot 
and  shoe  manufacturers  have  been  a  factor 
in  the  market  and  not  a  few  good  sales  are 
reported.  Sole  leather  of  medium  and  light 
weights  is  much  in  demand,  while  the  heavy 
v,  eights  have  also  had  a  very  fair  call.  Fancy 
leathers  have  had  a  good  sale  and  are  becom- 
ing very  popular.  Colored  stock  is  much  in 
Manufacturers  are  reported  to  hive  a  demand,  oxblood  and  tan  has  been  much  in 
good'  supply  in  hand  to  meet  the  demand,  evidence,  while  the  sales  of  patent  leather 
Dealers  are  confident  in  an  improvement  of  has  greatly  increased.  Collections,  though 
the  trade  as  the  general  aspect  of  affairs  was  somewhat  slow,  are  improving.  The  general 
taking  a  little  more  favorable  color  at  the  outlook  for  the  coming  season  is  most  hopeful, 
end  of  the  month.  and  a  much  increased  business  over  that  of 

(      ,,iian  pulled  wool  22    24      last  year  is  anticipated,  and  indeed  is  quite 

..  . ,   24    28      assured  from  the  showing  up  to  the  present. 


The  following  are  the  last  quotations: — 
Harness  leather: — 

No.  1  U.  O  

Rejected  

No.  2  

Kangaroo  

Splits,  senior,  per  lb  

Splits,  junior,  per  lb  

Splits,  senior,  per  foot ....... 

Splits,  H  and  Mm,  per  foot. . 

Splits,  M,  per  foot  

Splits,  Lm,  per  foot  

Splits,  junior,  per  foot  

Splits,  flexible,  per  lb  

Splits,  trimmed,  HM,  per  lb. 
Splits,  trimmed,  M,  per  lb . . . 

Pebble,  A  L  

Pebble,  ALM  

Pebble,  AM  

Pebble,  AHM  

Buff,  AM  

Buff,  AH  

Moccasin  leather,   red,  per 

stamp  weight  lb  

Oil  grain  (Quebec)  per  foot.  . 

Wax  upper,  heavy  

Wax  upper,  light  and  med. . . 

Horsehides  

Glove  grain  

Heavy  grain  

Patent  cow  

Patent  cow  chrome  

Heavy  upper  

Grained  upper  

Scotch  grain  

Dongola  kid  

Patent  kid  

White  alum  

Sumac  • 

Col.  sheep  

Napa  sheep  

India  kid  

Patent  colt  

Harness  

French  kip  skins  

English  kip  skins  

Canadian   kip  skins  

Hemlock  calf  

Light  calf  

French  calf  

TANNERS'  MATERIALS:— 

The  market  is  satisfactory  in  tanners' 
materials  and  good  sales  have  been  made. 
Prices  have  remained  unchanged  during  the 
month.   The  latest  quotations  are  as  follows: 

Degras   3%  7 

Sumac  $69.00 

Gambier   5% 

Hemlock  extract   4/4 

Hemlock  bark,  per 
cord  

Oak  extract  

Mineral  tanners'  ex- 
tract  

Scuth, lb  


36 

33 

32 

39 

15 

16 

28 

27 

3 

Q 

8 

O 

6 

5^ 

4 

22 

32 

32 

15 

15^ 

14 

16 

15 

16 

10 

17 

18 

40 

42 

38 

44 

3 

15 

17 

15 

17 

21)4 

23^ 

21 

23 

19 

20 

I9K 

2oy2 

20 

21 

14 

21 

36 

46 

II 

15 

9^ 

11 

10 

12 

11 

11 

13 

36 

46 

40 

42 

94 

1.05 

55 

65 

61 

65 

70 

85 

70 

80 

1 . 10 

1.65 

8.00 

4 

6 
4 


ey2 
5 

750 

4^ 
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Established  Over  Half  a  Century 


CUT  SOLES 


FROM  THE  FAMOUS 


PENETANQ  SOLE  LEATHER 

"CUTS    LIKE    CHEESE    AND    WEARS    LIKE  IRON' 

We  have  added  a  counter  cutting  department  to  our  business 
and  make  all  lines  of  MOULDED  and  FLAT  COUNTERS 


Address :  berlin,  ont.   The  Breithaupt  Leather  Co.  Limited 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  SEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


BOX  TOES  THAT  COME  ALIKE 

Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 

INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (SI  CO., 

LYNN,  Mass.,  U.S.A. 


W.H.StaynesS  Smith, 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


Leicester,  ILrag. 

Gable  "HIDES,"  Leicester. 


and  at  Kettering,  Northampton 
Frankfort  on- Maine. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


DUCL05  ®.  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersolingf. 

Office  and  Factory,      Store,  224-  Lemoine  St. 
ST.  HYACINTHS.  MONTREAL. 


Bonner  Leather  Co. 


■  Manufacturers' 


G  L  A  Z ED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

{Qlazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOTER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorR  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E.  3778 


AN  UP  TO  DATE  MANUFACTURER 

Cannot  afford  buying  cheap  machines,  because 
they  are  too  expensive. 

More  than  600  M0ENUS  Band  Knife 
Splitting  Machines 

Were  delivered  to  all  parts 
of  the  world.  More  than 
30  machines  were  delivered 
to  America; 

Write  for  our  prices 


Present  Yearly  Output  Over  100  Machines 


OENUS  MACHINE  WORKS 

FRANKFURT-ON-MAIN,  GERMANY 
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EVERY  SHOE  MERCHANT 

AND 

EVERY  RETAIL  SALESMAN 

Should  grasp  every  opportunity  to  increase 

HIS   EARNING  CAPACITY 

You  recognize  the  value  of  show  cards  and  price  tickets  in  retail  merchan- 
dising, if  you  were  to  become  a  first  class  show  card  writer  how  much  would 
it  be  worth  to  you  in  dollars  and  cents  ?  Enough,  anyway,  to  warrant  your 
grasping  an  opportunity  to  learn  the  art  at  practically  no  cost  whatever. 

HERE  IS   YOUR  OPPORTUNITY 

Commencing  with  the  June  1 5th  issue  of  the  Shoe  and  Leather  Journal,  we 
will  publish  a  series  of  lessons,  comprising  a  complete  course  in  show  card 
writing.  This  course  is  simple  and  practical,  making  the  accomplishment 
of  the  art  easy  to  all.  No  talent  for  drawing  is  necessary.  All  that  is  re- 
quired is  proper  tools,  good  common  sense  instruction  and  practice.  Many 
young  men  to-day  are  paying  as  high  as  sixty  dollars  for  a  course  in  show 
card  writing,  which  is  no  better  and  acknowledged  by  some  as  not  as  prac- 
tical as  the  one  we  are  going  to  give  you.  In  giving  this  course  the  only 
return  we  ask  is  that  you  READ  the  Shoe  and  Leather  Journal. 

BEGIN    AT    THE  BEGINNING 

YOUR  FIRST  LESSON  WILL  APPEAR 
IN  THE  ISSUE  OF  JUNE  FIFTEENTH 

If  you  are  not  a  reader  of  the  Shoe  and  Leather  Journal,  send  us  $1.00  and  you  will 
receive  within  a  year  24  copies  of  the  liveliest  Trade  Newspaper  published  in  Canada. 


F.  G.  CLARKE,  President.  C.  B.  CLARKE,  Vioe-Pres.  and  Tkeas. 

CLARKE  &  CLARKE,  Limited      Baamtd  tjsj. 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works — Christie  Street,  TORONTO 
City  Office  and  Warehouse— 52   Bay  Street,     1  1  U. 

BRANCHES— 59  St.  Peter  St.,  MONTREAL.   G.  S.  Hubbell,  Agent  553  St.  Valier  St.,  QUEBEC.  Richard  Freres,  Agents. 


Manufacturers  of 

vSolid  Leather 


BLRLIN,  ONT. 


Shoes 
and  lonroanu    AU  Uncs,  an  si2e.  from 

Children's   to  Men's 

Also  SLIPPERS 
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UNITED  STATES 

REFERENCE  BOOKS 

In  addition  to  the  General  Reference  Book  cover- 
ing the  United  States  and  Canada,  we  publish  indi- 
vidual States  and  groups  of  States  in  separate  bind- 
ings, both  as  pocket  books  and  office  editions. 

Rates  of  same  are  quoted  to  subscribers,  or  pros- 
pective subscribers,  on  application. 

R.  G.  DUN  &  CO. 

Establised  1841  212  Offices— 15  in  Canada 


Satisfaction  guaranteed 
by  factories  using 

Ullathorne's 


ENGLISH- MADE 


:   Shoe  Thread 

Stocked   by    all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 


They  Always  Sell 


Our  lines  of  Staple  Footwear  for 
men,  women,  boys,  misses  and 
children  are  steady  profit-bringers. 
They  are  not  affected  by  the 
"silly"  season  or  any  other  season 
but  sell  readily  winter  and  summer. 

The  price  you  pay  allows  you  to 
make  a  good  profit  and  still  give  a 
price  that  will  look  good  to  your 
customer. 

Ask  us  about  our  extra  special 
lines. 

The  G.  B.  Oberholtzer  Co. 

LIMITED 

Berlin,  Canada 
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WHY  THE  YEAR 

1911 

IS  A  GOOD  YEAR  FOR 

SELLING 

GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information— 
which  now  extends  throughout  the  country— was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  ,  in 
making  it— is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.  The  story  is  yours 
for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.O. 


The  standard  in  style,  fit  and  quality  in 

RUBBER  FOOTWEAR 

It's  a  good  line  to  handle.  We 
believe  that  "Maltese  Cross 
quality  at  Maltese  Cross  prices 
is  the  strongest  combination 
you  can  have  for  your  Rubber 
trade. 

Now  is  the  time  to  order.  You 
gain  nothing  by  waiting. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg,  Calg ary,  Vancouver, 
Branches :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


/OOH  KBUSBfSQfr- 

1CRGHIO  MQHIREflL 
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Black  Diamond  Chrome  Patent  Leather 
—is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 
Tan  Gun  Metal  Ca//--especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock- 
Hub  Gum  Soles 

-A.  C.  LAWRENCE  LEATHER- 

COMPANY 


95   SOUTH   STREET,  BOSTON 

ROCHESTER  CINCINNATI.     

005-6  Power*  Bldg.  ST.  LOUIS,  705  Ucm  St. 


NE.W   YORK  621  Broadway  ROCHESTER        CINCINNATI,  682  Syc«mor«St. 

GLOVERVILLE,  SO  So.  Main  St. 
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McKays  and 
Turns 

Men's,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 

!  Where  f 

\  Amherst  \ 

s<?ro„MAKE  j 

EXCELS* 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


What  this  trade  mark  means 


To  the  wearer,  solid 
leather,  good  fit,  long 
wear,  comfort  and 
full  value. 


To  the  dealer,  a 
guarantee  of  good 
leather,  faithful 
workmanship  and 
good  profit. 


To  the  manufactur- 
er, an  incentive  to 
keep  the  shoe  up  to 
its  own  high  stand- 
ard. 


THE   LOUIS   GAUTHIER  COMPANY  LIMITED 


QUEBEC  CITY 
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ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way.  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond -♦►trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.    -     MONTREAL,  QUE. 
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"EN  >UR AL- 
AN At iOLUTELY 
WATERPROOF 
CALF 


CHROME  TANNED 

WASHABLE 

COLORED 

RUSSIA 

CALF 


44  Endural"  is  a  heavy-weight  water- 
proof calf  that  sets  a  new  standard  for 
wet -weather  foot-comfort.  It  is  more 
than  waterproof,  more  than  moisture- 
proof,  for  it  keeps  out  the  damp.  Yet  it 
takes  a  shine  like  ordinary  Russia  Calf. 
44  Endural "  is  a  new-born  winter-calf 
that  is  the  equal  of  any  imported  vis- 
colized  leather.  In  satisfaction-giving 
service  it  is  peerless  and  the  laid  down 
cost  is  4  cents  per  foot  less. 


Ask  for  Russia  No.  88  in  Tan  and  Lon- 
don Brown  if  you  are  looking  for  a 
colored  open-grain  leather  that  will 
eliminate  most  of  your  shoe-factory 
troubles.  It  makes  a  cool,  free-breath- 
ing shoe,  yet  because  of  the  special  treat- 
ment it  receives  in  tanning,  dirt  and  stains 
cannot  sink  into  the  grain  but  are  read- 
ily washed  off  after  all  handlings. 


SPECIAL  TANNED  mde  {n  dther gUzed  or  Ml  fMsK  it 

BLACK  is  ^0>  tough  yet  pliable  and  especially 

adapted  to  stand  the  strain,  the  heavy 
VAMPING  wear-and-tear  to  which  vamp  leather 

pair  is  subjected.     A  great  deal  depends 

"     *  upon  the  leather  you  use  for  vamping. 

It  will  pay  you  to  try  this  out. 


DAVIS  LEATHER  CO.,  Limited 

NEWMARKET,  ONTARIO 
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FREE  TICKET  TO  BOSTON 
SHOE  AND  LEATHER  FAIR 

JULY  12th-19th.  1911 

Shoe  Buyers,  Shoe  Retailers  and  Clerks  in  all  parts  of  Canada  who  expect  to 
visit  Boston  during  the  "  BIG  WEEK,"  July  12th-  19th,  can  obtain  FREE 
TICKETS  to  the  Fifth  National  Shoe  and  Leather  Market-Fair  by  signing  and 
mailing  the  coupon  below. 

The  Trade  is  cordially  invited  to  attend,  and  at  the  Fair  may  be  seen  interesting  and 
instructive  exhibits  of  Shoes,  Leather,  Shoe  and  Leather  Machinery  and  supplies  of 
all  kinds.  Every  member  of  the  Trade  should  visit  Boston  at  least  once  a  year  and 
keep  in  touch  with  the  progress  of  the  industry.  The  "Big  Week"  offers  visitors  a 
splendid  opportunity  to  combine  business  with  pleasure  by  visiting  the 
Market  Fair,  seeing  Boston's  famous  Shoe  and  Leather  district  and  visiting  New 
England's  beautiful  Seaside  Resorts. 

TWO    BIG    EVENTS    IN   ONE  WEEK 

NATIONAL  SHOE  AND  LEATHER  WEEK 
BOSTON,  JULY  12th-19th,  1911 

SHOE   AND   LEATHER  MARKET -FAIR 

Special  excursions  and  trade  outings  have  been  arranged  by  the  New  England  Shoe 
and  Leather  Association.  A  number  of  individual  firms  have  planned  to  entertain 
the  visiting  trade  and,  with  the  Fifth  National  Shoe  and  Leather  Market-Fair,  the 
week  will  be  full  of  interest  and  enjoyment. 


New  Methods  in  Shoemaking,  New  Leathers, 
Lasts,  Patterns,  Styles  and  Machinery  in 
operation  will  be  shown  at  the  Fair. 


Come  to  Boston  and  meet  your  trade  friends, 
estimate  the  tendencies  for  Fall  business 
and  enjoy  New  England's  hospitality. 


JACOBSEN  PUBLISHING  CO., 

183  ESSEX  ST.,  BOSTON,  MASS. 

Please  mail  me  free  admission  ticket  to  the 
Fifth  National  Shoe  and  Leather  Market-Fair, 
Boston,  July   1 2th- 1 9th,  1911. 


Name 
A  ddress 

With  what  firm 


MECHANICS    BUILDING,    BOSTON,  WHERE 
THE   FAIR   WILL   BE  HELD 

(We  have  leased  this  entire  building  for  this 
Fair.) 

Nearly  every  car  line  in  Boston  and  nearby 
suburbs  passes  or  transfers  direct  to  this  build- 
ing. Train  service  from  South  Station  at 
frequent  intervals. 
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FREE  PASSES 

For  Superintendents  and  Foremen 

OF  CANADIAN  SHOE  FACTORIES 
Fifth  National  Shoe  and  Leather  Market-Fair 

BOSTON,  JULY  12  to  19,  Mechanics  Building 


Any  Superintendent  or  Foreman  may  obtain  a  PASS  BUTTON  by  WRITING  or  CALLING  at  our 
Boston  Office,  183  Essex  Street,  Room  709. 

These  buttons  are  good  for  admission  any  Free    admission    tickets    good    for  ONE 

time  during  the  week  and  as  many  times  ADMISSION  any  day,  may  also  be  obtained 

as  desired.   NOT  TRANSFERABLE.  on  request. 

SIGN  THIS  COUPON  NOW 


JACOBSEN  PUBLISHING  CO., 

Room  709,  183  Essex  St.,  Boston,  Mass. 

Please  mail  me  free  Pass  Button,  also  single  admission  tickets 
to  the  Fifth  National  Shoe  and  Leather  Market-Fair,  Boston, 
July  12-19,  1911- 

Name  

Address  

Supt.  or  Foreman  

With  what  firm  .'  


TWO  BIG  EVENTS  IN  ONE  WEEK 

NATIONAL  SHOE  AND  LEATHER  WEEK,  Boston,  July  12  to  19,  1911 
SHOE  AND  LEATHER  MARKET-FAIR 

Special  excursions  and  trade  outings  have  been  arranged  by  the  New  England  Shoe  and  Leather  Association. 
A  number  of  individual  firms  have  planned  to  entertain  the  visiting  trade  and  with  the  Fifth  National  Shoe 
and  Leather  Market-Fair,  the  week  will  be  full  of  interest  and  enjoyment. 

New  methods  in  shoemaking,  new  leathers,  Come  to  Boston  and  meet  your  trade  friends, 
lasts,  patterns,  styles  and  machinery  in  estimate  the  tendencies  for  Fall  Business 
operation  will  be  shown  at  the  Fair.  and  enjoy  New  England's  hospitality. 


Jacobsen  Publishing  Company 

Publishers  "HIDE  AND  LEATHER" 


MECHANICS  BUILDING,  BOSTON,  WHERE 
THE  FAIR  WILL  BE  HELD 


183  Essex  St.,  Boston        134  W.  Lake  St.,  Chicago        2  Stone  St.,  New  York       415  Arch  St.,  Philadelphia 
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V  A  S  S  A  R 


MISS  CANADA 


STYLISH  RELIAB 

FOOTWEAR  FOR 


The  man  who  takes  chances  has 
them  for  keeps.  They  are  not 
returnable  at  the  exchange  counter. 

Then  why  take  chances  ?  True, 
by  doing  so,  a  man  may  "  make  a 
hit "  that  will  bring  a  little  extra 
profit,  but,  again,  he  may  "get 
hit"  and  the  blow  would  doubt- 
lessly mean  greatly  reduced  profits 
and  an  injured  business.  It  would 
then  not  only  require  an  indefinite 
period  but  also  good  hard  work  to 
regain  the  confidence  of  the  public 
and  reach  the  level  from  which  the 
business  had  fallen. 

It  is  profitable  to  remember  always, 
that  when  a  customer  enters  a  shoe 
store  and  planks  down  his  hard 
earned  cash,  he  wants  the  maxi- 
mum value  in  Style,  Wearing- 
quality  and  Comfort.  If  he  does- 
n't get  it,  the  result — Well,  isn't  it 
best  to  play  safe  ? 
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MINISTER 

COR.  PEARL  &  SIMCOE 


M  Y  L 
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COMFORTABLE 


AND  WOMEN 
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You  take  no  chances  when  you 
handle  our  products.  They  are 
not  made  for  that  purpose,  but  to 
assist  you  in  steadily  building  up 
a  good  business  on  a  solid  founda- 
tion. The  style  of  our  shoes  is 
that  which  will  appeal  to  the  masses 
and  please  the  most  fastidious.  For 
Reliability  they  are  known,  not  only 
to  the  merchant  who  has  handled 
them,  but  also  to  the  many  con- 
sumers who  have  worn  them,  while 
for  Comfort,  that  feature  is  so  prom- 
inent as  to  cause  the  wearer  to 
have  a  kindly  feeling  toward  the 
merchant  from  which  they  were 
purchased. 

To  the  merchant  who  is  anxious  to 
build  up  an  honest  and  profitable 
business,  our  lines  would  surely 
prove  an  able  assistant. 

Our  travellers  are  now  showing  the 
complete  range  of  samples  for  Fall. 
To  see  them  is  educational.  To 
buy  from  them  profitable. 


SHOE 


COMPANY 

TORONTO,  CANADA 


BERESFORD 


BERESFORD 


s 
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We  Can 
Supply  Anything; 

From  a  Tack 
to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 


Lagauchetiere  and  St.  Monique  Sts. 


MONTREAL,  QUE. 
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The  Rush  Order  Season 


Always  ready — that's  the  secret  of  the 
success  of  this  house.  Long  experience 
in  supplying  the  needs  of  the  Canadian 
shoe  trade  has  given  us  a  knowledge  of 
what  to  buy  and  when  to  stock  it. 

Now  at  this  time  when  you  are  constantly 
running  out  of  quick-selling  lines  we  are 
prepared  to  supply  you  with  what  you 
want  when  you  want  it. 

No  delay,  no  substitution.  Every  order 
filled  accurately  and  shipped  promptly. 
Try  us  and  prove  it. 


JAMES  ROBINSON 

182-186  McGILI/  STREET   -    -  MONTREAL 
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Some  Advice  About  Patent  Leather 

If  We  are  ready  for  the  rush  of  orders 
which  is  sure  to  come. 

CJ  Our  output  has  been  greatly  increased 
and  we  can  handle  any  volume  of  business 
that  may  come  our  way. 

CJ  ''Good  hides  are  very  scarce?"  Yes. 
But  we  have  placed  six  months  ahead, 
so  are  well  protected. 

CJ  The  Shoe  man  in  buying  Patent 
wants  to  deal  with  the  firm  he  can 
depend  on. 

CJ  What  is  the  question  asked  when  the 
Shoe  Salesman  approaches  the  Retailer? 
"Is  that  Clarke's  Patent?" 

Can  you  say  yes? 

CJ  We  advise  booking  orders  early  as  the 
demand  for  our   Patent  is  increasing. 


A.  R.  ClarKe  <U  Co.  Limited 

Toronto,  Ont. 
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TOP-NOTCH  EFFICIENCY 
IS  WHAT  YOU  WANT  FOR 

SUMMER 
SORTING 

A  BIG  SUPPLY  OF  EVERYTHING  REQUIRED  IN 

"COOL  SHOES" 


YOU    HUSTLE    IN    THE    ORDER  WE'LL    HUSTLE    OUT    THE  GOODS 

McLaren  &  Dallas 

WHOLESALE  DISTRIBUTERS 

BOOTS  —  SHOES  —  RUBBERS 

30  FRONT  STREET  WEST  TORONTO,  CANADA 
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STOCK  DEPARTMENT 


No.  112 — Infants'  Chocolate 
Dongola  Button,  no  heel, 
sizes  I  to  5.    Price   75c 

No.  84 — Same  in  Blucher  style. 

Price   75C 


No.  418 — Misses'  Pat.  Pump, 
strap,  low  heel,  sizes  11 
to  2  $1.15 

No.  419 — Infants'  Pat.  Pump, 
strap,  wedge  heel,  sizes  3 
to   80 

No.  420 — Child's  Pat.  Pump, 
strap,  wedge  heel,  sizes  8 
to  10   1. 00 


No.  393  —  Child's  all  Patent 
Ankle  strap,  wedge  heel, 
sizes  8  to  io}4   90c 

No.  392 — Infants',  sixes  3  to 

7K   80c 

No.  129 — Baby's,  sizes  1  to  5. .  65c 


SUMMER  STYLES  IN 
TURNS  AND  WELTS 

INFANTS'  MISSES' 
and  ft$\  an<^ 

CHILDREN'S  ^x         COLLEGE  GIRLS' 

WE  CARRY  ALL  OUR  STAPLE  LINES  IN  STOCK 
TRY  US  FOR  ANYTHING  YOU  WANT  IN  A  HURRY 


No.  710 — College   Girls'    all  No.  1 188— College  Girls'  Pat.  low    heel,    G.Y.  welted 

Patent  Pump  Strap,  turn  Blucher,    bal.  dull    calf  sole,  sizes  11  to  2  $1.80 

ole,  low  heel,  sizes  I  to  7                       top,  low  heel,  G.W.,  sizes  No.  933 — Children's,  sizes  8 

widths  D  and  E.  Price.  .$1.50  2  to  7  $2.60  to  10^   1.60 


The  Macfarlane  Shoe  Company,  Limited 

MONTREAL 


THE  SHOE  AND  LEATHER  JOURNAL 


13 


Sunshine  Leathers  will  chase 
away  the  clouds  of  patent  leather 
troubles 


CJ  Patent  leathers  are,  no  doubt,  the  bane 
of  your  existence  as  they  are  of  most 
shoe  dealers. 

^  They  look  alright  in  your  window  but 
they  don't  act  right  on  the  feet  of  your 
customers. 

€|  They  can't  help  causing  trouble.  The 
baked  varnish  will  not  move  freely  with  the 
leather  and  naturally  it  cracks  and  checks. 

IJ  Sunshine  Colt  and  Sunshine  Kid  are 
not  patent  leathers — they're  better.  They 
won't  crack  or  check  because  they  are  not 
varnished  or  baked. 

€][  Sunshine  Leathers  have  never  caused  a 
merchant  anything  but  increased  sales. 
They  have  never  caused  a  customer  to  feel 
sore  on  a  merchant. 

CJ  When  next  you  order  shiny  shoes 
specify  Sunshine  Colt  or  Kid  and  you'll 
always  wear  a  smile. 


(SUNSHINE  COLT] 

MADE  AND  SOLO  B"r 

CORONA  KID  MFC  CO. 

BOSTON 
MASS- 


•JKR 


vv<v 


SUNSHINE  KID 

TRADE  MARK 
MADE  AND   SOLD  BY 

CORONA  KID  MFG.  CO. 
BOSTON 
MASS* 


CORONA  KID  MFG.  CO. 

BOSTON,  MASS. 
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LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street         -  MONTREAL 


So  Smooth,  So 
Strong,  So  Pliable 

That's  the  way  Maple  Leaf  Glazed  Leathers 
appear  in  the  shoe.  They  pass  through  the 
various  processes  of  manufacture  and  still 
preserve  their  original  beauty  of  finish. 
There  are  not  many  leathers  that  will  do 
this,  Mr.  Merchant,  and  the  leather  that 
will  is  the  one  you  should  specify  when 
ordering  glazed  leather  shoes. 

Every  hide  that  leaves  our  tannery  will  make 
up  perfect,  for  we  couldn't  risk  the  good 
reputation  of  our  leathers  by  sending  out 
"near-perfects." 


Saleability  &  Wearability 


Two  things  to  ask  yourself  when  ordering  shoes,  Mr. 
Merchant,  are: 

"  WILL  THEY  SELL  READILY?"  and 

"WILL  THEY   WEAR  LONG?" 

To  sell  readily  they  must  look  good  and  they  must  be 
up-to-date.  To  wear  long  they  must  be  of  good  leather  and 
well  made. 

The  shoes  now  being  turned  out  of  my  new  factory  are 
up-to-date  in  every  particular  and  the  material  and  work- 
manship couldn't  be  better. 

Write  and  get  my  prices. 


F.    BLOUIIN  «™r»4Ec=  QUEBEC  CITY 
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IN 
STOCK 


66 


63 

CLASSIC 

TRADE 
WINNERS 


J5 


197— Infant's  Chocolate  Kid  Butt 
2-5  $0.75 

297— Child's  Chocolate  Kid  Butt 
4-7^  $1.00 


1141— Infant's  Tan  Calf  Sandal  2-5  $0.90 
2141— Child's  "  •'  "  4-7^  1.10 
3141— Girl's  "  "  "  8-0%  1-35 
4141— Misses'  "  "  "  11-2  1.65 
Patent  Leather  same  prices. 


4073— Misses' Kid  Blucher  McK  11-2 
$1.55 

3073— Girl's  Kid  Blucher  McK  8-0X 
$1.25 

236— Child's  Kid  Blucher  Turn  A-7/2 
$1.00 

136— Infant's  Kid  Blucher  Turn  2-5 
$0.75 


CATALOGUE 
Illustrating  the 
complete  range 
will  be  mailed 
to  the  Trade 
shortly.    :    :  : 


108— Infant's  Patent  Pumps  2-5 
$0.75 

208—  Child'sPatentPumps4-7 
$1.00 

944-ColIege  Girl's  Patent  Pumps  2^-7  308-Girl's  Patent  Pumps  8-0^ 

$200  408— Misses'  Patent  Pumps  1 1  -2 

$1.50 


139— Infant's  Patent  Blucher  2-5  $0.90 
239— Child's  "  "  4-7^  1.10 
3074— Girl's  "  "McK  8-0^1.35 
4074— Misses*    "      "   "    11-2  1.65 


GETTY 


& 

SCOTT 

LIMITED 

GALT 
ONTARIO 
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Anybody  can  cut  the  price,  but  it 
taKes  brains  to  maKe  a  better  article. 

Apologies  to  Alice  Hubbard. 

Walpole  Process 

is  A 

"Better  Article" 


We  are  prepared  to  coat  your  gem  duck 
in  a  manner  satisfactory  to  you.  Please 
note  this  statement. 

Re-covering  and  repairing  crippled  gems 
is  an  expense  that  you  will  not  have  if 
you  use  WALPOLE  Coated  Duck 
(patent  applied  for). 

We  can  also  show  you  a  more  econo- 
mical way  of  cutting  the  ducK  than 
that  in  general  use,  and  can  furnish 
complete  outfit  on  short  notice. 

Let  us  quote  you  on  DRYFOOT  CORK 
SOLES;  DRYFOOT  WELTING; 
M.C  BACKING  CLOTH,  all  weights; 
BOX  TOES— COMBINATION  with 
Waterproof  centre  (pat.  app.).  Where 
this  box  is  used  fancy  tips  will  not  be 
stained  by  box  toe  gum.  BOX  TOE 
SHELLAC  No.  34,  for  Welt  Shoes  ; 
BOX  TOE  SHELLAC  No.  36  for 
McKay  Shoes;  PATENT  LEATHER 
SOFTENER,  No.  37;  PATENT 
LEATHER  CLEANER,  No.  38 
(spirit);  PATENT  LEATHER 
CLEANER,  No.  41  ;  RUSSET  LEA- 
THER CLEANER,  No.  39;  WAL- 
POLE LIQUID  GLUE;  WALPOLE 
INSOLE  PROOFING. 

Walpole  Rubber  Co. 

Limited 
MONTREAL 


Good  Points  About 
Eveleigh  Baggage 


Maintained  Excellence 


"Eveleigh"  baggage  has  a  repu- 
tation of  forty  years  maintained  excel- 
lence in  quality. 

There  is  no  cheap  Eveleigh  baggage 
— there  are  certain  low-priced  lines, 
low  in  price  because  the  materials  are 
inexpensive. 

But  no  article  is  poorly  made — 
we  know  that  there  is  no  part  which 
is  of  inferior  workmanship. 

Even  in  the  lowest  priced  trunks 
the  wooden  boxes  are  all  made  by  our- 
selves— made  of  selected  sound  lumber 
— dried  in  our  own  kiln  until  thoroughly 

seasoned. 

Every   detail  of   manufacture  is 

watched   in   this  careful  manner — to 

maintain  the  40  year  reputation  of 
"Eveleigh." 

Whatever  your  particular  needs 
may  be — "Eveleigh"  can  give  satis- 
faction. 


£/Af/T£0. 


MONTREAL 

"The  Big  Baggage  Makers." 


BAGGAGE 

CANADA'S  BEST 

18  70 

REGISTERED  TRADE  MARK 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244.  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  S  FRERE 

301  Aird  Ave. 
MONTREAL 


DUCL05  ®.  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,       Store,  224  Lemoine  >St. 
ST.  HYACINTHE.  MONTREAL. 


As  is  the  leather 
so  is  the  glove 

You  can't  make  a  good  glove  unless  you 
first  have  a  good  leather. 

You  can't  have  a  good  leather  unless  the  . 
skin   has  been    tanned    properly,  colored 
properly,  aged  properly. 

Many  leathers  are  tanned  and  colored  pro- 
perly and  sold  as  perfect  leathers.  They're 
not,  for  they  have  not  had  the  proper 
aging. 

To  be  sure  of  perfect  leathers  buy  National 
Leathers. 

They  have  been  tanned  correctly,  aged  six 
months,  then  colored  correctly. 
Buy  a  dozen.    Try  them.     If  you're  not 
satisfied  return  them  and  get  your  money. 

National  Leather  Company 
of  Canada,  Limited,  Toronto 


Do  You  Wish 
To  Get  Your 

OVERGAITERS 
&  LEGGINGS 

By  Sept.  1st? 

If  so,  NOW  is  the  time 
to    place    your  order. 

Our  Travelers  are  on  the  road  with  a 
full  range  of  bright,  new,  snappy  goods, 
that  are  bound  to  be  great  sellers. 


Have  you  received  one  of  our  Catalogues 
of  Gaiters  and  Leggings?  If  not  drop 
us  a  post  card  and  we  will  be  pleased  to 
send  you  one. 

DON'T  DELAY 

In    Placing  Your  Order. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 

Largest  Manufacturers  of  Overgaiters  and 
Leggings  in  Canada. 
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MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  217  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


Q|TTEM0Re,.i 

.  Fx  D<5£ 

-ipRESSING:- 
-FINE  SHOES - 


||-col6r/lustre-|| 
blackest  color 

-P-  UU5TR,E\«V 

I  "wear,lqnc"eK-'/ 
whiuemobTbroTxc? 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."   Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.  Imparts 

a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity .  Finest  quality .  Polishes  without  rubbing.  Retails  25c. 
"BULLY  SHINE  "    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes,  softens  and 

preserves.  Contain  oils  and  waxes  to  polish  and  preserve  the  leather.  Also  Russet  Bully  Shine  for  tan  leathers.  Large  tm 

boxes.  Boxes  open  with  a  key.  Retails  10c. 
"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10c. 

"  DANDY"  COMBINATION     For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 
"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.     Restores  color  and  lustre  to  all  black 

shoes.  Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"   makes  dirty  Canvas  shoes  Clean  and  White.     In  liquid  form,  so  can  be  Quickly  and  easily  applied.  A 
sponge  in  every  package  so  always  Ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 

Send  for  circulars  glvioe  full  particular*  of  our  other  Polishes  to  WH1TTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S  A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU   WANT  THE  BEST 
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Warm,  Dry  Feet  in 
Cold,  Wet  Weather 


Ct,   Encased    in    Doctor's  Antiseptic 
Shoes  your  customers'  feet  will  never 
get  cold  or  wet. 

CL  Waterproofed  soles  and  uppers 
keep  out  the  wet  and  centre  soles  of 
antiseptically  treated  asbestos  keep 
the  feet  warm  and  comfortable. 


p^Tti- septic 

5HOE^  NON^, 
P*T  1908  1909  P£RS?\VQ' 


CL  The  Doctor's  Antiseptic  Shoe  is  a 
Goodyear  Welt  specially  stitched,  made 
on  three  lasts,    E  E,  Gibson  and 
Orthopedic,  and  in  three  leathers, 
New  Shade  Tan  Winter  Calf, 
Chrome    Box    Calf  and 
Chrome  Black  Storm  Calf. 

<L  It  is  a  stylish  shoe  and  because 
of  its  special  features  is  ideal  for 
fall,  winter  and  spring  wear. 


d.  Every  Doctor's  Shoe  is  thor- 
oughly examined  before  leaving  the 
factory,  and  is  certain  to  give  entire 
satisfaction. 


THE  TE  B  B U  TT 
SHOE  &  LEATHER 
COMPANY,  Limited 

THREE  RIVERS    -  QUEBEC 
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Will  It  Pay  Me  to  Carry  Hosiery? 

Perplexing  Problem  With  Many  Shoe  Retailers — How  Several  Have  Made  a  Success  Of  It — 
What  It  Costs  and  How  to  Handle  Such  a  Department. 


Does  it  pay  a  shoe  man  to  handle 
hosiery?  Will  retailers  in  Canadian 
towns  and  cities  place  it  in  stock ;  what 
does  it  cost,  and  what  are  the  advantages 
and  profits  of  such  a  department ;  what  is 
the  expense  to  run  it,  and  why  do  more 
retailers  not  go  into  this  line? 

These  are  pertinent  questions  for  the 
average  Canadian  shoeman.  Some  have 
gone  in  for  hosiery,  others  have  tried  and 
dropped  it,  and  still  others  are  thinking  of 
adding  it. 

"Yes,"  remarked  one  shoeman  when 
questioned.  "I  do  not  see  why  it  is  not 
a  perfectly  legitimate  line  for  the  city  or 
town  shoe  dealer.  Dry  goods  stores  have 
gone  into  the  selling  and  handling  of 
shoes,  and  are  we  going  to  sit  down  and 
allow  them  a  monopoly  of  the  hosiery  bus- 
iness? Why,  if  only  to  offset  the  way 
dry  goods  men  are  encroaching  on  our  trade  I  think  that 
we  should  take  it  up." 

Walk  into  any  up-to-date,  high  class  shoe  establishment 
in  Rochester,  Boston,  Baltimore,  New  York,  or  almost  any 
other  city  that  you  may  care  to  name  across  the  border,  and 
you  will  find  an  admirably  equipped  and  imposing  hosiery 
department.  It  is  not  treated  as  a  side  line,  but  as  one  of 
the  chief  features  of  the  establishment.  In  Toronto  and 
Montreal,  as  well  as  in  Hamilton,  Ottawa,  Vancouver,  and 
Winnipeg,  a  few  stores  handle  these  goods,  but  the  number 
is  very  limited.  "I  tell  you  why  I  went  out  of  the  hosiery," 
remarked  a  Hamilton  man.  "I  did  not  think  the  receipts 
were  large  enough,  as  the  biggest  day's  income  in  that  de- 
partment was  twenty-five  dollars,  and  the  expense  was  too 
heavy." 

The  Profits  Keep  Growing. 

Another  shoeman  standing  by  remarked  that  you  could 
not  judge  by  your  experience  the  first  year,  that  you  had 
to  get  the  people  in  the  way  of  buying,  and  not  come  to  con- 


clusions hastily.  The  profits,  he  said,  were  good,  and  he  was 
well  satisfied  with  the  showing  made  so  far.  Another  city 
dealer  said  that  he  had  dropped  hosiery  because  several  pairs 
of  the  choicest  lines  were  missing,  and  he  found  it  impossible 
to  secure  a  saleslady  who  would  not  abstract  a  few  choice 
pairs  for  herself  or  her  friends. 

There  are  other  stores  who  put  in  a  small  stock  at 
Christmas  time,  but,  after  the  holiday  season,  they  drop  the 
department,  but,  judging  from  present  appearances,  more 
retail  stores  will  take  up  hosiery  selling.  In  the  first  place 
there  is  a  good  profit  in  men's,  women's,  and  children's,  and 
the  goods  do  not  require  much  room.  Hose  and  shoes  sell 
well  together,  and  are,  so  to  speak,  concomitant  parts.  They 
constitute  clothing  for  the  feet  and  may  be  properly  classed 
as  footwear.  There  is  nothing  more  natural  than  that  a 
lady,  who  buys  a  snappy  pair  of  pumps,  oxfords,  or  slippers, 
should  desire  stockings  to  match,  and  colored  lines  in  lisles, 
silk  lisles,  lisle  embroidered,  silk  and  fancy  lines  are  all  ready 
sellers  in  the  warmer  seasons,  while  cashmere  goods  go  well 
in  the  colder  months.  According  to  those  in  the  business  it 
pays  to  carry  the  better  lines.  As  to  what  it  costs  to  fully 
stock  a  hosiery  department,  estimates  obtained  from  a  num- 
ber of  sources  places  the  investment  from  $300  to  $1,500. 

A  Leading  Store's  Experience. 

The  Blachford  shoe  store,  Toronto,  went  into  the  hand- 
ling of  hosiery  about  a  year  and  a  half  ago,  and  the  members 
of  the  firm  say  they  are  pleased  with  the  results.  The  busi- 
ness now  is  one  hundred  per  cent,  better  than  what  it  was 
six  months  ago,  and  the  daily  receipts  show  encouraging 
gains.  The  cheapest  stockings  sold  are  thirty-five  and  forty 
cents  per  pair.  Prices  range  from  this  up  to  $3.50,  and 
even  $5,  for  the  finest  silk  goods.  In  men's  half-hose,  be- 
ginning at  fifty  cents,  the  figures  are  seventy-five  cents,  one 
dollar,  dollar  and  a  half,  and  two  dollars.  On  some  lines 
the  profits  are  thirty  and  forty  per  cent.,  and,  on  the  costlier 
goods,  higher.  A  lady  is  in  charge  of  the  department,  and, 
in  addition,  sells  a  number  of  shoe  novelties  and  souvenirs, 
and  the  finer  class  of  findings,  such  as  arch  supports,  shoe 
horns,  aluminum  shoe  trees,  pump  ornaments  of  all  kinds, 
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Every  effort  is  made  to  carry  stock- 
ed! whatever  shades  in  leather  are  popu- 
here  the  shoeman  gets  ahead  of  the  dry 
lhe  hose  must  correspond  with  the  various 
Hues  exactly,  and  when  a  lady  can  obtain  this  under  the  one 
roof  she  is  happy,  and  not  infrequently  purchases  from 
three  to  six  pairs. 

Etiquette  declares  that  when  a  woman  wears  a  black 
shoe  she  may.  with  propriety,  don  any  shade  of  hose,  but, 
when  her  footwear  is  colored,  she  must  have  a  perfect  match. 
The  run  on  light  tans  this  year  is  strong,  and  so  has  been  the 
sale  of  stockings  of  the  same  shade. 

The  Decrees  of  Fashion. 
With  men  fashion's  decree  is  not  so  stern,  and  the 
youth,  who  loves  display  and  variety,  can  "sport"  anything 
if  he  and  his  friends  can  stand  the  glare  and  dazzle.  Messrs. 
Rlachford  find  that  many  women  come  to  them  for  a  par- 
ticular kind  of  pump  or  slipper,  knowing  that  they  will  be 
able  to  procure  hosiery  to  match,  whether  the  footwear  is  of 
suede,  satin,  velvet,  silk,  tan,  gunmetal,  or  chocolate.  The 
firm  believe  that  hosiery  is  a  logical  line,  and  wearers  of 
stylish,  snappy  shoes  are  also  wearers  of  high-class  and  ex- 
pensive stockings.  The  department  occupies  a  central  posi- 
tion in  the  store  with  good  show  cases  and  hosiery  forms 
for  display. 

A  Toronto  shoe  manufacturer  who  turns  out  feminine 
footwear  finds  that  hosiery  is  in  good  demand,  and  his 
travelers  also  sell  a  fine  line,  the  retail  price  for  men's  being 
a  dollar  per  pair,  and  for  women's  two  dollars.  To  the 
tiade  prices  range  from  $6.75  to  $18.00  per  dozen.  Mer- 
chants dispose  of  the  better  class  of  pumps,  slippers  and 
button  boots  without  the  "fixings"  attached — that  is,  the 
lady  purchaser  can  obtain  any  kind  of  button  she  desires,  and 
have  them  put  on.  while  in  ornaments  for  pumps  and  slippers 
she  can  select  most  any  style  of  bow,  a  rhinestone,  steel,  or 
jet  buckle,  silk  pom-poms,  metal  creations,  or  anything  that 
she  wishes.  The  fashionable  and  particular  female  requires 
the  same  wide  selection  and  easy  facilities  in  hosiery. 

Selling  Higher  Grades  Only. 

G.  G.  Gales  &  Co.,  Montreal,  make  a  feature  of  their 
hosiery  departments.  Their  men's  hosiery  department  is  on 
the  ground  floor,  just  inside  the  entrance.  Here  they  keep 
a  very  complete  stock  in  all  shades,  and  in  the  better  quali- 
ties.  The  cheaper  grades  they  do  not  bother  about.  The 
boxes  are  about  the  height  of  a  glove  box  and  of  the  same 
size,  and  hold  half  a  dozen  pairs.  One  clerk  is  in  charge  of 
tin-  department  at  all  times,  and  gives  hosiery  liberal  win- 
dow space,  using  transparent  forms,  etc.  In  women's  hos- 
iery Gales  handle  it  in  much  the  same  way  on  the  second 
floor,  which  is  the  women's  department  of  the  attractive 
establishment. 

Rachrack  Brothers,  Toronto,  are  large  handlers  of  hos- 
iery. "It  is  an  easy  department  to  manage,  and  a  profit- 
able one,"  remarked  a  member  of  the  firm,  "and  we  think 
that  the  investment  will,  if  this  branch  is  given  pro- 
per  display,  attention,  and  a  prominent  place,  well  repay  any 
Shoematl.  We  find  that  the  popular  sellers  for  men  are  three 
pairs  for  a  dollar  and  fifty  cents  to  sixty  cents  each,  and  for 
v  omen  from  thirty-five  cents  to  seventy-five  cents.  The 
profits  are  good  and  the  expense  to  stock  a  good  range  is 
only  a  few  hundred  dollars. 

Are  You  Hard  on  Hose  ? 

The  number  of  stockings  or  socks  that  a  wearer  will 


use  to  one  pair  of  shoes  is  an  interesting  subject,  and  the 
estimates  vary  from  three  to  six,  according  to  the  amount 
of  attention  given  the  hosiery  in  the  way  of  mending  and 
washing,  and  also  the  weight  and  texture.  Some  persons 
are  a  great  deal  harder  on  hosiery  than  others,  but  it  may 
be  put  down  as  a  safe  computation  that  the  average  person 
wears  out  at  least  four  pairs  of  hose  to  one  pair  of  shoes, 
and,  therefore,  the  possibilities  loom  large  for  the  retailer 
who  gives  the  stocking  department  supervision  and  careful 
foresight,  so  as  to  be  able  to  meet  whatever  colors  are  crowd- 
ing to  the  front  in  footwear. 

The  best  sellers  this  season  are  black,  light  and  dark 
tans,  pearl,  lavender,  light  blue,  navy  blue,  green,  gunmetal, 
mode,  and  fancies  of  various  lines.  A  shoe  store,  which 
caters  exclusively  to  men,  put  in  a  small  stock  of  about  two 
hundred  dollars'  worth  of  half  hose,  and,  although  this  was 
run  as  a  side  line,  still  the  proprietors  say  that  the  socks 
paid  well,  and  they  have  sold  as  high  as  eight  and  ten  pairs 
now  and  then  to  a  young  man  when  something  fetching  in 
silks  or  silk  lisle  caught  his  eye  or  imagination.  No  lines 
less  than  thirty-five  cents  are  disposed  of,  and  none  higher 
than  a  dollar  per  pair. 

How  the  Prices  Range. 

A  wholesale  hosiery  house,  when  asked  if  many  shoe  re- 
tailers carried  their  line,  said  that  the  number  was  growing, 
and  that  from  three  to  five  hundred  dollars  would  give  the 
small  dealer  a  fairly  comprehensive  stock,  embracing  all  the 
good  sellers  and  the  prevailing  colors  and  weights.  Here  is 
a  range  of  cost,  and  the  reader  can  see  at  a  glance  the 
amount  of  margin  in  handling  hosiery.  Plain  cotton  hose, 
all  colors,  that  sell  at  fifteen  cents  per  pair,  cost  the  pur- 
chaser $1  per  dozen  less  the  discount.  Silk  lisle,  plain  and 
embroidered,  that  retail  for  a  quarter  per  pair,  cost  about 
$1.90  per  dozen.  Plain  lisle  and  fancies  and  lisle  embroid- 
ered, selling  at  thirty-five  cents  per  pair  or  three  pairs  for 
a  dollar,  cost  from  $2.50  to  $2.75  per  dozen.  Special  silk 
lisle,  lisle  embroidered,  plain,  or  in  all  colors,  and  plain  silks 
with  lisle  sole  and  toe,  selling  at  fifty  cents  per  pair,  cost 
from  $3.75  to  $4.50  per  dozen ;  and  better  grades  of  silks, 
retailing  at  seventy-five  cents,  a  dollar;  and  a  dollar  and  a 
half,  etc.,  per  pair,  cost  proportionally  the  same. 

On  cashmeres  the  profit  is  less.  A  line  which  the  wearer 
buys  for  twenty-five  cents,  costs  from  $2  to  $2.25  per  dozen ; 
hose  retailing  at  thirty-five  cents  costs  $2.75  per  dozen,  and 
those  going  at  fifty  cents  involve  an  outlay  of  $3.75  to  $4 
per  dozen. 

Keeping  the  Trade  of  Miladi. 

These  figures  will  enable  the  shoeman  to  learn  what 
lines  he  can  most  profitably  stock,  and,  for  the  average  re- 
tailer in  the  smaller  towns  and  cities,  hose  selling  at  thirty- 
five,  fifty,  seventy-five,  and  a  dollar  per  pair  would  appear  to 
be  the  most  profitable.  It  is  not  necessary  to  install  every 
color,  as,  for  instance,  silk  lisles  this  year  come  in  twenty- 
five  hues,  but  seven  would  cover  all  that  are  practically  in 
demand.  Then  there  are  the  more  staple  colors  of  black, 
tan,  grey,  and  white.  There  is  no  need  of  going  into  the 
very  cheap  or  bargain  lines,  as  women  and  men  who  wear 
high-grade  shoes  and  want  hose  to  correspond,  purchase  a 
good  quality,  and  will  pay  generously  if  they  discover  some- 
thing to  their  liking  or  that  will  match  to  a  nicety  their  shoes 
or  attire.  When  you  consider  once  you  have  a  woman's 
custom,  you  often  have  that  of  the  whole  family,  you  can 
readily  see  its  value  to  your  hosiery  department  and  your 
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business  as  a  whole.  She  will  surely  make  all  purchases  for 
the  children  from  you,  and  is  quite  likely  to  buy  for  her  hus- 
band also. 

The  average  shoe  dealer,  however,  will  find  it  to  his 
advantage  to  sell  only  medium    and    higher-priced  goods. 

Value  as  Business  Booster. 

Whether  a  shoe  retailer  should  take  aboard  hosiery, 
and  whether  he  can  do  a  good  business  in  it  will  depend 
largely  upon  the  class  of  trade  he  caters  to,  the  point  where 
his  premises  are,  and  the  amount  of  attention  that  he  gives 
to  this  branch.  It  must  have  some  one  in  charge  and  not 
be  left  to  any  or  everyone  to  supervise.  It  will  in  that  case 
be  neglected.  A  feasible  plan  is  to  engage  a  young  lady 
who  has  had  some  experience  in  hosiery  in  a  dry  goods  or 
ready-to-wear  store,  and  let  her  have  full  charge  of  the  de- 
partment, and,  if  she  is  bright  and  alert  and  given  show 
cases  and  hosiery  forms  to  display  the  goods,  and  made  to 
feel  that  she  is  responsible,  good  results  are  likely  to  be  ob- 
tained. 

Windows  showing  the  lines  carried  and  the  different 
shades  are  also  required,  and  it  is  well,  when  exhibiting 
pumps  or  slippers  of  a  certain  color  of  kid,  velvet,  or  fabric, 


to  show  how  nicely  you  can  match  the  goods,  how  the  colors 
blend  so  admirably,  and  suggest,  by  good  and  appropriate 
cards,  that  the  purchaser  of  fine  footwear  does  not  have  to 
go  all  over  looking  for  stockings  to  match  her  gown  or 
shoes,  but  that  you  have  facilities  and  a  range  right  at  hand 
to  satisfy.  Thus  you  have  a  double  leverage  on  your  female 
customers. 

Objections  That  Don't  Count. 

Inexperience  need  not  frighten  any  shoe  dealer  from 
installing  a  hosiery  section.  All  needed  information  will 
gladly  be  given  by  the  manufacturers  or  jobbers  with  whom 
you  do  business,  and  a  little  application  of  the  hard  commcn 
sense  and  acumen  you  apply  to  other  parts  of  your  business, 
will  pull  you  through  with  little  difficulty. 

Lack  of  room  is  about  the  weakest  objection  of  all. 
When  you  consider  that  five  dozen  men's  half-hose  or  three 
dozen  women's  hosiery  can  be  placed  in  the  space  required 
by  one  pair  of  shoes,  you  can  see  how  groundless  is  the  fear 
of  lack  of  space.  Some  shoe  stores  doing  a  large  trade  in 
hosiery  need  only  one  small  corner  to  shelve  all  the  varied 
lines  they  keep  in  stock.  For  interior  display  purposes  one 
show  case  is  usually  sufficient. 


A  SHOE  HOUSE  IN  THE  FAR  WEST 


A  view  of  the  interior  of  W.  E.  Tail  &  Co.'s  shoe  store  at  Kamloops,  B.C.      This  is  the  only  exclusive  shoe  store 
in  Kamloops.     Tait  &  Co.  have  been  in  business  for  three  years,  and  have  occupied  their 
present  commodious  premises  for  nearly  a  year. 
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Learn  Show  Card  Writing 

First  of  Series  of  Lessons,  Specially  Prepared  for  "Shoe  and  Leather" 
by  one  of  the  Best  Card  Writers  in  Canada — Whole  Subject 
to  be  Dealt  With  in  Comprehensive  Way. 


The  manner  in  which  modern  show  cards  have  come 
to  their  highly  recognized  place  in  recent  years  stands 
out  a  striking  feature,  even  in  these  days  of  better  retail 
methods.  Some  years  ago  merchants  could  not  or  did 
not  see  the  advantages  of  investing  money  in  show  cards ; 
then,  price  tickets  were  made  from  cardboard  torn  or 
cut  out  of  ordinary  cardboard  boxes,  and  the  lettering 
done  with  a  blue  pencil.    The  next  step,  and  it  was  one 


Thus  show  cards  have  become  one  of  the  fore- 
most advertising  methods  employed  by  live,  wide-awake 
merchants.  They  are  the  announcers,  which  bear  your 
message  to  the  audience  who  are  attracted  by  your 
window  displays,  the  messengers  who  bear  news  to  the 
visitor  who  comes  into  your  store  merely  for  the  purpose 
of  looking  around;  they  talk;  they  are  real  salesmen; 
they  bear  your  message  to  the  public  and  through  them 


•  n6ure  •  Sxeneise  -  Jbr-  Be£inncrsS 


((( 


in  the  right  direction,  was  the  use  of  rubber  stamps. 
These  were  a  decided  improvement  at  that  time  as  they 
made  possible  a  neater  and  more  easily  read  card. 
Various  improvements  in  the  styles  of  these  have  been 
seen,  but  they  come  far  from  meeting  the  requirements 
of  the  trade  at  the  present  time.  In  these  days  of 
keen  competition  the  use  of  attractive,  well  lettered 
cards  is  essential;  and  the  merchant  who  is  not  up-to-date 
in  this  respect  will  find  his  trade  drifting  away  to  his 
more  alert  competitors. 


you  introduce  your  business;  and,  undoubtedly  they 
are  deserving  of  more  than  ordinary  attention. 

Opportune  Chances  for  Clerks. 

It  is  advantageous  for  clerks  to  learn  show  card 
writing.  Ask  your  employer  if  this  assertion  is  not  cor- 
rect, and  in  ninety-nine  cases  out  of  a  hundred  the  answer 
will  be  in  the  affirmative.  The  other  one  of  course 
would  be  from  some  old  fashioned  shop-keeper,  who, 
because  he  has  never  used  show  cards,  dees  not  know  of 
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their  possibilities  as  business  bringers,  and  he  will 
still  maintain  that  neither  he  nor  his  predecessors 
have  ever  used  them  and  have  always  made  a  living. 
However,  this  kind  of  business  man  is  becoming  scarcer 
every  year,  and  they  must  all  finally  give  way  to  those 
who  are  giving  the  public  better  service  and  are  using 
more  aggressive  means  of  securing  business.  The  live 
merchant  is  not  content  to  stay  in  the  same  old  rut.  He 
is  enthusiastic  about  his  business  and  has  his  goods 
priced  and  tells  his  story  through  a  show  card. 

To  get  cards  written  at  a  shop  means  a  big  expendi- 
ture of  money,  and  in  smaller  places  a  matter  of  great 
inconvenience.  Therefore,  the  clerk  who  is  willing  to 


patiently  study  and  practise  the  art  of  showcard  writing 
will  find  ample  reward  for  his  trouble.  He  will  save  his 
employer  money  and  will  undoubtedly  find  an  increase 
in  the  contents  of  his  pay  envelope.  Furthermore,  a 
clerk  with  this  knowledge  will  in  seeking  a  new  position 
find  that  he  is  preferred  before  one  who  is  in  ignorance  of 
it.  This  point  alone  would  justify  the  spending  of  con- 
siderable time  in  acquiring  it. 

No  Talent  for  Drawing  Necessary. 

Contrary  to  what  is  so  often  the  opinion  in  regard 
to  writing  cards,  no  talent  for  drawing  is  necessary  to 
become  a  good  show  card  writer.  Proper  tools  and 
good  common  sense  instruction,  plus  practice,  are  all  that 
is  required.  Instructions  such  as  some  of  our  schools 
give,  which  show  how  to  make  a  card  with  a  variety  of 
shades  and  colors  which  will  take  about  the  half  of  a 
day  to  execute,  are  useless  to  a  beginner,  but  a  knowledge 
of  how  to  make  plain  figures  and  letters  is  all  that  is 
necessary  for  a  start. 

We  often  hear  of  young  men  who  have  ambitions  to 
become  card  writers  and  they  are  persuaded  by  some 
enterprising  agent  to  buy  a  correspondence  course,  which 
would  have  been  alright  but  for  the  fact  that  when  the 
outfit  is  received  an  immediate  attempt  to  write  cards 
is  made  and  such  a  mess  usually  results  that  in  four 
cases  out  of  five  the  student's  card  writing  days  end  then 
and  there.  It  is  a  great  mistake  to  think  that  because  you 
may  have  paid  a  big  price  for  a  course  you  are  a 
card  writer.  No  person  is  born  a  card  writer;  and  no 
person  can  learn  to  write  cards  without  weeks  and  months 
of  steady  persistent  practice,  and  unless  you  are  willing 
to  spend  time,  effort  and  patience  in  practice — why, 
don't  start.    Unless  you  are  determined  to  eventually 


win  out,  and  to  get  out  of  the  rut  you  can  see  some  of 
your  fellows  in  (in  which  you  may  be  yourself)  then  you 
may  as  well  save  yourself  the  trouble  of  the  attempt. 
But,  with  a  little  ginger  in  you  there  is  no  reason  why  you 
shouldn't  become  a  proficient  well-paid  card  writer. 

First  Tools  for  Beginners. 

Most  courses  start  off  with  detailed  instructions 
regarding  the  mixing  of  paints,  tools,  etc.  But,  we  do 
not  wish  to  worry  beginners  with  all  of  this  burdensome 
knowledge.  There  will  be  ample  time  as  the  series  pro- 
gresses to  explain  such  matters. 

The  beginner's  outfit  should  consist  of  a  ruler,  a 
pair  of  compasses,  a  pair  of  scissors,  pens,  one  camel's 
hair  brush,  to  be  used  for  filling  in  purposes,  and  some 
showcard  ink. 

The  proper  pens  are  known  as  "  Soennecken, " 
and  are  illustrated  herewith.  They  are  made  in  sizes 
from  i  to  6,  including  half  sizes,  but  the  sizes  illustrated 
are  all  that  are  considered  necessary  for  any  card  writer. 
These  pens  were  not  originally  meant  for  card  writing 
purposes  but  were  made  by  a  German  for  round  writing. 
However,  their  useful  points  for  card  work  were  soon 
discovered.  They  are  especially  good  for  small  lettering, 
and  their  advantages  over  the  brush  lie  in  the  fact  that 
they  enable  speedier  and  more  accurate  lettering.  Their 
features  will  be  more  clearly  dealt  with  later. 

The  writer  has  used  nearly  every  kind  of  show  card 
paint  known,  both  home-made  and  ready  prepared, 
and  has  found  the  preparation  known  as  "Letterine, " 
most  satisfactory.  This,  as  well  as  the  other  topis  men- 
tioned, can  be  secured  at  most  art  or  stationery  stores. 
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Cardboard  for  practice  work  may  also  be  secured  at 
these  places.  The  thinnest  procurable,  with  a  smooth 
glazed  surface  will  be  suitable.  Avoid  paper  for  practice 
work,  as  it  does  not  lie  flat  and  you  have  an  uneven 
surface  to  work  on,  and  the  results  are  quite  unsatis- 
factory, and  are  liable  to  discourage  you. 

Beginning  Work. 

Pens  are  to  be  used  first.  I  have  chosen  these  in 
preference  to  brushes  as  they  will  be  found  much  easier 
to  manage,  as  they  are  held  in  the  same  manner  as  an 
ordinary  pen  or  pencil  in  writing.  Thus  you  will  be  able 
to  make  a  much  better  shaped  letter  in  a  shorter  time 
than  if  you  had  to  worry  over  mastering  a  brush. 

Now,  see  that  your  pens  are  properly  tempered. 
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This  may  be  accomplished  by  holding  them  in  the  blaze 
of  a  match  for  a  few  seconds  and  then  quickly  dipping 
them  into  cold  water.  This  causes  the  ink  to  flow  better 
and  gives  a  cleaner  cut  line.  Have  your  ink  about  the 
constituency  of  maple  syrup.  Keep  the  bottle  tightly 
corked  when  not  in  use. 

Observing  these  few  points  you  may  start  practice 
work  on  the  exercise  illustrated  herewith,  drawing  the 
lines  down  and  to  the  right.  The  arrows  indicate  the 
direction  in  which  the  lines  are  drawn,  and  the  small 
strokes  show  the  points  where  two  lines  are  joined. 

Draw  lead  pencil  lines  on  your  cardboard,  one  and 
one-half  inches  apart,  seeing  that  they  are  perfectly 
parallel,  and  at  right  angles  with  the  edge  of  the  board. 
Don't  press  too  heavily  on  the  pen;  hold  it  with  ease  in 
the  hand,  keeping  it  flat  on  the  cardboard.  Let  the  width 
of  the  pen  be  the  width  of  the  stroke  however.  A  No. 
2>2  pen  will  be  found  suitable  for  this  exercise.  Every 
line  and  curve  of  it  is  a  part  of  some  figure  from  i  to  10. 
and  by  carefully  practising  the  various  strokes  first,  the 
making  of  the  figures  will  come  with  considerable  ease. 
Practise  the  straight  lines  first,  and  after  these  have  been 
mastered  to  your  satisfaction,  start  the  curves,  but 
under  no  consideration  should  the  figures  be  attempted 
until  the  lines  and  curves  are  all  made  perfectly  and  easily. 

Opinions  differ  on  the  kind  of  table  to  use;  some  favor 


a  slightly  tilted  kind,  and  others  one  that  is  perfectly 
level.  However,  this  is  a  matter  of  taste.  Have  all 
your  tools,  ink,  etc.,  on  the  right  side  of  you  so  that  it 
will  not  be  necessary  to  reach  over  your  work,  thus 
running  chances  of  smearing  it.  Allow  lots  of  room  for 
a  good  free-arm  movement.  Have  your  chair  a  height 
that  will  allow  the  elbows  to  rest  easily  on  the  table  and 
not  interfere  with  the  swing  of  the  arm. 

Sketch  the  figures  out  with  lead  pencil  before  at- 
tempting the  pen  work.  Should  any  trouble  be  experi- 
enced in  getting  them  uniform  draw  them  in  a  square, 
as  illustrated  by  the  figure  6  in  the  exercise. 

The  price  cards  shown  may  be  made  after  you  have 
accomplished  satisfactorily  the  beginner's  exercise.  See 
that  you  have  the  figures  as  near  the  centre  of  the  card 
as  possible.  The  borders  may  be  drawn  with  the  No.  6 
pen.  Use  the  camel's  hair  brush  for  filling  in.  If  the  ink 
is  too  thick  to  flow  easily  thin  with  water. 

Do  not  attempt  any  lettering  until  you  have  a  proper 
alphabet.  A  step  in  the  wrong  direction  is  worse  than 
standing  still.  A  pen  stroke  alphabet  will  appear  in  the 
next  issue. 


A  merchant  may  succeed  in  business  without  reading 
the  trade  papers,  but  his  success  will  never  create  envy  ir 
the  breasts  of  his  competitors;  it  will  not  be  great  enough 
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Some  Ideals  for  the  Young  Shoeman 

Head  of  One  of  the  Most  Successful  Retail  Firms  in  Ontario  Tells  How  He  Has  Expanded  His 
Business— The  Value  of  Competent  Help  and  Enthusiastic  Associates. 


Be  attentive  to  business. 
Have  an  ideal. 

Remember  there  is  always  something  more  that 

you  can  learn. 
Secure  a  good  store  location. 
Have  a  good  reliable  stock. 
Employ  polite,  energetic  clerks. 
Pay  particular  attention  to  your  windows. 


In  a  small  way  over  thirty  years  ago  John  Agnew 
began  business  in  Brantford  and  to-day  he  does  twelve  times 
as  large  a  turnover  as  he  did  the  first  year  in  the  Telephone 
City.  This  big  volume  is  done  in  the  Agnew  system  of  stores, 
which,  like  a  net  work,  are  spreading  throughout  Western 
Ontario. 

Asked  what  advice  he  would  give  a  young  man  just  em- 
barking in  the  retail  business,  Mr.  Agnew  mentioned  the 
foregoing  qualities  as  factors  in  his  own  success. 

The  Agnew  stores  are  leaders  and  backed  by  a  splendid 
business  management.  The  stock  in  each  is  representative, 
well  balanced  and  carefully  selected.  "Keep  down  slow  sell- 
ing and  unprofitable  lines"  he  added.  "To  make  your 
business  pay  you  must  be  able  to  turn  over  your  stock  from 
two  and  a  half  to  three  times  a  year.  As  to  profit  if  you  make 
ten  per  cent,  on  your  entire  turnover  you  are  doing  as  well 
as  any  men  can  reasonably  expect  in  these  days  of  keen  com- 
it'on  and  strenuous  strife." 

u  Always  Ready  to  Learn. 

becon*.. 

most  kindly  and  thoughtful  of  men,  Mr. 
Agnew  L.  that  is,  when  he  did  the  buying  himself — 

been  too  bus/  accord  a  traveler  a  courteous  reception 
and  generally  found  opportunity  to  look  at  his  samples. 
Even  if  he  did  not  buy  he  always  picked  up  a  pointer  or  two 
that  was  profitable  in  a  trade  sense  or  got  some  new  viewpoint 
on  style,  last,  leather,  pattern,  display  or  the  trend  of  the 
times.    And  so  his  life  story  has  been  one  of  expansion. 

The  first  branch  store  was  opened  in  Woodstock,  where 
John  Bauslaugh  is  the  manager  to-day,  and  the  others  fol- 
lowed at  different  periods.  F.  G.  Cosford  has  charge  of  the 
establishment  in  Stratford,  J.  Hefferman,  at  Hagersville, 
and  F.  Leonard  Smith,  in  Berlin. 

The  buying  and  sorting  for  all  the  branches  is  done  at 
headquarters  in  Brantford  where  the  firm  has  a  separate 
warehouse  with  10,000  square  feet  floor  space  and  also  does 
some  jobbing.  When  the  business  had  developed  to  such  an 
extent  that  it  became  too  severe  a  strain  on  the  time  and 
energies  of  Mr.  Agnew,  he  converted  it  into  a  joint  stock 
company  and  took  two  bright  young  men  into  partnership 
forming  the  concern  of  John  Agnew,  Limited,  Mr.  Agnew 
'  being  the  president;  John  Bauslaugh,  vice-president,  and 
Frank  Bauslaugh,  secretary-treasurer.     The  latter  is  the 


buyer  to-day  for  the  system  of  stores  and  devotes  a  large 
share  of  his  attention  to  the  wholesale  end.  Mr.  Agnew  is 
an  inveterate  traveler — not  for  shoes —  but  as  a  tourist. 
He  generally  spends  several  months  in  the  winter  in  the 
sunny  south,  while  every  summer  he  takes  a  trip  abroad 
and  visits  old  world  centres.  W.  A.  Ziegler,  formerly  of  Ber- 
lin, is  the  manager  of  the  store  in  Brantford. 

A  Lover  of  Good  Music. 

The  head  of  the  company,  had  he  not  entered  the  shoe 
business,  might  have  been  a  music  dealer  or  church  organist, 
for  in  his  younger  days  he  learned  to  play  the  piano  at  a 
time  when  most  boys  thought  only  of  sport.  He  became 
an  expert  tuner.  When  he  first  opened  a  retail  shoe  store  in 
Brantford  in  the  stand  he  has  at  present — 166  Colborne 
street — the  rear  portion  of  the  premises  was  used  for 
pianos  and  organs.  With  Mr.  Agnew  it  was  a  mere  side 
line  and  separated  from  the  shoe  department  by  an  arch 


JOHN  AGNEW, 
President  of  John  Agnew,  Limited, 
Brantford,  Ont. 


at  the  rear  of  the  store.  He,  however,  found  that  his 
business  was  growing  so  rapidly  that  in  a  few  years  he 
cleare.  out  the  musical  instruments  and  devoted  his 
attent  on  exclusively  to  footwear. 

To-day  a  children's  department  well  equipped  and  mana- 
ged, occupies  that  space.  Alterations  were  made  to  the  store, 
both  the  interior  and  the  front,  a  few  years  ago  and  from  that 
date  >rade  grew  still  more  rapidly.  "I  never  made  an  invest- 
ment, so  profitable  as  the  money  that  I  expended  in  renova- 
tions," remarked  Mr.  Agnew.  "The  outlay  has  paid  for 
itself  many  times.  If  you  cannot  come  to  some  arrangement 
with  a  landlord  to  bring  your  store  up  to  date  undertake 
the  expenditure  yourself,  providing  the  lease  has  a  reasonable 
time  to  run.  People  grow  tired  of  witnessing  the  same  old 
things  in  fixtures  and  front  day  after  clay  and  year  after  year, 
especially  if  your  store  and  shelving  arc  antiquated  in  style 
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and  inconvenient  with  respect  to  the  handling  of  stock  and 
the  display  of  your  goods." 

Will  Departmentalize  the  Store. 

This  summer  alterations  on  an  extensive  scale  will  be 
carried  out  at  the  Agnew  store,  and  the  latest  ideas  in  the 
matter  of  an  imposing  front  and  departments  carried  out. 
One  or  two  of  them  will  be  a  special  branch  for  staples, 
where  stock  will  be  carried  for  the  farmers  and  working  men. 
There  will  also  be  a  trunk  room  and  other  accessories;  the 
complete  details  of  which  have  not  yet  been  finally  settled 
upon.  Mr.  Agnew  believes  in  a  generous  use  of  advertising 
matter  and  spends  a  certain  per  cent,  of  his  receipts  each 
year  in  various  publicity  means.  He  is  convinced  that  the 
windows  of  a  store  should  do  a  large  measure  of  its  adver- 
tising and  back  of  this  should  be  prompt  and  polite  service, 
reliable  goods,  the  latest  conveniences  for  selling  and  dis- 
playing stock  and  to  keep  things  generally  on  the  move. 
The  proprietor  believes  in  encouraging  young  men  and  in 
addition  to  salary  gives  his  managers  a  certain  precentage 
on  their  sales  over  a  stated  volume;  and  they  generally  earn 
a  good  check  by  their  diligence  and  attention  to  business. 

Some  Details  of  the  Service. 

"We  have  always  had  the  one  price  system.  It  is  the 
only  way  to  do  business  satisfactorily.  It  was  difficult  to 
make  the  people  understand  years  ago  that  every  one  was 
treated  alike,  but,  for  a  long  time,  that  practice  of  asking  us 
to  take  less  than  the  figure  we  name  has  disappeared," 
observed  Mr.  Agnew.  No  repair  department  is  conducted 
and  persons  bringing  work  to  the  store  are  directed  to  repair 
shops  near  by.  It  seems  a  peculiar  fact,  but  a  repair  man 
in  many  towns  will  do  a  job  quicker  for  a  private  party  than 
he  will  for  a  retail  store. 

Semi-annually,  clearing  sales  are  held  and  they  are  sales 
too,  conducted  on  a  progressive  and  broad  plan,  in  which  slow, 
lifeless  stock  is  got  rid  of.  Reductions  apply  to  nearly  every 
line,  especially  broken  lots  and  odd  sizes.  In  January  and 
August,  which  are  usually  quiet  months,  these  clearances  are 
held,  extra  space  is  employed  in  the  newspapers  to  call  atten- 
tion to  them,  and  the  stock  is  brought  down  to  reasonable 
proportions  to  make  way  for  new  goods. 

An  Enthusiastic  Retailer. 

Mr.  Frank  Bauslaugh,  secretary -treasurer  of  the  com- 
pany, is  an  enthusiastic  shoeman  who  has  grown  up  in  the 
service  of  the  Agnew  firm  and  does  all  the  buying.  He  studies 
the  styles,  tastes,  and  demands  of  the  people  closely  and  has 
certain  ideals  which  he  believes  in  strictly  following  out. 
"You  must  have  your  stock  so  displayed  and  arranged  that 
any  one  of  your  salesforce  can  locate  any  desired  style  of 
shoe  at  a  moment's  notice  and  lose  no  time  in  waiting  on  a 
customer.  To  do  this  properly  you  must  have  up-to-date 
quarters  pleasing  to  the  eye  and  convenient  in  departments 
and  layout.  A  place  for  every  style  of  shoe  and  every  shoe 
in  its  place  is  a  good  motto  to  follow. 

"In  the  summer  time  the  first  eight  rows  of  our  Brantford 
store  consists  of  low-cut  stock  for  the  demand  for  that  is 
greatest,  and  then  in  the  colder  weather  the  first  eight  rows 
are  devoted  to  high -cut  stock.  The  light  goods  are  kept  on 
certain  shelves  and  the  heavier  ones  on  others;  then  the  dif- 
ferent kinds  of  leather  are  properly  classified  as  well,  sizes 
and  widths. 

"I  do  not  personally  believe  in  buying  too  many  lines. 
After  all  your  sales,  apart  from  your  goods,  depend  upon  the 
tact,  intelligence  and  good  sense  of  your  store  assistants. 


If  a  woman  for  instance  likes  a  certain  last  and  pattern  and 
the  shoe  is  a  little  too  roomy,  if  a  clerk  says,  'Madam,  I  can 
put  an  insole  in  for  you  and  I  think  it  will  give  you  satisfac- 
tion,' the  customer  will,  in  nine  cases  of  out  ten,  declare  that 
she  will  not  have  an  insole.  If  the  attendant  pleasantly 
exclaims,  'Yes,  that  may  be  a  trifle  too  large,  but  I  will  place 
one  of  our  very  light  airy  fillers  in  the  shoe,'  the  remark 
sounds  differently  and  rarely  is  any  objection  raised." 

Study  Foibles  of  the  People. 

"The  study  of  customers,  their  whims,  their  wants  and 
their  eccentricities,  is  one  of  the  most  absorbing  in  the  shoe 
business.   A  competent,  tactful,  attentive  and  alert  salesforce 


JOHN  BAUSLAUGH, 
Vice-president  of  John  Agnew,  Limited,  and  manager 
of  the  Woodstock  branch. 


helps  materially  in  building  up  a  vigorous  trade  and  wide 
connection.  The  buying  end  is  also  most  important.  While 
I  am  not  afraid  to  purchase  a  few  'freaks'  as  they  are  called, 
the  main  thing  is  to  know  when  to  cut  them  and  not  go  into 
this  end  too  heavily.  You  must  have  the  latest  things,  but 
take  care  not  to  get  loaded  up  with  them. 

"  Two  or  three  very  high  class  lines  are  all  that  I  would 
personally  carry,  and  then  I  would  fill  in  with  general  lines. 
You  are  thus  in  a  position  to  meet  the  range  of  wants  of  the 
average  buyer.  Give  your  sales  people  a  chance  to  dis- 
pose of  certain  slow  selling  lines.  A  commission  on  these 
will  generally  work  satisfactorily  if  the  clerk  has  good  judg- 
ment and  a  right  perception  of  what  he  can  sell.  Studying 
the  individual  needs  of  each  customer — or  to  use  a  slang 
expression,  "sizing  them  up"  is  a  vital  problem  in  successful 
merchandizing,  and  with  tact,  courtesy  and  service  is  bound 
to  win  appreciation  both  from  the  public  and  the  house  it- 
self." 
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Way  to  Start  the  Cash  System 

The  Shoe  Retailer  Must  Convince  Customers  That  He  Is  Acting  in  Their  Benefit  as  Well  as 
His  Own— The  Fear  of  Incurring  the  Enmity  of  Certain  People. 


"Yes!  I  would  like  to  do  a  strictly  cash  business,  but  how- 
can  I?  There  is  altogether  too  much  credit  extended  to  the 
people  of  this  place  and  I  lose  heavily  every  year  by  allowing 
shoes  to  leave  the  shop  which  are  not  paid  for.  I  have  sev- 
eral hundred  dollars  on  my  books  now  on  which  I  will  not 
be  able  to  realize  ten  cents  on  the  dollar." 

So  spoke  a  Brockville  shoeman  last  week  and  his  experi- 
ence is  not  dissimilar  from  that  which  has  been  undergone 
by  retailers  in  other  towns  and  cities. 

The  cash  system  is  an  ideal  one.  If  every  wearer  of 
shoes  handed  over  the  price  for  them  at  the  time  the  pur- 
chase was  made  what  a  revolution  would  be  wrought  on 
business  methods  generally. 

The  shoe  retailer  is  in  most  of  the  smaller  centers,  and 
in  some  of  the  larger  ones  too,  constantly  asked  for  credit. 
His  trade  has,  perhaps,  been  educated  to  it. 

A  Personal  Affront. 

The  man  who  considers  his  credit  good  or  who  has 
worked  up  a  reputation  for  being  "good  pay"  looks  upon 
it  practically  as  a  personal  affront  in  many  cases  if  he  is  re- 
fused credit.  He  forgets,  apparently,  about  the  extra  ex- 
pense for  book-keeping  and  collecting  to  which  the  shoeman 
is  put,  as  well  as  the  loss  of  interest  on  outstanding  money, 
not  to  mention  the  fact  that  it  cripples  the  dealer  in  his  own 
business  transactions  and  is  often  the  means  of  preventing 
him  from  taking  cash  discounts  on  the  goods  he  purchases. 
A  great  deal  could  evidently  be  said  against  the  granting  of 
credit  and  very  little  in  its  favor. 

The  granting  of  credit  presupposes  a  certain  percent- 
age of  loss  by  bad  debts.  This  is  a  practical  certainty,  but 
may  be  reduced  to  a  minimum,  no  doubt,  by  the  exercise 
of  care  in  the  selection  of  credits. 

Very  often  the  purchaser  could  pay  cash,  but  prefers 
to  withhold  it  for  other  purposes  when  he  can  stand  the 
dealer  off.  Many  amusing  stories  are  told  of  the  schemes 
and  trickery  resorted  to  in  order  to  accomplish  this.  One 
customer,  of  whom  we  have  been  told,  pleaded  inability  to 
pay  his  bill  without  drawing  upon  his  bank  account,  but 
at  the  same  time  offered  to  lend  the  dealer  money  at  a  good 
rate  of  interest. 

Fears  He  Will  Drive  Trade  Away. 

On  the  retailer's  side,  he  is  afraid  to  talk  cash  for  fear 
of  offending  customers  and  driving  trade  away  from  the 
store.  He  fears  that  unless  all  the  merchants  in  the  town 
adopt  the  same  system  he  would  meet  with  disaster,  so  that 
it  is  no  wonder  that  he  frequently  hesitates. 

The  very  fact  that  the  dealer  must  exercise  discre- 
tion in  granting  credit  seems  to  do  away  with  the  argu- 
ment that  customers  are  likely  to  be  antagonized  if  credit 
is  refused.  No  shoe  merchant  can  afford  to  grant  credit 
indiscriminately  and  must,  of  necessity,  refuse  credit  in  many 
instances.  People  to  whom  favors  of  this  kind  are  denied 
often  remain  very  good  customers  of  the  store.  In  any 
ease,  he  must  decide  which  is  the  more  profitable,  to  take 
a  chance  on  the  trade  of  such  people  or  to  lose  the  total 
amount  of  the  account  which  they  might  run  at  the  store. 
Credit  can  be  refused  in  a  firm,  but  in  a  kindly  manner. 


Merchants  can  also  do  much  by  holding  together  and  profit- 
ing from  each  other's  experience. 

Have  Lost  Their  Nerve. 

In  any  case,  it  is  something  of  an  undertaking  to  con- 
vert a  credit  business  to  a  cash  basis,  and  many  shoemen 
who  have  tried  it  have  lost  their  nerve  and  gone  back  to  the 
old  system.  Probably  if  they  had  gone  about  the  business 
in  a  different,  more  diplomatic  way,  they  might  have  got 
through  with  it  successfully. 

The  first  thing  to  be  done  is  to  convince,  as  nearly  as 
possible,  the  general  public  with  the  idea  that  the  change  is 
to  be  made  for  the  benefit  of  the  public  as  well  as  the  store. 
There  are  plenty  of  plausible  arguments  to  support  the 
contention  that  a  store  can  sell  for  cash  cheaper  than  for 
credit.  It  cuts  off  expensive  book-keeping,  loss  through 
bad  accounts,  cost  of  collection,  enables  the  merchant  to 
take  his  discounts,  etc.  These  facts  should  be  explained 
to  all  old  credit  customers  in  a  letter. 

Really  a  Cash  System. 

The  next  thing  to  do  is  to  convince  the  public  that  the 
new  system  is  really  to  be  a  cash  one — cash  for  all  and 
every  one  without  exception — that  it  is  never  to  be  violated 
no  matter  what  the  financial  standing  of  the  customer  may 
be.  If  everyone  knows  that  the  merchant  is  absolutely  im- 
partial and  that  all  are  on  an  equal  basis,  most  of  them  will 
be  satisfied.  But,  of  course,  it  is  impossible  that  a  change 
of  this  sort  can  be  made  without  creating  dissatisfaction 
among  a  few  cranky  customers  who  will  probably  quit  trad- 
ing at  the  store  temporarily.  Most  of  them,  however,  will 
go  back  sooner  or  later. 

In  addition  to  writing  letters  to  the  credit  customers, 
those  who  buy  for  cash  should  also  receive  an  announce- 
ment of  the  proposed  change  with  the  reasons  for  making 
it.  It  may  be  stated  in  this  letter  that  in  the  future  it  will 
be  possible  to  sell  at  lower  prices  than  formerly,  owing  to 
the  fact  that  the  cash  customers  will  not  have  to  make  up 
the  deficiencies  caused  by  the  loss  on  uncollectable  accounts. 

Both  letters  can  be  got  out  in  the  form  of  a  neat  circular 
that  can  be  sent  under  one-cent  postage  and  will  probably 
answer  the  purpose  as  well  as  if  they  were  mimeographed. 
There  will  be  a  few  credit  customers  who  should  be  sent 
personal  letters,  and  the  matter  should  be  explained  to  them 
personally  if  that  is  possible.  All  of  this  should  be  done 
considerable  time  before  the  change  is  to  go  into  effect,  so 
there  will  be  no  misunderstanding. 

How  to  Start  Off. 

When  the  time  arrives  to  make  the  change,  it  should 
be  announced  prominently  in  the  newspapers  and  the  store 
may  be  thereafter  advertised  as  Blank's  Cash  Shoe  Store,  if 
that  is  considered  advisable.  On  the  day  of  the  change  a 
big  sale  can  be  held.  In  addition  to  unusually  attractive 
values,  some  souvenir  or  other  inducement  should  be  offered 
in  order  to  draw  as  many  people  as  possible  into  the  store, 
and  to  impress  upon  them  the  purpose  of  the  occasion.  In 
this  way  their  impression  of  the  change  will  be  made  favor- 
able rather  than  otherwise. 
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Dealing  with  Cranky  Shoe  Customers 

How  to  Meet  Each  Peculiar  Situation  as  it  Arises— The  Purchaser  Often  has  Just  Cause 
for  Complaint— The  Selling  of  Superior  Shoes. 


"I  felt  like  telling  that  creature  what  I  thought  of  her 
in  pretty  plain  terms.  I  nearly  bit  the  end  of  my  tongue  off 
in  my  efforts  to  hold  back.  Yes,  sir,  I  have  waited  on  '  crows ' 
before,  but  she  beats  anything  that  I  have  ever  been  up 
against." 

The  shoe  salesman  looked  mightily  displeased.  He 
had  just  come  through  half  an  hour's  siege  answering  all 
sorts  of  questions,  a  few  wise,  but  more  of  a  flippant  nature. 
He  had  shown  her  footwear  galore.  At  the  close  the  woman 
who  was  middle  aged,  stout  built,  querulous  of  tongue, 
had  cooly  remarked  that  she  was  "was  just  pricing  some 
oxfords  and  pumps  and  did  not  intend  to  buy  yet  a  while. 
She  might  return  later  in  the  week  and  bring  a  friend  in 
with  her." 

If  ever  Snider,  who  was  first  assistant  in  the  women's 
department,  desired  to  get  even  it  was  when  she  came  back; 
then  he  would  vent  his  pent-up  feelings.  He  secretly  nour- 
ished the  desire  for  vengeance,  but  the  woman  did  not  return. 
As  time  heals  all  sorrows  and  deadens  disappointed  feelings, 
Snider  forgot  all  about  the  incident  on  the  morrow  when  his 
sales  book  showed  that  he  had  sold  over  $68.00  worth  of 
summer  footwear. 

The  Feeling  to  "Get  Back." 
Even  proprietors  themselves  are  not  proof  against  trying 
to  "get  back"  at  customers  at  times,  usually  to  their  own 
financial  loss.  There  are  few  lines  of  business  in  which  cus- 
tomers are  so  plentiful  that  they  can  be  treated  carelessly, 
and  it  very  often  happens  that  the  cranky  shoe  customer, 
handled  judiciously,  becomes  one  of  the  best  patrons.  On 
the  other  hand,  a  little  straight  talk  seems  sometimes  to 
be  a  necessity,  and  does  more  good  than  a  milder  line  of 
argument.  Judgment  should  evidently  be  used  in  all  cases, 
and,  while  it  is  not  a  universal  remedy,  a  pleasant  answer 
will  usually  be  found  to  produce  the  best  results. 

Some  resentment  is  naturally  felt  at  times  when  a  custo- 
mer turns  down  a  line  with  a  flimsy  excuse,  or  prefers  to  go 
elsewhere  for  some  unexplainable  reason.  A  striking  ex- 
ample of  the  wrong  method  of  treating  such  a  case  was 
seen  just  a  short  time  ago  in  a  Toronto  shoe  store.  A  woman, 
who  had  formerly  been  a  customer,  asked  for  permission 
to  use  the  telephone.  The  favor  was  granted  and  the  lady 
proceeded  to  order,  at  another  store,  a  child's  sandal  which 
the  dealer  had  prominently  on  display  at  the  same  time. 
When  she  finished  he  asked  her  what  she  was  paying,  and 
then  showed  her  his  own  price  ticket,  on  which  the  price  was 
plainly  marked  at  a  lower  figure.  The  situation  was  evi- 
dently somewhat  embarrassing,  but  the  woman  concluded  to 
cancel  her  order  and  buy  the  sandals  which  she  had  been 
shown.  This  the  shoeman  refused  to  allow  her  to  do  and 
told  her  she  had  better  go  elsewhere,  as  she  had  at  first  de- 
cided, thus  losing  the  advantage  which  he  had  gained  by  a 
comparison  of  his  goods  and  prices  with  those  of  the  rival 
1  ablishment,  besides  making  permanent  enemies  of  the 
woman  and  her  friends. 

Quite  A  Natural  Desire. 
Some  salesmen  get  greatly  worked  up  over  the  fact  that 
ofwn  wish  to  go  around  to  the  various  stores  and 


compare  prices  before  making  a  purchase.  This  is  quite 
natural,  and,  if  the  customer  were  well  posted  on  qualities 
and  manufacturing  methods,  would  be  the  most  business- 
like method  of  going  about  the  matter.  Unfortunately  the 
prospective  customer  generally  makes  only  a  superficial  com- 
parison of  the  goods.  In  other  words,  he  or  she  goes  by  ap- 
pearances only,  and  does  not  take  note  of  the  more  important 
features  of  lasts,  leather,  linings,  stitching,  heels,  style  and 
durability. 

It  is  the  inner  construction — the  unseen  portions — 
where  the  difference  in  value  lies  as  well  as  whether  it  is 
Goodyear  welted  or  McKay  stitched,  the  facings  are  pieced 
or  uniform,  and  in  the  details  of  the  insole,  the  heel,  the  box 
toe  and  many  other  little  "quips." 

Where  the  Difference  Lies. 

The  "best  looker"  is  perhaps— and  generally  is— the 
dearest  kind  of  footwear.  The  true  worth  is  not  on  the 
outside  for  even  the  most  knowing  ones  can  be  easily  deceived 
in  leathers.  Shoes  differ  as  widely  in  quality,  finish,  work- 
manship, build  and  material  as  individuals  do  in  disposition, 
temperament,  habits  and  executive  equipment.  It  is  right 
here  that  expert  knowledge  should  come  to  the  assistance 
of  the  resourceful  salesman.  He  should  point  out  how  such 
and  such  a  shoe  is  of  solid  leather  construction,  how  a  cheaper 
make  is  scamped  in  the  box  toe,  counters,  linings,  trim- 
mings, heel,  stitching,  stays,  etc.  A  little  attention  of  this 
kind  is  nearly  always  appreciated,  and,  in  any  case,  works 
out  better  than  the  frigidity  and  indifference  so  often 
encountered. 

The  handling  of  peculiar  or  cranky  customers  is  one  of 
the  most  trying  features  of  a  shoe  clerk's  or  proprietor's 
position.  There  is  a  strong  temptation  to  gratify  one's  own 
feelings  by  answering  these  in  their  own  coin.  The  salesman 
should  remember,  however,  that  he  has  not  been  placed  in 
his  present  position  to  educate  the  public  in  manners,  or  to 
"get  even"  with  those  who  see  fit  to  make  ill-natured  re- 
marks. What  he  has  been  engaged  for  is  to  gain  and  hold 
trade  for  the  store,  and  this  fact  should  always  be  kept  fore- 
most in  such  cases. 

It  is  not  possible,  or  even  advisable,  perhaps,  to  submit 
patiently  to  all  the  abuse  which  a  customer  sees  fit  to  heap 
upon  a  salesman,  but  the  cases  are  comparatively  few  in 
which  it  is  not  better  to  answer  ill-natured  remarks  pleas- 
antly or  to  try  to  get  a  customer  to  discuss  real  or  imaginary 
causes  of  complaint  in  a  reasonable  manner. 

Wanting  an  Exchange. 

One  of  the  commonest  types  of  customers  is  the  one  who 
changes  his  or  her  mind  after  making  a  purchase  of  foot- 
wear, and  wishes  to  get  an  exchange.  Exchanges  should 
evidently  be  made  whenever  possible,  and  where  the  shoes 
are  not  soiled  or  scratched  on  the  soles.  It  is  to  the  shoeman 's 
advantage  to  satisfy  a  customer  in  every  case,  and  the  only 
cost  usually  entailed  in  exchanging  is  the  expenditure  of  a 
little  more  time.  Some  of  the  largest  and  most  successful 
retailers  make  a  practice  of  either  exchanging  or  refunding 
the  money  almost  without  question,  the  only  provision  being 
that  the  footwear  has  not  been  worn.     This  privilege  may 
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be  abused  at  times,  but  on  the  whole  seems  to  work  out  well, 
and  to  be  productive  of  satisfied  customers. 

"If  at  all  possible,  any  defect  is  remedied  in  the  repair 
shop,  and  if  the  fault  is  that  of  the  manufacturer,  we  send 
the  shoes  back  to  the  factory.  Provided  the  complaint  of 
the  customer  is  really  a  just  and  fair  one,  we  have  even  gone 
so  far  as  to  cheerfully  replace  the  shoes  either  in  the  same 
style  or  of  another  equally  good  make  and  then  we  fight  the 
matter  out  afterwards  with  the  manufacturer  and  the  matter 
is  generally  adjusted  satisfactorily,"  said  a  shoeman. 

Building  Up  a  Patronage. 

No  shoe  merchant  can  last  long  in  business  unless  he 
can  build  up  a  regular  list  of  customers.  There  has  to  be 
the  second  sale  and  regular  trade  from  the  same  customer  or 
the  merchant  must  go  out  of  business. 

The  problem  is  to  develop  into  regular  patrons  every 
person  who  makes  a  purchase  of  any  kind.  Every  merchant 
who  keeps  a  record  of  his  customers — and  every  one  should 
— will  find  that  there  are  on  that  list  names  of  people  who 
have  not  made  purchases  in  the  store  for  a  sufficient  length 
of  time  to  show  that  they  are  not  regular  and  continuous 
customers. 

When  a  customer  makes  his  first  purchase,  he  or  she 
has  taken  the  initial  step  towards  becoming  a  regular  patron 
of  the  store.  If  the  first  purchase  is  not  followed  up  by  others, 
it  is  safe  to  assume  that  for  reasons  either  under  or  beyond 
the  control  of  the  shoeman,  he  or  she  is  buying  somewhere 
else,  goods  which  might  have  been  purchased  in  his  store. 
This  means  that  in  order  to  hold  the  volume  of  sales  it  be- 
comes necessary  to  find  another  regular  footwear  purchaser 
to  take  the  place  of  the  one  lost.  It  should  be  much  easier, 
however — and  it  is  certainly  better  business — to  retain  the 
trade  of  present  customers. 

Whenever  it  is  found  that  a  person,  whom  the  retailer 
has  come  to  regard  as  a  customer  of  the  store,  no  longer 
buys  from  it,  every  effort  should  be  made  to  find  out  why 
the  customers'  trade  has  been  taken  elsewhere,  and  to  win 
him  or  her  back  if  possible.  In  most  cases  it  will  be  found  that 
he  or  she  has  either  a  real  or  fancied  grievance,  which  can 
generally  be  remedied  by  the  exercise  of  a  little  tact  on  the 
part  of  the  merchant. 

A  very  successful  shoe  dealer  in  Kingston  follows  up 
every  sale  with  a  personal  letter  to  the  customer,  asking 
whether  the  footwear  after  having  been  used  a  short  time  is 
proving  satisfactory.  This  is  no  perfunctory  letter,  either. 
A  post  card  is  enclosed,  and  if  the  purchaser  has  found  any 
defect  in  leather,  workmanship  or  material  he  or  she  is  tirged 
to  communicate  with  the  store  at  once. 

A  Good  Method  to  Follow. 

In  an  Edmonton  shoe  house  it  was  found  that  there 
were  a  large  number  of  accounts  which  had  become  inactive. 
These  were  people  who  had  formerly  been  good  customers 
but  who  had  ceased  to  buy  from  that  store.  It  was  decided 
to  send  a  letter  along  the  line  of  the  following  to  this  list: 
Dear  Madam: 

You  used  to  be  a  good  customer  of  this  store.  I  find, 
however,  in  going  over  our  books,  that  you  have  not  bought 
anything  here  for  some  time.  I  have  wondered  what  it 
was  that  had  made  you  practically  stop  buying  from  our 
store. 

You,  of  course,  have  a  reason,  and,  no  doubt,  a  very 
good  one,  and  I  have  decided  to  write  you  a  line  asking 
you  to  tell  me  frankly  just  what  the  trouble  is,  and  if  there 


is  not  something  we  can  do  to  get  you  back  on  our  books 
as  a  regular  customer. 

It  is  quite  possible  that  some  annoying  incident  has 
occurred  which  we  know  nothing  about,  but  which  has 
been  responsible  for  the  loss  of  your  trade.  If  so,  will  you 
not  tell  me  about  it.  I  am  sure  it  can  be  straightened  out 
to  your  entire  satisfaction,  and  I  can  promise  you  there 
will  be  no  delay  in  dealing  with  it. 

One  good  result  was  the  re-opening  of  a  number  of 
closed  accounts  and  a  much  better  feeling  on  the  part  of 
several  of  the  store's  former  customers,  who  were  found  to 
have  real  griveances,  and  which  an  opportunity  was  thus 
afforded  of  readjusting. 


The  Human  Side  of  the  Shoeman 

How  a  Woman  Worked  It. 

Here  is  a  dodge  that  was  worked  successfully  on  a  shoe 
merchant  in  Stratford  a  few  days  ago:  A  lady  entered, 
saying  that  she  had  a  large  family  and  wanted  several  pairs 
of  shoes,  a  pair  of  oxfords  for  herself,  some  school  boots 
for  two  of  her  boys,  and  a  misses'  button  for  one  of  the 
female  members  of  her  house.  She  was  respectably  dressed 
and  appeared  to  be  in  comfortable  circumstances.  She  gave 
her  name  and  street  number,  and  selected  in  all  four  pairs 
of  shoes,  the  bill  amounting  to  a  little  over  twelve  dollars. 
She  ordered  the  goods  sent  to  her  address  C.O.D.  any  time 
after  five  o'clock  in  the  afternoon,  when  she  would  be  at 
home.  She  tried  on  the  oxfords  and  they  fitted  her  well. 
She  said  that  the  shoes  she  was  wearing  hurt  her  feet  and 
the  new  footwear  was  much  more  comfortable.  She  then 
asked  the  salesman  if  he  would  mind  her  walking  home  in 
the  oxfords  and  that  he  could  send  her  tight-fitting  pair 
up  with  the  others,  which  were  to  come  C.O.D.  Anxious 
to  oblige,  and  thinking  everything  was  satisfactory,  as  she 
was  leaving  these  shoes  to  be  parcelled  with  the  new  ones, 
the  clerk  consented.  When  a  boy  was  despatched  to  the 
address  given  that  evening,  he  found  that  no  such  a  family 
lived  there,  and  the  party,  who  had  bought  four  pairs  of 
shoes  was  unknown  in  the  locality.  The  shoeman  was  out 
the  price  of  a  three-dollar-and-a-half  pair  of  patent  colt  ox- 
fords, but  he  has  a  couple  of  well-worn  button  boots  as 
mementoes  of  that  woman's  cleverness.  She  succeeded  by 
being  pleasant  and  putting  up  an  apparently  honest  story. 


The  man  who  takes  Luck  as  his  guiding  star  will  ilnd 
it  can  lead  him  to  ruin  but  never  to  success. 


Don't  worry  about  not  having  genius  or  talent  if  you 
have  the  ability  to  do  hard  work. 

You  can't  increase  your  business  without  a  correspond- 
ing increase  of  your  mental  capacity.  Develop  your  mind 
if  you  would  develop  your  bank  account. 

If  you  are  going  to  sit  around  and  wait  for  things  to 
turn  up  you  may  be  a  success  as  a  second  Mr.  Micawber, 
but  you  will  never  be  a  success  as  a  merchant. 

Usually  the  man  who  quits  work  at  the  first  blast  of 
the  whistle,  lets  his  alarm  clock  ring  its  allotted  time  before 
he  makes  a  move  in  the  morning. 


Business  Boosters 


Stunts  That  Various  Shoemen  From  Coast  to  Coast  Have  Found  Profitable— Pick  Out  the  Ones  Most 
Suitable  to  Your  Business  and  Incorporate  Them  Therein— Watch  for  These  Items. 

Umbrellas  as  a  Side  Line.  clerk  in  charge.    In  a  findings  case  he  has  use  at  the  Montreal  Horse  Show.  The 

Quebec  —  "It  does  not  mean  a  great  out-  hosiery  neatly  displayed  in  conjunction  with  men's  hosiery  and  footwear  occupied  one 

,     ,    ,CC'         .„  .     r  tl-       *  trpiin(,  nn  harmoniously  colored  leathers,  used  in  the  window,  while  the  other  was  occupied  by 
lav  to  keep  a  stock  ot  tnirt\  umorenas  on  ->  $  , 

hand   and  I  always  sell  one"  or  more  daily  mason's  latest  styles.    The  clerk  on  duty  the  _  latest  styles  and  shades  of  women  s 

during  wet  weather.    When  a  man  is  buy-  m  this  department,  when  not  busy,  wel-  hosiery.  _  Co  ored  leathers  were  also  shown 

ino  a  wir  of  waterproof  boots  or  rubbers,  comes  the  customers  at  the  door,  direct-  along  with  the  shoes  and  hosiery  and  this, 

it  j         easy  nruter  to  seu  him  a„  Um-  ing  them  to  the  department  they  desire  to  with  striking  show  cards  and  the  unique 

y     .  .      t     r    f  i  visit.    Naturally,  he  gets  in  a  good  word  arrangement  of  harmonious  colors,  made 

brella.  if  he  be  in  need  ot  it.    in  iaci,  ne  ■>         °  °  .5,  . 

is  often   o-lad  you  mentioned  the  matter,  for  his  own,  and,  being  m  such  a  strategic  these  windows   decided    pullers.  Public 

a-  it  saves  him"  a  trip  elsewhere  and  he  is  position,  the  hosiery  sales  are  proving  very  interest  was  shown  by  the  numbers  of  pas- 

.„    T,  '  .JLVwp  nf  this  Que-  numerous  and  profitable.  sers-by  usually  grouped  m  front    of  the 

prepared.       1  he  experience  ot  tms  yue-                        r  .  .      . .  j 

v    1                      ,,               ...  ,  .    ■      .  store.    Such  enterprise,  though  at  the  cost 

bee  shoeman  should  prove  enlightening  to  A  ■  <     <  ,      A       u  ■ 

many  of  the  trade  in  oMier  places,  who  are                           Sporting  Footwear.  of  considerable  effon,  brings  sure  present 

frequently  very  chary  about  taking  up  any      Hamikon.-'Why    should    the    average  and  future  results. 

lines  shoeman  leave  the  greater  part  of  the  trade 

in   articles   like   spiked   and   rubber-soled  Camping  Scene  "Pulls." 

Accurate  Stock  Keeping.  running  shoes,  yachting  shoes,  and  so  on,  Vancouver. — At  the    commencement  of 

Qttawa  \  local  shoeman  as  an  adjunct  m  the  hands  of  dealers  in  sporting  goods?  the  summer  season  a  city  shoe  firm  arrang- 

to  a  more  accurate"  stock"  keeping  system,  There  is  good  profit  in  these  lines,  and  in  ed  a  uniCJUe  camping  display  in  one  of  their 

has  installed  a  National    Cash    Register,  every  town  or  village,  to  say  nothing  about  iarge  show  windows.    A  small  tent,  with 

which  punches  the  stock  number  as  well  the  larger  centres,  there  is  a  more  or  less  an  imitation  camp-fire  represented  just  out- 

a.   ,ht,  '    jcc  of  the   shoe   sold  on  every  steady  demand  for  them.    I  find  that  push-  sjde;  a  couple  of    very    realistic  figures 

sales  slip    This  will  entirely  do  awav  with  ing  the  sale  of  sporting  shoes  of  all  sorts  seated  beside  it;  fishing  rods.  tacHe,  guns 

the  difficulty  experienced  in    trusting    to  in  season  attracts  much  of    the    sporting  and  knapsacks,  and— the  kernel  of  the  whole 

memory  and  then  leaving  this  important  trade  to  other  departments.    If  you  stand  display—  hip  rubber  boots  and  high  leather 

item  unattended  to     Punching  the  stock  in  with  the  young  fellows,  your  trade  will  knee  boots,  completed  the  picture.  Above 

number  at  the  same  time  as  the  amount  of  boom."    Every  shoeman  can  profitably  pon-  wa;s  a  natty  show  card,  giving  the  lines  of 

the  =ale  soon  becomes  a  habit,  and  will  re-  cler  over  this  situation.  camping  footwear  handled  by    the  firm, 

suit  in  much  greater  accuracy  in  this  im-  Such  a  display  presupposes  thought  and  ef- 

,    .                                                                   The  Value  of  Bill-boards.  fort,  but  always  "pulls"  business, 

portent  matter.  J  e 

Winnipeg. — I  believe  in  keeping  my  name 

Strengthening  Window  Displays.  before  the  public.    That's  what  billboards  >  He  Remodeled  His  Windows. 

Montreal.— The  Fogarty  Company  greatly  do  for  me.    When  the  street-car-using  pub-  Montreal.— J.  Roston  states  that  follow! 

increased  the  attractiveness  of  one  of  their  lie  and  pedestrians  as  well,  get  used  to  see-  Jng  the  artk]e  m  thg  Shqe  and  Leather 

recent   window  displays  by  placing  under  ing  my  name  confronting  them  they  wdl  JcuRNAL  of  r€cent  date„  recommending  the 

each  shoe  an  oval-shaped  piece  of  green  pay  more  attention  to  the  copy  I  insert  m  of   show   windows   and  store 

felt.    This  contrasted  very  effectively  with  the  papers.    That's  my  theory,  and  it  works  ^           ^  consideraWe  sum  in  thl 

the  white  tissue  paper  covering  on  the  floor-  out  O.  K.,  as  far  as  1  ve  gone.      inis  man 

11                           ...            ,,i                             1  -  way.    His  windows  now  look  ioo  p.c.  bet- 
in-     The  whole  effect  was  very  pleasing,  is  not  the  only  shoe  man  or  general  mer-  ..  / 

,    ,          •            r  1          1  1   1       r            1  (-i  ,t  *„,.+      -Ruf  ter;  they  are  larger,  more  attractive,  and, 

and    being  on  one  of  the  mam  transfer  chant  who  has  discovered  that  tact.     rJut  ■>             °                           .  . 

.  ,                                i             i,o*,+c  most  important  of  all,  they  are  bringing 

corners  of  the  cty,  naturally  was  a  good  there  are  many  more  shoe  merchants  who  *                           J               *  1 

,    ,    ,    ,         •        ,        ,x      i                x„  u  more  trade  every  day.    He  expects  that  he 

ad.  for  the  firm.    A  little  thought  backed  are  in  sad  need  of  wakening  up  to  it.  ^  ^  &        ^  ^  ^  ^  ^  ^ 

by  a  little  work  frequently  brings  big  re-  the  increased  amount  of  transient  customers 

He  Changes  Displays  Weekly. 

1,ullh-  "  .     he  has  secured  to  date. 

_      .   _                „    ~l  St    Tohn,  N.  B.— "Don't  leave  shoes  m 

Repair  Department  Profitable.  ou  ful'"'                                  .  , 

F                                           ,  .  the  w  ndow  till  they  are  white  with  dust. 

Calgary.-A  shoeman  here  doing  a  fair  ^             p]J kck  0,f  t-me  t0  change  Careful  Fitting  Supreme. 

trade  over  the  counter,  some  months  ago                but  the  public  wi]1  usually— and      Toronto.— "I  give  instruction  to  my  sales- 
installed  a  Goodyear  repair  outfit.    He  has        &  correctly— put  it  down  to  plain  lazi-  men  to  spare  no  pains  in  endeavoring  to 
now  more  repair  work  than  he  can  handle            My  ,experience  nas  p.r0ven  that  noth-  secure  a  perfect  fit  for  every  man  or  womaiJ 
i,i  the  space  at  his  disposal,  and  stated  re-                        a  weekiy  criange  will  keep  that  comes  into  this  store.    We  even  go 
a  tltly  that  his  net  profit  weekly  averaged  jniterest  aroused  in  wjndow  displays."    It's  so  far  as  to  measure  the  foot,  if  necessary! 
$40.    Advertising  and   constant   oversight  ^  ^     A  show  window  whose  contents  t0  ensure  accuracy.    Sometimes  we  meet! 
over  the  repair  work  has  affected  this  re-  ^             changed  ba.s  about  the  same  ef-  people  who  are  so  sure  of  their  proper 
suit.    He  also  finds,  as  a  further  result,  the  ^  ^  a  newspaper  ad>  that  remains  the  size  that  they  refuse  to  be  fitted,  but  thej 
sales  in  his  regular  departments  are  in-  game  frQm  month  fc0  mQnth     They  both  generally  come  back  and  acknowledge  that 
creasing  steadily,  and  ere  long  he  will  be  m  our  method  is  the  only  sure  one.   By  reason- 
compelled  to  seek  larger  quarters.  of  guch  mefhl0ds  we  nave    come    to  be) 
Booming  Hosiery  Sales.                         Displaying  Hosiery  Effectively.  known  as  true  foot  physicians.    It  surely 
Winnipeg  — A  Portage  Avenue  shoe  re-      Montreal.-Geo.  G.  Gales  &  Co.  recently  pays."    There  are  more  shoemen  finding 
teller  has  instalhd  ,  .mall  hosiery  depart-  had  two  very  attractive  displays  of  hosiery  this  out  every  day,  some  of  them  after 
ment  just  inside  the  door,  and  has  put  one  in  connection  with  footwear  suitable  for  they  have  lost  trade  in  the  old  way. 
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The  Editorial  View  Point 


Trade  and  the  Weather 

Retail  trade  has  not  been  as  brisk  as  it  should  be  at 
this  season  of  the  year,  owing  to  the  cool  weather.  Canvas 
goods,  sandals,  and  low-cut  stock  generally,  which  is  at 
the  zenith  of  its  demand  in  mid-June,  is  not  moving  as  freely 
as  desired.  However,  a  fair  business  is  being  done,  but 
not  as  steady  or  satisfactory  as  at  this  particular  time  last 
year.  Unseasonable,  rapid  change  temperatures  are  not  only 
trying  on  certain  physical  constitutions,  but  they  play  havoc 
with  the  sale  of  various  lines  of  goods.  There  is  a  time  and 
place  for  everything.  This  is  well  illustrated  in  the  sale  ot 
the  finer  and  fashionable  types  of  light  footwear.  To  be 
sure,  the  average  retailer  will  clear  out  the  great  majority 
of  his  stock  in  oxfords,  slippers,  pumps,  and  white  goods, 
but  he  likes  to  see  these  things  moving  earlier.  When  real 
June  weather  comes  in  mid-May,  and  early  May  temperature 
prevails  in  mid-June,  it  upsets  the  calculations  of  the  most 
far-seeing  dealer.  If  the  days  grow  warmer  and  the  rains 
fewer  perhaps  the  shoe  merchant  may,  during  the  remainder 
of  the  present  month,  pull  his  trade  up  to  the  average.  As 
health  has  much  to  do  with  the  way  most  persons  look  out  on 
life  itself,  so  agreeable  climatic  conditions  influence  the  pat- 
ronage of  people  in  the  footwear  line  to  a  degree  greater 
than  they  would  probably  care  to  acknowledge.  Pleasant, 
bright  surroundings  create  a  favorable  and  receptive  atmos- 
phere when  it  comes  to  the  matter  of  raiment  or  personal 
expenditure. 

Truth  Brought  Home 

Occasionally  a  man  has  the  truth  brought  home  to  him 
in  a  way  that  he  does  not  relish.  He  is  led  to  see  himself  as 
others  see  him,  and,  when  he  is  paid  back  in  coin  of  the 
same  specie  that  he  has  been  handing  out  to  others,  some- 
how the  mintage  looks  defaced  or  spurious.  A  certain  resi- 
dent of  a  Manitoba  town  and  his  family  were  great  ad- 
mirers of  a  departmental  store  in  Winnipeg,  and  bought  all 
their  goods  in  that  city.  A  few  weeks  ago  a  daughter  of  the 
citizen  got  married,  and  the  entire  wedding  paraphernalia, 
including  the  invitations,  was  purchased  in  the  city.  The 
day  after  the  wedding  the  bride's  father  brought  to  the  news- 
paper office  a  long  account  of  the  event,  but  when  the  paper 
appeared  it  contained  nothing  about  the  wedding  but  an  an- 
nouncement of  three  or  four  lines.  Next  day  the  citizen 
called  at  the  newspaper  office  to  demand  an  explanation  why 
the  report  of  the  wedding  had  not  been  printed.  "Oh,  that's 
all  right,"  said  the  editor,  "you'll  likely  find  it  in  one  of  the 
city  departmental  store  catalogues." 

Learn  to  Earn  More 

The  man  who  knows  a  little  more,  can  sell  a  little 
more,  or  do  a  little  more,  often  has  a  great  advantage  over 
the  other  fellow.  Tt  is  your  ability  to  score  a  few  extra 
points  over  competitors  which  places  you  in  the  forefront 
and  gives  you  a  start.  Men  create  opportunities,  and  oppor- 
tunities just  as  frequently  create  the  men.  A  splendid 
chance  is  presented  for  the  average  clerk  to  better  his  con- 


dition, add  to  his  qualifications,  and  increase  his  earning 
power  by  studying  carefully  the  lessons  on  show  card  writ- 
ing, which  are  now  appearing  in  the  Shoe  and  Leather 
Journal.  The  first  lesson  of  the  series,  which  is  printed 
in  this  issue,  is  simple,  direct,  and  attractive.  The  others 
will  be  equally  as  interesting  and  practical.  No  talent  is 
required,  and  the  art  of  card  writing,  which  now  plays  so  im- 
portant a  part  in  the  equipment  and '  accomplishment  of 
every  salesman,  may  be  learned  with  a  little  practice  and 
perseverance.  No  heavy  outlay  is  required,  as  in  the  ma- 
jority of  such  courses  by  mail,  and  the  different  lessons, 
which  will  be  at  the  service  of  our  readers,  will  well  repay 
perusal  and  study  by  any  energetic,  ambitious,  young  man 
who  wants  to  make  himself  more  useful  to  his  employer,  and 
add  to  his  ability  to  do  things  which,  after  all,  is  so  much 
capital — just  the  same  as  experience  and  insight  are.  The 
shoe  retailer  himself  might  very  well  take  up  this  matter. 
He  can  no  longer  doubt  the  value  of  show  cards  and  price 
tickets  in  progressive  retail  merchandising. 

Selling  Better  Class  Goods 

One  secret  of  success  in  any  business  is  putting  an 
honest,  dependable  article  on  the  market  and  disposing  of  it 
at  a  reasonable  profit.   Any  person  can  wilfully  misrepresent, 
decry,  villify,  and  denounce  the  wares  of  a  competitor,  and 
it  does  not  require  an  exceptionally  high  plane  of  intelli- 
gence to  cut  prices.    The  point  to  be  remembered  is,  can 
you  sell  a  good  product  at  a  higher  price  than  perhaps  a 
customer  thought  he  or  she  should  pay,  and  convince  the 
purchaser  that  in  the  end  better  value  and  longer  service 
will  be  obtained  than  out  of  a  cheaper  grade.   If  you  can  do 
this  you  are  developing  into  a  competent  salesman.  All 
merchants  are  interested  in  cultivating    the    executive  and 
selling  faculties  of  their  staff,  and  it  will  pay  them  to  direct 
attention  to  the  prizes  offered  by  the  Shoe  and  Leather 
Journal  to  retail  clerks  for  the  best  examples  of  good  sales- 
manship.   This  will  be  a  monthly  feature,  and  will  prove 
stimulating  and  encouraging  to  the  force  of  young  men  who 
look  forward  to  becoming  managers,  buyers,  proprietors,  or 
manufacturers.    Any  youth  worth  his  salt  has  a  vision,  and 
the  way  to  make  it  real  is  to  improve    himself    by  every 
means  possible,  for  success  really  lies  with  yourself.  You 
are  your  own  master  to  a  degree  greater  than  you  are 
aware  of.     Have  you  been  able  to  sell  customers  higher 
grade  goods  than  they  intended  buying,  or  have  you  led 
them  to  make  purchases  beyond  what  they  thought  of  doing 
when  they  entered  the  door — then  you  are  not  an  order 
taker,  you  are  a  salesman.    Tell  us  how  you  did  it.  Your 
experience  will  be  helpful  to  some  other  fellow,  and  his  will 
prove  equally  interesting  to  you.    Send  in  your  ideas  and 
outline  your  methods.    There  is  no  reason  why  you  should 
not  win  a  prize.    Your  interest  will  be  well  repaid  by  the 
improvement  in  yourself,  your  larger  view  of  the  subject, 
and  the  pleasure  you  will  obtain  in  taking  stock  of  yourself 
as  a  salesman. 
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Lights  and  Shadows  of  the  Road 


"Say.  Charlie."  said  the  millinery  traveler  to  the  Dean 
of  the  Toronto  bunch,  as  they  settled  down  in  the  smoker 
on  Monday  morning.  "A  traveling  man  has  to  be  like  the 
Apostle  Paul,  'All  things  to  all  men,'  if  he  is  to  amount  to 
much  on  the  road.  I  was  thinking  of  that  yesterday  when 
our  divine  was  preaching  about  the  missionary  work  of  the 
great  apostle.  Say,  he  knew  a  thing  or  two  about  life  on 
the  road,  didn't  he?" 

"Yes.  I  rather  guess  he  had  some  rough  experiences  on 
land  as  well  as  on  sea,  and  if  some  of  us  had  to  go  through 
the  smallest  of  them  we'd  turn  yellow.  I  often  think  of  him 
when  they  tried  to  turn  him  back  from  going  to  Jerusalem 
after  it  was  prophesied  that  he  would  be  bound  and  im- 
prisoned. He  said,  'None  of  these  things  move  me,  neither 
count  I  my  life  dear  unto  myself.'  There's  grit  for  you. 
When  a  fellow  counts  life  and  limb  cheap  in  'getting  there,' 
which  he  meant  by  his  saying,  'So  that  I  may  finish  my 
course  with  joy,'  he  is  bound  to  accomplish  something." 

"Yes,  grit  is  a  great  quality  in  anyone  (except  a  poli- 
tician, chimed  in  the  furniture  man)  and  especially  in  a 
traveler,"  ventured  the  hardware  man.  I  remember  I  had 
a  prospect  in  a  certain  town  who  told  me  I  was  with  the 
wrong  house,  and  he'd  never  buy  a  dollar's  worth  from  me 
while  I  was  with  it.  I  made  up  my  mind  the  house  was  all 
right,  and  I  rather  liked  this  prospective  customer,  notwith- 
standing his  hatred  of  the  house.  I  made  up  my  mind  to 
'get'  him.  I  used  to  call  on  him  every  time  I  was  in  town 
and  never  as  much  as  mentioned  samples  to  him.  We 
got  to  be  quite  chummy,  and  so,  after  I  had  been  acquainted 
about  a  year,  I  took  on  a  new  specialty  I  was  showing  in 
my  pocket.  I  managed  to  turn  the  talk  on  devices  of  the 
kind  I  had  and  he  said  he  thought  it  ought  to  be  a  good 
thing.  I  pulled  it  out  and  we  went  over  its  points.  I  asked 
him  how  he  would  like  to  have  the  agency  for  the  district. 
He  bit  and  I  told  him  I  would  fix  it  up  with  my  people.  We 
got  a  fair  order  from  him,  because  he  saw  we  couldn't  look 
our  other  customers  in  the  face  if  we  gave  him  this  thing, 
and  since  that  time  he  has  forgotten  his  prejudices  against 
the  house.    I  tell  you  it  pays  to  keep  after  your  man." 

"Speaking  of  St.  Paul,"  said  the  shoe  man,  "did  you 
hear  of  the  Minneapolis  city  alderman  who  objected  to  the 
Bible  in  the  schools,  because,  he  said,  it  was  all  St.  Paul, 
St.  Paul,  and  nothing  about  Minneapolis." 

"Yes,"  said  the  furniture  man,  "and  that  brings  up  the 
other  old  chestnut  about  the  drunken  man  who  asked  the 
fellow  who  brought  him  home  what  his  name  was.  When 
told  'Paul,'  he  straightened  up  and  stretched  out  his  hand, 
saying,  'Glad  to  meet  you,  old  fellow.  Shay !  I've  often 
wanted  to  ask  you  if  you  ever  got  an  answer  to  that  long 
letter  you  wrote  the  "Phesians?" '  " 

"Yes,  Paul  wrote  some  pretty  good  letters,"  mused  the 
drygoods  man.  "And  they  are  as  well  worth  reading  for 
their  business  common  sense,  after  two  thousand  years,  as 
anything  you  can  pick  up  to-day.  What  I  like  about  Paul 
is  that  he  always  knows  what  he  is  talking  about,  and  says 
what  he  has  to  say  straight  from  the  shoulder,  and  a  man 


who  went  through  what  he  did  to  get  a  chance  to  say  it  is 
the  whole  thing.  He  is  straight  business  from  the  word  go. 
From  the  time  he  quit  chasing  Christians  till  he  put  his 
head  on  the  block  he  could  say,  'This  one  thing  I  do,'  and 
that  is  a  good  motto  for  a  Christian,  a  traveler,  or  anyone 
else." 

"That  gets  us  back  to  'grit'  again,"  remarked  the 
grocery  man,  "and  that  touches  the  life  of  the  traveling  man 
every  day." 

"Lots  of  'grit'  in  your  business,"  said  the  furniture  man ; 
"sugar,  pepper,  etc.,  but  grit  spoils  my  life." 

"You  old  puddin'  head,  you  are  always  trying  to  work 
off  your  stale  humor,"  snapped  the  man  of  "sugar  and  spice 
and  everything  nice."  "What  I  mean  is  grit  in  the  man, 
not  his  goods.  Anybody  can  carry  around  a  set  of  photos 
that  look  a  hundred  per  cent,  better  than  the  goods,  but  it 
takes  some  grit  to  fight  out  the  game  on  the  actual  thing. 
However,  old  lumber  and  glue  factory,  you'll  admit  that  you 
need  sand  in  your  business  to  get  a  finish  on  a  traveler  as 
well  as  the  goods." 

"Yes,"  said  the  furniture  man,  "it  probably  takes  more 
sand  or  grit  to  put  a  fellow  through  with  the  people  I  have 
to  deal  with  than  yours,  because  the  most  of  them  have 
graduated  from  the  workbench,  and  their  ideas  about  busi- 
ness are  about  as  large  as  the  brain  of  a  mosquito  sometimes. 
But,  speaking  of  preachers,  travelers,  and  grit,  I  heard  a 
funny  thing  the  other  day  on  an  undertaking  traveler.  He 
sat  down  at  a  table  in  a  Western  town  with  a  clerical  look- 
ing gentleman,  who,  after  saying  grace,  pulled  a  phial  out 
of  his  pocket  and  poured  a  little  in  his  soup.  He  was  about 
to  replace  the  bottle  in  his  pocket  when  he  thought  of  the 
traveler  opposite,  and  said,  'Perhaps  you  would  like  a  little 
of  this  in  your  soup.  It's  a  sauce  I  carry  around  with  me, 
because  I  find  it  in  so  few  hotels,  and  I  like  to  flavour  my 
soup  and  meat  with  it.'  The  coffin  man  thanked  him  and 
poured  rather  a  liberal  helping  into  his  dish.  After  taking 
the  first  mouthful  and  gasping  for  breath  he  said,  when  he 
regained  control  of  himself,  'You're  a  preacher,  I  think?' 
'Yes,  a  humble  one.'  'You  believe  in  and  preach  "hell  ?"  ' 
T  do,'  was  the  response.  'Well,  you're  the  first  traveling 
preacher  I've  met  who  carried  his  samples  with  him.'  " 

Then  the  brakeman  yelled,  "Georgetown,  change  for 
Hamilton,  Beeton,  Barrie,  Collingwood,  and  Orillia,"  and 
the  bunch  broke  up. 


Here  is  a  pretty  quibble  from  the  new  edition  "Logic 
for  the  Million,"  which  Sharper  Knowlson  has  prepared: 
David  said  in  his  wrath,  All  men  are  liars. 
Therefore,  David  was  a  liar. 
Therefore,  what  David  said  was  not  true. 
Therefore,  David  was  not  a  liar. 

But  if  David  was  not  a  liar,  what  he  said  was  true- 
namely,  that  all  men  are  liars. 
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Stray  Shots 


It  is  a  common  saying  that  eavesdroppers  never  hear 
any  good  of  themselves.    People  who  go  nosing  about  for 

moral  filth  are  not  very  savory  themselves. 
LONG  What  you  hear  and  see  depends  upon  the 

EARS  sort  of  ears  and  eyes  you  have.  There  is 

as  much  art  in  not  hearing  as  in  hearing. 
The  fellow  whose  ears  take  in  all  that  flies  about  them  will 
find,  like  the  ass  he  is,  lots  of  use  for  them.  If  you  were  as 
much  interested  in  doing  the  square  thing  as  you  are  in 
knowing  what  people  think  of  you,  you  would  not  have  so 
much  occasion  to  find  fault  with  their  opinions.  Apart  from 
this,  the  man  who  has  learned  how  not  to  hear  has  acquired 
an  accomplishment  that  will  save  him  many  a  pang  and 
many  a  friend.  We  all  talk  too  much.  It  is  a  great  bless- 
ing that  all  we  say  is  not  remembered  either  by  ourselves 
or  others.  There  are  some  things  that  a  wise  man  will  let 
in  one  ear  and  out  the  other.  The  fellow  who  is  quick  to 
pick  up  and  cherish  unpleasant  words  will  become  a  narrow- 
minded  and  waspish  nuisance  to  society  and  himself.  Put 
a  spark-arrester  on  your  ears.  Keep  out  the  cinders  of  idle 
or  thoughtless  tongues.  Keep  your  own  spirit  sweet  by 
keeping  out  the  bitter  and  corrupt  of  other  minds.  "Take 
no  heed  to  all  words  that  are  spoken." 

None  of  us  can  stand  uninterrupted  good  fortune,  and 
it  would  not  be  good  for  us  if  we  could.    Man  is  not  made 

to  sit  down  like  a  bump  on  a  log  and  rot. 
GOOD  He    either    accumulates    corporation  or 

MEDICINE        gall  when  he  has  nothing  to  do  but  feel 

good.  The  best  man  on  earth,  if  he  be 
given  unlimited  chance  to  have  everything  his  own  way, 
will  forget  that  there  is  a  God  in  Heaven,  men  on  earth, 
and  a  devil  everywhere.  For  this  reason  trouble  is  a  good 
thing.  It  makes  us  think.  It  is  when  you  strike  a  rock 
that  you  realize  that  navigation  is  something  more  than 
"white  wings"  and  rippling  waters.  It  starts  you  for  com- 
pass and  chart  with  a  jump.  It  is  when  you  get  hit  on  the 
head  with  a  brick  that  you  discover  that  there  is  a  possi- 
bility of  somebody  or  something  being  between  the  side- 
walk and  the  sky.  David  Harum  says  "Fleas  is  good  for  a 
dog,  because  they  keep  him  from  broodin'  on  bein'  a  dog." 
Trouble  is  the  best  thing  that  ever  struck  you,  if  you  know 
how  to  use  it.  You  may  have  a  fortune  left  you,  and  re- 
ceive a  curse  with  it,  but  what  you  get  and  learn  from  real 
hard  knocks  will  stay  with  you.  All  trouble  is  not  calamit- 
ous.   "In  the  day  of  adversity  consider." 

A  man  may  be  moonstruck  and  his  friends  need  not 
despair;  but  when  a  fellow  becomes  pridestruck  he  is  be- 
yond human  aid.    "Seest  thou  a  man  wise 
PRIDE-  in  his  own  conceit,  there  is  more  hope  of  a 

STRUCK  fool  than  of  him."    You  may  drive  some 

kind  of  gumption  into  the  pate  of  an  idiot, 
but  the  skull  of  the  man  who  knows  it  all  is  as  proof  against 
argument  as  bessemer  against  lead.  Noah  Webster  defines 
pride  as  "an  unreasonable  conceit  of  one's  own  superiority 
in  talents,  beauty,  wealth,  accomplishments,  rank  or  eleva- 


tion in  office,  which  manifests  itself  in  lofty  airs,  distance, 
reserve,  and  often  contempt  of  others."    The  symptoms  and 
characteristics  of  the  disease  are  so  well  outlined  in  this 
diagnosis  as  to  leave  no  room  for  embellishment.  The 
picture  of  the  little  pewter  god  in  his  tin  chariot  might 
well  call  forth  the  immortal  lines  of  Shakespeare: 
.    .    "But  man,  proud  man 
Drest  in  a  little  brief  authority, 
Most  ignorant  of  what  he's  most  assur'd, — 
His  glassy  essence — like  an  angry  ape, 
Plays  such  fantastic  tricks  before  high  Heaven 
As  make  the  angels  weep." 
Fortunately  for  men  and  angels  the  spectacle  is  seldom 
prolonged,  for  the  Wise  Man  says  "a  man's  pride  shall 
bring  him  low."  The  chariot  completes  only  a  few  circuits 
of  its  little  orbit  when  it  tumbles  to  pieces  and  spills  the 
lilliputian  deity  out.    Pride  is  one  of  the  most  abominable 
and  senseless  sins  of  any  age.   It  was  the  one  on  which  the 
Man  of  Nazareth  was  pleased  to  pour  His  strongest  con- 
tempt and  condemnation.    When  you  find  men  and  women 
going  along  with  the  "God-I-thank-thee-I-am-not-as  other- 
men-are"  expression  hanging  from  their  upturned  noses  or 
blazoned  on  their  lifted  brows  you  may  put  it  down  that 
neither  their  past  nor  present  would  stand  the  light  of  an 
ordinary  tallow  dip.    So  also  when  you  find  a  fellow  whose 
attitude  says  "keep  off,"  if  you  know  what  good  company 
is  you  will  give  him  all  the  elbow  room  he  wants. 

As  an  ocean  steamer  drew  into  Queenstown  on  the 
coast  of  Ireland  it  was  noticed  that  a  free  fight  was  in  pro- 
gress on  the  dock.    The  steamer  passen- 
SPOILING         gers  became  interested  spectators  of  the 
FOR  little  bit  of  Irish  pleasantry,  and  just  as 

TROUBLE  the  vessel  touched  the  side  of  the  pier  a 
rather  respectable  looking  man  was  seen 
to  spring  from  it  into  the  middle  of  the  surging  crowd. 
Snatching  a  cudgel  from  one  of  the  combatants  he  rushed 
into  the  melee  and  laid  about  him  left  and  right.  The  fun 
waxed  fast  and  furious,  but  a  squad  of  police  finally  put 
both  factions  to  rout.  The  fighting  passenger  managed  to 
escape  to  the  ship  again,  where  he  appeared  minus  a  coat, 
and  with  two  or  three  beautiful  mementos  of  the  fracas  on 
his  person.  On  being  asked  what  drew  him  into  the  affair 
he  replied :  "Och,  shure,  it's  twenty  years  since  I  seen  such 
a  purty  fight,  and  I  j ist,  couldn't  keep  out  of  it."  There 
are  plenty  of  people  who  smile  at  the  pugnacity  of  the  Irish- 
man, who  enjoy  a  little  bit  of  trouble  as  much  as  any  son 
of  Erin,  especially  if  they  are  in  a  position  to  be  interested 
spectators.  It  is  never  hard  to  start  a  fight.  Unfortunately 
the  tinder  of  false  pride  is  always  ready  for  the  spark  of 
provocation. 
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CONVERT  YOUR  SELLING 
EXPERIENCES  INTO  CASH 

FOUR  CASH  PRIZES  OFFERED  FOR  THE  BEST  EX- 
AMPLES OF  GOOD  SALESMANSHIP  FURNISHED  BY 


RETAIL  CLERKS 

We  believe  there  is  a  higher  quality  of  salesmanship  exercised  in  the  shoe  store 
than  in  any  other  line  of  trade,  just  as  we  believe  that  in  all-round  merchandiz- 
ing ability  the  dealer  in  shoes  and  findings  need  take  second  place  to  no 
other  retailer.  As  a  matter  of  fact,  when  it  comes  to  really  creating 
demand  for  worthy  goods,  he  is  in  a  class  by  himself. 

The  clerks  in  the  shoe  store  could  give  closer  study  to  the  development  of 
their  selling  ability,  with  large  profit  to  both  themselves  and  their  employers. 
As  one  means  of  stimulating  fresh  interest  in  this  very  important  matter  we 
are  going  to  offer  four  prizes  every  month  for  the  best  examples  of  good 
salesmanship  furnished  by  clerks  in  the  shoe  stores  throughout  Canada. 

1st  Prize        -       -       -       -       -       -        $5.00  Cash 

2nd    "  -       -       -       -  -       -       3.00  " 

3rd    "  -       -       -       -       -       -  2.00  " 

4th    "  -      -      -      -      -      -      -       1.50  " 

In  addition  to  these  four  prizes  we  will  pay  ONE  DOLLAR  for  each  selling  experience 
not   among   the   prize   winners,   but   which   we   consider   worth  publishing. 

Every  clerk  comes  in  contact  with  numbers  of  customers  each  day  and,  if  he  is  wideawake, 
has  selling  experiences  that  would  make  very  interesting  reading.  What  we  want  par- 
ticularly is  instances  of  where  customers  have  been  sold  higher  grade  goods  than  they 
had  intended  buying,  and  where  they  have  been  induced  to  make  purchases  in  excess  of 
those  they  had  in  mind  when  they  went  into  the  store. 

Always  bear  in  mind  that  salesmanship  is  TEACHING— teaching  your  people  to  buy  \ 
more  and  better  goods  than  they  ever  have  before — teaching  them  the  desirability,  and, 
in  a  great  many  cases,  the  real  economy  of  the  higher  grade  merchandize. 

The  methods  by  which  this  can  be  accomplished  will  make  a  fascinating  study  for  every 
shoe  clerk  in  Canada.  Intelligent  effort  and  observation  will  enable  you  to  attain 
surprising  results. 

Send  your  experiences  to  The  Shoe  and  Leather  Journal  each  month.    Your  interest 
in  this  competition  will  be  best  repaid  by  the  improvement  made  in  your  selling  ability 
and  the  personal  satisfaction  you  will  get  out  of  it.    Besides,  is  there  any  reason  why  you  \ 
shouldn't  be  one  of  the  prize  winners  ? 

Your  ability  to  write  an  article  about  your  experiences  will  not  be  considered.  It's  selling, 
not  literary  ability  that  counts.  We  don't  care  if  you  scribble  on  wrapping  paper  with 
blue  pencil,  so  long  as  you  make  clear  the  methods  that  you  have  found  successful. 
We'll  sec  that  they  are  described  in  good  newspaper  style. 

Sit  down  and  write  the  editor  of  the  SHOE  AND  LEATHER  JOURNAL  to-day, 
saying   you   are   interested    and   intend   taking  part  in   this  competition. 

JULY   1st   COMPETITION  CLOSES   JUNE  20th 
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Retail  Men  Talk  Over  Their  Troubles 

How  They  Manage  the  Help  Problem— Approbation  Carried  to  the  Point  of  Absurdity— Turning  the 

Tables  on  Requests  for  Credit — The  Meanest  Man. 


It  Paid  for  Itself 

"See  that  case  at  the  front  of  the  store,"  remarked  a 
Kingston  retailer  the  other  day.  "I  put  that  in  two  years 
ago,  and  while  it  cost  me  forty-five  dollars,  it  has  paid  for 
itself  several  times.  I  display  findings  of  all  kinds  there  as 
well  as  satin  slippers,  velvet  pumps,  and  dainty  fabric 
footwear  as  well  as  other  toggery  for  the  fine  trade.  That  case 
has  paid  for  itself  several  times  and  has  increased  my 
sales  greatly  by  silently  calling  attention  to  many  things  which 
the  average  customer  does  not  know  that  a  retailer  carries 
in  stock.  Yes  sir,  there  are  many  good  sales  lost  in  things 
which  the  public  do  not  know  that  the  average  shoeman 
handles  simply  because  he  has  kept  them  in|  the  back- 
ground."   

Study  Your  Own  Trade. 

"The  secret  of  doing  a  successful  trade"  remarked  a 
London  shoeman  last  week,  "is  in  studying  the  wants  and 
tastes  of  the  people  whom  you  serve.  It  all  depends  upon  the 
class  of  trade  you  are  after,  and  the  locality  has  much  to  do 
with  the  business  that  you  can  build  up.  I  have  men  who 
come  in  here  and  tell  me  what  I  should  put  in  stock,  what 
lines  I  could  profitably  carry  and  what  goods  will  go  the 
best.  I  look  over  my  sales  slips  carefully  every  night  and 
I  know  what  price  of  shoes  are  most  called  for.  Adapt  your 
stock  to  your  trade  and  do  not  let  any  stranger  inform  you 
what  you  need.  Of  course,  I  do  not  mean  that  you  should 
not  be  open  to  suggestions  or  pointers,  but  do  not  be  too 
easily  talked  into  any  and  everything  that  has  been  a  suc- 
cess somewhere  else,  or  do  not  be  wheedled  into  purchasing 
such  a  line  just  because  some  competitor  has  or  is  going  to 
do  so.  Use  your  own  judgment  and  intelligence  and  you 
will  make  fewer  mistakes  than  if  you  are  guided  by  every 
Tom,  Dick  and  Harry.  Do  not  be  swept  off  your  feet  by 
every  wind  that  blows.  In  this  store  where  I  have  been  for 
fourteen  years  I  know  pretty  well  what  the  people  will  buy 
and  I  strive  to  meet  their  wishes  without  loading  myself  up." 


Money  Spent  in  Publicity. 

"You  ask  me  what  proportion  of  his  receipts  a  man 
should  spend  in  advertising.  Well!  that  is  a  hard  question 
to  answer?"  remarked  a  Yonge  Street  shoe  merchant.  "I 
myself  am  a  strong  believer  in  publicity  and  expend  five  per 
cent,  of  my  income  from  sales  in  various  forms  of  publicity, 
principally  in  newspaper  space.  I  think  that  it  pays  me  well 
although  the  percentage  may  seem  rather  large."  Another 
dealer  in  Toronto,  who  was  asked  the  same  question,  re- 
marked that  his  advertising  appropriation  was  three  per 
cent.,  and  still  another  declared  that  he  had  managed  to 
get  along  very  well  on  two  per  cent.  The  consensus  of  opinion 
was  from  two  to  five  per  cent.  The  problem  is  evidently 
one  that  will  not  be  satisfactorily  adjusted  except  upon  an 
individual  basis.  In  several  towns  in  Ontario  some  shoemen 
expend  one  per  cent.,  others  two,  and  still  others  three  or 
four,  but  an  analysis  of  a  dozen  queries  made  at  random 
shows  that  the  average  is  about  two  and  a  half  per  cent. 
Thus  a  man  doing  twenty-five  thousand  dollars  a  year,  sets 
aside  six  hundred  and  twenty-five  dollars  for  publicity,  not 


necessarily  all  expended  in  newspaper  advertising,  but  this 
is  the  sum  charged  to  his  printing  account  and  space  in  the 
daily  press,  folders,  booklets,  cards,  circulars,  and  various 
other  schemes  to  attract  business.  There  are  many  retailers 
who  do  not  spend  this  proportion,  but,  with  the  more  progres- 
sive ones,  the  range  is  from  two  to  two  and  a  half  per  cent. 


Fifteen  Pairs  on  Approval. 

Speaking  of  the  approbation  evil  a  Kingston  retailer, 
who  was  in  a  reminiscent  mood  the  other  morning,  said  that 
they  were  not  bothered  with  the  practice  now  but  that  it 
was  once  a  great  evil  and  the  merchants  rather  encouraged 
it.  They  were  all  afraid  to  put  their  foot  down  upon  it.  Now 
if  a  customer  goes  into  a  shoe  shop  in  the  Limestone  City 
and  wants  two  or  three  pairs  sent  up  on  approbation,  he  or 
she  has  to  pay  for  as  many  pairs  as  are  taken  away  on  ap- 
proval. When  the  footwear  is  returned  to  the  shop  the  money 
is  handed  back  to  the  customer  for  the  returned  pairs.  "I 
remember  some  years  ago"  he  said,  "when  a  woman  came  in 
and  wanted  a  pair  of  slippers  for  her  husband.  The  price 
that  she  wished  to  pay  was  about  a  dollar  and  a  quarter, 
and  she  could  not  decide  on  what  'John'  would  like.  She 
looked  over  several  of  the  cheaper  lines,  selected  five  pairs 
that  she  thought  might  be  suitable  and  asked  to  have  them 
all  sent  to  the  house.  As  she  was  known  to  us  to  be  honest 
we  obliged  her.  The  young  man  that  delivered  the  parcel 
when  he  came  back  to  the  store,  reported  that  he  had  met 
two  messengers  from  rival  shoe  houses  there  at  the  same 
time,  and,  on  the  way  back,  they  got  to  comparing  notes 
and  found  that  each  of  the  other  delivery  lads  had  also 
carried  up  slippers — five  pairs  each. 

Here  were  fifteen  pairs  of  slippers  sent  up  to  this  domicile 
and  all  for  a  possible  dollar  and  a  quarter  purchase.  Well! 
it  was  certainly  laughable  and  ridiculous,  but  what  I  am  telling 
you  is  strictly  true.  This  woman,  as  we  found  out  incidentally 
and  by  our  experience,  was  a  perfect  fiend  in  the  matter 
of  approbation.  The  retailers  of  the  city  got  together  and 
formed  an  association  for  their  mutual  interest  and  pro- 
tection. We  flatly  refused  to  send  out  goods  on  approba- 
tion unless  they  were  all  paid  for  before  leaving  the  shop. 
Now  the  practice  is  unknown  and  we  often  have  a  hearty 
laugh  over  the  approbation  fever  of  former  times  and  the 
fifteen  pairs  of  slippers." 


A  Mean  Kind  of  Retailer. 

"Say,"  said  a  traveler  of  a  Montreal  jobbing  house 
the  other  day,  "I  have  run  across  some  pretty  mean  retailers 
in  my  day  but  I  remember  some  years  ago  of  calling  upon  a 
man  in  a  Northern  town  who  came  to  the  hotel  and  looked 
over  my  samples.  He  carefully  inspected  each  line  and  took 
the  numbers  of  many  of  them,  jotting  them  and  the  prices 
carefully  down  in  a  book.  He  did  not  give  me  an  order,  but 
on  some  plausible  pretext,  put  me  off,  saying  that  he  was  not 
just  ready  then  to  place  any  business  with  me.  When  I 
got  back  to  the  warehouse  at  the  end  of  the  week  I  found 
that  they  had  received  a  letter  from  this  dealer  and  he  offered 
to  take  several  hundred  dollars  worth  of  goods  if  the  house 
would  let  him  have  the  lines  mentioned,  less  my  commission 
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of  five  per  cent.,  as  he  was  buying  direct.  Now^what  do 
you  think  of  that  for  a  sharp  nervy  practice?  Did  the  house 
do  it?  Well,  I  guess  not,  and  they  told  him  in  rather  plain 
language  what  they  thought  of  his  overt  act.  Had  the  house, 
after  I  explained  the  situation  to  them,  accepted  that  man's 
order  they  would  have  had  my  resignation  on  the  spot." 


No  Splitting  the  Commission. 

"  I  do  not  like  to  knock  men  in  the  same  line  of  business 
as  myself,  but  what  comes  under  your  own  personal  obser- 
vation you  must  believe,"  remarked  a  road-man  for  a  To- 
ronto wholesale  house  the  other  day.  "I  knew  one  man  to 
book  business  with  some  retailers,  who  were  known  as  very 
close  buyers,  by  offering  to  split  his  commission  with  them. 
He  is  not  now  on  the  road,  which  is  a  good  thing  for  the 
trade.  The  practice  of  splitting  commissions  has  been 
almost,  if  not  entirely,  done  away  with  now  as  travelers, 
selling  on  a  five  per  cent,  basis  of  all  orders  filled  and  having 
to  pay  their  own  expenses  cannot  afford  to  slice  commissions 
and  have  anything  left  for  themselves.  It  was  not  so  in 
former  days,  when  a  man  on  a  large  order  could  divide  the 
amount  with  a  retailer  who  was  a  'sticker'  for  very  close 
quotations  and  had  a  name  of  'tight  wad';  I  will  tell  you 
why.  Expenses  are  much  heavier,  hotels  have  advanced 
their  rates  from  seventy-five  cents  to  a  dollar  and  a  half 
per  day,  we  now  have  to  pay  for  sample  rooms  in  most  towns 
as  well  as  more  for  hauling  baggage,  riding  in  buses,  tips, 
livery  hire  and  the  other  incidentals.  Five  per  cent,  does  not 
count  like  it  once  did  in  the  net  results  when  traveling  and 
hotel  bills  were  much  lighter  than  they  are  today." 


What  Honest  Help  Means. 

Speaking  of  the  difficulty  of  securing  proper  help  in  a 
retail  store  a  James  street  shoe  merchant,  of  Hamilton,  told 
the  Shoe  journal  man  that  his  principal  difficulty  was  in 
getting  honest  service.  "By  that  I  mean,  not  clerks  who 
will  abstract  any  coin  from  the  cash  register,  or  put  any 
portion  of  the  day's  receipts  in  their  own  pocket,  for  that 
fellow  would  be  a  common  thief.  By  the  term  'honest'  I 
mean  those  salesman,  who  in  their  anxiety  to  make  a  sale, 
will  not  wilfully  misrepresent  goods.  Now  my  instructions 
to  the  staff  are,  never  misrepresent  or  exaggerate;  lose  the 
sale  first.  This  practice  of  disposing  of  footwear  at  any  cost 
and  never  letting  a  person  out  of  the  premises  until  you  have 
closed  a  deal  is  extremely  short  sighted  and  reacts  in  the 
end.  We  do  all  that  we  can  to  satisfy  persons,  and  if  we 
cannot  suit  their  tastes,  pockets,  or  fit  them  properly,  we 
frankly  tell  them  so.  To  say  that  a  certain  shoe  is  all  leather 
when  leather  board  figures  in  the  heels,  and  the  counters, 
is  a  mistake.  You  may  fool  seven  or  eight  tenths  of  the 
people,  but  you  will  be  caught  some  time.  People  are  begin- 
ning to  have  a  pretty  accurate  knowledge  of  shoe  values, 
and  to  say  that  the  soles  are  oak  when  they  are  not,  that 
the  shoes  are  welted  when  there  is  only  an  imitation,  that 
the  vamp  runs  clear  to  the  toe  when  it  is  abbreviated, 
and  that  patent  cow  is  patent  colt,  is  foolish.  Honesty  pays 
every  time." 


They  Agree  to  Disagree. 

"I  saw  in  a  recent  article  of  the  Shoe  and  Leather 
Jocrnai.  that  there  was  a  difference  of  opinion  in  the  matter 
of  running  a  repair  shop  in  connection  with  a  retail  business 
and  that  several  merchants  favored  having  such  a  depart- 
ment while  others  stated  they  could  never  make  it  pay,  and 


would  not  have  such  a  branch  of  the  business  about  their 
premises,"  declared  an  Oshawa  dealer.  "As  for  myself,  I 
want  to  inform  you  that  I  would  not  be  bothered  with  a 
repair  shop.  It  is  an  annoyance,  a  constant  source  of  worry 
and  you  have  to  do  too  much  for  nothing  in  the  way  of  sewing 
up  rips  and  putting  on  patches.  When  people  come  to  the 
store,  I  frankly  tell  them  that  we  do  not  make  repairs,  but 
that  we  will  have  the  work  done  to  oblige  them  at  exactly 
what  it  costs  us.  This  satisfies  patrons  and  we  escape  a 
lot  of  worry  and  being  imposed  upon."  A  Cobourg  retailer 
this  week,  when  discussing  the  subject,  said  that  he  would 
not  think  of  running  a  shoe  business  without  a  repair  de- 
partment. "We  make  this  adjunct  pay  and  pay  well,"  he 
continued.  "I  admit  that  we  are  imposed  upon  at  times, 
but  I  would  like  to  know  what  business  you  can  go  into 
today  that  some  people,  who  should  know  better,  will  not 
try  to  "  do '  you.  If  I  knew  of  any  trade  where  such  a  happy 
state  of  affairs  as  never  being  asked  something  for  nothing 
existed,  I  would  speedily  get  into  that  line.  It  is  a  great 
thing  to  have  repairs  made  on  the  premises.  Sewing  a  five 
cent  rip  free  of  charge  or  putting  on  a  ten  cent  patch  now 
and  then,  does  not  cost  a  great  deal  and  often  wins  lasting 
patronage.  We  do  not  make  a  practice  of  doing  this  free, 
mind  you,  but  we  find  that  if  we  are  imposed  upon  there 
are  other  ways  of  getting  back  at  the  impostor.  It's  a  long 
lane  that  has  no  turn." 


Trying  To  Hide  It  From  the  Boss. 

"I  find  that  a  clerk  now  and  then  in  an  effort  to  make 
a  patent  leather  shoe  fit  will  try  to  stretch  the  goods.  He 
will  use  a  stretcher,  causing  the  leather  to  split,  get  out  of 
shape  or  crack;  then  finding  that  a  bungle  has  been  made  of 
the  job  he  will  put  the  footwear  back  in  the  carton,  lift  it 
on  a  shelf  and  say  nothing  about  it.  Two  or  three  times  of 
late  I  have  discovered  such  a  thing  done  in  this  store," 
quoth  a  Toronto  shoe  merchant,  "and  I  have  been  unable 
to  ferret  out  the  culprit.  Now  I  tell  my  clerks  never  to  use 
a  stretcher  on  a  patent  leather.  Sometimes  a  stocking  is 
slightly  damp  from  perspiration  and  a  customer  would  like 
a  certain  style  of  shoe  but  the  fit  is  a  little  too  snug.  Some 
powdered  soap-stone  will  cause  the  shoe  to  slide  on  easily, 
but  to  use  a  stretcher  is  a  big  mistake  and  causes  loss.  In 
case  a  pair  is  spoiled,  dishonesty  is  practised  by  the  salesman 
in  order  to  conceal  the  matter.  I  believe  in  discouraging 
the  use  of  the  stretcher." 


From  a  Local  Association. 

"It  is  an  awful  mistake  to  be  jealous  of  your  rival  or 
to  try  to  paddle  your  business  alone  when  association  and 
mutual  aid  would  tend  to  correct  many  abuses,  eliminate 
numerous  grievances  and  make  things  pleasanter  all  around. 
Business  should  be  done  in  the  most  agreeable  manner  and 
on  the  best  understanding  with  the  manufacturer,  whole- 
saler and  consumer,  and  if  it  is  not  it  is  largely  our  fault," 
so  spoke  an  Eastern  Ontario  dealer.  "Some  few  years  ago, 
in  this  city,  we  were  keeping  open  to  all  hours,  running  repair 
shops  and  countenacing  the  approbation  and  credit  evils. 
Today  we  are  rid  of  all  these  and  many  other  little  things 
that  have  cropped  up  from  time  to  time.  We  have  overcome 
certain  practices  by  which  we  lost  money,  and  yet  before 
we  started  not  one  of  us  was  courageous  enough  to  initiate 
a  reform  single-handed.  Then  we  got  together  one  night 
and  pledged  our  words  as  brother  business  men  in  the  same 
line  that  we  would  not  stand  for  such  a  thing  any  longer. 
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We  are  today  doing  as  well  as  any  city  that  I  know  of  and 
I  know  that  one  or  two  other  places  not  far  from  here  have 
adopted  our  example." 


Good  Uniform  Color  Scheme. 

A  Toronto  shoe  store  which  has  uniform  cartons — all 
of  a  dark  color  so  that  marks  from  frequent  handling  will 
not  easily  show  on  the  surface  has  used  these  same  cartons 
for  many  years.  The  uniform  dimensions  and  one  color 
scheme  are  pleasing.  Then  there  is  on  each  carton  a  light 
brass  frame  work  or  handle  with  half  circle  curve  for  the 
purpose  of  pulling  out  the  boxes.  Into  the  brass  framework 
a  card  is  inserted,  bearing  the  sample  number,  size,  width, 
price,  etc.  The  little  white  card,  when  soiled,  is  removed 
and  another  substituted,  or  when  a  different  style  and  width 
shoe  is  put  in  the  carton,  then  the  reverse  side  of  the  paste 
board  is  used.  The  cartons  always  appear  clean,  and  when 
new  covers  are  required  by  reason  of  the  ends  becoming 
broken,  they  are  easily  obtained  from  the  manufacturers 
who  supplied  the  cartons  and  put  on  the  brass  handles,  the 
cost  for  eight  thousand  boxes  being  twelve  cents  apiece. 


The  outlay  has  been  well  worth  it,  declares  the  proprietor, 
and  the  cartons  being  of  superior  quality  have  stood  the 
strain  well  and  do  not  appear  any  the  worse  of  wear. 


Keep  Cartons  on  the  Shelf. 

"No,  we  have  no  ledges  in  our  store,  and  do  not  want 
any,"  remarked  a  Dundas  street  shoeman  in  London. 
"When  there  are  ledges  along  the  shelving  it  proves  a  re- 
ceptacle for  a  large  number  of  empty  cartons,  or  open  ones, 
shoes  piled  here  and  there  in  a  muss  and  heap  which  it  some- 
times requires  half  an  hour  or  more  to  replace  and  put  in 
their  proper  tiers.  Now  when  a  clerk  takes  a  shoe  out  of 
a  carton  he  puts  the  cover  on  the  bottom  of  the  box,  and  if 
the  shoe  does  not  suit  the  probable  patron,  it  is  returned  to 
the  box  at  once  and  the  cover  put  on  the  top.  If  the  wearer 
is  unable  to  decide  about  two  or  three,  any  one  of  which  may 
appeal  favorably,  the  cartons  are  taken  from  the  shelves 
only  for  these  particular  pairs.  We  show  only  one  shoe  of 
each  pair  until  a  sale  is  about  closed  or  a  definite  interest 
aroused. 


Western  Shoemen  on  Trade  Topics 


Paying  for  Packing  Boxes. 

Should  the  retail  shoe  dealer  have  to  pay  the  Canadian 
shoe  manufacturer  or  jobber  for  the  packing  boxes  that  goods 
are  shipped  in? 

One  retailer  in  Winnipeg  says:  "Possibly  it  looks  small 
on  the  face  of  it,  but  when  you  consider  I  buy  upwards  of 
one  hundred  thousand  dollars  worth  of  goods  a  year,  the  boxes 
cost  me  about  one  thousand  dollars — not  a  very  small  item 
when  you  look  at  it  that  way.  Of  course,  I  sell  those  boxes 
for  about  one-fifth  of  the  cost  to  me.  That  helps  some, 
but  even  then,  the  buyer  pays  $800.00  for  them — a  clerk's 
salary.  I  buy  from  an  American  manufacturer;  the  goods 
are  very  often  shipped  more  promptly.  I  get  better  packing 
boxes,  and  the  goods  could  not  be  packed  better.  Now,  why 
should  I  pay  the  Canadian  manufacturer  or  jobber  and  not 
the  American?  I  would  rather  deal  with  the  Canadian 
people  and  buy  all  my  stock  from  them,  but  at  times  I  am 
sorely  tempted  to  buy  more  from  American  firms.  I  would 
like  to  hear  from  other  dealers  on  the  same  matter  and  learn 
their  views." 

Favors  Low  Shelving. 

"I  do  not  consider  it  advisable  to  run  the  shelving  in 
a  shoe  store  up  to  a  great  height,"  is  the  opinion  of  Mr. 
Nickle,  of  Nickle  &  Affleck,  of  Winnipeg.  "We  can  reach 
the  highest  carton  from  the  floor.  You  can  wait  on  your 
customers  more  rapidly;  that,  in  a  city  where  competition 
is  keen,  is  something  to  consider.  You  can  also  replace 
your  stock  more  easily." 

Exposing  Doubtful  Retailing. 

"I  think  it  is  the  duty  of  the  Shoe  and  Leather  Jour- 
nal  to  expose  the  doubtful  retailing  methods  that  appeared 
In  the  Journal  of  April  15th, "declared  Mr.  Rannard,  of  the 
Rannard  Shoe  Co.  "No  firm  can  expect  to  last  in  business 
that  carries  on  tactics  in  misrepresentation  of  goods.  A  man 
to  make  a  success  of  the  shoe  business  must  honestly  repre- 
sent his  goods  or  go  down  and  out.  I  have  been  in  the  retail 
shoe  business  seven  years  and  I  have  made  a  success  of  it. 


My  policy  has  been  to  give  the  people  value  for  their  money. 
I  will  not  allow  any  of  my  clerks  to  misrepresent  goods  and 
I  set  the  example  by  always  presenting  the  merits  of  a  shoe 
exactly  as  they  are- — without  exaggeration  or  equivocation 
in  any  form." 

Uses  Colored  Discs. 

A  progressive  Winnipeg  shoe  house  uses  a  round,  colored 
cardboard  disc  on  the  front  of  all  boxes.  A  different  color 
is  used  to  distinguish  the  style  of  shoe  that  the  box  contains; 
such  as,  blue  for  a  black  button,  or  red  for  a  black  laced; 
etc.  This  saves  time,  the  clerks  not  having  to  climb  a  ladder 
to  find  out  what  style  of  shoe  the  carton  contains.  This 
house  has  found  it  very  convenient  where  the  shelving  is 
very  high  or  right  up  to  the  ceiling. 

Getting  Rid  of  "Stickers." 

A  Main  street  dealer  finding  an  inclination  on  the  part 
of  clerks  to  push  the  sale  of  new  goods  and  neglect  goods 
that  were  "stickers,"  or  slow  sellers  started  a  friendly  com- 
petition among  the  sales  force  by  offering  a  double  theatre 
ticket  to  the  salesman  disposing  of  the  biggest  amount  of 
these  "stickers"  on  Saturdays.  He  says  the  results  were 
excellent  and  certainly  helped  to  clean  out  dead  stock. 

Do  Jobbers  Sell  Consumers? 

A  Winnipeg  shoe  retailer  speaking  the  other  day  about 
wholesalers  and  jobbers  selling  a  pair  of  shoes  to  every  Tom, 
Dick  and  Harry  that  comes  along,  said:  "I  know  there  are 
a  certain  number  of  cases  that  they  cannot  control,  such  as 
clerks  from  houses  that  have  an  account  and  get  an  order 
from  the  office  on  Mr.  So  and  So.  for  a  pair.  They  cannot 
avoid  a  case  like  that,  but  I  have  gone  into  wholesale  houses 
in  Winnipeg  and  have  actually  seen  as  many  as  eight  or  ten 
people  trying  on  shoes.  I  have  simply  walked  out  in  disgust 
and  gone  to  some  firm  I  knew  would  not  tolerate  a  thing  like 
that  and  placed  my  order.  I  suppose  the  retailers  in  the 
East  have  the  same  thing  to  contend  with.  I  think  the  whole- 
salers should  protect  the  retail  people  and  give  a  little  more 
attention  to  the  enforcement  of  this  rule  in  their  houses." 
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Push  Leather  Goods  Sales  Now 

There  Is  No  Time  Like  the  Traveling  Season  for  Making  a  Profit  on  the  Trunk  Department— Hints  in 
Arrangement  and  Sales  Methods— Necessity  of  Thorough  Knowledge  of  Stock  Carried. 


Now  is  the  season  for  the  shoeman  to  put  forth  every 
effort  to  move  his  stock  of  trunks  and  leather  goods.  The 
traveling-  movement  has  begun,  and.  during  the  next  three 
months,  many  thousands  of  trunks,  suit  cases,  and  the  like 
will  be  distributed  throughout  the  country.  The  mail  order 
houses  will  do  a  large  percentage  of  this  business,  chiefly  due 
to  the  retailers  not  pushing  the  sale  of  these  goods 
energetically. 

Salesmanship  Required. 

Trunks  will  not  sell  themselves.  If  the  shoeman  does 
not  sell  a  trunk  except  when  he  is  asked  for  one,  his  busi- 
ness will  be  very  limited,  indeed.  And  yet  that  is  just  the 
attention  the  average  shoeman  gives  to  his  trunk  department. 

No  opportunity  of  interesting  your  regular  and  transient 
customers  should  be  lost.  Have  the  goods  displayed  in  some 
prominent  place  in  the  store.  Many  shoemen  place  a  dozen 
or  more  trunks  in  a  row  in  the  centre  of  the  store.  In  this 
way  shoe  buyers  cannot  overlook  them.  Natty  show  cards 
should  be  used,  giving  in  a  few  words  a  general  description 
of  the  trunks  or  aiming  at  arousing  the  desire  for  a  new 
one. 

In  suit  cases,  club  bags  and  smaller  leather  goods,  the 
same  methods  can  be  pursued.  Preferably,  these  articles 
should  be  kept  under  glass-fronted  shelves  near  the  front 
of  the  store.  This  will  do  away  with  the  continual  dusting 
and  furbishing  necessary,  if  kept  on  open  shelving  or  on 
counters. 

Findings  Display  Cases  Valuable. 

For  the  smaller  lines  such  as  pocket  books,  ladies'  hand- 
bags and  so  on.  a  neat  show  case  similar  to  that  used  for 
displaying  findings  will  answer  very  well  indeed.    Very  win- 


Sea  Lion  club  bag. 


ii big-  displays  can  be  made  in  such  a  show  case,  and  if  placed 
on  one  side  of  the  entrance  just  inside  the  door  it  will  prove 
a  great  magnet  for  the  gentler  sex,  for  what  woman  ever 
'•hows  lack  of  interest  in  such  things?  A  neat  companion 
c;.se  in  the  same  position  on  the  other  side  of  the  store,  and 


containing  the  finer  class  of  shoe  findings,  such  as  buckles, 
bows,  the  more  expensive  laces  and  so  forth,  will  prove  an 
additional  drawing  card  to  every  woman  customer.  She 
will  seldom  get  by  these  two  show  cases,  and  the  true  sales- 
man will  generally  make  a  good  sale  to  her  when  her  in- 
terest, is  thus  aroused. 

It  is  also  a  good  policy  to  keep  one  window  constantly 
occupied  with  attractive  traveling  displays.    There  is  little 


Heavy  canvas  covered  wardrobe  trunk. 

use  in  placing  a  trunk  or  two,  a  few  suitcases,  and  some 
smaller  leather  articles  in  a  window  without  any  plan.  Such 
a  display  will  arouse  no  interest.  It  acts  like  the  standing 
card  in  a  newspaper,  and  if  that  is  the  best  the  shoeman  can 
think  out,  the  window  may  be  better  kept  for  shoes  alto- 
gether. 

A  Useful  Display  Idea. 

A  striking  department  store  display  recently  showed  as 
a  central  unit,  a  medium-sized  sectional  trunk  opened  up. 
Prom  the  top  section  peeped  forth  a  Panama  hat,  two  or 
three  negligee  shirts,  and  ties  to  match.  The  lower  sections 
were  drawn  out  showing  therein  a  neatly  folded  suit  or  two, 
and  various  other  articles  of  wearing  apparel.  All  around 
the  trunk  on  chairs  and  on  the  floor  were  clothes  waiting  to 
be  packed  away.  Nothing  could  have  shown  more  effective- 
ly the  capacity  and  efficiency  of  this  class  of  trunks.  And 
this  is  only  one  idea  of  many.  A  shoeman  can  readily  obtain 
the  necessary  articles  from  a  friendly  men's  wear  store,  or 
a  ready-to-wear  establishment,  in  case  of  a  ladies'  trunk. 
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Mention  that  the  articles  used  are  loaned  through  the  cour- 
tesy of  the  firm  in  question,  who  will  be  only  too  glad  of  the 
ad.' 

During  the  summer  season  such  trunks,  bags,  and  suit- 
cases, as  lend  themselves  readily  to  convenience  while  trav- 
eling, should  be  pushed.  These  are  legion,  and  full  descrip- 


Lady's  genuine  seal  club  bag. 

tions  can  be  secured  from  the  various  manufacturers,  who 
are  always  ready  to  do  all  in  their  power  to  forward  the  in- 
terests of  the  retailer. 

Retailer  Must  Know  Stock. 

A  most  important  feature  for  successful  trunk  and 
leather  goods  merchandizing  is  that  every  shoe  retailer,  and 
his  staff  as  well,  should  have  a  thorough  knowledge  of  the 
general  and  industrial  selling  points  of  the  lines  carried  in 
stock — and  of  some  lines  not  in  stock  as  well.  When  a  cus- 
tomer wants  an  article  for  a  certain  purpose,  the  retailer 
should  at  once  be  able  to  recommend  the  article  that  will 
best  suit  that  customer.    On  this  ability  will  to  a  large  ex- 


Gentleman's  bull  sea  lion  grain  club  bag. 


tent  depend  his  ultimate  success,  and  it  can  only  come 
through  careful  study  and  preparation.  The  traveling  sales- 
men will  give  valuable  pointers  in  this  connection  which 
can  be  supplemented  with  a  thorough  perusal  of  various  cata- 
logues and  relevant  trade  papers. 

Use  Follow-up  Matter. 

Sales  can  be  further  implemented  by  follow-up  matter, 
in  addition  to  the  regular  newspaper  space  used.    Such  mat- 


ter should  be  bright,  descriptive,  and  illustrated  by  appro- 
priate cuts  showing  the  article  or  articles  advertised,  in  use. 
This  always  makes  the  general  appeal  stronger.  The  dis- 
tribution of  this  matter,  whether  folder  or  circular  in  nature, 
should  be  by  mail  wherever  possible.  In  this  way,  it  is  sure 
to  be  read  by  the  buying  element  in  the  home,  and  not  de- 
stroyed by  the  children  as  is  usually  the  case  when  the  door- 
to-door  method  of  distribution  is  adopted. 

Why  Not  Sell  Umbrellas. 

It  addition  to  the  above  items,  there  is  not  the  slightest 
reason  why  the  shoeman  should  not  carry  a  small  stock  of 
umbrellas.  What  is  more  natural  than  the  sale  of  an  um- 
brella with  a  pair  of  rubbers  or  waterproof  boots?  More 
shoe  merchants  are  recognizing  this  every  day,  and  are  in- 
creasing their  profits  thereby.  The  initial  outlay  is  small,  and 
the  space  needed  is  not  worth  considering. 

The  illustrations  in  this  article  are  used  through  the 
courtesy  of  the  M.  Langmuir  Mfg.  Co.,  Limited,  Toronto. 


Giving  Employers  a  Bad  Name 

"You  often  hear  a  clerk  calling  his  employer  a  crank, 
a  misfit,  a  miser,  a  tight  wad,  a  skin  flint,  a  foreflusher,  a 
grafter,  and  other  harsh  names.    He  thinks  that  doing  so 
on  the  quiet  or  behind  the  back  of  the  man  whose  interests 
he  is  supposed  to  serve,  savors  of  cleverness,  manliness  and 
independence.    A  citizen  who  knocks  his  town  or  his  coun- 
try, is  of  no  use  himself  or  to  anybody,  and  a  book-keeper 
or  salesman  who  has  not  a  good  word  to  say  for  the  house 
he  serves,  is  a  doubtful  proposition  at  best.    Such  actions 
are  neither  smart  nor  original.    If  I  were  in  the  employ 
of  a  man,  who  is  all  that  some  clerks  say  their  bosses  are, 
I  would  be  ashamed  to  take  home  a  pay  envelope,  or  be 
seen  about  the  premises.    I  would  get  out.    The  world  is 
large  and  travelling  expenses  cheap.    The  store,  in  which 
you  earn  your  salary,  may  be  short  on  many  points,  but 
do  not  go  around  peddling  all  the  shortcomings  and  deficien- 
cies to  outsiders  or  competitors  while  you  form  part  of  the 
establishment  yourself.     It  comes  with  bad  grace  and  is 
sneaking  ingratitude.   If  you  know  these  things  and  have  not 
the  manliness  or  courage  to  tell  the  proprietor,  you  had 
better  keep  them  to  yourself — at  least,  as  long  as  you  are 
in  the  employ  of  the  house.    The  traitor,  the  backbiter  or 
the  slanderer  never  does  himself  or  those  whom  he  serves 
any  good.    You  may  be  looking  for  a  more  congenial  job, 
an  opportunity  to  get  out,  a  chance  to  shift  your  location,  but. 
until  you  have  accomplished  this,  a  still  tongue  is  an  evi- 
dence of  both  wisdom  and  good  taste.    And,  after  all,  the 
fault  may  not  be  on  the  one  side.    A  good  thing  to  remem- 
ber in  life  is  that  there  are  two  sides  to  every  question.  The 
courts  of  law  in  Canada  rarely  render  judgment  on  what  is 
known  as  an  ex  parte  hearing,  or  in  other  words,  one  side 
of  the  case.   If  justice  is  fair  and  impartial  perhaps  you  can 
be  similarly  disposed  toward  your  employer,  who  no  doubt 
thinks  he  has  engaged  an  earnest,  honest,  faithful  assistant 
instead  of  a  deceptive,  double  dealing,  disloyal  and  unappre- 
ciative  figurehead." 


Make  your  show  window  display  sufficiently  interesting 
to  catch  the  eye  of  the  passer-by  instantly.  He  is  not  going 
to  stop  in  front  of  your  store  long  enough  to  hunt  out  items 
of  interest.    They  must  force  themselves  on  his  attention. 
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Shoe  Cut  No.  501 


Shoe  Cut  No.  506 


NEWSPAPER  CUT 


FIRST  DISPLAY  OF  SHtf 

Similar  displays  will  ap 


Border  Cut  No.  103 


THE  value  of  a  newspaper  "ad"  is  greatly  increased  by  suitable  and 
suggestive  illustrations.  Merchants  who  are  spending  a  considerable 
amount  of  money  for  newspaper  advertising  would  receive  greater 
value  for  the  expenditure  were  they  to  use  such  illustrations.  Heretofore 
it  has  been  almost  impossible  for  them  to  obtain  the  illustrations.  Therein 
lies  the  reason  for  the  installation  of  a  Service  Department  in  connection 
with  the  Shoe  and  Leather  Journal. 


Shoo  Cut  No.  503 
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ICE  FOR  DEALERS 


AND  "AD"  BORDERS 

"rial  from  time  to  time 


Border  Cut  No.  102 


THIS  first  display  is  to  give  you  an  idea  of  what  the  service  means. 
A?border  design  will  be  sold  to  only  one  customer  in  each  town. 
Borders  are  mortised  so  that  type  matter  or  shoe  cuts  can  be  in- 
serted and  interchangeable. 

Prices  of  borders,  same  size  as  illustrated,  $1.50. 
Price  of  shoe  cuts,  35  cents  each. 

Cuts  shipped  same  day  as  order  received.    Order  by  number. 


Shoe  Cut  No.  504 


Shoe  Cut  No.  502 


Shoe  Cut  No  505 
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Trade  Talk  an^  Topics 

What  Our  Retailers,  Jobbers,  and  Manufacturers  are  Talking  About — Business  Changes  and  New 
Enterprises — Breezy  Notes  for  the  Perusal  of  Busy  Readers. 


J.  E.  Matchett  has  started  in  the  shoe 
business  at  North  Govver,  Ont. 

The  firm  of  Arcand  &  Pradhomme,  shoe 
manufacturers,  Montreal,  has  been  registered. 

Howard  Blachford,  of  H.  &  C.  Blachford, 
Toronto,  spent  a  few  days  in  Buffalo  last  week 
on  business. 

Henry  Frank,  of  P.  E.  Frank  &  Co.,  To- 
ronto, is  spending  a  few  days  in  Philadelphia 
on  business. 

Solomon  Bachrack,  of  Bachrack  Bros., 
Yonge  street,  Toronto,  was  in  Rochester 
last  week  on  business. 

Work  is  progressing  rapidly  on  the  hand- 
some new  store  of  Alexander  Chisholm, 
West  Toronto. 

C.  Tilley  &  Son  will  remove  from  t6o 
Bay  Street  to  their  new  warehouse,  90  Rich- 
mond Street  West,  about  July  1st. 

The  True-Fit  Shoe  Store  has  been  regis- 
tered, and  will  carry  on  business  in  Mont- 
real. 

Joseph  Broadbent  has  purchased  the 
shoe  and  men's  furnishing  business  of  Cal- 
beck  &  Barber,  168  Colborne  St.,  Brant- 
ford,  and  has  taken  possession. 

M.  C.  Mullarky,  of  Winnipeg,  Western 
manager  for  the  W.  A.  Marsh  Co.,  Ltd., 
Quebec,  is  spending  a  few  days  in  the  An- 
cient Capital. 

R.  M.  Hollingshead.  of  Camden,  N.  J., 
and  Robert  M.  Bagley,  secretary  of  the 
Hollingshead  Co..  were  in  Toronto,  call- 
ing on  the  trade  this  week. 

A  Lancashire  firm  manufacturing  all 
decrip'ions  of  felts  desire  to  get  into  touch 
with  wholesale  saddlers  and  others  in  Can- 
ada who  might  be  likely  importers. 

A.  H.  Clapp  has  been  appointed  London, 
Eng.,  agent  for  the  Shoe  and  Leather  Jour- 
nal. His  offices  are  Byron  House,  Fleet 
street,  London,  E.  C. 

W.  S.  Louson,  of  the  Canadian  Consoli- 
dated Rubber  Company,  was  in  Toronto 
last  week  on  his  way  home  from  Winnipeg 
to  Montreal. 

Shoe  merchants  throughout  Nova  Scotia, 
particularly  in  the  Annapolis  Valley,  state 
that  191 1  so  far  has  proven  one  of  the  biggest 
years  in  their  history.  Every  shoeman  is 
looking  forward  to  a  splendid  fall  trade. 

H.  L.  P.  McNeil,  of  New  Glasgow,  is  one 
of  the  oldest  shoe  firms  in  Canada.  They  have 
occupied  their  present  stand  for  over  sixty 
years,  and  at  no  time  were  business  prospects 
so  bright  with  them. 

A  Levy  leaves  this  week  for  Asbury  Park, 


N.  J.,  where  Mrs.  Levy  and  family  will 
spend  a  few  weeks.  Mr.  Levy,  after  visiting 
Boston  and  other  trade  centres,  will  return 
to  Toronto. 

George  G.  Lennox  is  now  occupying  his 
handsome  new  shoe  warehouse  in  Winnipeg. 
It  is  five  stories  high  and  has  one  of  the  finest 
and  best  lighted  sample  rooms  of  any  business 
home  in  the  West. 

A.  A.  Durkee  Co.  Limited,  Yarmouth, 
N.  S.,  will  remove  their  shoe  factory  to 
Truro,  N.  S.,  where  they  will  operate  on  a 
much  larger  scale  and  with  additional  capital 
at  their  possession. 

J.  G.  Settle,  representing  the  Hartt  Boot 
&  Shoe  Co.,  of  Fredericton,  N.  B.,  was  re- 
cently in  Montreal  on  his  way  home  after 
his  usual  spring  run.  He  reports  things  look- 
ing very  bright  in  most  localities  in  the  shoe 
business. 

John  Smith,  who  represents  D.  D.  Haw- 
thorne &  Co.  from  Winnipeg  to  the  coast,  has 
returned  to  Toronto  after  covering  the 
Western  Provinces  with  fall  and  winter  lines. 
He  reports  trade  good  and  prospects  in  all 
mercantile  lines  as  most  hopeful. 

The  annual  convention  of  the  Boot  &  Shoe 
Workers'  International  Union  will  be  held 
next  week  in  St.  Paul,  Minn.,  starting  June 
19.  There  will  be  several  delegates  from 
Canada  in  attendance  including  Mr.  Odell, 
of  Hamilton,  Canadian  organizer  of  the 
Union. 

The  Hartt  Boot  &  Shoe  Co.,  of  Fredericton 
N.  B.,  has  made  an  arbitration  contract  with 
the  Boot  and  Shoe  Workers'  Union,  which 
guarantees  this  factory  against  strike  or  lock- 
out, and  enables  the  company  to  use  the 
union  stamp.  •  This,  it  is  claimed,  will  assure 
the  delivery  on  time  of  all  goods  ordered  from 
them. 

The  Clark  Shoe  Company,  of  which  A. 
C.  Clark  is  manager,  opened  their  fine  new 
retail  store  in  the  Temple  building,  Brant- 
ford,  last  week.  The  premises  are  admirably 
equipped  and  the  inauguration  was  a  decided 
success.  Mr.  Clark  has  several  novel  adver- 
tising plans,  and  one  of  his  slogans  is,  "Quality 
up,  prices  down." 

The  stock  of  the  Emmett  shoe  store,  To- 
ronto, was  sold  by  the  Title  &  Trust  Co., 
liquidators,  last  week  to  Patrick  Rowan,  late 
of  the  Slater  Shoe  Store,  at  fifty-three  cents 
on  the  dollar,  and  a  big  clearing  sale  is  being 
held.  It  is  reported  as  soon  as  the  stock  is 
cleared  out  that  a  Western  Ontario  shoe 
factory  which  had  the  lease  assigned  to  it, 
will  open  a  retail  branch  on  the  premises. 

A.  Levy,  224  Yonge  street,  Toronto,  will 
take  possession  of  his  new  store  at  260  Yonge 
street  about  July  1st  and  will  have  a  grand 


opening  on  August  1st.  The  big  establish- 
ment will  be  known  as  the  "Right  Form 
Shoe  Store."  The  new  quarters  will  be  fitted 
up  with  the  latest  appointments  and  will  be 
25x110  feet  in  size,  with  fine  show  windows 
and  handsome  fixtures. 

Richard  Jamieson,  late  manager  of  the 
Canadian  Consolidated  warehouse  in  Van- 
couver, B.  C,  has  been  made  manager  of  the 
Toronto  branch  and  has  entered  upon  his 
new  duties.  J.  C.  Nicholson,  whose  health 
has  not  been  good,  has  been  given  several 
months  leave  of  absence. 

Rumors  were  again  heard  during  the  past 
week  that  the  Gutta  Percha  and  Rubber 
Manufacturing  Company,  of  Toronto,  had 
sold  out  to  the  Canadian  Consolidated. 
The  story  is  now  and  then  revived,  but  "there 
is  absolutely  no  truth  in  it,"  declared  Secre- 
tary C.  N.  Candee,  who  added  that  "this 
business  is  not  for  sale." 

J.  P.  Cook,  managing  director  of  the  Cook- 
Fitzgerald  Co.,  London,  who  has  been  in  the 
hospital  for  some  weeks,  first  with  pneumonia 
and  then  with  a  rather  persistent  case  of 
empyema,  is  improving  slowly,  and  the  phy- 
sicians believe  that  he  will  recover.  His 
friends  will  learn  of  his  progress  with  pleasure. 

E.  E.  Donovan,  superintendent  of  the 
Cook-Fitzgerald  Shoe  factory,  London,  was 
in  Boston,  Lynn,  Brockton,  Baltimore  and 
other  leading  shoe  centres,  last  week,  looking 
for  the  very  newest  things  for  Astoria  and 
Liberty  Shoes.  The  business  for  fall  and 
winter  in  these  lines  is  fully  double  that  of 
the  corresponding  period  of  19 10,  while  the 
styles  are  as  snappy  and  catchy  as  anything 
seen  in  Canada  during  this  year. 

Rev.  H.  B.  Kenney,  of  Belleville,  has  been 
appointed  pastor  of  Bowmanville  Methodist 
church  and  elected  chairman  of  that  district. 
Mr.  Kenney,  who  has  been  in  the  ministry 
for  some  years  now,  was  a  clerk  in  Haines' 
shoe  house,  Belleville,  at  one  time,  and 
thoroughly  learned  the  retail  trade. 

W.  H.  Miner,  of  the  Miner  Rubber  Com- 
pany, Granby,  under  date  of  June  13, 
wires  the  Shoe  and  Leather  Journal: 
"The  Miner  Rubber  Company  factory,  at 
Granby,  Que.,  which  has  been  closed  since 
Friday  last,  owing  to  the  death  of  the 
company's  founder  and  president,  Mr.  S. 
H.  C.  Miner,  will  reopen  on  Wednesday 
morning.  Following  instructions  left  by 
the  late  president,  the  operations  of  the 
company  will  be  continued  and  expanded, 
in  accordance  with  the  policy  initiated  by 
him.  Mr.  A.  C.  Flumerfelt  becomes  a 
director  of  the  company. 

The  new  patent  cord  overshoe,  as  designed 
by  Mr.  C.  Adamson,  of  Lacken,  Athlone, 
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Ireland,  is  making  rapid  strides  in  Great 
Britain,  having  for  its  object  the  prevention 
of  slipping  on  tennis  and  like  courts.  This 
device  is  easy  of  fitting  and  will  not  slip  or 
cut  up  the  ground  like  spikes.  It  was  used 
at  tournaments  by  all  the  English  and  Irish 
champions  last  summer,  before  it  was  on  the 
market,  such  as  Ritchie,  Beamish,  Wylie 
Grant,  and  Miss  Lloyd,  which,  coupled  with 
the  words  of  Mr.  Melland,  who  captained 
the  International  Lacrosse  team,  and  writes: 
"Ground  very  greasy,  never  slipped  once, 
admirable  for  the  game,"  are  in  themselves 
the  best  of  testimonials. 

Fell  While  Unlacing  Shoes. 

Be  careful  where  you  unlace  your  shoes. 
A  ten-year-old  Toronto  boy,  named  John 
McDonald,  was  sitting  on  a  window  ledge 
at  his  home,  on  Inkerman  Street,  remov- 
ing his  boots,  when  he  dropped  a  distance 
of  fifteen  feet  to  the  ground,  receiving  a 
scalp  wound  and  several  external  injuries, 
which  necessitated  him  being  confined  in 
the  hospital  for  some  days. 

An  Attractive  Shoe  House. 

A  large  shoe  establishment  has  been  op- 
ened in  Hamilton  in  the  premises  formerly 
occupied  by  D.  Moore  on  King  .Street, 
nearly  opposite  the  Terminal  Station.  The 
interior  fittings  and  electrical  fixtures  are 
very  handsome,  and  the  'stock  is  attractive 
and  representative.  The  new  establish- 
ment is  known  as  the  Royal  Shoe  Store, 
and  is  a  credit  to  the  retail  footwear  bouses 
in  the  Ambitious  'City. 

Roadway  of  Leather  Waste. 

After  nearly  a  year  a  road  made  of 
leather  waste  treated  with  tar  at  Hands- 
worth,  Birmingham,  England,  shows  prac- 
tically no  signs  of  wear.  Heavy  wheels 
make  no  impression  on  it,  and  it  is  a  com- 
fortable material  for  horses  to  tread  on. 
Waste  leather  which  was  shredded  until 
it  virtually  became  a  pulp  was  treated  with 
bitumen  and  tar.  It  is  stated  that  hitherto 
no  real  use  has  been  found  for  leather 
waste.  The  experimenters  say  that  by  the 
combination  of  leather  with  such  substances 
a  material  is  produced  which  gives  consid- 
erable wear,  creates  little  or  no  dust,  and 
is  resilient  and  silent. 

Higher  Rates  for  Travelers. 

Commercial  travelers  throughout  On- 
tario are  aroused  over  a  general  increase 
in  hotel  rates,  and  a  deputation  will  shortly 
wait  upon  Hon.  W.  J.  Hanna  to  enter  a 
protest  against  the  advance  which  has  been 
made  to  apply  to  baggage  and  sample  rooms 
as  well  as  hotel  rates.  The  higher  rates 
started  as  soon  as  the  Ontario  Govern- 
ment's new  tax  on  bar  receipts  went  into 
effect.  The  movement  was  inaugurated 
in  Hamilton,  and  is  still  spreading  over  the 
province.  In  nearly  every  case  where  an 
advance  has  been  made  the  day  rate  in 


DEATH  OF  MR.   S.   H.   C.  MINER 


Mr.  S.  H.  C.  Miner,  president  of  the 
Miner  Rubber  Company,  Granby,  Quebec, 
and  of  the  Walpole  Rubber  Co.,  of  the 
same  town,  died  at  his  home  in  Granby,  on 
June  9.  Mr.  Miner,  who  was  known  as  the 
"King  of  Granby,"  owing  to  the  big  in- 
dustries which  he  had  fostered  in  that  town, 
had  attained  the  age  of  76  years.  He  had 
spent  the  past  winter  in  Montreal  and  had 
returned  to  his  home  in  Granby  only  a  week 
or  two  previous  to  his  death,  having  been 
in  rather  poor  health.  He  was  out  driving 
a  few  days  before  the  final  call,  which  fol- 
lowed a  severe  chill. 

The  late  Mr.  Miner  was  one  of  the  most 
successful,  enterprising,  and  highly  respect- 
ed business  men  in  the  province  of  Quebec. 
He  began  life  a  poor,  man,  but  by  thrift, 
foresight,  energy,  and  high  business  ideals 
he  amassed  a  fortune  of  several  million  dol- 


S.  H.  C.  Miner,  the  "  King  of  Granby,"  who 
died  last  week.    He  left  an  estate  esti- 
mated at  several  millions. 

lars.  He  was  a  man  of  sterling  character, 
strict  integrity,  executive  talent,  and  finan- 
cial genius.  His  generous  acts  and  kindly 
deeds  will  long  be  held  in  remembrance, 
while  the  number  of  his  private  and  public 
benefactions  can  scarcely  be  estimated.  A 
quarter  of  a  century  ago,  when  he  started 
a  small,  one-horse  tannery  in  the  village 
of  Granby,  it  was  practically  the  only  in- 
dustry in  the  place,  which  had  a  population 
of  less  than  four  hundred  people.  Last 
week  when  the  final  summons  came,  Mr. 
Miner  left  behind  him  a  thriving  town, 
busy  with  numerous  factories,  and  five 
thousand  people,  who  felt  that  their  inter- 


ests were  so  bound  up  with  those  of  their 
leading  citizen  that  it  would  be  difficult 
for  Granby  to  continue  to  enjoy  prosperity 
without  his  hand  at  the  helm. 

The  news  of  his  death  threw  a  gloom 
over  the  whole  town.  Mr.  Miner  was  truly 
the  "King  of  Granby,"  and  never  was  the 
death  of  a  monarch  more  deeply  regretted 
or  more  sincerely  mourned. 

For  twenty-three  years  he  was  mayor  of 
the  municipality,  with  the  development  of 
whose  material  interests  he  was  so-  closely 
identified  that  the  suggestion  was  frequent- 
ly made  to  change  the  name  from  Granby 
to  Minerville. 

One  of  the  most  interesting  incidents  of 
Mr.  Miner's  financial  career  was  his  con- 
nection with  the  Canadian  Consolidated 
Rubber  Company  merger,  which  was  form- 
ed, a  few  years  ago.  Mr.  Miner  became 
one  of  the  directors  of  the  merger,  when 
the  Granby  Rubber  Company  and  other 
companies  joined  in  the  oombine.  He  after- 
wards disagreed  with  the  other  directors, 
however,  and  built  an  independent  plant 
at  Granby,  which  is  doing  a  flourishing 
rubber  business.  Mr.  Miner  was  first  elect- 
ed mayor  of  the  town  in  1873,  and  in  1892 
he  again  accepted  the  position  at  the  re- 
quest of  a.  host  ,of  friends,  and  continued 
to  hold  it. 

Mr.  Miner,  however,  was  almost  as 
closely  connected  with  the  development  of 
mineral  resources  as  he  was  with  indus- 
tries in  the  town  of  Granby,  being  particu- 
larly known  in  the  mining  world  as  the 
president  of  the  Granby  Consolidated  Min- 
ing, Smelting  and  Power  Company.  He 
was  also  president  of  the  Miner  Carriage 
Company,  and  vice-president  of  the  Eastern 
Townships  Bank. 

He  originally  invested  his  money  in  a 
British  Columbia  mining  speculation  and 
he  made  "Granby"  one  of  the  most  suc- 
cessful mining  propositions  in  British  Col- 
umbia. The  Granby  Smelting  works  were 
erected  at  Grand  Forks,  not  far  from 
Phoenix,  B.  C,  several  other  companies 
were  taken  in,  and  the  proposition  became 
a,  formidable  one.  Later  came  the  consol- 
idation of  the  various  properties  into  the 
Granby  Consolidated  Smelting  Company, 
with  a  capital  of  $15,000,000,  of  which  over 
$13,000,000  was  paid  up.  Mr.  Miner  was 
president,  and  Mr.  Jay  P.  Greaves  vice- 
president,  and  general  manager.  In  1904 
Mr.  Miner  resigned  the  presidency  after 
seven  years  incumbency  of  the  office. 

A  wife  and  two  daughters,  Mrs.  (Rev.-) 
Hill,  w'fe  of  the  Principal  of  the  Congre- 
gational College,  Montreal,  and  Mrs.  Black, 
of  Winnipeg,  survive. 


the  hotels  has  gone  up  fifty  cents,  while 
charges  for  the  carriage  of  baggage  and 
sample  trunks  has  in  some  cases  almost 
doubled.  The  increase  in  the  price  of  cer- 
tain drinks,  too,  has  met  with  disfavor. 


Arrested  in  Quebec  City. 

A  Quebec  despatch  says:  A  sensational 
arrest  was  made  on  Thursday  night  when 
Detective  Patry  entered  the  residence  of 
Mr.  Amos  Campbell,  president  and  manager 
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of  [be  Campbell  Shoe  Company,  Limited, 
and  took  Mr.  Campbell  in  charge  on  a 
warrant  issued  by  Mr.  Aime  Talbot,  Clerk 
of  the  Sessions  of  the  Peace,  acting  as  mag- 
istrate in  the  absence  of  the  judge.  In  the 
accusation  against  Mr.  Campbell,  it  is  al- 
leged that  he  secured  credit  on  the  circula- 
tion of  a  false  report  on  the  financial  situ- 
ation of  the  affairs  of  the  Campbell  Shoe 
Company.  Mr.  Campbell  was  admitted  to 
bail  and  will  appear  next  week.  The  am- 
ount of  the  bail  is  $io,coo.  which  was  fur- 
nished by  Messrs.  Archibald  Simons  and 
Alexander  Forrest. 

Some  Trade  Inquiries. 

The  following  trade  inquiries  have  recently 
been  received: 

A  Newfoundland  commission  firm  wishes 
to  represent  a  Canadian  manufacturer  of 
rubber  goods  in  footwear. 

A  Newfoundland  commission  firm  is  pre- 
pared to  represent  a  manufacturer  of  sole 
leather. 

A  London  firm  wishes  to  appoint  Canadian 
agents  for  the  sale  of  boot  polishes,  shoe- 
makers' waxes,  and  similar  lines. 

A  Midlands  manufacturer  of  saddles, 
harness  and  leggings  seeks  suitable  Canadian 
resident  representatives. 

A  London  manufacturer  of  shoe  special- 
ties (repaiiing  lasts,  revolving  heels,  etc.,)  is 
desirous  of  doing  business  in  Canada. 

London  Dealers  Organize. 

Several  of  the  leading  shoemen  of  London 
have  formed  the  London  Retail  Shoe  Dealers' 
Association.  Meetings  will  be  held  monthly 
and  it  is  expected  that  the  new  organization 
will  become  a  very  strong  one.  The  purpose 
of  such  conferences  is  to  get  together  to  pro- 
tect their  mutual  interests  and  to  eliminate 
certain  trade  abuses  and  grievances,  such  as 
the  approbation  evil, regulate  hours  of  closing, 
holidays  of  clerks,  persistent  seekers  of 
credit,  etc.  The  dealers  will  meet  on  the 
first  Tuesday  of  each  month  and  the  fee  is 
S2  per  year.  The  work  of  the  association 
will  likely  appeal  to  the  trade  and  it  is  expected 
that  every  retailer  in  the  Forest  City  will 
join  the  ranks.  The  officers  are  enthusiastic 
and  have  taken  hold  on  a  way  that  means 
business,  for  the  spirit  of  optimism  which 
prevails  is  contagious.  Nearly  a  dozen  firms 
at  the  initial  gathering  became  charter 
members.  The  following  are  the  officers: 
President,  Ed.  Cook,  of  the  J.  P.  Cook  Co. 
Limited;  W.  A.  Casselman,  of  Casselman 
Bros.,  first  vice-president;  Rowland  Hill,  se- 
ond  vice-president;  and  W.  J.  Ashplant,  of 
H.  Ashplant  &  Sons,  secretary-treasurer. 

The  objects  are  "to  maintain  an  organiza- 
tion to  abate  trade  abuses  and  injurious 
practices  and  to  harmonize  trade  relations 
between  retailers,  wholesalers,  manufacturers 
and  consumers."  The  purpose  is  a  good  one 
and  the  new  body  of  retail  shoemen  have  set 
the  trade  in  Canada  a  good  example  and  will 


doubtless  result  in  effecting  much  along  the 
lines  of  co-operation,  unity  of  interests,  and 
business  ideals. 

News  Notes  from  Winnipeg. 

The  Winnipeg  correspondent  of  the  Shoe 
and  Leather  Journal  says :  Business  is 
good.  Crashette  pumps,  cravenette  pumps, 
and  tan  calf  pumps  are  in  great  demand  by 
the  ladies,  while  velvet  and  suede  are  still 
popular. 

Mr.  Jake  McDiarmid,  of  Cook-Fitzgerald 
Co.,  London,  was  showing  two  popular 
lasts  for  the  West— -the  Wheat,  and  the 
Tickler. 

It  is  reported  that  the  Tetnault  Shoe  Co., 
of  Montreal,  are  going  to  open  a  big  retail 
shoe  store  in  the  Clarendon  Block,  on  Por- 
tage Avenue. 

Mr.  Agnew,  the  popular  Notre  Dame 
Street  shoe  merchant,  is  making  things 
hum.  He  reports  a  wonderful  increase  over 
last  year. 

Mr.  Percy  Fry,  of  the  Smarden  Shoe 
Co. ;  Mr.  J.  Smith,  of  the  D.  D.  Hawthorn 
Co. ;  Mr.  F.  Beemer,  of  the  Golfer  Shoe, 
spent  a  few  days  in  the  city  on  their  way 
hack  from  the  Coast.  All  report  business 
very  good  in  British  Columbia. 

Mr.  Dodds,  of  Main  Street,  who  had 
to  vacate  his  old  store  after  years  of  occu- 
pancy, moved  to  Portage  Avenue  this  week. 
He  has  a  fine  establishment  and  almost  an 
entire  new  stock,  as  he  conducted  a  big 
and  most  successful  sale  before  moving. 

Mr.  Ade  and  the  Ryan,  Devlin  Shoe 
Co.  have  attractive  Florse  Show  windows. 
The  Regal  have  their  usual  fine  Horse 
Show  exhibit.  Mr.  W.  A.  Moyer  has  a 
Coronation  window  in  his  west  end  store 
which  is  most  attractive. 

G.  M.  Jenner,  Fort  Rouge,  has  recently 
installed  a  finishing  machine  to  enable  him 
to  cope  with  his  increasing  repair  trade. 
Mr.  Jenner  has  also  put  in  a  new  front 
and  greatly  added  to  his  stock.  He  says 
trade  is  brisk. 

The  Buckler  and  Locke  store,  on  Main 
Street,  is  nearing  completion.  During  the 
alterations  they  are  doing  business  on  Por- 
tage Avenue  with  good  success.  They 
are  popular  fellows  and  good  shoe  men 
and  should  do  a  prosperous  trade  in  their 
large,  roomy  new  quarters. 

Mr.  J.  N.  Caron,  of  The  Yale  Shoe  Store, 
was  weddctl  on  Monday,  June  12th,  to 
Miss  Milord.  They  were  married  in  ■  St. 
Boniface  Cathedral.  The  Yale  Shoe  em- 
ployees gave  Miss  Milord  a  beautiful  case 
of  silver  knives,  forks,  and  spoons.  Mr. 
Caron  was  formerly  with  the  Coward  Shoe 
Co.,  of  New  York  City. 

Shoes  That  Cost  $2,500  a  Pair. 

A  despatch  from  London,  England,  says: 
According  to  a  Bond  Street  purveyor  of 
footwear,  women's  shoes  made  of  the  breast 


feathers  of  humming  birds  are  the  latest 
form  of  extravagance.  They  are  valued  at 
$2,500  a  pair,  the  highest  price  demanded 
for  shoes  without  diamonds  or  jeweled  set- 
tings. 

It  seems  that  these  dainty  little  things  are 
the  creation  of  a  Paris  shoemaker,  and  that 
it  takes  six  months  to  make  a  pair.  Many 
humming  birds  are  required  to  make  one 
pair  of  shoes,  as  the  tiny  breasts  must  be 
stitched  together  to  make  a  cloth  of 
feathers.  The  effect  is  quite  striking,  the 
shoes  gleaming  with  tones  of  red  and  gold 
mingled. 

In  this  connection  it  is  interesting  to 
know  that  more  money  than  ever  is  being 
paid  for  boots  and  shoes.  One  Bond  Street 
merchant  said  that  bedroom  slippers  of  silk 
brocade,  trimmed  with  marabout  feathers, 
are  quite  the  fad  among  the  fastidious,  and 
fetch  about  $35  a  pair. 

"I  make  a  special  form  for  each  of  my 
customers  to  insure  a  perfect  fit,"  he  said, 
''and  I  do  not  accept  a  commission  for 
fewer  than  ten  pairs  of  shoes.  With  these 
are  supplied  six  pairs  of  stockings  to  match 
each  pair  of  shoes,  making  sixty  pairs  of 
silk  stockings  altogether ;  ten  trees  to  fit  the ' 
shoes,  and  a  special  box  into  which  the 
whole  can  be  fitted  and  taken  on  journeys 
without  trouble.  I  will  not  make  a  single 
pair  of  boots  or  shoes  for  new  customers, 
as  often  I  have  to  make  several  pairs  ex- 
perimentally before  a  perfect  fit  is  obtained, 
and  these,  of  course,  are  at  my  own  ex- 
pense." 

This  merchant  says  an  American  woman 
has  j,ust  ordered  $2,000  worth  of  silk  stock- 
ings, for  which  sum  she  will  receive  200 
pairs.  Costly  stockings  are  much  in  vogue 
now  that  trim  ankles  peep  from  under  the 
fashionable  short  walking  skirts. 

Latest  Doings  in  the  Trade. 

P.  E.  Crosby,  shoe  merchant,  Lethbridge, 
Alta. ,  has  asssigned. 

The  Foster  Shoe  Company  has  started 
business  at  240  8th  Avenue  West,  Calgary. 

Williams  &  Lewis,  harness  and  shoe 
dealers,  Melita,  Man.,  have  dissolved  part- 
nership, A.  Williams  continuing. 

Mr.  Geo.  Ryan  of  the  firm,  Ryan  &  Co., 
wholesale  shoe  jobbers,  Winnipeg,  is  on  a 
buying  trip  to  the  East. 

MacMurray  &  Co.,  of  Calgary,  Alta., 
have  sold  their  shoe  business  to  C.  J.  Pack- 
ham. 

A.  D.  Tremblay  &  Fils,  shoe  manufacturers, 
Quebec,  have'  assigned.  J.  A.  Larue  has 
been  appointed  curator. 

Robin  Freres,  manufacturers  of  lasts, 
Montreal,  have  dissolved  partnership,  L.  E. 
Robin  continuing  the  business  under  the 
same  title  and  style. 

Mr.  B.  D.  Menzies,  formerly  with  the 
Wing  Shoe  Co.,  Sudbury,.  Ont.,  is  now  in 
charge  of  the  Eaton  Shoe  Co.,  Port  Arthur 
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Ont.  Mr.  Memzies  reports  business  ahead  of 
last  vear. 


The  assests  of  E.  M.  Hughes  &  Co., 
Ottawa,  have  been  taken  over  by  F.  C. 
Taylor.  He  is  conducting  a  sale  of  the  effects 
and  will  convert  the  premises  into  a  hand- 
some and  up-to-date  stand  giving  him  two 
stores  in  the  Capital. 

The  Independent  Tire  Company  will 
locate  in  Guelph,  Ont.,  the  bylaw  to  grant 
the  company  $20,000  for  twenty  years  at 
four  and  a  half  per  cent,  being  carried,  only 
ninety-four  ratepayers  voting  against  it. 

J.  W.  Hewetson,  shoe  manufacturer, 
Toronto,  and  his  wife,  while  driving  on  the 
Lake  Shore  Road  recently  were  thrown  out 
of  their  buggy,  their  horse  becoming  fright- 
ened at  a  car  and  colliding  with  an  auto. 
Mr.  and  Mrs.  Hewetson  were  badly  shaken 
up  but  are  now  able  to  be  around  again 
after  their  thrilling  experience. 

J.  C.  Budreo,  1328  Queen  Street,  West, 
Toronto,  is  having  an  imposing  three  storey 
building  erected  just  a  few  doors  west  of 
his  present  premises  which  he  will  occupy 
in  a  few  months  as  a  shoe  house.  The  in- 
terior fittings  and  conveniences  will  be  among 
the  finest  and  most  attractive  of  any  in  the 
province.  The  walls  of  the  new  structure 
are  now  complete. 

Several  Xew  England  shoe  manufacturers 
are  planning  installing  their  own  carton- 
making  plants.  Quite  a  few  manufacturers 
now  control  such  plants.  It  is  reported  that 
the  L.  Q.  White  Shoe  Co.,  Bridgewater, 
Mass.,  has  ordered  a  plant  of  machinery  with 
a  capacity  of  about  3,000  cartons  per  day. 

The  following  was  among  the  inquiries 
relating  to  Canadian  trade  received  at  the 
office  of  the  High  Commissioner  for  Canada, 
17  Victoria  Street,  London,  during  the  week 
ending  May  26th:  An  English  firm  of  last 
manufacturers  who  are  large  users  of  last 
blocks  and  bird's  eye  maple  lumber,  would 
be  glad  to  get  into  touch  with  Canadian 
firms  able  to  meet  their  requirements. 

Deverell  Sims  Shoe  Co.,  is  a  new  shoe, 
doing  a  retail  business  in  Fort  William,  Ont., 
under  the  management  of  Mr.  Deverell. 
An  aggressive  advertising  campaign  was 
carried  on  for  several  days  previous  to  the 
opening  that  showed  splendid  results.  Cut 
flowers  were  used  as  decorations  on  the 
opening  day.  Mr.  Oeverell  was  formerly 
with  the  Eaton  Shoe  Co.,  Port  Arthur,  Ont. 


Some  New  Inventions. 

The  following  information  has  been  speci- 
ally compiled  for  The  Shoe  and  Leather 
Joi  knal  by  G.  Hughes,  R.P.A.,  editor  of 
"British  Machinist  &  Patents,"  55-56 
Chancery  Lane,  London,  England. 

1245— Boots,  etc.,  W.  H.  Soley,  Cawsby 
Close,  and  J.  W.  Fitzgerald,  25  Pool  Street, 
both  in  Northampton,  joint  patentees  of 
a  last  comprising  two  parts  which  are  con- 
nected by  a  thin  metal  tongue  rigidly  fixed 
in  the  heel  part  and  secured  to  the  fore  part 


by  a  pivot  and  locked  in  its  normal  position 
by  a  catch  pivoted  on  the  metal  tongue.  The 
catch  is  provided  with  a  projection  to  engage 
under  a  metal  plate  fixed  on  the  forepart 
of  the  last.  The  catch  is  pressed  into  opera- 
tive position  by  a  spring. 

Patent  No.  25728. — According  to  the  in- 
vention of  Mr.  Brookes,  of  Denbigh,  North 
Wales,  a  heel  pad  comprises  a  circular 
pad  provided  with  an  annular  recess  and 
a  slotted  flange.  A  metal  or  like  ring  pro- 
vided with  a  flange  is  split  at  the  edge, 
and  is  secured  by  screws  to  the  heel.  One 
free  end  of  the  ring  is  slightly  raised,  and 
an  end  of  the  flange  of  the  pad  at  the 
slot  is  introduced,  and  the  pad  is  worked 
round  until  the  flange  of  the  pad  lies  be- 
low the  flange  of  the  ring.  The  end  of 
the  ring  is  then  secured  to  the  heel  by  a 
screw  passing  through  a  lug  on  the  ring. 
The  wearing  portion  of  the  pad  is  of  soft 
rubber,  the  remainder  being  hardened  by 
vulcanization. 


F.  G.  Lockett. 
One  of  Kingston's  most 
successful  retail  shoe 
merchants. 


1385 — Boot  trees  and  stretchers.  A.  R. 
Green,  7  Frankland  Terrace,  Roundhay, 
Road,  Leeds,  England.  For  the  purpose  of 
straightening,  a  id  so  preserving  the  shape 
of  boots  and  shoes,  a  base-plate  is  provided 
with  a  clip  for  engaging  the  toe  of  the  sole, 
and  with  a  bridge  or  the  like  carrying  a 
pressure  rod  by  means  of  which  the  heel 
end  of  the  foot  etc.  is  forced  downwards. 
The  bridge  is  provided  with  one  or  more 
sockets  to  receive  the  pressure-rod  which, 
when  the  boot,  etc.,  has  been  straightened, 
is  secured  by  a  set  screw,  etc.  Another 
method  may  be  adopted  whereby  the  bridge 
is  pivoted  to  the  base  so  that  it  can  be 
folded  down  in  either  direction;  it  is  main- 
tained in  operative  position  by  a  tie-rod. 
The  base-plate  may  be  made  in  two  parts 
and  capable  of  adjustment  by  a  screw  and 
slot  etc.,  in  this  case,  the  base-plate  is  pro- 
vided with  legs. 

1535 — Cutting  machines  for  leather,  etc. 
H.  G.  Diehk,  of  New  York,  has  been  granted 
by  the  Comptroller  a  British  patent  for  his 
skiving  or  splitting  machine  of  the  cylin- 
drical-cutter type.   The  feed  roller  is  mounted 


in  a  carrier  adapted  to  swing  about  an  axis 
which  when  extended  lies  beyond  the  end 
of  the  feed-roller  and  intersects  the  plane 
of  the  cutting-edge  of  the  knife  between 
extensions  of  the  axis  of  the  roller  and  of 
the  effective  working  surface  of  the  roller 
and  nearer  the  latter.    The  feed-roller  is 
carried  by  a  yoke  adapted  to  swing  about  the 
axis  of  a  cross-head  carried  by  a  rock-shaft. 
The  yoke  is  drawn  by  a  spring  against  an 
adjustable  pin  passing  through  an  arm  on 
the  rock  shaft.    The  tension  of  the  spring  is 
adjusted  by  a  screw  bearing  on  a  lever  to 
which  one  end  of  the  spring  is  secured.  Ad- 
justment of  the  feed-roll  parallel  to  itself  is 
effected  by  the  actuation  of  the  rock-shaft 
from  a  screw.    The  feed-roller  is  pressed 
upwards  normally  by  a  spring  engaging  a 
screw  which  passes  loosely  through  an  exten- 
sion of  the  rock-shaft  and  is  adapted  to  vary 
the  tension  of  the  spring. 

27833— Cutting  machines  for  leather,  etc. 
Messrs.  H.  W.  Langdell  and  the  British 
United  Shoe  Co.,  of  Union  Wks.,  Bel- 
grave  Road,  Leicester,  are  the  patentees 
of  a  cutting-out  press  which  provides  a 
table  adjustable  relatively  to  the  platen  by 
means  of  vertical  screws  working  in 
threaded  holes  at  either  end  of  the  table. 
The  screws  are  operated  by  means  of  a 
horizontal  shaft  above  the  platen,  journaled 
in  a  bracket  or  a  pair  of  brackets  support- 
ed 'by  upward  extensions  of  the  screws. 
The  brackets  have  bearing  portions  for  the- 
shaft,  and  may  have  hoods  to  shield  the 
bevel  wheels.  The  shaft  is  rotated  by  a 
hand  wheel. 

28359 — A  detachable  outer  sole  of  the 
kind  having  cross  ribs  is  the  invention  of 
K.  Hintz  and  A  Schmidt,  of  Germany,  and 
for  which  a  British  patent  has  been  ap- 
plied for  and  granted.  This  outer  sole 
-  fits  between  corresponding  ribs  on  the  in- 
sole, and  is  secured  by  steel  plates  pass- 
ing through  slits  in  the  ribs  of  both  parts. 
The  plates  may  be  provided  with  lateral 
notches  forming  flaps  coincident  with  the 
ribs  of  the  outer  sole  to  effect  a  tighter 
closing  of  its  edges.  The  plates  may  be  re- 
placed by  a  single  plate  inserted  through 
the  middle  part  of  the  ribs.  The  arrange- 
ment may  be  used  for  also  fastening  the 
heels  of  boots. 

Patent  No.  26040. — Messrs.  Nance's,  of 
London,  process  for  tanning  hides  is  by 
treating  with  tan  liquor  in  a  vacuum  high 
enough  to  boil  out  the  water  which  thef 
contain  at  a  temperature  of  60-70  degrees 
Fahrenheit. 


Outing  for  the  Drummers. 

A  largely-attended  and  enthusiastic  meet- 
ing of  the  citizens  of  Georgetown  was  held 
in  the  Town  Hall,  to  make  arrangement* 
for  the  entertainment  of  the  Drummers' 
Snack  Club,  on  July  14-15.  Mr.  Rene  R 
Barber  was  appointed  secretary.  Reeve 
Grant  occupied  the  chair,  and  Mr.  Wildfong 
explained  the  nature  of  the  two  days'  out- 


THE  SHOE  AND  LEATHER  JOURNAL 


49 


ing.  Numerous  citizens  then  spoke.  All 
were  enthusiastic  and  determined  to  make 
the  event  one  to  be  remembered  in  the  his- 
tory of  the  town.  The  president  was  as- 
sured of  genial  hospitality  and  kind  treat- 


m embers  of  his  club.  Further  arrange- 
ments were  left  in  the  hands  of  committees. 

Selling  by  Hook  or  Crook, 

One  of  Montreal's  shoe  stores,  judging 


ment  at  the  hands  of  the  citizens  for  the   from  the  following  incident,    believes  in 

A  PROGRESSIVE  GALT  SHOEMAN. 


Mark  Mundy  started  business  in  Gait 
on  the  second  day  of  the  week,  or',  what 
some  people,  disinclined  to  go  to  daily  duty 
after  Sunday,  call  "blue"  Monday.  There 
is  nothing  of  the  indigo  temperament  about 
Mark,  for  he  is  one  of  the  most  genial  and 
cheerful  retailers  in  Ontario  to-day.  Mr. 
Mundy  has  always  taken  a  prominent  part 
in  the  public  affairs  of  Gait,  having  served 
in  the  town  council  and  then  as  mayor  in 
1904  and  1905.    He  was  for  four  or  five 


be  obliging  and  truthful,  and  live  up  to 
wlhat  you  say,"  is  his  maxim. 

Mr.  Mundy  uses  printers'  ink  to  tell  the 
people  what  he  has  and  invite  their  pat- 
ronage. In  August  and  January  each  year 
he  has  stock  reduction  sales  and  offers  lib- 
eral discounts  on  practically  all  lines. 
Just  now  'he  is  the  only  shoe  man  in  Gait 
in  a  library  scheme,  whereby  175  volumes 
will  be  donated  to  the  lodge,  society,  or 
church  organization  that  is  voted  by  the 


years  on  the  Board  of  Health.  He  is  a 
practical  shoemaker,  and  often  left  the 
bench  to  step  into  the  chair  of  the  chief 
magistrate  during  his  incumbency  of  office. 
For  thirty  years  he  has  either  made  or 
mended  shoes,  and  in  1895  embarked  in  the 
retail  business.  Mr.  Mundy  has  met  with 
considerable  success  in  this  line  and  has  a 
neat,  attractive  store. 

"Keep  your  stock  compact  and  well  as- 
sorted, have  one  price  only  and  stick  to  it, 


people  to  be  most  popular.  Five  votes  are 
given  with  each  five  cent  purchase  at  this 
store,  and  the  library  ballots  have  result- 
ed in  bringing  in  a  number  of  new  custo- 
mers. One  representative  merchant  in 
other  lines  is  in  the  plan,  which  is  being 
conducted  by  a  local  newspaper.  The 
standing  of  the  contestants  is  published 
weekly.  As  the  struggle  draws  to  an  end 
public  interest  increases.  Tt  is  expected 
the  termination  will  be  a  whirlwind  one. 


selling  by  hook  or  crook  to  everyone  that 
enters  the  store.  A  Shoe  and  Leather 
Journal  representative  saw  the  sad  spec- 
tacle of  a  lady  submitted  to  the  tender 
mercies  of  four  different  clerks  before  a 
sale  was  effected.  The  first  three  clerks 
had  no  conception  regarding  fitting  the 
shoe,  and  finally  the  manager  of  the  store 
came  to  the  rescue,  and  through  some 
smooth  talk,  put  over  the  sale.  The  custo- 
mer's persistence  bump  had  been  worn 
down  The  after  effect  was  that  the  shoes 
did  not  fit  and  were  returned.  The  custo- 
mer wanted  the  money  back,  but  was  offer- 
ed a  credit  note  instead. 

Some  sidelights  noted  in  this  store  were 
four  clerks  playing  cards  at  the  back,  one 
clerk  calmly  shining  his  shoes,  two  clerks 
quarreling  and  swearing  at  one  another, 
another  clerk  pretending  to  'phone  so  he 
could  gain  an  advantage  point  to  ogle  a 
lady  customer.  Furthermore,  the  men 
clerks  were  all  without  a  coat,  and  not  one 
looked  neat.  Such  a  store  gets  away  with 
much  bargain  business,  but  very  seldom 
sells  to  the  same  customer  twice.  Their 
bargain  advertising,  always  exaggerated, 
cannot  bring  out  a  corporal's  guard  to  their 
sales. 

GOOD  POSITION  FOR  LIVE  SALES- 
MAN with  established  trade  in  larger 
towns  in  Canada  in  high-grade  Roches- 
ter-made women's  fine  shoes.  Give  ex- 
perience and  references.  Apply  Box  90, 
Shoe  and  Leather,  Toronto. 

YOUNG  MAN  (32)  desires  situation.  Ex- 
perienced ledgerkeeper  and  cashier ;  also 
in  classing  and  shipping  leathers.  Ref- 
erences. Address  Box  1,  Shoe  and 
Leather  Journal,  61  John  Street,  To- 
ronto, Ont. 


Designers 

°f  CATALOGS, 

Booklets, 

Pamphlets, 

Book  ©vers, 

Dies,Steel 

Plates,Wood 

CtsXtohngs. 


THOMSON 

ENGRAVING  CO 

TELEPHONE  +  MAIN  5489 
216  ADELAIDE  ST  W  TORONTO 
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Montreal  Markets 


Boots  and  Shoes. 

Retailers  report  excellent  business. 


and  this  with  the  steady  demand,  has  a  Veal,  other  European   17 

Tn  tendency  to  give  the  market  a  firm  tone.  Veal,  X   15 

Prices  however,  are  practically  the  same  as  Grassers   15 

Grassers,  X   14 


Eastern  Ontario  and  the  territory  contiguous  ,    ,  , 

"          ,  tl           !,„,„■„„  an  ,mPvr>poted  the  last  quotations,  though  perhaps  shaded 

to  Montreal,  they  are  having  an  unexpected   m 

spring  sale,  especially  since  the  fine  weather  slightly  m  some  quarters. 


has  really  come  to  stay.  The  ran  on  tans 
still  continues,  and  many  retailers  in  the 
city  and  outside  have  had  to  resort  to  sorting 
orders  to  replenish  their  depleted  stocks,  in 
spite  of  liberal  buying  along  these  lines, 
originally  Oxfords,  of  course,  are  very  popular, 
and  patent  leather  is  going  well,  in  all  styles. 
Many  extreme  shapes  are  being  sold  freely 
in  this  section,  especially  among  the  younger 


No.  1  cake   7  7/4 

No.  2  cake   5  5H 

No.  1  solid   5JA  6 

No.  2  solid   4-K  5H 

Leather. 

Tanners  are  awaiting  orders  for  fall  runs 
from  the  manufacturers,  who  so  far  are 
French  element  of  the  population  of  both  showing  little  outward  signs  of  activity,  at 
sexes.  In  women's  lines,  buttons  have  the  any  rate,  there  is  little  ^^^oed 
call,  though  not  to  any  exclusive  degree. 

Many  retailers  have  not  yet  ordered  their  cari7mg 
fall  supply  of  rubbers,  claiming  that  they  are 
in  no  hurry  to  do  so  as  conditions  warrant  are  very 
deliberation  on  their  part. 

Jobbers  are  doing  a  fair  sorting  trade 
They  report  good  business  from  their  travelers  owing 
in  all  sections,  with  a  splendid  outlook  for  keen  at  present 


Reject   12 

Box  kips — chrome  turned — 

A.  H.,  Canadian   20 

A.  Hm.,  Canadian   .  19 

A.  M   18 

B.  H   17 

B.  Hm  '   17 

C.  X   15 

Reject.  13  down 

Chrome  dull  kip  for  toppings — 

M   20 

L.  M    19 

L   18 


20 
18 

17 
16 

14 


with  the  tanners.    The  latter  are  at  present 
large  stocks  on  hand,  embracing 
all  kinds  of  leathers.    Glazed  kid  and  splits 
quiet,  the  former  especially  so. 

Sole   leather  is  fairly  firm,  and  quotations  Enamel  colt   30 

steady.    Prices  are  not  tending  to  advance 
to  American  competition  which  is 


ENAMEL  LEATHER. 
Chrome  sides  (ac.  to  quality) ...  25 


32 
40 


SHEEPSKINS. 


fall. 


Of  course,  as  it  is  now  be- 

The  orders  coming  in  cover  a  greater  tween  seasons,  much  of  this  dulness  is  to 


variety  of  styles  than  usual  showing  that  be  expected,  but  some  lines  are  very  much 
retailers  are  anticipating  a  strong  demand  for  too  quiet,  even  considering  this  fact.  Prices 
the  newer  lasts  and  styles. 

Manufacturers  are  still  quiet,  but  begin 
ning  to  get  things  in  shape  for  the  fall  run 

Optimism  is  rampant,  and  orders  are  reported  g™£  ~£  Nq_  2 
as  good  or  better  than  expectations,  m  the 
majority  of  cases.     The  country  is  now 

deluged  with  shoe  travelers,  and  the  retailer  ~"  *£  ^  N0/3.. ....  21 

is  getting  all  sorts  of  makes  and  materials  Slaughter)  hemlocki  No.  1   25 

to  choose  from.    As  is  only  natural,  sporting  S]aughtei.  hermocki  No.  2   23 

footwear  of  all  kinds  is  booming,  and  both  Slaughteri  hemlock>  No.  3   22 

manufacturers  and  retailers  report  heavy  sales,  g,      hter  oak  No.  iL   26 

In  spite  of  keen  competition  prices  in  most  Slaughter'  oak'  No.  aM   24 

lines  are  fairly  steady. 


Colors,  No.  1,  lining.  .  . 
Ooze,  black  and  colors. 


LEATHER. 

Spanish  sole,  custom,  No.  1   27 

  23K 

Spanish  B.  A.  hides,  No.  1   24 

Spanish  B.  A.  hides,  No  2   22^ 


Hides. 


Quality  and  quantity  are  improving 
week,  but  the  tanners  are  not  buying  heavily, 
preferring  to  await  developments  among  the 
manufacturers,  who  have  been  buying  in 
very  slow  fashion.  Some  tanneries  are  barely 
moving,  while  others  are  doing  more.  Still 
there  is  little  tendency  to  steady  buying. 
On  the  strength  of  the  better  quality  now 
being  offered,  prices  have  risen  slightly. 
They  are  at  present: 

BUTCHERS'  BUYING. 
City  and  country  prices — 

No.  1.  quoted   11 

No.  2,  quoted  ■  10 

No.  3,  quoted   9 

Country  hides  (green)   9 

Country  hides  (cured)   9*A 

CALFSKIN  QUOTATIONS. 

No.  1,  Government  inspected   i?>}4 

No.  1,  selected   11 

Lambskins,  city  butchers'  kill   $1  •  1 5 

Tallow. 

Supplies  are  not  coming  in  very  rapidly 


Harness   32 

Wax,  upper,  heavy   35 

each  Wax-  upper,  light  and  med   38 

Oil  (Western)  grained,  per  ft..  .  .  14 

Oil  (Quebec)  grained,  per  ft   12 


24^ 
25 

23^ 

26 
24 

27 
25 
34 
38 
42 
15 
14 


Chrome,  dull  

Calfine,  A.  H.,  Can.  native  

Calfine,  A.  L.,  Can.- native  

Calfine,  A.  M.,  Can.  native  

Calfine,  B.  H.,  Can.  native  

Calfine,  B.  M.,  Can.  native  

Pickle  skins  for  lining  common 
pickle  !  

B  

C  


Job. 


6 

ey2 

7 

7¥ 

7K 

8 

8K 

7K 

8 

5 

8 

7 

9 
9 
9 

8 

8 

7K 

7 

byi 

8)4 

7H 

7 

5H 

73A 

26 
26 

20 
20 
26 


L  Facing   8 

The  prices  are  average,  as  quality  and 
quantity  would  cause  considerable  variation. 

TANNER'S  MATERIALS. 

Quietness  reigns  here  in  accordance  with 
the  rest  of  the  leather  market.   When  things 


Chrome  glazed  kid — 

Tampico  in  color   10 

Patnas,  black   10 

European   8 

Chinese  •  •  •  12 

South  American   10 

Owing  to  a  large  number  of  varieties  of  begin  to  look  up  in  leather  lines,  a  move 
glazed  kid,  it  is  impossible  to  quote  on  many  may  be  expected  here.  Prices  are  unchanged, 
of  them.  c — $70 

ey2 
7 
4 

5 

iH 
16 

9 


The  prices  given  below  for  chrome  calf 
and  kips  are  average,  as  lack  of  space  for- 
bids mention  of  the  great  range  in  price 
and  quality  carried  by  large  tanners. 

Box  chrome  calf — 

A.  H.  French   25 

A.  Hm   23 

A.  M   22 

B.  M   24 

B.  Hm   21 

B.  M   19 


Sumac  #55 

Degras   5^2 

Gambier   6 

Hemlock  extract   2>yi. 

Quebracho  extract   3 

Quebracho  solid   4 

Logwood  chips  

Logwood  crystals   12 

Logwood  paste   6 

Egg  yolk   5H 

Dermiforma   4K 

Egg  albumen   60 


75 
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Toronto  Markets 


BOOTS  AND  SHOES. — The  business 
that  should  have  been  done  in  sorting  or- 
ders during  the  past  fortnight  was  ser- 
iously interfered  with  by  the  00 Id  weather 
last  week.  All  lines  of  summer  'footwear 
have,  in  consequence,  been  moving  rather 
slowly.  One  dealer  remarked,  "When  you 
get  June  -weather  in  (May  and  (May  weather 
in  June  it  is  bound  to  play  havoc  with  your 
calculations."  However,  temperature  con- 
ditions are  again  normal,  and  jobbers  and 
retailers  look  for  a  brisk  business  for  the 
remainder  of  June.  Shoe  factories  are  get- 
ting pretty  busy,  and  several  travelers  for 
fall  and  winter  lines  have  covered  their  ter- 
ritories. Spring  and  summer  samples  for 
1912  will  be  on  deck  about  the  'middle  of 
August,  and  some  factories  announce  that 
they  will  have  their  showings  ready  earlier. 
There  is  still  a  shortage  of  tennis  shoes 
and  considerable  difficulty  in  filling  assort- 
ments. The  scarcity  of  these  goods  has 
been  brought  about  by  two  or  three  reasons. 
First,  not  heavy  enough  placing  business 
was  done;  then  there  was  an  unusual  de- 
mand by  reason  of  the  abnormally  warm 
weather  in  May,  and  buyer's  this  year  seem 
to  be  more  numerous  than  ever — a  condi- 
tion which  the  factories,  although  they  are 
striving  manfully,  were  not  prepared  'for. 
Sandals  are  having  an  active  run  and  low 
stock  of  all  kinds  is  in  demand,  white  can- 
vas starting  off  very  well.  Pumps  are 
still  a  strong  favorite,  especially  in  patent 
leather,  while  tans  are  moving  steadily. 
Two  and  three-hole  ties  are  much  worn 
and  called  for,  and  were  it  not  for  the  chil- 
ly atmospheric  conditions,  all  summer  lines 
would  have  been  disposed  of  freely.  Still, 
things  are  good  on  the  whole,  and  To- 
ronto jobbers  in  the  main  report  that  the 
first,  five  months  of  the  present  year  show 
a  gratifying  increase  in  volume  over  the 
corresponding  period  of  1910. 

TA'LLOW. — Receipts  are  small,  and  the 
demand  is  not  active.  There  is  no  change 
ia  general  conditions,  and  none  is  looked 
for.    Prices  are : 

No.  1  cake    6^ 

No.  2  cake    4TA  5A 

No.  1  solid    5LA 

No.  2  solid    4  5 

WOOL. — Supplies  have  been  coming  in 
nicely  in  both  washed  and  unwashed 
fleeces.  The  wool,  generally  speaking,  is 
in  pretty  good  condition.  Considering  the 
easier  tone  abroad,  especially  in  England, 
there  is  no  change  in  the  situation,  and 
prices  remain  firm,  with  receipts  fully  up  to 
the  average. 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects    IS 


HIDES. — There  is  nothing  sensational  to 
report.    The  demand  is  equal  to  die  sup- 
ply, and  quotations  are  firm.    High  prices 
are  ruling  in  Chicago,  where  the  situation 
is  active  and  strong.    There  has  been  no 
advance  in  the  local  market,  in  which  prices 
are  firm.    Grubby  hides  are  disappearing, 
and  the  quality  of  the  offerings  is  good. 
Tanners  talk  of  raising  prices    on  some 
kinds  of  leather  if  the  hide  prices  keep  up. 
No.  1  insp.  steers  and  cows..  11^2 
No.  2  insp.  steers  and  cows..  10^ 
No.  3  insp.  steers  and  bulls . .  9J/2 
Country  hides    (green)  flat.. 
Country  hides  (cured)  flat.,    gyi  10^ 

Calfskins    12  15 

Sheepskins   $1.05  $1.40 

Horsehides,  No.  1    3.00 

Horsehides,  No.  2    2.00 

LEATHER. — Shoe  factories  are  now 
fully  into  their  fall  runs,  and  some  orders 
have  been  placed  with  tanners.  The  strong 
hide  market  is  causing  not  a  little  specu- 
lation, and  some  tanners  speak  of  advanc- 
ing their  shoe  leather  quotations  a  cent  a 
foot ;  but  nothing  has  been  clone  yet.  Har- 
ness leather  tanners  are  busy,  and  quota- 
tions, which  were  withdrawn  by  some  a 
few  days  ago,  still  remain  withdrawn. 
There  seems  to  be  a  feeling  that  something 
may  happen  and  prices  may  ascend.  The 
situation  regarding  hides  and  leather  is  full 
of  interest,  and  much  depends  on  Chicago 
and  other  markets.  All  tanneries  for  shoe 
leathers  are  busier  than  they  were.  There 
is  a  steady  demand  for  patent  leather  and 
tans,  and  a  fair  business  in  grains. 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)  26  29 

No.  2  Spanish  sole  (for  job 

bing   25  28 

No.  1  Span,  sole  (for  mfg.)  26  27 

No.  2  Span,  sole  (for  mfg.)  25  26 

No.  3  Span,  sole  (for  mfg.)  23  24 

No.  1  oak  sole                       33  38 

■  No.  2  oak  sole                       30  34 

No.  1  oak  sole  bend:,               50  55 

No.  1  slaughter  sole,  heavy..  30  31 

No.  1  slaughter  sole,  medium  30  31 

No.  1  slaughter  sole,  light..  30  31 
Harness  leather — 

No.  1  U.  0                         37  39 

Rejected  U.  0                      36  38 

No.  2  U.  0                         32  34 

Hemlock  Country  Harness — 

No.   1                                    32  33 

No.  2                                    31  32 

Upper,  heavy                           48  50 

Upper,  light  and  medium  ...  50  55 

Upper,  grained                         19  20 

Kip  skins,  French   1.15  1.28 

Calf  skins,  French   1.43  1.62 


Veal  kips,  Canadian   

75 

00 

75 

90 

°5 

95 

Splits,  light  and  medium  . .  . 

20 

22 

20 

22 

tS 

19 

Patent  colt,  per  foot   

30 

40 

Pat.  chrome  sides,  per  ft  .... 

28 

30 

Enamel  cow,  per  ft  

20 

22 

Pebble  grain   

15 

17 

Buff  

17 

19 

Colored  buff   

20 

22 

Russets,  extra  hvy.,  per  doz.  ,' 

;io 

$12 

45 

50 

Russets,  No.  2,  all  grades,  lb. 

30 

35 

Glove,  russets,  per  doz  $6 

.00  $c 

).00 

CUT  SOLES. — The  situation 

has 

im- 

proved  slightly  and  the  demand    is  fair. 


While  the  outlook  is  improving 
likelihood  of  an  advance. 

OUT  SOLES. 


there  is  no 


Oak- 

Gauge 

P 

rice 

Men's,  No.  1 

7-12 

30 

45 

'Men's,  No.  2  . 

7-12 

27 

42 

Women's,  No. 

1  . . 

...  5-8 

18 

23 

Women's,  No. 

2 

...5-8 

16 

21 

Spanish — 

Men's,  No.  1 

7-12 

26 

4i 

Men's,  No.  2 

7-12 

23 

38 

Women's,  No. 

1 

...  5-8 

16 

21 

Women's,  No. 

...  5-8 

14 

19 

TAP  SOLES. 

He 

ght 

Price 

Height 

Men's  XXX  .. 

6 

$4.io—i 

52.75 

4 

Men's  XX 

6 

3-70— 

2.10 

4 

Men's  X   

6 

2.25— 

1.85 

AlA 

Women's  XXX. 

•  5 

2.40 — 

i-95 

4 

Women's  XX  . 

5 

2.05— 

i-45 

3/2 

Women's  X  ... 

4 

1.20 — 

1. 10 

4 

Boys'   XXX  .. 

5H 

2.90 — 

2-35 

Boys'  XX 

5A 

2.65— 

2.20 

4/2 

Boys'  X   

•  5/2 

1.60 — 

i-35 

472 

TOP  LIFTS. 

Men's  XXX  .. 

$i.3S— 

■75 

472 

Men's  XX 

I-I5— 

.70 

4/2 

Men's  X   

■  5 

.65— 

•50 

5 

Women's  XXX 

■  5 

•55— 

•5° 

4^ 

Women's  XX  . 

•  5 

•45— 

.40 

Boys'  XXX  ... 

•  5 

.60 

4/2 

Boys'  XX 

■  5 

.60— 

•  50 

4K2 

SHAPED  HEELS. 
Size. 

Men's   5-8—10-8 

Women's  5-8 — 13-8 


Price. 
8— 15c  pr. 
7 — 11c  pr. 


BOX  TOES. 


Men's  zVa  ■  ■ 
Women's  2% 


5c  pr. 
3/4"  pr. 


COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's  7%    8c  pr. 

Women's  5 54    654c  nr. 
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American  Markets 


HEMLOCK  SOLE — Dealers  in  Boston 
have  had  a  reasonably  good  business  and 
while  few  sales  have  exceeded  10,000  sides 
the  buying  of  1.000  to  3,000  sides  has  been 
more  diversified,  and  have  made  a  fair  volume. 
Some  kinds  of  common  hide  leather  are  sold 
down  to  almost  bare  floors  in  Boston  ware- 
houses. There  is  also  a  fair  business  in  South 
American  hide  leather.  There  is  a  steady 
export  demand  and  several  cable  orders 
received.  The  new  price  terms  are  being 
strictly  adhered  to,  and  dealers  assert  that  it 
has  not  retarded  purchases  to  any  perceptible 
extent,  and  it  is  within  the  bounds  of  pos- 
sibility that  prices  will  reach  a  still  higher 
level.  The  market  is  entirely  devoid  of 
speculative  trading. 

There  is  a  fairly  good  business  in  evidence 
in  New  York,  both  jobbers  and  shoe  manu- 
facturers buying  in  a  moderate  way.  They 
seem  to  realize  that  stocks  are  small  and  that 
if  any  good  demand  sprung  up  it  would  be 
difficult  to  fill  orders.  Prices  are  held  firm. 
Receipts  are  moderate.  The  export  trade 
is  also  picking  up,  and  buyers  appear  to  be 
more  interested  in  larger  quantities. 

Hemlock  leather  has  been  moving  in  a 
moderate  way  in  Philadelphia,  the  best 
grades  of  stock  being  closely  sold  up.  Prices 
are  held  firm. 

Chicago  dealers  state  that  the  advance  in 
prices  reported  last  week  is  being  enforced 
although  the  temporary  effect  was  to  retard 
trading. 

HEMLOCK  SOLE  QUOTATIONS. 


B.  A.  Ca. 
&  Mont. 
24 
24 
24 


23 
20 
20 
21 
18 
16 


No.  1,  light   23 

No.  1,  mid   23 

No.  1,  over   24 

No.  2,  light   22 

No.  2,  mid   22 

No.  2,  over   22 

No.  3  light   19 

No.  3,  mid   19 

No.  3,  over   20 

Rejects  

Scabs   15 

Buffalo 

No.  i,  light   19  20 

No.  I,  mid   19  20 

No.  i,  over   19 

No.  2,  light   18 

No.  2,  mid   18 

No.  2,  over   18 

No.  3,  over   18 

No.  3,  mid   16 

No.  3.  light   15  16 

Scabs   » 

Acid,  New  York  Selections 


Com- 
mon H. 

22  . .22j 
22 
22 
21 
21 
21 

19 

20 

19H 
16 
12 

China 


20^ 


21 
22 
20 
20 
18 


Best 

Good 

No.  2 

Light  

...  27  .. 

25    •  • 

22  !A  23 

Mid  

27 

25    •  • 

23    . . 

Ovei  

.  27 

25    •  • 

23    •  • 

Rejects  

...19  .. 

20 

Scabs  

. .  12 

13    ■  ■ 

Slaughter,  Packer. 

No.  I  No.  2  No.  3 

Spdy.  light   24  26  23  25  22  24 

Plump  light   25  27  24  26  23  24 

Spdymed   24  26  23  25  22  24 

Plump,  Spdy          26  27  25  26  24  25 

Spdy.  over   26  28  25  27  24  26 

Plump,  over   27  28  26  27  25  26 

Mfis.  over   25  26  26  25  23  24 

UNION  SOLE — The  general  conditions 
are  the  same.  Nearly  all  sole  cutters  are  in 
the  leather  market  for  supplies  as  they  are 
as  a  rule  carrying  but  little  uncut  leather,  nor 
are  they  cutting  much  if  any  more  than  60 
to  70  per  cent,  of  normal.  On  Friday  last  ' 
tanners  of  standard  union  backs  advanced  the 
price  to  33c.  on  steers,  and  32c.  for  cow 
backs.  There  is  a  decided  shortage  of  high 
grade  union  backs,  as  dealers  have  received 
but  comparatively  little,  and  have  had  a 
good  demand  for  such,  while  good  cow  backs 
have  been  in  such  request  that  all  invoices 
have  been  absorbed.  Sales  of  union  backs 
have  not  been  in  excess  of  5,000  and  10,000 
though  sole  cutters  want  to  buy  in  larger 
parcels. 

UNION  SOLE  QUOTATIONS. 

Heavy  32  33 

Middle     32  33 

Light   32  33 

Country  hide  leather  relatively  less.  Cows 
ic.  less. 

OAK  SOLE — There  is  a  better  demand 
than  supply,  and  while  no  large  sales  can 
be  made  except  for  forward  delivery  and  as 
received  from  the  tanneries.  Tanners  are 
rather  disinclined  to  commit  themselves  to 
delivery  beyond  the  leather  they  control  or 
have  in  sight.  Some  select  oak  backs  have 
been  sold  at  41c.  and  for  shoe  purposes 
generally  at  38c.  while  some  dealers  ask  40c. 
for  light  leather.  The  demand  for  Texas 
sides  and  bends  continues  moderate.  Some 
Boston  tanners  of  standard  oak  backs  have 
sold  ahead  to  such  an  extent  that  tannery 
invoices  for  several  weeks  will  be  applied 
to  filling  such. 

OAK  SOLE  QUOTATIONS. 

No.  1  No.  2  No.  3 
Scoured  backs,  It.  .38  41  36  38  . .  35 
Scoured  bks.,  mid  . .  40  . .  38  . .  34 
Scoured  bks.,  hy.  . .  39  ■  ■  37  ■  ■  34 
And  other  grades  in  proportion. 
Scoured  bends,  8 

to  10  lb   45      -43    •  ■  41 

Scoured  bends,  10 

to  12  lb  45        43.  ■  ■  41 

Scoured  bends  12 

to  14  lb  45    •  ■  43    ■  •  41 

Texas,  sides  XX  free  of  brands..  . .  35 
Texas,  sides  Xhy.  free  of  brands  .  .  33 

Texas,  sides  Ahy.  one  brand   32 

Texas,  sides  Bhy.  two  brand   31 

Texas,  sides  chy.  more  than  2 

brands..   30 

Texas  bends  XX   5*  52 


Texas  bends  X   45  47 

Texas  bends  A   43  44 

Texas  bends.  B   41  43 

Texas  bends  C   39 

No.  1  No.  2 

California  sides,  It... .  28  26 
California  sides,  mid.  28  26 
California  sides,  hy. .  30  .  .  28 
California  backs,  It .  .  32  .  .  30 
California  backs,  mid  33  31 
California  backs,  hy  35  .  .  36 
Oak  backs  free  of  brands  for  belting  pur- 
poses,    No.  1,  42  cents. 

Oak  backs  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 
Branded  backs,  No.  2,  37  cents. 
Branded  backs,  No.  3,  34  cents  and  35 
cents. 

SIDE  UPPER  LEATHER— Tanners  in 
Boston  report  a  more  active  demand  as  the 
strength  of  the  market  and  the  trend  to  a 
higher  level  of  prices  has  stimulated  shoe 
manufacturers  to  cover,  even  though  they 
may  not  need  the  leather  for  immediate 
cutting.  Some  large  tanners  have  declined 
to  accept  as  large  orders  as  their  customers 
would  buy,  as  hides  have  further  advanced, 
and  tanners  if  they  sold  far  ahead  would  sell 
what  they  did  not  control.  Tanners  of 
domestic  hides  are  determined  that  they  will 
not  continue  their  adverse  experiences  of 
last  year,  and  will  not  sell  leather  except  at 
a  profit.  Curtailment  is  still  going  on,  and 
stocks  in  all  dealers'  warehouses  are  abnormal- 
able  small.  Deerskin  and  elkskin  are  in 
good  request.  Satin  is  hardly  obtainable  as 
tanners  do  not  make  it.  Chrome  sides  and 
kangaroo  grain  are  still  popular  for  heavy 
leather. 

WELTING— The  Chicago  market  is  com- 
paratively quiet.  Shoe  manufacturers  are 
purchasing  on  a  hand-to-mouth  basis,  while 
dealers  in  welting  state  that  they  would  be 
unwilling  to  accept  future  delivery  contracts 
at  prevailing  prices.  Orders  seldom  exceed 
100,000  yards.  High  grade  double  shoulder 
welting  is  selling  at  a  3J<c.  basis,  single 
shoulder  at  3>^c.  and  side  welting  at  4}4c.  for 
stock  gauging,  }4  x  3-32  inches.  Double 
Goodyear  shoulders  suitable  for  the  manu- 
facture of  high  grade  welting  are  almost  unob- 
tainable and  single  shoulders  are  in  limited 
supply.  Some  dealers  are  talking  an  advance 
of  a  quarter  of  a  cent  over  the  foregoing 
prices,  but  no  sales  have  been  reported  at 
higher  quotations. 

SPLITS— There  is  a  good  steady  Boston 
demand  for  flexible  splits  and  some  large 
dealers  are  closely  sold  up  to  invoices.  There 
is  also  a  better  demand  for  heavy  and  middle 
black  splits,  but  light  weights  are  moving 
more  slowly,  and  there  are  few  transactions. 
Makers  of  ooze  split  shoes  are  selling  a  great 
many  as  they  provide  something  new  and 
cheap,  and  manufacturers  are  purchasing 
liberally. 
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Established  Over  Half  a  Century 


CUT  SOLES 

FROM  THE  FAMOUS 

PENETANQ  SOLE  LEATHER 

"CUTS    LIKE    CHEESE    AND    WEARS    LIKE  IRON" 

We  have  added  a  counter  cutting  department  to  our  business 
and  make  all  lines  of  MOULDED  and  FLAT  COUNTERS 


Address :  berlin,  ont.   The  Breithaupt  Leather  Co.  Limited 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


W.H.StaynesS  Smith, 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


Leicester,  Eng. 

Cable  "HIDES,"  Leicester. 


and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


AT  E  N  T 


„  PROMPTLY  SECURES] 

We  solicit  the  business  of  Manufacturers, 
Engineers  and  others  who  realize  the  advisabil- 
ity of  having  their  Patent  business  transacted 
by  Experts.  Preliminary  advice  free.  Charges 
moderate.  Our  Inventor's  Adviser  sent  upon 
request.  Marion  &  Marion,  New  York  I,ife  hld& 
Montreal  ;  and  Washington,  D.C.,  U.S.A. 


Fred.  C.  A.  Mclndoe  &  Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 
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McDERMOTT 
LADIES' 
SHOES 


^  Stylish,  comfortable  footwear, 
carefully  made  and  designed  to 
suit  the  purse  of  women  wanting 
modish  shoes  at  reasonable  figures. 

•I  Dealer's  profit  is  ample. 


McDERMOTT  SHOE  CO. 

MONTREAL 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   ■   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


THE  SHOE  AND  LEATHER  JOURNAL 


55 


LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 

a.so  Boot  and  Shoe  Laces  JEsJiJrSE: 


FRANK  Sz  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


Bonner  Leather  Co. 


•  ^Manufacturers- 


GLAZED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:  1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (SL  CO., 

LYNN,  Mass.,  U.S.A. 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given  To  Export  Trade 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  Work  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  £  3778 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Ask  for  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St. 


Montreal. 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  of  introduction  supplied  to 
bona  fide  traveling-  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R. 


G.  DUN  &  CO. 
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If  you  wish  a  deep  and  bold  embossing 
effect  and  a  fast  working 
Machine,  take  the 


Moenus  Altera 

TYPE  1910 

Beware  of  weak  imitations, 
ii*  Yearly  Output  200  Altera  Machines. 


Write  for  the  prices  to  the 


MOENUS  MACHINE  WORKS 


FRANKFURT  ON  MAIN,  GERMANY 
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WHY  THE  YEAR 

1911 

IS  A  GOOD  YEAR  FOR 

SELLING 

GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information— 
which  now  extends  throughout  the  country— was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it— is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

Tfciese  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.  The  story  is  yours 
for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 


The  standard  for  style,  fit  and  quality  in 

RUBBER  FOOTWEAR 


You  have  probably  noticed  that 
more  brands  of  Rubbers  are  being 
pushed,  this  season,  than  ever  be- 
fore. In  the  face  of  this,  more  deal- 
ers than  ever  are  carrying  Maltese 
Cross  Rubbers. 

"Maltese  Cross  quality  at  Mal- 
tese Cross  prices"  seems  to  suit. 
It's  a  good  line  to  handle. 

The  Gutta  Percha  ft  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 


Branches : 


Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver, 
Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


VXSBSO  MOlRraL 
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Black  Diamond  Chrome  Patent  Leather 
—is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 
Tan  Gun  Metal  Calf— especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock- 
Hub  Gum  Soles 

-A.  C.  LAWRENCE  LEATHER— 

COMPANY 

95    SOUTH   STREET,  BOSTON 

^<r«7   -vovk  fill  Bro.dway  ROCHESTER         CINCINNATI.  682  Sycumor.  St. 

GLOVERVILLe!  50  So7M.fr.  St.      605-6  Power.  Bid       ST.  LOUIS.  705  E.«c.»  St. 
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McKays  and 
Turns 

Men  s,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


Black  Chrome  Sides 

Blue  Back.  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Setting  Agents ; 

CHICAGO  TANNING  COMPANY 


Offict  an-J  Salesroom 

130  W   Michigan  Street 

*  'BOSTON 
128  Summer  St 


CHICAGO,  US 


GLOVERSVILLE,  N  Y 
1 1  Cayaduita  St 


Tannery 

Dayton  and  Blackhawti  Sts. 

ST.  LOUIS,  MO 
81!  Lucas  Ave 


Where 

Amherst  \ 

MAKE  i 

EXCELS 


o 
o 
o 

O  SOLID 
O  LEATHER 

0  HEEL 

qStieta/e^ 
o 
o 
o 
o 
o 
o 
o 
o 

9  ALL 

°     LEATHER  HEELS 
O 
O 
O 
O 

°  T0U6H  50LIO  LEATHER 
£  OUT  AND  INSOLES 

1  7 POINTS 


A  geing  the  Leather 

Adds  Life  to  the  Glove 


A  glove  leather  must  be  properly  "aged" 
at  the  proper  time  to  enable  it  to  give 
proper  service  in  the  glove.  It  should  be 
"aged"  between  the  tanning  and  the 
ecloring.  It  should  be  aged  for  six  months. 
That's  just  the  way  National  Leathers 
are  treated  and  that's  just  the  reason  why 
they  give  such  long  service  in  the  glove. 

You  don't  take  chances  on  National 
Leathers.  You  buy  a  dozen  skins.  You 
examine  them.  If  they're  not  entirely 
satisfactory  you  send  them  back 
and  get  your  money.    Try  it  to-day 

NATIONAL  LEATHER  CO'Y 
OF  CANADA,  LIMITED,  TORONTO 
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Always 
Keep 
Stocked 
up  on 
Your 


Selling 
Lines 


Your  best  selling  lines  are  being 
asked  for  every  day  and  it  isn't 
good  business  to  keep  turning 
buyers  away  or  trying  to  sell 
them  something  they  don't  want. 
Besides  losing  easily  earned  pro- 
fits you  lose  the  goodwill  of  your 
customers.  By  keeping  a  sys- 
tematic check  on  your  stock  you 
will  put  many  extra  dollars  in 
your  cash  register. 


You  can't  wait  long  for  your  sort- 
ing orders.  You  must  have  quick 
service.  The  only  place  to  get  a 
proper  service  is  from  a  house  that 
has  a  stock  of  sufficient  size,  a 
staff  large  enough,  a  system  mod- 
ern enough  to  ship  your  order 
immediately. 

James  Robinson  has  the  stock, 
the  staff  and  the  system  to  give 
you  the  quickest  service  you  were 
ever  blessed  with.  Just  try  them. 


Vou  Get 
Quick 
Service 
Always 
Prom 
James 
Robinson 
182=186 
McQill  St. 
Montreal 
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START  USING  "NIGRO"  RIGHT  AWAY 


INVITATION  You  dre  invited  to  mafie  a  careful  comparison  of 
"Nigro"  Calf  with  any  other  smooth-finished 
tamping  calf  you  ever  saw.  Make  your  comparison  on  every  point 
and  if  you  are  not  thoroughly  satisfied  that  "Nigro"  Calf  is  the 
leather  you  should  use  you  need  not  keep  it. 

ASSERTION     This  "Ni9ro"  Calf  is  a  Perfect  cutting  leather. 

You  can  get  more  out  of  a  skin  than  your  past 
experience  has  led  you  to  expect.  Ebery  skin  is  clear  and  uniform  in 
finish  even  to  the  skirts.  For  either  velour  or  gun  metal  shoes  you 
cant  afford  to  pass  this  economical  fine- appearing  leather  by. 

PROOF  ^e  on^     to  vrov€  ^e  merits  °f a  ieainer  *s  t°  tfy 

'  ;1li^J  >L  And  it  is  here  that  "Nigro"  Calf  looms  up  big. 
Make  a  cutting  test  and  you  will  like  it  as  we  like  it,  better  than  any 
other  calf  leather  you  can  buy. 

GUARANTEE    The  u>eiLring  quality  and  disrupt  ability  of  "Nigro 

Calf  is  the  1>ery  best.  That  statement  we  back 
up  with  a  take-back-your-money  guarantee.  We  stake  our  reputation 
on  its  quality  and  if  "Nigro"  Calf  isn't  all  we  say  'twill  cost  you 
nothing  to  try  it  out. 


Better  pass  in  an  order  to-day. 


DAVIS  LEATHER  CO.,  LIMITED 

NEWMARKET,  ONTARIO 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator-  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment: — 


2  Split  Bottom  Buffing  Rolls 

2  Flat  X-Ray  Heel  Scouring  Wheels 

2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require-    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request- 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  -  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Sunshine  Leathers 
Will  Increase 
Your  Sales 


Ordinary  old-fashioned  patent  leathers 
are  not  and  never  were  satisfactory. 
If  shoes  weren't  made  to  be  worn  they 
might  be  alright  but  they  can't  stand 
usage.  You  can't  expect  unsatisfactory 
leathers  like  these  to  increase  your  sale 
of  shoes. 

Sunshine  Colt  and  Sunshine  Kid  will 
increase  your  sale  of  shiny  shoes  be- 
cause they  are  not  patent  leather  but 
something  better.  They  are  truly  sat- 
isfactory, never  cracking  or  checking. 

Always  specify  Sunshine  Colt  and  Sun- 
shine Kid  when  ordering  shiny  shoes 
and  you  will  have  the  pleasure  of 
seeing  a  steady  increase  in  your 
sales.  f  SUNSHINE 


CORONA  KID  MFG.  CO. 

BOSTON,  MASSACHUSETTS. 
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WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the  trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 
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CHILDREN'S  FOOTWEAR 


No.  418 — Misses'  Pat.Pump, 
strap,  low  heel,  sizes  11 
to  2  $i.i5 

No.  419— Infants'  Pat.  Pump, 
strap,  wedge  heel,  sizes  3 
to  7^  80 

No.  420— Child's  Pat.  Pump, 
strap,  wedge  heel,  sizes  8 
to  10  90 


No.  112  — Infants'  Chocolate 
Dongola  Button,  no  heel, 
sizes  1  to  5.    Price   75c 

No.  174  —  Infants'  Chocolate 
Dongola,  Button,  Wedge 
Heel,   3-7K   85c 


No.  393  —  Child's  all  Patent 
Ankle  strap,  wedge  heel, 
sizes  8  to  10  }4   90C 

No.  392 — Infants',  sixes  3  to 

714   80c 

No.  129 — Baby's,  sizes  1  to  5. .  65c 


IN  STOCK  NOW 

Just  when  your  stock  is  badly  broken  we  have 
ninety  styles  ready  to  ship  the  same  day  the 
order  is  received. 

Don't  lose  sales  when  the  return  express  will  bring 
back  the  sizes  you  need  in  Macfarlane  Shoes. 

TURNS  WELTS 


No.  1 188— College  Girls'  Pat. 
Blucher,  bal.  dull  calf 
top,  low  heel,  G.W.,  sizes 
2  to  7  $2.60 


No.  710 — College  Girls'  all 
Patent  Pump  Strap,  turn 
sole,  low  heel,  sizes  1  to  7 
widths  D  and  E.  Price.  .$1.50 


No.  934  —  Misses'  Dongola 
Button  Boot,  patent  tip, 
low  heel,  G.Y.  welted 
sole,  sizes  11  to  2  $1.80 

No.  933 — Children's,  sizes  8 

to  io}4   1.60 


The  Macfarlane  Shoe  Company,  Limited 

MONTREAL 
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C.  A.  Spencer  &  Son  Company,  Tann 


English 
Liquid 

Quebracho 

and 

Chestnut- 
wood 

Extracts 


Direc 


English  Myrabolam 
Extract 

Solid  and  Liquid 

Manufactured  from  the 
best  quality  of 
Myrabolam  Nuts 


Exhibition  Booth  214,  The  Shoe  and| 
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erials,  183  Essex  St,  Boston, U.S.  A. 


>rters 


Solid  Mangrove 
Extract 

BLACK-DIAMOND  Brand 

Regular  arrivals 
at 
Boston 


Quermos 
Extract 

for  Sole 

Harness 

and 

Belting 
Leather 


er  Market  Fair,  Boston,  July  12  to  19 
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P.  CLEOPHAS  LACHANCE 

INVENTOR. 


THE  LACHANCE 

ANKLE  BRACE  and  PROTECTOR 

FOR  MBIN  AIND  WOMBIN 


Speedy,  steady  sales  at  splendid  profit.  Here's  a  fine  addition  to 
your  Findings  department.  Every  live  shoe  merchant  should  be  selling 
it.  Every  man  and  every  woman  will  appreciate  a  pair  for  the 
unequalled  comfort  they  assure. 


For  Sporting  Use. — -Indispensable.  Sure  ankle  pro- 
tection. Saleable  to  lacrosse,  baseball,  cricket,  hockey 
players  ;  runners,  bicyclists,  etc. 

For  Every  Day  Use. — Ankle  brace  only.  (No  pro- 
tector.) Makes  it  a  pleasure  to  walk.  Eliminates  foot 
fatigue  by  giving  that  support  so  necessary  to  one  using 
his  feet  constantly.  Much  used  by  those  who  dance. 
Learn  how  easy  it  is  to  sell  the  dainty  women's  styles, 
especially. 


HOW  IT  LOOKS  ON  SHOE. 


Invented  and  patented  by  P.  Cleophas  Lachance.  All 
colors.  Three  buckles.  Fits  any  foot  because  adjustable. 
Expertly  made  in  chrome  leather. 


There's  a  FREE  sample  pair  for  YOU. 
Write  for  them  TO-DAY. 


THIS  IS  THE  ARTICLE. 


Lachance  &  Tanguay 

Shoe  Manufacturers 
QUEBEC 
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Feet  Insurance  With 

Every  Pair 

A  pair  of  Doctors  Anti-septic  Shoes  is  | 
better  than  an  insurance  policy  against  cold, 
wet  feet  for  they  remove  all  possibility 
of  the  feet  becoming   cold   and  damp. 

The  inner  sole  of  thermol  asbestos  keeps 
the  warmth  of  the  foot  within  and  prevents 


Keep  your  customers'  feet  happy  in  Doctors 
Anti-septic  Shoes  and  you  will  be  kept 
happy  through  increased  sales. 


You  should  see  the  Fall  and  Winter  showing 
of  the  Doctors  Shoe.  There's  money  in  it 
for  you. 

THE  TEBBUTT  SHOE  $  LEATHER  COMPANY,  LIMITED 


THREE  RIVERS  QUEBEC 
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Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front  rank.      You  will  have 

cause  to  be  proud  of  every 

shoe  because : — 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 
so  desirable. 

It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 

Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on  each  of  those  shoes. 

We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 

A.  DAVIS  &  SON 

LIMITED 

Kingston     -     -  Canada 


Good  Leather  and 
Good  Shoemaking 


Good  shoemaking  may  improve 
the  wearing  qualities  of  a  "poor 
leather"  shoe,  but  it  would  be 
just  as  foolish  to  waste  good 
shoemaking  on  poor  leather  as 
to  build  an  expensive  house  on 
a  poor  foundation.  For  no  matter 
how  well  the  shoe  is  built  if  the 
leather  is  poor  the  shoe  is  poor. 

Williams  shoes  are  a  combina- 
tion of  good  leather  and  good 
shoemaking.  Every  hide  used 
is  first  carefully  inspected  and 
every  step  in  the  manufacture  of 
the  shoe  is  under  the  supervision 
of  an  expert.  This  insures  a 
maximum  of  wear  and  durability. 

Get  the  catalogue  and  the  prices. 
They  will  surely  interest  you. 


THE  WILLIAMS  SHOE  CO'Y 

LIMITED 

BRAMPTON         -  -  -  ONTARIO 
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There  is 
Nothing 
Injurious 
in 

"Nugget" 
White 
Cleaner 


"  Nugget  "  White  Cleaner  is  the 
one  best  cleaner  for  Buckskin  or 
Canvas  shoes,  belts,  etc. 

It  contains  no  acids  to  injure  the 
material  on  which  it  is  used  and 
besides  will  not  rub  off  and  soil 
the  clothing. 

"  Nugget  "  White  Cleaner  like  all 
other  "Nuggets"  will  make  many 
friends  for  you.  Order  some 
now.  You  are  missing  sales  if 
you  haven't  it  in  stock. 

THE 

"NUGGET"  POLISH 
COMPANY  LIMITED 

TORONTO         -  CANADA 


If  the  leather's 
right  the  shoe 
will  be  right 


The  very  best  of  shoe  factories 
couldn't  turn  out  really  good 
shoes  from  poor  leather. 

On  the  other  hand,  a  poor  shoe 
factory  could  make  poor  shoes 
from  the  best  of  leathers,  but — 
poor  shoe  factories  don't  use 
good  leathers.  They  use  the 
cheapest  they  can  get. 

So,  you  see,  if  you  know  the 
leather  is  alright  you  are  pretty 
sure  the  shoemaking  is  alright. 

If,  when  ordering  shoes,  you 
would  specify  Maple  Leaf  Glazed 
Leathers  you  could  rest  assured 
that  both  the  leather  and  the 
shoemaking  would  be  O.K. 

Maple  Leaf  Leathers  look  good 
and  act  good  from  the  time  they 
are  tanned  until  the  shoes  they 
are  made  into  wear  out. 


LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street        -  MONTREAL 
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Some  Advice  About  Patent  Leather 


CJ  We  are  ready  for  the  rush  of  orders 
which  is  sure  to  come. 

CJ  Our  output  has  been  greatly  increased 
and  we  can  handle  any  volume  of  business 
that  may  come  our  way. 

Cfl  "Good  hides  are  very  scarce  ? '  Yes. 
But  we  have  placed  six  months  ahead, 
so  are  well  protected. 

CJ  The  Shoe  man  in  buying  Patent 
wants  to  deal  with  the  firm  he  can 
depend  on. 

CJ  What  is  the  question  asked  when  the 
Shoe  Salesman  approaches  the  Retailer? 
"Is  that  Clarke's  Patent?" 

Can  you  say  yes? 

CJ  We  advise  booking  orders  early  as  the 
demand   for  our   Patent   is  increasing. 


A.  R.  ClarKe  (&  Co.  Limited 

Toronto,  Ont 
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In  our  spring  1912  sam- 
ples, now  complete,  we  are 
showing  a  line  of  growing 
girls',  sizes  2,y2  to  6,  low 
heel,  on  a  "  Goodsense  " 
last.  Your  especial  atten- 
tion is  directed  to  this  line, 
a  new  one  of  ours,  and  a 
very  attractive  and  sensible 
shoe.  Our  regular  lines 
have  been  added  to  and 
now  include  many  new  and 
handsome  leather  combin- 
ations which  will  appeal 
to  the  "  man  who  knows." 
Your  consideration  of  our 
samples  is  respectfully  so- 
licited. 


KIRVAN-DOIG 


LIMITED 


MONTREAL 


CANADA 


20TH  CENTUR 
SHOES 

C[  Shoes  for  men  that 
interest   to  the 
its  who  are  intent 
[ilding  a  solid 
business.  They  are  shoes 
)f  sale  and  profit  possi- 
)ilities  and  built  along 
absolutely  satisfaction 
;iving  lines. 

20TH  CENTURY 
SHOES 
SELL 

he  C.  E.  McKeen  Co. 

QUEBEC 
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 TANNERY  FOR  SALE  

in  Quebec  City 

An    Excellent    Opportunity   to  Acquire    a    Fine  Business 

Plant  situated  on  St.  Charles  River,  which  is  excellent  for  Chrome  Tanning. 
Railroad  sidings  convenient.    250  H.  P.  steam  power. 

Factory  equipped  with  latest  machinery  for  making  Chrome  Box  Calf, 
Glazed   Kid,   Chrome  Sheep  and  Glove  Leathers;  also  Wool  Pulling. 

Capacity:  250  dozen  per  day. 

Tannery  in  centre  of  shoe  manufacturing  district. 

The  property  contains  over  38,000  square  feet  of  land,  on  which  is  built  the 
tannery  and  warehouse,  in  solid  brick,  as  well  as  stables  and  acid  house. 

The  whole  plant  is  in  A  1  condition  and  if  desirable  could  be  used  for  some 
other  purpose,  such  as  shoe  factory,  cotton  mill,  abattoir,  etc.,  etc. 

Do    Not    Miss    This  Chance 

For   Further  Facts: 

A.   PION   ®.  CO., 

344  Prince  Edward  Street  -  Quebec 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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Every  Season  is 
a  Surpass  Season 


Spring,  Summer,  Fall  and  Winter  the  sale  of  Surpass  Shoes 
goes  merrily  on.  In  the  Surpass  Line  there  are  shoes  for  wet 
weather,  shoes  for  cold  weather,  shoes  for  warm,  fine  weather. 
A  comprehensive  stock  of  Surpass  Shoes  will  prepare  a 
merchant  for  all  classes  of  customers  at  all  seasons  of  the  year. 

Get  quotations  and  ask  to  be  shown  the   Surpass  Line. 

The  Louis  Gauthier  Co.  Limited,  Quebec  City 


—MULE— 

If  you  cut  "Split"  Gloves  and  Mittens  don't  forget  the 

P.  &  V.  Lines. 
Largest  Tanners,  widest  range  of  colors,  most  uniformly 

selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens 


ID 


FISTEt 


MILWAUKEE 


BOSTON. 
NEW  YORK. 
CHICAGO. 


ST.  LOUIS. 
ST.  PAUL. 
CINCINNATI. 


Distributors  : 
SAN  FRANCISCO. 
NEW  ORLEANS. 
GLOVERSVILLE. 


LE4TIEE  CO 

WIS. 


LONDON,  England. 
FRANKFURT,  O-M.,  Germany 
PARIS,  FRANCE 


Address  all  correspondence  to  Boston  Office,   85-89  South  Street,   BOSTON,  MASS. 
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Come  to  Bosto 

National   Shoe   and   Leather  Wei 

A  Market  Week  for  the  Shoe  and  Leather  Trade 


MECHANICS  BUILDING,  BOSTON,  WHERE  THE  FAIR  WILL  BE  HELD 

( We  have  leased  this  entire  building  for  this  Fair) 
Nearly  every  car  line  in  Boston  and  nearby  suburbs  passes  or  transfers  direct 
to  this  building.    Train  service  from  South  Station  at  frequent  intervals. 


This  building  has  been  famous  for  half  a  century  as  the  home  of  M 
expositions.  Centrally  located  near  good  hotels,  amusements,  e  l 
can  be  reached  easily  from  almost  any  point  of  the  city. 


Low  Round -Trip  Railroad  Ri 


Quebec  $18.10 

Montreal    15-30 

Ottawa    19-40 

Prescott    17-70 

Broclcville    17-70 

Toronto    24.25 

Hamilton    26.00 

London    29.35 


St.  Thomas   $29.75 

Port  Arthur    61 .35 

Fort  William    61.35 

Winnipeg    60.00 

Kingston    17-55 

Portage  la  Prairie,  Man   62.75 

Brandon    66.70 

Regina,   Sask   77-75 


Moosejaw  $8ol 

Medicine  Hat,  Alta   93  f 

Lethbridge    98  | 

Calgary    99  I 

Red  Deer    99  | 

Edmonton    99  1 

Macleod    99  I 

Saskatoon,  Sask   84  f 


THE    BIG    GET-TOGETHER  WEEK      THE  BOSTON  SHOE  AND  LEATHER 

is  going  to  attract  trade  from  all  over  the  world.  This  week 
has  been  given  special  mention  in  the  commercial  and  trade 
press  generally. 

The  New  England  Shoe  and  Leather  Association  is  sending  out 
thousands  of  pieces  of  literature  inviting  the  trade  and  explain- 
ing the  great  movement  in  detail. 

The  management  of  the  Fair  is  also  sending  out  thousands  of 
pieces  of  printed  matter  telling  the  events  of  the  week. 
Efforts  of  this  sort  cannot  but  produce  results.    The  trade  will 
be  here. 


will  be  one  of  the  chief  attractions  of  the  week  and  nel 
many  of  the  events  will  centre  around  it.  Elaboral 
have  been  made  by  the  management,  and  this  will  I 
tionably  be  the  most  successful  fair  ever  held  I 
West. 

Displays  of  shoes,  leather,  findings,  machines  in  motion  K 
new  methods  of  manufacture  and  new  inventions — all  toll 
under  one  roof  and  open  to  your  examination  and  inspel 


JACOBSBN  PUBLISHING  CO., 
1H3  Essex  St.,  Huston,  Mass. 
I  expect  to  be  in  Boston  the  week  of  Inly 
12-K).    Please  mail  me  free  admission  ticket 
to  the  fifth  National  Shoe  and  Leather  fair. 

Name   •  

Address   

li'ith   what  firm  


Shoe  buyers,  shoe  retailers  and  clerks  in  all  parts  of  the  Uip 
July  12-19,  can  obtain  Free  Tickets  to  the  Fifth  Na]l 


JACOBSEN  PUI| 

Publisherl 

183  Essex  Street 

136  W.  Lake  St.,  Chicago.         2  i\ 
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12th 


19th 


itional  Shoe  and  Leather  Market  Fair 

A  Market  Place  for  the  Shoe  and  Leather  Trade 


Hon  Hall  will  be  used  for  displays  of  leather,  tanners'  supplies 
,nd  leather  machinery.  Grand  Hall  will  be  used  for  displays  of 
findings,  etc.,  etc. 


MECHANICS  BUILDING,  BOSTON,  WHERE  THE  FAIR  WILL  BE  HELD 

(We  have  leased  the  entire  building  for  this  Fair) 
Nearly  every  car  line  in  Boston  and  nearby  suburbs  passes  or  transfers  direct 
to  this  building.   Train  service  from  South  Station  at  frequent  intervals. 


m 


Canadian  Points  to  BOSTON 


We  especially  urge  the  Canadian  Shoe  and  Leather  Trade  to  participate  m  this  great 
event  Representatives  of  prominent  houses  from  all  over  the  world  will  be  there 
for  buying  and  selling  purposes,  and  to  study  the  Fall  market  situation  and  trade 
tendencies      Come   and  establish   new  trade   relations   and   cement   old  friendships. 


You  have  heard  much  of  the  famous  hospitality  extended 
by  New  England  people;  you  are  well  acquainted  with  the 
quality  of  shoes  and  leather  "Made  in  New  England." 

Come  and  see  for  yourself  just  what  both  these  are. 


ADE  OUTINGS  AND  EXCURSIONS      NEW   ENGLAND  HOSPITALITY 

;r  the  auspices  of  the  New  England  Shoe  and  Leather 
.ciation,  a  monster  trade  outing  will  be  held  during 
week. 

:r  outings  and  special  trips  have  been  arranged  for, 
h  are  sure  to  be  of  interest  to  visitors. 

and  abroad,  who  expect  to  visit  Boston  during  the nBig  Week?  fj^f* 
ither  Market  Fair  by  signing  and  mailing  the  coupon  below. 

IflNG  COMPANY 


LEATHER" 


York.  414  Arch  Street,  Philadelphia 


BOSTON 


JACOBSEN  PUBLISHING  CO. 
183  Essex  St.,  Boston,  Mass. 
I  expect  to  be  in  Boston  the  week  of  July 
12-19.    Please  mail  me  free  admission  ticket 
to  the  Fifth  National  Shoe  and  Leather  Fair. 

Name   •  

Address   

With  what  firm  
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Shoe  Machinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE  I 

I 

1&*C 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL=C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,   Eyelets,    Shanks,    Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique       =       MONTREAL,  QUE. 
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Anybody  can  cut  the  price,  but  it 
taKes  brains  to  maKe  a  better  article. 

Apologies  to  Alice  Hubbard. 

Walpole  Process 


is  a  — 


"Better  Article" 

We  are  prepared  to  coat  your  gem  duck 
in  a  manner  satisfactory  to  you.  Please 
note  this  statement. 

Re-covering  and  repairing  crippled  gems 
is  an  expense  that  you  will  not  have  if 
you  use  WALPOLE  coated  duck  (patent 
applied  for). 

We  can  also  show  you  a  more  econ- 
omical way  of  cutting  the  ducK  than 
that  in  general  use,  and  can  furnish 
complete  outfit  on  short  notice. 

Let  us  quote  you  on  DRYFOOT  CORK 
SOLES,  DRYFOOT  WELTING,  M.C. 
BACKING  CLOTH,  all  weights.  BOX 
TOES  — COMBINATION  with  Water- 
proof Centre  (pat.  app.)     Where  this 
box  is  used  fancy  tips  will  not  be  stained 
by  box  toe  gum.  BOX  TOE  SHELLAC, 
No.  34,  for  Welt  Shoes.     BOX  TOE 
SHELLAC,  No.  36,  for  McKay  Shoes; 
PATENT  LEATHER  SOFTENER,  No. 
37;  PATENT  LEATHER  CLEANER, 
No.  38  (spirit);   PATENT  LEATHER 
CLEANER,  No.  41;    RUSSET  LEA- 
THER CLEANER,  No.  39;  WAL- 
POLE  LIQUID    GLUE;  WALPOLE 
INSOLE  PROOFING. 

Walpole  Rubber  Co. 

LIMITED 

MONTREAL 


DURABILITY 

AND 

WEAR  ABILITY 

There  is  a  difference  between  dur- 
ability and  wearability. 

The  manner  of  the  making  of  a  shoe 
is  what  determines  its  durability.  The 
leather  that  is  used  determines  its 
wearability. 

The  stitching  for  instance  is  subject  to 
very  little  wear.  What  is  required  of 
it  is  to  endure.  The  leather  however 
is  required  to  withstand  much  wear. 


ST.  hyacintmE, 

CANADA- 


Durability  without  wearability  loses 
half  its  virtue  and  vice  versa. 

And  so  to  get  both  in  Yamaska  Boots 
and  Shoes,  the  best  leather,  the  best 
plant,  the  best  workmen  and  the  best 
methods  are  employed. 

Evidence  of  the  appreciation  of  dur- 
ability and  wearability  is  given  in  the 
fact  that  it  requires  the  largest  shoe 
factory  in  Canada  to  supply  the  de- 
mand for  Yamaska  Brand  Boots  and 
Shoes.    Better  get  prices. 

J.    A.    &    M.  COTE 
COMPANY 

ST.  HYACINTHE         -  QUEBEC 
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PACKARD'S 

Canadian  Headquarters  For 

Shoe  Findings 


and 


Shoe  Store  Supplies 
O'Sullivan's  Safety  Cushion 


RUBBER  HEELS 


Gives  a  soft,  easy, 
velvety  tread. 

No  jar  no  thump 

Save  many  a 
headache. 

All  sizes,  Men's  and 
Women's. 


'WHERE  QUALITY  COUNTS  WE  WIN" 


Are  you  troubled  with  damp,  sweaty 
feet  ? 

\    Nasty  in  the  summer,  aren't  they? 
,\  Want  a  sure  cure  ? 

Wear  a  pair  of 

VITALITE 

Washable  Socks 

You'll  be  glad  to  tell  your  customers 
all  about  'em.  We  sell  lots  of  them 
in  all  sizes,  Men's  and  Women's. 


Placed   your  Over- 
gaiter  order  yet? 

If  not,  you  had  better 
tret  a  hustle  on,  it's 
getting  late  now  and 
orders  should  be  in  at 
once  for  early  delivery. 

If  in  need  of  Boot  and  Shoe  Laces,  Shoe  Dress- 
ing for  the  summer  months,  white  canvas 
cleaner,  etc.,  drop  us  a  line,  remember  we  are 
headquarters. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 


"Shoes  with 
this  Brand-on 
have  merits  to 
stand  on." 


The  chief  elements  of  suc- 
cessful shoe  merchandizing 
— quality  for  the  wearer  and 
profit  for  the  dealer — are 
combined  to  an  exceptional 
degree  in  Brandon  Shoes. 
They're  made  to  wear  and 
they're  sold  direct  to 
the  dealer.    Try  an  order. 

THE  BRANDON  SHOE  CO. 

LIMITED 

BRANTFORD 


C  Parsons  &  Son 

TORONTO 


LIMITED 


AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AQENTS 

C.  Parsons  &  Son 

LIMITED 

LEATHER  FINDINGS 

79  Front  St.  East       Toronto,  Ont. 
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McDERMOTT  SHOES 


FOR  LADIES 


Every  woman  admires  our  stylish,  com- 
fortable shoes,  because  she  knows  that 
the  McDermott  Stamp  signifies  good 
leather,  reliable  findings  and  careful 
shoemaking. 

Dealer's  profit  is  ample. 


McDERMOTT  SHOE  CO. 

MONTREAL 


MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.         217  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 
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This  is  BAD  Advertising 

YET  thousands  of  merchants  are  doing  this  very  thing  every  day.  Not  by  sticking  signs 
in  the  window— but  by  their  methods,  by  their  neglect  to  adopt  modern  store  system. 
Actions  speak  louder  than  words^  remember.  You  don't  have  to  tell  people  how  you 
do  business.   You  are  showing  them,  every  day. 

Is  this  the  kind  of  advertising  YOUR  store  is  getting  ?  This  is  a  very  serious  question  that  every  merchant 
should  carefully  consider.  If  unsatisfactory  conditions  exist  in  your  store  lose  no  time  in  remedying  them.  Pre- 
vent mistakes,  avoid  disputes,  stop  all  losses  and  insure  absolute  accuracy  in  all  money  dealings— as  a  million 
other  successful  merchants  have  done— by  getting  a  National  Cash  Register.  Then  "put  a  receipt  in  every  parcel." 

You  cannot  succeed  without  a  good  system— and  the  better  your  system  the  better  you  will  succeed.  No  store 
system  ever  invented  has  done  so  much  for  so  many  merchants  at  so  little  cost,  as  the  National  Cash  Register. 

Customers  like  to  deal  in  stores  that  have  a  National  Cash  Register.  They  know  it  guarantees  absol- 
ute accuracy,  promotes  efficiency,  and  stands  for  up-to-date  methods  and  good  management.  And  they 
realize  that  good  management  means  better  values. 

There's  a  National   Cash   Register  built  for  you,   and  the  money  it  will  save  you   will  pay  for  it. 


Write  for  further  information  to 


NATIONAL   CASH    REGISTER  CO. 

HEAD  OFFICE  FOR  CANADA   AND  CANADIAN   FACTORY  AT  TORONTO 

F.  E.  MUTTON,  MANAGER  IN  CANADA 
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How  I  Make  Money  Out  of  Findings 

The  Way  to  Display  the  Goods  and  Sell  Them  to  the  Best  Advantage— What  to  Place  in  Stock  and 

What  to  Leave  Out— The  Profits  and  Cost. 


I  started  in  the  shoe  business  over  nine  years  ago  and 
was  so  intent  on  big  things  during  the  first  three  years  that 

I  overlooked  many  oppor- 


tunities  right  at  hand. 
I  do  not  do  that  to-day. 
I  have  grown  wiser. 

I  believe  in  making  the 
r;mall  things   count,  the 
profit  on  them  is  often 
greater  than  on  the  larger 
articles.     Less  attention, 
investment   and  anxiety 
are  required,  and  there- 
fore   some  consideration 
should  be  given  on  this 
score.    I  have  never  had 
a  turnover   in   shoes  of 
more  than  thirty  thousand  in  any  one  year,  and  my  smallest 
volume  of  business  during  any  twelve  months  has  been  of 
fifteen  thousand— so  you  see  I  am  not  a  very  big  fellow, 
nor  am  I  a  two-by-four  shoeist.    I'm  what  you  call  an  ordi- 
nary chap  doing  a  steady,    comfortable    business  in  an 
average  town  whose  population  when  I  began  my  mercan- 
tile career,  was  about  five  thousand  or  a  little  over,  and  we 
are  hoping  that  the  present  census  will  show  that  we  have 
over  six  thousand  souls. 

Drifting  from  the  Text. 

But  I  am  getting  away  from  my  subject — just  like  many 
preachers.  I  started  out  to  talk  of  shoe  findings  and  small 
things  and  how  I  made  this  department  one  of  the  chief 
attractions  of  my  store  and  made  money  out  of  it  as  well. 
I  do  not  despise  the  dime,  the  quarter  or  the  fifty-cent  piece. 
The  old  Scot  said,  "  Mony  mickles  mak'  a  muckle,"  and  I 
firmly  believe  that.  I  used  to  keep  a  few  shoe  strings,  some 
paste,  polishes,  brushes,  etc.,  away  back  in  one  corner — where 
I  could  not  conveniently  place  anything  else.  When  people 
would  come  in  and  ask  me  if  I  had  such  a  thing  I  would 
dig  around  in  this  dark  hole  and  start  to  investigate.  Some 
times  I  could  satisfy  my  callers,  but  more  frequently  I  could 
not.  One  day  a  traveler  for  a  findings  house  who  knew  me 
very  well  dropped  in  and  had  an  informal  talk  with  me  as 


we  enjoyed  a  cigar  in  the  office  at  the  back  of  the  shop. 

He  told  me  how  Mr.  R  of  Orillia,  was  making  a  handsome 

margin  out  of  a  hundred-dollar  investment  without  any 
extra  over-head  expenses.  I  became  interested  and  thought 
if  R  could  do  it,  why  could  not  I?  My  mind  was  in  a  re- 
ceptive mood.  My  drummer  friend  had  caught  me  at  what 
philosophers  call  the  psychological  moment — and  this  is  how 
I  happened  to  wake  up  and  make  a  beginning. 

Bought  a  Good  Shoe  Case. 

I  first  bought  a  silent  salesman  shoe  case — perhaps 
you  have  one  already.  You  can  secure  very  good  ones  from 
thirty  dollars  up  as  high  as  you  care  to  go.  It  depends  upon 
the  number  of  feet  and  the  elaborateness  of  the  inner  fix- 
tures. I  paid  forty-five  dollars  for  mine,  but  I  am  discussing 
show  cases.  Some  other  time  I  may  do  that,  but  it  is  about 
findings  you  asked  me  to  tell  you.  I  placed  that  case  near 
the  front  of  the-  shop  and  kept  it  neat  and  clean  and  not  overly 
stocked.  It  brought  me  in  a  good  return  from  the  first, 
for  callers  could  see  what  I  had  and,  I  had  many  things  which 
they  never  thought  of. 

Kinds  of  Laces  to  Carry. 

Of  course,  the  greatest  necessity  of  most  common  pur- 
chases are  laces.  I  put  in  four  dozen  mercerized  silk,  costing 
me  75  cents  per  dozen.  I  get  10  cents  each  or  $1.20  per  dozen, 
and  you  can  figure  out  the  profit  that  I  make.  I  also  pur- 
chased two  dozen  black  silk  ones  at  $1.50  and  $2.00  per 
dozen  and  these  I  retail  to  the  best  trade  at  25  cents.  I 
laid  in  two  dozen  of  tan  and  two  dozen  of  white,  costing  the 
same  sum  and  retailing  for  a  quarter  each.  A  young  fellow 
that  wears  a  high-class  snappy  oxford  will  pay  a  quarter  for 
a  good  lace.  I  also  stocked  a  gross  of  cotton  shoe  laces  which 
cost  me  $1.25.  These  strings  are  sold  at  five  cents  each, 
and  on  the  gross — six  dozen — the  income  is  $3.60 — not  far 
off  from  two  hundred  per  cent. 

In  polishes  I  stocked  six  dozen  of  two  standard  makes. 
These  cost  me  about  $1.80  and  I  sell  them  at  25  cents  each- 
look  at  that  again  for  profit.  I  mean  the  large  combination. 
Then,  in  small  combinations,  which  cost  me  85  cents  per 
dozen,  and  are  disposed  of  at  to  and  15  cents  each,  I  placed 
an  order  for  six  dozen. 

Next  I  will  tell  you  about  my  stock  of  brushes.  I  put  in 
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half  a  dozen  of  the  $2  a  dozen  variety  that  sell  at  25  cents 
each.  I  also  filled  in  with  six  of  the  $4.00  a  dozen  kind  which 
go  at  50  cents  each.  I  also  placed  an  order  for  a  dozen  polish- 
ing outfits  at  S3.25,  each  retailing  at  50  cents.  These 
consist  of  a  brush,  blacking  and  polish,  are  handy  for  travel- 
ing and  proved  good  sellers. 

Pastes,  Protectors,  Supports. 

In  pastes  I  was  advised  that  six  dozen  would  be  ample. 
I  got  them  in  black,  white,  tan  and  gun  metal.  I  sell  these  ; 
a  box  at  10  cents,  which  has  cost  me  about  seven  or  eighty- 
live  cents  per  dozen. 

In  bunion  protectors  I  thought  that  six  right  and  six 
left  were  sufficient  to  commence.  These  retail  at  50  cents 
each  or  Si. 00  per  pair,  and  have  a  ready,  steady  demand  the 
year  round.    They  cost  $6.00  per  dozen  pair  net. 

In  arch  supports  the  profit  is  100  per  cent.  They  cost 
me  Si  2.00  a  dozen  pairs  and  I  get  rid  of  them  at  $2.00  per 
pair.  There  being  four  sizes  for  men  and  four  for  women,  I 
secured  a  dozen  assorted. 

In  the  matter  of  shoe  trees,  which  go  to  the  retailer  at 
50  cents  per  pair,  I  get  75  cents  and  $1.00  for  them.  I 
consider  (as  I  am  merely  giving  you  my  experience),  that  a 
dozen  women's  — sizes  3  to  7 — and  a  dozen  men's — sizes  6 
t0  j  x — are  all  that  is  required.  Display  them  well  and  do 
not  keep  them  in  the  background. 

Heel  cushions  I  find  go  well  in  this  town.  I  generally 
keep  in  stock  about  a  dozen  men's  and  a  like  number  of 
women's.  These  cost  me  exactly  $2.25  per  dozen  pairs,  and 
I  hand  them  out  at  25  cents  per  pair. 

Then  rubber  foot  rights  are  good  sellers.  They  come  to 
me  at  S3. 00  per  dozen  and  the  wearer  pays  me  35  cents  for 
the  comfort  and  ease  that  they  afford.  I  almost  forgot  to 
mention  corn  plasters.  They  sell  at  10  cents  each — $1.20 
per  dozen — and  I  pay  75  cents  per  dozen. 

How  About  Insoles. 

Then  there  are  insoles  of  various  kinds.  I  always  keep 
a  few  on  hand — the  seaweed  kind  going  exceptionally  well. 
They  cost  Si. 00  per  dozen  pair  and  go  over  the  counter  at 
1  s  cents  per  pair.  Other  kinds  are  frequently  given  away  to 
fit  patrons  properly  or  please  regular  customers. 

There  are  other  lines  on  which  I  might  dwell,  but  I  think 
that  I  have  indicated  in  a  fairly  general  way  what  a  man 
can  make  a  fine  profit  on,  sell  well,  and  turn  over  many 
times  in  a  town  of  this  size.  Of  course,  a  bigger  dealer  would 
laugh  at  my  small  stock  and  say  that  he  had  more  invested 
in  one  line  than  I  have  in  my  whole  findings  department, 
whic  h  outlay  is,  as  I  told  you,  about  $100.00  and  at  certain 
seasons  perhaps  Si 25.00.  I  do  not  go  in  for  fads  or  freaks, 
but  I  do,  in  order  to  have  a  representative  selection  and  to 
•"tone  up,"  my  show  case  a  little,  carry  about  $8.00  or  $10.00 
worth  of  fancy  bows,  buckles,  ornaments,  etc. 

Not  Running  a  Drug  Store. 

No,  I  have  never  put  in  any  corn  cures  as  I  am  not 
conducting  a  patent  medicine  or  drug  stand — only  a  footwear 
enterprise.  In  winter  time  as  many  of  the  boys  play  hockey, 
I  handle  a  few  ankle  supports  and  skate  straps,  as  well  as 
reindeer  hair  insoles,  waterproof  oil  and  waterproof  dubbin. 
A  few  light  soft-soled  shoes,  boudoir  slippers  and  juliettes 
will  impart  a  tinge  of  brightness  to  a  findings  case,  but  be 
sure  to  have  the  space  not  too  crowded.  If  you  have  too 
much  stuff,  take  a  section  of  your  wall  near  the  front  of  the 
store  and  reserve  that  exclusively  for  findings.    Do  not 


despise  sales  of  ten,  twenty-five  and  fifty  cents.  The  more 
persons  that  you  can  induce  to  enter  your  front  door  the 
better. 

Habit  grows  and  soon  casual  callers  are  converted  into 
customers — regular  and  reliable.  They  are  the  kind  to  pos- 
sess, the  sort  that  help  you  along  on  the  highway  to  pros- 
perity and  expansion. 

Lifts  and  Hooks  to  Advertise. 

I  never  sell  shoe  lifts  or  button  hooks.  I  get  a  certain 
number  stamped  and  give  them  away  to  good  paying  patrons 
for  advertising  purposes.  The  shoe  lifts  cost  me  about  $3.00 
per  gross  stamped.  Good  button  hooks  cost  me  75  cents  per 
gross  stamped.  I  occasionally — at  Christmas  or  the  Easter 
season — present  customers  who  have  been  with  me  for  years 
— with  a  nail  file  or  some  other  interesting  but  inexpensive 
memento. 

I  might  go  on  talking  all  day  about  the  shoe  business, 
but  some  merchants  as  well  as  travelers  are  too  garrulous 
and  I  will  be  placed  in  that  class.  I  have  in  response  to  your 
request  given  an  outline  in  the  rough  of  why  I  handle  findings, 
the  profits  I  make  on  them,  the  lines  that  I  stock  and  the  way, 
to  sell  them  to  advantage. 

Some  merchants  give  a  slight  commission  to  a  clerk  who 
will  push  the  sale  of  these  goods,  and  it  is  not  a  bad  idea. 
It  directs  attention  to  a  branch  of  the  shoe  business  of  an 
average  dealer  that  is  apt  to  be  overlooked  and  yet,  if  featured 
and  pushed,  is  one  of  the  greatest  trade  bringing  factors  in 
the  retail  shoe  business — and  I  know  what  I  am  telling  you 
is  true — for  I  have  proved  it  right  here  in  this  town. 

—A.  C.  M. 


He  Got  to  the  Top. 

"How  did  I  get  my  position  as  chief  salesman  here?" 
was  asked  a  clerk  in  a  Hamilton  departmental  store,  who  is 
known  for  his  large  turnover  in  shoes,  or  in  other  words  his 
string  of  sales.  ,  "Well,  I  always  was  polite  and  obliging, 
never  lost  my  temper  even  in  an  argument,  and  kept  back 
any  mean,  resentful  or  sarcastic  replies  that  I  was  perhaps 
tempted  to  hurl  when  a  raspy  customer  came  in.    If  I  were 
giving  advice  to  a  younger  man  I  would  say,  'Do  not  be 
afraid  to  show  your  goods.    It  involves  a  little  work  and 
pains,  but  persons  like  a  display  of  various  lines  and  remark, 
'Well  you  are  not  afraid  to  display  your  goods  at  any  rate.' 
Do  you  know  that  where  I  got  the  last  pair  they  do  not 
exactly  suit  me.    I  was  shown  only  three  or  four  pairs  and 
supposed  they  had  no  more  tan  oxfords,  of  my  width  and 
size  or  of  a  different  pattern,  and  as  I  was  in  a  hurry,  I  took 
these.    Look  at  the  things.'    Promptness  in  service  as  well 
as  a  pleasant  manner  are  big  trade  winners.    Do  not  hesitate 
an  instant  about  stepping  up  to  a  customer  or  a  visitor  to 
the  department.    Not  one  in  twenty  comes  in  for  the  purpose 
of  sight-seeing  or  wandering  around.    They  like  to  feel  that 
they  are  noticed  as  quickly  as  any  one  else.   I  refer  to  persons, 
who  may  not  be  well  dressed  and  who  are  not  as  prosperous 
in  appearance  as  others  who  stroll  into  this  place  and  buy 
expensive  stuff — yet  their  money  is  just  as  good,  and,  in  the 
aggregate,  we  get  as  much  as  we  do  from  the  so-called  high 
grade  patronage.    That  is  my  view  of  affairs." 


Don't  make  the  mistake  of  thinking  that  the  farmer 
and  his  family  do  not  need  as  courteous  treatment  as  city 
customers.  Nobody's  business  is  any  better  nowadays  than 
the  farmer's. 
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Selling  Higher  Grades  of  Footwear 

Awards  in  the  First  Competition  of  Salesmanship  Among  Shoe  Clerks  Conducted  Monthly 
by  the  "Shoe  Journal" — Much  Interest  Aroused  in  the  Contest. 


THE  PRIZE  WINNERS. 

ist  Prize- 

-$5  Cash 

W.  H.  PLUMMER,  Sussex  Mercantile  Co.,  Sussex,  N.B. 

2nd  Prize- 

— $3  Cash 

Miss  LYDIA  SCHENCK,  Knechtel  &  Co.,  Stratford,  Ont. 

3rd  Prize- 

— $2  Cash 

D.  J.  DEVINE,  Yale  Shoe  Store,  Winnipeg,  Man. 

4th  Prize- 

—$1.50  Cash  - 

J.  H.  FLAHERTY,  Union  Shoe  Store,  Amherst,  N.S. 

The  first  competition  among  retail  shoe  clerks  for  the 
best  examples  of  good  salesmanship  which  is  being  con- 
ducted by  the  Shoe  and  Leather  Journal  in  the  interest 
of  disposing  of  footwear  of  higher  quality  and  better  values 
has  closed. 

The  initial  contest  aroused  widespread  interest  and  was 
the  subject  of  numerous  inquiries.  This  feature  will  be  a 
monthly  attraction  in  this  publication  and  will  doubtless  be 
read  by  every  retailer  and  his  staff  with  keen  appreciation. 
The  study,  art  and  science  of  effective  salesmanship  is  fas- 
cinating, absorbing  and  instructive.  The  clerks  who  give 
closest  attention  to  selling  ability,  develop  and  cultivate  it, 
are  the  ones  who  forge  to  the  front.  They  make  more  dollars, 
both  for  themselves  and  their  employers. 

To  those  who  have  not  been  successful  in  winning  a 
place  this  time,  the  advice  is  tendered  in  the  kindliest  spirit 
— try  again.  It  is  only  by  constant  striving,  a  desire  to 
improve,  an  incentive  to  press  forward,  that  the  best  results 
are  accomplished  either  in  the  career  of  the  individual  or 
the  expansion  of  business. 

The  next  salesmanship  competition  will  close  on  July 
20th.  Think  over  all  the  experiences  that  you  have  and  recall 
where  and  how  you  have  made  sales  of  superior  class  of  goods 
when  you  had  about  given  up  hope  or  were  on  the  verge  of 
"saying  something,"  that  possibly  would  have  relieved 
your  personal  feelings  but  would  not  have  added  to  the 
prestige  and  popularity  of  the  store  or  its  stock. 

The  Shoe  and  Leather  Journal  desires  short  articles 
on  selling  experience.  Literary  efforts  are  not  needed. 
Jot  down  your  methods  "any  old  way,"  and  they  will  be 
"fixed  up"  for  publication  if  the  ideas,  tact,  persistence, 
originality  or  inventive  talent  you  possess  resulted  in  making 
a  sale  or  creating  a  desire  and  demand  for  worthy  goods  in 
the  footwear  line. 

Read  the  following  experiences,  review  your  own,  and 
then  forward  them  to  the  Shoe  and  Leather  Journal 
before  July  20th. 

He  Just  Came  in  to  Look. 

(By  W.  H.  Plummer,  Sussex,  N.  B.) 
"I  had  an  experience  with  a  middle-aged  man  a  short 
time  ago  that  goes  to  show  that  a  salesman  should  take  the 
same  interest  in  a  customer  who  comes  in  'to  look'  as  the 
one  who  makes  the  definite  statement  that  he  wants  to  buy 
a  pair  of  shoes,    The  man  in  question  entered  with  an  indif- 


ferent air  and  when  I  greeted  him  with  a  'Good  morning,  sir,' 
he  said,  '  Oh,  I  just  came  in  to  look  around.'  We  were  stand- 
ing by  the  findings  table  and  he  picked  up  an  arch  support 
and  asked  the  price,  which  I  told  him.  He  spent  about  five 
minutes  looking  over  the  different  articles  while  I  explained 
what  they  were  for  and  quoted  prices.  He  said  it  was  wonder- 
ful what  things  they  got  out  now-a-days,  and  began  to  tell 
me  about  his  high  instep  and  the  trouble  he  always  had  in 
getting  a  shoe  wide  enough.  I  judged  he  would  wear  8  or 
and  pulled  down  the  latter  size  in  a  wide  velour  calf 
blucher  bal.  at  $3.50,  as  he  was  wearing  a  shoe  of  about  this 
price.  He  looked  at  it  and  thought  it  very  good  value,  but 
did  not  believe  it  would  fit  him.  I  suggested  that  he  try  it 
on,  and  while  he  did  so  I  showed  him  two  other  styles  that 
were  extra  wide,  at  $4.50  and  $5.00.  He  tried  them  both  on 
and  was  surprised  they  felt  so  well  that,  after  a  few  min- 
utes' consideration  he  decided  on  the  better  one.  He  said, 
'  Now  that  you  have  suited  me  so  well,  perhaps  you  have  some- 
thing for  my  son,'  who  he  said  was  16  years  old  and  weighed 
190  lbs.,  was  short  and  stout  and  had  a  very  wide  foot. 
The  style  he  bought  for  himself  he  thought  too  light  a  sole  for 
his  boy.  I  showed  him  a  box  calf  blucher  bal.  slip  sole  on 
the  'Freedom'  last,  F  width  at  $4.75.  It  was  no  trouble  to 
sell  him  this  pair  and  he  took  the  two  pairs  with  him.  This 
man  had  just  come  in  to  'look  around'  but  bought  goods 
to  the  value  of  $9.75  before  he  got  through  'looking.'  " 

Where  Woman's  Wit  Won. 

(By  Lydia  Schenck,  Stratford,  Ont.) 

"While  engaged  as  saleslady  in  one  of  the  shoe  stores 
of  our  city,  among  other  funny  incidents,  one  that  occurred 
during  the  first  week  of  my  experience,  appears  the  best. 

"A  young  gentleman  came  in  intending  to  invest  in  a 
pair  of  shoes  only.  As  the  men  clerks  were  busy,  it  fell  to 
my  lot  to  wait  on  him.  Not  knowing  much  about  the  stock 
at  that  time,  I  showed  him  a  $3.50  pair,  convinced  him  of 
their  durability  and  sold  them.  During  the  conversation 
that  followed  I  learned  that  he  intended  leaving  for  the  West. 
So,  thinking  he  probably  would  need  a  suit  case  or  trunk, 
I  asked  him.  I'Well,  no,'  he  said,  '  I  have  a  suit  case';  and 
he  showed  me  the  kind  he  had.  It  happened  to  be  a  small 
telescope.  So  I  tried  to  show  him  the  usefulness  and  also 
the  beauty  of  a  suit  case,  informing  him  that  while  traveling 
he  should  have  everything  to  correspond  with  his  own  per- 
sonal appearance.    I  sold  him,  after  a  little  more  persuasion, 
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a  suit  case  at  $4.75.  My  next  question  was  whether  he 
required  any  shoe  polish?  He  thought  not,  but  I  told  him 
it  was  cheaper  to  buy  it  here,  and  sold  him  several  boxes  as 
well  as  laces  and  some  brushes.  This  concluded  the  trans- 
action. Before  departing  he  said  that  on  his  return  from  the 
West  he  would  call  and  tell  us  of  his  summer  experiences.'' 

Civility,  Tact  and  Resource. 

(By  D.  J.  DeVine,  Winnipeg,  Man.) 
"A  shoe  clerk  must  have  tact  and  plenty  of  it,  be  master 
of  all  but  not  abusive.    He  must  do  many  things,  not  just  as 
he  wishes,  but  go  a  distance  with  his  particular  customer; 
for  instance,  a  man  comes  in  a  store  and  says  he  wants  a 


A    PRIZE   HORSE   SHOW  WINDOW 

This  cut  shows  the  window  of  Baxter  &  Eyller,  Granville  St., 
Vancouver,  B.C.,  which  gained  the  first  prize  in  the  recent 
Ik  >rse  show  window  dressing  competition  in  the  Terminal  City. 
The  window  was  dressed  by  H.  C.  Jeffs,  and  as  it  is  only  8 
feel  wide  it  illustrates  in  a  striking  way  the  possibilities  of  artis- 


A  "chic"  horse  show  window,  dressed  at  a 
small  outlay. 

ti<  display  in  a  very  limited  space.  The  figures  of  the  girl  and 
pony  were  borrowed  for  the  purpose,  and  the  total  cost  of  the 
other  materials  used  was  $5.25.  The  four  pillars,  the  lattice 
gate,  and  the  horse  shoes  in  front,  were  all  made  by  Mr.  Jeffs, 
who  has  creditably  demonstrated  that  an  effective  and  artistic 
show  can  be  made  at  a  small  outlay. 


pair  of  tan  boots.  The  clerk,  to  be  smart,  declares  "We  only 
carry  shoes  in  summer — this  being  the  first  week  in  June — 
we  do  not  have  boots  now."  As  a  matter  of  fact,  the  man 
desired  a  fine  pair  of  tan  shoes.  He  got  them  in  the  store 
where  I  am.  He  asked  the  same  question  of  me  when  he 
tered.  It  is  common  in  British  countries  to  call  blucher 
bate,  or  ordinary  shoes  boots.  This  young  abusive  clerk  was 
of  too  impudent  a  style  and  lost  a  six-dollar  sale  for  his  firm. 
"Again  a  man  will  drop  in  and  say,  '  I  want  a  pair  of 


Oxfords.'  I  bring  out  a  neat  pair  of  similar  model  as  he  is 
wearing.  The  visitor  takes  a  look,  says  nothing,  and  I  show 
another  popular  style.  Still  nothing  is  said.  I  begin  to 
wonder  what  he  wants;  I  bring  another  very  plain  pair  such 
as  I  wear  myself.  The  man  speaks,  'Why,' he  says,  'I  would 
not  wear  that  boot  to  a  dog  fight.'  I  feel  warm,  but  to  make 
the  sale  I  must  use  tact.  I  select  one  more  pair  and  I  remark, 
'  Slip  this  on  and  see  how  it  feels,'  He  did  and  says,  'Bring  me 
one  a  little  wider  fitting.'  I  do,  and  he  adds,  'Try  on  the  left 
one.'    I  comply.    It  is  too  large.    The  'fellow  gets  ready  to 

scoot,  so  I  say,  'Half  a  minute  sir,  please.'  I  get  Mr.   

and  introduce  him  as  the  stockkeeper  and  state,  'I  am  sure 
he  will  find  something  that  will  suit  you.'  Such  a  man  gets 
interested  and  very  often  will  buy  the  first  shoe  he  has  been 
shown.  I  claim  that  I  made  that  sale  as  I  used  tact.  If  I 
had  grown  abusive  and  shown  the  caller  all  the  footwear  in 
our  store — and  still  he  was  not  suited — all  the  'Get-the- 
Money-Men'  in  the  country  would  not  sell  him.  I  used 
diplomacy  and  wanted  the  money  in  the  cash  drawer;  so  I 
turned  him  over  and  the  proprietor  got  his  money  and  the 
man  secured  his  shoes." 

Quality  Good;  Price  Forgotten. 

(By  J.  H.  Flaherty,  Amherst,  N.  B.) 
"Salesmanship  is  the  power  and  tact  to  sell  goods  that 
are  not  asked  for.  Any  person  can  hand  out  footwear  that 
is  asked  for.  Some  salesmen  can  tell  the  requirements  of  the 
customers  and  convince  them  in  buying  a  superior  article- 
To  this  class  salesmanship  belongs.  My  experience  in  the  shoe 
business  enables  me  to  see  that  results  come  from  talking 
quality.  Being  a  young  man  twenty-three  years  of  age  with 
a  gift  as  a  talker.  I  find  it  a  great  asset.  The  people  want  to 
be  talked  to.  Old  customers  are  wont  to  dispute  my  knowl- 
edge on  account  of  my  age,  but  with  careful  discussion  with 
these  persons  one  can  soon  create  good  business  friendship. 
The  majority  of  customers  are  looking  for  job  prices,  especi- 
ally on  children's  wear.  To  change  this  idea  requires  some 
thought  and  energy  on  the  part  of  the  salesman.  To  show 
a  boot  of  quality,  the  price  must  needs  be  high.  The  customer 
turns  his  back  and  here  is  where  some  talk  is  necessary. 
I  find,  in  nine  cases  out  of  ten,  after  a  caller  has  purchased, 
and  the  boot  gives  good  satisfaction,  the  price  is  forgotten. 
In  some  instances,  patrons  will  ask  when  repeating  the  order 
for  the  same  boot,  '  Did  I  pay  that  much  before? '  hence  quality 
is  the  business  getter." 


TRIBUTES  FROM  THE  TRADE. 

It  is  said  that  self-praise  is  no  recommendation.  The 
tributes  from  others,  if  unsolicited,  are  generally  sincere  and 
thoroughly  appreciated.  Letters  reach  the  publishers  of  the 
Shoe  and  Leather  Journal  from  every  part  of  Can- 
ada, expressing  satisfaction  at  the  valuable  features  which 
each  issue  contains;  the  help  that  it  is  to  the  retailer,  the 
traveler,  the  wholesaler,  and  the  manufacturer.  The  sug- 
gestions, information,  and  discussion  of  timely  subjects  are 
presented  in  a  bright,  readable  manner.  When  evils  crop  up, 
abuses  exist,  underhand  methods  are  adopted,  or  schemes 
are  afloat  not  calculated  to  foster  the  best  interests  and 
traditions  of  die  shoe  trade,  these  have  been  handled  vigor- 
ously, and  no  doubt  left  as  to  where  we  stand.  Hewing  to 
the  line  so  cl<  sely  may  cause  chips  to  fly  in  several  direc- 
tions, and  if  some  one  is  hit,  the  sufferer  has  only  himself 
to  blame.  Every  publication  that  intends  to  stand  for  the 
highest  and  best — the  greatest  good  to  the  greatest  number — 
has  a  great  mission  to  fulfil. 
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Satisfied  Customer  is  the  Best  Asset 

Problems  Which  Confront  the  Shoeman  in  a  Small  Town — Importance  of  Proper  Fitting, 
Attractive  Front  and  Good  Values — Burlington  Man's  Ideas. 


A  satisfied  customer — that  is  the  best  asset 
a  small  shoeman  possesses.  If  you  have  not 
pleased  patrons  you  will  not  last  very  long  in  a 
place  of  this  size,  for  you  must  depend  for  your 
trade  upon  a  regular  number.  There  is  little  or 
no  transient  custom,  except  during  the  summer, 
and  then  it  is  not  heavy. 


That  a  man  can  do  a  thriving  business  handling  shoes 
exclusively  in  a  centre  of  sixteen  or  seventeen  hundred 
people,  and  make  a  distinct  success  of  it  has  been  demon- 
strated many  times.  A  notable  example  is  H.  A.  Graham,  of 
Burlington,  ten  miles  from  Hamilton.  The  retailer  in  a  lim- 
ited sphere  naturally  has  problems  to  face  that  a  dealer  in  a 
larger  city  does  not  experience.  He  must  adapt  his  methods 
and  merchandise  to  the  requirements  of  the  situation. 

Harry  Graham  is  an  enthusiastic  shoeman.  He  has 
never  known  any  other  business,  and  he  has  viewed  it  from 
nearly  all  angles — as  a  clerk,  a  warehouse  man,  a  traveler, 
and  a  proprietor.  The  store  which  he  occupies  in  Burling- 
ton has  been  a  shoe  stand  for  forty-five  years,  and  in  that 
long  period  has  changed  hands  only  three  times.  In  earlier 
days  it  was  a  custom  shop,  where  Thomas  Bell  and  his  father 
kept  half  a  dozen  or  more  shoemakers  at  work.  Five  years 
ago  Mr.  Graham,  who  had  spent  nine  years  on  the  road  for 
John  Lennox  and  Co.,  Hamilton,  bought  the  stock,  and  be- 
gan business  for  himself  in  the  very  premises  which  he  had 
learned  to  sweep  out  and  dust  in  the  early  nineties.  Business 
went  along  well  for  three  years,  and  then  Mr.  Graham's 
lease  expired.  He  did  not  think  that  the  store  had  an  im- 
posing enough  front,  and  he  made  a  proposition  to  the  land- 
lord to  place  in  up-to-date  windows,  and  a  new  entrance. 
"I  will  give  you  ten  per  cent,  on  your  outlay,"  remarked  the 
tenant. 

An  Inviting  Store  Front. 

"No,"  replied  the  owner,  "I  do  not  care  to  undertake 
any  extensive  improvements,  but  I  tell  you  what  I  will  do. 
1  will  sell  you  the  place."  A  figure  was  named  and  Mr. 
Graham  became  the  possessor  of  the  property.  The  first 
thing  that  he  did  was  to  rip  out  the  front  and  install  as 
attractive  and  spacious  show  windows  as  can  be  found  in 
any  smaller  town  in  the  province.  The  windows  are  backed 
by  muresco  and  pebble  glass,  and  the  width  is  about  eighteen 
feet.  The  alterations,  which  cost  the  proprietor  three  hun- 
dred dollars,  were  made  two  years  ago.  'And,"  added  Mr. 
Graham,  "they  have  paid  for  themselves  in  that  time.  Good 
window  displays  are  powerful  factors  in  building  up  trade, 
and  how  can  you  make  them  inviting  unless  /ou  have  the 
facilities  and  your  surroundings  comport  with  the  effect  that 
you  wish  to  create  ?" 

Holding  the  Trade  at  Home. 

"Do  many  people  in  this  town  go  to  Hamilton  for  their 


footwear?"  was  asked.  "Of  course,"  was  the  reply;  "there 
will  always  be  a  few  when  communication,  both  rail  and 
electric,  is  as  convenient  as  it  is  here,  but,  generally  speak- 
ing, most  of  the  townspeople  buy  their  shoes  right  here  in 
Burlington.  That  is  a  reason  why  a  dealer  doing  business 
near  a  larger  centre  has  a  more  difficult  problem  to  face 
than  where  there  is  no  big  city  near  by.  We  have  to  carry 
a  larger  stock  of  footwear  that  is  right  up-to-date.  The 
cheapest  shoe  that  T  sell  is  $1.75  per  pair,  and  I  have  only  a 
few  of  those,  while  the  majority  of  my  lines  retail  at  four, 
five,  and  six  dollars.  We  must  watch  stock  closely  and  keep 
down  certain  lines,  as,  if  we  get  loaded  with  slow  sellers  or 
stickers,  we  have  not  the  same  facilities  of  clearing  them  that 
city  stores  have.  There  is  very  little  transient  or  catch  trade 
in  a  place  like  Burlington.    I  handle  a  certain  number  of 


H.  A.  Graham. 


freak  shoes,  but  I  cannot  say  that  I  ever  made  any  money 
on  them.  While,  perhaps,  1  make  a  profit  on  the  first  few 
pairs,  this  margin  is  more  than  offset  by  the  loss  on  the  re- 
maining pairs." 

Men  Never  Ask  for  Approbation. 

The  approbation  evil  is  prevalent  in  Burlington,  as  it 
is  in  many  another  centre.  "In  a  burg  of  this  size,"  went  on 
Mr.  Graham,  "we  know  our  customers,  and  we  have  little 
or  no  cause  to  complain  of  the  system,  ft  is  a  strange  thing 
that  approval  is  asked  for  only  by  women.  In  the  five  years 
that  f  have  been  doing  business  here  I  cannot  recall  a,  man 
coming  into  the  store  and  requesting  that  footwear  for  him 
be  sent  up  on  approval.  Another  thing  we  escape  is  that  we 
do  not  have  to  deliver  shoes,  either  when  repairs  are  made 
Of  goods  purchased.  1  do  not  think  that  I  deliver  six  pairs 
a  year,  for  the  reason  that  I  do  not  encourage  it.  1  suppose 
if  1  asked  every  purchaser,  'Now,  can't  \  send  that  up  to 
your  house?    It  will  be  no  trouble  whatever,"  I  would  he 
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expected  to  do  so.  but  T  have  never  gone  on  that  assumption, 
and  consequently  effect  a  saving." 

Dust  Pans  Created  a  Furore. 

Twice  a  year,  in  the  quiet  months  of  February  and 
August.  Mr.  Graham  holds  clearing  sales,  which  he  liberally 
advertises  and  makes  every  preparation  for.  He  uses  a  full 
page  in  the  local  papers  and  then  sends  posters  around  to 
the  neighboring  villages  and  postoffices,  announcing  the 
sales.  By  this  means  he  keeps  his  stock  down  and  makes 
things  move.  He  occasionally  gives  premiums,  but  does  not 
favor  calendars  for  the  reason  that  other  merchants  donate 
them.  and.  unless  yours  is  prettier  than  theirs,  it  has  to  take 
second  place,  and  is  often  cast  aside.  People  will  make  use 
of  only  the  most  artistic  and  picturesque  one.  "If  you  give 
premiums  at  any  season,"  he  added,  "give  the  people  some- 


work  promptly.  He  is  well  pleased  with  his  investment  and 
gets  a  great  deal  of  repairing  to  do.  Mr.  Graham  manages 
to  turn  over  his  stock  two  and  a  half  times  a  year,  and,  while 
his  business  is  not  all  cash,  he  has  lost  very  little  through 
credit,  for  he,  personally,  knows  all  his  customers,  and  makes 
a  careful  study  of  their  wants. 

Fit  Properly  All  Patrons. 

"If  there  is  one  point  more  than  another  that  I  can  attri- 
bute whatever  success  I  have  attained  in  the  shoe  business 
it  is  this,"  said  Mr.  Graham.  "Give  the  people  what  they 
want,  strive  to  fit  patrons  properly,  and  see  that  each  is  sat- 
isfied in  both  fit  and  value.  Never  misrepresent  a  shoe  or 
try  to  force  something  on  a  caller  which  he  or  she  does  not 
like.  The  shoeman  in  a  small  town  has  no  bed  of  roses,  but 
there  is  no  reason  why  he  cannot  make  money  if  he  looks 


Exterior  view  of  H.  A.  Graham's  shoe  store,  Burlington,  Ont. 


tiling  unique— any  little  thing  that  other  fellows  are  not  do- 
ing. Two  years  ago  I  purchased  several  hundred  long- 
handled  dust  pans.  They  cost  me  eighteen  cents  each,  and 
I  delivered  one  to  every  house  in  town.  Long-handled  dust 
pans  were  new  then  and  I  had  my  name  stamped  in  gold 
letters  on  every  one.  They  created  a  sensation  among  house- 
wives, and  were  talked  of  everywhere.  I  never  made  an  in- 
vestment in  the  line  of  advertising  that  paid  me  as  well. 

"I  handle  trunks,  traveling  bags,  and  suitcases,  and  make 
a  good  profit  on  them.  To  be  sure,  they  take  up  some  room, 
but  the  returns  from  them  are  satisfactory,  and  I  think  any 
shoeman  can  add  these  lines  to  advantage  if  he  has  the 
space.  I  also  keep  my  stock  of  findings  well  to  the  front  of 
the  store,  and  push  their  sale.  All  these  things  bring  people 
to  the  premises  and  help  to  build  trade." 

Has  Complete  Repair  Outfit. 

Mr.  Graham  uses  the  second  storey  of  his  building  for 
reserve  stock,  and  at  the  rear  he  has  a  complete  repair  outfit, 
including  a  stitching  machine,  a  finishing  machine,  a  buffing 
machine,  an  edge  trimmer,  scouring  machine,  etc.,  operated 
by  a  half  horse  power  motor.  It  cost  him  something  over 
five  hundred  dollars  to  buy  and  install  the  outfit,  but  he  says 
that  it  is  paying  for  itself,  not  only  in  saving  labor,  but  in 
satisfying  customers,  and  turning  out  a  large  amount  of 


after  the  interests  of  those  whom  he  serves,  and  keeps  his 
stock  in  proper  shape.    When  you  give  good  quality  for  the 
money  and  handle  only  reliable  brands— brands    that  you 
know  from  experience  will  wear  well,  and  are  all  that  the 
manufacturer  claims  for  them — you  will  seldom  hear  per- 
sons complain.   If  I  were  in  the  store  alone  and  two  or  three 
persons  entered  while  I  was  waiting  on  a  customer  I  would 
take  time  to  fit  the  first  customer  properly,  and  send  him 
or  her  away  satisfied,  rather  than  make  a  fussy  attempt  to 
wait  on  all  the  others  at  the  same  time.    Perhaps  I  would 
make  more  sales,  but  in  the  end  I  would  probably  lose  the 
patronage  of  all  through  improper  fitting.    It  is  the  steady, 
constant,  permanent  trade  of  a  shoeman  in  a  small  centre 
that  counts.    He  has  no  others  to  draw  patronage  from  and 
cannot  go  on  the  principle  that  some  dealers  follow  in  a 
more  populous  centre,  'Well,  if  I  lose  one  or  two  customers 
what  does  it  matter?    Others  will  come  in  their  place.'  In 
that  case  it  is  the  purchases  of  the  masses,  the  visitors,  and 
the  passers-by,  but,  in  a  quiet,  residential  town,  it  is  the 
family  trade  that  counts— the  direct  personal  connection.  I 
see  no  reason  why  a  small  shoeman  cannot  give  as  good 
values  and  sell  just  as  cheap  as  city  stores.    His  expenses 
are  much  lighter,  and,  if  he  knows  how  to  buy  properly,  and 
what  lines  to  stock,  he  should  be  able  to  keep  up  with  die 
procession." 
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What  Is  Your  Store  Policy? 

Have  You  a  Policy  Well  Thought  Out  and  Strictly  Adhered  To  ?— This  Is  a  Subject  That  Will  Repay  Close 

Attention  on  the  Part  of  Every  Shoeman. 


Frankly,  this  question  is  addressed  primarily  to  the  shoe 
merchant,  not  to  the  employee.  It  may  be  stated  even  more 
forcefully  in  another  way :  "What  are  your  personal  ideals 
regarding  the  conduct  of  your  business?"  for  it  all  boils 
down  to  that.  Note  that  the  word  "ideals"  is  used,  not 
"ideas."  There  is  a  big  difference.  When  an  idea  has  been 
considered  until  it  becomes  almost  an  integral  part  of  a 
man's  nature,  it  can  be  considered  as  an  ideal,  and  as  cer- 
tain to  decidedly  affect  his  actions  in  one  way  or  another. 

These  ideals  are  expressed  in  two  ways :  First,  your  atti- 
tude toward  your  employees ;  second,  your  attitude  toward  the 
public.  And  it  is  an  open  question  which  is  the  more  im- 
portant. In  the  hurly-burly  of  every-day  business  life,  it  will 
pay — and  pay  handsomely — to  find  a  quiet  hour  in  which 
to  consider  such  matters. 

An  Even  Temper  Essential. 

In  your  treatment  of  your  employees  have  you  an  even 
temper,  or  do  you  get  "up  in  the  air"  and  work  yourself 
into  a  semi-apoplectic  state  over  every  little  thing  that  goes 
wrong?  There  are  some  employers  that  make  life  a  regular 
Hades  for  their  employees.  The  latter  enter  the  store  in 
the  morning  either  in  fear  and  trembling  or  with  "chips 
on  their  shoulders,"  looking  for  trouble,  according  to  their 
dispositions.  Naturally,  they  keep  their  eyes  pasted  on  the 
clock  all  day;  and  as  for  loyalty  there  is  not  the  slightest 
vestige  of  it.  Under  the  circumstances,  this  is  hardly  to  be 
wondered  at,  is  it?  As  they  are  under  nervous  tension  all 
the  time,  they  are  not  in  a  condition  to  give  their  best  ef- 
forts for  him  nor  for  themselves. 

Always  Encourage  Initiative. 

Do  you  encourage  initiative  on  the  part  of  your  em- 
ployees? Or  if  they  come  to  you  with  well-thought-out  sug- 
gestions for  the  betterment  of  some  department  of  the  busi- 
ness, do  you  turn  them  clown  flatly,  because  such  suggestions 
are  not  self-originated?  Many  an  employer  has  gradually 
become  a  slave  to  habits  of  this  kind,  who  probably  does  not 
realize  the  effect  they  have  on  others.  A  little  quiet  intro- 
spection may  save  such  a  one  from  the  pitfalls  consequent 
upon  the  continuation  of  such  a  policy — and  they  are  surely 
in  his  path. 

Public  "Call-Downs"  Unwise. 

Furthermore,  one  rule  to  tie  to  solidly  is  this :  Never 
"call  down"  an  employee  before  a  third  person,  or  before  a 
crowd.  In  the  first  place,  it  is  no  business  of  the  third 
party,  although  curiosity  usually  demands  that  he  hear  it 
out.  Again,  it  lowers  the  offending  employee  in  his  own 
estimation,  and  in  that  of  his  fellow-employees.  But,  most 
important  of  all,  it  lowers  you  personally  in  the  esteem  of 
every  employee  you  have,  as  it  is  a  bare-faced  infringement 
of  the  Golden  Rule.  You  would  not  care  to  be  the  recipient 
of  such  public  condemnation.  The  only  just  and  effective 
way  to  deal  with  a  careless  or  indifferent  employee  is  to 
discuss  his  shortcomings  with  him  personally — and  alone. 
A  quiet  talk  will  do  more  good  than  a  whole  hour  of  vitu- 
peration, and  will  preserve  your  own  self-respect — not  the 


least  important  item  to  be  considered. 

If  you  keep  your  temper  under  control,  reward  initiative 
and  enterprise  adequately,  and  be  absolutely  just  in  all  your 
relations  with  employees,  that  characteristic  longed  for  by 
every  business  man  will  be  the  result — absolute  loyalty.  In 
any  case  where  a  salesman  in  spite  of  your  well-meant 
efforts,  will  not  respond,  his  services  should  be  dispensed 
with  at  once.  Such  a  man  probably  would  not  appreciate 
Paradise  if  he  landed  there. 

Your  Attitude  Toward  the  Public. 

Looking  at  the  question  of  the  shoeman's  attitude  to- 
ward the  public,  the  first  thing  that  naturally  crops  up  is 
whether  you  regard  the  public  as  legitimate  "game,"  or 
v/hether  you  are  determined  in  service  and  merchandise  to 
carry  out  the  square  policy  in  every  way.  The  writer  knows 
a  few  shoemen  whose  whole  idea  is  to  get  the  customer's 
money,  on  the  principle  that  there  is  an  "easy  mark"  born 
every  minute,  and  as  many  of  them  should  be  roped  in  as 
possible.  Of  course,  none  of  the  "fleeced"  ever  come  back 
a  second  time,  but  by  highly  sensational  and  misleading  ads. 
the  string  of  victims  is  kept  up.  In  any  other  but  the  largest 
cities  such  a  course  means  absolute  failure  ere  long,  and  in 
the  larger  centres  the  firm  indulging  in  such  tactics  soon  be- 
comes a  by-word  and  a  reproach.  Unfortunately,  such  firms 
are  still  menacing  the  good  name  of  the  Canadian  shoe 
trade  in  places,  but  these  conditions  cannot  last.  There  is 
only  one  ultimate  end  to  all  this,  and  that  is  the  complete 
extermination  of  offending  firms.  This  will  come  in  the 
natural  order  of  things. 

Preach  and  Practise  Courtesy. 

Do  you  set  a  high  standard  of  efficiency  and  courtesy 
for  your  employees  by  example  and  precept?  Your  policy 
iu  this  regard  should  be  unswerving.  Fvery  man,  woman 
and  child  entering  your  front  door  has  an  absolute  right  to 
every  courtesy  at  the  hands  of  yourself  and  staff.  The  more 
this  fact  is  made  prominent  and  lived  up  to,  the  sooner  will 
success  crown  your  merchandizing  efforts. 

Again,  do  you  set  a  high  standard  in  all  your  merchan- 
dizing" efforts?  Or  do  you  often  substitute  an  inferior  shoe 
for  the  one  requested,  at  the  same  price,  because  the  shoe 
bears  your  own  stamp  instead  of  that  of  the  manufacturer? 
Of  course,  in  such  case,  it  is  only  your  word  you  are  per- 
juring, but  the  average  man  will  think  twice  ere  he  goes 
to  that  extreme  for  a  paltry  profit.  And  yet,  the  merchant's 
private  brand  has  led  to  more  of  this  sort  of  shady  substitu- 
tion than  almost  any  other  single  feature  in  the  shoe  trade. 
When  private  branding  is  finally  done  away  with,  if  ever, 
it  will  be  a  long  step  toward  keeping  the  average  shoeman 
out  of  temptation. 

Do  you  adhere  to  a  high  standard  in  all  your  advertis- 
ing? Or  are  you  given  to  the  "best  on  earth"  sort  of  pub- 
licity? Are  you  personally  willing  to  stand  behind  every 
offer  made  in  your  name  in  any  of  your  printed  matter  what- 
soever, whether  made  by  you  or  by  your  authorized  em- 
ployee? If  not,  the  time  is  rapidly  approaching  when  you 
will  have  to  stay  out  of  the  advertising  game. 


Western  Shoe  House  Gives  Shines  Free 

An  Enterprising  Firm  Who  Believe  in  Doing  Things  Just  Right— The  Third  Establishment  They  Have 

Opened  In  a  Hustling  City — An  Attractive  Interior. 


In  the  busy,  bustling  city  of  Saskatoon,  Sask.,  there 
are  many  aggressive  merchants,  but  it  is  doubtful  if  any  one 
of  them  can  furnish  pointers  for  the  Royal  Shoe  Store. 

The  firm  is  composed  of  Cyrus  D.  Mitchner  and  F.  R. 
MacMillan.  who  are  very  enterprising,  this  being  the  third 
store  they  opened  in  the  Western  city  (although  the  first  one 
has  now  been  sold).  They  also  take  a  great  pride  in  doing 
things  right,  and  the  appearance  of  their  stores  bears  out 
this  assertion. 

D.  T.  M.  McGeary  is  manager  of  the  new  establish- 


Part  of  the  Royal  Shoe  Store  policy  is  to  give  coupons 
absolutely  free  to  each  purchaser  of  a  pair  of  shoes  entitling 
the  holder  to  five  shines.  For  this  they  have  provided  an 
inviting  shoe-shine  stand  and  have  a  smart  young  man  in 
charge.  This  stand  is  not  visible  in  the  picture,  being  just 
inside  the  door  at  the  side.  It  is  fitted  with  three  sets  of 
brass  foot  rests  and  is  upholstered  in  leather.  It  also  has  a 
marble  tread  and  base  to  match  the  two  show  cases  which 
are  so  trimmed.  The  back  case  is  a  combination  of  show 
case  and  wrapping  case.    A  wall  case  can  be  seen  on  one 


ment.  an  interior  view  of  which  is  presented.  The  hand- 
some and  artistic  quarters  were  opened  in  March,  and  dur- 
ing the  past  three  months  a  fine  business  has  been  done.  A 
much  larger  volume  is  confidently  looked  for  during  the  com- 
ing season. 

The  one  shelf  one  box  system  prevails,  and  it  is  prov- 
ing very  satisfactory  as  well  as  a  great  time  and  labor-saver. 
The  chairs  and  all  the  fittings  are  oak,  finished  in  mission 
style.  The  seats  are  of  opera  type,  which  is  a  great  factor 
in  -aving  space,  while  appearance  and  cleanliness  arc  also 
helped.  The  floors  are  varnished.  The  runners  in  front  of 
the  chairs  are  very  sanitary  and  provide  a  nice  appearance. 


side,  in  which  is  displayed  men's  shoes.  To  balance  this 
case  a  door  is  placed  directly  opposite  it  and  is  fitted  with" 
full-sized  mirror,  which  is  very  ornamental  as  well  as  use- 
ful. Passing  through  this  door  one  enters  the  stock  room 
which  is  fitted  with  shelves  and  a  wash  basin.  The  handi- 
ness  of  this  stock-room  can  only  be  appreciated  by  those 
working  on  stock,  because  everything  is  on  the  same  floor 
and  arranged  to  correspond  with  goods  on  the  shelves. 

The  entrances  at  the  back  are  draped  with  velveteen 
curtains  to  match  the  fixtures.  The  railing  will  be  useful 
as  a  boundary  for  the  office,  but  at  present  is  only  orna- 
mental. 
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The  Editorial  View  Point 


The  Crop  Outlook. 

Crop  prospects  continue  to  manifest  the  most  encour- 
aging appearances.  Reports  from  all  quarters  indicate  con- 
ditions that  promise  a  larger  yield  than  ever  of  all  kinds  of 
farm  produce.  The  largely  increased  acreage  in  the  West 
has  been  supplemented  by  unusually  favorable  growing  con- 
ditions, and  unless  some  untoward  circumstances  should  ar- 
rive, the  harvest  ought  to  be  more  than  sufficient  to  atone 
for  any  disappointment  last  year.  Hopefulness  abounds,  and, 
although  there  is  always  more  or  less  uncertainty  until  the 
grain  Ts  safely  garnered,  and  some  have  staked  much  on  the 
?ssue,  there  is  every  reason  to  expect  that  this  season  will 
put  the  country  on  its  feet,  wiping  out  a  good  deal  of  indebt- 
edness that  has  had  to  be  carried  for  a  considerable  period. 
In  Eastern  Canada  everything  seems  to  wear  a  roseate  hue. 
Fruit,  both  small  and  large,  promises  to  be  plentiful,  if  not 
indeed  too  much  so  for  profit,  and  cereals  as  well  as  root 
crops  are  pronounced  the  best  for  some  years.  Husbandry 
ought,  this  year,  to  show  handsome  returns. 

It  Always  Happens. 

Most  people  who  go  into  real  estate  speculation  expect 
either  to  sell  again  shortly  at  a  profit  or  to  hold  for  a  sub- 
stantial rise  in   values.    Of  course,  if  they  can  hold  on 
long  enough,  as  some  manage  to  do,  they  are  likely  to 
get  back  their  money  and  a  little  more  in  the  bargain, 
but  the  general  experience  has  been  that  in  a  year  or  two 
the  "boom"  flattens  and  the  majority  are  not  able  to  stay 
with  the  game,  and  thus  the  throwing  of  vast  blocks  of  land 
on  the  market  for  taxes  or  failure  to  meet  payments  causes 
widespread  demoralization.     These  land  crazes  promoted  by 
real  estate  dealers  appear  about  every  ten  years,  and  while 
they  last,  some  who  have  sense  enough  to  get  in  and  out 
quickly,  make  enough  money  to  set  a  lot  of  fools  crazy  on 
this  method  of  acquiring  sudden  riches.    There  are  men  in 
the  insane  asylums  and  others  ekeing  out  a  precarious  and 
difficult  existence  to-day  who  indulged  in  this  game  a  decade 
or  twenty  years  ago.    The  man  who  sticks  to  business  and 
keeps  his  nose  out  of  land  speculation  may  be  considered 
"slow,"  but  he  has  the  chance  at  least  of  being  sure.  Of 
course,  when  a  man  has  money  to  invest  and  sees  a  legiti- 
mate opportunity  for  advantage,  even  in  the  way  of  "un- 
earned increment,"  it  is  good  business  to  invest,  but  the  man 
who  crowds  himself  to  follow  the  will-o'-the-wisp  of  land 
speculation  is  a  fool  and  often  worse. 


Can  Do  No  Harm. 

To  have  government  supervision  of  merger  enterprises 
will  do  no  harm  and  ought  to  result  in  much  good.  A  legiti- 
mate amalgamation  should  have  nothing  to  fear  from 
submitting  its  plans  for  inspection  and  oversight.  The 
Ontario  Legislature  made  a  move  in  the  right  direction 
when  it  subjected  mining  corporations  to  the  strictest  scrutiny 
as  to  methods  of  promotion  and  capitalization.  The  public 
Should  be  protected.  People  even  with  more  or  less  business 
acumen  and  training  are  constantly  duped  by  the  glowing 


terms  of  prospectus  or  advertisement.  The  Farmers  Bank  is 
a  striking  instance  of  how  a  few  clever  unscrupulous  manipu- 
lators can  fleece  the  public.  It  is  all  very  well  to  say  that  the 
cupidity  of  people  is  to  blame  for  their  loss  in  ventures  of 
this  sort,  but  when  government  issues  a  license  for  people  to 
trade  on  a  limited  liability  it  should  see  to  it  that  the  ways 
of  the  institution  it  thus  launches  upon  the  sea  of  commerce 
are  not  deep  and  dark  like  the  "Heathen  Chinee."  Retail 
merchants,  as  perhaps  more  immediately  affected  by  the 
merger  mania  than  any  other  class,  should  use  their  influ- 
ence with  the  local  press  and  their  federal  representatives 
to  have  a  protective  law  put  on  the  statute  books  guarding 
against  our  capitalization  especially  of  combines  or  mergers. 

Financial  Sense. 

It  would  seem  as  though  Barnum's  aphorism  were  true, 
that  the  people  like  to  be  humbugged.    In  nothing  more 
than  in  financial  matters  are  the  public  so  idiotic  as  in 
finance.    It  is  probably  because  greed  to  such  a  large  extent 
enters  into  the  general  makeup  of  humanity.    The  desire  to 
get  money  influences  everybody  to  a  greater  or  less  extent 
and  when  a  man  like  Sheldon  comes  along  with  a  proposition 
to  make  two  dollars  out  of  one,  even  judges  on  the  bench 
bite,  leaving  out  of  the  count  ministers  and  women  who  have 
no  business  with  frenzied  finance.    Some  men  were  identified 
with  the  Sheldon  episode  who  are  supposed  to  have  sense 
enough  to  sit  on  financial  boards.    The  craze  for  the  dollar 
is  the  worst  obsession  that  affects  man.    If  people  were  as 
anxious  to  get  education  or  religion  as  they  seem  to  get 
hold  of  gold  the  millennium  would  be  here  next  week.  The 
man  or  woman  who  has  sense  enough  to  stick  to  his  business 
or  calling  and  leave  finance  to  those  who  have  nothing  else 
to  do  with  their  time  and  money  will  be  doing  a  great  thing 
for  their  country  as  well  as  themselves.   The  results  of  affairs 
like  the  Farmers  Bank  or  Sheldon  are  far  more  widespread 
and  pathetic  than  they  appear. 

The  Land  Craze. 

People  seem  ready  just  now  to  sink,  not  only  their 
profits  but  an  unwarranted  share  of  their  capital,  in  land, 
prices  for  which  have  been  like  the  proverbial  flea  for 
some  period  past.  Not  only  in  the  West,  where  farmers 
are  inclined  to  put  their  returns  from  their  crops  into  land, 
while  they  are  unwilling  to  meet  their  obligations  for  imple- 
ments and  even  household  supplies,  but  in  the  older  parts 
of  the  country  the  craze  for  land  investment  seems  to  be  ab- 
sorbing thought  and  money  derived  from  more  legitimate 
channels.  The  result  is  that  prices  in  many  cases  have 
doubled  or  trebled  with  no  greater  prospect  of  a  legitimate 
return  on  the  investment  than  ever.  In  the  neighborhood 
of  Toronto,  for  instance,  not  meaning,  of  course,  suburban 
property,  but  farm  lands  twenty  miles  or  more  from  the  city, 
land  that  five  years  ago  would  have  been  regarded  as  high 
priced  at  two  hundred  dollars  an  acre  is  being  held  at  five 
hundred.  Fruit  farms  that  might  have  been  worth  five 
hundred  at  the  outside  are  held  at  a  thousand  an  acre.  At 
these  prices  they  cannot  pay  as  farms  and  in  the  end  someone 
is  bound  to  suffer. 
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Lights  and  Shadows  of  the  Road 


"You  certainly  have  to  'overcome  evil  with  good'  on 
this  road,"  remarked  the  shoe  traveler  as  the  bunch  sat  on 
the  verandah  of  the  hotel  in  the  evening,  fighting  mosquitoes 
with  their  hats  and  pipes.  "I  had  an  illustration  of  that 
a  couple  of  years  ago,  when  I  took  the  territory  I  now  cover. 
The  man  who  had  it  before  me  went  to  another  house  and 
was  covering  the  same  ground.  I  was  a  stranger,  and  he 
had  the  advantage  of  knowing  everybody,  and  of  having 
sold  most  of  them  goods  for  four  or  five  years.  Instead  of 
giving  me  a  leg-up  or  even  treating  me  half-decently,  he 
barely  nodded  as  we  met,  and  he  seemed  to  be  feverishly 
anxious  to  head  me  off,  especially  with  the  best  customers. 
This  man,  who  had  taken  the  firm's  good  money  for  years, 
now  referred  to  his  former  employees  as  four-flushers,  to 
me  as  a  greenhorn,  and  to  our  goods  as  back  numbers.  He 
didn't  seem  to  see  that  he  was  knocking  himself  all  the 
way  through.  What  was  he  but  a  greenhorn  four  years 
previously?  What  were  his  firm  and  his  goods  then  if  they 
were  four-flushers  and  back-numbers?  Of  course,  I  didn't 
feel  very  good  about  the  thing  when  I  first  heard  it,  and 
was  inclined  to  get  back  at  him,  but  I  kept  my  face  closed. 
I  did  a  little  more :  I  spoke  well  of  him  and  his  new  firm 
wherever  I  heard  this  nasty  talk.  I  may  say  I  kept  up  the 
sales  record  to  the  satisfaction  of  the  -firm  and  even  did  a 
little  better  the  first  month  I  had  the  samples.  As  for  my 
friend  the  enemy,  he  tried  to  dodge  me  and  at  railway  stations 
<;r  on  trains  pretended  not  to  see  me,  but  I  never  passed 

him  without  a  cheery  'Good  morning,  A  .'  The  thing  did 

him  harm  with  customers  and  the  boys  caught  on  and  began 
tn  nag  him  until  he  got  moved.  The  firm  he  represented 
made  a  splendid  line  of  women's  skating  boots,  and  one  day 

when  I  got  on  the  train  at  B  ,  starting  for  O  ,  I 

saw  him  in  a  seat  half-way  down  the  car  alone.  I  dropped 
into  the  one  in  front  and  turned  it  over.  He  didn't  look 
extra  pleased,  but  it  made  no  difference,  and  for  a  while  I 

had  to  do  all  the  talking.    I  asked  him  if  he  sold  H-   of 

O  ,  and  he  said  no,  that  the  old  fellow  had  a  grouch 

against  his  firm  on  account  of  some  trouble  they  had  a  few 

years  before.    I  told  him  that  I  had  been  talking  to  H  

on  my  last  trip,  who  said  he  wanted  a  certain  kind  of 
woman's  skating  boot.  'I  told  him  that  your  firm  made  the 
very  thing  he  wanted,  and  he  told  me  he  did  not  often  buy 
from  them.  I  asked  him  what  was  the  use  of  cutting  off 
his  nose  to  spite  his  face,  and  said  I  would  give  you  a  tip 
to  call  and  see  him.  He  didn't  say  yes  or  no,  so  I  took  it 
for  granted  that  if  you  called  you  could  sell  him  a  pretty 
good  hill  of  this  line,  and  perhaps  others  if  he  has  loosened 
up.  Anyway,  I'd  call.'  My  friend  looked  at  me  for  a  min- 
ute, and  then  putting  out  his  hand,  said,  impetuously:  'Say, 
you  arc  treating  me  white  after  me  treating  you  like  an 
Indian  !  I  want  to  apologize  for  my  meanness  and  hope  to 
h':  able  to  reciprocate  your  kindness  some  day.'  Since  that 
time  we've  been  the  best  of  friends  and  we  often  put  things 
in  each  other's  way.  I  don't  know  what  makes  us  all  so 
dog-mean  now  and  again  because  it  doesn't  pay,  and  I  may 
say  that  I  find  it  as  hard  as  any  to  'return  a  kiss  for  a  blow.' 


But  I  believe  that  not  only  is  a  man  the  better  man  for  it, 
but  his  business  success  is  surer." 

"Pshaw!"  said  the  furniture  man.  "I  don't  believe  this 
'golden-rule'  business  can  be  worked  in  our  line.  I  think  if 
you'd  stopped  and  licked  that  chump  the  first  time  you  met 
him  it  would  have  done  him  good  and  given  you  a  better 
stand-in  with  everybody.  I  had  a  fellow  who  went  around 
my  territory  calling  me  a  Dutchman,  and  my  samples  cord- 
wood  freaks,  and  the  first  time  I  ran  against  him  I  laid 
down  my  photograph  case  and  gave  him  the  choice  of 
apologizing  or  making  good  behind  a  box-car  that  stood  on 
the  siding.  He  crawled  under  the  barn  and  shortly  after 
left  the  territory  so  that  I  have  now  what  trade  he  managed 
to  pick  up  on  the  territory  as  well  as  my  own." 

"Yes,  Max,"  said  the  grocery  man,  "but  you'll  find 
you're  not  as  far  ahead  as  you  think.  That  fellow  has  some 
friends  who  no  doubt  say  you  drove  him  off  the  ground,  and 
fact  that  a  big  rustler  like  you  wanted  to  punch  a  little  runt 
that  didn't  weigh  perhaps  more  than  a  hundred  and  thirty, 
will  always  stick  even  with  those  who  are  not  interested  one 
way  or  the  other." 

"What  do  you  know  about  it?"  growled  the  furniture 
man.    "Somebody's  been  loading  you." 

"Oh,  I've  heard  enough  about  it  to  know  that  you  would 
have  done  better  to  have  left  the  little  chap  alone.  I  don't 
think  he  left  your  territory  before  his  story  got  around, 
and  from  what  he  says  you  didn't  get  the  apology  and  the 
box  car  didn't  see  any  blood  let.  Anyway,  I  heard  from 
another  furniture  man  there  are  two  sides  to  the  story, 
which  proves  what  our  shoe  friend  was  saying,  that  there 
is  no  advantage  in  the  big  stick  after  all." 

Seeing  the  storm  signals  up  the  dry  goods  man  put  in 
quietly:  "Boys,  I  think  there  is  sense  in  Max's  theory  as 
well  as  Joe's,  but  it  all  depends  on  circumstances.  The  man 
who  wrote :  'Be  not  overcome  of  evil,  but  overcome  evil 
with  good,'  knew  how  to  put  up  a  good  fight  when  it  was 
necessary.  It  is  not  the  coward  who  overcomes  evil  with 
good  because  it  often  takes  more  sand  to  turn  the  check 
than  to  smite  the  blow.  Once  in  a  long  while  you  can  do  a 
man  good  by  administering  a  good  licking  and  there  are 
some  men  to  whom  a  licking  means  more  than  a  caress.  Just 
the  same  in  business,  ninety-nine  times  out  of  a  hundred  it 
pays  to  leave  the  other  fellow  alone  or  even  to  heap  coals 
of  fire  on  his  head  by  returning  kindness  for  meanness.  All 
of  us  will  agree  at  least  that  it  never  pays,  taking  even  policy 
as  a  standard,  to  run  down  a  competitor.  Human  nature  is 
queer.  Sympathy  goes  to  the  under  dog,  no  matter  how  the 
quarrel  starts." 

Here  the  party  adjourned  to  witness  the  baseball  match 
between  the  village  nine  and  the  travelers. 


A  little  boy  who  was  very  much  puzzled  over  the  theory 
of  evolution,  questioned  his  mother  thus: 

"Mamma,  am  I  descended  from  a  monkey?" 

"I  don't  know,"  the  mother  replied.  "I  never  knew  any 
of  your  father's  people." 
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Building  Up  a  Trade  in  the  Suburbs 

How  a  Small  Retailer  Is  Holding  His  Own  Against  the  Big  City  Stores-It  Is  the  Constant  Recurring 
Patronage  That  Counts— Never  Misrepresent  Shoe  Values. 


When  A.  B.  Cudmore,  954  Gerrard  street  East,  Toronto, 
went  into  the  shoe  business  a  few  months  ago  he  remarked 
to  a  traveler  that  he  believed  he  could  do  so  many  thousand 
dollars  in  business  the  first  year.  His  optimism  was  almost 
ridiculed  and  he  was  told  that  he  had  set  a  pretty  high 
standard  for  a  section  which  is  largely  of  a  residential  nature 
and  less  than  twenty  minutes  car  ride  from  Yonge  street. 

Mr.  Cudmore  was  not  afraid  to  tackle  the  problem  and 
at  it  he  went.  He  has  now  been  in  business  several  months 
and  is  more  than  keeping  up  the  record  which  he  set  out  to 
maintain.  His  store  is  bright  and  clean,  his  windows  are 
attractively  dressed,  his  goods  nicely  arranged  and  his  stock 
compact  and  well  selected.  He  is  managing  to  turn  it  over 
at  the  rate  of  three  times  a  year  and  his  trade  is  branching 
out  in  every  direction. 

He  Has  His  Own  Ideas. 

Mr.  Cudmore  does  a  strictly  cash  business  and,  when 
requested  for  credit,  tells  the  caller  frankly  that  he  has  no 
charge  accounts,  that  he  sells  for  spot  cash,  and,  if  he  had  to 
do  a  credit  business,  he  would  be  compelled  to  ask  from 
twenty-five  to  seventy-five  cents  more  per  pair  for  shoes  to 
cover  losses,  the  expense  of  bookkeeping,  collection,  etc. 


"I  have  my  own  ideas  about  running  a  shoe  store  and 
I  am  trying  to  give  effect  to  them,"  he  remarked.  "I  do 
considerable  advertising  by  circulars  and  also  by  allowing 
five  per  cent,  in  trade  by  means  of  cash  register  tickets, 
which  are  redeemable  for  goods.  With  the  aid  of  the  cash 
register  each  customer  gets  a  receipt  and  on  the  slip  is  print- 
ed—'$5  in  these  cash  checks  entitle  you  to  25c.  worth  of 
anything  in  the  store  Free.  This  is  good  for  five  per  cent, 
face  value  any  time  here.' 

"Fully  forty  per  cent,  of  my  patrons  keep  these  tickets 
and  this  helps  to  hold  my  custom.  Suppose  that  I  sell  a 
five-dollar  pair  of  shoes,  the  ticket  takes  a  bottle  of  polish 
or  anything  else  in  the  findings  line  or,  when  a  number  of 
these  tickets  are  kept,  a  customer  often  gets  a  pair  of  slippers, 
a  pair  of  shoes  for  a  child,  etc.  That  cash  register  has  proved 
a  good  investment." 

Mr.  Cudmore  runs  a  repair  department.  It  pays  for 
itself  and  his  man  frequently  helps  sell  in  the  store  when  the 
proprietor  is  out  or  when  there  is  a  rush  on. 

Not  Bothered  with  Delivery. 

"No!  I  am  not  bothered  with  having  to  deliver  parcels— 
at  least  not  very  often,"  he  added.    "Of  course,  if  I  kept  a 


An  attractive  Coronation  window  of  A.  E.  Cudmore,  954  Gerrard  Street  East,  Toronto. 
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THE  SHOE  AND  LEATHER  JOURNAL 


boy  I  would  be  expected  to  do  a  great  deal  more  in  this  line. 
If  you  have  to  send  out  for  shoes  that  require  repairing  and 
then  deliver  them,  your  profit  is  all  gone  and  in  some  cases, 
the  expense  of  sending  and  delivering  is  as  much  as  the  job 
will  amount  to.  I  will  give  you  an  example.  A  lady,  who 
lives  several  blocks  from  here  called  in  the  other  day  and 
said  that  she  wanted  the  heels  built  up  on  a  pair  of  shoes. 
She  asked  that  I  send  my  boy.  I  told  her  that  I  did  not  keep 
a  boy  and  she  then  said  that  she  would  forward  them  by  her 
own  son  and  have  him  call  for  them  when  done.  Now  that 
job  amounted  to  twenty  cents.  Had  I  despatched  a  boy 
for  the  footwear  and  then  delivered  it,  I  would  have  been 
out  the  entire  sum  received  for  the  work.  A  customer  will 
call  in  now  and  then  and  say  that  there  is  a  hole  in  the  sole 
of  a  shoe  and  only  a  patch  is  required.  If  this  person  brings 
in  the  shoe  I  soon  convince  him  or  her  that  a  patch  would 
be  uncomfortable  and  uneven  and  as  wobbly  as  a  chair  on 
three  legs.  I  induce  the  caller  to  have  a  new  sole  put  on  and 
then  tactfully  impress  the  necessity  of  having  the  heels 


A.  E.  Cudmore. 


built  up  at  the  same  time.  I  thus  get  from  sixty  cents  to 
one  dollar  for  a  repair  job  which,  if  I  did  not  come  into  direct 
personal  contact  with  customers,  they  would  expect  to  have 
done  for  a  quarter  at  the  most." 

Tell  the  Truth  at  All  Times. 

Mr.  Cudmore,  who  has  been  in  the  shoe  business  in  vari- 
ous capacities  all  his  lijPe,  is  an  expert  card  writer  and  labels 
all  his  shoes  in  the  window  with  attractive  price  tickets. 
He  believes  when  having  a  sale  that  all  the  bargains  offered 
should  be  genuine.  Last  February  he  reduced  all  slow  sell- 
ing goods  to  practically  cost  and  then  secured  a  line  of  samples 
which  he  placed  in  the  window,  featuring  the  regular  price 
and  naming  the  reduced  figure.  The  sale  was  a  great  success 
and  all  odds  and  ends  were  cleared  out.  When  the  sale 
was  over  a  couple  of  shelves  would  have  held  all  the  slow 
selling  stuff. 

"Tell  the  truth  about  what  you  offer,"  declared  Mr. 
Cudmore.  "  I  was  walking  along  the  street  the  other  day  and 
picked  up  a  dodger  of  a  dealer  in  which  he  made  a  great  hur- 
rah about  offering  goods  that  retailed  regularly  at  four  dol- 
lars, four-fifty  and  five  dollars  for  one  ninety-five.  I  thought 
the  reduction  pretty  decisive  and  I  walked  by  the  window 
of  the  place.     There  were  several  lines  which,  in  the  first 


place,  had  never  cost  that  retailer  a  cent  more  than  one 
ninety-five.  Now  the  public  will  not  stand  humbugging  and, 
unless  you  back  up  all  your  announcements  with  goods  to 
the  value  represented,  you  destroy  the  confidence  of  your 
patrons  and  drive  business  away.  It  pays  to  be  strictly 
honest  in  leather  representations  and  I  attribute  a  large  meas- 
ure of  my  success  to  the  fact  that  I  never  exaggerate  values 
and  tell  the  truth  regarding  what  I  have  to  offer.  It  is  on 
the  constant,  recurring  patronage  that  a  suburban  dealer 
must  depend  and,  unless  he  can  command  the  respect  and 
trust  of  those  in  his  section,  he  will  sooner  or  later  have  to 
close  his  doors." 

Fit  All  Callers  Properly. 

Mr.  Cudmore  believes  in  fitting  all  customers  properly 
and  using  every  effort  to  please.  A  satisfied  customer  will 
frequently  tell  his  or  her  friends  about  what  a  pleasure  it 
is  to  shop  at  his  place  and  a  good  word  spoken  among  neigh- 
bors goes  a  long  way  in  predisposing  others  to  buy  their 
shoes  in  the  vicinity  of  where  they  dwell  instead  of  going 
down  street  to  the  big  city  stores.  There  is  no  reason  why 
prices  and  quality  will  not  compare  just  as  favorably  in  a 
small  establishment  when  the  stock  is  supervised,  the  proper 
goods  kept  and  the  shelves  not  laden  with  unsaleable  and  out- 
of-date  footwear. 

Mr.  Cudmore  features  his  findings  department  and  has 
a  neat  show  case  on  the  wall  at  the  entrance  where  he  dis- 
plays laces,  polish,  foot  easers,  bunion  protectors,  brushes, 
and  other  requisites  to  good  advantage.  Mr.  Cudmore 
changes  his  window  trim  frequently  and  is  demonstrating 
that  a  shoeman  can  do  business  on  a  suburban  street,  turn 
over  his  stock  three  times  a  year  and  make  a  good  profit  on 
it  by  close  attention  co  details,  polite  service,  effective  win- 
dow displays,  giving  honest  values  and  not  allowing  the 
shelves  to  fill  up  with  junk  that  nobody  wants. 


THE  LASTING-ROOM  FOREMAN. 

Of  all  the  rooms  in  the  modern  shoe  factory,  none 
has  any  greater  perplexities  than  are  daily  found  in  the 
average  lasting  room,  and  the  extremely  high  toes  on  men's 
lasts  at  present  have  added  many  difficulties  for  the  fore- 
man of  this  department  to  solve. 

There  is  no  room  where  the  defects  of  the  shoe  factory 
equipment  are  so  keenly  felt  as  here;  it  is  the  first  testing- 
place  of  workmanship  and  material.  If  the  innersoles  are 
not  right  it  means  confusion;  if  counters  do  not  fit,  the  matter 
must  be  threshed  out  here;  if  the  box  toes  are  poor,  they 
show  up  first  in  this  room,  and  the  shellac  must  be  closely 
watched  to  see  that  an  inferior  lot  does  not  get  into  the  shoes, 
causing  no  end  of  trouble.  But  the  greatest  trouble,  of 
course,  is  uppers  that  do  not  fit  the  lasts,  tips  too  short  or 
too  long,  and,  if  the  foreman  cannot  get  his  day's  work  out 
on  time,  keep  the  number  of  cripples  down,  and  also  keep 
well  within  the  cost  allowance,  he  is  "not  a  success."  The 
ignorance  of  the  superintendent  regarding  such  things  may 
be  heaped  upon  him,  but  he  must  not  rebel,  or  another  will 
be  given  his  place,  and  he  will  be  shown  the  exit  for  working 
too  strenuously  in  the  interest  of  the  firm. 

If  you  wish  to  construct  a  good  house,  see  that  your 
foundation  is  right,  and  if  you  wish  to  have  well-lasted 
shoes  don't  begin  in  the  lasting-room:  begin  in  the  cutting 
and  stitching  rooms.  See  that  the  patterns  are  right,  and 
that  the  proper  seams  and  laps  are  taken;  and,  if  every- 
thing comes  as  it  should  to  the  lasting  room,  there  will  be 
good  chances  of  its  leaving  that  department  in  good  shape. 
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Pertinent  Comment  on  Shoe  Ads. 

Showing  How  a  Few  Changes,  Often  of  a  Minor  Nature,  Vastly  Improve  an  Ad.-Strong, 
Specific  Copy  not  Enough  in  Evidence-The  Value  of  White  Space  in  Display. 


f  The  Roberts  &  Van  Lane 
Shoe  Go. 


A  Big  Shoe 


may  .be  seen  all  this  week 
at  our  establishment.  Aad 
thenars  all  new  spring 
goods,  too— new  ideas  in 
Footwear  that  are  sure  to 
make  quick  purchasers  of 
th-se  who  like  to  dress 
tbeir  feet  neatly  and  com- 
fortably. We  have  Oxford 
Ties  that  are  exceedingly 
handsome,  built  on  up-to- 
date  lasts,  and  most  grace- 
(ul  form,  Sizea  to  suit  all 
shapes  of  feet.  The  prices 
are  extremely  modest  con- 
sidering the  high  qualities. 
See  Larger  Ad.  oa  Fri- 
day tor  Specials 

The  Roberts  &Van  Lane 
Shoe  Go. 

"The  Firm  of  Repute" 
BRANTFORD  AND  PARIS. 


The  Roberts  and  Van  Lane  Shoe  Co's  ad,  is  not  only 
attractive,  but  also  strong.  It  is 
easier  in  these  days  of  good  cut 
service  to  get  an  attractive-looking 
ad.  than  it  is  to  secure  really  strong 
copy.  The  writer  of  this  ad.  has  not 
sinned  in  this  respect.  The  copy  is 
of  a  general  nature,  yet  it  brings  out 
clearly  the  various  selling  points  of 
the  Oxfords  on  display.  The  notation 
below  the  copy  directs  the  reader 
to  the  following  Friday  ad.  for  spe- 
cific details.  Without  this  note  the 
fifchlriV  ad-  woul(i  have  been  rather  point- 

b     J  less.    As  it  is,  it  is  one  of  a  series  that 

is  sure  to  sell  plenty  of  Oxfords  for 
the  firm. 

No  small  degree  of  the  effective- 
ness of  this  ad.  is  due  to  the  liberal 
use  of  white  space.  The  copy  is 
set  in  narrow  measure  with  a  wide 
margin  between  it  and  the  border 
The  three-point  rule  border  is  just 
the  right  size  to  be  in  proportion,  and 
the  heading  tells  its  story  forcefully. 
The  top  portion  of  the  ad.  is  open  to 
criticism,  however.  It  looks  discon- 
nected. The  cut  does  not  show  off 
the  shoe  to  good  advantage,  the  man 
is  unnecessary,  and  there  is  no  need 
for  the  firm  name  and  border  at  the  top.  A  really  good  stock 
cut  of  an  Oxford  shoe  could  have  been  secured  that  would 
just  about  fill  the  space  above  the  headline,  and  show  off  the 
Oxford  effectively. 

G.  A  Meloney's  ad.  is  very  clean-cut  in  appearance,  but 
savors  too  much  of  the  standing  announcement  style.  The 

space  given  to  general  talk 
about  store  policy  would,  in 
this  instance,  be  more  effect- 
ively devoted  to  specific  details 
about  the  Oxfords  and  Bals. 
mentioned.  Reserve  a  special 
ad.  for  a  talk  with  the  public 
on  store  policy,  and  make  it 
convincing.  The  heading  is 
misleading.  We  question 
whether  the  goods  would  be 
sensational,  and  they  need  not 
A  d.c.  4-in.  Sydney  ad.,  which  be.  Sensations  are  played  out, 
more  specific  copy  would  woriceci  to  death.  Again  do  we 
improve.  comment  on  the  ugly  black  rules 

between  the  copy  and  the  rest  of  the  ad.  The  line 
"Meloney  Has  It"  serves  no  necessary  purpose,  and  could 
be  left  out. 

Rae,  the  shoeman,  is  evidently  a  strong  believer  in  good 
shoe  advertising,  and  plenty  of  it.  When  a  merchant  uses 
7  K -inch,  3-column  space  in  a  prominent  Vancouver  daily 
for  an  ad.  of  the  announcement   style,   he  shows  that  he 


has  found  that  advertising  pays,  or  he  would  not  spend  the 
amount  necessary  to  secure  the  space. 

This  ad.  is  very  attractive.  The  cut  goes  a  long  way 
toward  securing  this  attractiveness.  The  lady's  airy  cos- 
tume harmonizes  with  the  pumps  she  is  wearing,  and  the 
background  with  her  general  appearance.  It  always  makes 
an  ad  "pull"  better  to  show  the  article  advertised  m  use. 
It  takes  away  the  dead,  set  look,  and  lends  human  interest 
to  the  subject.  Of  course,  it  is  not  safe  to  infer  that  so  much 
space  should  be  given  to  the  illustration  in  every  ad.  This 
would  be  a  grave  mistake.    But  in  an  introductory  or  general 


An  8-in.  s.c.  Brantford 
ad.,  well- written  and 
displayed. 


A  BIG  SENSATION 
IN  FOOTWEAR 

MEL.OPHEY  MAS  IT. 


Men*  Tan,  Potent,  Buttoned  Oxfords  $5,00 

"    •  ••       "    Blucher  Bajs  $5.50 

"       "  Buttoned  Oxford,  Swede  Upj*r. ,  SS.OQ 

The  above  line;  ure  the  newest  in  "SHOE  DOM' 
And  the  RUSH  is  now  on. 
We  Lave  oil  kinds  of  SHOES  for  oil  kinds  of  PEO- 
PLE in  ull  kindtt  or  WEATHER. 

We  Imvc  had ,  wc  have  r  nd  wo  always  \vi\\  hnve  the 
very  beat  (hut  Canadian  Stt   manufacturers  cun  give  ua, 
Our  aim  is  to  sjii^fy  our  e clonic rs;  when  un  do  that, 
WS  nro  satislicd 

O.  A.  MELONEY 

Wholesale  and  Retail  -  -  North  Sydney 
[WW  Mill  Iff   »  ■'»■ 


A  7K-in-  three-column  Vancouver  ad.,  general  in  style, 
but  very  artistic. 

announcement  ad.  of  this  nature  it  is  decidedly  good  policy. 
The  cut  of  the  pump  is  good  and  well-placed.  The  copy 
merely  calls  attention  to  the  prevailing  "rage"  for  pumps, 
and  that  this  firm  can  satisfy  every  demand  in  this  line. 
To  be  most  effective,  such  an  ad.  should  be  followed  up  with 
a  series  of  ads.  giving  specific  details  about  the  different 
lines  of  pumps  carried.    Prices  should  be  given  m  every  case. 


It  is  what  you  know  how  to  do  that  will  build  up  your 
business.    It  is  what  you  do  do. 


You  need  to  advance  the  retail  prices  of  your  stock 
with  the  market  in  order  to  make  up  for  the  times  when  you 
have  to  reduce  them  the  same  way. 


Don't  be  satisfied  with  knowing  just  enough  to  carry 
you  through.  Get  more  than  a  mere  sufficiency,  or  you 
will  run  short  at  the  end. 
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A  FEW  FINE 
STYLES  OF 
CANADIAN  SHOES 


'  Aviation  "  Boot.  Fine  Felt,  Rubber 
Sole  and  Heel.  By  J.  &  T.  Bell. 


ILLUSTRATIONS  ON  THIS 
AND  PRECEDING  PAGE 
PRODUCED  BY  ART  DE- 
PARTMENT OF  SHOE  AND 
LEATHER  JOURNAL. 


Tan  Calf,  Button,  Swing  Last. 
Knob  Toe. 
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The  Branded  Shoe  Pays  the  Best 

Private  Names  Encourage  Substitution  and  Force  the  Average  Retailer  to  Compete  Against  Himself 
— Some  Effects  on  the  Dealer  and  also  the  Consumer. 


There  have  appeared  in  the  last  two  numbers  of  the 
Shoe  and  Leather  Journal  two  instructive  articles — from 
the  large  retailers'  and  also  the  manufacturers'  standpoint 
— on  the  question  of  branded  footwear. 

A  number  of  sellers  and  also  makers  of  high  grade  shoes 
in  Canada  have  advanced  arguments  for  and  against  the 
private  brand,  while  the  attitude  of  others  was  not  decisive, 
and,  in  some  instances,  indifferent. 

The  private  brand  problem  has  of  late  been  receiving 
considerable  attention  in  various  publications  across  the 
line,  while  several  have  spoken  of  the  need  for  an  educational 
campaign  against  private  branded  and  not-branded  mer- 
chandise. They  are  urging  advertising  agencies  to  take  up 
this  matter  and  fight  for  the  elimination  of  shoes  and  other 
goods  disposed  of  under  a  personal  name  or  title.  In  a 
recent  issue  of  "Printers'  Ink,"  which  is  an  authority  of  in- 
ternational reputation,  the  topic  is  dwelt  upon  at  some  length 
and  in  divers  aspects,  by  Roy  B.  Simpson.  He  makes 
some  interesting  observations  regarding  the  merchandizing 
of  factory  branded  vs.  privately  branded  footwear,  and  says 
in  part: — 

There  Are  Three  Plans. 

Generally  speaking,  there  are  but  three  plans  for  manu- 
facturing and  distributing  the  finished  product.  Briefly 
stated  they  are  as  follows: — 

Manufacturing  and  selling  the  entire  output  through 
several  jobbers  or  a  large  number  of  retailers.  Each  jobber 
or  retailer  has  the  goods  made  according  to  his  own  specifi- 
cations and  each  has  his  own  trade  mark  placed  on  the  goods. 
The  manufacturer  does  not  advertise. 

In  this  class  is  the  manufacturer  who  advertises  his 
best  grade  of  goods  and  maintains  a  selling  organization, 
yet  manufactures  the  same  kind  of  goods  for  jobbers  and 
retailers  to  sell  under  their  private  brands. 

The  making  and  selling  of  merchandise  exclusively 
under  the  manufacturer's  own  brands.  This  is  the  most 
approved  plan  because  it  insures  uniform  quality  to  the 
consumer,  promotes  rapid  growth  of  the  business,  increases 
and  extends  its  good  will  and  reputation  and  pays  the  largest 
dividends  to  its  stockholders. 

Change  Their  Methods. 

Substitution  is  as  rampant  to-day  as  it  ever  was,  and  the 
rank  and  file  of  intelligent  consumers  know  it  is  a  bad  thing 
for  them.  They  want  it  stopped,  but  no  solution  of  the  prob- 
lem can  be  reached  until  the  manufacturers  themselves  can 
be  persuaded  to  change  their  methods. 

Many  who  are  manufacturers  but  not  distributors  will 
resent  any  suggestion  to  revise  their  plan,  because  they  are 
slaves  to  tradition.  They  have  deceived  themselves  into 
believing  that  their  plan  is  best.  But  the  change  of  plan  will 
come.  The  revolution  will  be  accomplished  by  the  consist- 
ent and  persistent  educational  work  of  advertising  men. 

In  the  Eastern  states  are  found  the  largest  number  of 
manufacturers  operating  under  the  plan  first  named.  Here 
are  scores  of  shoe  factories,  cotton  mills  and  other  institu- 
ions  whose  output  is  taken  by  jobbers  and  large  retailers. 


Some  of  these  concerns  have  been  operating  twenty-five 
or  fifty  years  or  longer  under  this  same  plan.  They  have 
been  slow  of  growth  and  many  are  unknown  outside  of  trade 
circles.  As  an  example  of  how  this  plan  works  out  for  the 
manufacturer — the  dealer — and  the  consumer,  the  three  big 
interests  affected,  let  us  take  shoes  and  analyze  a  single  ac- 
count. 

Analyze  Case  of  Shoes. 

The  shoe  dealer  goes  to  the  maker  and  orders  goods 
amounting  to,  say  $10,000,  to  be  sold  during  a  single  season. 
The  dealer  buys  at  a  close  figure  and  has  his  own  name 
placed  in  each  shoe.  This  is  a  good  order.  The  manufac- 
turer is  pleased  because  his  selling  expense  has  been  very 
slight  and  he  figures  a  profit  of  ten  to  fifteen  per  cent. 

But  it  must  be  remembered  that  there  are  probably  a 
thousand  other  dealers,  many  of  them  specifying  different 
styles  and  materials.  This  requires  an  extra  investment  in 
lasts  and  material,  and  results  in  a  loss  of  time  in  setting 
and  readjusting  machinery,  all  of  which  adds  to  the  manu- 
facturing cost  and  reduces  profits.  Yet  the  manufacturer 
must  get  his  prices  down  to  a  basis  that  will  enable  the  re- 
tailer to  buy  his  shoes  for  less  than  he  pays  for  the  well- 
known  advertised  brands.  This  is  necessary  because  the  bur- 
den of  advertising  falls  on  the  retailer. 

Backed  Up  by  a  Guarantee. 

To  be  specific,  let  us  go  back  to  the  dealer  with  the  $10,000 
stock.  You  may  ask  for  a  pair  of  shoes  of  a  widely  adver- 
tised make,  and  if  the  dealer  handles  the  line  he  will  show 
you  what  you  want.  The  first  try-on  may  not  be  a  perfect 
fit,  but  wait — the  salesman  then  brings  out  several  other 
pairs  of  shoes  of  different  styles,  all  bearing  the  firm's  name. 
You  then  get  a  perfect  fit,  the  salesman  impresses  you  with 
the  value  of  "our  guarantee,"  and  you  may  buy  the  shoes. 
But  if  you  remember  that  the  advertised  shoes  which  you  call- 
ed for  are  backed  by  the  still  stronger  guarantee  of  a  well- 
known  manufacturer  whose  reputation  is  worth  many  times 
more  than  the  dealer's  you  will  insist  on  having  what  you 
came  for.  The  salesman  will  then  see  that  you  are  satisfied 
as  to  style  and  fit. 

Many  retailers  carry  advertised  brands  only  because 
they  are  forced  to  do  so  by  the  demand  created  by  the  manu- 
facturer's advertising.  But  they  honestly  believe  their 
own  line  is  equal  in  quality  and  when  possible  they  will  sub- 
stitute their  own  goods. 

Where  Does  User  Come  In? 

Where  does  the  user  come  in?  He  knows  only  the  dealer 
in  this  transaction,  and  has  only  the  dealer's  word  that  the 
shoes  are  as  good  as  some  well-known  make.  The  customer 
may  be  satisfied  with  the  substitute  shoes.  In  fact,  he  may 
buy  again  and  again,  and  in  this  way  a  trade  is  built  up 
on  the  dealer's  own  brand. 

After  a  time  the  dealer  begins  to  figure  how  he  can  buy 
his  shoes  at  a  still  lower  price.  If  the  manufacturer  will  not 
quote  a  lower  price  the  dealer  transfers  his  account  to  some 
other  manufacturer.  Or  perhaps,  by  this  time  the  dealer  has 
taken  advantage  of  some  slight  variation  in  the  specifications 
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to  force  the  manufacturer  to  make  a  concession  in  price. 
The  manufacturer  then  makes  good  this  loss  by  substituting 
cheaper  material  on  subsequent  orders.  Thus  the  customer 
is  the  loser  because  of  inferior  quality,  and  the  dealer's  repu- 
tation gets  a  severe  jolt. 

It  is  often  the  case  that  the  retailer  fools  himself  with  the 
argument  that  his  own  line  yields  him  a  larger  net  profit 
than  the  widely  advertised  makes.  He  sees  only  the  profit 
on  paper.  He  fails  to  consider  the  advertising  and  the  greater 
expense  in  time  required  to  convert  a  customer  to  take  his 
own  goods  instead  of  the  brand  requested. 

Something  "Just  as  Good." 

If  a  retail  store  has  200  prospective  customers  per  day 
and  an  average  of  ten  minutes  is  spent  on  each  customer  to 
sell  him  something  "just  as  good"  the  wasted  time  amounts 
to  2,000  minutes,  or  the  full  time  of  four  extra  salesmen. 
Deduct  the  cost  of  these  extra  men  from  the  gross  profit  on 
sales  of  private  brands — even  if  substitution  can  be  effected 
in  each  case — and  the  net  profit  on  the  day's  sales  will  not 
seem  so  large. 

This  plan  is  wrong.  It  is  not  in  keeping  with  our  modern 
system  of  manufacturing,  advertising  and  merchandizing. 
The  manufacturer  can  not  turn  his  capital  as  often  as  does 
the  concern  making  and  selling  its  own  product,  therefore 
the  expansion  of  the  business  is  slow.  The  retailer  has  no 
assurance  that  the  quality  of  the  product  will  be  uniform 
at  all  times.  Both  manufacturer  and  retailer  stand  to  lose 
eventually,  but  the  chief  loser  in  the  long  run  is  the  consumer. 

The  consumer  who  permits  his  dealer  to  sell  him  some- 
thing "just  as  good"  will  either  lose  faith  in  the  dealer  be- 
cause of  the  inferior  quality  of  the  substitute  and  transfer 
his  account  to  some  other  store,  or  he  may  conclude  that  his 
favorite  brand  is  not  as  good  as  it  once  was  and  change  brands. 
This  is  competition  of  the  most  ruinous  sort. 

Some  of  the  large  manufacturing  concerns  have  solved 
this  problem  by  refusing  all  private  brand  business.  At  the 
outset  this  remedy  seemed  severe  because  the  move  involved 
the  loss  of  some  big  accounts.  However,  the  evolution  was 
gradual  and  is  being  accepted  by  jobbers  and  retailers  alike 
as  the  logical  selling  plan. 

Their  Own  Selling  Force. 

Most  of  the  manufacturing  enterprises  established  dur- 
ing the  last  ten  or  fifteen  years  operate  under  the  third 
plan  referred  to  in  the  beginning  of  this  article.  They  do 
more  or  less  advertising  and  maintain  their  own  selling  organi- 
zations. Some  of  them  refuse  to  sell  through  jobbers,  placing 
their  entire  output  through  retail  dealers  or  local  agents. 

The  most  rapid  growth  in  manufacture  is  found  among 
institutions  of  this  class.  They  have  accomplished  more  in 
ten  years  than  some  of  the  private  brand  manufacturers 
have  in  twenty.  They  make  their  great  gains  in  sales  and 
pay  large  d  vidends  by  making  only  goods  of  uniform  quality 
and  advertising  them  direct  to  the  consumer.  The  greatest 
returns  are  realized  by  recognizing  only  one  middleman 
the  retailer. 

Recognizing  Shoe  Retailer. 

To  show  how  this  plan  makes  a  business  grow  let  us 
quote  the  remarks  of  the  president  of  a  Western  shoe  manu- 
facturing concern— the  largest  in  existence.  Starting  barely 
ten  years  ago  with  one  small  factory  it  now  operates  twelve 
large  manufacturing  plants  and  gives  employment  to  over 
5,000  people.  Its  product  is  sold  direct  from  factory  to 
35,000  retail  dealers. 

In  touching  upon  the  question  of  private  brands  the 


president  of  this  corporation  declared  most  emphatically 
that  they  never  had  and  never  would  make  a  pair  of  shoes 
to  be  sold  under  any  other  than  their  own  trade  mark. 
Continuing  he  said: 

"Our  policy  is  to  make  money  for  our  stockholders — 
of  whom  we  have  several  hundred — and  build  up  a  substan- 
tial and  permanent  business.  But  before  we  can  do  this  we 
must  make  good  shoes.  All  our  shoes  are  made  of  genuine 
leather  and  sold  to  the  retailer  at  a  price  that  will  leave  him 
a  satisfactory  profit  when  the  shoes  are  resold  to  the  wearer. 

"We  use  the  most  modern  machinery  and  employ  the 
best-known  methods  in  every  department.  We  sell  only  to 
retailers  and  we  give  them  personal  service  such  as  can  be 
matched  by  few  concerns  in  this  or  any  other  line. 

"A  few  years  ago  we  were  besieged  by  requests  from 
our  larger  dealers  to  change  our  styles  and  put  their  names 
in  our  shoes.  Some  wanted  an  extra  lift  or  two  on  the  heels; 
others  wanted  shorter  or  longer  vamps,  and  others  wanted 
slight  changes  in  the  lasts.  Any  of  these  changes  would 
have  required  us  to  make  the  whole  shoe  to  order,  and  this 
would  increase  the  cost." 

Reputation  Back  of  Every  Pair. 

"It  has  been  our  aim  from  the  beginning  to  make  every 
pair  of  shoes  add  to  our  reputation,  just  as  much  as  the  shoes 
cost,  so  we  decided  not  to  jeopardize  our  future  by  changing 
our  styles  and  selling  the  goods  under  private  brands.  We 
convinced  the  trade  that  we  were  designers  and  style  experts. 
We  knew  better  than  they  what  styles  would  be  worn  each 
season,  and  more  important  still  we  knew  it  would  be  ruinous 
to  supplant  our  own  brands  with  private  brands. 

"As  a  result  of  this  policy  we  seldom  have  calls  for 
private  marks  on  our  shoes  and  our  business  has  increased 
over  a  million  dollars  each  year  since  we  started  in  business." 

Private  brands  must  go — the  sooner  the  better  for  manu- 
facturer, dealer  and  consumer.  Both  the  manufacturer  and 
dealer  has  read  the  handwriting  on  the  wall.  Many  retailers 
are  discussing  private  brands  and  are  handling  only  adver- 
tised goods.  They  now  appreciate  the  cumulative  value 
of  the  national  advertising  campaign.  One  of  the  largest 
retail  shoemakers  in  the  United  States  remarked  recently: 

Twice  as  Many  Clerks. 

"If  I  should  throw  out  the  advertised  brands  and  handle 
only  the  private  or  non-branded  goods  I  would  need  twice 
as  many  clerks  to  serve  the  same  number  of  customers." 

Advertising  reduces  selling  expenses,  increases  consump- 
tion and  keeps  retail  prices  down.  The  greatest  handicap 
of  the  national  advertiser  is  substitution.  Abolish  private 
brands  and  you  will  solve  the  problem  of  substitution. 
Then  advertising  will  sell  still  more  goods,  and  by  the  more 
frequent  turnover  of  invested  capital  larger  profits  will 
accrue  for  both  the  manufacturer  and  retailer. 


"We  are  pleased  with  the  twice-a-month  edition  and  to 
witness  the  constant  improvement  in  the  Shoe  and  Leather 
Journal." — F.  R.  Olmsted,  Bismarck,  Ont. 

*    *  * 

"I  obtain  a  great  many  pointers  in  reading  your  pub- 
lication, and  am  certainly  much  pleased  with  it.  I  look 
forward  to  its  coming  every  two  weeks  with  interest,  and 
peruse  its  pages  with  profit."  —  F.  C.  Sheppard,  Smith's 
Falls,  Ont. 
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Newspaper  Cut 
Service  for  Dealers 

Second  Display  of  Shoe 
Cuts  and  "Ad."  Borders 

Price  of  borders,  same  size  as  illustrated,  75 
cents  each. 

Price  of  shoe  cuts,  35  cents  each. 
Order  by  Number. 


Border  Cut  No.  105 


Mortised  to  allow  for 
type  matter  and  shoe 
cuts. 


Shoe  Cut  No.  510 


Shoe  Cut  No.  513 


Border  Cut  No.  106 


Mortised  to  allow  for 
type  matter  and  shoe 
cuts. 


Shoe  Cut  No.  509 


Shoe  Cut  No.  507 


Shoe  Cut  No.  508 
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Business  Boosters 

Stunts  That  Various  Shoemen  From  Coast  to  Coast  Have  Found  Profitable-Pick  Out  The  Ones  Most  Suitable 
To  Your  Business  and  Incorporate  Them  Therein— Watch  For  These  Items. 


Booming  Findings  Sales. 

Brandon. — A  local  shoeman  has  boomed 
his  findings  'department  by  allowing-  his 
clerks  to  participate  to  the  extent  of  ten 
per  cent,  on  all  findings  sales  made  through 
their  efforts.  This  commission  has  result- 
ed in  the  staff  working  enthusiastically  in 
boosting  the  business  of  this  department. 
Some  of  the  salesmen  have  made  as  high 
as  two  and  three  dollar's  a  week  at  cer- 
tain seasons  of  'the  year,  and  the  returns 
from  the  findings  department  have  mount- 
ed up  to  a  sum  which  the  proprietor  never 
dreamed  could  be  realized  until  be  insti- 
tuted the  plan  of  a  commission,  which  has 
worked  so  admirably.  A  special  space  has 
been  allot ed  near  the  front  of  the  store 
for  these  findings,  and  all  callers  can  see 
Sit  a  glance  what  is  carried  in  stock. 

Uniform  Letter  Scheme. 

Winnipeg. — A  Portage  Avenue  retailer 
has  adopted  a  rather  novel  advertising  plan. 
He  has  selected  a  certain  letter — a  neat, 
plain  block — which  be  uses  in  his  news- 
paper space,  his  bill  heads,  his  wrapping 
paper,  and  all  literature.  He  believes  that 
it  will  become  familiar  to  the  public,  and 
thinks  the  scheme  a  good  one,  as  it  will 
familiarize  'the  people  with  that  style  of 
type.  He  is  satisfied  that  it  will  become  a 
sort  of  trademark. 

A  Bargain  Basement. 

Montreal. — A  local  shoeman  who  has  a 
bright  and  roomy  store  has  hit  upon  a 
rather  novel  plan  of  increasing  bis  trade. 
He  has  fitted  up  the  basement,  which  is 
well  lighted,  and  this  department  will  be 
known  as  the  bargain  room.  The  new 
space  is  well  patronized.  No  rent  is 
charged  against  it,  and  this  is  given  as  one 
of  the  reasons  why  bargain  prices  can  pre- 
vail, Tables  are  scattered  around  and  the 
goods  are  classified  and  price  tickets  placed 
on  each  table.  In  this  way  all  slow  selling 
lines  and  stickers  are  made  to  move,  and 
(be  stock  kept  down  to  a  reasonable  propor- 
tion. 

Annual  Challenge  Sale. 

Peterborough. — The  Cressman  Company, 
wlio  handle  shoes,  during  the  past 
month  held  their  fourth  June  annual  chal- 
lenge sale  of  footwear.  In  their  announce- 
ment the  firm  said :  "Preparations  were 
begun  away  last  fall,  while  the  spring  pur- 
chases were  being  made,  and  taking  into 
consideration  the  unqualified  success  of 
tihe  previous  June  sales,  we  bought  heavily 
Oif  Hie  lines  we  anticipated  being  the  most 
popular  for  spring  and  summer,  resulting 
in  our  stock  being  the  largest  and  best  ever 
offered  for  any  shoe  sale  in  this  store,  and 


especially  after  the  briskest  shoe  season 
we  have  ever  had.  Of  course,  many  of  tbe 
lots  we  offer  are  the  remnants  of  the  spring 
stock,  and  being  remnants,  as  you  can 
readily  understand,  are  points  in  their 
favor,  as  the  best  styles  and  values  are 
generally  sold  out  first — leaving,  very  often, 
a  few  broken  sizes.  We  will  begin  this 
sale  this  week  with  a  greater  number  of 
pairs  of  shoes  than  ever  before — 'the  choice 
is  tlhe  very  best  and  the  money-saving  in 
store  for  you  is  well  worth  your  consider- 
ation. Every  shoe  is  correct  in  style — no 
old  stock. 

Sends  Out  Unique  Cards. 

Edmonton. — A  Jasper  Avenue  sboeman 
believes  in  sending  postcards  every  month 
to  his  regular  customers,  calling  attention 
to  new  goods.  He  has  adopted  a  rather 
unique  card  in  tbe  form  of  an  oxford,  and 
on  the  back  is  printed  whatever  informa- 
tion he  desires  to  convey  to  his  patrons.  It 
is  tbe  type  of  card  that  attracts  attention, 
as,  being  in  the  form  of  a  low-cut  shoe,  it 
is  singled  out  from  all  other  kinds,  and  is 
frequently  kept  as  a  souvenir.  At  other 
times  the  card  is  in  tbe  shape  of  a  blucher 
bal  or  pump,  and  now  the  dealer  has  given 
an  order  for  cards  in  the  design  of  a  rubber 
shoe,  which  he  intends  sending  out  as  soon 
as  the  season  for  this  kind  of  goods  ar- 
rives. 

Makes  Profit  on  Umbrellas. 

Toronto. — A  Broadview  Avenue  dealer 
believes  in  carrying  a  stock  of  umbrellas. 
It  does  not'  cost  a  great  deal,  he  says,  to 
have  a  stock  of  these  goods,  and  on  rainy 
or  wet  days  he  displays  them  at  the  front 
of  the  store  in  a  neat  stand.  He  finds  that 
they  often  bring  customers  into  the  shop, 
and  the  profit  is  satisfactory.  On  his  awn- 
ing be  announces  that  he  carries  umbrel- 
las, and  he  finds  <he  sale  of  them  works  in 
well  with  footwear. 

Making  Repair  Shop  Pay. 

Guelph. — "I  see  in  an  article  in  your 
paper,"  said  a  Wyndham  Street  retailer, 
"that  one  shoeman  says  that  he  cannot 
make  a  repair  shop  pay,  because  so  many 
persons  want  or  rather  expect  many  little 
jobs  attended  to  for  nothing.  Well!  if  he 
does  worlc  free  of  charge  that  is  his  own 
.fault.  He  should  have  more  backbone  and 
not  be  imposed  upon.  I  let  the  people 
know  that  it  costs  me  a  good  sum  each 
week  'to  pay  my  man,  and  tell  them  frank- 
ly that  it  is  impossible  to  do  any  patch- 
ing or  stitching  without  charging  them  a 
small  sum.  1  inform  them  that  we  will  do 
the  work  just  as  reasonable  as  they  can 
get  it  attended  to  anywhere,  and  they  usu- 


ally see  the  fairness  of  the  position  taken. 
I  manage  to  make  my  repair  shop  pay  its 
way,  and  consider  it  a  valuable  adjunct  of 
the  store. 

Believes  in  Illumination. 

Kingston. — "I  always  keep  my  windows 
well  lighted,  particularly  at  this  .season  of 
the  year,"  remarked  a  Princess  Street 
shoeman,  "for  the  reason  that  the  summer 
weather  induces  people  to  frequent  the 
streets  a  great  deal.  The  majority  of  them 
are  at  leisure,  and  they  have  ample  time 
to  view  the  footwear  on  display.  A  dimly- 
lighted  window  receives  no  attention,  while 
a  brilliant  one  will  irresistibly  attract1  tbe 
notice  of  every  passer-by.  I  have  the  lights 
suspended  over  the  goods,  and  they  throw 
no  shadow.  'Money  invested  in  electric 
light  gives  good  returns  and  is  a  splendid 
advertisement." 

Big  Help  to  Cash  Dealer. 

Sherbrooke. — "I  do  not  see  how  a  live 
shoeman  can  get  along  without  a  cash 
register,"  remarked  a  local  dealer.  "I  do 
a  cash  business  here  and  I  find  such  a  con- 
venience absolutely  necessary.  /Mine  cost 
me  four  hundred  dollars,  and  I  consider 
it  worth  every  cent  asked.  I  regard  it 
as  indispensable  to  a  cash  business.  It 
enables  me  to  give  a  receipt  with  each  sale, 
and  protects  the  customer,  the  clerk  and 
myself  against  losses,  errors,  carelessness, 
and  delays.  At  the  end  of  the  day  I  know 
how  much  each  clerk  has  taken  in,  the 
total  sales,  etc.  It  enables  me  to  adopt  a 
premium  system,  and,  I  allow  -five  per  cent, 
in  trade  with  each  dollar  purchase.  Many 
customers  keep  the  slips,  and,  in  the  course 
of  a  year,  they  amount  to  a  good  deal,  espe- 
cially where  there  are  several  persons  in 
the  family.  I  could  not  tell  you  all  the 
benefit  that  register  has  proved  since  it 
came  into  the  shop." 

Possibilities  of  Fixtures. 

Gait. — A  local  shoe  firm  has  made  good 
use  of  wood  window  fixtures  of  a  well 
known  make.  They  possess  interchange- 
able features  and  make  it  possible  to  have 
any  kind  of  fixture  required.  They  can  be 
pult  together  and  taken  apart  easily  with- 
out the  help  of  any  tools.  The  retailer 
is  able  to  do  his  work  quickly,  and  display 
his  footwear  to  the  lies!  advantage,  being 
thus  in  a  position  to  carry  out  any  desired 
window  effect.  The  set  cos*  about  thirty- 
five  dollars,  but  the  proprietor  says  that 
he  would  no',  do  without  it  for  many  times 
that  sum.  'I  believe  in  making  my  win- 
dows sell  my  goods,  and  these  fixtures  are 
going  a  long  way  to  aid  me  in  this  direc- 
tion," he  remarked. 
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Doings  and  Sayings  of  the  Trade 

What  the  Retailers,  Jobbers,  and  Manufacturers  are  Talking  About— Business  Changes  and  New  Enterprises- 
Breezy  Notes  for  the  Perusal  of  Busy  Readers. 


A.  Skitch  &  Co.  have  started  in  the  re- 
tail shoe  business  in  YVelland. 

John  Allen,  shoe  dealer,  Dartmouth,  N. 
S.,  has  sold  out  to  Freeman  Hiltz. 

H.  S.  Fowler  has  started  in  the  shoe 
line  in  Marytield,  Sask. 

C.  A.  Fuller  has  launched  in  the  boot 
and  shoe  business  in  Brooks,  Alta. 

R.  Mackie  has  started  in  the  retail  shoe 
line  at  Macleod,  Alta. 

Duydejouck  &  Geenens  are  new  shoe 
merchants  in  St.  Boniface,  Man. 

A  new  shoe  establishment  has  been  op- 
ened in  Bath.  N.  B.,  by  Max  Rose. 

J.  C.  Xorth  of  Picton,  Out.,  was  a  caller 
upon  the  trade  last  week. 

F.  Kiebler,  shoe  dealer,  of  Listowel,  Ont., 
has  sold  his  business  to  Schell,  Heim  &  Go. 

John  Allen,  of  Dartmouth,  N.  S.,  has  sold 
his  shoe  business  to  Freeman  Hiltz. 


Victoria,  B.  C,  has  sold  out  to  the  Vic- 
toria Shoe  Manufacturing  Co.,  Victoria. 

Logee  &  Co.,  who  are  old  established 
shoe  merchants,  in  Ingersoll,  are  offering 
their  business  for  sale. 

Ralph  Locke,  of  Dufresne  &  Locke, 
Montreal,  was  in  Toronto  last  week  on  bus- 
iness. 

Norman  Macfarlane,  of  the  Macfarlane 
Shoe  Company,  Montreal,  was  a  business 
visitor  to  Toronto  during  the  past  few  days. 


acting  in  that  capacity  for  some  time,  will 
devote  his  entire  attention  to  the  outside 
interests. 

William  Lennon  and  C.  F.  Schuszler 
were  the  Toronto  delegates  to  the  annual 
convention  of  the  Boot  and  Shoe  Workers' 
'International  Union,  which  has  been  meet- 
ing for  the  past  few  days  in  St.  Paul,  Minn. 

George  P.  Fry,  Toronto,  who  represents 
the  Smardon  Shoe  Company  of  Montreal, 
from  Port  Arthur  to  the  Coast,  has  re- 


turned to  Toronto  after  a  successful  busi- 
E.  Donovan,  of  Waseca,  Sask.,  was  ness  trip  of  s,ome  weeks. 

W.  Alfred  Moore  of  Beardmore  &  Co., 
who  has  been  spending  the  past  two  weeks 
in  camp  at  Niagara-on-the-Lake  with  the 
9th  Mississauga  Horse,  has  returned  to 
Toronto. 

J.   C.   Nicholson,   late  manager  of  the 


M. 

calling  on  the  trade  in  Toronto  last  week. 
He  was  on  his  'wedding  trip. 

Mr.  Smale,  shoe  buyer  for  Walker,  John- 
son &  Co.,  of  Edmonton,  was  in  Toronto 
last  week,  accompanied  by  his  bride. 

Stewart  Tassie,  boot  and  shoe  retailer, 

of  Listowel,  Ont.,  has  disposed  of  his  stock  Canadian  Consolidated  Rubber  Co.  branch, 

to  H.  Carger.  Toronto,  will  leave  shortly  to  spend  some 

W.  A.  Allan  has  been  appointed  i«*n-  time   in   the   Adirondack   Mountains  for 


John  A.  Vallary  has  joined  the  traveling  ager  of  the  Canadian  Consolidated  Rub-  *e  benefit  of  his  health. 


wholesalers. 


staff  of  P.  E.  Frank  &  Co 
Front  St.  East,  Toronto. 

The  Beardmore  Co.  is  erecting  a  large 
four-storey  warehouse  at  35-39  Front  St. 
east,  Toronto,  to  cost  $15,000. 

The  Nursery  Shoe  Co.,  St.  Thomas,  Ont., 
have  completed  an  addition  to  their  stock 
room. 

Harry  Dallas  has  returned  to  Toronto 
from  a  business  trip  to  Winnipeg  and 
other  points  in  the  West. 

Mr.  Dillon  of  Dillon  &  Moore,  St. 
Catharines,  was  a  business  visitor  to  To- 
ronto this  week. 

Mr.  Darner  of  Darner,  Lumsden  &  Co., 
jobbers,  Vancouver,  B.C.,  was  in  Toronto 
this  week  on  a  business  trip. 

H.  L.  Harrison,  shoe  dealer,  Fergus, 
Ont.,  was  calling  on  the  trade  last  week 
in  Toronto. 

C.  S.  Corson,  traveler  for  the  Regal 
Shoe  Company,  has  gone  on  a  trip  to 
Boston. 

J.  IV  Douglas  has  taken  over  the  stock 
of  F.  W.  Gow,  309  Round  Street,  Leth- 
bridge,  Alberta. 

The  firm  of  C.  G.  Gendron,  Shoe  dealer. 
Midland.  Ont.,  is  now  Gendron  &  Fitz- 
patrick. 

Mcintosh  &  Cockram  are  a  new  firm  who 
have  gone  into  the  rctrril  boot  and  shoe 
line  in  Calgary. 

Angu-,  McKeown,  manufacturer  of  shoes, 


o  ber   Co.'s  branch  at  Vancouver  and  has 
entered  upon  his  duties. 

Alex.  Brandon  of  the  Brandon  Shoe  Co., 


Ames,  Holden,  McCready,  Limited, 
Montreal,  have  declared  a  quarterly  divi- 
dend of  one  and  three-quarters  per  cent. 


Brantford,  Ont.,  was  on  a  business  trip  uPon  the  preferred  capital  stock  of  the 
to  Boston,  Salem,  Lynn,  and  other  Eastern  company  for  the  last  quarter. 


points  last  week. 

G.  G.  Lennox,  of  Winnipeg,  and  his  sales 
manager,  D.  S.  Johnson,  were  in  Toronto 
last  week  on  business.  They  also  spent 
a  few  days  in  Montreal  and  Quebec. 

Hector  Lamontagne,  of  the  widely  known 
firm  of  H.  Lamontagne  &  Co.,  wholesale 
saddlery  goods,  Montreal,  passed  away  last 
week. 


G.  W.  Wilson,  shoe  dealer  of  Markham, 
Ont.,  who  has  been  spending  some  months 
in  Edmonton,  Aha.,  has  returned  to  Mark- 
ham. 


The  shoe  dealers  of  Chatham,  Ont.,  are 
talking  of  forming  a  retail  association  to 
deal  with  certain  abuses  and  regulate  other 
matters  connected  with  the  trade,  as  well 
as  protecting  their  mutual  interests. 

P.  Rowan,  who  bought  the  Emmett  shoe 
stock,  Toronto,  was  in  Montreal  last  week 
and  purchased  the  stock  of  the  Peterman 
Shoe  Co.,  successors  to  W.  H.  Stewart 
Co.,  of  Montreal,  at  fifty-three  cents  on  the 
dollar. 


J.  A.  Patrie  is  manager  of.  the  new  Rena 
Footwear  Co.,  which  took  over  the  plant 
of  X.  Boyer,  in  Montreal,  recently.  Mr. 
A.  C.  Flumerfelt  of  Victoria,  B.C.,  who  Patrie  was  for  many  years  with  the  James 
was  recently  made  a  director  of  the  Miner  McCready  Co.    The  firm  will  specialize  on 
Rubber  Co.  of  Granby,  Que.,  was  in  To-  women's  shoes. 

ronto  this  week  on  business.  N_  M_  Ruthstein  of  the  Steel  Shoe  Co., 

K.   Lanthier,  jr.,   secretary-treasurer   of  Racine,  Wis.,  was  in  Toronto  last  week. 

the  Kingsbury  Footwear  Co.,  Montreal,  is  He  reports  that  the  demand  for  Ruthstein 

spending  a  few  days  in  Toronto  and  is  steel  soled  footwear  is  increasing  rapidly 

staying  at  the  Queen's.  and  the  output  is  showing  a  steady  gainj 

t  1  c    1.1  „  each  month. 

W.   S.   Louson,   sales  manager    of  the 

footwear  department  of  the  Consolidated      John  Ritchie  of  the  John  Ritchie  Co., 

Rubber  Co.,  Montreal,  has  been  spending  Quebec,  was  in  Toronto  for  a  couple  of 

a  few 


days  in  St.  John,  N.B. 

Mr.  Weaver,  late  of  Getty  &  Scott,  Gait, 
lias  been  appointed  superintendent  of  the 
Solid  Leather  Shoe  Co.'s  factory  in  Pres- 
ton, Out.    Jasper  Phillips,  who  has  been 


days  this  week  and  called  on  a  number  of 
of  old  friends.  Mr.  Ritchie  is  not  a  fre- 
quent visitor  to  Toronto,  but  is  always 
given  a  warm  welcome  when  here. 

W.  F.  Martin,  sales    manager    of  the 
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Kingsbury  Footwear  Co.,  (Montreal,  will  be 
at  -the  Q.ueen's  Hotel,  Toronto,  during  the 
first  ten  days  in  July,  for  the  purpose  of 
meeting  the  jobbing  and  general  shoe  trade. 
He  'will  'have  with  him  a  full  line  of 
samples. 

H.  L.  Daville,  traveler  for  C.  Parsons 
&  Son,  Limited,  Toronto,  ha,s  gone  on  a 
trip  to  the  coast.  He  writes  that  while 
trade  is  a  little  quiet  just  at  present,  the 
prospects  for  a  bumper  crop  were  never 
brighter  and  the  general  feeling  is  highly 
encouraging. 

A.  W.  Blachford  of  the  Blachford, 
Davies  Co.,  Toronto,  accompanied  by  his 
wife  and  daughter,  have  returned  from 
an  extended  visit  to  Venice,  Rome,  the 
Mediterranean  Sea  and  other  points  in 
Southern  Europe.  The  party  came  back 
by  way  of  London.  They  left  Toronto 
in  January  last  and  had  a  most  delightful 
outing. 

Hector  Dauphinais  of  St.  Hyacinthe, 
Que.,  who  was  on  his  way  to  the  annual 


convention  of  the  Boot  and  Shoe  Work- 
ers' Union  at  St.  Paul,  Minn.,  was  one 
of  those  injured  in  the  wreck  of  the  In- 
ternational Limited  at  Newcastle,  Ont,  on 
June  16th.  Mr.  Dauphinais  was  picked 
up  unconscious.  He  received  a  bad  scalp 
wound  and  was  cut  about  the  body. 

D.  B.  Thomas,  who  operated  in  Lind- 
say, Ont.,  several  months  ago,  and  also 
created  considerable  excitement  in  that 
town  by  promoting  the  Thomas  Shoe  Fac- 
tory bubble,  then  forged  some  notes  on  a 
local  bank  and  made  good  his  escape,  was 
recently  arrested  in  Breckenridge,  Minn., 
for  attempting  to  swindle  a  firm  in  that 
city  out  of  $11,000  in  a  real  estate  deal, 
ar.d  also  for  forging  a  warranty  deed. 

Frank  'Blachford,  son  of  Charles  Blach- 
ford, of  the  Blachford  shoe  store,  To- 
ronto, was  married  in  London,  Ont.,  on 
June  20,  to  Miss  Mary  B.  Ashplant,  daugh- 
ter of  Aid.  Hubert  Ashplant,  one  of  the 
leading  shoe  dealers  in  the  Forest  City. 
The  bride  is  a  soloist  of  Dundas  Street 


Methodist  Church,  London,  and  the  groom 
is  a  talented  musician.  They  will  reside 
in  Toronto. 

Michael  Maffia,  aged  38,  proprietor  of  a 
shoe  store  in  Bloomfield,  N.J.,  was  seized 
with  a  violet  fit  of  coughing  and  died  on 
June  15th.  He  had  coughed  for  three 
hours.  A  doctor  was  called  in  but  was 
unable  to  help  the  man. 

The  preparations  for  the  annual  conven- 
tion of  the  National  Leather  and  Shoe 
Finders'  Association,  which  is  scheduled  to 
be  held  in  Minneapolis,  Minn.,  on  July  11, 
12,  13,  are  progressing  rapidly,  and  Secre- 
tary G.  A.  Knapp,  of  St.  Louis,  is  sending 
out  considerable  literature.  At  present  it 
is  expected  that  there  will  be  upwards  of 
three  hundred  persons  at  the  convention. 

Writing  the  Shoe  and  Leather  Journal, 
an  officer  of  the  recently  formed  London 
Retail  Shoe  Dealer's'  Association,  says: 
"We  are  going  slowly,  taking  up  matters 
at  first  on  which  it  is  less  difficult  to  reach 
an  agreement,  such  as  early  closing,  oh- 


AN  ARTISTIC  WESTERN  SHOE  HOUSE. 


An  interior  view  of  W.  A.  Moyer's  shoe  establishment,  Winnipeg.      The  white  enamel  fixtures,  the  plate  glass 
mirrors,  and  the  handsome  chairs  for  patrons  make  this  store  bright  and  inviting.  The 
stock  is  neatly  and  attractively  arranged. 
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serving  holidays,  etc..  but  we  expect  to  ac- 
complish a  good  deal,  taking  up  one  thing 
at  a  time." 

The  Price  of  Rubber. 

The  following  tabulation  gives  the  high 
and  low  prices  for  up-river  fine  Para  rub- 


ber, the  standard  grade,  since  1903 : 


Year. 

High 

Low 

 $1.75 

$0.92 

  3-io 

1-44 

1.26 

.69 

1907   

  1.27 

.82 

1.24 

 ...  MO 

1.23 

1004   

  1-33 

1.90 

■91 

The  First  Spring  Samples. 

J.  I.  Chouinard.  of  the  Regina  Shoe  Co., 
Montreal,  was  in  Toronto  last  week  ex- 
hibiting spring  samples.  Mr.  Chouinard 
is  the  first  representative  to  visit  the  city 
with  next  year's  footwear  models.  He  is 
showing  two  or  three  attractive  new  lasts 
for  women,  and  his  sample  room,  at  the 
Queen's,  was  visited  by  a  large  number  of 
the  trade.  He  left  here  for  Hamilton, 
London,  and  other  points. 

Dollar  Laces  in  Sight. 

There  is  a  new  style  of  silk  lace  that 
i-  invading  the  market  which  will 
likely  create  a  mild  sensation.  They  are 
over  three  inches  wide,  and  will  probably 
sell  like  the  proverbial  hot  cake.  They 
come  in  black  and  tan  direct,  from  France, 
and  will  reach  here  in  August.  They  cost 
$7.50  per  dozen  to  the  trade,  or  $42  per 
gross  (six  dozen  pairs).  They  will  retail 
at  $1  or  $1.25  per  pair.  The  highest  priced 
lace  ever  sold  by  a  Toronto  jobbing  house 
in  the  past  has  been  $22  per  gross,  and  the 
retail  figure  has  been  about  fifty  or  sixty 
cents. 

New  Machine  for  Light  Leather  Industry. 

The  Moenus  Machine  Works,  of  Frank- 
furt-on-M;:in,  Germany,  has  placed  on  the 
market  an  oil  machine  for  skins,  which 
will  be  found  of  grea*  use  to  light  leather 
manufacturers.  The  machine  does  the  work 
of  1  ight  to  ten  workmen  and,  at  the  same 
time,  the  oiling  of  the  skins  is  more  uni- 
f<  rm,  and  a  saving  of  oil  is  effected.  This 
machine  has  already  given  good  practical 
results,  and  the  firm  mentioned  are  ready 
to  give  further  information  respecting  the 
machine  to  those  interested.  Patents  have 
been  applied  for. 

The  Outlook  in  Quebec. 

Moat  of  the  Quebec  shoe  manufacturers 
report  a  satisfactory  trade  so  far  for  fall, 
'although  in  many  cases  orders  have  been 
pared  down  to  a  most  economical  basis, 
owing  to  the  prevailing  unrest  as  to  pros- 
pects. As  the  season  develops,  however, 
and  some  trade  is  being  done  it  is  felt  that 


not  only  will  the  latter  amount  to  consid- 
erably more  than  usual  on  account  of  the 
hand-to-mouth  purchasing  that  has  left 
stocks  bare,  but  retailers  will  be  encour- 
aged to  add  their  fall  orders  so  as  to  make 
them  move  a  little  more  freely.  During 
the  past  .few  weeks  payments  are  much  bet- 
ter. Manufacturers  are  busy  with  fall  or- 
ders and  seem  to  think  that  they  will 
reach  as  satisfactory  a.  volume  as  usual. 
The  outlook  is  certainly  better  than  a 
month  ago. 

High  Heels  "Worse  Than  Rum. 

A  despatch  from  Troy,  N.Y.,  says :  "High 
heels  are  as  heathenish  as  rings  in  the 
nose  or  tatooing,"  declared  Supreme  Court 
Justice  Howard  to  the  graduating  nurses 
of  Troy  Hospital.  "Such  shoes,"  said  the 
Justice,  "are  as  barbarous  as  torturing  and 
as  destructive  of  health  as  the  Chinese 
wooden  shoes.  Both  breed  ungainly  and 
deformed  feet.  China  is  proud  of  one 
kind  of  deformed  feet,  we  of  the  other. 
Each  kind  results  only  in  walking  mon- 
strosities. Will  you  not  advocate  normal 
feet,  such  feet  as  God  gave  us?  Have 
you  the  courage  to  speak  out  against  this 
silly  fashion — a  fashion  as  destructive  as 
rum,  as  deadly  as  opium — or  are  you  to 
lie  counted  among  its  devotees?" 

Pleasing  Coronation  Windows. 

Coronation  Day  was  observed  by  nearly 
£'11  the  merchants  and  brought  shoe  re- 
tailers considerable  extra  trade  as  well  as 
affording  theim  an  opportunity  to  do  some- 
thing particularly  attractive  and  effective  in 
the  line  of  window  display.  All  the  lead- 
ing shoe  establishments  and  many  smaller 
ones  had  window  trims  that  were  striking 
and  artistic,  the  royal  purple  and  corona- 
tion blue  lending  themseilves  to  inviting  and 
handsome  backgrounds.  The  grouping  and 
arrangement  of  these  colors,  along  with 
mottoes,  flags,  pictures  of  Their  Majesties, 
and  colored  crepe  paper  for  flooring,  inter- 
lacing, or  streamers,  was  particularly  no- 
ticeable in  many  window  fronts.  The 
Regal,  the  Royal,  the  Blaehford  shoe 
stores,  the  shoe  departments  o>f  Eaton  and 
Simpson,  and  others  made  pleasing  and  in- 
viting coronation  pictures,  that  attracted 
wide  attention  and  excited  favorable  com- 
ment. 

Will  Extend  Still  More. 

The  thirteenth  annual  meeting  of  the 
shareholders  of  the  Hartt  Boot  and  Shoe 
Co.,  of  Fredericton,  was  held  in  the  com- 
pany's offices  on  June  21st,  the  majority  of 
the  shareholders  being  present.  J.  W.  Mc- 
Cready,  secretary  of  the  company,  stated 
that  during  the  year  the  working  capital 
had  been  increased  by  the  sale  at  par  of 
$40,000  of  reserve  stock  to  John  A.  Reid 
and  J.  I).  Palmer,  loth  ac'.ive  in  the  man- 
agement of  the  company's  affairs.  Ar- 
rangements have  been  made  to  enlarge 
and  extend  the  growing  business  still  fur- 


ther, and  the  board  of  directors  are  con- 
sidering the  removal  of  the  business  offices 
o'f  the  company  from  the  main  building  to 
an  addition  to  be  erected  for  that  purpose, 
thus  giving  increased  manufacturing  facili- 
ties already  badly  needed. 

The  following  were  elected  directors :  J. 
D.  Palmer,  John  A.  Reid,  John  Kilburn, 
Edward  Moore,  J.  W.  McCready.  George 
Armstrong,  H.  H.  Bridges  and  W.  S.  Kil- 
burn were  appointed  as  audit  committee. 

At  the  directors'  meeting  held  immedi- 
ately after,  the  officers  elected  were:  John 
D.  Palmer,  president;  John  A.  Reid,  vice- 
president,  and  J.  W.  McCready,  secretary. 
A  six  per  cent,  dividend  was  adopted  by 
the  shareholders. 

Retailers  at  Peace. 

The  first  meeting  of  the  new  executive 
of  the  Toronto  branch  of  the  Retail  Mer- 
chants' Association  of  Canada,  was  held 
recently  in  their  board  room,  21  Rich- 
mond St.  west.  President  G.  G.  Miles  pre- 
sided, and  all  the  officers  were  present.  A 
conference  was  held  with  Mr.  E.  M. 
Trowern,  secretary  of  the  Ontario  Pro- 
vincial Board,  and  satisfactory  arrange- 
ments were  made  between  the  two  boards, 
so  that  the  Toronto  branch  will  be  placed 
upon  a  sound  financial  basis.  The  new 
board  recognize  the  necessity  and  useful- 
ness of  a  strong  organization  in  Toronto, 
and  they  intend  to  inaugurate  a  four  thou- 
sand membership  before  Sept.  1st  cam- 
paign. 

Forty-Six  Years  in  Business. 

J.  Douglas  McRobbie,  of  the  McRobbie 
Shoe  Co.,  has  withdrawn  from  the  firm 
and  has  gone  to  Vancouver,  where  he  Will 
enter  business  with  his  brother,  G.  Halley 
McRobbie,  who  established  himself  there 
some  two  years  ago.  An  excellent  training 
in  the  business  with  his  father,  John  H. 
McRobbie,  president  of  the  McRobbie  Co., 
he  will  do  well  in  the  larger  field.  Messrs. 
J.  D.  and  G.  H.  McRobbie  will  do  business 
in  the  Western  city  under  the  name  of  The 
McRobbie  Shoe  Co.,  but,  according  to  a 
statement  given  out  by  the  local  concern,  it 
will  have  no  connection  with  the  house 
here.  The  founder  of  the  St.  John  firm, 
Major  John  McRobbie,  has  been  more 
than  forty-six  years  in  the  shoe  trade,  for 
many  years  carrying  on  business  under  his 
own  name.  Some  years  ago  he  admitted 
his  two  sons,  now  in  the  West,  and  John 
A.  McKay,  his  son-in-law,  and  the  present 
company  was  organized.  Major  McRobbie 
and  J.  A.  McKay  will  now  continue  the 
business. 

It  Pays  to  Tell  the  Truth. 

"Did  it  ever  strike  you,"  said  a  shoe 
dealer  the  other  day,  "that  a  man  who  per- 
mits his  sales  force  to  misrepresent  his 
goods  is  simply  stealing,  not  from  his  cus- 
tomers, but  from  himself?    It  is  a  fact. 
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although  you  may  not  have  been  aware 
of  it. 

"In  the  first  place,  the  only  thing  that 
a  retailer  has  to  depend  upon  for  his  suc- 
cess Is  the  good  will  of  his  trade.  Of 
course,  there  are  exceptions  to  this  rule. 
There  are  businesses  in  which  it  is  only 
possible  to  sell  one  person  one  time,  but  I 
am  talking  of  a  shoe  store.  A  retailer 
who  would  only  look  for  one  purchase 
from  each  customer  would  soon  go  broke. 
He  could  not  continue  in  business  for  any 
length  of  time  outside  of  a  very  large 
city,  and  here  only  in  certain  favored  local- 
ities. The  average  shoe  man  who  conducts 
a  store,  say,  in  a  residential  neighborhood 
must  depend  upon  developing  a  steady  trade 
for  his  success.  To  do  this  he  must  be 
willing  to  take  a  fair  profit,  give  his  cus- 
tomers the  best  product  that  the  price 
will  yield  after  this  profit  is  taken  out,  and 
be  prepared  at  all  times  to  stand  back  of 
every  word  that  is  said  about  the  goods 
themselves.  The  man  who  misrepresents 
a  shoe  to  a  customer  may  get  away  with 
it,  but  it  is  extremely  doubtful  if  he  ever 
sells  that  woman  a  second  pair,  and  so  he 
is  not  only  stealing  his  own  trade  from 
himself,  but  is  sending  it  as  a  present  to 
his  competitor." 

What  is  Selling  in  Toronto. 

There  is  a  good  demand  for  all  kinds 
of  summer  footwear,  and  the  very  warm 
weather  of  the  past  few  days  has  given  a 
great  impetus  to  trade.    Everything  in  the 
line  of  low-cut  stock  is  moving  freely.  Can- 
vas shoes  are  being  largely  worn,  while 
sea  island  duck  pumps  and  oxfords  have 
a  large  call  in  the  higher  priced  goods. 
The  rush  on  tans  has  eased  up  consider- 
ably, and  of  the  leathers  mostly  in  vogue 
in  feminine  footwear  patent  and  gunmetal 
are  the  reigning  favorites.    There  is  very 
little  request  for  velvets,  which  appear  to 
have  had  their  day.    Gihson  ties  in  pop- 
lins of  various  shades  are  winners,  and 
brown  is  a  particularly  pleasing  creation. 
In  the  line  of  masculine  foot  raiment  tan 
oxfords  are  selling  well,  but  one  and  two- 
eyelet  ties  are  more  popular  just  now.  Gun- 
metal  is  the  favorite  leather.    In  the  mak- 
ing of  tennis  goods  the  factories  have  in 
a  measure  caught  up  and  sorting  orders 
are  more  easily  filled.    There  has  been  a 
big  sale  for  all  rubber-soled  goods,  and  it 
is  doubtful  if  jobbers  will  be  able  to  meet 
the  demand  later  on.    Jobbing  houses  have 
done  a  good  business,  and  a  number  report 
that  their  turnover  for  June  shows  a  con- 
siderable advance  over  the  corresponding 
Mason  of   [910.     In   fact,  nearly  all  the 
whole-ale  establishments   in   Toronto  for 
the  first  six  months  of  191 J  will  be  able  to 
present  a  gratifying  gain  over  the  first  half 
of  last  year.    Shoe  factories  are  now  busy 
on  their  fall  runs,  and  report  'hat  a  good 
season  is  ahead.    Their  travelers  are  clos- 
ing up  their  fall  and  winter  orders,  and  in 
another  morrth  or  two  will  be  on  the  road 


with  spring  samples.  The  manufacturers' 
association  in  Quebec  city  have  notified  To- 
ronto wholesalers  that  all  'spring  lines  will 
be  ready  for  their  inspection  the  first  week 
in  August,  while  one  firm  have  written 
they  will  have  their  1912  models  on  view 
early  in  July.  Each  year  'makers  seem  to 
be  vying  with  one  another  as  to  how  far 
ahead  of  the  seasons  they  can  get,  but  as 
to  whether  many  more  orders  are  secured 
thereby  is  another  question,  on  which 
opinion  differs. 

The  Rubber  Situation. 

Crude  rubber  quotations  still  keep  at  a 
low  figure,  which  news  is  not  displeasing 
to  the  large  factories  who  are  all  busy  on 
fall  footwear.  The  latest  figure  was  that 
Upper  River  fine  was  hovering  between 


George  H.  Wilkinson 
Who  is  one  of  Windsor's  most  successful 
shoemen,  and  has  iust  bought  the  stock 
of  C.  &  F.  Hirsch,  393  Talbot  street,  St. 
Thomas,  Ont.,  where  he  will  conduct  a 
branch  store. 


94c  and  97c.  Persons  who  prophesy  there 
will  be  a  reduction  in  the  list  prices  of 
rubber  footwear  are,  however,  mistaken, 
as  the  makers  contend  they  are  as  low  now 
as  it  is  possible  to  make  them,  and  operate 
their  plants  with  a  reasonable  degree  of 
profit. 

New  Method  of  Marking  Leather. 

There  has  always  been  felt  in  the  leather 
trade  a  need  for  marking  leather  in  such 
a  manner  that  the  well-known  brands  of 
certain  manufacturers  may  always  be  recog- 
nized with  certainty. 

Up  to  now,  the  method  adopted  has  been 
to  stamp  some  portion  of  '.he  leather  with 
a  trade  mark,  name  of  the  manufacturer, 
or  with  some  other  particular  sign.  The 
great  drawback  of  this  method,  however,  is 
that  such  a  Stamp  can  easily  be  removed, 
and,  when  the  leather  is  cut  up  for  making 
boots  or  other  goods,  no  mark  at  all  ap- 
pears on  several  pieces,  and,  as  a  result, 
it  is  generally  impossible  to  prove  with  any 
degree  of  certainty  that,  for  instance,  a  kid 


boot  is  made  out  of  the  particular  brand 
of  leather  desired  by  the  purchaser. 

In  order  to  do  away  with  this  uncertainty 
the  Moenus  Machine  Works,  of  Frankfurt- 
on-Main  have  placed  a  new  machine  on  the 
market,  which,  in  one  operation,  marks  the 
whole  flesh  side  of  the  leather  with  a  cer- 
tain sign  (trade  mark,  name,  etc.)  in  such 
a  manner  that,  after  the  leather  has  been 
cut  up  for  making  boots  or  other  goods, 
the  mark  appears  on  the  smallest  piece.  The 
purchaser  is  thus  always  able  to  assure  him- 
self that  the  leather  offered  to  him  is  really 
the  desired  brand. 

There  is  also  another  advantage  in  this 
system  of  marking  leather  in  so  much  as 
on  a  question  arising  regarding  the  quality 
of  a  certain  leather  supplied  to  a  customer, 
the  manufacturer  will  always  be  able  to 
ascertain  whether  the  leather  is  of  his 
manufacture,  and  is  of  the  quality  at  which 
it  was  'sold,  even  after  the  leather  has  been 
worked  up  into  the  finished  article. 

Skiving  Machines. 

Amongst  the  various  stiffener  Skiving 
Machines  at  present  on  the  market  the 
Moenus  "Revolver"  skiving  machine  con- 
stitutes for  itself  a  particular  system  as 
regards  its  construction  and  manner  of 
working. 

By  a  special  mechanism  with  which  the 
machine  is  provided,  which,  by  the  way,  is 
protected  by  patents,  it  is  possible  by  a 
grip'  with  the  thumb  and  finger,  to  imme- 
diately set  the  machine  ready  at  any  mo- 
ment for  skiving  thick  or  thin  stiffeners, 
waist  pieces,  insoles,  toe  puffs,  etc.,  made 
of  leather,  fa.ctis,  leatherboard,  etc.  In 
other  words,  if  the  machine  is  set  at  one 
moment  for  skiving  heel  stiffeners,  it  can 
in  the  next  be  set  for  toe  puffs,  and  so  on. 
The  machine  also  has  the  following  advan- 
tages :  A  beautifully  curved  and  contin- 
uous skiving  is  effected,  whereas,  in  other 
machines  the  skiving  is  straight  or  even 
hollow.  Besides,  the  stiffeners  are  skived 
in  the  dry  state  no  matter  whether  thick 
or  thin.  The  necessity  of  wetting  the  stif- 
feners in  order  to  attain  a  fairly  good  skiv- 
ing, and  in  order  to  cool  the  knife  is  done 
away  with  on  the  Moenus  Skiving  Machine. 

There  are  now  some  three  hundred  and 
fifty  Moenus  "Revolver"  Skiving  Machines 
in  use  in  most  countries  of  Europe,  and  by 
the  great  success  which  it  has  attained  the 
machine  may  be  accurately  described  as  the 
most  practical,  simplest,  and  most  efficient 
stiffener  skiving  machine  in  the  world. 

The  Moenus  Machine  Works  are  prepar- 
ed to  prove  this  statement  by  skiving  on 
the  machine  samples  of  stiffeners,  etc.,  sup- 
plied to  them,  for  inspection  by  parties  in- 
terested.   

TRAVELING  SALESMAN  OPEN  FOR 
ENGAGEMENT.  First  class  connec- 
tion in  Ontario,  particularly  in  Toronto. 
Preference  for  line  of  men's  and 
women's  and  city  work.  Apply  Box  7, 
Shoe  and  Lkather  Journal. 
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CONVERT  YOUR  SELLING 
EXPERIENCES  INTO  CASH 

FOUR  CASH  PRIZES  OFFERED  FOR  THE  BEST  EX- 
AMPLES OF  GOOD  SALESMANSHIP  FURNISHED  BY 


RETAIL  CLERKS 

We  believe  there  is  a  higher  quality  of  salesmanship  exercised  in  the  shoe  store 
than  in  any  other  line  of  trade,  just  as  we  believe  that  in  all-round  merchandiz- 
ing ability  the  dealer  in  shoes  and  findings  need  take  second  place  to  no 
other  retailer.  As  a  matter  of  fact,  when  it  comes  to  really  creating 
demand  for  worthy  goods,  he  is  in  a  class  by  himself. 

The  clerks  in  the  shoe  store  could  give  closer  study  to  the  development  of 
their  selling  ability,  with  large  profit  to  both  themselves  and  their  employers. 
As  one  means  of  stimulating  fresh  interest  in  this  very  important  matter  we 
are  going  to  offer  four  prizes  every  month  for  the  best  examples  of  good 
salesmanship  furnished  by  clerks  in  the  shoe  stores  throughout  Canada. 


1st  Prize 
2nd  " 
3rd 
4th 


a 


$5.00  Cash 
3.00 
2.00 
1.50 


In  addition  to  these  four  prizes  we  will  pay  ONE  DOLLAR  for  each  s^nge^ence 
not  among  the  prize  winners,  but  which  we  consider  worth  publishing. 

Every  clerk  comes  in  contact  with  number :  of  ^  ^ft^ST^ 

has  selling  experiences  that  would  .^eg  ^e  ^S'sSS  She/ grade  goods  than  they 
K^S^.^'SSW^i^^  ^/purchases  in  excess  ox 
those  they  had  in  mind  when  they  went  into  the  store. 

Ahrays  ben,  in  mind  that  salesmanship  is  ITlStm,  and, 

surprising  results. 

Zt^SSll^yon^i  ont  of  ?..  Besides,  is  there  any  reason  why  yon 
shouldn't  be  one  of  the  prize  winners  ? 

,  ■  ,  PYi-ipriences  will  not  be  considered,  it  s  selling, 

YTrfS%YStf&S^t  *  W?<ffi  SKSf yoJscribble  on  wrapping  paper  with 
b£ehS  ^Sg*2  y^^ke  clear  the  methods  that  you  have  found  successful. 
We7see  that  theyare  described  in  good  newspaper  style. 


Sit  down  and  write  the  editor  of  the  SHOE  AND  LEATHER  JOURNAL  to-day, 
saying  you   are  interested   and  intend  taking  part  in  this  competition. 

AUGUST  1st   COMPETITION  CLOSES  JULY  20th 
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BOOTS  AND  SHOES.— Manufacturers 
are  beginning  work  on  fall  orders  in  most 
cases,  although  some  of  them  have  not 
yet  got  under  way.  Travelers  are  now 
coming  in  to  the  factories  to  work  on 
spring  samples,  which  will,  generally  speak- 
ing, be  ready  for  the  trade  by  the  middle 
of  August,  or  thereabouts.  Most  of  the 
factories  claim  that  fall  orders  have  been 
fully  up  to  the  average,  while  some  are 
hardly  so  sanguine. 

Sorting  orders  in  summer  lines  have 
naturally  been  somewhat  affected  by  the 
more  ordinarily  cool  weather  prevalent  in 
many  parte  of  late,  but  with  the  advent  of 
a  prolonged  warm  spell,  which  must  come 
ere  long,  sorting  orders  will  come  with  a 
rush.  In  fact,  many  factories  will  have  all 
they  can  do  for  a  while  turning  out  fall 
goods,  without  being  deluged  with  sort- 
ing orders. 

Jobbers  report  satisfactory  conditions, 
although  the  topsy-turvy  weather  has  kept 
down  the  volume  of  business  somewhat. 
The  general  tone  of  the  jobbing  trade,  how- 
ever, is  very  sanguine  concerning  fall  trade 
prospects. 

Retailers  are  doing  an  ordinarily  steady 
trade,  but  summer  lines  locally  have  not 
been  moving  as  fast  as  was  expected,  ow- 
ing to  the  unusual  amotm*  of  stormy,  wet 
weather  experienced  in  the  last  month. 
When  the  usual  prolonged  midsummer  hot 
spell  appears,  trade  will  pick  up  greatly. 
Pumps  and  oxfords  are  all  the  rage  at 
present.  In  pumps,  patents  'have  the  call, 
while  in  oxfords,  tan  is  the  favorite  color, 
although  a  great  many  patents  are  also 
worn.  Tn  children's  goods,  sandals  are 
very  popular,  both  in  white  canvas  and 
leather.  Extreme  shapes  are  seen  frequent- 
ly on  the  streets,  and  the  dealers  catering 
to  the  French  trade  report  a  large  demand 
for  many  of  the  freak  styles,  the  high  toe 
being  specially  popular.  Given  average 
summer  weather,  the  local  retail  trade  will 
have  little  to  complain  of. 

HIDES.— A  big  jump  in  prices  has  taken 
place  in  the  last  fortnight,  and  *he  market 
throughout  is  very  strong.  A  great  many 
t;:im<  rs  feel  that  the  market  has  gone  high 
enough,  and  they  will  hesitate  before  paying 
advanced  prices  for  their  stock.  This  is 
due  to  the  fact  that  prevailing  conditions 
in  the  leather  market  do  not  warrant  any 
excessive  loading-up  with  raw  materials  at 
such  high  prices  as  rule  at  present.  Shoe 
manufacturers  mu't  rllow  more  activity  in 
buying  ere  the  tanners  go  into  the  market 
heavily.  Prices  are: 
City  butchers'  kill : 

No.  I  steers  and  cows,  quoted....  i2!/> 
So.  2  steers  and  cows,  quoted ....  12 
Xo.  3  s'eers  «nd  cows,  quoted....  nJ/£ 

Country  hides  Cgreen )  flat   10 

Country  hides  f cured)  flat   n 


Calfskins,  Gov't  inspected   14 

Sheepskins    $1.10  $1.40 

Horsehides,  XTo.   1    $3-00  up 

Horsehides,  No.  2    $2.25  up 

TALLOW. — Moderate  trading  is  going 
on,  and  prices  rule  steady.  The  supply  is 
fully  sufficient  to  meet  the  demand,  as  large 
quantities  are  not  changing  hands.  At  pre- 
sent, little  change  in  prices  is  expected. 

XTo.  1  cake    6[/2  7 

No.  2  cake    5  5T/2 

No.  1  solid   C".   Sl/i  6 

.  No.  2  solid   4  5 

LEATHER. — Shoe  manufacturers  are 
now  in  the  market  more  generally  than  they 
were  a  month  ago,  as  is  natural,  but  they 
are  so  far  showing  only  a  desire  to  buy  for 
immediate  needs.  Owing  to  the  firm  tone 
in  the  hide  market,  tanners  feel  that  bet- 
ter times  are  ahead,  and  are  inclined  to 
stiffen  prices  somewhat,  especially  in  sole 
leather  and  calfskins.  Upper  leather  is  also 
somewhat  firmer.  There  is  not  a  great  deal 
of  change  in  the  split  situation.  Heavy 
splits  are  selling  well,  hut  the  lighter 
weights  are  going  slowly  as  yet.  Glazed 
kid  is  improving  slightly,  but  is  still  a  long 
way  from  normal.  Individual  sales  are 
small  and  not  numerous.  Tanners  are  con- 
stantly complaining  that  the  anti-dumping 
clause  is  not  affording  them  the  slightest 
protection,  as  American  leather  is  contin- 
ually coming  in  at  prices  the  Canadian  tan- 
ners are  unable  to  compete  with  satisfac- 
torily. Sheepskins  are  s+ill  in  the  dol- 
drums, and  manufacturers  are  ordering  on- 
ly what  they  need  for  the  time  being.  In 
fact,  in  any  line  at  present  few  manufac- 
turers are  willing  to  contract  for  the 
future  delivery  of  large  amounts.  They 
are  playing  a  waiting  game,  consequently 
a  good  many  tanneries  are  still  curtailing 
their  output.  This  situation  is  not  expect- 
ed to  last  much  longer,  however,  in  view 
of  the  fact  that  the  fall  run  will  soon  be  on 
in  full  force.  Tanners  have  been  curtailing 
their  output  for  so  long  that  once  the  rush 
begins  there  will  be  a  hurry-up  call  for 
leather,  and  undoubtedly  a  good  deal  of 
placing  will  be  done  in  advance.  Present 
prices  are : 

ROLE  LEATHER. 
No.  1  Spanish  sole  (for  job- 
bing')   27  29 

Xo.  2  Spanish  sole  (for  job- 
bing   25  28 

Xo.  2  Spanish  sole  (for  mfg. )  6  27 
Xo.  2  Spanish  sole  (for  mfg.)  25  26 
Xo.  3  Spanish  sole  (for  mfg.)  22  24 

No.  r  hemlock  sole    26  27 

No.  2  hemlock  sole    25  26 

No.  3  hemlock  sole    23  24 

No.  1  oak  sole    34  38 

No.  2  oak  sole    32  36 

No.  3  oak  sole    30  33 

No.  1  slaughter  sole    30  31 


No.  2  slaughter  sole   29  30 

No.  3  slaughter  sole   28  29 

Light  and  medium  at  ic.  to  2c.  less. 
UPPER  LEATHER. 

No.  1  U.  O.  harness   38  40 

Rejected  U.  0.  harness   37  39 

No.  2  U.  O.  harness    34  36 

Chrome  glazed  kid. — 

Tanpico,  in  color    10  26 

Patnas,  black    10  26 

European   8      20  I 

Chinese   12      20  ■ 

iSouth  American    10  26 

In  the  space  at  disposal,  it  is  impossible 
to  quote  on  the  many  varieties  of  glazed 
kid.    An  average  synopsis  is  given  under 
the  above  heads. 
Calfskins. — 

Chrome  patent    30  40 

Chrome  enamel    30  40 

Chrome  box    22  27 

Chrome  diull  smooth    23  28 

Chrome  wax   22  27 

Ooze  calf   24      29  j 

Grain  leather. — 

Chrome  boxed    12  19 

Glazed  smooth   12  18 

Oil  grain    11  19 

Finished  splits. — 

Light  and  medium    18  21 

Heavy   18      22  1 

Juniors   20  25 

Flexibles. — 

Light   v-  Jft*  -    6  8-1 

Medium   7-       9  J  ' 

Heavy     8      12  II 

Patent  and  enamel  leather. — 

Chrome  kid    30  40 

Chrome  calf  30  40 

Chrome  colt   30  40 

Chrome  cow   18  24 

Light    12       14  i. 

Pebble   12      14  1 

Glove   12  14 

Sheepskins. — 

Glazed  back    6  7 

Dull  black    7  8;^ 

Colors,  No.  t  beading    "jl/2  8 

Colors,  No.  1  lining   yy2  8 

Ooze,  black  and  colors    8  81/? 

Skivers   7^  8 

'Chrome  glazed    5  8 

Chrome  dull    7 

Prices  quoted  above  for  all  upper  leathers 
are  only  a  working  average,  and  will  vary 
according  to  the  quality  and  quantity  of 
leather  purchased,  and  according  to  cir- 
cumstances. 

TANNERS'  MATERIALS.  —  Matters 
have  been  more  or  less  dormant  in  this 
market  in  sympathy  with  the  quietness 
prevalent  in  the  shoe  and  leather  trades. 
However,  things  look  brighter,  and  there 
is  every  prospect  for  higher  prices  in  the 
near  future.  American  supplies  in  gambier 
are  none  too  plentiful. 
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very  firm  Few  sales  have  been  made  present  firm  basis  for  some  time 
within  the  past  -few  weeks,  but  in  general  following  are  the  latest  quotations : 
there  is  actually  very  little  activity  in  this 
trade  on  account  of  the  scarcity  of  supply. 
No  alternative  has  been  registered,  and  we 


BOOTS  AND  SHOES.— The  business 
for  the  past  month  has  been  much  in  ad- 
vance of  the  corresponding  period  of  a 
year  ago,  but  did  not  reach  the  expecta- 
tions of  either  the  manufacturers  or  dealers. 
The  factories  are  now  fairly  under  way  quote: 
with  fall  orders,  and  report  an  encouraging 
outlook,  orders  at  present  placed  assuring 
a  good  season.  The  jobbers  report  sorting 
business  as  picking  up  nicely,  although,  the 
backwardness  of  spring  has  interfered  very 
materially  with  trade.  The  factories  for 
the  most  part  are  busy  on  fall  runs  and 
have  booked  quite  a  satisfactory  number  of 
orders.  Retailers  report  very  good  busi- 
ness and  the  styles  sold  this  year  for  this 

season  are  patent  leather  and  oxfords.  taken  ipjace  during  the  past  month.  Buying 
Travelers  report  business  a  little  quiet,  but  ;_,  ^  ^  a  m;nimum  ain(j  enquiries  regard- 
a  fair  average  is  being  done.  ing  future  business  are  yet  so  few  as  to 

HIDES. — The  hide  market  has  developed  develop  much  hope  of  an  early  season  of 
strength  during  the  month  and  there  seems  activity.  Prices  are  unchanged  for  the 
to  be  little  indication  of  any  weakening  at  present  and  rule  for  etra  tallow  at  6^c. 
the  present  time.    There  are    not    very  per  pourlid. 

SHOE  FINDINGS.— No  improvement 


The 


36 
33 
32 


Cod  oil,  Gaspe,  gal  

23 

40 

35 

38 

35 

37 

Whale  oil,  No.  1  refined,  gal 

1 .80 

1 

85 

Whale  oil,  No.  2,  refined  . .  . 

1.77 

1 

82 

Whale  oil,  No.  1,  ordinary.. 

i-74 

1 

80 

Whale  oil,  No.  2  ordinary, . . 

1 .72 

1 

78 

Cod  oil  pure  Newfoundland 

30 

32 

50 

60 

TALLOW.— Practically  no 

chan 

ge 

has 

many  .coming  in,  and  those  which  are  be 
ing  received  are  of  a  somewhat  mixed  var- 
iety, being  made  up  of  long-haired,  short- 
haired,  and  more  or  less  grubby  stock. 
Tanners  are  buying  a  little  more  freely,  but 
only  for  immediate  use,  as  they  still  claim 
that  the  hides  are  not  worth  the  price 
which  is  being  demanded  by  dealers.  A 
leading  dealer  expressed  the  opinion  that 
the  present  conditions  are  likely  to  con- 
tinue for  some  time.  The  latest  quotations 
are  as  follows : 

Sheepskins  25  75 

Sheep  clip  skins  10  35 

Lambskins  *5  5° 

City  and  country  hides  quotations.  Prices 
to  butchers: — 

No.  1  quoted  ,  ™}4 

t  No.  2  quoted   9/4 

No.  3  quoted   8^ 

CALFSKINS: — 

City  and  country  prices: — 

No.  I  quoted  H 

No.  2  quoted  12 

WOOL. — The  situation  is  unchanged  and 
the  wool  market  is  very  dead.  Manufac- 
turers are  reported  to  have  a  good  supply 
in  hand  to  meet  the  demand  and  they  are 


has  been  noticeable  in  the  shoe  findings 
business,  and  for  the  present  there  is  very 
little  movement  to  report.  Transactions 
are  somewhat  sluggish  and  quietness  still 
continues.  It  is  expected  that  this  condi- 
tion of  affairs  will  not  last  much  longer, 
as  manufacturers  must  soon  be  placing 
larger  orders  than  at  present.  Prices  are 
unchanged. 

Leather,   friction   and  fibre 

board   3lA  6 

Union  leather   8  9 

Stiff ner's,  union   1 

Stiff ner's  leather  board,  per 

100  pounds  75 

Insole  leather   7 

Leather  board,  per  lb   2 

LEATHER.— There  has  been 
tivity  in  leather   circles  during 


3 

1  L5 
8 

3 

fair  ac- 
the  past 

month.  Sales  have  considerably  increased, 
but  prices  have  remained  virtually  un- 
changed. The  manufacturers  have  been 
buying  more  freely  on  account  of  fall  or- 
ders, although  there  is  no  particular  de- 
sire shown  as  yet  to  anticipate  needs  by 
laying  in  a  stock.      The    leather  dealers 


confulent  in  an  improvement  of  the  trade  as   speak  hopefully  of  the  situation  and  regard 
the  general  aspect  of  affairs  takes  a  little  business  as  very  satisfactory  on  the  whole 
more  (favorable  color.    -Although  for  the   Sole  leather  of  all  kinds  is  meeting 
Epesent  no  immediate  change  is  prices  is  good  sales,  both  in  oak  and  hemlock  tan 
anticipated  and  sales  of  small  importance  nage 


th 


were  made  during  the  past  month  at  the  fol 

lo  w  i  ng  quotations : 

Canadian  pulled  wool  22 

Washed  fleece  24 

Unwashed  fleece  16 

Greasy  cape  18 

Medium  20 

FISH  OILS. — The  supply  of  fish 

Of)  the  market  is  barely  up  to  the  demand, 


24 
28 
18 
22 
22 
oils 


No.  1  U.  0  

Rejected  

No.  2  

Kangaroo   15 

Splits,  senior,  per  lb   28 

Splits,  junior,  per  lb   27 

Splits,  senior,  per  foot   3 

Splits,  H  and  Mm,  per  foot . .  8 

Splits,  M,  per  foot   6 

Splits,  Lm,  per  foot   5/4 

Splits,  junior,  per  foot   4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  HM,  per  lb.  32 

Splits,  trimmed,  M,  per  lb . . .  32 

Pebble,  AL   IS 

Pebble,  ALM   *5lA 

Pebble,  AM   H 

Pebble,  AHM   16 

Buff,  AM   15 

Buff,  AH   16 

Moccasin  leather,   red,  per 

stamp  weight  lb   10 

Oil  grain  (Quebec)  per  foot.  .  17 

Wax  upper,  heavy   4° 

Wax  upper,  light  and  med.. .  38 

Horsehides   3 

Glove  grain   J5 

Heavy   grain   1 5 

Patent  cow  

Patent  cow  chrome   21 

Heavy  upper   19 

Grained  upper   ^9  A 

Scotch  grain   20 

Dongola  kid   x4 

Patent  kid   36 

White  alum   11 

Sumac    9'A 

Col.  sheep   10 

Napa  sheep   9% 

India  kid   11 

Patent  colt   36 

Harness   4° 

French  kip  skins   94 

English  kip  skins   55 

Canadian   kip   skins   61 

Hemlock  calf   7° 

Light  calf   70 

French  calf  I.io 


39 
16 


18 

42 
44 

17 
17 

23^ 

23 

20 

20^ 

21 

21 

46 

15 
1 1 
12 
II 

13 

46 

42 

1.05 

65 
65 
85 
80 

1.65 


TANNERS'  MATERIALS.— Nothing  by 
way  of  change  to  report.    Prices  have  re- 


prices, principally 


for 


Still  further  improvement  is  noted 
in  harness  leather  and  fancy  leathers  of 
all  kinds  are  in  fair  demand.  Patents  have 
had  an  increased  sale  owing  to  the  popu- 
larity of  this  class  of  leather  for  boot  and 
shoe  purposes.  Colored  leathers  have  been 
much  in  evidence,  especially  tans,  and  there 
is  likely  to  be  further  strong  demand  for 
these  grades.  Fancy  leathers  are  still  call- 
ed for  in  fair  quantities  at  good  figures. 

the 


mained  unchanged, 
business  transacted, 
latest  quotations: 


with  about  the  usual 
The  following  are  the 


A   oils,   are  The  market  is  likely  to  continue  on 


3^ 

7 

69.00 

5K 

Hemlock  extract  

\lA 

5 

Hemlock  bark,  per 

8.00 

7-50 

Oak  extract  

4 

4K 

Mineral  tanners'  ex- 

6 

4 
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BOOTS  AXD  SHOES.— A  good  sorting 
business  is  -being  done,  and  now  that  the 
weather  is  warm  summer  goods  are  moving 
freely,  particularly  in  the  white  canvas  line. 
Shoe  factories  are  active  filling  orders  for 
fall  and  winter  lines  and  soon  travelers 
will  be  out  on  the  road  with  spring  samples, 
so  closely  do  seasons  seem  to  follow  one 
another.  Button  stock  is  moving  in  high 
cuts  and  in  low  cuts,  pumps  and  oxfords 
in  tan.  gunmetal  and  patents  are  having  a 
big  run.  There  is  still  a  scarcity  in  tennis 
goods  and  jobbers  are  finding  it  difficult  to 
meet  orders.  There  has  been  a  great  in- 
crease in  the  purchase  of  this  footwear  all 
over  the  country — in  fact  the  like  has  never 
been  seen.  One  rubber  concern  is  turning 
out  4,000  pairs  of  tennis  shoes  daily  and 
is  still  unable  to  satisfy  the  requests  of 
many  customers.  The  general  boot  and 
shoe  situation  is  favorable  and  pa3'ments 
are  reported  good. 

TALLOW. — There  is  practically  no  tal- 
low being  delivered  at  present.  The  situ- 
ation is  quiet  in  the  extreme,  and  in  the 
words  of  one  large  buyer,  "There's  nothing 
doing." 

No.  i  cake    &A 

No.  2  cake    4lA  SA 

No.  1  solid    5lA 

No.  2  solid    4  5 

WOOL.— There  is  a  large  quantity  of 
washed  wool  coming  in  at  present,  and  sell- 
ers are  really  asking  more  than  the  fleeces 
are  worth,  so  dealers  declare,  in  view  of  the 
general  outlook,  and  the  expectation  that 
a  change  will  likely  be  made  in  the  Amer- 
ican tariff. 

The  Chicago  market  rules  steady,  with 
buying  by  mill  operators  light.  The  incom- 
ing receipts  are  growing  heavier  as  the 
domestic  fleeces  get  in  merchantable  con- 
dition, hot  arrivals  are  not  up  to  normal, 
due  mostly  to  the  extreme  prices  being  paid 
in  the  country  and  the  indifferent  attitude 
of  Chicago  handlers. 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects    15 

H IDES.— Locally  the  receipts  are  normal 
and  prices  very  firm.  Grubby  hides  have 
not  yet  disappeared,  although  they  are 
gradually  doing  so.  The  question  seems 
to  be.  if  the  present  level  can  be  maintained. 
The  situation  is  decidedly  interesting,  and 
no  one  appears  to  know  exactly  what  will 
happen  here.  Canadian  tanners  are  not 
buying  very  freely.  In  Chicago  they  also 
appear  opposed  to  buying  ahead.  The  gen- 
eral outlook  is  exciting,  due  to  rapid  ad- 


vances in  packer  selections,  and  these 
holders  are  in  some  cases  expecting  packet 
prices  for  the  better  quality.  The  scarcity 
of  light  hides  continues,  but  the  kill  :at  out- 
side points  shows  a  little  increase,  and  if 
extreme  warm  weather  continues  dry- 
ing up  the  pastures,  offerings  of  light  stock 
will  expand.  Whether  the  high  prices  will 
be  sustained  depends  upon  demands  from 
tanners. 

No.  1  insp.  steers  and  cows..  11^2 
No.  2  incp.  steers  and  cows..  iolA 
No.  3  insp.  steers  and  bulls..  gA 
Country  hides    (green)    flat..  9^2 
Country  hides  (cured)  flat..    gY2  10A 

Calfskins    12  IS 

Sheepskins   $1.05  $1.40 

Horsehides,  No.  1    3-°o 

Horse-hides,  No.  2    2.00 

LEATHER.— All  the  tanneries  are  busy 
and  prices  are  stiff,  while  on  several  lines 
there  has  been  an  advance  of  one  to  two 
cents.  The  situation  is  full  of  interest  and 
uncertainty,  owing  to  the  high  prices  asked 
for  hides.  Tanners  are  just  now  in  the 
position  of  not  knowing  where  they  are  at. 
Much  depends  on  whether  the  present  high 
quotations  for  hides  will  be  sustained. 
There  is  much  speculation  regarding  the 
future.  Upper  leather  is  firmer  all  around. 
Tanners  feel  that  the  fall  business  will  be 
pretty  heavy. 

LEATHER  WHOLESALE. 

No.  1  Spanish  sole  (for  job- 
bing)   27  30 

No.  2  Spanish  sole  (for  job 

jbing)   26  29 

Ns    1  Span,  sole  (for  mfg.)  27  28 

No.  2  Span,  sole  (for  mifg.)  26  27 

No.  3  Span,  sole  (for  mfg.)  24  25 

No.  1  oak  sole    34  39 

No.  2  oak  sole   31  35 

No.  1  oak  sole  bends    51  56 

No.  1  slaughter  sole,  heavy..  31  32 

No.  1  slaughter  sole,  medium  31  32 

No.  1  slaughter  sole,  light..  31  32 

Harness  leather — 

No.  1  U.  0   37  39 

Rejected  U.  0   36  38 

No.  2  U.  0   32  34 

Hemlock  Country  Harness — 


No.  1   

•  •  32 

33 

•  ■  3i 

32 

..  48 

50 

Upper,  light  and  medium  . 

..  50 

55 

..  19 

21 

Kip  skins,  French   

..1. 15 

1.28 

Calf  skins,  French   

•  •  1-43 

1.62 

Veal  kips,  Canadian   

•  ■  75 

80 

•  ••75 

90 

Imitation  calf    85  95 

Splits,  light  and  medium  ...  20  22 

Splits,  heavy    20  25 

Splits,  junior    18  20 

Patent  colt,  per  foot    30  40 

Pat.  chrome  sides,  per  ft  28  31 

Enamel  cow,  per  ft  20  22 

Pebble  grain    17  19 

Buff   18  20  I- 

Colored  buff    20  22 

Russets,  extra  hvy.,  per  doz.  $10  $12 

Shoe  russets,  per  lb  45  50 

Russets,  No.  2,  all  grades,  lb.  30  35 

Glove,  russets,  per  doz  $6.00  $9.00 

CUT  iSOLES. — The  situation  has  im- 
proved, and  the  demand  is  improving. 
Prices  may  be  advanced  slightly  judging 
toy  present  indications. 

OUTSOLES. 

Oak —                           Gauge  Price 

Men's,  No.  1    7-12  30  45 

Men's,  No.  2   7-12  27  42 

Women's,  No.  1    5-8  18  23 

Women's,  No.  2    5-8  16  21 

Spanish — 

Men's,  No.  1    7-12  26  41 

Men's,  No.  2    7-12  23  38 

Women's,  No.  1    5-8  16  21 

Women's,  No.  2    5-8  14  19 

TAP  SOLES. 


Height 

Price 

Height 

Men's  XXX  ... 

6 

$4.10— $2.75 

4 

Men's  XX 

6 

3.70 —  2.10 

4 

Men's  X   

6 

2.25— 

1.85 

4lA 

Women's  XXX.. 

5 

2.40 — 

1-95 

4 

Women's  XX  . . 

5 

2.05— 

1-45 

3/2 

Women's  X 

4 

1.20 — 

1. 10 

4 

Boys'   XXX  ... 

SA 

2.90—  2.35 

4x/2 

Boys'  XX 

5/2 

2.65— 

2.20 

4$ 

Boys'  X   

s/2 

1.60 — 

i-35 

4-A 

TOP  LIFTS. 

Men's  XXX  ... 

5/2 

$1-35— 

•75 

4/2 

Men's  XX   

5H 

i-iS— 

.70 

4/2 

Men's  X   

5 

.65- 

•50 

5  1 

Women's  XXX. 

5 

•55— 

■50 

4A 

Women's  XX  .. 

5 

•45— 

.40 

4lA 

Boys'  XXX  .... 

5 

.70— 

.60 

4lA 

Boys'  XX 

5 

.60— 

•  50 

4lA 

SHAPED  HEELS. 
Size. 

Men's  5-8—10-8 

Women's  5-8 — 13-8 

BOX  TOES. 


Price. 
8— 15c  pr. 
7 — lie  pr. 


Men's  zVa    5c  pr. 

Women's  2%    3/4-  Pr- 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's  7%    8c  prl 

Women's  sYa    6§4c  pr. 
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Established  Over  Half  a  Century 


CUT  SOLES 

FROM  THE  FAMOUS 

PENETANG  SOLE  LEATHER 

"CUTS    LIKE    CHEESE    AND    WEARS    LIKE  IRON" 

We  have  added  a  counter  cutting  department  to  out  business 
and  make  all  lines  of  MOULDED  and  FLAT  COUNTERS 

Address :  berlin, ont.   The  Breithaupt  Leather  Co.  Limited 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


F.  G.  CLARKE,  President.  ~.  •«>   — 

CLARKE  &  CLARKE,  Limited 

Manufacturers  of  SHEEPSKINS  OF  ALL  KINDS 


C.  E.  CLARKE,  Vice-Pbes.  andTreas. 


Established  S852. 


BRANCHES— 59  St.  Peter  St.,  MONTREAL.  G.  S.  Httbbell,  Agent 


General  Offices  and  Works— Christie  Street,  TqRONTO 
City  Office  and  Warehouse— 52  Bay  Street, 


553  St.  Valier  St.,  QUEBEC.  Richard  Freres,  Agents- 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


HIDE  and  LEATHER. 
FACTORS 

and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDES,"  Leicester. 


KANGAROO  1  RICHARD  YOUNG  CO. 


Wo  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "  Ryco  "  Matt  Kid 


36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A- 

Branch:  54  South  Street,  BOSTON,  MASS. 
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American  Markets 


HEMLOCK  SOLE.— Dealers  report  the 
week's  trading  as  a  close  repetition  of  the 
previous  week.  While  there  is  an  entire 
absence  of  speculative  buying  by  shoe 
manufacturers,  they  are  frequently  in  the 
market  and  their  purchases  make  up  as 
good  an  aggregate  as  if  they  purchased 
larger  parcels  and  less  frequently.  No 
transaction  for  the  week  exceeds  5,000 
sides,  and  not  many  as  large  locally,  but 
there  is  a  good  and  steady  export  demand 
and  several  good  shipments  have  been 
made.  Common  hide  leather  of  all  tan- 
nages is  selling  proportionately  with  Buenos 
Ayres  and  other  South  American  hide 
leather.  The  market  is  firm  and  dealers 
are  holding  strongly  to  ;heir  terms  in  Bos- 
ton. Receipts  continue  much  below  nor- 
mal, and  reserve  stocks  are  being  drawn 
down  materially. 

Xew  York  tanners  are  holding  to  the 
advances.  Sales  are  small  with  shoe  man- 
ufacturers the  principal  buyers.  The  ex- 
port demand  is  improving.  Stocks  of  dry 
hides  are  moderate  and  reports  are  that 
tanners  are  still  working  only  part  time. 

Hemlock  leather  is  in  fair  demand  in 
Philadelphia.  Shoe  manufacturers  are 
calling  for  leather  when  it.  is  actually  need- 
ed, so  that  orders  are  fairly  frequent,  but 
moderate  in  size.  Prices  show  a  firm  tone, 
but  no  advances  have  been  made. 

The  Chicago  market  is  moderately  ac- 
tive. 

HEMLOCK  SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont.       mon  H. 

No.  1,  light   24       23    .  .24 

No.  1,  mid   24       23    .  .24 

No.  1,  over   24       23    .  .24 

No.  2,  light   23       22    .  .23 

No.  2,  mid   23       22  ..23 

No.  2,  over   23      22    . .  23 

No.  3  light   20    21       20  ..21 

No.  3,  mid   20    21       20  ..21 

No.  3,  over   20    21  19 

Rejects   19  19 

Scabs   15    16  14 

Buffalo  China 

No.  1,  light   19    20  21 

No.  1,  mid   19    20       . .  22 

No.  1,  over   19  20 

No.  2,  light   18       . .  20 

No.  2,  mid   18       . .  18 

No.  2,  over   18 

No.  3,  over   18 

No.  3,  mid   16 

No.  3,  light   15  16 

Scabs   11 

Acid,  New  York  Selections. 

Best     Good       No.  2 

Light   27    . .    25    .  .  22*4  23 

Mid   27    . .    25  23 

Over   27          25    . .  23 

Rejects   19  

Scabs   12  


Slaughter,  Packer. 

No.  1    No.  2    No.  3 

Spdy.  light   24  26    23  25    22  24 

Plump  light   25  27    24  26    23  25 

Spdymed   24  26    23  25    22  24 

Plump,  Spdy          26  27    25  26    24  25 

Spdy.  over   26  28    25  27    24  26 

Plump,  over   27  28    26  27    25  26 

Mfrs.  over   25  26    26  25    23  24 

UNION  SOLE. — Nearly  all  sole  cutters 
are  buying,  but  most  of  them  are  simply 
taking  a  few  days'  cutting  and  few  sales 
exceed  3,000  to  4,000  backs  and  from  such 
down  to  as  many  hundred  sides.  Sole  cut- 
ters are  up  against  a  hard  proposition  as 
the  price  of  soles  and  at  which  they  are 
selling  is  not  on  a  parity  with  leather.  Re- 
ceipts of  union  backs  are  still  light,  and 
dealers  are  drawing  on  their  warehouse 
reserves  to  some  extent.  Sole  cutters  with 
few  exceptions  are  working  their  cutting 
rooms  close  to  their  frequent  purchases 
and  are  carrying  a  moderate  supply.  Steer 
standard  backs  are  32c.  and  33c,  and  good 
grade  cow  leather  the  same. 

With  supplies  small,  prices  continue  firm 
in  New  York.  The  demand  is  steady  for 
moderate  parcels. 

The  demand  continues  steady  and  con- 
sistent for  union  leather  in  Philadelphia. 
Prices  are  firm. 

Western  shoe  manufacturers  are  fairly 
busy  and  their  immediate  requirements  in 
union  sole  leather  necessitate  the  purchase 
of  good  sized  quantities  from  time  to  time. 
UNION  SOLE  QUOTATIONS. 

Heavy  .  .  :   32  33 

Middle   32  33 

Light    32  33 

Country  hide  leather  relatively  less.  Cows 
it.  less. 

OAK  SOLE.— The  trading  in  Boston  is 
in  no  sense  active,  but  all  tanners  are  sell- 
ing some.  They  are  all  sold  ahead,  and 
the  greater  portion  of  their  invoices  are 
applied  to  live  contracts,  leaving  a  small 
working  stock  and  nothing  more.  Sales 
have  been  made  of  1,000  and  3,000  sides. 
The  market  for  shoe  leather  purposes  is 
38,  36,  and  34c,  and  at  these  prices  busi- 
ness is  being  done.  Some  oak  leather 
iusers  would  place  good  sized  orders  were 
tanners  inclined  to  accept  such,  but  the 
latter  do  not  show  any  disposition  to  sell 
ahead  where  they  do  not  control  the 
leather. 

All  New  York  tanners  are  asking  higher 
prices  on  scoured  oak  backs,  and  sales  have 
been  made  at  36c.  for  No.  2  good  tannage, 
but  higher  prices  are  now  wanted.  No. 
i's  range  from  39  to  41c  according  to 
tannage.  Texas  leather  is  also  firmer  and 
higher  with  the  demand  moderate. 

OAK  SOLE  QUOTATIONS. 

No.  1    No.  2    No.  3 
Scoured  backs,  It.  .38  41    36  38    .  .  35 


Scoured  bks.,  mid  .  .  40    . .  38    ■  .  34 
Scoured  bks.,  hy.    .  .  39    .  .  37    .  .  34 
And  other  grades  in  proportion. 
Scoured  bends,  8 

to  10  lb  45    . .  43    . .  41  I 

Scoured  bends,  10 

to  12  lb  45    . .  43    . .  41  I 

Scoured  bends  12 

to  14  lb  45    .  .  43    . .  41 

Texas,  sides  XX  free  of  brands..  . .  35 
Texas,  sides  Xhy.  free  of  brands   ..  33 

Texas,  sides  Ahy.  one  brand   32 

Texas,  sides  Bhy.  two  brand   31' 

Texas,  sides  chy.  more  than  2 

brands   3<3 

Texas  bends  XX   51  52 

Texas  bends  X   45    47  '; 

Texas  bends  A   43  44 

Texas  bends.  B   41  43 

Texas  bends  C   39 

No.  1  No.  2  I 

California  sides,  It... .  28  26 
California  sides,  mid.  28  26 
California  sides,  hy. .  30  .  .  28 
California  backs,  It.  .  32  .  .  30 
California  backs,  mid  33  ..  31 
California  backs,  hy  35  36 
Oak  backs  free  of  brands  for  belting  pur- 
poses,    No.  1,  42  cents. 

Oak  backs  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 
Branded  backs,  No.  2,  37  cents. 
Branded  backs,  No.  3,  34  cents  and  35 
cents. 

SIDE  UPPER  LEATHER.— Trading  is 
fully  as  active  as  tanners  and  dealers  care- 
to  see  it  under  prevailing  conditions,  as 
they  are  all  anticipating  a  still  further  ad- 
vance in  prices,  and  from  choice  they  pre- 
fer to  sell  small  rather  than  large  blocks. 
On  the  part  of  the  buyers  there  is  more  or 
less  inclination  to  cover  prospective  require- 
ments. Sales  have  been  effected  of  5,000 
to  10,000  sides,  and  some  leather  has  been 
sold  at  another  yic.  advance,  making  from 
Ij4c.  to  2c.  over  prices  of  recent  date.  Re- 
ceipts are  still  small  and  the  result  of  the 
year's  curtailment  is  becoming  more  ap- 
parent daily  in  Boston.  One  thing  is 
evident,  that  tanners  are  not  going  to  re- 
peat their  experience  of  last  year. 

With  the  prices  of  hides  advancing  and 
a  like  tendency  in  evidence  in  the  prices 
of  side  upper  leather,  western  shoe  manu- 
facturers are  buying  freely. 

SPLITS.— Flexible  splits  are  in  good  re- 
quest, together  with  heavy  blacks,  and  a 
few  concerns  are  well  cleaned  up.  Tan- 
ners' supplies  are  light  and  no  large  ac- 
cumulations are  noted  in  desirable  weights. 
A  little  more  interest  is  being  shown  in 
wax  and  rough  splits,  and,  although  no 
immediate  results  have  been  heard  of,  there 
is  a  general  expectation  of  brisker  busi- 
ness. Chrome  splits  for  gussets  and 
vamps  are  moving  well. 
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DUCLOS  <&  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,      Store,  224  Lemoine  .St. 
ST.  HYACINTHE.  MONTREAL. 


Bonner  Leather  Co. 

— — ^—  ^Manufacturers 

GLAZED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E  3778 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with- them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  <SL  CO., 

LYNN,  Mass.,  U.S.A. 


 Manufacturers  of  


Solid  Leather  Shoes 

All  Lines,  All  Sixes,  from  Children's 
to  Men's 

js-  FINE  LINES  OF  SLIPPERS  js> 


Fred.  C.  A.  Mclndoe  &  Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  of  introduction  supplied  to 
bona  fide  traveling  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 
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All  the  Bag  and 
Trunk  Makers 
want  fancy  leather 
embossed   on  the 

MOENUS 

Altera  Machine 


They  reject  weak 
imitations. 


Write  for  tht  prices  on  the 

OENUS 

Machine  Works 

Frankfurt  on  Main 
GERMANY 
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WHY  THE  YEAR 

1911 

IS  A  GOOD  YEAR  FOR 

SELLING 

GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information — 
which  now  extends  throughout  the  country — was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when^minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it— is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.  The  story  is  yours 
for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 


£'ftAf*2 


The  standard  for  style,  fit  and  quality  in 

RUBBER  FOOTWEAR 

MANUFACTURED  SOLELY  BY 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yenge  Street     -     TORONTO,  CANADA 

(  NOT  IN  ANY  TRUST  ) 


We  are  still  accepting  orders  at 
Catalogues,  Price  Lists,  Etc.,  from 

TORONTO 
W.  B.  Hamilton  Shoe  Co.,  Limited 
D.  D.  Hawthorne  &  Co. 
J.  D.  King  Co.,  Limited 
HAMILTON 
The  John  McPherson  Co.,  Limited 

LONDON 
Sterling  Bros.,  Limited 
Coates,  Burns  &  Wanless 

C0LL1NGW00D 
C.  Stephens  Co.,  Limited 
COBALT 

The  Northern  Canada  Supply  Co.,  Limited 

BROCKVILLE 

The  J.  A.  Johnston  Co. 

MONTREAL 

James  Linton  &  Co. 
Plyde  Shoe  Co. 
Canada  Shoe 
A.  Corbeil 

Hudson  Bay  Knitting  Co. 

G  P  &  R.  Mfg.  Co.  of  Toronto,  Limited 


March  prices.  Samples,  Illustrated 
the  following  Selling  Agencies:- 

QUEBEC 
J.  H.  Larochelle,  Picher  &  Co. 


PROVINCE  OF  QUEBEC 
The  Eastern  Townships  Shoe  Co.,St.  Hyacinthe,Que. 
Louis  McNulty,  St.  Johns,  Que. 

MARITIME  PROVINCES 
Waterbury  &  Rising,  St.  John,  N.  B. 
J.  W.  Boyer  &  Co.,  Victoria,  N.  B. 

WINNIPEG 
Wm.  A.  Marsh  Co.,  Western  Limited 
The  Winnipeg  Rubber  Co.,  Limited 

MOOSE  JAW 
Mitchell,  Hembroff,  Maybee,  Limited 

CALGARY 
The  Winnipeg  Rubber  Co.,  Limited 

VANCOUVER 
Vancouver  Rubber  Co.,  Limited 


THE  SHOE  AND  LEATHER  JOURNAL 


Black  Diamond  Chrome  Patent  Leather 
—is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 
Tan  Gun  Metal  Calf—  especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock- 
Hub  Gum  Soles 

A.  C.  LAWRENCE  LEATHER- 

COMPANY 

95   SOUTH   STREET,  BOSTON 

urw  vn1IR  A»  Broadway  ROCHESTER        CINCINNATI.  632  Sycamore  St. 

GL^VeSvILLe!  50So7Mai»  St.      605-6  Power.  BHj.  ST.  LOUIS,  705  L«e.B  St. 


THE  SHOE  AND  LEATHER  JOURNAL 


1 


McKays  and 
Turns 

Mens,  Women's,  Little  Gents! 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  (Q.  SON 

Manufacturers  to  the  Jobbers 

583-585  St.  Timothy  St.  Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 

Where  % 

Amherst  i 

lw  AKt  I 

E\CELS\ 

o 
o 
o 
o 
o 
o 
o 

o 

to  o 


SURPASS  SHOES  FOR  SUMMER  SORTING 

Always  keep  a  full  stock  of  these  reliable,  steady-selling  profit-bringers. 
There  is  more  hot  summer  weather  coming  and  more  cool,  comfortable 
summer  footwear  can  be  sold— if  you're  prepared. 


Be  prepared  with  the  best  all-round  satisfaction-giving  footwear— Surpass 
Shoes.  When  you  sell  a  pair  of  Surpass  Shoes  you  can  rest  assured  that  the 
buyer  will  be  back  for  more.   They  will  certainly  make  friends  for  your  store. 

THE  LOUIS  GAUTHIER  CO.  Limited,  Quebec 
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MACFARLANE  SHOES 


No.  418 — Misses'  Pat.  Pump, 
strap,  low  heel,  sizes  11 
to  2  $1.15 

No.  419 — Infants'  Pat.  Pump, 
strap,  wedge  heel,  sizes  3 
to  7^  80 

No.  420— Child's  Pat.  Pump, 
strap,  wedge  heel,  sizes  8 
to  10  90 


For 
Children 


No.  393  —  Child's  all  Patent 
Ankle  strap,  wedge  heel, 
sizes  8  to  io}4   90c 

No.  392 — Infants',  sizes  3  to 

7H   80c 

No.  129 — Babies',  sizes  1  to  5..  65c 


READY  TO  SHIP 


We  would  like  every  dealer  in  Canada  to  become  acquainted  with  our  stock 
department  because  we  believe  it  would  be  a  money-making  proposition  for  you. 

Represented  here  are  a  few  of  the  many  lines  which  we  carry.  Write  for  our 
complete  stock  list,  if  you  have  not  one  already,  and  try  us  for  a  Rush  Order. 


OUR  SPECIALTY 


No.  1188— College  Girls'  Pat.  No.  710 — College   Girls'   all  low    heel,    G.Y.  welted 

Blueher   bal.,  dull    calf  Patent  Pump  Strap,  turn  sole,  sizes  11  to  2  $1.80 

top,  low  heel,  G.W.,  sizes                          sole,  low  heel,  sizes  1  to  7  No.  933— Children's,  sizes  8 

2  to  7   $2.60  widths  D  and  E.  Price.  .$1. SO  to  io}4   1.60 


The  Macfarlane  Shoe  Company,  Limited 

MONTREAL 
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START  USING  "NIGRO"  RIGHT  AWAY 


INVITATION  Yoa  are  in^itedto  m*ke  *  careful  comparison  of 
"Nigro"  Calf  with  any  other  smooth- finished 
vamping  cat f  you  ever  saw.  Make  your  comparison  on  every  point 
and  if  you  are  not  thoroughly  satisfied  that  "Ntgro"  Calf  is  the 
leather  you  should  use  you  need  not  keep  it, 

ASSERTION  This  "Ni9ro"  Cdtf is  a  perfed  cutting  Uatheu 

You  can  get  more  out  of  a  skin  than  your  past 
experience  has  led  you  to  expect.  Every  skin  is  clear  and  uniform  in 
finish  el>en  to  the  skirts.  For  either  Kelour  or  gun  metal  shoes  you 
can't  afford  to  pass  this  economical  fine  appearing  leather  by. 

PROOF    The  oniy  way  to  prove  the  merits  °f  a  leainer  is  to  try 

it.  And  it  is  here  that  "Nigro"  Calf  looms  up  big. 
Make  a  cutting  test  and  you  will  like  it  as  we  like  it,  better  than  any 
other  calf  leather  you  can  buy. 

GUAR  A  NTEE  The  wearing  quality  and  disrupt  ability  of  "Nigro' ' 
UUM  Calf  is  the  very  best.    That  statement  we  back 

up  with  a  take-back-your-money  guarantee.  We  stake  our  reputation 
on  its  quality  and  if  "Nigro"  Calf  isn't  all  we  say  'twill  cost  you 
nothing  to  try  it  out. 

Better  pass  in  an  order  to-day. 


DAVIS  LEATHER  CO.,  LIMITED 

NEWMARKET,  ONTARIO 


These  are  mighty 
good  leathers  on 
which  to  build  your 
trade  in  shiny  shoes 


Sunshine  Colt  and  Sunshine  Kid 
are  not  patent  leathers  —  they're 
something  better.  While  they  have 
all  the  virtues  of  good  patent  leath- 
ers they  have  not  the  vices.  They 
will  look  just  as  good  in  your  win- 
dow as  the  best  patent  leathers  and 
they'll  wear  many  times  as  long  on 
the  feet  of  your  customers.  They 
don't  check  or  crack  because  they 
are  not  varnished  or  baked.  You 
receive  no  complaints  on  the  wear- 
ing qualities  of  shiny  shoes  made 
from  Sunshine  Leathers. 

So  always  specify  Sunshine  Colt 
and  Sunshine  Kid  when  ordering 
shiny  shoes  and  keep  away  from 
all  patent  leather  troubles. 


CORONA  KID 
MANUFACTURING  CO. 
BOSTON  MASS. 


NOT  BAKED 


NOT  VARNISHED 


NOT  VARNISHED 
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HOW  is  your  stock  of 
summer  sellers  to-day? 

Have  you  plenty  of  oxfords  and  canvas 
shoes?  Take  a  look  through  your  stock 
of  best  sellers  and  you'll  no  doubt  find 

many  sizes  missing.  You  will  have  plenty  of  calls 
for  these  before  the  season  is  over,  so  fill  up 
the  gaps  in  your  stock  now  and  be  prepared. 
Whatever  you  may  need  in  any  line  or  size  let 

me  know  and  I  will  supply  you  at  once.  My  staff,  my 
stock  and  my  experience  are  at  your  service  at  all  times. 
Send  in  an  order  to-day  and  no  matter  what  its  size— big  or 
little— we  will  agreeably  surprise  you  with  the  promptness 
and  accuracy  of  its  shipment. 


JAMES  ROBINSON 

182-186  McGILL  STREET  MONTREAL 
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A  NEW  AND 

IN  sj 

APPEARS  WITH  "RIDE 


Men's  Pat.  Blu.  Oxford 
on  our  "Trooper"  Last. 
Medium  Wide  Toe. 


RIDEAU 


See  that  toe?  There's  the  f| 
plainly  shown.  All  "Rideau" 
lines  lor  MEN  will  be  turned  out  c| 
last  in  three  widths,  with  a  na\ 
medium  and  wide  toe  in  each  \l 
This  means  much  to  you. 

•I  It  assures  expert  workmanship  be  J 
from  start  to  finish  of  maufacture,  atkl 
is  concentrated  entirely  on  one  lasl 
scattered  over  many. 

^  It  assures  a  comfortable  yet  pi 
fitting  shoe  in  any  style  the  cust 
selects — and  we  can  satisfy  every 
in  this  regard. 


Men's  Pat.  Blu.  Bal. 
on  our  "Trooper"  Last. 
Medium  Wide  Toe. 


Men's  Gun  Metal  Calf  Button  Shoe  on  our  "Trooper"  Last,  Narrow  Toe. 


RIDEAU  SH 

MONTREAL 
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£NT  FEATURE 
LOGY 

ES"  FOR  SPRING  1912 


,  this  "Trooper"  last  is  the  latest 
in  shoedom,  it  assures  the  wearer 
.  most  classy  footwear  obtainable, 
sitter  what  width  or  style  he  may 
i,  The  cuts  shown  here  are  exact 
ductions  of  some  of  the  "Rideau" 
lines.  Don't  they  look  good  to  you  ? 

pr  travelers  will  shortly  go  into 
aatter  with  you  more  fully.  Don't 
ere  their  arrival. 

It  are  also  showing  an  exceptionally 
ine  of  Women's  Welts  to  retail  at 
[),  but  they  have  not  this  special 
re. 


Men's  Tan  Calf  Blu.  Bal.  on  our  "Trooper"  Last. 


RIDEAU 


len's  Tan  Calf  Blu.  Oxford  on  our  "Trooper"  Last,  Narrow  Toe. 


COMPANY 

CANADA 


Men's  Patent  Button  on 
our  "Trooper"  Last. 
Medium  Wide  Toe. 


8 


THE  SHOE  AND  LEATHER  JOURNAL 


Some  Advice  About  Patent  Leather 

^  We  are  ready  for  the  rush  of  orders 
which  is  sure  to  come. 

CJ  Our  output  has  been  greatly  increased 
and  we  can  handle  any  volume  of  business 
that  may  come  our  way. 

CJ  "Good  hides  are  very  scarce  ?  "  Yes. 
But  we  have  placed  six  months  ahead, 
so  are  well  protected. 

CJ  The  Shoe  man  in  buying  Patent 
wants  to  deal  with  the  firm  he  can 
depend  on. 

CJ  What  is  the  question  asked  when  the 
Shoe  Salesman  approaches  the  Retailer? 
"Is  that  Clarke's  Patent?" 

Can  you  say  yes? 

CJ  We  advise  booking  orders  early  as  the 
demand  for  our   Patent  is  increasing. 

A.  R.  ClarKe       Co.  Limited 

Toronto,  Out. 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 


2  Split  Bottom  Buffing  Rolls 

2  Flat  X-Ray  Heel  Scouring  Wheels 

2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 


OF  CANADA 
LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS 


244  Adelaide  Street  West  TORONTO 


MONTREAL,  QUE. 

492  St.  Valier  Street,  QUEBEC 
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TKaDB  MARK 
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A  MODERN  HOME 


What  is  worth  doing  at  all  is  worth  doing  right.  The  erection 
of  a  plant  for  the  production  of  a  modern  shoe,  is  something  we  con- 
sidered not  only  worth  doing  but  absolutely  necessary  that  it  should 
be  done  right.  And  so,  upon  the  completion  of  our  new  plant,  we 
say,  "A  Modern  Home,"  for  it  is  done  right,  absolutely  right.  By 
no  means  is  this  an  idle  statement,  but  one  which  an  insight  into  this 
new  plant  and  our  manufacturing  methods  will  bear  out  in  every 
respect. 

Now,  let  us  give  you  that  insight  in  a  few  words : 


TKaDE  ma** 


The  factory  is  skilfully  planned  to  meet  the  requirements  of  most 
modern  methods  in  present  day  shoe-making.  It  is  equipped  with 
only  the  best  machinery  and  labor  saving  devices  carefully  selected. 
In  fact,  every  detail  essential  for  the  elimination  of  superfluous  cost 
in  manufacture  has  been  given  expert  and  careful  attention,  thus,  to- 
gether with  existing  favorable  conditions,  enabling  us  to  produce  on 
the  most  economical  basis.  Again,  it  is  manned  with  skilful 
mechanics,  who  can,  with  the  aid  of  such  facilities,  turn  out  2,500 
pairs  per  day.    Do  circumstances  not  warrant  the  statement. 


THE  WINN  CO 

PERTH  = 
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\  MODERN  SHOE 


A  modern  shoe  is  what?  In  our  estimation  it  is  a  shoe  that  will 
meet  all  demands  of  the  shoe  retailer  and  the  consumer,  m  such  as 
Style,  Wearing  Quality  and  Price. 

The  "Winner  Shoe"  is  made  in  Infants',  Children's,  Growing 
Girls'  College  Girls',  Boys'  and  Youths',  and  in  every  pair  are  em- 
bodied all  the  elements  essential  to  meet  all  demands  and  give  the 
Merchant  and  the  Wearer  the  greatest  measure  of  all  round  satisfac- 
tion.   It,  therefore,  fills  the  requirements,  and  is  a  modern  shoe. 


And  now,  just  a  word  about  what  we  are  going  to  show  you  for 
Swing,  1Q12.  The  present  assortment  of  "Winn"  styles  will  be  in- 
creased by  over  100  p.c.  The  addition  will  consist  of  a  selection  which 
will  make  the  entire  line  one  of  the  finest  that  will  be  shown  on  the 
continent  this  fall.  Our  salesmen  will  get  away  to  an  early  start 
"chuck  full  of  enthusiasm,"  which  we  are  sure  will  prove  contagious 
when  you  look  over  the  line.  We  only  ask  that  you  see  the  samples, 
our  faith  in  our  goods  and  your  judgment  puts  our  mind  at  rest  re- 
garding the  orders. 


,NY,  LIMITED 

ONTARIO 
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ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond-^*  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monlque  Sts.    ■     MONTREAL,  QUE. 
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Keep  Your  Customers'  Feet  Dry 

When  a  man's  feet  are  warm  and  dry  in  cold,  wet  weather  he  feels 
good  and  comfortable.  Especially  does  he  feel  good  toward  the  man  who 
sold  him  the  shoes  that  keep  out  the  cold  and  the  wet.  The  greater  comfort 
you  give  your  customer  the  more  good  will  he  think  and  speak  of  you. 


Feet  that  are  encased  in  Doctors  Anti-septic  Shoes  are  always  warm 
and  dry,  even  in  the  wet  weather.  Waterproof  soles  and  uppers  form 
an  effectual  barrier  to  moisture,  and  inner  soles  of  thermal  asbestos 
keep  out  the  cold. 

The  Fall  line  of  the  Doctors  Anti-septic  is  a  winner.  You  should 
order  now. 


THE  TEBBUTT  SHOE  $  LEATHER  CO.  LIMITED 

THREE   RIVERS,  QUEBEC 
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You  Have  To 
Get  Right  Down 
To  Leathers 

Shapes  and  styles  are  alright, 
to  attract  custom  to  your 
store  but  it  takes  leather — 
real  good,  wear  -  resisting 
leather — to  hold  it. 

If  you  buy  shapes  and 
styles  without  regard  to 
leathers  you  are  not  buying 
for  a  permanent  business. 

When  you  buy,  buy  leathers 
first,  for  they're  the  main 
thing. 

If  you  insist  on  Maple  Leaf 
Leathers  in  the  shoes  you 
stock  up  you  are  pretty 
sure  of  getting  the  best  in 
shapes  and  styles,  for  Maple 
Leaf  Leathers  are  used  only 
by  those  manufacturers 
who  take  pride  in  their 
product. 

LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street        -  MONTREAL 


A  New  Club  Bag  of 
Very  High  Quality 


This  is  one  of  our  new  Club 
Bags  No.  418. 

The  Bag  is  made  on  an  English 
frame — three  piece  style,  (seam 
in  centre  of  ends). 

We  make  this  of  heavy  smooth 
bag  leather  (cowhide) — in  two 
finishes,  London  (russet)  and 
Brown.   Black  to  order  only. 

The  finish  of  this  bag  is  of  the 
very  highest  order — full  leather 
lined  —  heavy  leather  corners 
stitched  and  riveted.  Double 
handles,  with  seams  on  inside  of 
handles  (easy  to  carry),  tab 
with  name  insert. 

We  offer  this  bag  at  $15.00  for 
18  inch,  and  $16.00  for  20  inch 
— with  usual  trade  discount. 


MONTREAL 

"The  Big  Baggage  Makers" 
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N.  M.  Ruthstein 


Secretary  and 
Treasurer 


No.  oq,  black,  12  in.  -  $4.50 
No.  010,  tan,  12  in.    -  4.50 


No.  011,  black,  16  in.  -  $5.00 
No.  012,  tan,  16  in.      -  5.00 


"RUTHSTEIN'S" 
STEEL  SHOE 

A  boon  to  the  farmer,  the  miner,  the  construction 
man  the  railway  man,  and  others  whose  daily  occupation 
requires  something  more  substantial  than  all  leather  or 
rubber  footwear, 

A  "  Sole  of  Steel "  in  one  piece,  thin,  light,  seam- 
less and  rust-resisting,  extends  an  inch  above  the  sole 
all  around  the  shoe,  taking  the  place  of  leather.  This 
sole  is  protected  from  wear  by  adjustable  rivets  which 
also  provide  steady  footing. 

Resiliency  and  comfort  are  not  sacrificed  in  the 
construction,  as  the  shoe  is  springy,  and  has  a  cushion- 
like inner  sole  of  select  horsehair  and  felt. 

"Steel  Shoes"  Price  List 


Terms : 
Net  Cash 


No. 
03 
04 
07 
08 
oq 

010 

Oil 

012 
0103 
0107 

OK  " 


Description 


Men's 


Boys' 


n.  black 
in.  tan 
in.  black 
n.  tan 
in.  black 
;n.  tan 
n.  black 
in.  tan 
n.  black 
n.  black 
n.  tan 


Quality 

No.  1 


Cost 

Retail 

Sizes 

Price 

Price 

5x12 

$2.6? 

$3.50 

2.65 

3.50 

3-75 

5.00 

3-75 

5.00 

4.50 

6.00 

4.50 

6.00 

5.00 

7.00 

5.00 

7.00 

I  X  4 

i.qo 

2.50 

2.65 

3.50 

2.65 

3.50 

Send  in  your  orders  now  to  insure  proper  delivery 
for  fall  requirements. 

Full  information  is  contained  in  a  booklet,  "  Sole  of 
Steel,"  which  is  yours  for  the  asking.  Advertising  cuts 
supplied  on  application. 

STEEL  SHOE  COMPANY 

RACINE,  WIS.,  U.S.A.  NORTHAMPTON,  ENG. 

TORONTO      -  CANADA 
BLACHFORD,  DAVIES  &  CO.,  LIMITED 

60  FRONT  WEST       -       -      -  TORONTO 
Sole  Canadian  Selling  Agents 
Geo.   G.    Lennox,  Winnipeg 

Distributor  for  Manitoba,  Alberta,  Saskatchewan 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 

 S§?, 

If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.  MONTREAL,  QUE. 
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"Chic"  Spring  Styles 

In  Ladies'  Shoes 

1§  Just  a  word  or  two  about  our  spring  styles. 

fj  We  have  excelled  our  previous  efforts.  Our 
showing  of  Colonials,  Two  Straps  and  Pumps  are 
a  treat  to  the  eye.  Everything  new  in  lasts  and 
patterns.    All  the  new  leathers  and  fabrics. 

^  Truly,  we  are,  "  Right  up  to  the  minute." 

McDermott   Shoe  Company 

Montreal 


MARftEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.  2lT  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 

.  
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.  London,  E.O. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


WMTTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

-GILT  EDGE."   Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  anc '  ^serves  ^Pa£s 
a  beautiful  Black  lustre.  Always  ready  to  use.   Largest  quantity .   Finest  quality .    Pohshes  without  rubbing.  Retails  25c 
"BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubers.    Blac ks,  j Wl™'%™yl**™£ 
preserves.  Contain  oils  and  waxes  to  polish  and  preserve  the  leather.  Also  Rus.et  Bully  Shine  for  tan  leathers.  Large  tin 
boxes.  Boxes  open  with  a  key.  Retails  10c.  .  . 

"SUPERB"  fa  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10c.  ,  • -■, 

"  DANDY  "  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots  shoes,  saddles, i   ^Xr  \ 
it    Retails  25c     "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (o  sizes  of  each  color  ) 
"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.     Restores  color  and  lustre  to  all  black 

"hoes    Retails  25c       BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  m  5  s,zes. 
"QUICK  WHITE"   makes  dirty  Canvas  shoes  Clean  and  White.     In  liquid  form,  so  can  be  Quickly  and  easily  applied, 
sponge  in  every  package  so  always  Ready  for  use.    Two  sizes,  retails  for  10c.  and  25c. 

Send  for  circulars  giving  full  particular,  of  our  other  Polishes  to  WH1TTEMORE  BROS.  &  CO..  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 
BUY   WHITTEMORE'S  SHOE  POLISHES  IF  YOU   WANT  THE  BEST   


THE  SHOE  AND  LEATHER  JOURNAL 


19 


We  Have  Great  Faith 
In  Our  Glove  Leathers 

We  have  studied  so  long  and  so  thor- 
oughly the  production  of  perfect  glove 
leathers  that  we  feel  safe  in  pronouncing 
National  Leathers  perfect. 

So  certain  are  we  that  these  leathers  will 
do  all  that  is  required  of  perfect  glove 
leathers  that  we  make  you  this  offer : — 

Buy  a  dozen  skins  to-day.  Examine 
them  CAREFULLY.  If  they're  not 
ENTIRELY  satisfactory  return  them. 
We'll  refund  the  money. 

NATIONAL  LEATHER  COMPANY 
OF  CANADA,  LIMITED,  TORONTO 


It  Supports  and 
Protects  The  Ankle 


The 

Lachance 
Ankle 
Brace 
and 
Protector 


As  worn 
by  hockey, 
lacrosse,  football, 
baseball  and  cricket 
players.  Made  without 
protector  for  everday  use. 


The  Lachance  Ankle  Brace  supports  and  strength- 
ens the  ankle,  relieving  it  of  much  of  the  strain 
usually  put  upon  it.  Fitted  with  the  protector  it 
is  a  boon  to  all  engaged  in  manly  sports. 

The  most  profitable  article  you  can  have  in  your 
findings  department,    Write  for  your  sample  pair. 

LACHANCE  &  TANGUAY 

Shoe  Manufacturers  QUEBEC 

I 


Do  You  Wish 
To  Get  Your 

OVERGAITERS 
&  LEGGINGS 

By  Sept.  1st? 

If  so,  NOW  is  the  time 
to    place    your  order. 

Our  Travelers  are  on  the  road  with  a 
full  range  of  bright,  new,  snappy  goods, 
(hat  are  bound  to  be  great  sellers. 


Have  you  received  one  of  our  Catalogues 
of  Gaiters  and  Leggings  ?  If  not  drop 
us  a  post  card  and  we  will  be  pleased  to 
send  you  one. 

DON'T  DELAY 

In   Placing  Your  Order. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 

Largest  Manufacturers  of  Overgaiters  and 
Leggings  in  Canada. 
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New  28  Pump 


THE 
KINGSBURY 
BRAND 


New  28  Oxford 


KINGSBURY 

FINE 
FOOTWEAR 

FOR  WOMEN 


Containing  a  certain  individuality  of 
style  not  obtainable  elsewhere— an  in- 
dividuality which  appeals  to  the  most 
exacting — thus  proving  a  profitable  fea- 
ture to  the  Retail  Merchant. 

This  individuality  is  but  the  result  of 
untiring  efforts  to  produce  by  special- 
ization that  which  would  prove  very 
profitable  to  the  retailer  and  ourselves, 
efforts  which  have  been  rewarded  by 
pronounced  success. 

Here  we  show  a  few  lasts  just  added  to 
our  line,  and  which  should  mean  some- 
thing to  you. 


AMERICA'S 
BEAUTY 
BRAND 


KINGSBURY 
FOOTWEAR 
COMPANY 

LIMITED 

Specialists  in  Ladies'  Shoes 
MONTREAL  CANADA 


31  High  Toe,  Short  Vamp 
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The  New  Effects  in  Spring  Styles 

What  Canadian  Manufacturers  Are  Presenting  to  the  Trade— A  Tendency  to  Bold  and  Even  Extreme  Toes- 
Models  Show  Evidence  of  Great  Proficiency  in  Workmanship  and  Progressive  Ideas. 


FOR  THE  WOMEN. 

Vamps — short. 

Heels— high,  with  a  tendency  to  be  slightly  lower. 

Tops — a  little  higher,  straight,  slant  and  cres- 
cent cut. 

Edges — very  closely  trimmed. 

Tips — rather  less  elaborate  perforations  and  an  in- 
clination to  be  not  quite  so  pronounced  in  pattern. 

Toes — high  both  in  medium  and  broad  effects, 
the  stage  last  being  very  popular. 

Leathers — patent,  gun  metal,  velours  and  tan 
Russia  calf. 

Buttons — becoming  increasingly  popular,  velvets 

and  chocolates  rapidly  disappearing. 
Reappearance  of  colonials. 


FOR  THE  MEN. 

Toes — generally  high  and  bold,  and  inclined  to 
be  extreme. 

Soles — rather  inclined  to  be  heavier,  with  slip 

soles  worn  even  in  summer. 
Heels — a  tendency  to  be  somewhat  lower. 
Leathers — tan   Russia   calf,   patent,   gun  metal, 

velours,  box  calf  and  dongola  kid. 
Tips — rather  plain,  not  so  pretentious  in  design. 
Buttons — stronger  than  ever,  both  in  high  and 

low  cuts. 

Lasts — Swing  effect,  with  straight  inside. 

General  outlook — it  would  appear  that  longer  vamps, 
low  toes  and  low  heels  will  come  into  favor 
especially  in  the  higher  priced  lines  of  footwear. 


What  will  be  the  styles  in  shoes  and  what  will  Canadian 
women  and  men  wear  during  the  spring  and  summer  of 
1012,  is  now  a  live  question  with  manufacturers,  jobbers, 
retailers — in  fact,  all  who  are  now  placing  orders  for  the 
delivery  of  next  year's  lines  in  footwear.  This  does  not  mean 
what  is  going  to  prevail  in  the  larger  cities  across  the  border, 
but  what  will  prove  good  sellers  right  here  at  home — in  the 
cities,  towns  and  villages  of  the  Dominion. 

The  style  question  is  always  a  perplexing  one  and  affords 
makers,  wholesalers,  and  shoe  merchants  generally  no  end 
of  trouble.  Had  one  the  gift  of  prophecy  to  an  unerring 
degree  not  so  many  difficulties  would  be  presented,  but  not 
being  able  to  reveal  the  future  the  best  the  producers  can 
do  is  to  hazard — to  take  a  reasonable  chance  and  trust  to 
the  taste  and  good  sense  of  the  great  wearing  public,  to  read- 
ily accept  what  is  offered. 

Getting  Out  Spring  Samples. 

All  the  factories  are  now  busy  working  on  spring  and 
summer  samples  and  soon  travelers  will  be  on  the  road 
with  the  various  offerings.    All  orders  for  fall  and  winter 


lines  have  been  practically  placed  and  like  the  provident 
breadwinner  or  shrewd  thrifty  citizen,  manufacurers  have 
to  look  ahead.  To  be  sure  there  will  be  some  changes  in 
men's  and  women's  footwear,  in  leathers,  lasts  and  pat- 
terns. The  people  demand  it  or  otherwise  the  same  models 
would  serve  from  year  to  year.  A  man  does  not  live  on 
the  same  bill  of  fare  from  day  to  day.  He  insists  on  having 
a  change  in  some  of  the  dishes  in  order  to  get  a  variety  of 
diet,  and  the  same  may  be  said  of  footwear. 

Buttons  Win  Increasing  Favor. 

In  women's  shoes  the  button  will  find  an  increasing 
measure  of  favor  according  to  the  best  authorities,  but  the 
blucher  and  balmoral  for  spring  wear  in  high  cuts  will  hold 
their  own  very  well.  There  seems  to  be  a  growing  tendency, 
declare  those  who  are  in  a  position  to  size  up  affairs,  favoring 
dull  black  leathers,  and  one  eminent  authority  states  that 
in  the  bigger  American  cities  the  proportion  of  patent  to 
gunmetal  will  be  about  forty  to  sixty  per  cent.  In  Canada 
a  leading  manufacturer,  while  admitting  the  growing  favor 
of  the  dull  calf  leathers,  asserts  that  the  proportion  will  be 
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reversed,  and  that  for  spring  and  summer  foot  attire  the  patent 
will  still  lead  all  others  and  that  the  ratio  will  be  about 
sixty  to  forty.  He  changes  the  figures  and  gives  the  long  end 
of  the  deal  to  patents. 

Tans  will  be  popular — even  more  so  than  the  present 
year  and  the  tan  button  will  be  a  leading  seller.  Tan  Russia 
calf  has  become  a  staple  and  will  apparently  crowd  more 
and  more  to  the  front.  A  slightly  diminishing  demand  for 
patent  is  attributed  to  the  fact  that  they  are  warmer  than 
dull  black  leathers.  Velvets  and  chocolates  have  had  their 
day,  and  most  of  the  manufacturers  are  cutting  them  out. 

Fewer  Fancy  Tops. 

Fabric  shoes  will  not  likely  be  as  strong.  Ladies  do  not 
seem  to  be  taking  any  too  kindly  in  certain  centres  to  fancy 
vestings.  Satins  are  in  a  measure  replacing  them.  All 
women's  shoes,  welt,  fair  stitch,  turns  and  McKays,  will  have 
a  closely  trimmed  edge,  while  the  heels  will  be  quite  as  high 
as  last  year,  but  there  is  not  any  tendency  to  more  elevation. 
Arches  will  still  be  high  and  vamps  short,  but  vamps  are  at 
the  limit  of  brevity.  While  there  is  not  apt  to  be  any  radical 
change  this  coming  spring  and  summer  it  is  not  improbable 
that  the  forepart  of  women's  shoes  will  be  lengthened  before 
many  months  pass.  Toes  will  be  much  the  same  with  a  tend- 
ency to  high  and  more  startling  effect.  The  stage  last 
is  still  popular  for  its  dressy  and  smart  impression  and 
appearance.  Some  toes  will  be  slightly  broader  than  a 
year  ago,  but  so  far  spring  samples  show  no  other  radical 
alteration. 

Braid  Trim  in  Pumps. 

Pumps  should  prove  as  great  sellers  as  ever.  They  will 
come  in  all  leathers — patent,  tan,  gunmetal,  satin,  suede, 
etc.,  but  very  few  velvets,  as  satin  and  other  fabrics  will 
take  the  place  of  the  latter.  Wide  braid  bows  will  be  quite 
the  thing,  while  broad-corded  silk  will  be  a  strong  favorite. 
In  the  better  grade  the  braid,  about  half  an  inch  wide,  will 
be  seen  around  the  top  or  mouth  of  the  pump.  The  leather 
bow  and  buckle  are  disappearing.  The  braid  trim,  around 
the  top  of  the  pump,  is  new  and  pleasing.  It  imparts  to  it 
a  collar  effect  and  will  delight  the  fancy  of  many  ladies  who 
are  looking  for  something  neat,  nobby  and  artistic.  On  many 
pumps  there  will  be  instep  straps,  ankle  straps  or  waist 
line  straps,  according  to  what  the  purchaser  cares  for. 

Colonials  Again  to  be  Seen. 

The  ideas  of  other  days  are  beginning  to  come  back, 
and  once  more  there  will  be  colonials  in  all  leathers.  These 
are  trimmed  with  large  buckles — oxydized,  brass,  steel, 
nickel  or  gilt,  filled  with  braid  or  leather,  and  tongues  of 
the  same  leather  as  the  shoe.  Colonials  are  likely  to  be  wel- 
comed  and  in  some  measure  may  replace  pumps.  In  two  or 
three  eyelet  ties  nothing  particularly  striking  from  this 
year's  models  is  being  offered.  Patent,  tans  and  gunmetals 
will  be  prime  leathers.    Oxfords  will  always  be  good  sellers, 

For  the  Men  of  Canada. 

Speaking  of  what  Canadian  men  will  wear  during  the 
coming  spring  and  summer,  it  would  seem,  in  a  general 
forecast,  that  what  this  year  were  termed  freak  creations, 
will  prevail  to  a  large  extent.  Some  of  the  new  lasts  received, 
are  pronounced  and  extreme  in  pattern.  These  will  un- 
doubtedly please  the  young  element,  but  some  of  the  more 
sedate  and  quiet  dressers  have  been  heard  to  remark,  that 
they  would  not  have  "those  monuments  on  their  feet," 
but  their  views  may  change  before  many  weeks. 

One  Canadian  manufacturer  remarked  that,  in  his  tour 


of  the  great  Eastern  factories,  he  found  that  all  higher 
priced  shoes  for  men — those  retailing  at  six  to  ten  dollars  per 
pair — had  plain  long  vamps,  low  heels  and  low,  rather  broad 
toes,  while  footwear,  going  at  three  fifty,  four  and  five 
dollars,  ran  to  the  other  tendency — high,  full,  sharply  defined 
toes,  swing  last,  straight  inside,  brief  forepart,  high  arch  and 
shank,  carrying  tall  heels.  These,  he  thought,  would  be 
good  sellers  in  Canada,  and  he  anticipated  a  favorable 
reception  for  his  creations,  embodying  such  characteristics. 

Other  Features  in  Men's  Shoes. 

It  would  seem  that  heels  may  be  a  little  lower  generally, 
but  not  much,  and  that  more  bals  and  bluchers,  oxfords,  and  j 
one  and  two  hole  ties  may  be  equipped  with  slip  soles,  even 
for  summer  wear.  Tips  will  be  straight,  and  not  perforated 
in  an  extravagant  manner,  although  there  will  in  all  likeli- 
hood be  a  few  that  will  cause  the  public  to  "sit  up  and  take 
notice."  U  i 

Button  shoes  are  in  growing  favor  with  men,  and  button 
oxfords  should  have  a  good  call.  They  have  been  worn  to 
a  considerable  extent  on  the  other  side,  but  so  far  have  not  had 
any  great  run  in  Canada.  However,  they  appear  to  be 
coming  to  the  fore.  Tans  will  be  strong,  and  they  are  now 
being  worn  all  the  year  round  by  a  large  number  of  males. 

Patents  are  Most  Popular. 

About  forty  per  cent  of  the  leathers  used  in  the  average 
Canadian  factory  for  men's  footwear  will,  it  is  estimated,  be 
patent,  as  there  is  nothing  which  has  as  yet  taken  its  place 
successfully  for  a  neat  dressy  shoe,  easily  cleaned,  and  pre- 
serving a  smart  dignified  appearance  for  evening,  and  other 
occasions.  Other  leathers  beside  patent  and  tan  will  be 
gun  metal,  velours,  box  calf  and  dongola,  worth  a  fair  repre- 
sentation of  each  brand.  Now  that  lasts  for  pumps  are  so 
well  made,  and  the  productions  therefrom  have  such  splendid 
shape-retaining  quality,  the  pump  for  men  may  become  a 
popular  seller  for  street  wear,  in  both  patent  and  gunmetal, 
and  a  few  tans.  They  have  broad  corded  silk  bows,  and  for 
warm  weather  are  cool  and  comfortable. 

Once  Freaks,  Now  Staples. 

One  and  two  eyelet  ties  will  be  much  worn  next  summer, 
judging  from  present  indications,  and  will  have  even  stronger 
claim  than  this  season.  The  whole  situation  may  be  summed 
up  by  adding  that  high,  bold  toes,  swing  effects,  and  military 
and  cuban  heels,  particularly  for  the  younger  element,  will 
enjoy  a  big  sale,  and  the  most  popular  models  will  embrace 
all  these  features.  There  appears  to  be  developing  a  tendency 
among  men  to  wear  dull  calf  leathers  in  hot  weather, 
more  than  they  have  been  doing.  There  is  also  an  inclina- 
tion to  "sport"  tans  the  year  round.  What  early  in  191 1 
were  classed  as  freaks  toes,  will  have  a  tremendous  call 
during  the  coming  spring  and  summer.  They  have  caught 
on  in  the  Dominion,  and  the  new  samples  now  being  prepared 
by  the  majority  of  the  Canadian  factories  will  disclose  a 
large  showing  in  this  line.  Button  goods  will  also  be  to  the 
front.    From  four  to  seven  buttons  will  be  made  use  of. 

The  new  models  for  men  are  calculated  to  meet  the 
taste  of  all  who  desire  something  individual  and  distinctive, 
and  they  reveal  expert  designing,  workmanship,  snap,  and 
appearance. 

Travellers  will  soon  be  on  the  road  and  retailers  will  have 
comprehensive  and  thoroughly  up-to-date  lines  presented 
for  their  inspection,  from  which  to  make  selections. 
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Two  Color  Work  produced 
by  Art  Department  of  THE 
SHOE  &  LEATHER 
JOURNAL. 


Tan  Calf  Blucher,  "  Tickler  " 
last,  by  Cook-Fitzgerald 
Co.  Limited. 
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Tan  Russia  Calf 
Oxford 


Illustrations  by 

SHOE  AND  LEATHER  JOURNAL 
ART  DEPARTMENT 


Tan  Calf  Blucher,  Military 
Heel,  High  Knob  Toe, 
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How  to  Write  Show  Cards 

The  Second  of  a  Series  of  Lessons  Prepared  Specially  for  the  "Shoe  and 
Leather  Journal"— The  Pen  Alphabet,  Its  Characteristics,  and 
Practical  Points  in  Connection  With  Its  Execution. 


By  R.  T.  D.  Edwards,  The  Robert  Simpson  Co.,  Toronto. 

(Copyright  by  Acton  Publishing  Company,  Limited.) 


Taking  for  granted  that  the  preceding  exercise 
has  been  practised  till  it  can  be  made  correctly  and  with 
fair  speed,  an  alphabet  may  now  be  proceeded  with.  The 
one  which  has  been  chosen  for  this  lesson  is  in  accordance 
with  the  object  aimed  at  in  this  series,  namely,  useful 
and  practical  instruction.  After  the  completion  of  this 
plate  the  knowledge  so  far  gained  can  be  immediately 
put  into  use. 

The  Soennecken  Pen  Alphabet. 

With  the  adoption  of  Soennecken  pens  a  new  era 
in  the  history  of  show  card  writing  was  begun.   They  have 


one  stroke  of  the  pen.  Other  alphabets  which  are  out- 
lined first  are  known  as  filled-in  alphabets.  The  letter 
which  we  are  dealing  with  is  used  by  the  majority  of 
card-writers  the  world  over  for  utility  cards.  It  has 
been  chosen  by  them  probably  for  three  reasons— first, 
because  of  its  neatness;  secondly,  because  it  can  be  made 
with  great  rapidity,  and  the  third,  and  probably  the  most 
important,  reason  is  that  it  can  be  easily  read. 

It  may  appear  to  the  reader  at  first  glance  that  the 
pen  alphabet,  may  be  easily  executed,  but  after  a  trial 
you  will  be  convinced  that  this  is  a  mistaken  idea.  Now, 
in  order  to  illustrate  some  of  the  mistakes  usually  made  by 
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proved  themselves  to  be  exactly  what  was  required  for 
small  lettering,  and  have  made  possible  greater  speed 
and  more  perfect  letter  formation.  It  is  possible  to  pro- 
duce a  letter  with  these  pens  which,  to  be  made  with  a 
brush,  would  require  to  be  outlined  with  a  fine  brush  and 
fterwards  filled  in,  a  very  laborious  task. 

Many  different  styles  of  letters  may  be  executed 
with  the  Soennecken  pen.  The  one  decided  on  for  this 
issue  is  known  as  a  stroke  Roman  (fig.  i).  It  is  called  a 
stroke  letter  because  the  stroke  of  each  one  is  made  by 


the  beginners  the  accompanying  chart  (fig.  2),  has  been 
prepared.  It  may  be  of  some  assistance  by  way  of 
comparison.  It  will  also  serve  to  show  that  others,  in 
fact,  all  other  beginners,  have  made  mistakes,  and  a 
knowledge  of  this  fact  may  preserve  you  from  too  great 
a  disappointment  in  your  own  work,  and  the  possibility 
of  giving  up  in  disgust. 

In  studying  these  lessons  so  that  they  will  be  of  most 
benefit  in  practical  work,  it  is  necessary  to  acquire  a 
firm  grasp  of  the  principles  of  lettering.    To  accomplish 
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this  each  letter  should  be  studied  individually  and  prac- 
tised until  it  has  reached  a  stage  of  perfection.  Should 
this  not  be  done  you  will  be  handicapped  all  through 
your  card-writing  experiences  by  some  little  detail  which 
was  not  learned  correctly  at  first.  It  is  necessary  that  your 
letters  be  properly  balanced  to  present  a  graceful  appear- 
ance. Should  you  in  practising  have  difficulty  in  produc- 
ing this,  draw  the  letter  in  a  square  divided  vertically 
as  has  been  illustrated  in  fig.  r. 

How  to  Begin  Practice  Work. 

First  see  that  your  pens  are  in  perfect  working  con- 
dition, that  is.  absolutely  clean  and  the  points  in  good 

aabcder^bij  k'ranooopqRSS" 
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Fig.  2.    Illustrating  some  common  mistakes. 

shape.  Should  the  pens  become  spread  at  the  point  they 
are  to  be  discarded  as  useless.  An  ordinary  pen  holder 
will  do.  It  is  desirable,  however,  that  you  secure  one 
which  is  not  too  thin  and  thus  avoid  having  cramped 
fingers.  See  that  your  ink  is  of  an  easy  flowing  constitu- 
ency. Use  a  half  sheet  (14  in.  by  22  in.)  of  blank  board. 
Draw  the  guide  lines  with  lead  pencil.  The  lower  case  or 
small  letters  are  to  be  i}i  inch  total  height  and  the 
body  of  the  letters  24  of  an  inch  high,  the  upper  case  or 
capital  letters  1  )4  inches  high,  and  the  exercises  $4  of  an 
inch  in  height. 

The  wide  strokes  are  governed  by  the  width  of  the 
pen,  and  the  narrow  stroke  is  accomplished  by  holding 
the  pen  flatly  on  the  paper  and  drawing  it  sideways. 
The  spurs  may  present  some  difficulty  in  execution.  They 
are  made  with  the  side  of  the  pen  and  may  only  be  accom- 

Practice 

is  the  most  essential  feature 
of  success  in  Show  Card  ¥ritin^. 

Closest  application  to  the  above 
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Fig.  3- 

plished  satisfactorily  by  hours  of  practice.  Those  on 
Z,  T,  5,  L,  E  and  F  are  the  most  difficult  and  will  require 
some  patience  in  mastering. 

In  beginning  the  actual  work  on  the  plate  the  exer- 
cises should  of  course  be  practised  before  the  lettering 
is  attempted.  These  should  be  worked  separately  and 
each  one  brought  to  a  satisfactory  stage  before  another 
is  attempted.  They  are  drawn  in  the  direction  indicated 
by  the  arrows.  The  cross  lines  show  where  the  strokes 
are  joined.    Further  explanation  of  these  exercises  should 


not  be  necessary.  They  are  deserving  of  special  practice, 
however,  as  each  one  is  used  in  the  formation  of  some 
letter. 

Formation  of  Letters. 

In  dealing  with  this  subject  it  has  been  deemed 
advisable  to  point  out  certain  characteristics  of  each 
letter  which  are  often  made  incorrectly.  Beginning  with 
the  small  a  the  mistake  is  often  made  of  not  having 
the  straight  line  perfectly  vertical.  The  loop  of  the  letter 
should  project  slightly  beyond  the  top  stroke,  the  bottom 
of  this  loop  to  rest  on  the  lower  guide  line.  Have  the 
upright  stroke  of  the  letter  b  also  perfectly  vertical,  and 
the  body  of  the  letter  elliptical.  Finish  the  end  of  the 
bottom  stroke  of  the  letter  c  directly  under  the  ball  at 
the  end  of  the  upper  stroke.  The  letter  d  is  made  similar 
to  b  in  principle  only  opposite. 

The  cross  stroke  of  the  e  should  be  parellel  with 
the  guide  line.   Have  the  top  of  the  /  finished  gracefully 
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and  not  coming  down  too  far.  The  lower  oval  of  the  g 
should  be  directly  under  the  upper  one.  The  vertical 
lines  of  the  h  should  be  parallel.  The  dot  of  the  i  should 
be  perfectly  round  and  directly  above  the  stroke  of  the 
letter.  The  tail  of  the  7  should  be  joined  onto  the  straight 
stroke  rather  sharply.  The  shorter  lines  of  k  should 
finish  on  equal  distance  from  the  long  stroke. 

The  top  spur  of  the  /  should  slope  at  a  slight  angle. 
The  strokes  of  the  m  and  n  should  be  parellel.  The  letter 
0  usually  presents  considerable  difficulty  in  forming  so 
that  it  presents  a  well  balanced  appearance.  It  must 
be  perfectly  elliptical.  The  stroke  at  the  top  of  the 
letter  should  be  narrow  and  gradually  become  wider  until 
the  extreme  width  is  reached  in  the  centre,  and  must 
diminish  in  the  same  proportions.  Care  should  be  exer- 
cised in  joining  curved  lines  to  straight  strokes,  as  in 
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the  letter  p.  The  same  curve  should  not  project  beyond 
the  straight  line.    Then  q  is  just  the  reverse  of  p. 

The  curved  stroke  of  the  r  should  be  finished  similar 
to  the  top  stroke  of  the  f.  Keep  the  top  and  bottom 
sections  of  the  s  as  nearly  equal  in  size  as  possible.  The 
tail  of  the  t  should  be  joined  to  the  vertical  line  sharply 
as  in  ;'.  The  upright  stroke  of  u,  as  in  letters  of  similar 
character,  should  be  parallel.  It  is  best  to  practice  v  and 
w  in  rectangles  in  order  to  have  them  properly  balanced. 

Make  %  in  a  square,  the  top  angle  being  slightly 
smaller  than  the  lower,  which  means  that  the  ends  of 
the  top  lines  will  scarcely  come  to  the  edge  of  the  square. 
Treat  y  similarly  to  v,  having  the  tail  finished  gracefully 
below  the  lower  guide  line.  Then  s  also  can  best  be  made 
in  a  square. 

The  general  principles  which  apply  to  the  small 
letters  can  also  be  used  in  connection  with  the  capitals. 
There  are,  however,  a  few  points  which  can  be  profitably 
pointed  out.  For  instance,  the  cross  stroke  of  the  H 
should  be  a  little  higher  than  the  centre  of  the  letter, 
and  the  tail  of  the  L  should  not  be  too  long  or  the  letter 
will  present  an  unbalanced  appearance.  The  tail  of  the 
Q  will  require  careful  practice  to  produce  it  effectively. 

The  formation  of  the  numerals  can  be  seen  by  a 
study  of  the  chart  (fig.  i). 

After  the  necessary  amount  of  detail  practice  has 
been  done  on  the  plate,  the  reader  should  be  able  to  make 
some  useful  cards.  Figures  3  and  4  are  ^lustrations  of 
cards  made  with  the  alphabet. 


There's  No  Place  for  a  Quitter 

By  a  Man  Who  Stuck. 

If  it  were  all  simply  coming  forward  in  the  store  with 
a  smile  to  greet  a  customer,  show  him  the  goods  that  he 
wants  and  make  a  sale,  the  work  of  a  clerk  would  be 
pretty  near  ideal.  But  the  young  fellow  in  a  store  who 
has  to  get  down  early,  clean  the  windows  perhaps,  and 
brush  the  floor,  get  stcck  straightened  up  and  goods 
put  away  that  have  been  left  over  from  a  busy  evening 
and  all  that  sort  of  thing  may  think  that  he  has  a  kick 
coming. 

I  am  speaking  advisedly,  because  I  have  been  all 
through  the  same  thing  myself,  and  I  know  that  I  was 
inclined  to  regard  these  things  as  in  a  way  beneath  me, 
and  I  will  admit  to  being  sorry  at  times  that  I  was  in  a 
store  instead  of  having  taken  up  some  other  line  of  work, 

But  the  point  I  want  to  make  is  that  most  things 
that  are  unpleasant  pass  in  time,  for  the  man  who  is  big 
enough  to  stand  for  them  so  long  as  they  are  necessary, 
and  the  chap  who  had  to  do  the  disagreeable  things  yes- 
terday is  the  boss  of  the  store  or  the  head  of  his  depart- 
ment tomorrow. 

In  the  scope  of  my  observation  there  is  no  place  in 
the  business  world  for  a  quitter,  no  matter  what  line 
he  may  desire  to  follow,  while  on  the  other  hand,  the 
young  fellow  who  has  the  sand  to  stay  on  the  job  and 
take  the  hard  knocks  is  the  successful  man  of  the  future. 


Some  Holiday  Thoughts  suggested  by  "Shoe  and  Leather"  Staff  1 
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The  Way  to  Arouse  Your  Salesforce 

Commend  the  Work  That  Is  "Well  Done  and  Stamp  Out  Practices  That  Are  Not  Effective — 

Training  Efficient  Help  in  the  Shoe  Store. 


Of  what  use  is  a  superior  stock  of  footwear  if  the  sales- 
force  is  of  the  class  used  to  a  mediocre  brand,  a  salesforce 
that  attempts  to  sell  the  better  grade  by  lower  grade  methods? 
Of  what  use  is  it  to  bemoan  the  fact  that  some  shoe  salesmen 
of  the  present  generation  under  one's  own  wing  take  scant 
interest  in  their  work,  slacken  speed  when  left  to  go  their 
own  gait  and  are  content  to  remain  in  complete  ignorance 
of  the  fundamentals  of  progressive  service?  Of  what  use 
is  it,  then,  to  bemoan  these  facts,  if  nothing  is  done  about 
the  issue  but  bemoaning? 

It  is  a  proven  fact  that  a  force  which  often  seems  to 
be  "the  most  deficient  ever  collected  under  one  roof"  may 
be  changed  as  by  magic  into  a  capable  corps  of  co-workers 
if  they  fully  understand  the  actual  business  situation  which 
confronts  them. 

Not  Job  Holding — Service  Selling. 

Begin  by  telling  them  that  they  are  not  "holding  down" 
this  or  that  "job."  Tell  them  that  they  are  "selling  their 
services  as  salesmen  and  saleswomen"  to  a  progressive 
business  house  that  would  far  rather  pay  them  double  a 
low  salary  for  superior  service  than  to  retain  their  "mere 
service  of  time"  for  the  lower  stipend. 

Tell  them  that  the  house  is  even  more  anxious  than 
the  salesman  that  he  should  be  able  to  materially  increase 
his  monetary  return  for  high  grade  service  rendered.  Tell 
them  that  the  ultimate  success  of  the  entire  shoe  turnover 
of  the  house  must  necessarily  rest  with  the  man  behind 
the  counter,  and  that,  accordingly  as  the  employe  makes 
good,  in  that  measure  will  the  house  back  him  up  and  make 
good  to  him. 

Tell  the  salesforce  that  "time-servers,"  clock  watchers 
and  disgruntled  employes  are  not  wanted,  and  that  if  any- 
one present  does  not  feel  like  stretching  himself  in  an  earnest 
endeavor  for  bigger  and  better  business,  he  would  do  well 
to  quit  the  game  at  once  in  order  to  save  himself  from  the 
impact  of  the  steam-roller. 

Enthusiasm  for  Superior  Salesmanship. 

Talks  at  frequent  intervals  along  lines  such  as  these 
should  rouse  all  of  the  worth  while  spirts  in  the  store,  the 
sluggard  souls  will  be  noted  at  once  and  exchanged  for  valu- 
able stock  space.  By  these  talks  let  the  force  know  what 
the  house  is  doing,  what  it  intends  to  do  and  what  it  should 
certainly  do.  Put  a  premium  on  superior  salesmanship 
and  see  that  those  that  make  good  are  not  forgotten  finan- 
cially. 

Let  them  see  and  let  it  be  substantially  proven  to  them 
that  "it  pays  personally  to  make  good  for  the  house." 
And  let  that  welcome  little  phrase,  "Well  done,"  be  sounded, 
earnestly,  appreciatingly,  whenever  it  is  possible  to  do  so. 

Each  Salesman  Has  Some  Superior  Quality. 

Remember,  always,  that  each  retail  salesman  has 
orne  particular  method  of  serving  a  customer  all  his  own, 
a  method  that  is  more  provocative  of  direct  results,  or  of 
ingratiating  that  customer  to  the  store  and  insuring  con- 
tinued custom,  than  all  of  his  other  practices  of  retail 
salesmanship. 

Then,  on  the  other  hand,  each  retail  salesman  has  one 


or  more  "sales-clinching"  methods  in  his  bag  of  selling 
practices  that  fall  far  short  of  their  intended  results — 
why,  he  does  not  know,  but  they  do. 

Eradicating  Some  Faults. 

Now  if  the  various  salesmen  are  gathered  together 
on  one  of  these  afternoons  the  good  selling  points  of  each 
salesman  can  be  studied  by  all  of  the  others  and  those 
features  which  should  be  eradicated  can  be  fully  discussed, 
.and  the  wherefore  for  their  discarding  be  completely  ex- 
plained. 

Thus  many  of  the  salesmen  can  incorporate  many 
new  and  strong  features  into  their  own  work,  while  vicious 
(though  not  thought  of  as  such)  tendencies,  such  as  making 
a  customer  purchase  or  be  looked  upon  as  a  piker  by  the 
salesman  can  be  banished  into  the  limbo  of  the  dead  and 
forgotten. 

Care  should  be  taken  in  stamping  out  practices  such 
as  these,  realizing  that  the  salesman  has  been  frank  and  open 
in  stating  to  the  assembled  co-workers  his  honestly  well 
thought  of  selling  ideas. 

Salesmen  Are  Worth  Reforming. 

Let  it  be  realized  that  all  of  the  people  in  a  shoe  house 
have  mutual  business  interests  and  that  success  in  realizing 
the  opportunities  which  present  themselves  depends  entirely 
upon  the  manner  in  which  whole-hearted  co-operation  of 
efforts  is  practised. 

It  is  certain  that  even  if  the  present  tenor  of  the  sales- 
force  may  be  entirely  disheartening,  practical  man  to  man 
talks  will  find  a  good  proportion  of  men  worth  the  reform- 
ing. Find  out  who  they  are,  drop  the  rest  of  them,  and  sail 
out  for  the  better  things  in  business. 


His  Eye  on  You. 

The  boss  has  his  eyes  on  you.  You  need  not  worry  for 
fear  that  he  has  not. 

Every  day  he  is  noticing  the  improvement  or  the  lack 
of  efficiency  in  your  work. 

He  is  human,  and  is  always  on  the  lookout  for  good 

men. 

His  success  depends  upon  his  ability  to  select  good  men 
and  eliminate  the  inefficient. 

If  you  are  a  little  better  than  the  other  man — if  you 
know  more  and  do  more — if  you  have  formed  the  habit  of 
doing  the  right  thing  without  being  told,  the  boss  will  not 
pass  you  by  to  promote  the  other  man. 

You  wish  you  had  a  better  job.  You  wish  you  knew 
more  and  could  do  more.  The  most  certain  road  to  this, 
is  unceasing  study  and  earnest  work.  You  can  paste  it  in 
your  hat  that  nobody  will  pay  you  more  on  the  possibility 
of  what  you  may  develop  into. 

If  you  want  a  better  job,  dig  into  it. 

The  price  of  promotion  is  doing  things — all  the  time — 
that  will  make  your  boss  feel  that  he  cannot  afford  to  be 
without  you. 


31 


A  Handsome  Horse  Show  Window 

How  an  Enterprising  Gait  Shoe  House  Took  Full  Advantage  of  a  Live  Local  Event 
to  Catch  the  Public  Eye,  and  Win  Trade  From  Many  Visitors. 


Gait  holds  an  annual  horse  show  in  June.  It  is  one  of 
the  biggest  local  events  of  the  year,  and  attracts  visitors 
far  and  wide.  The  wide-awake  Scotch  town  is  crowded,  and 
the  merchants  do  a  rushing  trade. 

The  shoemen  find  the  occasion  a  harvest  time,  and 
appropriate  window  decorations  catch  the  eye  of  passers-by. 
One  of  the  neatest  and  most  captivating  pictures  in  the 
equine  line  was  that  presented  by  H.  A.  Tanney,  manager 
of  the  Neill  Shoe  Store.  He  has  long  enjoyed  more  than  a 
local  reputation  as  a  window  artist,  and  never  fails  to  take 


out  the  desired  effect.  The  flowers  along  the  rail  were  mar- 
guerites.   The  stands  were  of  oak,  matching  the  woodwork. 

In  the  window  devoted  to  women's  footwear  a  large  palm 
was  set  in  the  corner.  The  cards  were  in  keeping  with  the 
general  decorative  display  which  called  forth  favorable  com- 
ment and  aroused  considerable  interest.  The  interior  of  the 
store  is  attractive  and  the  uniform  carton  system  prevails 
throughout  as  well  as  uniform  labels. 

In  making  use  of  shoes  for  display  purposes  Mr.  Tanney 
never  puts  more  than  one  shoe  of  the  same  kind  in  the  window. 


advantage  of  each  passing  event  of  moment  to  make  his 
windows  sell  his  goods. 

The  accompanying  cut  affords  an  excellent  picture  of 
the  Horse  Show  Window.  There  were  not  too  many  shoes 
crowded  into  the  space — a  mistake  frequently  made — and 
the  various  lines  of  footwear  exhibited  were  shown  with  the 
best  possible  effect.  The  scheme  was  simple,  quiet,  and 
effective,  and  all  the  latest  lasts  and  leathers— particularly 
in  pumps  and  Oxfords — were  seen. 

The  colors  used  were  green  and  yellow.  This  scheme 
was  carried  out  throughout  the  window.  Crepe  paper  was 
employed  as  a  background,  cut  in  strips,  and  then  hung  loose 
to  the  floor,  which  was  of  green  felt. 

Oak  Stands  Correspond  with  Woodwork. 

In  the  men's  window  a  horse's  head,  riding  bridle  and 
first  prize  rosette,  along  with  two  sets  of  whips,  tied  with  the 
Gait  Horse  Show  colors,  were  all  that  was  made  use  of  to  carry 


If  he  opens  a  carton  and  finds  only  one  shoe  there  he  knows 
that  the  other  is  in  the  window  and  has  no  difficulty  in  locat- 
ing it.  He  changes  his  window  trims  frequently  and  believes 
they  afford  an  effective  means  of  advertising.  He  studies  all 
the  latest  designs  and  never  spares  pains  nor  expense  in  seeking 
to  arrive  at  the  end  desired.  He  generally  makes  use  of  flowers 
or  potted  plants  such  as  ferns,  palms  or  lilies,  and  occasionally 
varies  this  by  showing  various  kinds  of  leather  to  give  the 
public  an  idea  of  the  stock  from  which  the  shoes  are  made. 

The  presence  of  flowers  or  leather  attracts  attention, 
where  sometimes  a  mere  exhibit  of  shoes  would  fail.  He  is  of 
the  opinion  that  good,  well  written  store  cards  help  materially. 
The  lighting  system  of  the  windows  is  also  carefully  looked 
after.  Overhead  electric  bulbs  are  employed  as  they  show  the 
goods  to  better  advantage  at  night.  These  lights  are  kept' 
burning  as  passers-by  in  the  long  summer  evenings  arc  not 
in  a  hurry  and  have  leisure  to  stop  and  admire  the  styles 
of  footwear  presented  for  their  inspection. 
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Abating  Abuses  in  the  Shoe  Business 

How  the  Retailers  of  Kingston  Have  Eliminated  Many  Grievances — Early  Closing  and  Observation  of  Holidays — 
Approbation,  Credit  and  Cutting  Prices,  etc.,  are  Things  of  the  Past. 


The  benefits  of  association  and  co-operation  of  those 
engaged  in  the  same  line  of  business  have  been  pointed  out 
and  commented  on  many  times.  To  go  on  repeating  what 
may  be  accomplished  in  this  direction  would  savor  too  much 
of  preaching — a  practice  to  which  the  majority  of  people  do 
not  take  kindly  in  hot  weather. 

Organization  can  and  will  always  accomplish  much  where 
individual  efforts  fail.  In  business  it  is  well  to  seek  to  arrive 
at  a  better  acquaintance  and  understanding  with  your  con- 
freres. Your  opposition  or  rival,  which  ever  term  you  may  be 
pleased  to  use,  is  not  always  the  mean,  underhand,  price- 
cutting,  deceptive  fellow  that  you  may  imagine.  You  prob- 
ably have  the  wrong  outlook  or  your  perspective  is  not  clear. 
If  you  know  him  better  you  will  find  that  he  has  much  the 
same  troubles,  disappointments  and  vexations  to  contend  with 
that  you  have,  and  that  his  pathway  is  not  strewn  with  roses. 
Now  common  interests  demand  common  protection  and,  in 
order  to  eliminate  certain  trade  grievances,  it  is  well  to  get 
together,  calmly  consider  the  situation,  and  see  if,  by  con- 
certed action  and  mutual  help,  much  that  besets  the  road  of 
progress  and  success  cannot  be  removed. 

Pull  All  Together. 

One  shoe  merchant  will  often  remark  that  he  would  do 
so  and  so  if  the  other  fellow  did,  and  the  other  replies  that  he 
would  do  so  too,  but  that  he  cannot  rely  on  his  competitor, 
that  he  will  not  keep  his  word,  or  will  by  covert  means  seek 
to  get  around  an  agreement  or  violate  it  in  some  way.  This 
is  the  usual  story  heard  in  every  centre,  large  and  small,  and 
as  a  result  the  same  old  practices  and  abuses,  such  as  the  ap- 
probation evil,  the  giving  of  credit,  late  closing,  price-cutting, 
etc.,  continue.  One  shoeman  is  not  strong  enough  to  eradicate 
these  alone.  He  fears  that  he  will  lose  trade  and  for  a  single 
individual  to  educate  the  public  up  to  a  certain  standard 
when  he  receives  no  assistance  from  his  fellows  is  a  daring 
and  hopeless  task  which  few  care  to  undertake. 

Abating  Trade  Nuisances. 

As  the  age  advances  there  is  being  evidenced,  gradually 
but  surely,  more  liberality  of  view  and  sentiment,  greater 
charity  and  sympathy,  broader  ideals  and  a  wider  outlook. 
In  London,  Ont.,  there  was  recently  organized  what  is  known 
as  the  Retail  Shoe  Dealers'  Association.  Its  object  is  to  main- 
tain an  organization  to  abate  trade  nuisances  and  injurious 
practices  and  to  harmonize  trade  relations  between  retailers, 
wholesalers,  manufacturers  and  consumers.  The  purpose  is 
a  good  one,  and  the  association  bids  fair  to  accomplish  a  great 
deal  of  benefit  to  all  concerned.  Other  towns  and  cities  are 
taking  hold  of  the  same  idea  and  in  time  there  may  be,  in 
the  various  centres  of  the  Dominion,  organizations  as  strong 
and  effective  among  shoemen  as  there  are  in  different  cities 
of  the  United  States. 

How  it  Works  in  Kingston. 

In  Kingston,  Ont.,  conditions  among  the  retail  shoemen 
are  probably  as  ideal  as  they  are  anywhere  in  Canada  and  this, 
state  of  affairs  has  all  been  brought  about  by  a  consultation 
and  mutual  conferences.    Three  or  four  meetings  of  the  re- 


tailers are  held  every  year  and,  while  there  is  no  such  an  under- 
standing as  to  boost  prices,  still  many  abuses  have  been  elim- 
inated and  much  that  is  of  advantage  to  the  trade  accom- 
plished. The  shoe  retailers  in  Kingston  work  together  with 
harmony  and  goodwill  and  covering  the  past  few  years  some 
of  the  reforms  accomplished  may  be  referred  to.  During 
the  warm  months  of  July  and  August  every  retail  footwear 
establishment  in  the  Limestone  City  locks  its  doors  promptly 
at  five  o'clock.  This  is  one  concession  that  the  sales  forces 
appreciate,  and  early  closing  has  resulted  in  much  benefit  to 
clerks  and  proprietors,  as  it  enables  them  to  enjoy  the  long 
summer  evenings. 

Dominion  Day  this  year  was  observed  on  a  Monday 
instead  of  Saturday  July  ist  which  was  a  market  day  and  on 
Saturdays  a  big  business  is  always  done.  The  shoe  stores 
decided  to  close  on  Monday  instead.  All  agreed  to  the  move 
and  the  respite  from  work  was  just  as  welcome  after  a  Sunday 
as  it  was  before.  How  much  better  is  this  plan,  arrived  at 
after  a  conference  of  all  concerned,  than  for  two  or  three 
shops  to  keep  open  on  Saturday  and  perhaps  two  or  three 
others  do  business  on  Monday. 

Dates  for  Clearing  Sales. 

Then  stock  clearing  sales  are  generally  held  by  the  shoe- 
men  about  the  same  time  every  year.  In  the  summer  when 
trade  is  rather  quiet  there  are  special  offerings  in  July  and 
August  and  in  the  winter  January  and  February  are  reduction 
months.  No  other  sales  are  held -and  all  adhere  to  the  adopted 
plan. 

In  selling  rubber  footwear  there  is  no  senseless  cutting 
and  slashing  of  prices.  A  customer  cannot  walk  into  one  es- 
tablishment and  say,  "Oh,  I  will  not  pay  you  that  for  a  pair 

of  rubbers  as  I  can  get  the  same  goods  at  Mr.    for 

so  much  less."  The  shoe  merchants  arrive  at  what  they  think 
is  a  fair  selling  figure  and  they  all  adhere  to  the  schedule. 
No  big  money  is  asked  but  each  pair  disposed  of  must  yield 
a  reasonable  living  profit. 

On  all  holidays  the  footwear  retailers  decide  whether 
they  will  close  and  there  is  no  bickering  or  misunderstanding. 
They  either  shut  up  entirely  or  keep  open.  There  is  no 
division  in  the  ranks. 

The  Pleasure  of  Business. 

Speaking  to  the  Shoe  and  Leather  Journal,  a  leading 
shoeist  of  the  Limestone  City  remarked,  that  by  means  of 
their  meeting  together  and  conferring  at  certain  seasons  of 
the  year  they  had  practically  rid  themselves  of  the  approba- 
tion practice,  the  habit  of  extending  credit  and  the  making 
of  repairs  free  of  charge,  which  many  persons  in  years  gone  by 
expected.  They  had  confidence  in  one  another  and  the  re- 
sult was  that  doing  business  was  a  pleasure  today  compared 
to  what  it  was  a  few  years  ago  when  all  sorts  of  requests 
were  presented  to  them  and  every  kind  of  abuse,  which  the 
shoemen  in  many  places  are  still  contending  with,  crept  in. 
The  people  have  been  educated  to  expect  no  credit,  no  goods 
sent  out  on  approbation,  and  no  keeping  open  in  the  evening. 
These  arc  things  which  some  patrons  would  propose  constant- 
ly if  they  thought  their  requests  would  be  granted. 
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Introducing  Coming  Styles  Effectively 

How  Goodwin's  Limited  Acquaint  the  Public  with  the  Values  in  Evidence  in  their  Shoe  Department- 
Showing  the  Result  of  Careful  Planning  and  Hard  Work. 


Quite  frequently  a  photograph  gives  a  rather  disappoint- 
ing reproduction  of  the  original,  and  the  cut  in  question  is 
a  case  in  point.  The  window  shown  here  looks  crowded, 
especially  at  the  bottom;  as  a  matter  of  fact,  it  is  unusually 
deep,  and  twice  the  average  width,  so  there  was  absolutely 
no  crowding  in  evidence. 

This  window  was  the  cause  of  many  favorable  comments 
from  passers-by  who  stopped  to  admire  the  display  as  a  whole. 
It  was  not  dressed  with  the  special  sale  idea,  but  rather  to 
give  the  buying  public  an  opportunity  to  see  the  variety  of 
spring  styles  carried  in  stock  by  the  firm.    Prices  are  nowhere 


A  great  many  individual  stands  were  used,  and  these 
were  placed  far  enough  apart  to  do  away  with  any  appear- 
ance of  crowding.  As  the  window  looks  shallow  in  the  photo, 
this  lack  of  crowding  is  not  as  evident  as  it  might  be.  Close 
to  the  front  of  the  window  on  small  heel  stands  was  placed  a 
row  of  pumps  and  slippers  all  facing  in  the  same  direction. 
This  had  a  border-like  effect,  and  enhanced  the  rest  of  the 
exhibit. 

It  takes  careful  planning  to  dress  so  large  window  as 
this  without  having  some  of  the  display  units  clash,  and  it 
speaks  well  for  the  ability  of  the  window-dresser  that  the 


An  attractive  display  by  Goodwin's  Ltd.,  Montreal,  showing  an  elaborate  background. 


mentioned,  as  the  window  is  really  an  introductory  notice 
of  the  firm's  policy  in  shoes. 

The  background  was  very  elaborate,  and  the  imitation 
foliage  draped  around  and  over  it  gave  a  very  spring-like 
appearance  to  the  window.  Of  course.,  a  background  of  this 
nature  is  too  expensive  for  the  average  shoeman;  m  fact,  it 
would  look  decidedly  out  of  place  in  a  window  half  the  size. 
It  is  the  width  and  depth  of  this  window  that  makes  the  back- 
ground as  effective  as  it  is. 

There  were  three  large  combination  stands  equidistant 
from  each  other.  These,  as  will  be  noted,  contain  only  half- 
a-dozen  shoes  a-piece.  Behind  the  stand  in  the  centre  was 
placed  a  long,  narrow  mirror,  swung  at  an  oblique  angle, 
probably  with  a  view  of  increasing  the  effectiveness  of  the 
display,  and  to  obviate  any  bareness  in  the  centre  of  the 
background. 


displays  shows  a  lack  of  these  antagonistic  units.  The  at- 
tractiveness of  the  foliage  shows  that  for  special  occasions, 
something  out  of  the  ordinary  should  be  attempted  to  call 
the  attention  of  the  hurrying  public  to  the  goods  on  sale. 
It  always  pays  handsomely  for  the  work,  time  and  thought 
expended  thereon  to  make  the  display  of  unusual  excellence. 

The  showcard  in  the  centre  was  also  very  artistic,  as 
are  all  the  showcard  creations  of  the  firm,  and  was  one  of 
the  little  touches  that  helped  to  make  the  trim  so  success- 
ful.   It  sold  goods  and  plenty  of  them. 


And  while  you  are  developing  and  growing,  try  to  develop 
in  more  than  one  direction.  If  you  spend  all  your  time 
and  energy  in  trying  to  make  money  you  will  have  no  ability 
to  enjoy  spending  it. 


"Whew!"  said  the  groceryman  as  he  returned  to  the 
bunch  seated  beneath  a  couple  of  electric  fans  in  their  coat- 
sleeves,  "what  do  you  think  that  dashed  thermometer 
fixes  the  record  at  now? — one  hundred  and  eight  and  a  half!" 
and  the  crowd  made  a  break  for  the  palm  room  to  order  up 
something  cool. 

"This  heat  reminds  me"  said  the  clothing  man  as  they 
all  got  settled  in  the  coolest  looking  corner,  "of  an  experience  I 
once  had  in  the  Ottawa  Valley  just  about  this  time  of  year. 
I  got  into  the  town  Saturday  night  and  it  was  a  scorcher. 
As  soon  as  I  got  settled  at  the  hotel  I  sauntered  out  and  dropp- 
ed in  upon  the  only  man  there  I  expected  to  sell  a  decent  bill 
of  goods  to.  I  didn't  want  to  talk  business,  but  I  thought  as 
the  evening's  business  must  be  practically  over  I  could  get 
him  out  to  have  an  ice  cream  soda  or  something  like  that,  for 
I  understood  he  was  a  religious  man.  We  went  out  together, 
and  had  one  swizzle  and  he  made  me  promise  to  drop  in  mid- 
day and  see  his  Sunday  School.  It  was  about  a  hundred  and 
ten  that  day  and  I  would  rather  have  been  sitting  in  the  hotel 
in  undress  or  taking  a  dip  in  the  river,  but  I  went  to  Sunday 
School  like  a  good  little  boy.  He  called  on  me  to  address  the 
children,  of  whom  forty  or  fifty  were  present,  and  when  I 
got  through  I  hadn't  a  dry  stitch  on  me.  He  wanted  me  to 
go  home  to  tea  with  him  but  I  had  to  decline  as  I  needed  a 
complete  change  of  apparel.  I  felt  pretty  sure  of  selling  him 
a  good  bill  next  day,  having  made  the  appointment  to  show 
him  my  line  at  ten  o'clock.  I  went  to  the  other  end  of  the 
town  to  see  a  little  fellow  to  whom  I  expected  to  sell  a  small 
job  and  returned  to  the  hotel  at  nine-thirty  where  I  met  Bob 
B — ,  a  competitor  who  represented  a  Montreal  house.  After 
passing  the  time  of  day  Bob  told  me  had  just  sold  a  nice 
bill  of  stuff  to  "so-and-so,"  mentioning  my  friend  whose 
Sunday  School  I  had  addressed  the  day  before.  I  left  him  and 
called  according  to  appointment  upon  my  expected  customer, 
to  find  him  rather  perturbed  and  somewhat  uneasy  in  his 
attitude.  After  some  beating  around  the  bush  he  said  he 
was  not  ready  to  buy  as  he  had  not  gone  over  his  stock.  On 
being  pressed  he  said  he  thought  he  had  all  he  wanted  for  his 
present  requirements  and  did  not  know  where  he  was  for  fall 
goods  for  some  little  time.  After  I  had  teased  him  some  and 
got  him  tangled  up  a  little  I  said,'  Well,  that  Bob  B — must 
be  the  biggest  liar  on  earth.  He  said  he  sold  you  eight  hun- 
dred dollars  worth  of  goods  this  morning.  I'm  going  to  put 
him  up  against  it  when  I  get  back  to  the  hotel  good  and  hard' 
and  I  smilingly  shook  hands  and  backed  out.  He  turned  all 
colors  and  said  something  about  my  calling  next  time  I  was 
in  town.   You  bet  I  didn't  address  any  more  Sunday  schools 


and  if  I  do  I'll  make  it  a  point  to  get  my  man  before  breakfast 
next  morning." 

"I  had  a  similar  experience  almost  to  yours,  although  of 
a  somewhat  different  character,"  said  the  shoeman  as  he 
wiped  his  forehead  with  a  table  napkin  that  he  had  borrowed 
from  the  dinner  table  and  intended  to  return,  of  course.  (He 
said  it  was  the  best  substitute  for  a  bed  sheet  he  could  lay 
his  hands  on.)  "There's  an  old  fellow  in  B — ,  who  appears 
to  be,  as  he  fondly  thinks,  a  'blatant  atheist.'  He  can't  talk 
of  anything  but  agnosticism  unless  it  be,  politics  and  in  either 
subject  he  won't  let  you  get  a  word  in  edgeways.  He  got 
after  me  to  go  with  him  to  an  agnostic  meeting  one  day  when 
I  called  on  him.  'Let  us  get  down  to  business  first,'  I  insisted, 
and  I  would  listen  to  and  promise  nothing  until  he  looked 
over  my  line  and  ordered  what  he  wanted.  Then  we  settled 
down  to  be  a  good  old  argument  about  Moses  and  the  proph- 
ets and  all  the  rest  of  it.  Well,  we  went  to  the  meeting  that 
evening,  andbefore  I  knew  it  he  had  me  on  my  feet,  champion- 
ing Christianity.  I  had  read  up  a  good  deal  on  the  subject 
a  few  years  before,  in  connection  with  a  regular  series  of 
arguments  I  had  with  Joe  H — ,  one  of  the  boys  on  the  road, 
who  has  the  agnostic  bug,  and  I  was  able  to  put  up  a  pretty 
good  fight.  I  was  on  my  mettle  and  I  did  my  best,  but  I 
wasn't  prepared  for  the  notoriety  I  got  in  the  town  paper  next 
day.  It  seems  that  a  young  fellow  present  was  a  reporter,  and 
it  was  right  in  his  mit,  as  he  told  me  afterwards.  At  any  rate 
the  principal  article  on  the  front  page  was  headed  in  large  type 
'A  Knight  of  the  Grip  Puts  One  Over  On  the  Local  Free 
Thinkers.  As  a  result  of  the  advertising,  I  had  a  good  look 
in  with  all  the  people  I  called  on,  who  naturally  appreciated 
my  championing  Christanity.  One  old  Irishman,  a  staunch 
Romanist,  gave  me  a  thump  on  the  back  when  I  entered  the 
store  and  said,  'Damn  ye,  ye  done  well,  Billy,  bully  for  ye!' 
So  that  if  our  friend  here  got  no  advantage  from  his  Sunday 
School  address  I  can  say  that  my  address  to  the  Local  Free 
Thought  Society  did  me  a  great  deal  of  good  not  only  in  that 
town  but  some  outside  places  that  heard  of  it.  The  best  of  it 
is  that  my  old  agnostic  friend  seemed  to  appreciate  it  as  much 
as  any,  and  has  given  me  a  good  order  every  time  I've  called." 


John:  "I  say,  old  man,  how  would  you  like  to  come  up 
to  the  club  to-morrow  and  play  golf?" 

Henry  :  "  Why — cr — I  can't  say  for  certain  till  I — er — 
consult  my  wife." 

John  :  "All  right !  Let  me  know  as  soon  as  she  makes  up 
her  mind." 


The  Editorial  View  Point 


HOLD  WARM  WEATHER  SALES. 

The  recent  unprecendently  hot  spell  has  had  the  effect 
Of  greatly  increasing  the  sale  in  all  lines  of  warm  weather 
footwear.    All  low  cut  stock,  and  canvas  goods  m  par- 
ticular, have  been  moving  freely,  according  to  reports  re- 
ceived from  retailers  in  all  parts  of  the  country.  Pumps 
have  been  in  big  demand  by  the  ladies  and  from  several 
centres,  comes  the  assurance  that  canvas  shoes  have  had  a 
heavy  sale  among  men,  and  in  some  instances,  stocks  are 
reported  to  be  low.    Tennis  shoes  are  enjoying  a  popular 
run,  and  the  factories  are  totally  unable  to  supply  the  orders 
while  jobbers  are  put  to  their  wit's  end  in  the  matter  of 
sorting.    Jobbers  in  the  East  have  begun  the  shipment  of 
fall  and  winter  lines  to  the  West  and  soon  consignments 
of  this  class  of  footwear  will  go  out  to  the  trade  in  On- 
tario, Quebec  and  the  Maritime  Provinces.    The  progres- 
sive retailer,  now  that  the  demand  for  summer  goods  is 
pretty  well  over,  will  be  wise  if  he  gets  ready  for  a  sale. 
There  is  no  money  made  by  holding  stock  over.    Styles  and 
lasts  change,  and  what  is  a  good  seller  this  year,  may  fall 
flat  next  summer.    Put  on  special  sales  in  order  to  keep  up 
business  during  the  otherwise  generally  dull  weeks  of  July 
and  August.     See  that  your  sale  is  advertised  well  and 
clear  all  slow  selling  and  out-of-date  lines.    Keep  business 
on  the  boom.    It  can  be  and  is  done  by  the  shoemen  with 
up-to-date  methods  and  pays  well.   If  this  matter  is  attended 
to  now,  it  paves  the  way  for  featuring  school  children's 
footwear  during  the  latter  part  of  August  and  the  beginning 
of  September.    The  enterprising  retailer  is  also  in  a  position 
to  have  space  for  his  fall  goods,  and  for  the  proper  display 
and  sale  of  new  stock.    The  majority  of  successful  mer- 
chants in  the  shoe  branch  conduct  two  clearing  sales  an- 
nually— a  midwinter  and  a  midsummer.    Now  is  the  time  to 
get  busy  at  the  latter.    Do  not  delay.    Realize  when  to  cut 
prices  and  keep  things  humming. 

MORE  EFFICIENT  MERCHANDIZING. 

The  salesmanship  competition  among  retail  shoe  clerks, 
which  is  being  conducted  by  the  Shoe  and  Leather  Jour- 
nal, has  aroused  interest.    The  results  announced  in  the 
last  issue  have  awakened  in  many  clerks  a  desire  to  take 
part  in  the  contest.    Some  of  the  experiences  received  have 
been  exceptionally  good.    Four  prizes  are  offered:  $5  for 
the  first,  $3  for  the  second,  $2  for  the  third  and  $1.50  for 
the  fourth.    In  addition  to  these  awards,  $1  will  be  paid 
for  all  experiences  that  do  not  happen  to  be  among  the 
prize-winners,  but  are  considered  worth  publishing.  The 
July  competition  closes  on  the  20th.    The  possibilities  of 
salesmanship  are  tremendous  when  one  pauses  to  think. 
The  point  is  that  by  proper  selling  methods  a  progressive 
merchant  and  his  staff  can  induce  customers  to  purchase 
more  than  they  otherwise  would,  and  they  will  be  better 
pleased  with  what  they  have  bought.    Developing  a  higher 
grade  of  selling  talent  in  retail  shoe  establishments  means 
the  consumption  of  a  greater  quantity  of  footwear — higher 
class  goods — retailing  at  reasonable  prices.    We  desire  the 


assistance  and  co-operation  of  every  retail  shoeman  in  this 
endeavor,  and  as  it  is  a  matter  of  vital  importance  to  all  of 
them,  they  should  get  their  saleswomen  and  salesmen  in- 
terested. There  is  a  great  deal  of  money  lost  in  every  shoe 
house  by  faulty  and  short-sighted  salesmanship,  and  the 
necessity  for  a  decided  move  to  remedy  the  defect  is  abun- 
dantly evident.  Larger  volumes  of  business  will  result  by 
increased  selling  efficiency,  which  does  not  mean  only  what 
actually  takes  place  over  the  counter,  but  the  appearance 
of  the  premises,  both  inside  and  out,  windows,  show  cards, 
fixtures,  advertising,  etc.  These  are  all  a  part  of  the  selling 
equipment  of  an  establishment.  All  should  be  made  as  force- 
ful and  result-bringing  as  possible,  in  the  development  and 
cultivation  of  a  higher  grade  of  selling  ability.  Better 
salesmanship  is  one  of  the  great  needs  of  the  day.  Get  in- 
terested in  the  competition. 

PROMISING  CROP  OUTLOOK. 

Notwithstanding  the  recent  excessive  heat  the  crop  out- 
look continues  promising  as  far  as  cereals  are  concerned. 
In  Ontario  and  the  East  the  drouth  has  been  felt  to  some 
extent,  and  a  diminishing-  of  the  fruit  crop  will  undoubtedly 
result.  Unless,  however,  further  periods  of  hot  weather 
should  ensue  there  is  not  likely  to  be  any  marked  change 
in  the  prospects.  With  the  increased  acreage  under  cul- 
tivation and  the  promise  of  fair  prices  for  all  kinds  of  pro- 
duce, the  results  ought  to  be  gratifying  to  the  country  at 
large.  However,  wheat  in  the  West  is  so  considerably  a 
gamble  that  for  two  months  to  come  the  balances  will  be 

o 

on  the  turn.  Should  fate  be  propitious  we  will  have  the 
largest  turnover  yet  in  our  agricultural  enterprise,  while, 
should  things  go  the  other  way,  there  will  be  the  pinch  of 
financial  embarrassment  felt  in  the  West  and  consequently 
in  the  East. 

ARE  YOU  AN  ENTHUSIAST  ? 

Do  you  like  the  business  that  you  are  engaged  in?  If 
not,  then  life  must  possess  few  attractions  for  you.  Do  you 
find  your  pleasure  in  buying,  selling  and  building  up  a  big- 
shoe  trade  or  are  you  only  in  this  line  just  because  of  acci- 
dent or  thinking  you  will  try  a  hand  just  because  there  seems 
to  be  an  avenue  for  money-making.  The  man  who  is  an 
enthusiast  at  the  trade  or  calling  in  which  he  is  engaged, 
who  believes  there  is  always  something  new  and  instructive 
to  learn,  who  studies  the  wants  of  the  public,  the  trend  of 
styles,  who  buys  carefully  and  judiciously,  and  looks  after 
his  stock,  its  proper  display,  who  makes  a  serious  effort  to 
give  honest  values  and  never  misrepresents  the  class  of 
goods  handled  will,  all  things  being  equal,  make  a  success 
of  his  undertaking.  But  he  must  have  his  heart  in  the  work 
and  not  essay  to  run  too  many  things  at  once.  Having  too 
numerous  irons  in  the  fire  has  resulted  in  the  downfall  of 
scores  of  business  men.  Proper  attention  to  one  good  line 
is  all  that  the  most  of  us  can  undertake  and  fill  the  bill  as 
we  should.  There  arc  many  excellent  opportunities  in  the 
retail  shoe  trade  to-day.  Openings  are  looming  up  on  every 
side  in  rapidly  growing  towns  and   flourishing  suburban 
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centres.  Mercantile  trade  grows  as  the  Dominion  expands 
in  population,  wealth  and  area.  If  you  do  not  like  the  shoe 
business  and  are  only  in  it  with  a  desire  to  get  rich  sud- 
denly, or  for  some  other  incidental  reason,  you  are  not  like- 
ly to  meet  with  any  great  measure  of  prosperity.  It  demands 
the  best  thought,  talent  and  initiative  that  any  man  can 
command,  but  there  is  no  avenue  of  commercial  endeavor 
that  presents  greater  possibilities  of  success  and  reward  if 
you  choose  the  right  location,  have  a  good  reliable  stock, 
efficient  help,  are  attentive  to  details,  pay  particular  over- 
sight to  the  appearance  of  both  the  inside  and  outside  of 
your  establishment,  and  are  always  willing  to  pick  up  point- 
ers and  adopt  new  ideas.  Building  up  a  permanent,  pay- 
ing trade  is  not  the  work  of  a  month  or  a  year,  but  with 
proper  goods  and  helpful,  loyal  service,  success  will  come 
as  soon  in  the  shoe  trade  as  in  any  other.  Like  other  call- 
ings, it  has  its  drawbacks,  but  they  are  fewer,  perhaps.  En- 
thusiasm, honesty,  energy  and  foresight  should  carry  the 
average  shoe  dealer  who  has  the  qualities  already  referred 
to,  along  the  high  road  of  success  and  happiness,  if  not  of 
wealth. 

UNIVERSAL  PEACE  PROSPECTS. 

The  agreement  made  between  Great  Britain  and  the 
United  .States  to  submit  all  matters  in  dispute  between  them 
to  arbitration  is  a  long  step  in  the  direction  of  universal 
peace.  It  is  also  an  example  of  Christian  forbearance  that 
should  not  be  lost  upon  the  heathen  nations  if  it  has  little 
apparent  effect  upon  those  who  profess  the  faith  of  the  Prince 
of  Peace.  It  ought  to  be  as  unreasonable  for  nations  to 
go  to  war  as  for  neighbors  to  be  allowed  to  settle  their  dis- 
putes with  bludgeons  or  pistols  on  the  streets.  There  is  no 
reason  put  forward  in  favor  of  war  that  could  not  do  as 
effective  service  in  argument  for  a  return  to  the  duel  and 
brute  force  amongst  individuals.  The  only  use  that  armies 
should  be  put  to  is  the  preservation  of  peace  amongst  those 
who  are  too  ignorant,  selfish  and  lawless  to  realize  either 
the  rights  of  their  fellows  or  society  to  exact  decent  be- 
haviour on  the  part  of  others  to  their  fellows  as  well  as 
themselves.  The  .present  state  of  armed  peace  in  Europe  is 
quite  as  senseless  and  vicious  as  two  factions  in  a  commun- 
ity boarding  up  stones,  clubs,  or  arms  and  drilling  a  portion 
of  every  day  in  expectation  that  one  might  fall  upon  the 
other  suddenly  and  "beat  it  up."  War  is  the  more  senseless 
and  hurtful  of  the  habits  of  savagery  that  still  cling  to  our 
civilization. 

YOU  MUST   GO  AFTER  IT. 

Business  is  made  these  days,  not  waited  for.  Time  was 
when  a  merchant  considered  it  undignified  and  unnecessary 
to  solicit  trade  and  was  content  with  what  came  to  him  by 
simply  taking  down  his  shutters  and  opening  his  doors.  To- 
day it  is  the  rule,  not  the  exception,  to  get  after  trade,  and 
the  man  who  lags  is  lost.  Especially  in  the  summer  season 
is  it  necessary  to  dig  up  trade,  so  to  speak.  It  has  been  de- 
monstrated indisputably  that  it  is  a  man's  own  fault  if  July 
and  August  are  dead  months.  The  idea  that  people  will 
not  buy  during  the  "dog  days"  has  been  exploded  even  in 
the  country  where  agricultural  operations  are  commonly 
supposed  to  cause  the  suspension  of  trade  and  commerce. 
Just  try  what  a  considerable  drop  in  price  of  a  staple  com- 
modity will  do  to  send  customers  to  your  store  in  midsum- 
mer to  prove  that  people  will  buy  if  there  is  any  good  reason 


why  they  should.  Taking  the  question  of  price  merely  as  a 
starting  point,  there  are  many  ways  of  interesting  the  pur- 
chasing public  in  investing  their  funds  in  essentials  or  even 
non-essentials  at  a  time  when  they  are  apt  to  let  them  lie 
dormant. 

WHAT  THE  HEAT  DID. 

If  some  of  the  Canadians  who  have  ripped  Kipling 
and  "Our  Lady  of  the  Snows"  up  the  back  could  have  had 
the  author  in  Canada  for  a  few  days  early  this  month  they 
would  have  had  their  revenge.  With  the  thermometer  rang- 
ing about  103  deg.  F.,  Washington,  St.  Louis,  and  other 
southern  cities  were  literally  left  in  the  shade  by  Toronto, 
Ottawa  and  other  Canadian  cities,  which  sweltered  and 
groaned  under  conditions  such  as  London  has  never  ex- 
perienced. The  weather  has  had  more  serious  results  than 
have  ever  accrued  from  the  severest  frost  in  the  destruc- 
tion, or  at  least  the  impairment  of  some  of  our  crops  and 
the  paralyzing  of  industry  to  a  greater  or  less  extent  while 
it  lasted.  In  this  country  we  have  a  wide  range  of  weather, 
although  there  is  never  the  preponderance  of  the  disagree- 
able, such  as  is  often  the  case  with  Great  Britain.  It  is  to 
be  hoped  that  the  taste  of  the  tropics  we  have  had  during 
the  past  couple  of  weeks  will  suffice  for  the  present  season, 
and  although  the  "dog  days"  are  yet  to  come,  we  shall  be 
satisfied  with  the  good  Canadian  maximum  of  90  de? 

WHERE  SHOEMEN  PULL  TOGETHER. 

The  shoe  retailers  of  Belleville  have  an  understanding 
among  themselves  in  that  they  are  all  doing  a  cash  business, 
closing  at  six  o'clock  the  year  round  except  on  Saturday 
nights  and  nights  preceding  public  holidays,  abolishing 
repair  shops  and  refusing  approbation  on  goods  unless  all 
the  pairs  sent  to  a  house  are  paid  for.  Making  repairs  free 
of  charge  on  footwear  bought  at  their  stores  has  also  been 
done  away  with,  and  nearly  all  the  establishments,  if  not 
all,  send  out  what  work  comes  in,  to  a  shoemaker  or  tell  pat- 
rons where  they  can  have  their  wants  in  this  line  attended  to. 
Other  towns  and  cities  are  now  falling  in  line  and  retailers 
are  beginning  to  witness  the  advantages  of  association, 
co-operation  and  union  of  interest.  The  public  will  soon  be 
educated  if  all  join  in  the  move  and  there  will  be  few  com- 
plaints. A  very  good  plan  followed  by  the  druggists  of  Peterbo- 
rough might  work  well  with  shoe  merchants  in  some  places  where 
weekly  half-holiday's  or  early  closing  is  not  in  effect.  All  drug- 
gists close  for  three  months  in  the  summer  a  couple  of  hours 
earlier  than  during  the  remaining  period  of  the  year,  and  a 
weekly  half -holiday  is  arranged  by  the  bosses  and  clerks. 
One  store  keeps  open  to  minister  to  the  needs  of  the  public 
or  meet  any  emergency  cases.  Large  placards  are  printed  and 

they  read  "Closed  this  afternoon,    Brown,  (giving 

his  street  address)  open."  All  the  others  except  Brown  hang 
out  this  card,  and  on  the  next  week  Brown  closes  and  puts 
up  his  sign  saying  that  Smith  is  open.  Thus  if  there  are  eight 
stores  each  one  has  to  keep  open  for  the  holiday  afternoon 
only  one  half-day  in  eight  weeks.  The  method  has  worked 
satisfactorily  for  some  years  while  each  pharmicist  shares 
alike  in  the  volume  of  holiday  patronage  done  during  the 
"afternoon  off"  period.  By  each  merchant  giving  and  tak- 
ing a  little,  so  to  speak,  the  wheels  of  business  may  be  oiled 
and  made  to  run  more  smoothly.  The  least  attractive 
duties — detailed  and  routine  work — may  even  be  made 
far  more  pleasant  and  a  spirit  of  confidence  and  mutual 
good-will  prevail. 
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How  an  Ottawa  Firm  Achieved  Success 


There  Is  No  Royal  Road  Thereto— Careful  Fitting  a 
and  Hard  Work,  The  Result  is 

With  a  business  connection  dating  from  1868,  and  a  repu- 
tation for  consistent  squareness,  fair-dealing  and  courtesy 
both  among  the  trade  proper  and  the  buying  public,  the  name 
Stephens  is  a  power  in  Ottawa  retail  shoedom. 

The  business,  as  already  stated,  was  founded  m  1868 
by  A  J  Stephens,  who  has  ever  since  been  actively  connected 
therewith.  This  is  no  small  feat  in  itself,  and  there  are  few 
shoemen  today  who  can  boast  of  43  years  continuous  merch- 


Cardinal  Virtue— Backed  Up  By  Integrity,  Courtesy 
Sure— A  Guide  Post  for  Beginners. 

comparatively  small  concern  into  one  of  the  largest  and 
best-equipped  shoe  stores  in  Canada  during  the  time  the  city 
was  growing  from  a  larger  Bytown  into  Ottawa. 

This  concern  needs  no  higher  recommendation  than  the 
fact  that  it  does  a  large  and  constantly  growing  family 
trade.  This  in  itself  bespeaks  courtesy,  integrity  and  mer- 
chandising ability  of  a  high  order.  A  shoeman  in  a  large 
and  growing  city  may,  if  properly  located,  cater  to  a  large 


An  interior  v 

andising  experience,  and  still  remain  active  participants  in 
the  steady  routine  and  the  mental  strain  involved  m  retail 
business  management.  There  are  still  fewer  who,  as  a  re- 
sult of  a  lifetime  of  work,  can  show  as  satisfactory  results 
as  have  been  achieved  in  this  instance,due  not  only  to  steady 
application,  but  also  to  business  acumen  of  no  mean  degree. 

Showing  the  Result  of  Square  Dealing. 

F.  A.  Stepnens,  the  son,  jomed  his  father  in  1887,  and 
has  ever  since  been  an  important  factor  in  thk  development 
this  business  hos  undergone.    He  haf  seen  <t  grow  from  a 


iew  of  A.  J.  Stephens  &  Son's  roomy  and  well-equipped  shoe  house  in  Ottawa. 


transient  trade,  and  continue  to  do  much  business  year  aftr 
year  even  though  he  does  not  always  observe  the  Golden  Rule. 
In  fact,  this  is  being  done  in  more  than  one  important  centre 
today,  'and  though  the  victims  do  not  return  for  a  second 
shearing,  a  steady  supply  is  kept  up  by  sensational  adver- 
tising and  unprincipled  misrepresentation,  both  in  print  and 
by  salesmen  personally.  But  how  long  can  a  parasite  of  this 
class  hold  a  steady  family  trade?  The  question  almost 
answers  itself. 

Ottawa  is  essentially  a  town  where  ultimate  success  m 
any  retail  business  depends  largely  upon  retaining  the  cus- 
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torn  of  a  regular  clientele  year  after  year.  It  is  especially  true 
there  that  a  satisfied  customer  is  the  best  asset.  Secure  all 
the  new  ones  possible,  but  certainly  retain  the  old  stand-bys. 
While  Ottawa  is  the  seat  of  government  for  all  Canada,  and 
as  such  is  the  centre  of  a  periodical  influx  of  humanity 
covering  the  whole  gamut  from  cabinet  ministers  to  dyed-in- 
the-wool  grafters,  it  is  especially  noted  as  a  beautiful  resi- 
dential city,  containing  an  otherwise  practically  permanent 
population.  As  there  are  few  manufactures  of  any  conse- 
quence, the  city  is  to  a  considerable  extent  dependent  upon 
an  overshadowing  paternal  government  for  its  continued 
prosperity,  which  makes  for  permanency,  as  government 
jobs  are  very  popular — and  worth  holding,  on  the  average. 
As  the  city  is  not  well  situated  from  a  transportation  stand- 


A.  J.  .Stephens. 


point,  tourists  do  not  swell  the  transient  trade  to  any  appre- 
ciable degree.  These  facts  are  given  to  show  how  important 
it  is  to  secure  a  good  percentage  of  permanent  business  in 
a  city  of  this  type. 

How  has  this  been  done  in  this  instance?  Well,  in  the 
first  place,  the  store  enjoys  one  of  the  best  business  locations 
in  Ottawa,  on  Sparks  street,  very  close  to  the  corner  of  Bank 
Street,  the  latter  being  the  second  street  of  the  city,  and  from 
present  appearances,  the  coming  mercantile  section.  It 
has  very  handsome  windows  and  the  displays  are  always  in 
keeping  with  the  forward  policy  of  the  firm. 

A  Roomy  and  Attractive  Interior. 

The  interior,  as  can  be  seen  from  the  cut,  is  very  roomy 
and  attractive.  The  shelving  on  each  side  looks  especially 
pleasing,  with  the  wide  margin  between  the  top  and  the  ceil- 
ing. This  space  is  not  used  as  a  sort  of  auxiliary  store  room, 
as  is  the  case  in  many  stores;  and  the  border-like  effect  of 
the  bare  space,  combined  with  the  universal  carton  system 
on  the  shelves  adds  greatly  to  the  general  appearance  of  the 
interior. 

The  lighting  system  is  also  very  efficient;  the  double 
lights  spaced  equal  intervals  on  the  upper  part  of  the  shelving 
greatly  enhance  the  brilliance  of  the  store  at  night. 

Another  thing  that  will  be  noted  about  the  shelving  is 
that  from  any  part  of  it  cartons  can  be  taken  out  without 
the  use  of  trolleys  or  chairs.  This  is  a  convenience  that  can 
hardly  be  overestimated,  and  many  shoemen  would  greatly 
increase  their  facilities  if  this  arrangement  were  in  force  in 
their  stores. 

The  interior,  as  can  be  seen,  is  also  exceptionally  well 


supplied  with  chairs,  seats,  show  cases,  tables,  and  everything 
necessary  to  the  accurate  and  expeditious  conduct  of  such 
a  business.  In  the  rear  of  the  store  proper  are  situated  the 
office  and  storeroom.  So  much  for  the  physical  aspect  of  the 
store. 

Careful  Fitting  Makes  For  Success. 

Mr.  Stephens  states  that  he  considers  the  greatest 
reason  for  the  firm's  success  has  been  the  extreme  care  used 
in  fitting  customers.  He  says  that  given  this  one  character- 
istic success  is  practically  sure  to  crown  the  shoeman's  efforts, 
"Our  employes  have  explicit  instructions  to  spare  no  time, 
patience,  courtesy  or  effort  to  absolutely  satisfy  a  customer. 
We  do  not  fake  sizes  here.  If  a  woman  asks  for  a  No.  4  shoe 
when  she  should  really  wear  a  No.  5  to  be  comfortable  and 
to  give  the  shoe  a  fair  show,  we  do  our  utmost  to  persuade 
her  to  wear  the  No.  5,  believing  that  the  smaller  size  will 
not  only  cause  her  discomfort,  but  that  quite  often  she  will 
be  illogical  enough  to  lay  the  blame  for  that  discomfort 
on  our  shoulders.  Occasionally  we  meet  women  who  do  not 
want  to  be  fitted,  and  in  such  case  we  do  everything  possible 
to  alter  their  point  of  view,  as  no  person  can  properly  fit  her- 
self by  guesswork.  We  measure  feet  here,"  continued  Mr. 
Stephens,  "and  it  works  splendidly.  We  keep  half  sizes  in 
stock,  and  find  that  with  the  high  class  shoes  manufactured 
in  Canada  today  nothing  else  is  needed." 

This  firm  permits  approbation  to  a  certain  extent,  but 
are  not  in  favor  of  the  system.  It  does  not  produce  the  best 
results .  as  people ,  cannot  fit  themselves  properly.  However, 
on  special  occasions,  before  holidays  or  on  Saturdays  when 
a  rush  is  on,  no  sending  out  on  approbation  is  allowed,  as 


E.  A.  Stephens. 


all  stock  is  likely  to  be  needed  in  the  store.  Mr.  Stephens 
admits  the  drawbacks  of  approbation,  and  only  counten- 
ances it,  even  in  the  small  way  he  does,  because  Ottawa  is 
such  a  strictly  residential  town  that  he  is  perfectly  familiar 
with  all  his  customers. 

Another  statement  made  was  this;  and  it  is  fraught  with 
significance  to  many  a  shoeman  today  who  is  struggling 
with  a  similar  problem:  "No  man  should  ignore  the  possi- 
bilitities  of  an  up-to-date  repair  department.  It  not  only 
draws  trade  to  other  departments,  but  is  a  source  of  profit  m 
itself  and  good  profit  at  that." 

The  firm  does  some  credit  business,  but  in  perfectly  safe 
quarters.  In  a  town  like  Ottawa,  dependent  largely  on  a 
monthly  government  pay  roll,  this  can  hardly  be  avoided. 
But  the  extension  of  credit  is  decreasing  yearly. 
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Does  Your  Trunk  Department  Pay? 

If  Not,  Why?  Some  Reasons  Given  for  Failure-The  Next  Six  Weeks  Can  Be  Made  Profitable-What  Lines  to 
Push— Value  of  Forethought  in  Connection  With  Fall  Leather  Goods  Trade. 


Some  shoemen  who  have  trunk  departments  have  been 
selling  very  few  trunks  or  leather  goods  so  far  this  year, 
and  the  cause  is  not  far  to  seek.  Take  an  instance  in  point: 
A  few  days  ago  the  writer  stepped  into  a  shoe  store  that 
enjoys  a  large  middle-class  trade,  and  in  front  of  which  is 
suspended  a  sign,  "Trunks,  Bags  and  Valises."  First,  he 
looked  for  some  other  sign  of  their  existence,  but  found 


Lady's  fitted  suit  case. 

none.  Neither  on  the  shelves,  nor  on  the  floor,  was  there 
to  be  seen  a  trunk,  suit-case  or  bag  of  any  kind. 

Finally,  the  proprietor  was  asked  if  he  really  kept 
trunks,  or  if  the  sign  was  a  relic  of  past  ages  that  should 
have  been  taken  down  years  before.  He  replied  that  he 
kept  a  fair-sized  stock  of  trunks  and  leather  goods  over  the 
store,  but  that  business  had  been  so  poor  in  the  trunk  line 
that  he  had  not  bothered  bringing  any  down ;  it  was  a  use- 
less nuisance  and  so  forth.  He  really  talked  as  if  he  ex- 
pected people  to  come  in,  and  pay  him  for  the  privilege  of 
looking  at  the  trunks. 

Think  of  it !  A  good  stock  of  leather  goods  upstairs, 
and  not  a  suggestion  of  them  to  be  seen.  No  matter  how 
badly  a  shoe  customer  might  need  a  trunk,  he  would  never 
know  the  shoeman  kept  them.  The  latter  did  not  even  ad- 
vertise them,  and  yet  he  had  the  nerve  to  complain  about  a 
poor  season's  business  to  date. 

Poor  Business  Due  to  Negligence. 

He  is  only  one  of  many  such.  This,  in  spite  of  the  fact 
that  all  through  the  abnormally  hot  summer  the  department 
stores  have  been  selling  trunks  galore;  the  factories  have 
confessed  to  a  fine  season's  business,  and  travel  was  never 
so  heavy.  It  would  almost  seem  as  though  the  retailer  were 
at  fault! 

Another  thing  that  hinders  shoemen  from  making  their 
trunk  departments  the  success  that  they  should,  is  their  lack 
of  knowledge  of  the  stock  they  carry.  Although  there  is 
usually  not  a  very  great  deal  of  it  on  hand,  they  have  not 
posted  themselves  thoroughly  on  the  various  talking-points, 


and  when  the  pinch  comes  a  sale  slips  through  their  fingers. 
And  many  a  shoeman  who  would  never  be  guilty  of  lack  of 
knowledge  of  his  shoe  stock,  falls  down  lamentably  when  it 
comes  to  selling  trunks. 

Specially  Seasonable  Articles. 

For  the  next  few  weeks  especially,  there  are  two  or 
three  articles,  the  sale  of  which  should  be  vigorously  push- 
ed. One  is  the  club-bag,  both  for  ladies  and  gentlemen. 
There  are  a  great  many  different  styles  of  these  but  all  have 
some  points  in  common.  The  features  to  which  to  call  at- 
tention in  this  line  of  leather  goods  are  the  fittings  they 
contain  that  make  travel  a  much  more  comfortable  proposi- 
tion. For  the  men,  cut-glass  tooth-brush  holders,  ebony 
military  brushes,  plate  glass  mirrors  with  ebony  frames, 
shaving  soap  holders,  and  so  forth  are  just  the  things  that 
the  average  man  feels  the  need  of  while  on  a  Pullman  car 
or  a  vessel. 

Then  there  are  the  bags  for  ladies,  with  a  still  more 
complete  line  of  necessary  accessories,  all  of  which  can  be 
stowed  away  in  their  holders  inside  the  bag  in  small  space, 
leaving  plenty  of  room  for  other  articles  so  essential  to  the 
traveler's  comfort.  In  personal  and  printed  salesmanship, 
call  attention  to  the  real  worth  of  these  bags  and  their  out- 
fits, not  only  as  luxuries,  but  also  as  necessities.  Also  fea- 
ture the  handsome  appearance  they  make,  how  handy  they 
are  if  visiting  overnight  at  a  friend's,  and  so  on  in  this 


A  deep  club  bag. 


strain.  People  are  always  ready  to  invest  in  such  articles, 
if  put  before  them  in  a  tempting  way. 

The  combination  bag  for  commercial  and  business  men 
is  another  article  that  should  be  carried  in  stock  all  the 
time,  but  especially  featured  during  the  summer  months. 
This  bag  is  what  the  name  denotes — a  combination  of  suit- 
case and  bag,  the  suitcase  being  attached  to  the  bottom  of 
the  bag  proper.  Commercial  men  can  carry  papers,  cata- 
logues and  other  such  articles  in  the  top  portion,  and  wear- 
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ing  apparel  in  the  suitcase  portion  that  opens  from  one  side 
Even  an  ordinary  salesman  can  make  the  advantage  of  this 
bag  at  once  apparent;  and  now  is  the  time  to  push  it 
when  the  suitcase  portion  is  especially  valuable  for  tourin-' 
Then  there  is  no  reason  why  the  trunk  department 
should  not  contain  one  or  two  surgical  bags.  While  these 
can  be  sold  only  to  a  restricted  clientele,  having  one  or  two 
on  hand  may  sometimes  be  the  means  of  bringing  about  a 
sale  that  would  otherwise  be  lost. 

What  About  Fall  Business. 

So  much  for  summer  sales.  But  very  shortly  the  fall 
season  will  be  coming  on,  and  now  is  the  time  to  plan  to 
make  the  trunk  department  an  all-the-year-around  success 
Tins  can  readily  be  done  with  a  little  forethought  There 
is  no  reason  in  the  world  why  this  department  should  be 
shelved  during  the  fall  and  winter  months 

For  instance  in  September,  the  school  season  starts. 
W  fay  should  hundreds  of  parents  go  to  the  general  merchant 
or  the  saddler  for  school  bags  for  the  little  tots  taking  their 
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This  is  a  mat 
It  needs  thorn 


1 


first  plunge  into  the  educational  arena? 
worthy  of  every  shoeman's  attention  now. 
and  careful  preparation. 

Then  with  the  fall  season    begin    the  music 
neglected  during  the  hot  months.    What  about  music  ca 
for  the  misses  in  their  teens  and  upward?    Going  to  lea 
them  to  the  tender  mercies  of  the  general  merchant  also? 

Be  ,t  understood,  that  here  the  writer  does  not  ref 
to  the  general  merchant  handling  a  shoe  department-^  * 
there  are  many  such  throughout  the  country-but  to  tl  ~ 
merchant  who  only  carries  such  things  to  cut  into  the  sho  J 
man's  legitimate  trade. 

.       Evening  parties   will   soon   be  in   vogue   once  mor 
whxch  means  m  many  cases  frock  coats  or  dress  suits  an 
s  ovepipe    hats     A  good  many  hat  boxes  can  be  so  d  b 
the  shaman  wide  awake  enough  to  make  an  effort  to  lan 

The  illustrations  presented  in  this  article  are  use 
throng,,  the  courtesy  of  the  M.  Langmuir  Mfg.  Co.,  Limited 
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ANOTHER  SUCCESSFUL  SUBURBAN  SHOEMAN. 


Working  up  a  good  trade  in  the  suburbs  is  a  problem 
winch  is  being  solved  satisfactorily  by  a  number  of  shoe- 
men  ,n  Toronto  and  other  large  cities.  Three  years  and  a 
half  ago  H.  Ph,l  ips  started  a  small  repair  shop  and  carried 
a  few  Imes  of  footwear  at  14  Don  Mills  Road.  He  is  a 
uracUca.  shoemaker  having  spent  over  twenty  years  with 
l  L-  Wlls°n>  241  Kl"S  St.  East,  Toronto,  where  he  was 
■'■reman.  He  had  the  necessary  faith  to  strike  out  in  a 
new  d.stnct,  which  has  grown  rapidly  since  until  land  with- 
in a  few  rods  of  his  shop  in  selling  now  at  over  $200  per 
«*  '-ntage.  Mr  Phillips  rented  the  premises  for  some 
years  but  recently  bought  the  building.    He  does  a  strictly 

l  a  h  ,f  i  ,S  ",W  t0  tUrn  °™  his  St°ck  **  two 
and  a  half  tunes  a  year,  and  to-day  he  carries  exactly  four 

times  as  much  footwear  as  he  did  when  starting  in  the  early 


part  of  1908.  He  has  shoes  designed  to  meet  the  wants  of 
all  classes,  from  the  heavy  boot  for  hard,  persistent  wear, 
to  fine  Goodyear  welts  for  light  and  dress  occasion.  To  the 
making  of  repairs  he  has  devoted  much  attention,  and  cus- 
tom has  grown  to  such  an  extent  that  he  was  forced  to 
hire  a  man  a  year  ago,  and  even  now  no  time  is  lost 

Mr.  Phillips  has  a  Goodyear  outfit,  consisting  of  an 
edge-trimmer,  heel-buffer,  bottom-buffer,  shank-scourer 
edge-finisher,  etc.,  all  operated  by  an  electric  motor  The 
accompanying  cut  gives  a  good  representation  of  his  re- 
pair department,  which  has  become  so  congested  that  he 
intends  in  the  near  future  to  erect  a  separate  building  for 
this  branch  and  add  the  present  space  for  retail  trade. 
This  will  give  him  greatly  increased  room.  Mr.  Phillips  is 
seen  standing  in  the  foreground  of  the  pidure. 
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The  Retailer,  Traveler  and  Wholesaler 

What  They  Are  Talking  About  During  the  Warm  Weather-Business-Getting  Plans-The  Troubles 
of  the  Man  on  the  Road-The  Salesmanship  Contest-Too  Many  Holidays. 


"Yes,  I  believe  in  attractive  window  display  cards," 
remarked  Rowland  Hill,  one  of  London's  progressive  shoe- 
men.  He  favors  changing  the  cards  often  and  having  appre- 
ciate ones  for  every  season  of  the  year.  Mr.  Hill's  son, 
Rowland  Hill,  Jr.,  keeps  the  store  well  supplied,  and  during 
the  Coronation  proceedings  there. were  in  Mr.  Hill's  windows 
several  neat  and  well  executed  cards,  the  lettering  being  m 
Coronation  blue  with  a  gold  border  or  outline.  Among 
the  mottoes  were  "Canadian  footwear  fit  for  the  feet  of 
Queen  Mary,"  which  was  on  display  in  the  women's  window, 
and  among  the  men's,  "Rideau  shoes  good  enough  for  King 
George . ' '  Another  card  bore  the  inscription  1 '  Canada  honors 
the  King  and  Queen."  These  cards  aided  very  materially 
in  the  decoration  of  the  windows. 

An  Ingenious  Shoe  Label. 

Felix  Forbert,  of  Lindsay,  makes  an  ingenious  use  of 
his  name  on  labels  and  has  worked  out  a  fetching  design. 
He  employs  green  labels  and  in  an  oblong  space  surrounded 
by  a  white  border,  the  letters  "FELIX4BERT"  are  diagon- 
ally printed  in  clear  type  of  a  neat  face.  In  the  upper  left 
hand  corner  and  in  the  lower  right  there  is  a  small  white 
space  on  which  the  sample  number  of  the  shoe,  the  size  and 
selling  price  are  stamped.  The  labels  are  artistic  and  neat, 
and  add  immensely  to  the  inviting  character  of  the  store.  On 
his  wrapping  paper  the  proprietor  also  uses  "  FELIX4BERT" 
with  good  effect.  The  combination  of  letters  and  a  figure 
by  which  he  makes  known  his  name  is  now  widely  recog- 
nized in  Lindsay  and  vicinity. 

Folder,  Shoe  Lace  in  It. 

An  enterprising  shoeman  of  Guelph  recently  sent  out 
to  his  patrons  a  rather  clever  advertising  folder  about  the 
size  of  and  resembling  an  envelope,  with  all  the  sides  opened 
up  before  they  are  gummed  together.    On  the  body  of  the 
folder  were  printed  artistic  announcements  of  the  various 
lines  of  shoes  handled,  setting  forth  their  fit,  style,  service, 
and    craftmanship.       Good    cuts    were    used,    and  the 
arrangement  was  effective  and  striking.    When  folded,  the 
various  parts,  as  already  stated,  were  in  the  shape  of  and 
about  the  size  of  a  No.  7  envelope.    On  the  back  was  another 
announcement  calling  attention  to  rubbers  and  the  various 
brands  handled  as  well  as  a  reference  to  lacrosse  and  tennis 
shoes.    At  the  top  were  two  large  holes,  and  through  these 
a  lace  was  run  and  tied  in  a  bow-knot.  This  held  the  folder  to- 
gether firmly,  and  below  the  shoe  string  there  was  ample 
space  for  the  name  and  address  of  the  recipient.    A  one  cent 
stamp  carried  the  printed  matter  through  the  mail.  Some 
of  the  folders  were  handed  to  customers  and  others  were 
placed  in  cartons  when  sending  out  footwear.    The  result 
was  an  effective  advertisement  and  big  satisfactory  sales 
ensued. 

Issued  Life  Membership  Certificate. 

The  Clark  Shoe  Company,  of  Brantford,  has  been  doing 
some  strong  advertising  in  the  novelty  line.  A  neat  slip, 
somewhat  larger  than  a  bank  bill,  printed  in  black  upon  a 
light  green  background  device,  and  with  an  attractive  border 
design,  was  sent  out  freely.    On  the  back  of  the  bill  or  certi- 


ficate in  each  corner  was  the  figure  5%,  and  the  following 
wording  in  clear  bold  type:    "A  living  profit  is  all  we  ask. 
The  Clark  Shoe  Company  will  pay  five  per  cent  on  all  pur- 
chases made  by  the  genuine  holder  of  this  life  membership 
certificate  during  his  or  her  life."    "Honest  value  for  honest 
money  "    On  the  face  of  the  certificate  in  the  left  and  right 
upper  corners  was  5%,  and  below  this  on  the  left  side  was  a 
picture  of  the  Premier  of  Canada,  and  on  the  right,  one  of  the 
proprietor  of  the  store,  A.  C.  Clark,.  The  wording  was:  "A 
living  profit  is  all  we  ask."  "Life  membership  certificate." 
"The  Clark  Shoe  Company  will  refund  five  per  centon  demand 
to  the  undersigned."    "Honest  values  for  honest  money." 
To  the  left  was  a  dotted  line  for  the  signature  of  Mr.  Clark  on 
behalf  of  the  company  and  on  the  right  was  another  dotted 
line  for  the  signature  of  the  holder  of  the  life  certificate. 
Mr.  Clark  reports  that  the  plan  worked  admirably,  and  he 
was  called  upon  to  sign  hundreds  of  the  certificates,  which 
means  that  the  possessor,  as  long  as  he  or  she  retains  the 
document,  may  secure  five  per  cent  off  all  the  regular  prices 
at  the  Clark  Shoe  Company,  and  in  this  way  the  patronage 
of  many  people  will,  it  is  expected,  be  held  for  years. 

Profitable  Investment  in  Flags. 

"I  made  a  small  investment  the  other  day,"  said  a  Chat- 
ham shoe  merchant,  "which  I  think  is  going  to  pay  me  well." 
I  purchased  two  or  three  fair  sized  Union  Jacks  to  drape  the 
back  of  my  windows,  and  also  a  number  of  tiny  flags  which 
I  fly  from  every  shoe  in  my  window  when  occasion  requires. 
I  used  all  these  during  Coronation  week,  was  careful  of  them, 
and  now  I  have  put  them  away  for  future  use.  I  intend 
putting  in  a  loyal  window  every  Empire  Day,  Victoria  Day, 
the  occasion  of  the  King's  Birthday,  and  the  birth  of  our  own 
Dominion.  There  will  be  four  anniversaries  on  which  I  can 
employ  the  flags  every  year,  and  with  a  little  bunting,  I 
intend  to  have  a  patriotic  window.  I  do  not  think  shoemen 
decorate  their  premises  sufficiently,  and  I  do  not  calculate 
to  be  behind  in  this  respect  in  future.  The  flags  cost  me 
only  a  few  dollars,  and  I  consider  the  outlay  a  good  per- 
manent investment." 


And  the  Traveler  could  Wait. 

Shoe  travelers  do  not  often  complain  of  the  discourtesy 
of  merchants,  but  they  do  run  across  examples  of  careless 
and  thoughtless  dealers,  who,  if  they  stopped  to  think,  would 
not  follow  practices  that  they  unwittingly  do.  "I  was  in  a 
Northern  town  the  other  day  and  the  only  train  by  which  you 
can  get  out  is  one  leaving  at  six  o'clock  in  the  morning," 
said  a  man  on  the  road  to  a  Toronto  shoe  jobber  the  other 
day.  "No,  I  do  not  care  to  give  you  the  fellow's  name,  but 
I  got  in  late  in  the  afternoon  and  unpacked  my  fall  and 
winter  samples.  I  phoned  over  to  the  store  after  tea,  and 
the  shoeman  told  me  he  did  not  want  a  great  deal  in  the  line 
of  fall  footwear.  I  asked  him  to  come  over  to  the  hotel  and 
see  what  I  had.  He  said  that,  of  course,  I  would  be  in  town 
all  day  tomorrow,  and  that  he  would  come  over  in  the  mor- 
ing.  Next  day,  about  nine  o'clock,  I  dropped  into  the  store 
and  he  informed  that,  as  the  afternoon  was  the  regular  Wed- 
nesday half  holiday,  he  was  not  going  anywhere,  and  would 
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spend  a  couple  of  hours  with  me  after  dinner.  I  did  not 
object  to  this,  and  went  back  to  the  hotel  to  hang  around  a 
few  hours  longer.  At  two  o'clock  the  dealer  told  me  he  was 
very  sorry  but  that  his  family  were  going  down  the  river  in 
a  new  gasolene  launch  which  he  had  recently  purchased,  and 
they  insisted  he  should  accompany  them.  He  declared  that 
he  would  be  back  not  later  than  half-past  seven,  and  would 
come  over  in  the  evening  to  look  over  my  samples.  Instead 
of  returning  at  the  hour  mentioned,  it  was  nearly  nine 
o'clock  when  the  launch  came  in.  Then  a  customer  from  the 
country  was  awaiting  to  see  the  shoeman  about  some  matter 
which  kept  him  another  hour  and  a  half,  so  that  it  was  half 
past  ten  when  the  caller  visited  the  hotel.  He  was  then  tired 
and  anxious  to  go  to  bed.  He  gave  my  samples  a  hasty  look, 
ordered  a  few  lines  and  went  home.  After  that  I  had  to 
pack  my  trunks,  and  it  was  after  midnight  when  I  "rolled 
in."  only  to  be  awakened  to  catch  the  six  o'clock  train  in  the 
morning.  Now  that  merchant  is  a  good  friend  of  mine,  but 
he  was  simply  thoughtless.  If  he  had  come  over  the  pre- 
vious evening  he  would  have  bought  just  as  much  from  me 
or  he  might  as  well  have  come  over  the  next  morning  any- 
way, as  he  was  not  busy.  But  it  was  a  case  of  putting  it  off- 
and  keeping  me  hanging  around  all  day.  If  he  had  only 
exercised  a  little  forethought  and  come  when  he  first  prom- 
ised, I  could  have  had  my  samples  packed  and  gone  off  for 
the  afternoon  too,  had  a  boat  ride  or  enjoyed  myself  in  other 
ways,  but  I  do  not  like  to  do  those  things  until  my  work  is 
completed.    You  see  the  point  ?" 

A  Handy  Repair  Tag. 

The  Yale  Shoe  Store,  Winnipeg,  has  a  neat  and  service- 
able tag  which  it  attaches  to  all  repair  work.  The  tag  is 
divided  into  three  sections  which  are  perforated;  on  the  first 
section  are  the  name  of  the  store,  its  number,  blank  spaces 
for  job  number  and  date,  then  other  dotted  lines  for 
the  name  of  the  owner,  the  address,  when  promised,  and  the 
charges.  The  second  section  has  parallel  lines  both  across 
and  down  for  specifying  the  repairs  and  the  charges,  as  well 
as  the  total  and  a  blank  space  for  the  number.  The  third 
section  bears  the  words,  "Bring  this  tag  with  you  to  Yale 
Shoe  Store,  321  Portage  Avenue,  repair  department,  phone 
7348."  The  entire  piece  of  pasteboard  is  attached  to  the  shoe 
when  sent  out  for  repairs,  the  second  portion  is  handed  into 
the  office  by  the  repair  man  (giving  the  time  and  charges  on 
the  job),  and  the  third  portion  is  retained  by  the  owner  of 
the  shoes  so  that,  like  checking  a  parcel,  the  object  wanted 
can  be  located  at  a  moment's  notice.  The  system  has  worked 
out  very  well. 

Four  Public  Holidays  Too  Many. 

"Well,  I  am  glad  that  public  holidays  are  all  over  for 
a  while"  remarked  a  Toronto  wholesaler  this  week.  "In  the 
last  five  weeks  there  have  been  no  less  than  four  interruptions 
to  business,  and  not  one  of  the  holidays  has  come  on  a  Mon- 
day, either.  I  contend  that  it  would  be  advisable  from  many 
standpoints,  to  have  all  celebrations  of  any  important  event 
observed  by  a  fixed  arrangement  on  Monday,  and  then  the 
public  as  well  as  the  salesmen,  business  men,  and  others 
would  get  double  the  benefit  while  business  would  not 
suffer.  Civic  holiday  is  always  observed  in  Toronto  on  a 
Monday,  and  so  is  Thanksgiving  Day  throughout  the  country. 
Why  could  not  the  other  festivities  be  observed  equally  as 
well  on  the  day  following  a  Sunday,  for  then  all  mankind 
would  get  a  rest  for  two  or  two  and  a  half  days  instead  of  one 
isolated  day,  as  is  the  case  when  a  holiday  comes  in  the  middle 


of  the  week,  doing  no  one  any  particular  good,  and  playing 
havoc  with  trade.  No  person  wants  to  do  any  work  before 
the  holiday,  and  after  it  is  over  people  are  slow  to  settle 
down  to  business.  They  are  tired  out  or  have  spent  a  long 
dreary  day.  Two  days  in  succession  really  constitute  a 
rest,  and  some  recreation  can  be  had  or  a  visit  paid  to  a  cool 
spot,  but  when  there  are  only  a  few  hours  at  the  disposal  of 
persons,  if  they  wish  to  go  any  place,  half  of  the  time  is 
taken  up  in  either  going  or  coming.  I  see  the  agitation  to 
have  all  holidays  celebrated  on  a  Monday  is  growing,  and  I 
am  certain  all  progressive  merchants  and  well  wishers  will 
give  such  a  proposition  their  hearty  support.  It  will  succeed 
by  means  of  agitation  and  education  the  same  as  the  commer- 
cial travelers  of  the  country  were  successful  in  persuading  the 
federal  government  of  the  wisdom  and  convenience  of  holding 
the  annual  thanksgiving  celebration  of  the  Dominion  on  a 
Monday." 

Not  Bargains  But  Values. 

A  Stratford  shoe  merchant  believes  in  dodger  distribu- 
tion in  making  known  the  attractiveness  and  resources  of 
his  store.  He  issues  them  frequently  and  says  they  bring 
business  from  many  persons  who  may  not  happen  to  see  the 
papers  or  pass  the  store.  Some  of  his  expressions  are  "The 
hall  mark  of  quality,"  "It  will  pay  you  to  deal  here," 
"Splendid  shoes  and  pleasing  prices,"  "This  store  offers 
its  patrons  the  most  expert  service  in  fittings,"  "Quality 
up  and  prices  down,"  "We  have  footwear  for  everybody, 
from  the  grandchild  to  the  grandparent,"  "We  supply  the 
public  with  the  best  made  goods  at  a  living  profit,"  "Your 
attention  for  a  moment  please,"  etc.  There  is  no  great  shout 
about  a  slaughter  sale,  bankrupt  stock,  going  out  of  business, 
and  other  catch  devices,  but  plain  statements  regarding  fit, 
quality  and  value,  which  appeal  to  the  people  and  win  con- 
stant and  paying  patronage. 

Half  Holidays  and  the  Traveler. 

"Now  our  troubles  have  begun,"  said  a  traveler  for  a 
Toronto  findings  house  to  the  Shoe  and  Leather  Journal. 
"We  go  to  one  town  and  find  that  it  is  a  half  holiday  and 
therefore  we  lose  that  time.  We  perhaps  go  on  to  the  next  and 
find  that  Thursday  afternoon  is  observed  during  July  and 
August,  and  next  week  we  start  out  again  and  visit  another 
section  of  the  country,  hoping  we  will  escape  these  half  holi- 
day regulations  and  we  encounter  another  batch  observed 
on  Tuesday  or  Friday,  and  so  on  it  goes.  We  lose  sometimes 
as  much  as  a  day  and  a  half  a  week  by  these  local  regulations. 
Now,  we  have  no  objections  to  them,  for  the  clerks  in  out- 
side towns  and  villages  do  not  get  Saturday  afternoon  off 
owing  to  the  big  trade  on  that  day,  and  generally  some  other 
mutual  agreement  is  come  to  by  which  merchants  close  up 
on  the  least  busy  day  during  the  heated  spell.  We  have  no 
means  of  knowing  what  that  day  is  in  different  towns.  If 
some  information  could  be  given  generally  to  all  travelers 
as  to  the  special  day  in  the  week  adopted  the  same  as  the 
papers'print  a  rural  fair  list,  it  would  be  a  great  convenience 
and  save  us  much  worry  and  annoyance.  Perhaps  you  do 
not  understand  how  lonely  and  monotonous  it  is  when  you 
strike  a  town  and  all  your  friends,  whom  you  know  in  a  busi- 
ness way,  are  off  enjoying  themselves  for  the  afternoon,  and 
you  have  nothing  to  do  but  walk  around  or  sit  on  the  front 
verandah  of  the  hotel  looking  into  space  and  waiting  for  the 
morrow  to  dawn." 

Likes  the  Salesmanship  Competition. 

A  Sherbrooke,  Quebec,  retail  shoe  merchant,  writing  the 
Shoe  and  Leather  Journal  under  date  of  July  9th,  observes 
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that  he  is  well  pleased  with  the  work  this  paper  is  doing  in 
offering  monthly  prizes  for  the  best  selling  experiences  of 
clerks,  and  that  he  read  with  great  interest  what  each  prize 
winner  had  to  say  in  the  last  issue.    "That  is  the  kind  of 
sales  force  we  want— persons,  who  can  tactfully  and  easily 
lead  people  entering  the  store  to  buy  more  than  they  really 
intended.  I  do  not  mean  foisting  goods  upon  such  customers 
or  pestering  them  with  all  sorts  of  questions,  but  by  diplomacy 
initiation  and  suggestion  lead  patrons  or  the  casual  caller  to 
see  what  we  have  to  offer,  what  advantage  it  is  to  buy  a 
certain  make  of  shoe  at  a  particular  time,  or  directing  atten- 
tion to  various  lines  carried.    The  possibilities  of  salesman- 
ship are  infinite,  and  the  clerk  who  keeps  his  eyes  and  ears 
open,  has  all  sorts  of  opportunity  of  making  sales  to  persons 
who  never  thought  of  buying.    There  is  the  findings  line 
as  well  as  the  trunk  and  bag  department  in  my  store  which 
offer  every  opportunity,  and  on  these  sales  I  give  my  clerks  a 
commission  to  stimulate  thought  and  action.    After  all,  the 
greatest  thing  in  the  mercantile  world  is  service  and  sales- 
manship when  these  terms  are  interpreted  in  their  fullest 
meaning.    You  are  doing  the  shoe  clerks  as  well  as  the  re- 
tailers a  distinct  service  in  undertaking  this  important  work, 
and  I  hope  that  you  may  carry  it  on  and  that  it  will  arouse 
increasing  interest." 

The  Auto  and  Gaso — Alas. 
' '  Yes .  we  boys  on  the  road  have  some  peculiar  experiences , ' ' 
remarked  a  traveler  for  a  London  shoe  factory.     "One  of 
my  customers  has  branched  out  and  bought  both  an  auto- 
mobile and  a  gasolene  launch.    He  insists  on  doing  the  buy- 


ing of  footwear,  but  it  is  next  to  impossible  to  catch  him  when 
he  is  not  out  in  the  launch  or  just  about  to  take  a  spin  m  his 
touring  car.  The  traveler  must  await  his  convenience, 
even  although  it  means  laying  over  several  hours.^  Another 
man  has  recently  put  up  a  sign  which  reads,  Travelers 
seen  only  between  the  hours  of  two  and  four  o'clock  each 
day,"  and  if  you  arrive  before  the  hour  of  two,  you  have  to 
wait,  and,  if  after  four,  there  is  nothing  to  do  but  hang 
around  until  the  next  day.  Oh  !  the  life  of  a  traveling  man 
is  not  all  sunshine,  and  we  have  as  many  eccentric  customers 
as  the  retailer  himself  has,  but  it  takes  all  kinds  of  people  to 
make  a  world— at  least,  that  has  been  my  experience,  and  I 
have  been  on  my  beat  eleven  years  now." 

The  Public  Not  Altogether  Fools. 
"That  man  across  the  street  there  must  think  the  people 
are  natural  born  fools.  Look  at  that  flaming  cotton  sign: 
'$30  ooo  worth  of  fine  shoes  to  be  sold  within  the  next  ten 
days  at  less  than  cost.'  "In  the  first  place,"  remarked  my 
friend,  "I  know  that  fellow's  stock  and  he  does  not,  nor 
could  he  carry  a  dollar  more  than  $8,000  in  his  cellar,  or  on 
his  shelves.  To  represent  that  in  that  2  by  4  business  hole 
he  has  space  for  $30,000  footwear  value  is  so  palpably  un- 
truthful that  I  do  not  see  how  he  can  ever  hope  to  convince 
any  one  of  the  honesty  of  his  utterances,  or  value  of  his  goods. 
"Below  cost,"  "Sacrifice  sale,"  and  other  sensational  expres- 
sions have  been  done  to  death,  and  it  is  too  bad  there  are 
some  so  called  "business  men"  in  every  town  who  will  not 
let  the  bones  of  these  ancient  corpses  rest  in  peace,  but  have 
to  rattle  them  every  now  and  then." 
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What  the  Canadian  Trade  is  Doing 

Things  the  Retailers,  Jobbers,  and  Manufacturers  are  Talking  of — Business  Changes  and  New  Enterprises — 

Breezy  Notes  for  the  Perusal  of  Busy  Readers. 


C.  A.  Fuller  is  a  new  shoe  retailer  who 
recently  started  business  in  Brooks,  Alta. 

M  Hoglund  has  embarked  in  the  boot 
and  shoe  'business  at  Sylvan  'Lake,  Alta. 

F.  Schryburt  &  Co.,  shoe  manufacturer's, 
Quebec,  have  made  an  assignment. 

Max  Rose  has  started  a  retail  shoe  busi- 
ness in  Bath,  N.  B. 

R.  Mackie  has  embarked  in  the  shoe  busi- 
ness in  Macleod,  Alta. 

Louis  Dassylva  &  Co..  shoe  dealers,  of 
Three  Rivers,  Que.,  have  assigned. 

D.  J.  Smith,  Welland,  was  among  those 
calling  on  the  trade  in  Toronto  last  week. 

F.  M.  Stafford,  of  Sudbury,  Out.,  was 
calling  on  the  trade  in  Toronto  last  week. 

James  McPherson,  of  the  John  McPher- 
son  Co.,  Hamilton.  Out.,  was  in  Boston 
last  week  on  a  'business  trip. 

C.  Hurlbut,  of  Preston,  Out,  has  been 
spending  a  few  days  in  Toronto,  Mont- 
real, and  other  eastern  points. 

James  Valentine,  of  Valentine  and  Mar- 
tin. Waterloo,  was  in  the  city  this  week 
calling  upon  the  trade. 

£.  I.  Hersey,  of  Boston,  chief  controller 
of  the  Regal  Shoe  Co.,  was  in  Toronto  last 
week  on  a  visit  to  the  local  factory. 

\V.  G.  Parsons,  of  C.  Parsons  and  Son, 
is  taking  part  in  the  big  bowling  tourna- 
ment at  Xiagara-on-thc-Lake. 

Cartan  &  Eby,  proprietors  of  the  Wat- 
erloo Tannery,  Waterloo,  Ont.,  have  made 
an  assignment  to  C.  E.  Fisher. 

A.  Davidson,  shoe  dealer,  of  Elora,  Ont., 
who,  for  a  number  of  years,  has  conducted 
a  fine  business,  is  desirous  of  selling  out. 

Mr.  McAuley,  of  'Montreal,  secretary  of 
the  Miner  Rubber  Company,  was  a  business 
visitor  to  Toronto  last  week. 

Leo  Shakra,  retail  shoe  dealer,  Mont- 
real, has  made  an  assignment  for  the  bene- 
fit of  his  creditors. 

The  style  of  the  A.  Leclerc  Co.,  of  Ot- 
tawa, dealers  in  hides,  etc.,  has  been 
changed  to  the  John  Hallam  Hide  Co. 

Mr-.  Eugenie  Duranceau,  dealer  in 
shoes,  Montreal,  has  assigned  to  V.  Le- 
marre. 

Everett  &  Irving,  shoe  dealers,  of  Hills- 
borough, N'.B.,  have  sold  their  business  to 
C.  S.  Wood. 

II.  E.  Frank,  of  P.  E.  Frank  and  Co.,  20 
Front  Street  East,  left  on  Monday  for 


Boston,  where  he  will  spend  several  days 
on  a  buying  trip. 

X.  Boyer,  shoe  retailer,  611  Beaudry  St., 
Montreal,  has  been  succeeded  by  the  Rena 
Footwear  Co. 

J.  W.  Foy,  traveler  for  D.  D.  Hawthorne 
&  Co.,  is  spending  several  weeks'  holidays 
at  Solid  Comfort  Point,  Georgian  Bay 

B.  J.  Abernethy  of  the  Abernet'hy  Shoe 
Company,  Kingston,  was  in  the  city  last 
week  on  a  business  visit. 

W.  A.  Taylor,  of  the  Robert  Taylor  Co., 
Halifax,  N.  S.,  spent  a  few  days  here  last 
week. 

Messrs.  Black  and  Sutherland,  of  the 
Amherst  Boot  &  Shoe  Co.,  Amherst,  N.  S., 
were  in  Toronto  for  a  few  days  last  week. 

Frank  Bauslaugh,  of  John  Agnew,  Lim- 
ited, Brantford,  is  attending  the  Shoe  and 
Leather  Fair  in  Boston. 

William  Garside,  of  Garside  and  White, 
Toronto,  is  spending  a  month  at  Murray 
Bay,  Quebec. 

J.  A.  'McLaren,  of  McLaren  and  Dallas, 
Toronto,  is  in  Quebec  and  "Montreal  on  his 
semi-annual  buying  tour  of  the  factories. 

E.  Jandorf,  of  Hermann,  Jandorf  &  Ox- 
berry  Co.,  makers  of  sandals,  New  York 
city,  made  the  round  of  the  Toronto 
wholesale  houses  last  week. 

R.  H.  Arnott,  of  the  John  Leckie  Co., 
Vancouver,  B.  C,  paid  Toronto'  a  business 
visit  a  few  days  ago.  He  says  that  trade 
is  good  at  the  coast. 

'Messrs.  Lennox,  Anderson  and  Holmes, 
of  John  Lennox  &  Co.,  Hamilton,  were 
in  the  city  recently  viewing  spring  and  sum- 
mer samples. 

R.  B.  Wanless  and  M.  J.  Burns,  of 
Coates,  Burns  and  Wlanless,  London,  were 
in  Toronto  for  a  few  days  last  week  on 
business. 

John  Farewell,  who  is  a  traveler  for  D. 
J).  Hawthorne  &  Co.,  has  been  suffering 
for  the  past  two  weeks  with  neuritis,  but 
is  now  improving. 

W.  E.  Short,  Western  representative  of 
the  Kingsbury  Footwear  Co., 'Montreal,  and 
wife,  have  been  holidaying  in  Toronto  and 
Niagara  Falls. 

<L.  B.  Hutchison,  manager  of  the  Toron- 
to branch  of  the  Kaufman  Rubber  Co.,  has 
been  spending  a  few  days  in  Berlin  and 
I'enctanguishene. 

George  Cain,  of  the  Gu'ta  Percha  and 


Rubber  Manufacturing  Co.,  Toronto,  is 
spending  his  holidays  at  Port  Carling, 
Muskoka. 

A.  L.  Johnson,  Western  manager  for 
Ames,  Holden,  'McCready,  was  in  Toronto 
last  week  on  his  way  from  Winnipeg  to 
Montreal. 

E.  0.  Weston,  of  F.  J.  Weston  &  Sons, 
Toronto,  was  in  Montreal  and  Quebec  last 
month,  viewing  spring  and  fall  samples  of 
the  manufacturers. 

W.  A.  Hamilton,  of  the  W.  B.  Hamilton 
Co.,  Toronto,  was  in  Montreal  and  Quebec 
last  week,  and  left  this  week  to  attend  the 
National  Shoe  and  Leather  Fair  in  Boston. 

D.  D.  Hawthorne,  Toronto,  left  on  Sat- 
urday for  Montreal  and  Quebec,  where  he 
will  make  a  tour  of  the  factories  in  search 
of  spring  and  summer  goods  for  1912. 

George  Dickinson,  of  the  Dickinson  Shoe 
Manufacturing  Company,  Lynn,  Mass.,  was 
in  Toronto  last  week  on  business,  and 
gave  the  trade  a  call. 

C.  A.  Davies,  of  the  Blachford,  Davies 
Co.,  Toronto,  has  gone  to  Montreal  and 
Quebec  to  view  the  spring  and  summer 
samples  of  the  factories. 

F.  P.  Myles,  of  the  Minister,  Myles  Co., 
Toronto,  left  on  Saturday  on  a  business 
trip  to  Winnipeg  and  other  Western  points 
in  the  interest  of  the  firm. 

Charles  Ludlow,  of  Ludlow  Bros., 
Brantford,  was  in  Toronto  last  week.  He 
reports  summer  trade  as  being  brisk  in 
the  telephone  city. 

W.  S.  Duffield,  secretary  of  the  John  Mc- 
Pherson Co.,  Hamilton,  Ont.,  who  has  been 
ill  for  some  time,  is  now  at  St.  John,  N. 
B.,  where  he  is  rapidly  recuperating. 

R.  J.  Yonge,  general  sales  manager  of 
the  Canadian  Consolidated  Rubber  Co., 
Montreal,  was  in  Toronto  for  a  couple  of 
days  this  week. 

Darrell  Farewell,  who  represents  the 
Hartt  Boot  and  Shoe  Co.,  of  Fredericton, 
N.  B.,  in  Western  Canada,  is  spending  a 
holiday  in  Toronto. 

J.  H.  Bates,  manager  of  the  Regal  Shoe 
Store,  Toronto,  is  spending  a  few  days' 
holidays  at  his  old  home,  in  Kars,  On- 
tario. 

George  Coffin,  of  Lynn,  Mass.,  has  been 
appointed  foreman  of  the  McKay  room  at 
Getty  and  Scott's  factory,  Gait,  and  has  en- 
tered upon  his  new  duties. 

Harry  McKellar,  with  the   Berlin  Felt 


4o 


THE  SHOE  AND  LEATHER  JOURNAL 


Boot  Company,  Berlin,  has,  it  is  understood, 
acquired  a  controlling  interest  in  the  Ber- 
lin Shoe  Manufacturing  Co. 

Joseph  Garden,  of  the  Garden  Clothing 
Company.  Calgary,  and  W.  D.  Balfour, 
buyer  for  the  Regal  Shoe  Co.,  Winnipeg, 
v  ere  in  the  city  this  week  on  business. 

The  large  general  store  of  I.  B.  Shaffner 
&  Co..  Elmsdale,  N.  S.,  was  destroyed  by 
fire  this  week,  the  loss  being  very  heavy. 
The  boot  and  shoe  'portion  of  the  stock 
on  the  ground  floor  was  saved. 

A  large  number  of  Canadian  manufac- 
turers, jobbers,  tanners  and  retailers  have 
left  for  Boston  to  attend  the  National  Shoe 
and  Leather  Fair,  and  will  be  absent  sev- 
eral days. 

Francis  A.  Guinivan  has  left  the  road 
and  will  open  a  Walk-over  shoe  store 
in  Montreal  this  fall.  !Mt.  Guinivan  has 
traveled  for  the  George  E.  Keith  Co.,  of 
Campbell,  Mass.,  for  a  number  of  years. 

E.  H.  Lanthier,  president  of  the  Kings- 
bury Footwear  Co.,  Montreal,  accompanied 
by  his  wife.  Mrs.  R.  Lanthier,  and  family, 
were  in  Toronto  last  week  and  enjoyed  a 
trip  to  Niagara  Falls. 

W.  G.  Hardie,  of  the  George  E.  Boul- 
ter Co.,  Toronto,  who  has  made  a  tour 
of  the  West  as  far  as  Calgary  and  Edmon- 
ton in  the  interest  of  the  Construction 
and  the  Wanderer  Professional  Racer 
shoe,  returned  last  week. 

It  is  reported  that  the  projected  merger 
of  the  various  shoe  factories  of  Quebec, 
about  which  so  much  was  heard  a  few 
weeks  ago,  has  fallen  through  and  that 
there  is  now  no  prospect  of  an  agreement 
being  reached. 

Nearly  all  the  shoe  travelers  for  the  var- 
ious jobbing  houses  are  now  thinking  of 
holidays.  A  number  of  the  men  on  the 
road  have  already  laid  off  work  for  a 
few  weeks,  and  are  spending  a  well-earned 
vacation  at  various  summer  resorts. 

The  International  Boot  and  Shoe 
Workers'  Union,  at  their  recent  conven- 
tion in  St.  Paul,  re-elected  all  officers,  in- 
cluding President  John  F.  Tobin,  of  Roch- 
ester, N.Y.,  and  decided  to  hold  the  next 
convention  in  Montreal  in  [913. 

A.  Boston  despatch  says :  Michael  Brady, 
golfer,  has  a  badly  blistered  pair  of  feet 
as  the  result  of  the  rubber  soles  of  his 
^hoes  melting  while  he  was  competing  in 
the  Massachusetts  championships  tourney. 

The  St.  Jean  Baptiste  celebration,  held 
in  honor  of  the  patron  saint  of  the  French- 
Canadians,  occurred  on  Monday,  the  26th 
June.  On  that  occasion  all  the  Quebec 
shoe  factories  were  closed,  in  order  to  al- 
low the  employes  to  take  part  in  the  cele- 
bration. 

C.  F.  Tugman,  manager  of    the  Royal 


Shoe  Store,  Toronto,  spent  several  days 
this  week  in  Rochester,  N.  Y.,  attending 
the  Imperial  Council  of  the  Mystic  Shrin- 
ers.  Leslie  Owens,  head  salesman  at  the 
.Royal,  is  enjoying  his  holiday  at  Bobcay- 
geon  and  Kawartha  Lakes. 

During  the  fiscal  year  191 1  Canada 
bought  through  the  United  States  in  for- 
eign merchandise  $13,500,000.  Some  of  the 
principal  items  were :  Hides  and  skins, 
$750,000;  India  rubber,  $3,333,000;  and 
quebracho,  which  is  used  for  tanning  pur- 
poses. 

Nearly  all  the  retailers  'throughout  the 
country  are  now  preparing  for  their  semi- 
annual sale,  when  all  slow  selling  lines  and 
summer  goods  are  cleared  out.  Some  shoe 
dealers  conduct  the  reduction  sale  in  July 
and  others  start  in  August  and  continue 
throughout  the  month. 

The  Merchants  Rubber  Company,  of 
Berlin,  gave  their  employes  a  holiday  one 
day  last  week  owing  to  the  extreme  heat. 
The  firm  also  supplied  several  barrels  of 
lemonade  during  the  torrid  spell  for  their 
help,  a  thoughtful  act  which  was  appre- 
ciated. 

James  Robinson,  (Unlimited),  'Montreal, 
along  with  James  Young,  late  of  the  Dur- 
ham Rubber  Company,  Bowmanville,  Ont., 
is  enjoying  a  three  months'  outing,  sailing 
the  'Mediterranean.  Writing  to  a  friend  in 
Toronto,  Mr.  Robinson  says  he  is  feeling 
just  like  a  two-year-old.  He  was  then  at 
Gibraltar  inspecting  the  defences,  it  is 
said,  with  a  view  to  starting  a  rubber  fac- 
tory on  the  famous  heights,  believing  that 
it  would  be  impregnable  to  price  attacks. 
He  also  expected  to  spend  a  few  days  at 
Naples,  Rome,  and  Florence. 

Edwin  Bates,  who  opened  a  shoe  store 
at  15  Danforth  Road  last  .September,  has 
one  of  the  finest  places  east  of  the  Don.  He 
will  shortly  install  more  shelving  and  some 
show  cases  for  the  display  of  findings  and 
the  lighter  classes  of  fine  footwear.  He 
has  the  single  shelf  system  and  makes  use 
of  uniform  cartons  throughout,  which  add 
immeasurably  to  the  attractive  interior.  On 
each  carton  is  a  light  brass  handle  and 
frame  in  which  a  card  is  placed,  giving  the 
number,  size,  and  selling  price  of  the  shoe. 
Mr.  Bates  is  working  up  an  excellent  trade 
in  that  rapidly  growing  Toronto  district. 

Embarks  in  Business. 

.M.  H.  Clapp,  who,  for  some  years  con- 
ducted a  shoe  store  at  the  corner  of  Bloor 
Street  and  Dovercourt  Road,  Toronto,  has 
opened  a  retail  establishment  on  Broad- 
way West,  a  flourishing  suburb  of  Van- 
couver, B.  C,  and  a  fine  business  section. 
He  has  a  large,  attractive  store,  100  feet 
deep  by  24  feet  in  width,  and  is  doing  a 
good  trade.  A.  J.  Clapp,  his  'brother,  has 
been  in  the  shoe  business  in  Vancouver  for 


some  time,  and  has  worked  up  a  thriving 
connection. 

Trade  Enquiries. 

The  following  inquiries  have  recently 
been  received  at  the  office  of  the  Canadian 
High  Commissioner  in  London. 

A  Lancashire  firm,  manufacturing  rub- 
ber heels,  desire  to  appoint  an  agent  at 
Montreal. 

A  north  of  England  firm,  manufacturing 
tubber  heel  pads  and  tips  desire  to  appoint 
an  agent  for  Western  Canada. 

A  Clerical  Shoo-man. 

A  clergyman  who,  previous  to  entering 
upon  the  sacred  calling,  was  in  the  retail 
footwear  trade,  dropped  into  a  Toronto 
jobber's  office  the  other  day. 

"Well,  iMr.  R  ,    how    do    you  like 

preaching?"  inquired  the  head  of  the  firm. 
"Are  you  not  sorry  you  deserted  the  shoe 
business  ?" 

"Oh,  no  !  I  am  still  in  that  line,"  was  the 
calm  response. 

The  jobber  looked  surprised.  "How  do 
you  make  that  out?"  he  asked. 

"Well,  you  see,"  replied  the  man  of  the 
cloth,  "I  am  now  trying  to  shoo  people  into 
the  Kingdom." 

"Good,"  said  the  wholesaler  with  a 
laugh,  "I  hope  they  are  fitted  properly." 

Doing  a  Splendid  Business. 

G.  H.  Ansley,  sales  manager  of  the  Nur- 
sery Shoe  Co.,  St.  Thomas,  Ont.,  was  at 
the  King  Edward  last  week  with  a  choice 
line  of  spring  and  summer  goods  in  in- 
fants', children's,  misses',  little  gents'  and 
youths'  footwear.  The  showing  in  tans, 
gummetals,  and  patents  was  a  very  credit- 
able one,  the  finish  and  workmanship  be- 
ing of  the  best  character.  About  one  hun- 
dred and  fifty  samples  were  on  display, 
principally  in  McKay  sewn.  Four  new  lasts 
were  shown  in  the  different  ranges,  and 
were  much  admired.  The  Nursery  Shoe 
Co.,  of  which  A.  E.  Medcalf  is  president, 
have  doubled  their  business  during  the  past 
year,  and  have  recently  built  an  extension 
which  is  used  as  a  sole  stock  room  and  for 
the  lasters  on  McKay  and  turn  work. 

Canadian  Failures. 

Commercial  failures  in  Canada,  as  re- 
ported by  R.  G.  Dun  &  Co.,  during  the 
first  half  of  191 1,  numbered  961,  as  com- 
pared with  761  for  the  first  six  months  of 
1910,  and  with  881  during  the  correspond- 
ing period  of  1909.  The  total  liabilities  for 
the  first  six  months  in  1911,  however, 
showed  a  less  amount  than  from  Jan.  1 
to  June  30th,  igio.  Compared  with  other 
preceding  years,  however,  there  is  consid- 
erable increase  in  the  amount  involved  and 
the  number  is  also  greater  in  every  year 
except  1901  and  1900.  Nevertheless,  when 
the  notable  expansion  in  the  volume  of 
Canadian  business  during    the    past  few 
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years  is  taken  into  consideration,  the  state- 
ment may  be  considered  eminently  satis- 
factory. 

'Canadian  failures  in  the  second  quarter 
of  191 1  were  294  in  number,  and  $3,616,- 
021  in  amount,  a  marked  increase  in  num- 
ber as  compared  with  the  same  months 
last  year  when  they  were  233,  but  a  consid- 
erable decrease  as  compared  with  the 
liabilities  of  $5,730,957  during  that  period. 
Compared  with  1909,  however,  when  there 
were  336  suspensions  involving  $2,814,632, 
there  is  a  decrease  in  number  of  39,  but  an 
increase  in  liabilities  of  over  $800,000. 


have  kid  or  cloth  tops,  with  plain  toes  and 
five  flat,  black  buttons.  Pumps  for  dress 
have  slightly  heavier  soles  than  last  season. 
Dull  pumps  are  coming  in  for  wear  at  din- 
ner functions.  For  golf  and  other  out- 
door sports  white  buckskin  and  canvas  foot- 
wear is  popular,  with  double  soles  and 
Goodyear  welt,  though  some  players  pre- 
fer a  brown  buckskin  with  spikes.  A  white 
canvas  laced  boot,  with  suction  sole,  is  the 
proper  thing  for  yachting.  For  tramping 
around  the  country  heavy  Russian  calf  shoe, 
with  calf  sole  and  heel,  is  provided.  This 


Showing  Some  Popular  Lines. 

Peter  A.  Doig,  of  Kirvan-Doig,  Limited, 
Montreal,  was  in  Toronto,  Hamilton,  and 
London  during  the  past  week,  exhibiting  to 
the  trade  the  spring  and  summer  offer- 
ings in  "Good  Sense"  and  "Kirdo"  brands 
of  shoes  for  children,  boys,  girls,  misses 
and  little  women.    He  reports  that  busi- 
ness has    been    exceptionally    good,  and 
many  of  the  new  creations  in  leathers  are 
taking  immensely.     Over   three  hundred 
lines  were  on  display  in    his  admirably 
selected  samples,  and  among  the  popular 
sellers  in  girls'  were  a  patent  button  with 
chocolate  top,  a  red  kid  button,  a  white 
elk,  and  a  patent  button  with  ooze  top.  In 
little  women's  particularly  dressy  lines,  in 
bluchers,  oxfords    and    pumps  attracted 
much  attention.    Mr.  Doig's  showing  em- 
braced four  splendid  lasts  for  children,  four 
for  girls,  and  four  for  misses,  as  well  as 
others  for  boys  and  little  women.    A  Na- 
poleon with  patent  vamp  and  collar  and 
dull  calf  top  was  a  feature  of  the  display, 
as  well  as  a  select  range  of  Roman  sandals, 
buttons   with  silk    tassels,    pumps  with 
broad,  corded  silk  bows,  and  some  new 
styles  in  boys'  button  shoes,  which  were 
well  received.    The  travelers  for  Kirvan- 
Doig  will  all  be  on  the  road  early  next 
month.    IM.  F.  Wilson  will  tour  the  Wes- 
tern provinces.    John  Stephens  will  travel 
between  Montreal  and  Toronto,  and  Joseph 
G.  Riel  will  look  after  Quebec,  while  the 
other  provinces  will  be  thoroughly  attend- 
ed to. 

What's  Selling  in  New  York. 

A  New  York  correspondent  writing  the 
Shoe  and  Leather  Journal  says:  The 
newest  custom  shoes  show  the  effects  of 
what  is  known  as  the  English  last.  They 
.  are  conservative  in  shape— the  toes  are  not 
SO  pointed  as  heretofore,  and  thinner.  The 
heels  are  square,  V/&  inches  high,  in  mark- 
ed contrast  to  the  military  heel  put  out  by 
the  manufacturers  earlier  in  the  summer. 
Everyone  is  wearing  tan — Oxfords,  of 
course,  during  summer — but  high  laced  tans 
will  be  added  to  the  Oxfords  for  both  fall 
and  winter  wear.  Very  few  dull  black 
shoes  are  being  sold.  The  New  York  man 
wears  tan  to  business  and  for  outings,  and 
patent  leather  in  the  evening.    The  latter 


TWO  FUTURE  SHOEMEN. 
Bright  boys  of  J.  J.  C.  Robbins,  of  Porter 
and  Robbins,  Yarmouth,  N.S.,  who  believe 
in  getting  into  the  boot  business  early  in  life. 

is  guaranteed  waterproof.  Travel  slippers, 
made  of  kid,  so  light  and  flexible  that 
they  may  be  slipped  into  the  hip  pockets, 
are  considered  au  fait  for  auto  journeys  or 
Pullman  car  trips.  They  cost  $3-50.  and 
may  be  had  in  tan,  black,  or  ox-blood. 

Choice  Things  for  the  Trade. 

R.  Lanthier,  secretary-treasurer,  and  W. 
F.  Martin,  sales  manager  of  the  Kingsbury 
Footwear  Company,  'Montreal,  were  at  the 
Queen's,  in  Toronto,  all  last  week  with  a 
large  and  comprehensive  range  of  spring 
and  summer  samples  and  did  a  most  satis- 
factory business.  Over  three  .hundred  lines 
in  women's  footwear  were  shown,  and  the 


new  lasts — five  in  all — were  well  received 
by  the  trade.     The  varied  and  complete 
selection  embodied  all  the  latest  American 
models  in  tans,  patent,  gunmetal,  and  other 
leathers.    The  styles  in  high  and  low  cuts 
were  effectively  displayed,  and  their  sample 
room  was  a  busy  centre  during  the  week. 
In  both  plain  and  fancy  designs  the  selec- 
tion was   wide   and  pleasing.     In  fancy 
footwear  were  seen  artistic  inlaid  quarters, 
some  with  attractive  collars.    Others  in 
button  and  blucher,  both  tan  and  patent, 
with  smart  vestings  and  fetching  ideas  in 
the  way  of  facings  and  foxing,  new  design 
vamps,  and  ornate  stitching  were  equally 
popular.   An  especially  fine  line  of  pumps 
with    corded    silk    bows    and  trimming 
around  the  top  as  well  as  an  admirable 
presentation  of  colonials  drew  much  at- 
tention from  the  trade.    In  other  creations 
the  stock  was  equally  representative,  and 
large  orders  were  booked  for  the  "Kings- 
bury Quality"  and  "America's  Beauty,"  the 
widely  known  brands    of    the  Kingsbury 
Company.    All  the  travelers  of  the  com- 
pany will  be  out  with  full  lines  calling  upon 
the  retail  trade  by  the  first  week  in  August. 
W.  E.  Short  will  cover  the  main  lines  from 
Port  Arthur  to  Vancouver,  and  W.  Ken- 
nedy, the  remaining  routes  in  Manitoba, 
Alberta  and  Saskatchewan.    R.  B.  Chalue, 
more  familiarly  known  as  "Bob,"  will  look 
after  the  larger  places  in  Ontario.    J.  A. 
Malbeouf  will  have  Montreal  city  under 
his  direction.    The  province  of  Quebec  will 
be  traversed  by  A.  J.  Pinnsonnault,  and  J. 
D.  Campbell  will  supervise  the  provinces 
clown  by  the;  sea. 

Credit  Men  are  Organizing. 

A  branch  office  of  the  Canadian  Credit 
Men's    Association,    the    membership  of 
which  is  composed  entirely  of  manufactur- 
ing wholesalers  and  the  jobbers  proper  in 
every  line  of  trade,  will  be  shortly  opened 
in  Toronto.     Following  closely  upon  the 
establishment  of  the  Toronto  office  branches 
will  be  opened  up  in  all  the  manufacturing 
and  distributing  points  in    the  province. 
Henry  Detchon,  of  Winnipeg,  secretary  of 
the  Canadian  Association,  has  been  spend- 
ing several  days  in.  Toronto    and  other 
cities  in  Ontario,  in  the  interest  of  the  or- 
ganization.   At  a  recent  meeting  of  repre- 
sentatives from  different  wholesale  houses 
in  Toronto,  Mr.  Detchon,  addressing  the 
members,  sard  that  the  formation  of  bran- 
ches and  the    establishment    of  clearing 
houses  of  the  Canadian  Credit  Men's  As- 
sociation in  the  cities  of  Eastern  Canada, 
would  make  for  the  betterment  of  condi- 
tions of  credit.    The  members  of  the  asso- 
ciation report  every  sixty  days  to  the  asso- 
ciation's clearing  house  the  credit  extended 
to  the  retailers  with  whom  they  do  busi- 
ness, and  in  this  way  the  association  is  en- 
abled to  report   to  its  members  any  de- 
sired information  regarding  a  retailer. 
The  association  is  now  established  only 
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in  Western  Canada,  with  but  one  clearing 
house,  situated  at  Winnipeg.  It  has  be- 
tween two  hundred  and  fifty  and  three  hun- 
dred members. 

The  following  resolution  was  carried  at 
the  meeting: 

"That  it  is  desirable  that  the  Canadian 
Credit  Men's  Association  extend  its  influ- 
ence from  coast  to  coast,  and  that  the 
credit  men  of  Toronto  pledge  their  hearty 
support  to  the  establishment  of  a  branch 
office  in  Toronto  for  clearing-house  pur- 
poses, and  formation  of  local  branches  of 


The  foregoing  shows  a  window  display 
recently  made  by  the  Royal  Shoe  Store  of 
Saskatoon,  Sask.  The  cut  does  not  by  any 
means  portray  to  advantage  the  work  and 
harmony  in  this  window.  The  material 
used  was  all  white.  The  lattice  work  was 
painted  -white,    and    with   the  entwining 


eration  and  make  known  his  reply  at  an 
early  date. 

The  petition  in  part  said :  "A  condition 
that  existed  in  Ontario  when  the  embargo 
was  first  taken  off,  viz. :  that  there  was  a 
surplus  of  bark  which  could  not  be  sold, 
which  was  used  as  an  argument  for  taking 
off  the  embargo,  was  due  to  a  temporary 
depression  in  trade  which  existed  through- 
out all  this  continent,  and  tanners,  the  -same 
as  other  manufacturers,  had  to  curtail  pro- 
duction and  carry  large  stocks,  and  the 
bark  men  were  not  nearly  as  great  sufferers 


vines  and  daisies  presented  an  inviting 
background.  The  fixtures  are  the  most 
modern  and  appeared  to  better  advantage 
to  the  eye  than  in  the  picture.  The  lower 
background  is  very  simple,  being  crepe 
paper  with  a  few  vines  entwined.  Good 
show  cards  were  used  effectively 


A  recent  window  display  of  the  Royal  Shoe  Store, 
Saskatoon,  Sask. 


the  association  throughout  the  province  of 
Ontario." 

The  wholesale  shoe  men  believe  that 
*uch  an  association  will  be  of  great  ad- 
vantage and  protection  to  them  and  on  the 
committee  appointed  to  carry  out  the  work 
of  forming  a  branch  in  Toronto  J.  A.  Mc- 
Laren, of  McLaren  &  Dallas,  and  W.  A. 
Hamilton,  of  the  W.  B.  Hamilton  Shoe  Co., 
Toronto,  were  appointed. 

Tanners  Want  Embargo  Restored. 

A  deputation  of  tanners  from  Ontario, 
composed  of  Alfred  O.  Reardmorc,  To- 
ron'o;  L.  Breiihau.pt,  Berlin;  and  J.  Mar- 
ian, OakviUe,  waited  upon  lion.  Frank 
Cochrane,  /Minister  of  Lands,  Forests  and 
Mines,  a  few  days  ago  and  presented  a 
strongly  worded  petition,  setting  forth 
their  views  on  the  question  of  the  em- 
bargo on  the  export  of  hemlock  bark  from 
the  Crown  lands  of  the  province.  Mr.  Coch- 
rane promised  to  give  the  matter  consid- 


in  this  respect  as  were  tanners  and  other 
manufacturers.  Furthermore,  we  would 
draw  your  attention  to  the  fact  that  instead 
of  there  being  40,000  cords  of  bark  remain- 
ing at  this  time  unsold,  as  then  claimed, 
there  was,  as  the  facts  afterwards  proved, 
less  than  14,000  cords.  This  surplus  dis- 
appeared in  the  following  season,  and  each 
year  since  the  tanners  have  taken  every 
cord  that  has  been  offered  for  sale. 

"If  the  embargo  is  retained,  the  producer 
of  bark  will  suffer  no  wrong,  as  the  nat- 
ural working  of  the  law  of  supply  and  de- 
mand will  insure  him  a  fair  price.  At  the 
time  the  embargo  was  removed,  the  bark 
men  contended  that  there  was  a  combine 
and  gave  this  as  another  reason  for  tak- 
ing off  the  embargo.  Such  was  not  and  is 
not  the  case.  The  Ontario  Bark  Company 
was  handling  about  15,000  cords  of  bark 
per  year  as  against  between  90,000  and 
roo,coo  cords  of  bark  used  in  Ontario, 
and  to-day  there  are  only  three  tanners 
who  purchase  bark  through  the  Ontario 


Bark  Company,  and  these  are  getting  from 
this  company  from  12,000  to  15,000  cords 
per  year.  Apart  from  this,  each  tanner 
purchases  his  own  supply  in  the  open 
market.  The  tanners  are  at  present  mak- 
ing use  for  tanning  purposes  of  a  very  con- 
siderable quantity  of  tanning  extract,  ow- 
ing to  the  fact  that  they  are  not  able  to 
procure  a  sufficient  quantity  of  bark  at 
suitable  prices.  If  the  embargo  is  kept  on, 
so  as  to  compel  the  marketing  in  Canada 
of  all  the  Crown  lands  bark,  much  more 
bark  would  be  used. 

"A  further  argument  used  by  the  lum- 
ber men,  farmers,  etc.,  in  their  petition  to 
you  was  that  the  tanners  had  a  high  pro- 
tective duty  on  their  manufactured  goods. 
Such  is  not  the  case,  as  the  duty  on  leather 
is  down  almost  to  a  revenue  tariff,  viz. : 
15  per  cent.,  with  a  preferential  tariff  of 
1^/2  per  cent,  applying  to  Great  Britain. 

"As  regards  the  price  of  bark  not  keeping 
pace  with  the  price  of  other  commodities 
and  of  labor,  it  is  a  fact  that  bark  is  now 
50  per  cent,  to  60  per  cent,  dearer  than  it 
was  a  few  years  ago." 

Winnipeg  Wants  Shoe  Factory 

Beyond  a  doubt,  somebody  will  start  a 
boot  and  shoe  factory  in  Winnipeg  soon; 
the  psychological  moment  may  not  have  ar- 
rived, quite,  but  it  is  on  its  way  and  is  not 
far  from  the  tick  of  the  industrial  clock  in 
Winnipeg,  says  a  correspondent. 

In  common  with  every  other  city  of  con- 
siderable size,  Winnipeg  consumes  a  deal 
of  shoe  leather.  Very  likely  Winnipeg  uses 
up  more  than  a  normal  quantity  of  shoe- 
wear,  because  a  larger  than  normal  part 
of  the  180,000  people  who  go  to  make  up 
the  city's  population,  are  either  children  or 
young  men  and  women,  and  therefore  ac- 
tive and  stirring.  Besides  wearing  out  a 
good  many  shoes  on  her  own  account,  Win- 
nipeg acts  as  distributing  agent  for  a  sec- 
tion of  North  America  which  contains 
more  than  500,000  square  miles,  and  has 
a  population  of  about  1,500,000.  More  than 
that,  this  territory  which  is  supplied 
through  Winnipeg,  is  gaining  in  population 
at  the  rate  of  a  thousand  a  day. 

The  footwear  of  all  these  thousands  who 
are  in  Western  Canada,  and  who  are  com- 
ing there  in  a  steady  stream  from  across  the 
ocean  and  up  from  the  United  States,  is 
made  a  thousand,  two  thousand,  some  of 
it  three  or  four  thousand  miles  away. 
Much  of  it  comes  from  Eastern  Canada,  a 
good  deal  from  the  United  States,  and 
some  from  England.  Eastern  Canadian 
boots  and  shoes  do  not  please  all  custo- 
mers in  Western  Canada.  Footwear  from 
the  United  States  has  a  heavy  duty  and 
costs  more  than  many  can  afford.  English 
footwear  is,  again,  not  satisfactory  to  some 
of  the  Western  Canadian  trade,  and  all  of 
these  shoes  are  made  a  long  way  from  the 
home  market  of  the  West,  a  point  of  con- 
siderable weight  in  the  matter  of  freight 
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rates  and  a  not  wholly  negligible  quantity 
from  the  viewpoint  of  the  sentiment.  The 
harvest  is  ripe  for  gathering  by  a  home 
industry,  which  turns  out  good  shoes  and 
plenty  of  them.  Such  a  factory,  located  at 
Winnipeg,  will  find  a  market  at  its  very 
door. 

Jottings  from  Winnipeg. 

Geo.  Locke,  of  Buckler,  Locke  Co.,  spent 
last  week  in  Chicago  buying  shoes. 

Mr.  Birrihill  spent  the  Dominion  holi- 
days in  Kenora,  Out. 

The  summer  sales  are  now  on,  and  all 
the  merchants  speak  of  business  as  being 
very  good. 

Mr.  Chas.  Cronk,  who  has  been  with 
Bachraok  Bros.,  Toronto,  for  the  past  ten 
years,  arrived  in  Winnipeg  last  week,  and 
is  with  the  Buckler,  Locke  Co. 

Mr.  Thorne  has  severed  his  connection 
with  the  Robinson  departmental  store.  He 
has  been  manager  of  the  shoe  department 
for  the  past  five  or  six  years. 

Mr.  (Tiney)  Farewell,  who  represents 
the  Hartt  Boot  and  Shoe  Company,  of 
Fredericton,  N.  B.,  for  Winnipeg  and  the 
West,  left  last  week  for  the  factory  to 
show  them  what  he  requires  for  his  special 
trade  in  tips  and  toes.  He  will  visit  his 
father  in  Toronto,  and  spend  some  time 
in  Ottawa  and  Montreal. 

L.  W.  Kitley,  of  the  Yale  Shoe  Store, 
Winnipeg,  spent  two  weeks'  holidays  in  St. 
Paul  and  Minneapolis.  While  there  he 
took  in  all  the  factories  and  shoe  stores. 
Louis  is  .somewhat  of  an  artist  at  sign 
writing,  and  he  saw  all  that  was  in  sight 
in  fancy  work  in  this  line.  The  artistic 
tickets  and  show  cards  used  at  the  Yale 
store  are  all  made  by  him. 

A  Most  Successful  Opening. 

Speaking  of  the  recent  opening  of  the 
handsome  new  store  of  the  Clark  Shoe 
Company  in  Brantford,  Ont,  the  Brant- 
ford  Courier  says,  in  part: 

"Mr.  A.  C.  Clark  was  simply  delighted 
with  Saturday's  business,  and  says  that 
in  all  his  experience  he  has  never  had 
such  a  successful  opening.  He  attributes 
it  to  the  Brantford  citizens'  appreciation 
of  the  fine  value  he  is  giving  them  for 
their  money.  He  states  that  10  per  cent, 
profit  on  half  the  sales  on  Saturday  will 
more  than  pay  all  the  firm's  working  ex- 
penses. It  is  the  intention  to  supply  the 
public  with  the  best  made  goods  at  a  liv- 
ing profit  of  ten  per  cent.,  and  their  ex- 
penses being  low,  added  to  the  fact  that 
they  sell  for  cash,  only  places  them  in  a 
position  to  do  this. 

Previous  to  the  record  business  on  Sat- 
urday, the  store  was  opened  for  inspec- 
tion on  Friday  from  12  to  5,  and  not- 
withstanding the  inclement  weather,  a  large 
number  of  visitors  called  and  inspected  the 


very  fine  stock  and  commented  on  the 
beautiful  furniture  and  fittings. 

"The  store,  which  is  in  the  handsome 
Temple  Building  on  Dalhousie  St.,  is  un- 
doubtedly one  of  the  finest  in  Ontario.  It 
is  140  feet  long,  and  the  interior  decora- 
tions are  most  artistic,  white  enamel  being 
used  most  effectively  with  the  green  of 
the  velvet  pile  carpets  and  the  green  plush 
curtains  making  for  a  pretty  and  restful 
color  scheme.  The  oak  spindle  display 
tables  and  the  quarter-cut  oak  leather- 
seated  chairs  are  very  handsome,  whilst 
panelled  mirrors  on  each  side  of  the  store 


W.  A.  MOYER, 
One  of  Winnipeg's  youngest  and  most  pro- 
gressive shoe  retailers. 


and  in  the  windows  add  to  the  general 
appearance  of  this  beautiful  store.  Lovely 
ferns  and  flowers  in  hand-painted  cases 
are  effectively  used  for  decorative  pur- 
poses. In  front  of  the  store  is  a  fine  big 
electric  sign,  'The  Clark  Shoe  Co.' " 

Investigation  Will  Go  On 

A  cable  from  London,  Eng.,  says  :  Leave 
to  appeal  in  the  United  Shoe  Machinery 
Combine  case  was  refused  the  company  by 
the   Privy   Council.     The   jurisdiction  of 
'lie  Board  of  Inquiry  appointed  by  the  Can- 
adian Government  being  now  established, 
the  investigation  will  probably  proceed. 
Some  New  Inventions. 
The  following  information  has  been  spe- 
cially compiled  for  the  Shoe  and  Leather 
Journal  by  Mr.  G.  Hughes,  R.  P.  A.,  edi- 
tor of  British  Machinist  and  Patents,  of 
55,  56  Chancery  Lane,  London,  W.  C. : 

Boots,  etc.    H.  Goodings,  28  Falk- 


land Road,  High  Barnet,  Herts.  Ventilat- 
ing. An  inner  sole  or  sock  comprises  an 
upper  layer  of  leather  provided  with  per- 
forations and  a  lower  layer  of  rubber  or 
rubber  and  canvas,  which  is  moulded  into 
channels,  approximately  semi-circular  in 
section.  These  channels  are  open  at  their 
front  ends  and  communicate  at  their  rear 
ends  with  a  tube  which  passes  through  a 
hole  in  the  boot.  The  sock  may  be  mould- 
ed to  conform  to  the  shape  of  the  boot  . 

4893.  Boot  trees.  E.  Lederer,  of  Upper 
Austria,  is  the  proprietor  of  a  British  patent, 
granted  for  his  invention  relating  to  boot 
trees— which  boot  tree  comprises  a  toe-part 
and  a  heel-part,  the  rear  end  of  the  extend- 
ing rod  being  pivoted  to  curved  links, 
which  are  centrally  pivoted  on  an  exten- 
sion on  the  heel-part.  To  extend  the  tree 
the  free  ends  of  the  links  are  connected  by 
links  to  a  lever  pivoted  near  the  top  of 
the  heel-part.  By  depression  of  this  lever 
the  links  are  turned  to  extend  the  tree. 

3993.  Overshoe.  R.  M.  Dobbie,  Ayr, 
Scotland.  A  semi-overshoe  is  moulded 
with  an  upstanding  portion  provided  with  a 
beaded  edge,  which  is  adapted  to  engage 
the  welt  and  the  heel  seat.  The  beaded 
edge  may  be  formed  by  embedding  a  piece 
of  wire,  etc.,  between  the  rubber  and  a 
canvas  lining.  A  spring  may  be  fitted  in 
the  waist  part  of  the  overshoe  to  prevent  it 
bulging. 

3655.— A.  Schlesinger,  of  St.  Louis,  U. 
S.  A.  According  to  this  invention  a  "Con- 
gress" boot  is  provided  with  "Blucher' 
flaps,  so  that  it  may  be  adjusted  over  the 
instep  of  the  foot.  The  boot  comprises  a 
vamp  and  an  upper  having  elastic  side 
gores  and  a  tongue.  The  upper  has 
••Blucher"  flaps,  which  extend  over  the  in- 
step only  and  are  placed  over  the  tongue. 
This  tongue  is  arranged  to  adjust  itseilf 
to  the  instep  of  the  wearer  by  being  se- 
cured to,  or  formed  upon,  the  vamp  at  the 
bottom  and  secured  to  the  upper  at  the  top, 
the  sides  being  free,  and  preferably  furnish- 
ing openings  at  its  sides  beneath  the  flaps; 
which  openings  effect  the  ventilation  of  the 
boot.  The  boot  may  be  removed  without 
unfastening  the  lacing,  owing  to  the  elas- 
tic gores  and  the  formation  of  the  tongue. 

3437— Detanning  leather.  K.  Stiepel,  of 
Germany,  has  been  granted  by  the  Comp- 
troller of  Plis  Majesty's  Government  Office, 
a  British  patent,  for  his  invention,  which  is 
connected  with  detanning  leather,  etc. 
Chrome-tanned  leather,  for  use  in  making- 
glue,  is  detanncd  by  treatment  with  slightly 
acidulated  water  at  temperatures  up  to 
100  deg.  C.  The  leather  is,  for  example, 
immersed  in  hot  water  containing  0.2  per 
cent,  of  hydrochloric  ami  sulphuric  acid, 
and  the  temperature  is  raised  to  50-100 
deg.  C.  Or,  detanning  may  be  effected  by 
placing  the  leather  in  cold  dilute  hydro- 
chloric acid  and  adding  salts  which  form 
insoluble  compounds  with  the  sulphate  in 
the  leather,  such  as  barium  chloride. 


50 


Montreal  Markets 


No.  i  cake    6^ 

No.  2  cake    5 

No.  1  solid    55^. 

No.  2  solid    4 


7 

5^ 
6 


SHOES — Factories  are  in  full  swing  on 
fall  orders,  which  are  reported  plentiful  in 
most  cases,  although  some  manufacturers 
are  complaining  of  quietness.  In  general, 
however,  this  season's  fall  business  is  ahead 
of  that  booked  for  the  corresponding  sea-  LEATHER — The  shoe  factories  are  buy- 
son  last  .year.  in§'  more  than  they  were  a  month  ago,  as 

Travelers  and  factory  managements  are  ls  natural,  'but  they  are  so  far  showing 

now  busily  at   work   on   spring  samples.  only  a  desire  to  buy  for  immediate  needs. 

These  will  be  out  this  season  earlier  than  0win8'   to   the  firmer   tone   in  the  hide 

ever.     In  fact,  some  manufacturers  have  market>  tanners  feel  that  better  times  are 

now  their  jobbers'  samples  ready,  and  many  aIlead.  andl  are  inclined  to  stiffen  prices 


kid.    An  average  synopsis  is  given  under 

the  above  .heads. 

Calfskins. — 
Chrome  patent    30 


Chrome  enamel    30 


Chrome  box 
Chrome  dull  smooth 

Chrome  wax  

Ooze  calf   


expect  to  have  retailers'  samples  ready  by 
August  1st,  though  the  majority  will  be 
a  little  later  than  that  date. 

Tennis  and  other  sporting  rubber  foot- 
wear is  reported  scarce  by  some  jobbers, 


somewhat,  especially  in  sole  leather  and 
calfskins.  Upper  leather  is  also  somewhat 
firmer.  There  is  not  a  great  deal  of 
change  in  the  split  situation.  Heavy  splits 
are  selling  well.    Individual  sales  are  small. 


Grain  leather. — 
Chrome  boxed 
Glazed  smooth  . 
Oil  grain   


22 

23 
22 

24 

12 
12 
11 


who  cannot  fill  orders  rapidly  enough  to  Tanners  are  constantly  complaining  that 
suit  the  tremendous  retail  demand  caused   t!le  anti-dumping  clause  is  not  affording 

them  the  slightest  protection,  as  American 
leather  is  continually  coming  in  at  prices 
the  Canadian  tanners  are  unable  to  com- 
pete with  satisfactorily.  Sheepskins  are 
doing  better,  but  manufacturers  are  order- 
ing only  what  they  need  for  the  time  being. 
In  fact,  in  any  line  at  present  few  manu- 
facturers are  willing  to  contract  for  the 
future  delivery  of  large  amounts.  They 
are  playing  a  waiting  game,  consequently 


Finished  splits. — 

Light  and  medium    18 

Heavy  

Juniors   


18 

20 


by  an  exceptionally  favorable  sporting  sea- 
son. In  other  lines  jobbers  report  sorting 
orders  coming  in  fairly  well.  Payments 
are  reported  very  good. 

There  is  little  new  to  chronicle  in  the 
retail  trade.  The  excessively  hot  weather 
is  stimulating  the  demand  for  oxfords  and 
pumps.  Gunmetal  and  tan  leathers  are  go- 
ing well,  and  patent  is  also  popular.    A  few 


more  weeks  of  this  weather  will  make  up   a  good  many  tanneries  are  still  curtailing 
for  a  lot  of  the  unseasonable  weather  ex-   their  output, 
perienced  earlier  in  the  season. 


HIDES — The  hide  market  is  strong  and 
steady.  During  the  last  few  weeks  consid- 
erable advances  have  taken  place,  and  the 
feeling  is  divided  as  to  whether  the  situa- 
tion warrants  these  advances  or  not.  Of 
course,  hide  men  think  it  does;  the  tan- 
ners think  it  does  not  most  emphatically, 
stating  that  prices  demanded  for  hides  are 
away  above  the  proportionate  returns  re- 
ceived from  leather.  Tanners  are  showing 
no  desire  to  buy  heavily  in  the  present 
strong  market,  at  least  not  until  the  shoe 
manufacturers  show  their  intentions  more 
clearly  than  at  present.  Prices  remain 
about  the  same  on  the  average. 
City  Butchers'  kill: 

No.  1  steers  and  cows,  quoted...  12 
No.  2  steers  and  cows,  quoted...  11 
No.  3  steers  and  cows,  quoted...  ioy2 

Country  hides  (green)   flat   gt/2 

Country  hides  (cured)  flat   10 

Calfskins,  Gov't  inspected    13^ 

Sheepskins    $1.10  $1.40 

Horsehides,  No.  1    $3.00  up 

Horsehides,  No.  2    $2.25  up 

TALLOW — 'Moderate  trading  is  going 
on,  and  prices  rule  steady.  The  supply  is 
fully  sufficient  to  meet  the  demand,  as  large 
quantities  are  not  changing  hands.  At  pre- 
sent, little  change  in  prices  is  expected. 


SOLE  LEATHER. 
No.  1  Spanish  sole  (for  job- 
bing)   27 

No.  2  Spanish  sole  (for  job- 
bing)   25 

No.  2  Spanish  sole  (for  imfg.)  6 
No.  2  Spanish  sole  (for  rftig.)  25 
No.  3  Spanish  sole  (for  mfg.)  22 

No.  1  hemlock  sole    26 

No.  2  hemlock  sole    25 

No.  3  hemlock  sole    23 

No.  1  oak  sole    34 

No.  2  oak  sole    32 

No.  3  oak  sole    30 

No.  1  slaughter  sole    30 

No.  2  slaughter  sole   29 

No.  3  slaughter  sole   28 


Flexibles. — 
Light  

Medium  

Heavy   

Patent  and  enamel  leather. — 

Chrome  kid   

Chrome  calf  

Chrome  oolt   

Chrome  cow  

Light   ." 

Pebble  

Glove  

Sheepskins. — 

Glazed  back    6 

Dull  black   


30 
30 
30 
18 
12 
12 
12 


40 
40 
27 
28 
27 
29 


19 
18 

19 


21 
22 

25 


9 
12 


40 
40 
40 
24 
14 
14 
14 


Light  and  medium  at 


29 

28 
27 
26 
24 

27 
26 

24 
38 
36 
33 
31 
30 
29 


Colors,  No.  1  beading    ji/2 

Colors,  No.  1  lining   7y2 

Ooze,  black  and  colors    8 

Skivers   jy2 

Chrome  glazed    5 

Chrome  dull   7 


ic.  to  2c.  less. 


UPPER  LEATHER. 

No.  1  U.  O.  harness   38 

Rejected  U.  O.  harness   37 

No.  2  U.  0.  harness    34 

Chrome  glazed  kid. — 

Tanpico,  in  color    10 

Patnas,  black    10 

European   8 

Chinese   12 

South  American    10 

In  the  space  at  disposal,  it  is  impossible 
to  quote  on  the  many  varieties  of  glazed 


Prices  quoted  above  for  all  upper  leathers 
are  only  a  working  average,  and  will  vary 
according  to  the  quality  and  quantity  of 
leather  purchased,  and  according  to  cir- 
cumstances. 

TANNERS'  MATERIALS — Things  are 
beginning  to  look  up  some  as  the  tanneries 
are  getting  busy.  Prices  may  be  advanced 
slightly  in  the  near  future.  American  sup- 
plies in  gambier  are  not  large. 


40 
39 
36 

26 
26 
20 
20 
26 


■$55 


Sumac  

Degras  .  .   5^ 

Gambier   6 

Hemlock  extract   y/2 

Quebracho  extract    3 

Quebracho  solid    4 

Logwood  chips    iy2 

Logwood  crystals    12 

Logwood  paste    6 

Egg  yolk    $y2 

Dermiforma   4^ 


$70 

6y2 

7 
4 
4 
5 

16 
9 

8 
75 


51 


e 

irers 

e  fall  run. 
ic 

■a: 

rage 

lat  a  busy  season  is 

hoe  trade.    The  demand  for  tans  is  very 
trong  this  season,  and  oxfords,  three-ties, 
tumps,  and  canvas  goods  are  active 
osse  and 


Quebec  Markets 


18 


The  fol- 


Greasy  cape  

Medium  20 


22 
22 


BOOTS  AND  SHOES.— Reports  are  m 
main  most  satisfactory.    The  manufac- 
are  now  turning  their  attention  to 
Although  the  orders  from 
men  on  the  road  are  not  as  large  as 
ts  anticipated,  yet  they  are  above  the  av- 

and  enough  to  warrant  the  belief  istered 

ahead  of  the  boot  and  priCes,  which  remain  firm.  The  reason  is 
that  fishing  is  reported  to  have  been  unsat- 
isfactory and  that  supplies  are  very  light. 
The  demand  is  yet  good  and  we  quote : 


FISH  'OILS—  Local  market  has  shown  a 
firmer  tone  than  it  was  last  month.  Al- 
though new  arrivals  of  fish  oils  were  reg- 
this  week,  there  is  no  change  in 


Lac- 
tennis  goods  are  selling  well, 
nd  producers  are  rushed  in  these  lines 
feh  the  warm  weather  now  at  hand  all 
ummer  stock  is  being  disposed  of  rapidly, 
Mid  retailers  are  wearing  a  happy  smile  as 
he  business  increases  from  day  to  day. 
button  shoes  are  moving  more  than  m  pre- 
vious years,  and  button  oxfords  for  men 
be  selling,  although  not  to  the  same  ex- 
tent as  in  large  centres.  Beaded  vamp 
women  are  favorites.    The  out- 


i.8o 
1.77 
1.74 
i  .72 
30 
50 


78 
32 
60 


Cod  oil,  Gaspe,  gal   23  40 

Sea-hog  oil   35  38 

Sea-wolf  oil,  refined   35  37 

Whale  oil,  No.  1  refined,  gal .  1 . 80  1.85 
Whale  oil,  No.  2,  refined  . .  . 
Whale  oil,  No.  1,  ordinary. . 
Whale  oil,  No.  2  ordinary, . . 
Cod  oil  pure  Newfoundland 
Liverpool  salt  

TALLOW.— There  is  nothing  of  special 
for  the  best  season  in  soinejears^is  importance  t0  report  for  the  past  weeks  in 

tallow.  The  market  is  quiet,  with  prices 
unchanged.  Prices  hold  firm  for  extra  tal- 
low, which  is  quoted  6}4c.  per  pound. 

SHOE  FINDINGS.— In    shoe  findings, 
business  continues  quiet.    There  is  a  good 
supply  on  the  market,  but  buyers  are  few. 
Prices  are  expected  to  change  when  manu- 
ctive.    A  few  good 


for 


pumps 
look  . 

decidedly  favorable,  and  many  jobbers  re 
port  considerable  advance  over  last  year. 

HIDES— The  market  continues  with 
very  few  changes.  Prices  are  firm  and  m 
only  one  or  two  instances  has  any  strength 
been  shown.  The  receipts  are  meagre  and 
offerings  are  readily  picked  up.     1  an- 


all  -  - 

ners  are  not  buying  very  heavily,  conse 
slight  accumulation  has  taken 


quently  a 


facturers  become  more 
Ah  Prices  are  firm  and  we  quote 


place,  but  the  quantity  is  not  sufficiently  ,;,lcs  n.n.-Wn  m  ,h  within  the  past  week 
large'  to  cause  any  degree  of  unrest, 
coming  in  are  of  a  better  class,  and  conse 

How 


quently  command  the  highest  price, 
ever  the  general  outlook  seems  to  be  im- 
proving, and  a  slight  advance  is  expected. 
The  latest  quotations  are  as  follows : 


Sheepskins  2  5 

Sheep  clip  skins  10 

f  Lambskins  I5 

City  and  country  hides  quotations, 
to  butchers : — 


75 
35 
50 

Prices 


6 
9 
3 

115 


No.  1  quoted . 
No.  2  quoted  , 
No.  3  quoted 


.ioy2 
■  9lA 
.  8}4 


CALFSKINS:— 

City  and  country  prices: 


Leather,   friction   and  fibre 

board  

Union  leather   8 

Stiff ner's,  union   1 

Stiffner's  leather  board,  per 

100  pounds  75 

Insole  leather   7  * 

Leather  board,  per  lb   2  3 

LEATHER.— Although  no  marked  ad- 
vances have  taken  place,  yet  the  market  has 
by  no  means  receded  from  the  strong  posi- 
tion of  a  month  ago.  The  firmness  has 
meated  all  branches,  and  in  a  few  in- 
even  '  slight  advances  have  been 
The  continued  strength  of  the 
gives  assurance  that  leather 
firm.   Tanners  are  feeling  bet- 


at  least  maintain  present  prices, 
lowing  are  the  latest  quotations: 

No.  1  U.  0   36 

Rejected   33 

No.  2   32 

Kangaroo   *5 

Splits,  senior,  per  lb   28 

Splits,  junior,  per  lb   27 

Splits,  senior,  per  foot   3 

Splits,  H  and  Mm,  per  foot . .  8 

Splits,  M,  per  foot   6 

Splits,  Lm,  per  foot   5ZA 

Splits,  junior,  per  foot   4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  HM,  per  lb.  32 
Splits,  trimmed,  M,  per  lb . . .  32 

Pebble,  AL   *5 

Pebble,  ALM  

Pebble,  AM   x4 

Pebble,  AHM   16 

Buff,  AM   *5 

Buff,  AH   16 

Moccasin  leather,   red,  per 

stamp  weight  lb,   10 

Oil  grain  (Quebec)  per  foot.  .  17 

Wax  upper,  heavy   4° 

Wax  upper,  light  and  med.. .  38 

Horsehides   3 

Glove  grain   1 5 

Heavy   grain   I5 

Patent  cow   21 A 

Patent  cow  chrome   21 

Heavy  upper   10 

Grained  upper   1 9  ^ 

Scotch  grain   20 

Dongola  kid   *4 

Patent  kid   36 

White  alum   11 

Sumac   9/^ 

Col.  sheep   10 

Napa  sheep   9/^ 

India  kid   11 

Patent  colt   3» 

Harness   4° 

French  kip  skins   94 

English  kip  skins   55 

Canadian   kip   skins   61 

Hemlock  calf   7° 

Light  calf   70 

French  calf  110 


39 
16 


18 
42 
44 

17 
17 

23^ 

23 

20 

20>^ 
21 
21 
46 

15 
II 
12 
II 

13 
46 
42 
1.05 
65 
65 
85 
80 
1.65 


per 

stances 
recorded 
hide  market 
will  continue 


1  Wot^ ter  satisfied,  although  they  reluctantly  pay 

the  prices  which  are  at  present  being  asked 
for  hides.  Sole  leather  in  both  oak  and 
hemlock  is  meeting  with  good  sales,  espe- 
cially in  light  and  medium  weights.  Patent 
leather  is  still  a  prime  favorite,  and  many 
been    placed.  Black 


No.  2  quoted 

WOOL.-JNothing  of  unusual  interest  to 
chronicle  since  our  last  report.  The  market 
has  developed  a  little  strength,  and  prices 
have  not  changed.    Receipts  have 


TANNERS'  MATERIALS. — The  mar- 
ket in  tanners'  materials  is  a  little  more  ac- 
tive and  good  sales  have  been  made  at  the 
unchanged  quotations,  which  rule  as  fol- 
lows : 

Degras  

Sumac  *69-°° 


ighily 


increased.  The 
quotations : 

Canadian  pulled  wool 

Washed  fleece  

Unwashed  fleece  .... 


following  are  the  latest 


and  are  firm. 


.24 
.16 


24 
28 
18 


good    orders  have 
leathers  continue  to  improve, 

colored  and  fancy  leathers  there  is  a 
ood  call  at  firm  figures.    The  pre- 
e  thai   the  market  will 


For 
fairly 

sent  indications 


Gambier  

Hemlock  extract  

Hemlock  bark,  per 
cord  

Oak  extract  

Mineral   tanners'  ex- 
tract  

Scuth,  lb  


5K 
4X 


8.00 

4 

6 
4 


ey2 
5 

7-50 

77A 
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Toronto  Markets 


BOOTS  AND  SHOES — The  month  of 
July  is  generally  quiet  with  the  jobbers 
and  retailers  do  not  place  any  new  busi- 
ness, except  what  they  require  for  sorting 
purposes.  Until  the  last  week  in  August 
the  wholesalers  will  be  principally  employed 
in  getting  ready  fall  and  winter  goods  for 
shipment.  Consignments  are  being  sent  now 
to  the  West,  and  soon  the  fall  orders  of 
shoe  men  nearer  home  will  be  filled.  A 
number  of  jobbers  are  in  Quebec  and  Mont- 
real this  week  viewing  the  spring  and  sum- 
mer samples  of  the  various  manufacturers 
and  placing  orders  for  what  they  will  re- 
quire for  next  year.  The  visit  is  paid  this 
season  a  little  earlier  than  usual.  Re- 
tailers report  that  all  summer  lines  have 
moved  freely,  but  consumers  now  seem 
pretty  well  supplied.  White  canvas  shoes 
have  been  enjoying  a  big  sale,  and  the  de- 
mand for  tennis  footwear  is  enormous, 
while  the  factories  cannot  begin  to  cope 
with  the  volume  in  hand.  The  first  half  of 
the  year  191 1  has,  on  the  whole,  been  a  very 
good  one.  Travelers  will,  in  a  few  days, 
set  forth  from  the  various  shoe  factories 
with  full  ranges  of  spring  and  summer 
samples.  Practically  all  the  business  that 
will  be  placed  for  fall  and  winter  wear  is 
now  well  in  hand  and  the  iboys  on  the  road 
are  enjoying  a  holiday.  The  general  out- 
look for  a  lively  fall  trade  is  bright.  Wes- 
tern reports  are  most  optimistic. 

TALLOW — The  market  is  dull  and  very 
little  is  offering.  London  and  Chicago 
markets  show  no  strength  in  this  com- 
modity and  prices  are  unchanged.  Local 
offerings  are  very  small. 

No.  1  cake    6j4 

No.  2  cake    4y2  5^ 

No.  1  solid    e,y2 

No.  2  solid    4  5 

WOOL — The  situttisn  is  quiet,  and  not 
much  wool  is  coming  in.  The  tone  of  the 
market  is  easier.  The  fleeces  to  hand  are 
all  washed.  There  is  a  general  depression 
in  the  'big  wool  centres  and  the  wool 
combers'  s'rike  in  Bradford,  England,  has 
not  helped  the  foreign  demand  any.  The 
general  trend  is  toward  a  decline. 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects    15 

HIDES — There  has  been  an  advance 
during  the  past  few  days  on  inspected 
steers  and  cows.  The  increase  of  a  cent 
on  the  local  market  has  been  brought  about 
by  an  improved  condition  of  the  hides  of- 
fered and  the  strength  of  foreign  prices. 
Grubby  hides  have  now  practically  disap- 
peared. The  requisitions  for  hides  are 
moderate,  with  the  supply  about  equal  to 
the  demand.  The  situation,  both  locally 
and  across  the  line,  is  strong,  and  another 


local  advance  would  not  create  any  sur- 
prise. Grass  cattle  are  being  killed  and 
the  hides  brought  in.  No  sheep  skins  are 
now  being  offered,  but  lamb  skins  are  ar- 
riving and  selling  from  25  to  50  cents 
each,  while  shearlings  are  bringing  from 
40  cents  to  50  cents  each.  The  latest  quota- 
tions on  all  lines  are : 

No.  1  insp.  steers  and  cows..  i2L/2 
No.  2  insp.  steers  and  cows..  ny 
No.  3  insp.  steers  and  bulls..  io]/2 
Country  hides  (green)  flat  . .  gy 
Country  hides  (cured)  flat  . .  io]/2 

Lambskins   25  50 

Shearlings  40  50 

Horse  hides,  No.  1    3.00 

Horse  hides,  No.  2    2.00 

LEATHER — Harness  tanneries  have 
been  busy  for  many  weeks  and  still  con- 
tinue active  with  a  brisk  demand  in  the 
West  for  all  kinds  of  harness  leather.  Shoe 
leather  tanneries,  which  have  not  been  op- 
erated to  anything  like  their  capacity,  are 
now  getting  a  decided  move  on  and  fac- 
tories are  buying  more  freely,  as  they  are 
in  the  midst  of  fall  runs  on  footwear. 
There  is  no  doubt  that  tanners  will  ad- 
vance the  price  of  leathers  still  more  if  the 
present  figure  for  hides  keeps  up.  Quota- 
tions are  strong,  and,  in  several  lines,  there 
have  been  slight  additions.  Both  upper  and 
bottom  stock  is  firmer  and  the  outlook  is 
full  of  interest  and  uncertainty.  Harness 
leather,  in  quantities  less  than  carload 
lots,  has  advanced  about  two  cents  on  the 
average,  and  another  jump  may  be  expect- 
ed if  hides  keep  going  up.  The  latest  quo- 
tations are : 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)  27  30 

No.  2  Spanish  sole  (for  job 

iWjffl)  .  ,   26  29" 

No.  1  Span,  sole  (for  mfg.)  27  28 

No.  2  Span,  sole  (for  mfg.)  26  27 

No.  3  Span,  sole  (for  mfg.)  24  25 

No.  1  oak  sole    34  39 

No.  2  oak  sole   31  35 

No.  1  oak  sole  bends    51  56 

No.  1  slaughter  sole,  heavy..  31  32 

No.  1  slaughter  sole,  medium  31  32 

No.  1  slaughter  sole,  light..  31  32 
Harness  leather — 

No.  1  U.  0   38  39 

Rejected  U.  0   37  38 

No.  2  U.  0   35  37 

Hemlock  Country  Harness — 

N-  1                                        33  34 

No.  2                                      32  33 

Upper,  heavy                         48  50 

Upper,  light  and  medium  ...  50  55 

Upper,  grained                        19  21 

Kip  skins,  French   1.15  1.28 


Calf  skins,  French   1.43  1.62 

Veal  kips,  Canadian                  75  80 

Hemlock  calf                           75  Q0 

Imitation  calf                          85  95 

Splits,  light  and  medium  ...  20  22 

Splits,  heavy                            22  28 

Splits,  junior                            18  20 

Patent  colt,  per  foot   30  40 

Pat.  chrome  sides,  per  f;  28  31 

Enamel  cow,  per  ft  20  22 

Pebble  grain                             17  Xg 

Buff  .- .  18  20 

Colored  buff                            20  22 

Russets,  extra  hvy.,  per  doz.  $10  $12 

Shoe  russets,  per  lb  45  50 

Russets,  No.  2,  all  grades,  lb.  30  35 

Glove,  russets,  per  doz  $6.00  $9.00 

CUT  SOLES — Business  is  more  active 
than  it  has  been  for  some  time.  Prices  are 
firmer,  and  the  general  outlook  is  good.  A 
slight  advance  may  take  place.  The  im- 
provement in  tone  is  welcomed  by  the  sole 
leather  producers. 

OUTSOLES. 

Oak —                           Gauge  Price 

Men's,  No.  1                  7-12  30  45 

Men's,  No.  2                 7-12  27  42 

Women's,  No.  1             5-8  18  23 

Women's,  No.  2             5-8  16  21 

Spanish — 

Men's,  No.  1                 7-12  26  41 

Men's,  No.  2                 7-12  23  38 

Women's,  No.  1             5-8  16  21 

Women's,  No.  2             5-8  14  19 

TAP  SOLES. 
Height       Price  Height 

Men's  XXX  ...  6  $4.10— $2.75  4 

Men's  XX    6  3.70 —  2.10  4 

Men's  X    6  2.25—  1.85  4y2 

Women's   XXX..  5  2.40 —  1.95  4 

Women's  XX  ..  5  2.05—  1.45  3^4 

Women's  X    4  1.20—  1.10  4 

Boys'   XXX    ...  5J/2  2.90—  2.35  4y2 

Boys'  XX    5y2  2.65—  2.20  414 

Boys'  x    5y2  1.60—  1.35  4y2 

TOP  LIFTS. 
Men's  XXX   ...  5%  $1.35—   .75  4y2 

Men's  XX    5y    1.15—   .70  4y2 

Men's  X    s        .65—   .50  5 

Women's  XXX.  5  .55 —  .50  4y2 
Women's  XX  . .  5  .45 —  .40  4y2 
Boys'  XXX  ....  5        .70—   .60  4y2 

Boys'  XX    5        .60—   .50  4y2 

SHAPED  HEELS. 

Size.  Price. 

Men's  5-8_io-8   8—  15c  pr. 

Women's  5-8—13-8    7— 11c  pr. 

BOX  TOES. 

Men's  3*4    5c     pr.  | 

Women's  2%    314-;  pr. 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's  7J4    8c     pr.  ; 

Women's  $3A    634c  pr. 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


BERLIN 


ONTARIO 


TANNERS   OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain  Leathers,  Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Established  Over  Half  a  Century 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  SEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


D.&F. 


^  McKays 
Only 


7 


When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


DUCL05  ®.  PAY  AN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  ana  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


W.H.Staynes&  Smith, 

Leicester,  ILng. 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


HIDE  and  LEATHER. 
FACTORS 

and  at  Kettering,  Northampton 
Frankfort  on-Maine. 


Leicester. 


MOENUS"  MEASURING  MACHINE 

||g|p         is  the  WORLD'S  STANDARD  Machine 

^    MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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American  Markets 


HEMLOCK  SOLES— There  has  been  a 
steady  trading  all  the  week,  and  if  any- 
thing, a  little  more  diversified.  There  is 
an  entire  absence  of  speculative  buying  and 
all  the  leather  sold  is  immediately  placed 
under  the  cutting  knife.  No  sales  ex- 
ceed 5,000  sides  locally,  and  the  general 
buying  is  for  500  to  3,000  sides.  The  ex- 
port demand  continues  steady  and  of  fair 
proportions.  All  common  hide  leather 
shares  in  the  distribution.  Receipts  are 
no  larger  and  more  drafts  have  been  made 
on  warehouse  reserves,  which  are  mate- 
rially smaller  than  normal.  All  tanners 
are  strictly  adhering  to  their  term's  and 
meet  with  little  or  no  demur. 

There  is  a  steady  demand  in  New  York 
for  buyers'  current  needs.  Stock  of  most 
descriptions  is  scarce  so  that  the  market 
is  firm  and  tanners  holding  to  full  prices. 
Dry  hide  leather  is  particularly  well  sold 
up.  Heavy  weights  command  a  premium 
on  account  of  scarcity. 

A  fair  demand  is  noted  for  hemlock 
leather  by  Philadelphia  houses.  The  trade, 
however,  is  inclined  to  buy  close  to  actual 
requirements,  so  that  most  of  the  sales  are 
of  moderate  proportions.  Prices,  however, 
on  all  offerings  are  strong  and  without 
change. 

The  Chicago  market  is  moderately  active. 
Shoe  manufacturers  are  ordering  fair-sized 
quantities  "for  immediate  shipment,  several 
car  lot  transactions  and  one  sale  of  3,000 
sides  being  reported. 

HEMLOCK  SOLE  QUOTATIONS. 


B.  A.  Ca. 

&  Mont. 

No.  I,  light   24 

No.  i,  mid   24 

No.  1,  over   24 


Corn- 


No.  2,  light  

No.  2,  mid  

No.  2,  over  

No.  3  light   20 

No.  3,  mid   20 

No.  3,  over   20 

Rejects  

Scabs   15 


23 
23 
23 
21 
21 
21 

19 
16 
Buffalo 


mon 

H. 

23  • 

■24 

23  • 

.24 

23  ■ 

.24 

22 

•  23 

22 

•23 

22 

•23 

20 

.21 

20 

.21 

19  ■ 

19  • 

H  ■ 

China 

No.  1 .  light  . 

.19 

20 

21 

N'o.  1,  mid. 

  19 

20 

22 

N'o.  I,  over. 

19 

20 

No.  2,  light 

18 

20 

No.  2,  mid.  . 

18 

.  .  18 

No.  2,  over. . 

18 

No.  3,  over 

18 

No.  3,  mid 

16 

No.  3,  light 

  15 

16 

Scabs  

1 1 

Acid,  New  York 

Selections. 

Best 

Good 

No. 

Light  

.27 

25    •  • 

22l/2 

Mid  

.27  .. 

25    •  • 

23 

Over  

.27 

25  • 

23 

Rejects  — 

.  19  20 

Scabs  

12  13 

Slaughter,  Packer. 

No.  1    No.  2    No.  3 

Spdy.  light   24  26    23  25    22  24 

Plump  light   25  27    24  26    23  25 

Spdymed   24  26    23  25    22  24 

Plump,  Spdy          26  27    25  26    24  25 

Spdy.  over   26  28    25  27    24  26 

Plump,  over   27  28    26  27    25  26 

Mfis.  over   25  26    24  25    23  24 

UNION  SOLE — Boston  dealers,  report 
a  little  better  business  than-  a  week  ago, 
as  several  sole  cutters  who  have  hesitated 
about  paying  the  advanced  prices  are  again 
in  the  market  and  buying  leather.  Sole 
cutters  encounter  no  little  difficulty  in  sell- 
ing soles  on  a  parity  with  side  leather,  and 
naturally  are  curtailing  cutting  materially. 
Others  are  apparently  convinced  that  union 
backs  will  hold  steadily  at  ruling  prices, 
and  are  buying  to  cover  immediate  require- 
ments, but  none  of  them  show  any  in- 
clination to  anticipate  their  wants.  During 
the  week  sales  have  been  made  of  5>000> 
7,000-  and  10,000  backs,  and  many  more  of 
less  amount.  Receipts  are  hardly  normal, 
and  the  demand  absorbs  all  invoices. 

There  have  been  some  steady  sales  in 
the  New  York  market  at  full  prices  of 
32c  for  straight  outside  backs  tannery  run, 
and  33c  for  steer  backs.  For  small  lots 
and  for  extra  choice  tannage  Yz  to  ic  more 
is  wanted. 

The  imovejmcnt  of  union  sole  in  the 
Chicago  market  was  fairly  large. 

UNION  SOLE  QUOTATIONS. 

Heavy    32  33 

Middle   32  33 

Light   32  33 

Country  hide  leather  relatively  less. 
OAK  SOLE— The  current  sales  and  de- 
liveries on  back  orders  are  sufficient  to  take 
care  of  receipts,  and  very  little  to  niejJt 
the  transient  demand  in  Boston.  Working 
stocks  are  of  little  account.  Dealers  are 
holding  clear  standard  backs  at  40c,  brand- 
ed seconds  at  36  and  37c,  and  34  to  35c 
for  branded  thirds.  Some  selected  light 
backs  adapted  to  belting  purposes  is  held 
at  41  and  42c.  Considerable  leather  is  de- 
livered from  the  tanneries  direct  though  the 
transactions  were  closed  in  Boston. 

The  demand  for  scoured  leather  is  fair 
in  New  York,  and  buyers  are  steadily  in 
the  market.  Prices  are  strong.  Supplies 
are  moderate.  All  weights  and  grades  are 
selling.  Texas  leather  is  also  firm,  with 
stocks  ■•mall.  The  Cincinnati  demand  is 
good,  but  stocks  are  in  short  supply,  with 
prices  firm.  An  advance  during  the  past 
few  weeks  has  increased  business.  Pres- 
ent business  is  largely  confined  to  the  im- 
mediate wants  of  manufacturers. 

A  fairly  active  demand  noted  for  oak 
sole  leather  in  Philadelphia.  Oak  backs  in 
particular  are  scarce,  and  held  at  39  to  41c. 
'I'll':  advance  in  the  price  of  hides  recently, 


tends  to  uphold  the  market  on  finished 
leather,  and  there  are  no  sales  of  good 
quality  stock  made  at  any  marked  con- 
cession. 

OAK  SOLE  QUOTATIONS. 

No.  1  No.  2  No.  3 
Scoured  backs,  It.  .38  41  36  38  ..  35 
Scoured  bks.,  mid  .  .  40  . .  38  ■  .  34 
Scoured  bks.,  hy.  . .  39  .  .  37  .  .  34 
And  other  grades  inproportion. 
Scoured  bends,  8 

to  10  lb  .45    . .  43    . .  41 

Scoured  bends,  10 

to  12  lb  45    .  .  43    .  .  41 

Scoured  bends  12 

to  14  lb  45    . .  43    . .  41 

.  Texas,  sides  XX  free  of  brands. ...  35 
Texas,  sides  Xhy.  free  of  brands  .  .  33 
Texas,  sides  Ahy.  one  brand.  .  .  .   .  .  32 

Texas,  sides  Bhy.  two  brand   31 

Texas,  sides  chy.  more  than  2 

brands    30  1 

Texas  bends  XX   51  52 

Texas  bends  X   45  47 

Texas  bends  A   43  44 

Texas  bends.  B   41  43 

Texas  bends  C   39 

No.  1  No.  2 

California  sides,  It... .  28    ..  26 
California  sides,  mid.  28    .  .  26 
California  sides,  hy. .  30  28 
California  backs,  It. .  32    .  .  30 
California  backs,  mid  33    .  .  31 
California  backs,  hy  35  36 
Oak  backs  free  of  brands  for  belting  pur- 
poses,    No.  1,  42  cents. 
Oak  backs  free  of  brands  for  belting  pur- 
poses, No.  2,  40  cents. 
Branded  backs,  No.  2,  37  cents. 
Branded  backs',  No.  3,  34  cents  and  35 
cents. 

SIDE  UPPER  LEATHER— All  tanners 
of  side  upper  leather  such  as  kangaroo 
grain,  chrome  sides,  elkskin  and  kindred 
leather  tanned  from  domestic  hides  are 
holding  strong  views,  and  assert  in  posi- 
tive terms  that  if  the  price  of  hides  is 
maintained  on  the  present  level  that  tan- 
ners must  further  advance  their  prices. 
The  present  advance  has  checked  the  plac- 
ing of  any  large  orders,  and  shoe  manu- 
facturers are  doing  notlhing  imore  than 
covering  their  immediate  wants  in  Boston. 
Sales  are  made  in  1,000  to  2,000  sides.  The 
several  months'  curtailment  is  still  in  force, 
and  the  result  is  that  reserve  stocks  in 
tanners'  warehouses  are  materially  reduced 
collectively  though  some  tanners  have  a 
good  stock. 

SPLITS — The  split  situation  as  a  whole 
is  clearing  up.  Elexibles  are  firm  at  a  half- 
cent  advance,  and  sales  are  negotiated  at 
the  new  prices.  Gussets  are  in  small  sup- 
ply, as  stock  is  sold  as  fast  as  received. 
Even  finished  splits  are  well  cleaned  out, 
for  there  has  been  no  receipt  in  them,  as 
a  very  small  number  are  now  made. 
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LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  Mohair>  Leather, 

_______________ ______ __    Mercerized,  Silk. 


FRANK  &  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorR  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave. ,  Montreal,  Que. 
Phone  _  3778 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

"We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  <_  CO., 

LYNN,  Mass.,  U.S.A. 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  of  introduction  supplied  to 
bona  fide  traveling  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 


e*e  Bonner  Leather  Co. 


•  c%Canufaciurersm 


GLAZED  KID 

{Black  and  Colors) 

chrome:  lambs 

{Qlazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Mak  ers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given  To  Export  Trade 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Ask  for  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St. 


Montreal. 
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National    Leather    Co.    of  Canada 
Limited   ;9 


Gauthier,  The  Louis  Co.,  Limited...  1        Packard,  L.  H.  &  Co.,  Limited  19 


Gutta  Percha  &  Rubber  Mfg.  Co  of 
Toronto  Outside  Back  Cover 


Kieffer  Bros  55 

Kelley,  Thos.  A.,  &  Co  55 

Kingsbury  Footwear  Co.,  Limited  20 


Lachance,   P.   Cleophas . 


Lawrence,  A.  C,  Leather  Co  

Inside  Front  Cover 


MacFarlane  Shoe  Co.,  Limited  12 

Harden,  Orth  &  Hastings    17 

McDermott  Shoe  Co  U 

Moenus   Machine   Co  53"56 


Rideau  Shoe  Co.,  Limited  6-7 

Ritchie,  Jno.,  Co.,  Limited  55 

Robinson,  James   5 

Staynes,  W.  H.,  &  Smith  53 

Steel  Shoe  Co  15  j 

Tebbutt  Shoe  &  Leather  Co  13 

Thompson  Eng.   Co  49 

United   -  Shoe     Machinery     Co.  of 
Canada.. 9,  12,  16,  Inside  Back  Cover 

Whittemore  Bros.  &  Co  18 

Winn  Co.,  Limited  10-11 

Wood-Milne  Co.,  Limited  .-.iS 
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14  Moenus  "Altera"  Embossing 
and  Ironing  Machines 


were  delivered  within 
the  last  few  years  to  two 
large  leather  factories. 

Other  Moenus  Ma- 
chines were  delivered 
in  proportionate  num- 
bers to  the  progressive 
firms  at  home  and 
abroad. 


We  supply  complete  plants 
for  Leather  Factories 


Moenus  Machine  Works,  Frankfurt  on  Main,  Germany 
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IS 


WHY  THE  YEAR 

1911 

A  GOOD  YEAR  FOR 
SELLING 


GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information — 
which  now  extends  throughout  the  country — was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe — its  history  and  the  method  employed  in 
making  it — is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.    The  story  is  yours 


for  the  asking. 


nited  Shoe  Machinery  Co.  of  Canada 


Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 


The  standard  for  style,  fit  and  quality  in 

RUBBER  FOOTWEAR 

MANUFACTURED  SOLELY  BY 

The  Gutta  Percha  &  Rubber  Manufg  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street     -     TORONTO,  CANADA 

(  NOT  IN  ANY  TRUST  ) 

We  are  still  accepting  orders  at  March  prices.  Samples,  Illustrated 
Catalogues,  Price  Lists,  Etc.,  from  the  following  Selling  Agencies:- 


TORONTO 
W.  B.  Hamilton  Shoe  Co.,  Limited 
D.  D.  Hawthorne  &  Co. 
J.  D.  King  Co.,  Limited 

HAMILTON 
The  John  McPherson  Co.,  Limited 

LONDON 
Sterling  Bros.,  Limited 
Coates,  Burns  &  Wanless 

COLLINGWOOD 
C.  Stephens  Co.,  Limited 
COBALT 

The  Northern  Canada  Supply  Co.,  Limited 

BROCKVILLE 
The  J.  A.  Johnston  Co. 

MONTREAL 
James  Linton  &  Co. 
Plyde  Shoe  Co. 
Canada  Shoe 
A.  Corbeil 

Hudson  Bay  Knitting  Co. 

G.  P.  &  R-  Mfg.  Co.  of  Toronto,  Limited 


QUEBEC 
J.  H.  Larochelle,  Picher  &  Co. 

PROVINCE  OF  QUEBEC 
The  Eastern  Townships  Shoe  Co.,  St.  Hyacinthe,  Que. 
Louis  McNulty,  St.  Johns,  Que. 

MARITIME  PROVINCES 
Waterbury  &  Rising,  St.  John,  N.  B. 
J.  W.  Boyer  &  Co.,  Victoria,  N.  B. 

WINNIPEG 
Wm.  A.  Marsh  Co.,  Western  Limited 
The  Winnipeg  Rubber  Co.,  Limited 

MOOSE  JAW 
Mitchell,  Hembroff,  Maybee,  Limited 

CALGARY 
The  Winnipeg  Rubber  Co.,  Limited 

VANCOUVER 
Vancouver  Rubber  Co.,  Limited 


THE  SHOE  AND  LEATHER  JOURNAL 


Black  Diamond  Chrome  Patent  Leather 
— is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 

Tan  Gun  Metal  Calf— especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Browns, 
Wines  and  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Huh  Pigskin  and  Cut  Stock- 
Hub  Gum  Soles 

 A.  C.  LAWRENCE  LEATHER— 1 

COMPANY 

95   SOUTH   STREET,  BOSTON 

NEW    YORK   621  Broadway  ROCHESTER         CINCINNATI,  632  Sycamore  St. 

GLOVERVILLEi  SO  So.  Main  St.      605-6  Power*  Bldg.  ST.  LOUIS,  705  Lucas  St. 
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McKays  and 
Turns 

Mens,  Women's,  Little  Gents' 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  ®.  SON 

Manufacturers  to  tbe  Jobbers 
583-585  St.  Timothy  St.  Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 

!  Where  % 

I  Amherst  l 

rt  MAKE  j 

EXCELS 


0"%%ocn 


Black  Chrome  Sides 

#         I)  ' 

j            Blue  Back  Waterproof  Stock 

mm  I  ' 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Slock 

i  // 

Wml 

Pearl  Chrome  Sides 

WW 

I  Of  /  V J  l/CttXOli  to 

Chrome  oole 

Leathers   for  High 

Cuts 

and  Unlined 

Gusset  Splits 

Shoes,  tanned  so  as 
to  Wear  Well  and 

j             Black,  Tan,  Olive,  Drab 

Star 

d  Hard  Usage. 

Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 

Exclusive  Selling  Agents; 

CHICAGO  TANNING  COMPANY 

Office  and  Salesroom 

1  SO  W  Michigan  Street                  CHICAGO,  U.S. 

Dayton  and  Blackhawk  Sis. 

r-T  i  mi f  c    M rt 

1        '  'BOSTON                                                                  QLOVEKSVlLLt.,  H  I 
,28  Summer  St                                                            ,  1  Cayadutta  St 

81 1  Lucas  Ave 

The  Leather  is  Father  of 
the  Glove 

Quality  in  the  leather  begets  quality 
in  the  glove.  For  it  is  certain  that 
your  glove  maker  will  do  better  work 
on  good  skins  than  on  poor.  Besides, 
the  good  effect  good  leather  has  on 
sales  makes  it  worth  your  while  to 
use  the  best. 

The  best  glove  leathers  are  National 
leathers  for  they're  tanned  right, 
aged  right,  colored  right.  Try  them 
and  see. 

NATIONAL  LEATHER  COMPANY 
OF   CANADA.    LIMITED,  TORONTO 
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WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the  trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 
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It  is  simply  a  matter  of  good  business  on 
your  part  to  try  out  "Nigro"  Calf.  Put  . t 
along  side  of  your  pet  smooth -finish 

vamping  calf  and  all  the  prejudice  in  the  world  in  favor  of 
the  "old  reliable"  won't  cover  up  the  strong  points  of 
"  Ntqro."  It  is  amazingly  economical  in  cutting,  because 
every  skin  is  clear  and  uniform  in  finish  right  to  the  skirts 
and  its  wearing  quality  and  disruptibility  is  all  that  you  ha<i>e 
hoped  for.    Try  it  now  for  velour  or  gun  metal  shoes. 

A  colored  leather  that  leaves  the  factory 
as  clean  as  it  entered  is  a  god-send  to  the 
maker  of  warm  weather  shoes.    If  you 

appreciate  all  that  an  open  grain,  washable  colored  leather 
means,  you  will  order  now  our  Chrome  Russia  No.  88  in 
Tan  and  London  Brown.  It  makes  a  cool,  free- breathing 
shoe,  yet  the  grainf  so  open  to  the  air  is  ^P  f™*  * 
stains  and  finger  marks,  caused  from  handling  in  the  factory, 
and  can  readily  be  washed  clean  after  shoe  is  completed. 


If  you  haven't  yet  given  "Endural"  a  trial 
don't  wait  another  hour,  for  every  pair  of 
waterproof  shoes  made  without  "Endural 

means  a  loss  in  satisfaction  and  actual  cash.  Endural 
is  more  than  waterproof,  more  than  moisture-proof,  for  it 
keeps  out  the  damp,  yet  it  takes  a  brilliant  shine  like  ordinary 
Russia  Calf.  It  is  made  in  two  weights  for  winter  use  and 
is  the  equal,  on  every  count,  of  any  imported  viscolized 
leather.  Yet  it  costs  a  great  deal  less.  You  save  four 
cents   on   etery  foot  you    buy.      Better   write  today. 


DAVIS 


LEATHER  COMPANY, 
NEWMARKET,  ONTARIO 


LIMITED 
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Boots 


FOR 

Miners 

Contractors 

Farmers 

Laborers 

Foundrymen 

Etc. 


Shoes 


REASONABLE 
PRICES 


FOR 

Men 

Women 

Boys 

Misses 

Children 

Infants 


JAMES  ROBINSON 

THE  BIG  JOBBER 

182-186  McGILL  STREET   -  MONTREAL 


Rubbers 

Kant 
Krack 

Dainty 
Mode 

Royal 
and 

Bull  Dog 


PROMPT 
SHIPMENT 


Findings 

Everything 
You  Can 
Need  To 
Equip  a 
Complete 
Shoe  Store 
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Your  store 
is  judged  by 
the  shoes 
you  handle 

Is  your  store  known 
as  a  place  of  cheap 
shoes  or  as  a  place 
of  good  shoes. 
Do  people  come  to 
your  store  when  they 
have  little  to  spend 
or  when  they  have 
much  to  spend  and 
want    the    best  in 
footwear? 

It  depends  on  the  shoes  you 
handle. 

Get  a  reputation  for  handling 
good  shoes.  And  make  a 
good  profit  while  your  get- 
ting it. 

Get  it  with  the  Doctors  Anti- 
septic shoe. 

The  Doctors  is  the  shoe  that 
keeps  the  foot  at  an  even 
temperature  and  keeps  it  dry. 

It  will  give  to  your  store  a 
reputation  for  discriminating 
buying  that  will  attract  people 
with  money  to  spend. 

THE  TEBBUTT  SHOE 
&  LEATHER  CO. 


LIMITED 


THREE  RIVERS,  QUEBEC 
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[SUNSHINE  COLT] 

4ADE  AND    SOLO  BY 

CORONA  KID  MFC  CO. 
BOSTON 
MASS' 


Better  than  Patents 
in  texture,  finish  and 
wearing  qualities 


Sunshine  Leathers  have  patent  leathers 
beaten  at  every  turn. 

They  are  softer  and  more  pliable,  hold 
their  fine  finish  much  longer  and  give 
longer  service. 

The  reason  of  this  is  not  hard  to  find. 
They  are 


NOT  VARNISHED 


NOT  BAKED 


They  won't  crack  or  check  but  continue 
to  look  as  good  on  the  wearer's  feet  as 
on  the  dealer's  shelf. 

You  can  sell  shoes  of  Sunshine  Colt  or 
Kid  with  a  light  heart  knowing  that  they 
will  give  a  maximum  of  satisfactory  service. 

Specify  Sunshine  Leathers  when  next  you 
order  shiny  shoes  and  give  your  cus- 
tomers the  best  value  they  ever  had. 

CORONA  KID  MFG.  CO. 

BOSTON,  MASS. 


SUNSHINE  KID 

TRADE  MARK 
MADE  AND   SOLD  BY 

^CORONA  KID  MFG.  CO. 

BOSTON 

MASS  • 
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GOODSENSE" 
SHOES 


OUR  GROWING  GIRLS'  LAST 
Size  2  1-2  to  6,  Low  Heel 


AGAIN  

WHAT  is  the  latest  thing  in  Growing  Girls' 
Misses',  Children's  and  Little  Gents'  Shoes 
for  1912  ? 

A  question  all  the  dealers  are  asking  and  which 
we  are  answering  in  our  Spring  range. 

Our  representatives  are  now  on  the  road  with 
samples,  for  which  we  solicit  your  careful 
consideration. 


OUR  LITTLE  GENTS'  LAST 


KIRVAN-DOIG 

:  LIMITED 

The  Goodsense  Shoe  Factory 
344  Delorimier  Ave.  Montreal 
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KINGSBURYt 

SALESMEN 

ARE  OUT 


WAIT  TO  SEE: 


W.  E.  SHORT— M  ain  Lines,   Port  Arthur  to  Vancouvc 
W.  KENNEDY— Balance  Manitoba,  Alberta  &  Saskatchewa 
R.  B.  CHALUE— Ontario.  I 
J.  A.  MALBOEUF— Montreal. 
A.  J.  PI NNSONNAULT— Quebec  Province. 
J.  D.  CAMPBELL— Maritime  Provinces. 

They  are  on  their  way  to  see  you. 
Write  if  you  are  in  a  hurry. 

KINGSBUR 

SPECIALISTS 

MONTREAL 
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KINGSBURY 

LINES  FOR 
SPRING 


EW  LASTS 


SNAPPY  STYLES 


New  28  Pump 


You  owe  it  to  yourself 
to  see  our  range  before 
buying. 

All  we  ask  is  that  you 
look  at  our  samples. 


29  Short  Vamp,  Stage  [Last 


EXPERTLY  MADE 


MONEY  MAKERS 


New  28  Oxford 


OOTWEAR  CO. 


A 
M 
E 
R 
I 
C 
A 
'S 

B 
E 
A 
U 
T 
Y 


DIES'  SHOES 

CANADA 


LIMITED  Brand 
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Our  New  "Trooper"  Last 
Is  Proving  a  Winneii 


Just  as  we  expected  it  would.  Its  snappy,  up-to- 
date  appearance,  together  with  its  new  and  exclus- 
ive feature— three  widths  of  toe,  narrow,  med- 
ium and  wide,  in  each  size  and  style,  has  al- 
ready "caught  on"  among  the  trade.  This  is 
proven  by  mail  orders  already  received. 

This  last  is  the  latest  word  in  shoe  styles.  And 
the  new  feature  fills  a  long-felt  want.  You  can  fit 
every  man's  foot  in  the  style  he  wants— comfort- 
ably yet  perfectly.  This  means  no  more  lost  sales, 
and  once  a  customer,  always  a  customer. 

You  are  guaranteed  expert  workmanship  at  every 
stage  of  manufacture,  because  each  workman's 
attention  is  concentrated  on  one  last— not  scat- 
tered over  many.  This  means  maximum  service 
to  the  wearer,  and  a  trade  booster  for  you. 

Talk  it  over  with  our  travelers.  They  will  see 
you  very  shortly. 


RIDEAU  SHO 


MONTREAL 
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Business-Getting  Trio 
f  Spring  Styles 


These  three  "Trooper"  styles  are  sure  to  prove  great 
spring  sellers.  The  cuts  show  very  effectively  the  ex- 
ternal features  that  make  for  style  and  finish.  But  they 
cannot  show  the  superior  stock,  careful  supervision  and 
painstaking  attention  to  detail  always  present  in 
"RIDEAU"  Lines. 

No.  1— Men's  Tan  Calf  Blucher  Bal.,  Wide  Toe.  This 
shoe  is  comfortable  enough  for  the  most  conservative 
buyer,  and  yet  natty  enough  to  suit  the  most  advanced 
tastes. 

No.  2-Men's  Tan  Calf  Blucher  Oxford,  Narrow  Toe.  Here  is  a  special  favorite  with 
young  men. 

No.  3-Men's  Patent  Blucher  Bal.,  Medium  wide  Toe.  Deservedly  popular  with  all 
classes  of  trade.  _ 

And  don't  forget  that  we  are  showing  a  splendid  line  of  Women's  Flexible  Welts  in  all 
styles  to  retail  at  $3.50,  u>i<Aou/ this  special  feature,  but  of  "RIDEAU   quality  throughout. 


No.  1 


No.  2 


OMP ANY,  LIMITED 

CANADA 


No.  3 
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Shoe  Machinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 
— — — — ^ 


TRADE 

U5/<C 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL=C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,   Eyelets,   Shanks,    Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      MONTREAL,  QUE. 
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Brands  That  Sell 

The  finest  productions  in 

BOOT  and  SHOE  LACES 

To  be  had  from  all  the  leading 
wholesale  houses. 


Birthplace  of  the  BEST  in  Boot  and  Shoe  Laces. 


Manufactured  in  England  by 

BROUGH,  NICHOLSON  &  HALL,  Limited 

Leek,  Staffs.  U2  Wood  Street,  London,  E.C. 

Wholesale    Only  Supplied 
Stock  carried  of  leading  lines  by  Canadian  Agents 

WALTER  WILLIAMS  &  CO. 

517-525  St.  Paul  Street,  Montreal,    Tel.  M.  2724 
20  Wellington  Street  West,  Toronto,  Tel.  M.  2994 
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MACFARLANE  SHOES 


No.  393  — -  Child's  all  Patent 
Ankle  strap,  wedge  heel, 
sizes  8  to  io}4   90c 

No.  392 — Infants',  sizes  3  to 
7H    ■  ■'   80c 

No.  129 — Babies',  sizes  1  to  5..  65c 


No.  1 164 — College  Girls'  all 
Dong,,  whole'fox  button, 
Goodyear  welted  sole, 
medium  toe,  Widths  D 
and  E,  sizes  2  to  7  $2.23 


No.  710 — College  Girls'  all 
Patent  Pump  Strap,  turn 
sole,  low  heel,  sizes  1  to  7 
widths  D  and  E.  Price.  .$1.50 


for 

Infants 
Children 
Misses 
College  Girls 


Turns 

and 

Welts 


We  have  what 
you  want  when 
you  want  it. 


Write 
Now 


A  complete  range 
of  popular  summer 
and  early  fall  styles 
IN  STOCK 


No.  934 — Misses'  Dongoia 
Button  Boot,  patent  tip, 
low    heel,    G.Y.  welted 

sole,  sizes  11  to  2  S1.80 

933 — Children's,  sizes  8 

to  10^4  .v   1.60 


No.  418 — Misses'  Pat.  Pump, 
strap,  low  heel,  sizes  11 
to  2  $1.15 

No.  419 — Infants'  Pat.  Pump, 
strap,  wedge  heel,  sizes  3 
to  7}4  80 

No.  420 — Child's  Pat.  Pump, 
strap,  wedge  heel,  sizes  8 
to  10  90 


A 


1 


No.  1 188— College  Girls'  Pat. 
Blucher  bal.,  dull  calf 
top,  low  heel,  G.W.,  sizes 
2  to  7  $2.60 


The  Macfarlane  Shoe  Company,  Limited 

MONTREAL 
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Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front  rank.      You  will  have 

cause  to  be  proud  of  every 

shoe  because  :— 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 

so  desirable. 
It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 
Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on  each  of  those  shoes. 
We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 

A.  DAVIS  &  SON 

LIMITED 

Kingston    -    -  Canada 


DIRECT  TO  THE  RETAIL  TRADE 


TO  INCREASE 
YOUR  SALES 

You  should  look  into  the  line 
which  has  proven  to  be  such 
a  profitable  line  for  the  stores 

20th  CENTURY 
SHOES 

have  proven  themselves  to  be 
BUSINESS  BUILDERS 
wherever  put  in. 

20th  CENTURY 
SHOES 
SELL 

The  C.  E.  McKeen  Co. 

QUEBEC 
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Some  Advice  About  Patent  Leather 

If  We  are  ready  for  the  rush  of  orders 
which  is  sure  to  come. 

C|  Our  output  has  been  greatly  increased 
and  we  can  handle  any  volume  of  business 
that  may  come  our  way. 

q  "Good  hides  are  very  scarce?"  Yes. 
But  we  have  placed  six  months  ahead, 
so  are  well  protected. 

f$  The  Shoe  man  in  buying  Patent 
wants  to  deal  with  the  firm  he  can 
depend  on. 

CJ  What  is  the  question  asked  when  the 
Shoe  Salesman  approaches  the  Retailer  ? 
"Is  that  Clarke's  Patent?" 


Can  you  say  yes? 

CJ  We  advise  booking  orders  early  as  the 
demand  for   our   Patent  is  increasing. 


A.  R.  ClarKe       Co.  Limited 

Toronto,  Ont. 
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GOOD 
SHOEMAKING 


Good  shoemaking  means 
much  to  any  shoe  and  es- 
pecially to  the  shoe  of  good 
leather.  For  without  good 
shoemaking  good  leather  is 
of  no  avail.  Maple  Leaf 
Glazed  Kid  is  the  sort  of 
leather  that  seems  to  ap- 
preciate good  shoemaking. 
It  goes  through  the  pro- 
cess of  manufacture  un- 
harmed, coming  out  in  the 
shoe  as  unsullied  as  when 
in  the  hide. 


GOOD 
LEATHER 


GOOD 
SHOES 


THIS  IS  THE  TRADE  MARK 


OF  A  MIGHTY  GOOD  LEATHER 


If  you  would  specify  Maple 
Leaf  Glazed  Kid  when  or- 
dering glazed  leather  shoes 
you  would  be  pretty  sure 
of  getting  good  shoes.  For 
no  manufacturer  who  is  not 
careful  about  his  shoemak- 
ing will  be  likely  to  select 
so  good  a  glazed  kid  as 
Maple  Leaf.  "  Birds  of  a 
feather  flock  together,"  and 
good  leather  and  good  shoe- 
making  are  generally  found 
in  the  same  shoe. 


Good   Shoes  Always   Mean   Good  Business 


LUCIEN  BORNE  -  QUEBEC 


TT 


Western  Agents: 

MALETTE  &  ROY 
225  Lemoine  St.     -  MONTREAL 


"NUGGET" 
POLISHES 

AND 
"NUGGET" 
OUTFITS 
ARE 
GOOD 
SELLERS 


You  should  stock 
"Nugget"  Outfits. 

They  sell  quickly 
and  give  satis- 
faction. 

Increasing  "Nug- 
get" sales  means 
increasing  your 
profit. 

Try  and  see. 


THE 
"NUGGET" 
POLISH 
COMPANY 
LIMITED 
TORONTO 
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V Y  7HEN  you  find  the  above 
trade  mark  on  a  Pegged, 
Standard  Screwed,  or  McKay 
Sewn  Shoe,  you  can  feel  safe 
;n  recommending  that  shoe  to 
your  best  customer. 

The  trade  mark  doesn't  add 
to  the  life  of  the  shoe,  but 
every  shoe  that  has  borne  it 
has  given  value  for  every  cent 
it  has  cost. 

To  the  shoe-buying  public 
Yamaska  Brand  means  good 
leather  and  good  shoemaking. 


J.  A.  &  M.  COTE 
COMPANY 

8T.  HYACINTHE 
QUEBEC 


'WHERE  QUALITY  COUKTS  WE  WIN' 


"SHOES  WITH  THIS  BRAND-ON 
HAVE  MERITS  TO  STAND  ON." 


It's  not  only  what  you  make 
on  the  first  sale 

Although  your  profit  on  each  sale  of  Brandon 
Shoes  is  greater  than  on  other  shoes — • 
because  we  sell  direct  to  you — the  real  reason 
why  you  should  handle  the  Brandon  line  is 
because  of  the  good  class  of  trade  it  attracts 
and  holds. 

Brandon  Shoes  •  bring  back  your  customer 
and  his  friends. 

THE  BRANDON  SHOE  CO.  LIMITED 

BRANTFORD 


C  Parsons  &  Son 

TORONTO 


LIMITED 


AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(  C.  F.  Brand  ) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 


C  Parsons  &  Son 

LEATHER  FINDINGS  limited 

79  Front  St.  East       Toronto,  Ont. 
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Excellent  Opportunity 
to  Secure  a  Tannery  in 
Centre  of  Shoe  District 


Here's  an  excellent  property,  situated  on 
the  St.  Charles  River,  38,000  sq.  feet  in 
extent  on  which  is  built  a  solid  brick  tan- 
nery, warehouse,  acid  house  and  stables 
The  tannery  which  is  operated  by  steam, 
250  H.P.,  is  equipped  with  up-to-date 
machinery  for  tanning  Chrome  Box  Calf, 
Glazed  Kid,  Chrome  Sheep  and  Glove 
Leathers,  also  for  Wool  Pulling.  Has  a 
capacity  of  250  dozen  hides  a  day.  Con- 
venient for  railroad  sidings.  Everything 
in  excellent  repair. 

Don't  Wait.    Write  Now. 

A.   PION   &  CO. 

344  Pr.  Edward  St.      -  QUEBEC 


To  handle 

Surpass 

Shoes  suc- 
cessfully 
you  must 
keep  your 
stock  in 
good  order. 


The  Lachance 
Ankle  Brace 
and  Protector 
as  Used  on 
Sporting  Boot. 


Good  for  Weak  Ankles 


Everyone  who  does  much  walking,  dancing, 
etc.,  will  fully  appreciate  the  Lachance  Ankle 
Brace.  It  gives  support  just  where  needed, 
and  is  not  bulky  or  clumsy.  The  styles  for 
women  are  especially  dainty.  It  is  ideal  for 
players  of  baseball,  football,  lacrosse,  hockey, 
etc.,  and  for  these  purposes  is  fitted  with  a 
protector  which  effectually  shields  the  ankle. 
Made  of  well  tanned  chrome  leather  in  all 
colors.  Fits  any  foot.  Gives  a  good  profit. 
Write  now  for  sample  pair. 


LACHANCE  &  TANGUAY 

Shoe  Manufacturers  QUEBEC 


Surpass  Shoes  bring  back  the 
customer.  The  customer 
brings  his  friends.  For  Sur- 
pass Shoes  are  satisfactory- 
shoes,  and  satisfactory  shoes 
advertise  your  business.  So 
Mr.  Surpass  Shoe  Dealer  look 
over  your  stock.  It  may  need 
replenishing,  and  you  know 
it  doesn't  pay  to  be  out  of 
Surpass  Shoes.  That  satisfied 
customer  won't  take  any  other. 

THE  LOUIS  GAUTHIER 
COMPANY,  LIMITED 

QUEBEC  CITY 
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


THAT  P-V  MULE! 


If  you  cut  ''Split"  Gloves  and  Mittens 
use  the  P.  &  V.  Lines. 

Largest  Tanners,  widest  range  of  colors, 
most  uniformly  selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens 


PFISTEE 


L  LEATHER  CO 


WE 


BOSTON. 
NEW  YORK. 
CHICAGO. 


ST.  LOUIS. 
ST.  PAUL. 
CINCINNATI. 


Distributors  : 
SAN  FRANCISCO. 
NEW  ORLEANS. 
GLO  VERSVILLE . 


LONDON,  England. 
FRANKFURT,  O-M.,  Germany 
PARIS,  FRANCE 


Address  all  correspondence  to  Boston  Office,  85-89  South  Street,   BOSTON,  MASS. 
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!  "Chic"  Spring  Styles 

In  Ladies'  Shoes 

ij]  Just  a  word  or  two  aDoui  our  &pnug  aiyico. 

1§  We  have  excelled  our  previous  efforts.  Our 
showing  of  Colonials,  Two  Straps  and  Pumps  are 
a  treat  to  the  eye.    Everything  new  in  lasts  and 
patterns.    All  the  new  leathers  and  fabrics. 

Truly,  we  are,  "Right  up  to  the  minute." 

McDermott   Shoe  Company 

Montreal 

MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.         217  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 
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Consider  Your  Customer 
As   Well  As  Yourself 

tfl  The  only  way  to  gain  permanent  customers  is  to  give  full  value 
and  perfect  satisfaction  with  every  purchase.  So  when  you  buy 
your  stock  see  that  you  get  satisfaction  for  your  customers  as  well 
as  profits  for  yourself. 

CJ  Blouin's  Shoes,  because  of  their  good  construction  and  high- 
grade  leathers,  give  full  satisfaction  to  the  wearer,  and  because  of 
up-to-date  and  economical  methods  of  manufacture  are  sold  to 
dealers  at  prices  which  allow  excellent  profits. 


F.  BLOUIN 


MANUFACTURER 
OF   FINE  SHOES 


QUEBEC  CITY 


AN  UP  TO  DATE  MANUFACTURER 

Cannot  afford  buying  cheap  machines,  because 
they  are  too  expensive. 


More  than  600  MOENUS  Band  Knife 
Splitting  Machines 

Were  delivered  to  all  parts 
of  the  world.  More  than 
30  machines  were  delivered 
to  America; 

Write  for  our  prices 


Present  Yearly  Output  Over  100  Machines 


OENUS  MACHINE  WORKS 

FRANKFURT-ON-MAIN,  GERMANY 
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Do  You  Wish 
To  Get  Your 

OVERGAITERS 
&  LEGGINGS 

By  Sept.  1st? 

If  so,  NOW  is  the  time 
to    place    your  order. 

Our  Travelers  are  on  the  road  with  a 
full  range  of  bright,  new,  snappy  goods, 
that  are  bound  to  be  great  sellers. 


Have  you  received  one  of  our  Catalogues 
of  Gaiters  and  Leggings  ?  If  not  drop 
us  a  post  card  and  we  will  be  pleased  to 
send  you  one. 

DON'T  DELAY 

In   Placing   Your  Order. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 


Not  how 
cheap  can  I 
buy,  but  how 
quick  can  I  sell 

Remember,  buying  is  but  the  first 
step  in  merchandizing  not  the  last. 
If  it  were  the  last  it  would  be  a 
mighty  easy  matter. 
But  you  buy  to  sell— and  not  all 
that  is  easy  to  buy  is  easy  to  sell- 
So  don't  let  the  price  rule  your 
buying.  Let  quality. 
Williams'  Shoes  sell  easily  the  first 
time,  because  they  look  so  honest. 
Solid  leather  and  good  stitching, 
you  know. 

They  sell  easier  after  that,  for  that 
first  pair  wore  like  iron,  and  gave 
perfect  satisfaction. 
A  mighty  good  shoe  to  stock,  at 
a  mighty  interesting  price.  Better 
find  out  about  it  to-day. 

THE 

WILLIAMS  SHOE 
COMPANY 

BRAMPTON    -    -  ONTARIO 


Largest  Manufacturers  of  Overgaiters  and 
Leggings  in  Canada. 
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"I  paid  that  already !" 

"Sorry  madam,  but  we  have  no 
record  of  it!" 

"I  don't  care,  I  paid  it" 

"Well  ?" 

What's  to  be  done? 

Will  the  customer  pay  again? 

Or  will  the  merchant  cancel  the  charge,  satisfied  he's  a  loser? 

Or  will  they  both  profit  by  the  lesson  and  insist  that  a  receipt  be  given 
with  every  transaction? 

Successful  merchants  put  a  receipt  in  every  parcel. 

National  Cash  Registers  provide  the  quickest  and  safest  method  of  issuing 
receipts.    Remember  that  ! 

For  booklet  and  Thrice  List,  write 

The  National  Cash  Register  Co. 

F.  E.  MUTTON,  Manager  for  Canada  285  YONGE  STREET,  TORONTO 
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How  Do  You  Handle  The  Repairs? 

Retailers  in  Various  Centres  Relate  Their  Experiences— Dealing  With  Deadhead  Jobs— Should  Work 
Be  Done  on  the  Premises— The  Outside  Shop  Arrangement. 


What  about  a  repair  shop?  Do  you  conduct 
such  a  department  or  get  jobs  that  come  in  attended 
to  by  an  outside  repairer?  Which  system  works 
to  the  best  advantage?  How  do  you  treat  requests 
of  customers  who  desire  small  repairs  made  free 
of  charge?  What  about  calling  for  and  delivering 
work?  Can  the  ordinary  shoe  retailer  make  re- 
pairing yield  a  profit  whether  done  on  the  premises 
or  taken  to  an  outsider?  . 


"How  can  I  make  my  repair  shop  pay?  I  have  tried 
every  means  to  get  a  revenue  from  it,  but  I  find  that  con- 
sidering time,  wages,  deadhead  jobs,  and  worry,  there  is 
little,  if  anything  left  for  me,"  writes  a  shoe  dealer  from 
Brandon,  Manitoba.  He  inquires,  "What  do  other  members 
of  the  trade  find?  Can  they  make  a  go  of  it?  I  would 
appreciate  any  views  on  this  question  that  you  may  gather 
and  such  pointers  through  the  Shoe  and  Leather  Journal 
might  prove  helpful  to  others  as  well  as  myself." 

Interviews  with  a  large  number  of  Canadian  shoemen, 
big  and  small,  leave  the  question  incapable  of  a  satisfactory 
answer  so  far  as  presenting  a  definite,  fixed  conclusion  is 
concerned.  Is  marriage  a  success,  are  husbands  kind,  are 
wives  economical,  is  the  world  getting  better,  is  business 
integrity  growing,  do  more  dogs  roam  the  streets  or  more 
cats  yowl  at  midnight  on  the  back  yard  fence? 

Put  a  series  of  queries  such  as  these  to  a  score  of  men  or 
women,  and  you  will  get  widely  divergent  views. 

A  Personal  Equation. 
The  only  way  to  satisfactorily  answer  the  question,  does 
a  repair  department  pay,  is  to  let  each  man  draw  his  own 
conclusions  as  based  on  his  experience  or  connection  with  the 
problem.  Much  depends  on  the  facilities  in  the  possession 
of  the  shoeman,  his  store  space,  the  class  of  people  to  whose 
needs  he  caters,  how  they  have  been  educated  along  the  line 
of  repairs,  and  what  his  competitors  do. 

As  stated  in  these  columns  some  months  ago,  it  appears 
to  be  an  individual  and  personal  problem,  depending  as  largely 
on  the  merchant  himself  as  whether  he  makes  a  success  of  a 


retail  business.  The  views  of  men  in  various  parts  of  Canada 
are  interesting.  Here  are  some  of  them  on  this  perplexing 
problem  which  will  doubtless  be  read  with  instruction. 

Sends  All  Work  Out. 

"I  do  not  run  a  repair  shop,  but  send  out  work  to  an 
outside  shop,"  writes  D.  A.  Downey  of  Brockville,  Ontario. 
"Generally  speaking,  we  do  not  do  any  jobs  free  of  charge, 
and  we  do  not  think  a  repair  department  is  necessary.  We 
are  not  now  bothered  by  persons  wanting  small  repairs 
attended  to  free,  but  we  used  to  be  when  we  did  repairing  on 
the  premises.  We  do  not  think  it  necessary  to  have  a  repair 
branch  in  the  store.  It  is  all  attended  to  outside  and  we 
get  a  slight  cut  from  the  regular  charge  which  pays  for  sending 
the  work  out  and  collecting.  We  do  not  call  for  and  deliver 
repair  jobs  in  town." 

It  Would  Be  An  Evil. 

Fred.  J.  Boyd  of  Merrickville,  Ont.-,  has  nothing  to  do 
with  a  repair  shop.  "I  consider  it  would  be  an  evil,"  he 
says,  "as  customers  would  want  small  jobs  done  for  nothing. 
I  do  not  bother  making  repairs  at  all  and  all  my  patrons  go  to 
a  regular  repair  shop  to  have  such  work  attended  to.  My 
predecessor  ran  a  shop  in  connection  with  the  store  and  he 
vouches  for  my  opinion  that  customers  want  too  much  for 
nothing,  in  fact,  mostly  all  five  and  ten  cents  jobs  free." 

Another  well  known  shoeman  of  Ontario,  is  James  S. 
Fraser,  of  Pembroke.  He  conducts  a  repair  shop  doing  all 
the  work  by  hand  at  present.  He  does  not  make  a  practice 
of  repairing  free  for  customers,  but,  if  a  high  priced  shoe 
rips,  the  top  lift  comes  off,  the  shank  starts,  or  the  heel  pulls, 
such  like,  small  work  is  done  free.  "I  think,"  adds  Mr.  Fraser, 
"that  it  is  necessary  to  have  a  complete  shoe  shop  or  shoe 
store,  as  I  find  that  it  pays  me.  I  manufacture  a  lot  of  river 
boots,  and  have  to  keep  eight  or  ten  men  all  the  time." 
Regarding  having  repairs  attended  to  by  an  outside  shop, 
Mr. Fraser  says:  "I  have  never  tried  it, but, if  no  new  work  was 
being  made  or  a  repair  shop  was  close  at  hand,  fairly  good 
results  I  think  would  come,  but  as  jobs  are  wanted  so  prom- 
ptly now,  I  would  much  rather  have  my  own  shop.  If 
patrons  want  small  repairs  made  free,  we  tell  them  that  we 
do  ret  get  men  to  work  for  us  for  nothing,  and  on  our  foot- 
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wear  we  do  not  put  on  a  profit  to  cover  repairs.  A  few 
customers — not  many-grumble  a  little,  but,  in  their  own  minds 
minds,  they  know  we  are  right  and  they  come  and  pay  for 
their  work  just  the  same.  Work  is  called  for  and  delivered. 
I  think,  if  the  shoeman  would  act  a  little  more  independently 
and  be  obliging,  attentive  and  prompt  in  repairing,  customers 
would  not  continually  be  asking  for  goods  or  work  free. 
When  making  sales,  explain  what  the  goods  are  really  worth 
or  just  what  value  is  given  for  the  money  paid,  and  do  not  be 
ready  to  guarantee  everything,  but  only  such  shoes  as  you 
know  are  right,  and  your  troubles  in  free  repairs  will  soon 
cease." 

A  Non-Payment  Proposition. 

J.  C.  North,  of  Picton,  Ontario,  remarks  that  he  has  no 
repair  branch,  and,  if  a  customer  is  entitled  to  small  repairs, 
the  work  is  done  in  an  outside  shop  free  of  charge  to  the 
customer.  All  work  is  by  hand.  Mr.  North  believes  in  a 
small  town  a  repair  shop  is  a  non-paying  proposition  for  the 
retailer,  in  connection  with  the  sale  of  factory  goods.  No 
work  is  called  for  or  delivered.  Sometimes  repairs  are  made 
free  of  charge  to  customers, if  it  is  felt  they  are  entitled  to 
them.  Mr.  North  finds  that  his  present  system  of  having 
repairs  made  by  an  outside  shoemaker  works  very  well. 

The  H.  D.  Wing  Shoe  Co.,  of  Parry  Sound,  Ontario,  do 
not  run  a  repair  shop  .or  make  repairs.  They  do  not  bother 
about  such  a  department  at  all,  and  do  not  make  any  repairs 
free  for  customers,  or  attend  to  any  jobs. 

An  Incentive  Toward  Credit. 

"We  do  not  run  a  repair  shop  and  we  do  no  repairing," 
is  what  Henderson  Bros.,  of  Fort  William,  Ontario,  say  on 
this  important  topic.  They  believe  the  best  method  is  to 
make  arrangements  with  an  outside  shop.  If  there  is  defec- 
tive workmanship  or  faulty  material  in  the  footwear  sold  by 
the  firm,  then  repairs  are  made  free  for  customers,  but  not 
otherwise.  "We  have  never  tried  a  repairing  business,  but. 
wc  imagine  that  it  would  be  a  powerful  incentive  toward 
incurring  credit,"    they  assert  in  conclusion. 

Pays  a  Profiit,  He  Says. 

Alex.  Welch,  of  Boissevain,  Manitoba,  has  had  a  different 
experience  with  a  repair  shop.  He  says  that  it  pays  a 
profit.  His  work  is  all  done  by  hand  on  his  premises,  and  all 
jobs  are  well  done  and  are  ready  when  promised.  He  is  not 
bothered  with  many  requests  for  free  work,  and  does  prac- 
tically none  of  this  class  for  patrons.  He  always  charges  for 
everything,  no  matter  how  small,  as  he  believes  this  is  the 
only  way  that  a  repair  shop  can  be  made  to  pay  for  itself. 
No  jobs  are  called  for  or  delivered. 

Fixes  Shoes  That  Go  Bad. 

The  Conner  Shoe  Store,  .M.  H.  Conner,  proprietor, 
Truro,  N.  S.,  has  had  a  repair  shop  only  a  few  weeks,  and  so 
far  everything  is  done  by  hand,  but,  in  another  year,  the 
proprietor  is  going  to  put  in  a  complete  repair  outfit.  He 
goes  on  to  say,  "The  only  repairing  that  we  do  free  of  charge 
is  fixing  shoes  that  have  gone  bad  in  a  short  time,  and  we 
find  that  we  save  trouble  and  make  a  satisfied  customer. 
So  far  our  repair  branch — now  going  only  a  few  weeks — 
has  paid  very  well.  We  find  that  it  brings  more  customers 
to  the  store,  and  gets  them  into  the  habit  of  coming  here. 
For  fifteen  years  we  tried  arrangements  with  outside  shops 
to  look  after  repairing  and  we  never  made  a  cent  from  such 
a  method.  We  do  not  call  for  or  deliver  goods,  as  a  job  that 
is  delivered  is  not  generally  paid  for.    We  let  the  owners 


come  for  their  boots,  and  do  not  give  them  out  unless  the 
money  is  first  paid  over.  So  far,  we  have  carried  on  the 
repair  shop  about  fifty  yards  from  our  shoe  store.  This,  in 
our  case,  is  better.  We  have  no  room  to  repair  in  the  store, 
and  have  been  fortunate  in  getting  two  honest  shoe  repairers." 

D.  R.  Sutherland,  Pictou,  N.  S.,  does  not  conduct  a 
repair  shop  and  does  not  bother  with  such  work  at  all.  He 
leaves  all  jobs  to  the  repair  men  of  his  town. 

An  Eastern  Experience. 

"We  do  not  solicit  repair  work  but  if  a  customer  desires 
to  have  it  done,  we  get  the  work  attended  to  outside," 
observes  H.  S.  Campbell,  of  Fredericton,  N.  B.  "We  charge 
a  small  commission  for  our  trouble,  and  the  work  is  done  by 
hand.  We  do  no  repairing  free  for  customers.  A  properly 
managed  repair  branch  would  pay  us  well  in  the  summer 
season.  As  we  do  not  run  a  repair  shop  we  are  not  pestered 
with  clients  wanting  work  done  free.  This  would  seem  to 
apply  to  retailers  running  repair  shops  in  connection  with 
their  regular  business."  In  regard  to  the  question  as  to 
whether  satisfactory  arrangements  can  be  made  with  an 
outside  shop  to  look  after  repairing,  Mr.  Campbell  concludes , 
"We  do  not  think  that  it  could  be  satisfactorily  handled  if  the 
work  was  of  any  great  proportion." 

Berlin  Firm's  Views. 

Sippel  and  Hagan,  Berlin,  Ontario,  declare  that  a 
repair  shop  pays  for  itself.  All  work  in  this  branch  is  done  by 
hand,  and  they  do  some  repairing  free  of  charge  for  certain 
customers.  They  do  not  believe  that  satisfactory  arrange- 
ments can  be  made  with  an  outside  man  to  look  after  re- 
pairing, but  they  have  never  tried  the  system.  "Many 
people  come  in  and  wait  while  we  do  repair  work  so  we  have 
no  time  to  run  out  with  jobs.  We  do  small  repairs  free  for 
good  customers,  and  we  think  that  it  pays  when  a  shoe  gives 
out  in  a  short  time,  but  we  use  our  own  judgement.  A 
complete  repair  outfit  would  not  pay  unless  it  would  be  in  a 
large  city.    It  has  been  tried  in  this  place  but  it  did  not  pay." 

Pays  by  a  Small  Margin. 

Some  interesting  observations  are  offered  by  H.  G. 
Hodges,  of  Chatham,  Ontario.  He  remarks,  "We  run  a 
repair  shop  and  the  work  is  done  by  hand.  We  are  not 
bothered  to  any  great  extent  by  persons  wanting  repairs  free, 
but,  if  they  have  a  semblance  of  a  claim,  we  usually  com- 
promise. We  often  do  small  jobs  of  sewing  rips  in  shoes 
sold  from  our  store,  but  not  unless  we  consider  the  footwear 
has  not  given  the  amount  of  wear  that  it  should.  The 
repair  department  has  paid  me  by  a  small  margin  owing  to 
the  fact  of  my  having  a  first  class  man,  who,  in  many  cases, 
is  very  hard  to  secure.  With  a  majority  of  shoe  stores  in 
Chatham,  it  is  a  case  of  having  to  send  work  to  an  outside  shop 
to  get  it  done,  but  I  would  consider  the  practice  a  nuisance. 
I  have  often  thought  of  putting  in  machinery,  but  do  not 
think  it  would  pay  unless  you  were  on  the  ground  floor 
where  people  can  see  you;  and  that  would  necessitate 
having  the  outfit  away  from  the  store,  and  employing  some 
one  else  to  manage  it.  I  think  in  order  to  make  anything 
with  machinery  in  a  place  of  12,000  inhabitants,  that  the 
owner  should  be  a  practical  repairer  himself,  and  earn  wages 
as  well  as  managing." 

Further  views  on  the  important  question  of  repairs  and 
how  shoe  dealers  manage  this  department  will  be  presented 
in  the  next  issue  of  this  paper.  These  interviews  will  no 
doubt  be  read  with  a  great  deal  of  interest  and  instruction. 


The  Editorial  View  Point 


LEATHER  CONDITIONS. 

Both  in  Canada  and  the  United  States  conditions  at  the 
moment  are  quiet,  although  in  both  countries  it  seems  to  be 
the  case  that  stocks  are  very  light,  and  any  acceleration  of 
demand  would  mean  a  clearing  up  of  what  is  in  sight,  and 
some  inconvenience  to' users  of  shoe  materials.  Within  the 
past  Week,  shoe  manufacturers  have  shown  a  disposition  to 
buy  staple  lines  as  well  as  the  finer  grades,  and  some  large 
orders  have  been  placed,  especially  for  kids  and  patents  for 
spring  goods.  English  trade  is  looking  up,  and  some  good 
shipments  are  reported  at  remunerative  figures.  Export 
trade  generally,  however,  has  not  been  as  good  as  it  ought 
to  have  been  and  with  quietness  at  home  and  abroad  tanners 
have  been  inclined  to  go  slowly  with  regard  to  putting  down 
hides. 

UPPER  LEATHER  DUTY. 

Tanners  of  the  better  grades  of  upper  leather  are  still 
smarting  under  the  reduction  of  the  tariff  on  their  product, 
which  occurred  last  year,  when,  they  claim,  their  interests 
were  sacrificed  to  secure  the  approachment  at  Albany.  They 
claim  that  the  two-and-a-half  per  cent,  reduction  is  just 
sufficient  to  encourage  the  unloading  upon  this  market  of 
the  fag  ends  of  American  trade,  and  since  the  change  they 
have  been  constantly  harassed  by  quotations  that  have  the 
effect  of  unsettling  the  market.  The  change  was  not  asked 
for,  so  far  as  anyone  can  ever  find  out,  and  the  leather  men 
affected,  wonder  why  they  were  singled  out  for  the  slating 
that  their  trade  received  at  the  hands  of  the  government. 
Several  interviews  have  been  held  with  those  in  authority, 
but  so  far  no  redress  appears  to  be  in  sight. 

SHOE  CONDITIONS. 

Trade  in  the  West  as  well  as  in  the  East  has  been  quiet 
for  a  month  or  two  past,  and  manufacturers  in  the  East,  at 
least,  are  frank  in  confessing  that  fall  business  so  far  has  been 
disappointing.  Within  the  past  ten  days,  however,  their 
seems  to  have  been  a  tendency  towards  recuperation,  and  it  is 
thought  that  when  the  last  word  has  been  said,  it  will  be  found 
that  the  volume  will  be  fully  up  to  the  average  for  the  season. 
Travellers  are  about  to  start  out  with  spring  samples,  and 
some  have  been  out  for  a  week  or  more.  Those  who  have 
had  any  chance  to  judge,  claim  that  the  outlook  is  most 
promising.  Stocks  are  low  already  on  summer  goods,  al- 
though the  retail  season  is  by  no  means  over,  and  this  will 
help  substantially  those  who  go  out  with  lines  for  next 
spring  and  summer. 

SHOE  STYLES. 

We  have  already  discussed  at  length  the  tendencies  of 
shoe  requirements  for  the  coming  season,  and  so  far  develop- 
ments have  indicated  practically  everything  we  have  said. 
Orders  for  tans  are  already  coming  in,  not  only  from  jobbers, 
but  retailers,  in  a  way  that  indicates  in  no  uncertain  fashion 
.he  confidence  of  buyers  in  the  stability  of  the  demand  for 
this  class  of  shoes.  Patents,  of  course,  are  receiving  a  good 
deal  of  attention  and  will  loom  up  largely,  but  the  volume 
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will  show  a  diminution  corresponding  largely  to  the  develop- 
ment of  tans.  The  establishment  of  some  of  the  freak  styles 
in  apparently  settled  popularity  is  a  feature,  but  on  the  other 
hand  velvets  andsimilar  fads  are  being  given  the  cold  shoulder. 
On  the  whole,  the  coming  season's  samples  are  conservative 
compared  with  some  that  have  preceded  them. 

REDUCING  LINES. 

It  is  as  much  to  the  advantage  of  the  manufacturer  as 
the  dealer  to  have  the  number  of  lines  of  shoes  brought  to  a 
sensible  point.  The  cost  of  lasts  and  patterns  in  a  shoe 
factory  to  day  is  appalling,  and  matters  along  this  line  seem 
to  grow  worse  instead  of  better.  The  manufacturer  blames 
the  retailer,  and  the  latter  puts  the  responsibility  on  the 
manufacturer.  No  doubt  there  are  two  sides  to  the  issue. 
It  seems  impossible  to  curb  the  disposition  of  the  shoemaker 
to  get  out  something  a  little  different  from  his  competitor, 
and  the  same  tendency  obtains  with  the  dealer.  Just  so 
long  as  this  desire  to  "get  away  from  the  other  fellow" 
prevails,  it  will  be  impossible  to  prevent  the  multiplication 
of  lines.  No  understanding  upon  the  part  of  manufacturers 
could  accomplish  anything  unless  everybody  were  in  it. 

LABOR  TENDENCIES. 

.  Some  twenty-five  or  thirty  years  ago  the  shoe  industry 
flourished  in  Ontario,  and  then  trade  unionism  drove  it  out. 
In  spite  of  the  warnings  they  received,  shoemakers  in  To- 
ronto and  Hamilton  kept  insisting  upon  higher  prices  until 
manufacturing  concerns  found  they  could  buy  staples  and 
medium  grade  goods  in  the  East  cheaper  than  they  could 
make  them.  Hence  jobbing  became  more  popular  than 
manufactuiing.  At  that  time,  no  doubt,  wages  in  the  East 
were  low;  but  in  recent  years  so  strong  has  the  grip  of  the 
union  upon  the  trade  of  Montreal  and  Quebec  become  that 
the  manufacturers  there  are  beginning  to  feel  that  they  are 
meeting  a  similar  experience  to  that  of  their  Western  confreres 
a  few  years  ago.  It  once  looked  as  though  Quebec  were  to 
be  the  Lynn  of  Canada,  but  its  growth  as  far  as  the  shoe 
industry  is  concerned  has  been  practically  nil  for  the  past 
four  or  five  years. 

SHOE  FAIRS. 

Compared  with  two  years  ago  the  recent  shoe  and 
leather  fair  was  good,  although  it  can  hardly  have  proven  a 
financial  success.  Probably  the  failure  of  its  predecessor 
was  largely  responsible  for  the  difficulty  of  securing  a  fuller 
representation  of  the  trades  in  the  show.  Those  who  attended 
are  not  just  unanimous  in  their  opinions  as  to  its  value  out- 
side of  a  glorified  salesroom.  Those  who  went  expecting  to 
see  something  new  either  in  shoes,  leather,  or  even  machinery, 
were  more  or  less  disappointed.  There  was  nothing  abso- 
lutely new  in  shoes  and  very  little  in  machinery-  Some  of 
the  "Mechanics'  Fairs"  held  in  the  same  building,  and  giving 
a  wide  range  of  miscellaneous  machinery  have  had  a  larger 
array  of  machines  of  interest  to  the  shoe  and  leather  trades. 
Nevertheless,  the  management  deserve  great  credit  for  their 
arrangements  which  left  little  to  be  desired. 
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W.  J.  Thurston. 


"Where  Good  Shoes  Come  From" 

The  Slogan  of  an  Enterprising  Guelph  Retailer — Attractive  Front  and  Inviting  Interior 
Draw  Trade — Making  the  Hosiery  Department  a  Feature — His  Methods 
of  Stock  Keeping — How  He  Treats  Some  Trade  Evils. 


W.  J.  Thurston,  of  Guelph,  Ontario,  is  one  of  the  live 
wires"  in  the  retail  shoe  business.  He  has  ideas  of  his  own, 
and  believes  in  giving  effect  to  them. 

His  store  slogan  is,  "Where  the  good  shoes  come  from," 
and  his  place  of  business  at  39  Wyndham  Street,  in  the  Royal 
City,  is  one  of  the  most  inviting  and  handsome  footwear 
establishments  in  the  West.  The  front  is  imposing,  and  the 
interior  is  equally  attractive.  Last  fall  Mr.  Thurston 
moved  from  acrossthe  street  to  his  present  splendidly  equipped 
premises.  The  dimensions  are  25  by  98  feet.  The  fittings 
are  in  early  English  oak,  and  a  skylight  as  well  as  exception- 
ally beautiful  and  spacious  show  windows  admit  a  flood  of 
illumination. 

Mr.  Thurston  had  the  store  altered  in  accordance  with 
the  latest  conveniences  and  specifications. 

The  basement  is  fitted  up  and  plastered  the  same  as  the 
store,  and  is  used  for  trunks,  hand  bags,  travelling  goods 
and  rubber  stock.    The  lower  windows  in  front  help  to  light 


it.  This  makes  a  fine  place  to  display  the  goods  as  there  is 
a  large  wide  staircase  going  down  the  centre  of  the  store. 

There  are  two  entrance  doors,  and  the  flooring  outside 
leading  to  the  walk  is  tiled.  The  windows  are  14  feet  deep 
and  4  feet  wide,  next  to  the  street.  In  each  there  are  two 
plate  glass  mirrors.  In  the  lady's  window  there  is  a  ledge 
for  displaying  hand  bags  and  club  bags.  In  the  men's 
window  there  is  another  ledge  for  suit  cases,  club  bags,  etc. 
The  arrangements  are  most  complete  and  artistic.  The 
front  of  the  tiled  entrance  is  16  feet  in  width. 

Mr.  Thurston  has  individual  chairs — large,  heavy, 
early  English  oak  ones  with  arms.  One  third  of  the  store 
floor  down  each  side  is  covered  with  heavy  linoleums,  and 
there  are  plenty  of  rugs  in  front  of  every  two  chairs.  The 
remainder  of  the  space  down  the  middle  is  oak  finished  in 
two  colors — light  and  dark. 

Uniform  cartons  are  used  in  the  Thurston  store,  and  a 
universal  label  which  is  embossed.    The  corners  of  the  cartons 


The  attractive  and  imposing  front  of  the  Thurston  shoe  store,  Guelph,  Ont. 
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are  bound  with  cotton  so  as  to  make  them  strong.  The 
labels  have  an  effective  scroll  border,  and  inside  in  script, 
are  the  words  "The  Thurston  Shoe." 

Problem  of  Repairs. 

"No,  we  do  not  conduct  a  repair  shop,"  remarked  Mr. 
Thurston,  who  has  been  in  the  shoe  line  four  years  as  a 
proprietor,  having  bought  the  business  of  McLaren  &  Co., 
of  which  he  was  manager  for  three  years  previous  to  his 
purchase  of  the  stock.  "We  take  in  repairs,  however,  and 
send  them  out  to  a  shoemaker.  We  find  this  plan  works  out 
pretty  well.  You  ask  me  how  we  clear  out  slow  selling 
goods.  Well,  we  have  reduction  sales  twice  a  year — mid- 
summer and  mid- winter.    They  do  the  work." 

Poor  Ads.  Do  Not  Pay. 

"What  are  your  views  on  advertising?"  was  the  next 
query  fired  at  the  progressive  young  shoe  merchant. 

"  I  think  it  is  good  advertising,"  was  the  reply,  "to  spend 


Interior  of  Mr.  Thurston's  shoe  house. 

money  on  bottoms  for  windows,  also  stands  and  fittings, 
and  change  the  windows  often.  Be  careful  of  the  cash  spent 
in  newspapers.  Lots  of  advts.  are  like  money  thrown  away, 
if  they  are  not  changed  often.  Advertising  pays  if  it  is 
properly  looked  after;  and  pays  well." 

"Keep  business  moving,"  is  a  maxim  of  Mr.  Thurston. 
He  says  a  shoe  stock  should  be  turned  over  three  times  a 
year. 

The  Old  Foe — Approbation. 

"Regarding  the  approbation  evil,  we  have  to  do  consider- 
able of  it,  but  we  find  that  the  practice  is  unsatisfactory, 
and  we  seek  to  discourage  it  as  much  as  possible  by  pointing 
out  how  much  better  and  more  easily  a  customer  can  be  fitted 
in  the  store  where  every  convenience  and  facility  is  at  hand, 
and  our  sales  force  is  trained  in  the  art  of  seeing  that  patrons 
get  proper  footwear  comfort.  About  85  per  cent,  of  our 
total  trade  is  cash." 

The  Thurston  store  closes  at  six  o'clock  the  year  round, 
except  on  Saturdays  and  nights  preceding  a  public  holiday. 

His  Stock  Keeping  System. 

"We  use  a  stock  book  system  and  every  line  of  shoes  in 
the  store  is  entered  into  our  stock  book  with  sizes.  When 


a  pair  is  sold  the  stock  number  and  size  go  on  the  check,  and 
of  course  the  price  must  be  there  for  that  number  on  the  line 
of  shoes.  Every  shoe  has  the  stock  number  scratched  or 
written  on  the  sole,  as  well  as  the  price  and  mate  numbers. 
For  instance,  No.  469  represents  a  Dongola  Blucher  at  $4.00, 
and  when  we  are  low  in  sizes  we  look  in  the  stock  book  and 
see  just  what  we  have  in  hand  and  the  sizes.  As  they  are 
sold  they  are  marked  off  and  as  they  come  in  the  sizes  are 
entered.  You  can  tell  each  year  how  many  pairs  of  the 
line  were  disposed  of  as  in  the  margin  the  number  of  pairs 
received  are  entered." 

The  Traveller's  Needs. 

A  representative  stock  of  travelling  goods  is  carried, 
and  at  certain  seasons  these  are  featured  in  window  displays 
and  by  other  means  a  good  trade  has  been  built  up.  The 
proprietor  finds  that  such  a  department  attracts  many 
persons  to  the  store,  while  the  profits  on  grips,  valises,  trunks, 
bags,  etc.,  are  satisfactory. 

The  business  in  which  Mr  .Thurston  is  the  animating  force 
was  founded  in  1869,  and  his  establishment  is  known  as 
■'  The  Leading  Shoe  Store."  A  large  expanding  business, 
has  been  created  and  patrons  find  it  a  pleasure  to  satisfy 
their  footwear  requirements  in  such  clean,  bright  quarters. 
The  stock  is  neatly  kept,  the  service  is  prompt  and  courteous, 
and  the  motto  with  every  sale  is  "a  good  fit,"  honest  value 
and  satisfaction." 

Finds  Hosiery  Profitable. 

A  choice  stock  of  hosiery  is  carried.  It  has  rapidly 
developed  into  an  important  branch  of  the  house  and  a 
revenue  producer.  Mr.  Thurston  finds  that  it  is  easily 
managed,  and  has  proved  a  splendid  drawing  card.  His 
views  on  this  department  are  interesting  and  timely. 

"We  are,"  he  said,  "handling  ladies'  and  gentlemen's 
hcse,  and  are  having  wonderful  success  with  them.  We  sell 
two  out  of  every  three  people  buying  pumps  or  oxfords  a 
pair  cf  fancy  hcse.  We  carry  them  from  25  cents  to  the 
best  silk  ones  at  $2  per  pair.  We  are  the  first  in  town  in 
the  shoe  business  to  put  in  this  department  and  are  well 
pleased  with  the  results." 


READS  EVERY  WORD  OF  IT. 

I  am  much  pleased  with  the  SHOE  AND 
LEATHER  JOURNAL  and  read  it  regularly  from 
cover  to  cover. 

W.  HERN. 

Goderich,  Ont., 

July,  nth,  191 1. 


LIKES  TWICE-A-MONTH  ISSUE. 

I  wish  to  compliment  you  on  the  splendid 
publication  that  you  are  now  issuing  twice  a  month. 
I  find  the  SHOE  AND  LEATHER  JOURNAL 
very  interesting  and  instructive. 

Yours  very  truly, 
Quebec  Shoe  Co., 

per   Wm.    C.  Allan. 

Winnipeg,  Man., 

July  19th,  191 1. 
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More  Bright  Selling  Experiences 

The  Way  Enterprising  Clerks  Have  Closed  Sales  for  High  Class  Footwear — Where  Tact,  Suggestion 
and  Foresight  Have  Brought  Results — The  Contest  Stirs  Up  Much  Interest. 


THOSE  WHO  WON  AWARDS. 

ist  Prize,  $5.00  A.  L.  Wright  (Morris  &  Co.), 
Glace  Bay,  C.  B. 

2nd  Prize,  $3.00  Miss  Lulu  Fenton  (H.  S.  Fen- 
ton),  Shelburne,  Ont. 

3rd  Prize,  $2.00  Miss  S.  Atkins  (F.  W.  Atkins), 
Cardston,  Alta. 

4th  Prize,  $1.50  Percy  L.  Smith  (Smith  &  Kerr), 
Ingersoll,  Ont. 

5th  Prize,  $1.00  Miss  Annie  Barnes  (Geo.  J.  St. 
Leger),  370  Yonge  St.,  Toronto 


The  second  monthly  selling  experience  among  retail 
shoe  clerks,  conducted  by  Shoe  and  Leather  Journal  has 
closed.  This  feature  has  caught  on  amazingly  well  with  the 
great  army  of  footwear  salesmen  and  women,  and  those 
who  entered  the  competition  numbered  over  double  those 
who  took  part  in  the  June  contest.  So  varied  and  clever  have 
been  the  selling  experiences  of  those  participating,  that  it 
has  proven  a  rather  difficult  task  to  agree  on  the  awards. 
The  struggle  for  the  premiums  has  been  keen  and  spirited, 
and  the  experiences  forwarded  show  that  clerks  are  becoming 
more  alive,  aggressive  and  practical.  They  are  taking  a 
deeper  interest  in  their  work,  are  disposing  of  more  and 
worthier  goods,  and  improving  themselves  in  efficiency, 
resourcefulness  and  ability.  The  methods  employed  by 
different  persons  are  full  of  inspiration  and  an  incentive  for 
every  clerk  to  prove  what  he  or  she  can  do  with  a  little  thought 
clear  judgment  and  timely  talk. 

Most  any  employe  can  take  and  fill  an  order,  but  can 
you  do  more  than  this?  Can  you  awaken  interest  and  create 
a  desire  for  a  thing  a  visitor  had  no  thought  of,  or  can  you 
convince  such  a  one  that  a  high  priced  shoe  represents  the 
best  value  and  service,  that  it  is  economy  to  take  advantage 
of  certain  offerings,  at  certain  times;  and  by  adaptability, 
reliability,  energy  and  application,  exemplify  what  you  can 
do  and  thus  prove  to  your  employer,  whose  eye  is  ever  upon 
you,  that  you  are  indeed  a  salesman  or  saleswoman,  and  not 
a  mere  order  taker  or  time  server. 

The  August  competition  in  retail  selling  experiences 
closes  on  August  20th,  and  the  results  will  be  announced  in 
the  edition  of  September  ist. 

Sit  down  and  do  some  thinking  and  write  us  an  article 
giving  your  experience  or  insight.  Never  mind  literary 
merit.  It  is  ideas— practical,  serviceable,  helpful  pointers 
and  methods,  that  this  paper  desires.  Send  in  your  con- 
tributions before  August  20th.  Because  you  did  not  capture 
a  place  in  this  race  do  not  let  that  deter  you  from  taking  part 
in  the  next. 

WHAT  INSPIRATION  ACCOMPLISHED. 

A.  L.  Wright,  Glace  Bay,  C.  B.. 

During  a  quiet  spell  after  supper,  I  was  looking  over  the 
Shoe  and  Leather  Journal  and  happened  to  read  the  con- 
test experiences  of  the  several  shoe  clerks  in  the  "Salesman- 


ship contest."  A  real  shoe  salesman  could  hardly  help  but 
become  enthused!  Just  then  a  young  man  came  in  and 
enquired  for  a  pair  of  rubber  heels.  Ordinarily,  after  the 
article  had  been  chosen,  I  would  have  enquired,  "Will  there 
be  anything  else  this  evening?"  but,  still  having  in  mind  the 
reading  of  the  salesmanship  contest,  I  said,  "before  you  go, 
sir,  I  would  like  to  show  you  three  new,  snappy  tan  boots 
that  just  came  in  yesterday,  so  that  any  time  in  future,  when 
you  need  a  pair,  you  will  remember  these  new  shapes."  Our 
store  is  a  combined  grocery  and  shoe  store,  with  division 
down  the  centre,  and  both  departments  separate.  A  young 
man,  waiting  to  purchase  groceries  on  the  other  side,  came 
over  on  hearing  the  conversation  in  reference  to  the  tan  boots, 
and  took  up  one  after  another,  examining  them.  My  custo- 
mer for  the  rubber  heels,  while  being  very  much  impressed 
with  the  styles  and  values  I  had  just  shown  him,  promised  to 
remember  the  shoes  and  come  in  and  purchase  his  next  pair 
from  us.  Meanwhile  the  grocery  buyer,  just  looking  around, 
had  started  to  fit  on  some  of  the  tan  shoes.  While  fitting  this 
second  young  man,  an  elderly  man  with  a  boy  of  about 
fourteen,  came  in  and  asked  for  a  pair  of  $2.50  shoes  for  the 
boy.  Now  that  boy  wore  a  size  6)4,  and  leaving  my  custo- 
mers, I  took  out  a  sample  of  lines  at  the  price  mentioned. 
My  young  man  being  now  fitted,  I  unlaced  the  shoe  chosen 
and  explained  the  good  points  and  wearing  qualities,  and 
wrapped  up  his  purchase  at  $5.00.  The  elderly  man  then 
reached  down  among  the  several  pairs  around  the  fitting 
stool  and  taking  up  the  tan  boots,  they  happening  to  be  size 
6lA,  told  his  boy  to  fit  those  on.  I  think  it  was  due  to 
my  description  of  the  shoe  to  the  previous  customer,  that 
he  remarked,  "Tan  boots  wear  better  than  black;  I 
came  in  to  buy  $2.50  shoes  for  the  boy,  but  I'll  take  these 
tan  ones  at  $5.00;  also  wrap  up  a  pair  of  the  same  shoe,  size 
8,  for  myself."  Now  to  sum  up  the  result  of  my  enthusiasm. 
Under  the  regular  system  I  would  have  sold: 


1  pair  Rubber  Heels   '4° 

1    "    Black  Boots   2.  50 


Total  :  $2.90 

Instead  I  found  I  had  sold: 

1  pair  Men's  tan  Boots   5- 00 

2  "  Men's  Tan  Boots  at  $5.00  ...  10.00 
1    "    Rubber  Heels    40 


Total  $15-40 


To  say  nothing  of  the  probable  intention  to  buy  shoes, 
created  in  the  mind  of  my  rubber  heel  customer. 

MADE  THEM  BOTH  HAPPY. 

Miss  Lulu  Fenton,  Shelburne,  Ont. 

I  had  an  experience  with  a  man  and  woman  yesterday 
that  goes  to  show  what  a  salesman  can  do  with  "Salesman- 
ship and  Tact." 

The  man  asked  to  be  shown  a  cheap  pair  of  light  shoes, 
size  11.  Most  of  you  are  aware  when  asked  for  that  size 
your  range  is  not  very  large.  However,  I  showed  him  four 
pair  from  $1.50  to  $2.25,  and  could  see  they  did  not  fit  as 
well  as  they  should,  as  he  had  a  broad  foot.    I  said,  "I  have 
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here  an  extra  good  selling  boot,  Dr.  Reed's  cushion  sole;  it 
costs  a  little  more,  but  will  give  you  great  comfort  which  will 
more  than  make  up  for  the  extra  cost. 

I  handed  him  a  pair  and  he  put  one  on  and  said,  "Why 
that  is  just  the  boot  I  have  been  looking  for." 

His  wife  picked  up  the  mate  and  noticed  the  price,  $6.00, 
stamped  on  the  bottom,  and  asked  if  that  was  what  I  sold 
them  for.  She  then  turned  and- said  to  her  husband,  "Tom, 
they  don't  fit  you." 

"Oh,  yes  they  do,"  he  said.  "But  they  don't,  Tom." 

"But  they  do,  Maggie,  and  are  the  boots  for  me,  so 
nice  and  wide,  and  we  will  take  them,  and  since  I  am  fitted 
so  well  you  buy  a  pair  too." 

"No,  indeed  I  will  not,  if  you  are  going  to  take  such  a 
dear  pair,  I  will  do  without." 

By  this  time  I  had  a  pair  of  slippers  out  and  had  her  try 
them  on,  they  fitted  like  a  glove.  The  husband  laid  down 
the  cash,  $1.50,  for  them  and  said,  "Now,  Maggie,  you  will 
have  to  take  them  as  they  are  paid  for." 

"Alright,"  she  replied,  "under  one  consideration,  that 
is,  I  pay  for  yours." 

He  got  the  dear  boots,  and  she  the  cheaper  ones.  Both 
»  went  away  happy,  having  bought  each  other  a  pair. 


or  two  on.  He  was  doubtful  about  the  fit,  saying  that  he 
rarely  got  a  shoe  to  fit  him.  I  had  been  coming  to  the  con- 
clusion that  I  could  possibly  interest  him  in  a  cushion  sole 
shoe,  the  highest  priced  in  the  store,  namely,  $5.50,  and  so 
I  made  the  venture.  I  brought  the  shoe  to  him,  had  him 
put  it  on,  telling  him  that  it  was  a  special  line  that  we  had 
made  for  us,  and  that  I  was  sure  he  would  find  it  more  com- 
fortable than  any  he  had  tried  on.  He  finally  admitted  that 
it  was,  and  asked  the  price.  I  told  him,  and  the  answer  was  a 
whistle.  I  then  proceeded  to  explain  the  construction  of  the 
shoe,  and  the  fine  quality  of  stock.  I  had  him  feel  the  felt 
cushion  and  I  then  referred  to  a  man,  whom  we  both  knew, 
who  had  purchased  a  pair  of  these  shoes  and  used  them 
for  every  day  wear  in  carpenter  work  for  a  year,  and  had 
come  back  for  another  pair.  That  man  had  told  us  he  had 
never  had  such  an  easy  time  with  his  feet. 

I  then  asked  the  youth  to  put  the  other  shoe  on.  I 
laced  up  both  and  had  him  stand  up.  He  finally  decided  to 
wear  them,  leaving  his  old  ones  to  be  called  for.  I  am  satisfied 
he  never  intended  to  go  over  half  the  sum  for  footwear  when 
he  came  in. 


FITTED  HIM  OUT  IN  GOOD  STYLE. 

Miss  S.  Atkins,  Cardston,  Alta. 

The  art  of  selling  is  in  getting  your  patrons  to  purchase 
goods  they  think  they  do  not  want. 

A  gentleman  entered  my  father's  store  in  which  I  am 
engaged,  wishing  to  look  at  trousers.  After  selecting  a  pair, 
he  asked  to  leave  them  until  noon,  when  he  would  call  for 
them.  When  he  came  in  for  his  parcel  a  short  conversation 
was  entered  into,  during  which  his  attention  was  drawn  to 
some  ladies'  hose  displayed  in  a  silent  salesman,  whereupon, 
I  handed  them  to  him  for  inspection,  after  which  he  bought 
them,  and  also  a  supply  of  children's  hose,  ten  pairs  in  all, 
in  addition  to  a  pair  of  shoes.  Before  leaving,  his  bill  was 
$17.30,  in  place  of  $5.00  for  a  pair  of  trousers. 

On  another  recent  occasion  a  young  man  entered,  a  few 
moments  before  closing  time.  He  wished  to  look  at  our 
range  of  neckties.  After  selecting  three,  I  inquired  if  there 
would  be  anything  more  and  he  answered,  "no,  I  think  not." 
In  our  show  case  we  have  a  sample  of  a  Regal  shoe,  cut  in 
half.  To  this  his  attention  was  drawn.  He  took  the  shoe, 
examined  it  closely,  laying  it  down  with  the  remark,  "that 
looks  to  be  a  fine  shoe." 

I  took  this  opportunity  of  displaying  the  best  grades 
that  we  have,  a  pair  of  which  he  finally  concluded  to  take. 
He  also  bought  several  pairs  of  hose. 

Seeing  that  his  hat  looked  much  the  worse  of  wear,  I 
drew  his  attention  to  our  line  of  hats,  shirts,  collars  and 
handkerchiefs,  several  of  which  he  finally  purchased.  Thus 
he  ran  up  a  bill  of  $18.30,  which  he  paid  willingly  and  without 
the  slightest  complaint.  Thanking  him  kindly,  he  left  the 
store  well  pleased  with  the  goods. 


WHISTLED  AT  THE  PRICE,  BUT— 

Percy  L.  Smith,  Ingersoll,  Ont. 
A  few  weeks  ago  a  young  man,  a  farmer,  came  into  the 
store  and  asked  to  see  some  shoes,  something  about  $2.50 
or  $3.00.    I  showed  him  several  in  his  size,  which  was  ten, 
'  at  the  prices  mentioned,  and  finally  persuaded  him  to  try  one 


WHERE  TACT  COMES  TO  FRONT. 

Miss  Annie  Barnes,  Toronto,  Ont. 

Your  Journal  is  right  on  the  mark  in  saying  that  more 
tact  and  ability  are  required  in  the  shoe  trade  than  any  other. 
All  the  experience  in  the  world  is  useless  unless  a  clerk  thinks 
for  himself.  One  requires  the  insight  of  a  Sherlock  Holmes, 
coupled  with  the  tact  and  patience  of  an  international 
diplomat.  The  following  is  a  most  effective  way  of  clearing 
discarded  lines  or  "stickers."  On  three  occasions  recently, 
I  succeeded  in  selling  a  pair  of  shoes  to  customers  in  addition 
to  the  ones  already  purchased.  After  suiting  them  with  what 
they  required,  I  ask  them  to  look  at  a  line  that  we  were 
clearing  at  a  sacrifice.  After  persuading  them  that  a  change 
of  shoes  is  most  beneficial  in  hot  weather,  and  inducing  them 
to  fit  them  on,  I  succeeded  in  effecting  sales. 

You  do  not  accomplish  it  every  time,  but  one  man,  who 
did  not  need  more  than  one  pair,  told  a  friend,  who  came  two 
days  after  and  was  suited.  It  does  not  always  pay  to  con- 
clude that  a  customer  having  purchased  a  pair  is  not  willing 
or  ready  to  take  another. 


Things  to  Forget 

If  you  would  increase  your  happiness  and  prolong  your 
life,  forget  your  neighbor's  faults.  Forget  all  the  slanders 
you'  have  ever  heard.  Forget  the  temptations.  Forget  the 
fault-finding,  and  give  little  thought  to  the  cause  which  pro- 
voked it.  Forget  the  peculiarities  of  your  friends  and  only 
remember  the  good  points  which  make  you  fond  of  them. 
Forget  all  personal  quarrels  or  histories  you  may  have  heard 
by  accident,  and  which,  if  repeated,  would  seem  a  thousand 
times  worse  than  they  are.  Blot  out,  as  far  as  possible,  all 
the  disagreeables  of  life;  they  will  come,  but  they  will  only 
grow  larger  when  you  remember  them,  and  the  constant 
thought  of  the  acts  of  meanness,  or,  worse  still,  malice, 
would  only  tend  to  make  you  more  familiar  with  them. 
Obliterate  everything  disagreeable  from  yesterday,  start 
out  with  a  clean  sheet  for  to-day,  and  write  upon  it  for 
sweet  memory's  sake  only  those  things  which  are  lovely  and 
lovable. 
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Making  Window  Displays  "Pull" 

A  Few  Important  Principles  Underlying  Successful  Displays — What  They  Are  For — Mistakes  to 
Be  Avoided — The  Necessity  of  Concentration  and  a  Working  Plan. 


There  is  probably  more  enquiry  among  shoe  retailers 
today  concerning  up-to-date  methods  of  window  dressing 
than  about  any  other  matter.  This  goes  to  prove  that  shoe- 
men  generally  are  waking  up  to  the  fact  that  the  store  window 
properly  looked  after  can  be  made  one  of  the  greatest  agen- 
cies for  increasing  trade  today.  It  is  also  one  of  the  least 
expensive,  in  that  an  attractive,  business-bringing  display  can 
be  arranged  with  the  minimum  of  display  material  and  cost, 
if  only  the  main  principles  underlying  scientific  window 
display  be  understood. 

Crowding  Should  Be  Avoided 

What  are  these  main  principles?  Probably  the  most 
important  of  all  is  the  cardinal  rule  that  no  window  should 
be  crowded  when  arranging  a  display.  Strange  to  say,  this 
important  principle  is  the  one  that  is  almost  universally 
broken  in  shoe  displays.  With  the  same  idea  in  mind,  prob- 
ably, as  he  has  when  writing  his  ads.,  viz. — getting  the  most 
possible  value  from  the  space  used — the  average  show  dealer 
will  put  as  many  shoes  in  his  windows  as  he  can  crowd  there- 
in with  any  sort  of  orderly — and  often  disorderly-arrangement. 
But  in  both  cases  he  defeats  the  very  end  he  has  in  view. 

Now,  there  is  many  a  retailer  today  who  cannot  be 
persuaded  that  he  does  not  defeat  his  purpose  by  such  dis- 
play methods.  He  argues  that  if  people  do  not  see  in  the  win- 
dow the  shoe  wanted,  at  the  price  desired,  they  will  not  bother 
investigating  further,  and  will  go  elsewhere.  Therefore, 
crowd  in  as  many  shoes  and  price  tickets  as  possible.  It 
is  astonishing  how  firmly  rooted  is  this  heresy  in  the  minds 
of  shoe  retailers. 

What  Window  Displays  Are  For. 

The  whole  idea  is  utterly  erroneous.  Think  a  minute. 
What  is  window  dressing  for?  "To  sell  goods,"  you  say. 
Yes,  but  not  directly.  Like  advertising,  window  dressing 
should  arouse  interest,  stimulate  desire  and  by  so  doing, "pull" 
the  passer-by  into  the  store,where  intelligent  salesmanship  can 
satisfy  his  wants  and  send  him  away  a  friend  of  the  store. 

Very  good.  But  this  end  is  not  best  achieved  by  expect- 
ing him  to  make  his  decision  on  the  street,  and  moreover, 
the  average  man  seldom  knows  exactly  what  shoe  he  does 
want.  He  may  have  a  hazy  idea,  but  it  is  the  salesman  who 
transforms  the  idea  in  the  abstract  into  the  concrete.  It  needs 
the  salesman's  touch  every  time  to  do  this,  and  to  satisfy 
the  customer.  Therefore,  the  only  question  in  mind  should  be, 
"  How  can  I  bring  the  onlooker  within  reach  of  the  salesman?  " 

It  is  a  psychological  truth  that  a  multiplicity  of  objects 
merely  confuses  the  onlooker.  That's  the  effect  of  a  crowded 
window.  On  the  other  hand,  a  carefully  arranged  display 
made  up  of  as  few  shoes  as  possible,  but  in  an  attractive 
manner,  will  often  stimulate  his  curiosity  to  the  point  of  going 
inside  to  ask  questions — if  he  has  need  of  the  goods  shown. 

Keep  Display  Level  with  the  Eye. 

This  is  another  important  principle  in  retail  footwear 
display,  and  one  that  is  coming  into  more  prominence  all 
the  time,  especially  among  expert  window  dressers.  The  av- 
-  r.  y  display  is  not  only  crowded  at  the  bottom  of  the  window 
but  also  many  shoes  are  suspended  from  the  ceiling.  This 


is  a  mistake,  and  the  effect  is  too  distracting  to  be  of  any  use 
at  all  in  attracting  customers.  Of  course,  there  is  no  rule 
that  may  not  be  broken  to  good  advantage  at  times,  but  gen- 
erally speaking,  displays  should  not  reach  above  eye  level. 
In  fact,  in  the  most  modern  windows  with  very  low  flooring, 
the  top  of  the  display  is  often  below  the  level  of  the  eye. 

It  is  the  general  practice  among  expert  trimmers  to  dress 
windows  from  the  centre.  That  is,  to  make  the  display 
focus  to  a  central  point,  and  to  be  certain  that  the  units  on 
either  side  of  that  point  show  as  perfect  a  ' '  balance  "  in  height, 
width  and  depth  as  possible.  This  is  not  always  an  easy 
task,  and  hence  is  often  ignored  by  careless  or  inexpert  trim- 
mers. A  careful  survey  of  good  displays  will,  however,  es- 
tablish the  fact  that  this  element  of  "balance"  is  generally 
observed.  There  should  be  little  trouble  in  arranging  this, 
provided  the  window  be  dressed  to  a  pre-arranged  plan. 

Concentration  a  Necessary  Feature. 

Furthermore,  a  window  display  should  not  be  of  an  in- 
discriminate nature.  By  this  is  meant,  that  high-quality, 
stylish  shoes  should  not  be  displayed  side  by  side  with  cheaper, 
heavier  grades.  It  works  to  the  disadvantage  of  both  var- 
ieties. Comparisons  are  odious.  This  is  a  principle  more 
honored  in  the  breach  than  the  observance. 

Concentration  should  be  the  objective  point  at  all  times. 
It  pays  handsomely.  If  a  store  has  two  windows,  it  is  much 
more  effective  to  display  women's  lines  in  one,  and  men's 
lines  in  the  other.  When  the  store  is  blessed  with  only  one 
"silent  salesman,"  display  one  line  at  one  time  and  one  at 
another.    This  is  preferable  to  placing  them  side  by  side. 

It  is  also  better  to  feature  one  variety  of  footwear  at  a 
time.  For  example,  arrange  a  telling  display  of  pumps, 
and  follow  it  with  another  of  Oxfords,  and  so  on.  Concentra- 
tion with  frequent  changes  is  decidedly  more  effective  than 
a  pot-pourri  of  all  lines  with  a  monthly  change  in  trim. 

Avoid  Profusion  of  Price  Tickets. 

If  there  be  one  thing  above  another  that  makes  a  window 
look  bizarre  in  the  extreme,  it  is  the  senseless  profusion  of 
price  tickets  so  frequently  seen  when  special  sales  of  any  kind 
are  being  featured.  When  the  tickets  are  uniform  in  shape 
and  color  and  executed  carefully,  it  is  bad  enough ;  but  when 
carelessly  lettered  monstrosities  of  every  style  and  shape, 
so  customary,  are  used,  the  effect  on  the  onlooker  is  painful  in 
the  extreme.  If  he  has  any  artistic  sense  at  all,  he  goes  away 
with  the  same  disgusted  feeling  he  has  when  he  looks  into 
the  window  of  a  pawn-shop.  It's  a  wonder  that  some  shoe 
men  will  not  learn  this  obvious  fact. 

Feature  one  range  of  shoes  at  a  certain  price;  instead 
of  numerous  tickets,  have  one  artistic  show-card  made  show- 
ing price  and  giving  the  main  selling-points.  This  is 
concentration  again.  Instead  of  diffusing  the  attention,  it 
focuses  it  on  one  point. 

If  the  shoeman  will  renovate  his  windows  after  the 
manner  described  in  previous  issues  of  the  Shoe  and  Leather 
Journal,  and  be  guided  by  the  above  general  suggestions 
and  his  native  common  sense,  he  will  have  no  difficulty  in 
creating  displays  greatly  above  the  ordinary  rule-of-thumb- 
variety. 


Group  of  Canadian  visitors  at  the  booth  of  the  Shoe  and  Leather  Journal,  National  Shoe  and  Leather  Market  Fair,  Boston. 

(Mentioned  as  the  Canadian  Shoe  and  Leather  Association) 

The  Great  Market  Fair  Week  in  Boston 

Visit  of  the  Canadian  Contingent  One  of  the  Big  Outstanding  Features-A  Splendid  Educational  Display-Guests 
From  the  Dominion  Dine  Together— The  Evolution  of  The  Shoe  and  Leather  Trade. 


The  big  Shoe  and  Leather  Market  Fair  is  over.  It  was 
held  in  Boston,  the  greatest  shoe  and  leather  centre  in  the 
world,  from  July  12th  to  19th.  Was  it  successful?  Ask 
any  man  who  was  there  and  he  will  tell  you  emphatically 
that  it  was  a  pronounced  success  from  every  standpoint. 
Canadians  were  present  in  large  numbers,  from  Montreal, 
Toronto,  Hamilton,  Quebec,  London,  Calgary,  and  other 
points,  and  their  influx  was  one  of  the  sensations  of  the  show. 

Every  department  of  the  huge  undertaking  was  well 
managed.  The  spacious  Mechanics'  Building  in  "The 
Hub,"  was  crowded  with  exhibits  of  all  kinds,  and  specialties 
of  every  character  were  effectively  displayed  in  the  different 
booths.  To  dwell  in  detail  upon  the  various  educational 
features  would  require  volumes,  but  some  of  the  salient 
points  may  be  briefly  referred  to.  It  was  a  vast  mutual 
meeting  ground  for  buyer  and  seller,  new  accounts  were 
opened  up,  and  numerous  avenues  for  business  extension 
discovered.  On  display  were  all  the  latest  creations  in 
footwear,  the  most  recent  inventions  for  making  of  shoes, 
processes  of  tanning,  creations  in  leather,  stock  keeping 
systems,  retail  store  facilities,  repair  accessories,  etc.  Much 
interest  was  evinced  in  the  comprehensive  displays. 
The  Social  Advantages. 
The  social  side  was  not  overlooked,  and  every  oppor- 
tunity was  afforded  to  see  the  many  historic  and  far  famed 
sights  of  the  city  and  vicinity.    An  outing  given  to  the 


visiting  shoe  and  leather  men  to  the  North  Shore  and  Nan- 
tasket,  on  Friday,  July  14th,  was  attended  by  about  five 
hundred  persons,  and  the  hospitality  committee  left  nothing 
undone.  Charles  C.  Hoyt  was  President  of  the  Committee, 
and  its  Secretary  was  Thomas  F.  Anderson,  a  former  Can- 
adian, who  has  been  in  newspaper  work  in  Boston  for  years, 
and,  for  some  time  past,  the  genial  Secretary  of  the  New 
England  Shoe  and  Leather  Association.  Mr.  Anderson  is 
an  old  Halifax  boy  who  has  made  good  across  the  line. 
The  North  Shore  Jaunt. 

Another  outstanding  occasion  was  the  visit  of  the 
members  of  the  trade  to  the  immense  plant  of  the  United 
Shoe  Machinery  Company,  at  Beverly,  on  Tuesday,  July 
1 8th,  when  thirty  five  automobiles,  all  gaily  decorated, 
conveyed  the  guests  to  the  scene  of  activity  on  a  sight  seeing 
expedition  along  the  North  Shore.  The  procession  attracted 
great  attention  as  it  passed  along.  The  delegates,  after 
leaving  the  Mechanics'  Building,  visited  the  renowned 
Harvard  University  in  Cambridge,  and  then  sped  on  through 
Somerville  to  Revere  Beach,  the  state  highway  being  as 
fine  a  piece  of  road  as  any  visitor  had  ever  seen.  Just  as 
Lynn  was  entered,  a  large  banner  proclaimed  "Welcome  to 
Lynn,  the  leading  shoe  city  of  the  world.  Annual  shoe  and 
leather  products  over  fifty-five  million  dollars." 

The  city  was  becomingly  decorated,  and  as  the  motor 
cars  passed  along,  the  visitors  were  given  a  hearty  cheer 
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The  guests  of  the  United  Shoe  Machinery  Company  on  a  visit  to  the  im 
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from  thousands  of  employes  in  the  various  factories.  Mayor 
Connery  extended  greetings  at  the  city  hall,  and  shook  hands 
with  the  delegates.  Here  several  more  cars  joined  in  the 
parade,  and  the  entourage  sped  on  to  Peabody,  more  com- 
monly known  as  "Tannery  Town."  The  procession,  amid 
the  blowing  of  the  bugle  and  the  tooting  of  horns,  journeyed 
to  Salem  where  many  went  through  the  old  shoe  shop. 
Near  the  Museum  Building  in  Salem,  a  house  built  in  1764 
was  inspected.  It  showed  an  overhanging  story  and  other 
unique  features  in  architecture.  The  furnishings  are  in  the 
manner  of  the  time  147  years  ago.  In  a  lean-to  was  seen  an 
apothecary's  shop  of  182,,  a  Salem  cent  shop  of  1840,  and 
an  old  fashioned  weaving  room.  Beside  it  is  an  ancient 
shoemaker's  shop  which  was  used  in  1830,  and  is  still  fully 
equipped  with  benches,  tools  etc.  This  in  particular  was 
of  gr?at  interest  to  the  visitors. 

Inspecting  a  Big  Plant. 

Aft-jr  leaving  Salem,  the  party  soon  reached  Beverly, 
and  halted  at  the  beautiful  club  house  of  the  employes  of 
the  United  Shoe  Machiner\  Co.  The  grounds  and  appoint- 
ments are  most  attractive  and  inviting.  Before  lunch, 
served  under  a  large  marquee  on  the  lawn,  the  assembled 


IX  THE  AUTO  DRIVE  TO  BEVERLY 

('•si'  '-•;*    '  •  <    t  I;  I  lamilton.  Miss  Myra  M.  Hamilton,  Toronto:  Mrs. 

Richard  Weston.  Oampbellford,  Ont.  (standing). 
Middle  seat — F.  W  Whitcher.  Boston;  Richard  Weston.  Campbellford,  Ont. 
f  ront  scat — W.  R.  Chesley.  St.  Louis. 


company  was  photographed  in  a  group  and  then  a  bountiful 
spread  was  partaken  of.  The  dinner,  which  was  thoroughly 
enjoyed,  was  followed  by  a  short  programme  of  addresses. 
M.  B.  Kaven,  Superintendent  of  the  United  Shoe  Machinery 
Co.,  bespoke  a  hearty  welcome  for  the  visitors,  and,  among 
others  who  offered  a  few  words,  were  President  Hoyt  of  the 
New  England  Shoe  and  Leather  Association,  William  Arm- 
strong, President  of  the  Essex 
County  Shoe  and  Leather  Assoc- 
iation, R.  C.  Jacobsen  of  Chicago, 
President  of  the  Market  Fair,  and 
Thomas  F.  Anderson,  Secretary  of 
the  New  England  Shoe  and  Leather 
Association,  who  made  a  graceful 
and  gallant  reference  to  the  pre- 
sence of  the  la  lies  at  the  gathering. 
"We  are  glad  to  welcome  them," 
he  said,  "and  although  they  are 
only  two  in  number-  -  we  are  sorry 
there  are  not  more — they  come 
from  the  fair  land  to  the  North, 
and,  being  Canadians,  they  are 
doubly  welcome.  We  are  indeed 
proud  to  have  them  with  us  this 
afternoon."  (Cheers). 

It  may  be   mentioned  here 
that  the  ladies  were  Mrs.  Weston, 
wife  of  Richard  Weston,  of  the 
Weston  Shoe  Co.,  Campbellford,  a  popular  souvenir  at  the 
Ontario,  and  Miss  Myra  M.  Hamil-  National  Market  Fair,  pre- 

1  1  x  j.  r^-i  ,  t~)  tt  -1  sented  by  the  Shoe  and 
ton,  daughter  of  Chester  B.  Hamil-  Leather  Journal. 

ton,  of  the  W.  B.  Hamilton  Shoe 

Company,  Toronto.  On  this  page  will  be  found  a  picture 
of  the  motor  car  which  contained  Mr.  and  Mrs.  Weston  and 
Mr.  and  Miss  Hamilton. 

The  Man  at  the  Helm. 

The  excursion  of  the  shoe  and  leather  buyers  to  the 
plant  of  the  United  Shoe  Machinery  Company's  factory  at 
Beverly,  was  directed  by  Charles  T.  Cahill,  manager  of  the 
publicity  department  of  the  company,  through  whose  tact 
and  thoughtfulness  everything  passed  off  most  pleasantly. 

After  luncheon,  the  one  hundred  and  fifty  guests  were 
conducted  through  the  stupendous  works  of  the  United  Shoe 
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vlass.     In  the  gathering  may  be  seen  the  pleasant  countenances  of  many 


Machinery  Co.  The  plant  has  been  well  termed  "an  indus- 
trial city."  Here  the  marvellously  intricate  mechanical 
masterpieces  employed  in  the  making  of  footwear  for  the 
millions  in  Canada  and  the  United  States,  are  turned  out 
each  year  by  the  thousand. 

Some  Startling  Figures. 

There  are  sixteen  buildings  constructed  of  reinforced 
concrete,  with  seventy-five  per  cent,  of  the  wall  space  devoted 
to  windows.    There  are  twenty-one  acres  of  floor  room  in  the 


Mechanics'  Building,  Boston,  where  the  National  Market 
Fair  was  held. 

structures,  and  over  five  thousand  people  are  employed  at 
good  wages,  and  perform  their  work  under  the  most  sanitary 
and  modern  conditions.  Over  three  hundred  different  kinds 
of  machines  are  produced. 

It  is  a  six-mile  walk  through  the  plant.  Nineteen 
million  parts  of  machines  and  twenty-five  thousand  finished 
machines  are  turned  out  annually.  In  the  stock  room  ninety 
thousand  catalogued  parts  are  carried.  Every  department 
is  clean,  well  ventilated,  and  admirably  managed.  The 
dining  rooms,  rest  room,  recreation  apartments,  hospital, 
offices,  and  other  accessories  were  visited,  and  everything 
from  the  mechanical,  architectural  and  sociological  point 
of  view  was  a  topic  of  favorable  comment,  and  presented 
an  interesting  and  instructive  study. 

After  the  tour  of  the  immense  works,  the  visitors  were 
again  "snapped"  just  as  they  were  starting  off  in  their  autos 
for  the  return  trip  to  Boston.  The  occupants  of  each  car 
selected  the  route  that  they  desired  and  visits  were  paid  to 
Manchester,  Magnolia,  Marblehead,  and  other  interesting 


and  lovely  centres.  A  few  called  at  the  summer  home  of 
President  Taft  on  their  way  out  of  Beverly. 

A  Get-Together  Occasion. 

The  Market  Fair  proved  a  big  get-together  week.  It 
drew  visitors  from  all  over  the  United  States,  Canada, 
Mexico,  and  several  old  world  countries.  The  display  of 
shoes,  leather,  findings,  machines  in  operation,  new  methods 
of  manufacture,  recent  inventions,  all  under  one  roof,  was 
a  revelation.  The  market  situation,  style  tendencies,  and 
the  trend  of  trade,  were  accurately  gauged  by  the  observant 
visitor,  and  even  the  casual  caller  could  not  help  but  feel 
impressed,  and  depart  with  some  conception  of  what 
is  being  done  in  the  world  of  leather.  The  exhibition  hall 
in  the  Mechanics'  Building  was  tastefully  decorated  in  green 
and  yellow,  and  contained  the  exhibits  of  leather,  tanners' 
supplies,  and  shoe  and  leather  machinery.  Grand  Hall  was 
used  for  the  booths  for  shoes,  findings,  and  other  allied  lines. 

The  entire  place  proved  a  splendid  meeting  spot,  a 
cheerful  rendezvous  for  buyers  and  sellers.  There  were 
about  one  hundred  and  sixty  exhibitors  in  the  immense 
structure,  and  all  the  stalls  were  decked  out  in  a  pleasing 
style.  Potted  plants,  flowers,  bunting,  flags,  and  other 
ornamental  objects  were  employed  to  good  advantage. 

During  the  day  the  attendance  was  confined  principally 
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Montreal . 
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Another  group  of  Canadian  visitors  at  the  Boston  Fair. 


to  members  of  the  trade,  but  at  night  the  general  public 
gathered  in  large  numbers.  The  scenes  on  the  last  two  or 
three  nights  were  animating  and  lively.  The  final  spectacle, 
when  a  jolly  procession,  headed  by  the  ladies'  orchestra, 
toured  all  the  aisles,  and  scores  bearing  banners  and  other 
devices,  joined  in  the  cheering  throng,  was  one  not  soon  to 
be  forgotten.  The  great  black  cat  of  the  Foster  Rubber 
Company,  operated  by  man  power,  lead  in  the  parade. 

As  an  efficient  and  economical  means  of  propagating 


trade,  as  a  great  educational  centre,  as  a  presentation  of 
achievements  in  the  shoe  trade  and'  leather  world  in  all 
lines,  and  as  a  means  of  bringing  together  the  several  branches 
of  the  industry,  from  every  conceivable  standpoint  the 
Market  Fair  at  Boston  was  a  distinct  success.  The  Jacobsen 
Publishing  Company,  under  whose  auspices  it  was  carried 
out,  ably  aided  by  various  Shoe  and  Leather  Associations, 
deserve  every  congratulation  and  encouragement.  The 
event  surpassed  all  expectations,  and  the  visiting  Canadians 
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The  booth  of  the  Shoe  and  Leather  Journal  at  the  Market  Fair,  Boston. 
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all  came  away  feeling  that  their  visit  was  one  of  both  profit 
and  pleasure. 

CANADIANS  DINE  TOGETHER. 

One  of  the  pleasantest  memories  of  the  gathering  at  the 
great  Shoe  and  Leather  Fair  at  Boston  was  the  gathering 
of  Canadians.  Over  thirty  visitors  frcm  the  Dominion  en- 
gaged in  the  trade  were  the  guests  of  the  Shoe  and  Leather 
Journal  on  Tuesday  evening,  July  18th,  at  a  shore  dinner 
held  at  the  Lynnway  Club,  Point  of  Pines,  on  the  beautiful 
North  Shore.  The  event,  while  informal,  was  much  enjoyed 
as  it  enabled  representatives  from  the  Dominion  as  far  west 
as  Calgary,  and  as  far  east  as  the  ancient  colony  of  New- 
foundland, to  meet  around  the  festive  board  and  exchange 
greetings. 

Previous  to  the  dinner  a  large  number  went  in  for  a  sea 
bath  and  had  their  first  experience  wading  along  the  shore 
of  Mother  Ocean  on  the  smooth,  sandy  slope.  Several  Can- 
adians, who  had  taken  in  the  drive  of  the  United  Shoe  Ma- 
chinery Company  to  visit  their  mammoth  plant  at  Beverly,  on 
the  return  automobile  trip  tarried  at  the  clubhouse,  a  mag- 
nificent structure  enjoying  a  wide  sweep  of  sea  breeze  and 
possessing  an  ideal  location  for  rest  and  recreation.  Others 
were  taken  out  in  motor  cars  from  Boston. 

James  Acton,  president  of  the  Acton  Publishing  Com- 
pany, presided  at  the  repast  while  the  vice  chair  was  filled 
by  Clarence  S.  Acton,  general  manager  of  the  company. 

After  the  menu  of  steamed  clams,  lobsters  and  other 
delicacies  of  a  typical  New  England  feast  had  been  partaken 
of  amid  sallies  of  wit  and  wisdom,  at  the  expense  of  some 
who  were  not  connoisseurs  in  devouring  the  bivalve  shell 
fish,  a  few  bright  speeches  were  made. 

N.  Tetrault  of  the  Tetrault  Shoe  Manufacturing  Co., 
Montreal,  proposed  a  resolution  of  thanks  to  Mr.  Acton, 
head  of  the  Acton  Publishing  Company,  for  the  hospitality 
and  delightful  manner  in  which  the  Canadian  visitors  who 
had  attended  the  Fair  had  been  entertained.  He  spoke  of 
the  large  and  representative  gathering  of  shoe  manufac- 
turers, tanners,  leather  men  and  footwear  retailers  who  had 
assembled.  The  occasion  had  been  highly  enjoyable.  Mr. 
Tetrault  referred  to  the  long  and  active  connection  of 
Mr.  Acton  with  the  shoe  and  leather  interests  of  Canada, 
and  how  he  had  always  upheld  the  concerns  of  the  trade, 
which  owed  him  a  deep  debt  of  gratitude. 

The  Third  Generation. 

Elmer  Davis  of  A.  Davis  &  Sons,  Kingston,  said  that 
he  was  proud  to  belong  to  the  third  generation  of  tanners 
of  the  name.  The  shoe  and  leather  interests  were  indebted 
to  Mr.  Acton  for  many  things.  The  tanners  were  also  under 
a  deep  sense  of  appreciation  to  him  for  the  manner  in  which 
he  had  always  assisted  them  and  had  supported  their  best 
interests.  Mr.  Acton  has  never  spared  himself,  and  through 
the  columns  of  the  Shoe  and  Leather  Journal,  they  had 
always  had  a  true  friend.  He  was  glad  of  the  privilege  of 
being  present,  and  adding  a  word  or  two  of  praise  to  what 
had  been  said  by  the  previous  speaker.  The  Shoe  Journal 
had  ever  been  to  the  front  in  every  enterprising  move,  and 
it  afforded  him  much  pleasure  to  second  the  resolution  that 
had  just  been  proposed. 

L.  J.  Breithaupt  of  the  Breithaupt  Leather  Co.,  Limited, 
Berlin,  remarked:  "I  thoroughly  endorse  all  that  has  been 
said,  and  am  surprised  to  see  such  a  large  and  representa- 
tive gathering  of  Canadians.    We  have  learned,  I  trust, 


much  from  this  great  fair,  and  will  carry  back  to  the  Dom- 
inion many  valuable  pointers.  We  must  be  progressive  and 
up-to-date  in  our  methods.  I  congratulate  the  Acton  Pub- 
lishing Company  on  the  excellent  trade  journal  they  have 
always  published,  and  the  straight,  honorable,  upright  course 
that  has  always  been  pursued  by  its  publishers.  I  cordially 
endorse  all  that  has  been  said  here,  and  I  hope  that  Mr. 
Acton,  who  is  rapidly  regaining  his  health  after  a  period  of 
rest,  will  still  enjoy  many  more  years  of  activity  and  use- 
fulness, and  that  he  may  live  long  to  promote  the  interests 
of  the  trade  with  which  he  has  been  so  closely  and  promin- 
ently identified  for  a  quarter  of  a  century." 

An  American  Greeting. 

W.  D.  Bennett  of  the  editorial  staff  of  Hide  and  Leather, 
and  vice-president  of  the  Fair,  followed  in  a  happy  address, 
in  which  he  said  that  the  one  outstanding  feature  of  the 
great  show  had  been  the  large  and  progressive  number  of 
visitors  from  Canada.  The  management  was  surprised  at 
the  big  representation,  and  he  assured  all  the  visitors  that 
they  were  cordially  welcome  to  New  England,  the  home  of 


A  RALLYING  CENTRE. 

The  Canadian  paper,  "The  Shoe  and  Leather 
Journal,"  of  Toronto,  was  visited  by  many  Canadians 
during  the  week.  This  medium  ranks  high  among 
Canadian  publishers  and  great  credit  is  due  them 
in  coming  to  Boston  and  to  the  fair.  They  are 
"live  wires,"  every  one  of  them,  and  C.  S.  Acton 
and  G.  N.  Simpson  showed  with  pride  some  excel- 
lent examples  of  shoe  drawings  and  half-tone  cuts — 
the  work  of  this  concern.  James  Acton  was  here 
to  meet  his  friends. — Hide  and  Leather,  July  22nd. 


the  shoe  and  leather  trade  of  the  continent.    Mr.  Bennett 
added:  "I  take  great  pleasure  in  extending  to  you  all  a 
cordial  greeting  in  behalf  of  the  States,  the  New  England 
shoe  and  leather  trade,  the  Jacobsen  Publishing  Co.,  and  the 
Shoe  and  Leather  Market  Fair.    Your  presence   here  in 
Boston  is  one  of  the  sensational  features  of  the  National 
Shoe  and  Leather  Week,  and  I  understand  this  is  the  first 
time  so  large  a  body  of  Canadian  shoe  and  leather  men  have 
visited  the  Hub  at  any  one  time.  I  will  refrain  from  any  men- 
tion of  reciprocity,  although  no  doubt  if  this  comes  to  pass 
it  would  do  little  more  than  stimulate  the  Canadian  trade  to 
the  wonderful  possibilities  for  future  development  of  the 
shoe  and  leather  industry  in  Canada.    Possibly  Canada,  like 
New  England,  has  had  so  much  business  come  of  itself  that 
the  country  has  not  felt  the  necessity  indicated  in  Western 
States  of  pursuing  vigorous  methods  to  build  up  an  increased 
trade.    I  was  surprised  on  some  of  my  visits  in  Canada  to 
note  that  many  shoe  factories  secured  enough  business  on 
the  semi-annual  trips  of  the  wholesalers  to  run  their  factory 
for  one  entire  year. 

"I  look  for  a  wonderful  development  in  the  Canadian 
shoe  and  leather  trade  during  the  next  ten  years,  and  the 
possibilities  all  lie  within  your  own  borders.  You  do  not 
need  American  capital;  you  do  not  need  American  brains 
or  American  ability,  and  can  readily  work  out  the  solution 
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yourselves.  We  greatly  appreciate  your  attendance  at  the 
Fair  and  trust  that  you  found  it  interesting  and  instructive; 
also,  that  you  will  come  again.  I  wish  to  join  the  others  in 
expression  of  thanks  to  our  esteemed  host,  Mr.  James  Acton, 
whose  hospitality  we  have  all  enjoyed  so  much  this  evening." 

W.  J.  Janes  of  Harbor  Grace,  Newfoundland,  bore  greet- 
ings from  the  shoe  manufacturers  of  the  island  colony,  and 
expressed  his  satisfaction  at  being  present.  He  spoke  of 
the  success  of  the  Fair  and  the  pleasure  of  meeting  so  many 
Canadians.  It  was  the  first  time  that  Newfoundland  had 
come  into  the  confederation  of  Canada — even  if  it  had  been 
brought  about  in  New  England — and  he  hoped  that  it  would 
not  be  the  last  occasion.  He  thanked  Mr.  Acton  for  his 
invitation,  and  said  that  there  were  no  better  fellows  to 
meet  anywhere  than  the  shoe  and  leather  producers  of  the 
Dominion. 

Glad  to  Meet  Them  All. 

"For  he's  a  jolly  good  fellow,"  accompanied  by  three 
lit  arty  cheers  and  a  tiger,  greeted  James  Acton  when  he 
arose  to  reply  to  all  the  kind  things  spoken  of  him.  He 
thanked  those  present  for  their  warm-hearted  expressions. 
The  gathering  might  be  described  as  another  "Boston  tea 
party,"  but  instead  of  throwing  the  tea  into  the  harbor,  they 
had  drunk  it  and  everything  else  they  could  get  hold  of 
(laughter). 

For  a  number  of  years  he  had  come  in  contact  with 
e  very  shoe  factory  and  tannery  in  Canada  at  least  twice  a 
vear.  It  was  a  good  thing  to  come  together  "As  members 
of  the  trade,  we  need,"  remarked  Mr.  Acton,  "to  get  together 
more.  It  is  well  to  meet  as  Canadians.  The  United  States 
is  no  doubt  a  magnificent  country,  but  we  believe  that  in 
Canada  we  have  a  land  second  to  none  in  the  world 
(applause).  It  is  a  pleasure  to  get  out  in  the  midst  of  the 
people  associated  with  the  Shoe  and  Leather  Fair.  The 
J  air  is  performing  a  great  service  as  well  as  proving  a  cen- 
tre of  much  inspiration  and  instruction.  We  are  not  ashamed 
of  the  people  of  the  Dominion,  and  we  believe  that  our 
manufacturers  and  tanners  are  all  up-to-date.  We  may  not 
have  the  field  nor  the  purchasing  power  possessed  by  the 
makers  of  footwear  in  the  United  States,  but  in  the  matter 
of  style,  quality,  and  workmanship,  we  believe  that  we  are 
equal  to  anything  produced  in  the  world.  I  desire-  to  thank 
you  all  for  your  cordial  expressions  of  appreciation.  I  recall 
with  interest,  my  visits  to  Boston  twenty  and  twenty-five 
years  ago.  Many  of  the  older  heads  have  passed  away,  but 
younger  men  are  taking  their  places  and  forging  their  way 
to  the  front.  In  conclusion,  I  would  say,  that  I  hope,  as 
Canadians,  we  may  get  together  often.  We  are  truly  living 
in  the  twentieth  century,  and  it  has  been  well  said  that  the 
present  century  belongs  to  Canada.  The  future  of  the  Dom- 
inion is  assured.  Again,  I  thank  you  for  your  kind  words, 
and  I  hope  that  the  friendly  relations  which  have  existed 
for  years  may  continue.  I  wish  to  add  one  or  two  words 
in  praise  of  the  enterprise  of  the  Jacobsen  Publishing  Com- 
pany, and  the  great  success  that  has  attended  the  exhibi- 
tion. I  trust  that  it  may  have  many  more  years  of  useful- 
ness, influence  and  success."  (Applause). 

On  the  Way  Back. 

The  gathering  broke  up  after  singing  "God  Save  the 
King."  During  the  festivities  several  national  selections 
were  rendered  by  the  guests— "O  Canada,"  "The  Maple 


Leaf"  and  "My  Country  'Tis  of  Thee"— Mr.  Acton  presiding 
at  the  piano. 

On  departing  from  the  Lynnway  Club,  the  members  of 
the  company  re-entered  the  waiting  autos,  which  were  gaily 
decorated  with  British,  French  and  American  flags,  and  were 
soon  speeding  over  the  even  surfaced  metropolitan  road  to 
Revere  Beach.  A  stop  was  made  at  The  Pit  but  all  came 
out  safely  after  some  exciting  experiences  on  the  rapidly- 
revolving  disks.  At  the  handsome  pavilion  another  call  was 
made,  and  soon  several  Canadians  were  sweeping  over  the 
polished  floor  to  the  strain  of  an  entrancing  waltz.  Boston 
was  reached  at  a  seasonable  hour  after  a  swift  run  in  the 
cars  and  all  the  Canadians  dispersed  with  many  thanks  for 
the  hospitality  that  had  been  accorded  them,  and  the  many 
delightful  associations  of  the  unique  event. 

Those  Who  Attended. 

Those  present  at  the  gathering  were : 

G.  A.  Blachford,  Murray  Shoe  Co.,  London,  Ont. 

J.  A.  Reid,  Hartt  Boot  and  Shoe  Co.,  Fredericton,  N.B. 

A.  Tetrault,  Tetrault  Shoe  Mfg.  Co.,  Montreal 

I.  Chounard,  Regina  Shoe  Co.,  Montreal. 

N.  Tetrault,  Tetrault  Shoe  Mfg.  Co.,  Montreal. 

F.  J.  McKenna,  Ames,  Holden,  McCready,  Montreal. 
Paul  Roy,  Mallette  &  Roy,  Montreal. 

H.  Garuipy,  Regina  Shoe  Co.,  Montreal. 

G.  F.  Payan,  Duclos  &  Payan,  St.  Hyacinthe,  Quebec. 
Alex.  Sinclair,  Barrie  Tanning  Co.,  Barrie,  Ont. 

L.  J.  Breithaupt,  Breithaupt  Leather  Co.,  Berlin,  Ont. 

Fred.  Underhill,  Aurora,  Ont. 

W.  J.  Janes,  Harbor  Grace,  Newfoundland. 

Elmer  Davis,  A.  Davis  &  Son.,  Limited,  Kingston,  Ont. 

Jules  R.  Payan,  Duclos  &  Payan,  St.  Hyacinthe,  Quebec. 

J.  Hutchison,  Penetanguishene,  Ont. 

E.  M.  Foster,  Calgary,  Alberta. 

F.  P.  Beemer,  Toronto,  Canadian  representative  H.  E. 
Guptill. 

W.  D.  Bennett,  Boston,  Hide  and  Leather. 
J.  W.  Leslie,  Hamilton,  Ont. 
Jas.  Ross,  John  McPherson  Co.,  Hamilton,  Ont. 
L.   W.   Williams,   A.   Davis   &   Son,   Limited,  King- 
ston, Ont. 

E.  J.  Davis,  jr.,  Davis  Leather  Co.,  Newmarket,  Ont. 
J.  Sinclair,  Barrie  Tanning  Co.,  Barrie,  Ont. 
U.  Vanier,  Montreal. 

James  Acton,  Acton  Publishing  Co.,  Toronto,  Ont. 
Clarence  S.  Acton,  Acton  Publishing  Co.,  Toronto,  Ont. 

G.  N.  Simpson,  Shoe  and  Leather  Journal,  Toronto, 

Ont. 

Jas.  J.  Gallagher,  Shoe  and  Leather  Journal,  Mon- 
treal. 

G.  B.  Van  Blaricom,  Shoe  and  Leather  Journal,  To- 
ronto, Ont. 

Among  those,  who  found  that  business  and  other 
previous  engagements,  prevented  their  attendance,  but  sent 
regrets,  were  Clarence  F.  Smith,  vice-president  Ames, 
Holden,  McCready,  Limited,  Montreal ;  Charles  E.  Slater,  of 
the  Sater  Shoe  Co.,  Montreal;  Chester  Hamilton  of  the 
W.  B.  Hamilton  Shoe  Co.,  Toronto ;  Richard  Weston  of  the 
Weston  Shoe  Company,  Campbellford,  Ont.;-  S.  R.  Wckett, 
of  Wickett  &  Craig,  Toronto;  and  several  other  visitors. 

Leather  Fair  Notes. 

Canada  became  unexpectedly  a  feature  of  the  Leather 
fair,  although  the  Canadian  "fair"  were  not  sufficiently  in 
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evidence  to  give  an  idea  of  what  we  produce  in  this  line. 

Chester  B.  Hamilton  had  all  the  appearance  of  an 
American  senator  as  he  held  proudly  aloft  the  starry  banner 
of  the  Republic  in  the  automobile  ride. 

Jas.  Ross  of  the  John  McPherson  Co.,  certainly  led  off 
the  ball  at  Revere  Beach  with  a  stateliness  that  did  Canada 
proud. 

Some  of  those  who  saw  the  picture  taken  at  the  Shoe 
and  Leather  Journal  booth,  thought  it  represented  the 
Fathers  of  Confederation. 

S.  R.  Wickett  of  Toronto  downed  all  American  comers 
on  "Reciprocity."  He  was  incidentally  one  of  the  youngest 
of  the  Canadian  bunch  at  the  Fair. 

J.  A.  Reid  of  the  Hartt  Boot  and  Shoe  Co.,  Fredericton, 
N.  B.,  represented  the  Maritime  Provinces,  and  was  in  every 
Canadian  event. 

N.  Tetrault  had  his  son,  A.  Tetrault,  with  him,  initiating 
him  into  the  mysteries  of  the  Boston  shoe  and  leather  trades. 

Quebec  City  was  practically  unrepresented  at  the  Fair. 
It  was  reported  there  that  the  show  was  a  frost. 

Chas.  A.  Slater  did  the  Fair,  and  incidentally  did  some 
business  in  shoes  at  the  shoe  and  leather  hub.  He  claims 
that  it  is  slow  work,  but  the  Slater  Shoe  is  getting  in  on 
Uncle  Sam. 

The  Messrs.  Sinclair  of  the  Barrie  Tanning  Co.,  stayed 
the  entire  week  and  were  amongst  the  most  enthusiastic 
Canadians  at  the  Fair.  They  took  in  everything,  from  sea 
bathing  to  tanners'  meetings  with  guests. 

The  Messrs.  Payan  of  Duclos  &  Payan,  St.  Hyacinthe, 
were  good  samples  of  the  new  generation  of  Canadian  tan- 
ners, and  did  Canada  credit. 

"Come  on,  Johnny  Sport,  I  know  you  can  dance,"  was 
the  greeting  of  a  fair  damsel  at  the  Revere  Beach  pavilion 
to  N.  Tetrault  of  Montreal,  who  was  equal  to  the  mysteries 
of  the  mazy  waltz,  and  accepted  the  challenge. 

E.  M.  Foster,  an  energetic  retailer  of  Calgary,  ably 
represented  the  great  and  growing  West. 

"Just  hear  those  darkies  sing,"  exclaimed  the  visitors, 
who  greatly  enjoyed  the  lively  coon  melodies  contributed 
during  the  dinner  by  the  club  musicians. 

All  felt  that  the  visit  to  the  Boston  Fair  was  interest- 
ing and  educational,  as  well  as  productive  of  much  benefit. 

Over  thirty  Canadians  assembled  at  the  festive  board 
was  a  re-union  worth  while. 

The  booth  of  the  Shoe  and  Leather  Journal  in  the 
immense  Mechanics'  Building  was  a  great  centre  of  attrac- 
tion, and  many  congratulations  were  extended  on  the  taste- 
ful decorations  and  the  effective  way  in  which  the  maple 
leaf  and  the  union  jacks  were  displayed. 

One  of  the  Canadian  visitors  to  the  Pit  was  given  such 
a  whirl  from  the  rapidly-revolving  tables  that  he  lost  both 
rear  buttons  on  his  trousers  and  had  to  borrow  a  belt  from  a 
friend  in  order  to  hold  up  his  nether  garments  on  the  way 
home. 

The  souvenirs  of  the  Shoe  and  Leather  Journal  in  the 
shape  of  a  bar  in  gun  metal  bearing  the  words,  "Canada, 
1886-1911,"  were  eagerly  sought  and  highly  prized.  Depend- 
ent from  the  bar  was  the  Canadian  national  emblem,  a  maple 
leaf,  on  which,  in  raised  letters,  was  "Shoe  and  Leather 
Journal."  The  background  of  the  device  was  a  corded,  tan 
shoe  ribbon,  about  three  inches  in  length  and  an  inch  in 
width.  On  this  was  printed,  "Toronto  and  Montreal."  The 
souvenir  badge  was  asked  for  by  numerous  former  Can- 
adians now  residing  in  New  England.    The  ladies  of  the 


orchestra  playing  in  the  pavilion  swooped  down  upon  the 
booth  in  a  body,  each  fair  claimant  requesting  "one— just 
one,  please— of  those  beautiful  maple  leafs."  The  badge, 
over  500  of  which  were  distributed,  was  easily  one  of  the 
neatest  and  daintiest  mementos  of  the  great  fair,  and  did 
much  to  advertise  Canada,  and  incidentally,  the  Shoe  and 
Leather  Journal. 

The  Register  in  Boston. 

The  following  Canadians  registered  at  the  Shoe  and 
Leather  Journal  booth 

A.  R.  Hewetson,  Toronto,  J.  W.  Hewetson  Co. 

W.  A.  Hamilton,  Toronto,  W.  B.  Hamilton  Shoe  Co. 

A.  O.  T.  Beardmore,  Toronto,  Beardmore  &  Co. 

J.  Hutchison,  Penetang,  Ont.,  Breithaupt  Leather  Co. 

L.  J.  Breithaupt,  Berlin,  Ont.,  Breithaupt  Leather  Co. 

A.  Tetrault,  Montreal,  Que.,  Tetrault  Shoe  Mfg.  Co. 

Paul  Roy,  Montreal,  Que.,  Mallette  &  Roy. 

N.    Tetrault,    Montreal,  Que.,  Tetrault  Shoe  Mfg.  Co. 

F.  J.  McKenna,  Montreal,  Ames,  Holden,  McCready. 
J.  Sinclair,  Barrie,  Ont.,  Barrie  Tanning  Co. 
Joseph  Prevost,  Montreal. 

A.  Sinclair,  Barrie,  Ont.,  Barrie  Tanning  Co. 

J.  A.  Reid,  Fredericton,  N.B.,  Hartt  Boot  and  Shoe  Co. 

H.  Garuipy,  Montreal,  Que.,  Regina  Shoe  Co. 

J.  I.  Chouinard,  Montreal,  Que.,  Regina  Shoe  Co. 

U.  Vanier,  Montreal,  Que. 

C.  R.  La  Salle,  Montreal,  Que. 

G.  A.  Blachford,  London,  Murray  Shoe  Co. 

S.  R.  Wickett,  Toronto,  Ont.,  Wickett  &  Craig. 

L.  F.  Payan,  St.  Hyacinthe,  Que.,  Duclos  &  Payan. 

J.  R.  Payan,  St.  Hyacinthe,  Que.,  Duclos  &  Payan. 

H.  G.  Fenlin,  Montreal,  Que.,  Fenlin  Leather  Co. 
James  W.  Leslie,  Hamilton,  Ont.,  McPherson  Shoe  Co. 
James  Ross,  Hamilton,  Ont.,  McPherson  Shoe  Co. 
Ralph  Ocre,  Montreal. 

Joseph  Prevost,  Montreal,  Que. 
E.  M.  Foster,  Calgary,  Alta. 

Ralph  Locke,  Montreal,  Que.,  Dufresne  &  Locke. 

L.  E.  Gauthier,  Montreal,  Que.,  M.  C.  Galarneau  &  Co. 

Clarence  F.  Smith,  Montreal,  Ames,  Holden,  McCready. 

Chas.  E.  Slater,  Montreal,  Slater  Shoe  Co. 

E.  F.  Leonard,  Montreal,  Que. 

R.  B.  Griffith,  Hamilton,  Ont. 

L.  E.  Gauthier,  Montreal. 

Elmer  Davis,  Kingston,  Ont.,  A.  Davis  &  Son. 
L.  W.  Williams,  Kingston,  Ont.,  A.  Davis  &  Son. 
Richard  Weston,  Campbellford,  Weston  Shoe  Co. 

E.  J.  Davis,  jr.,  Newmarket,  Ont.,  Davis  Leather  Co. 
A.  J.  Davis,  Newmarket,  Ont.,  Davis  Leather  Co. 
Paul  Duval,  Three  Rivers,  Que. 

A.  A.  Robinson,  Montreal,  Que.,  F.  E.  Atteaux  &  Co. 
W.  J.  Janes,  Harbor  Grace,  Newfoundland,  Harbor 
Grace  Boot  and  Shoe  Co.,  Limited. 

G.  S.  Kirvan,  Montreal,  Que.,  Kirvan,  Doig,  Limited. 
Chester  B.  Hamilton,  Toronto,  Ont. 
James  Stewart,  Pugwash,  N.S. 
W.  F.  Drew,  Montreal,  Que. 
Ed.  Voisey,  Toronto,  Ont. 

W.   E.   Davidson,  Montreal,    Que.,  Marlatt   &  Arm- 
strong Co. 

F.  W.  Moseley,  St.  Hyacinthe,  Que.,  Duclos  &  Payan. 
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More  New  Effects  for  Spring  Wear 

The  Footwear  Creations  Which  Canadian  Manufacturers  are  Presenting — The  Strapless  Pump  May  Prove  a  Winner 
— Receding  Toes  in  Men's  Shoes — New  Samples  a  Credit  to  the  Trade. 


Canadian  shoe 
factories    are  now 
busy  preparing  sam- 
ples for  the  spring 
and  the  summer  of 
next  year.    In  some 
of   the    plants  the 
work   is  completed 
and  travelers  start  out  this  week  for  the  West.    All  the 
factories  will  have  their  men  on  the  road  before  the  present 
month  is  over. 

The  high  full  toe  for  women  is  being  shown  in  many 
productions  to  a  greater  extent  than  last  season.  More  lasts 
typifying  these  characteristics  are  in  use,  and  it  is  expected 
the  models  will  have  a  good  call. 

There  will  be  a  fair  number  of  tans.  More  pumps  will 
be  shown  and  the  majority  will  have  no  straps,  as  the  makers 
claim  that  lasts  for  the  building  of  this  line  of  pedal  adorn- 
ment have  been  so  skilfully  created  that  the  well-made  arti- 
cle does  not  need  a  strap.  Still,  it  will  be  found  that  several 
women  in  every  centre  will  demand  an  attachment  of  some 
kind  as  this  pump  will  not  always  remain  with  comfort  on 
every  kind  of  foot. 

Some  Pumps  and  Colonials. 

Colonials,  which  have  been  shown  for  some  time  across 
the  border,  will  be  presented  in  many  new  patterns.  They 
will  have  large  and  small  tongues,  inside  and  outside  tongues 
and  other  features,  some  of  them  being  convertible  into  a 
pump.  The  modified  Cuban  and  Louis  heel  will  be  in  vogue. 
Headed  vamps  on  pumps  are  said  to  be  coming  in  more 
generally.  Ottoman  silk  with  the  flat  bow  will  be  one  line 
shown,  as  well  as  moire  effects.  A  white  nubuck  pump  that  is 
washable  will  be  a  strong  claimant  for  favor.  Buckles, 
steel,  silver,  gilt,  gun  metal  and  oxydized,  some  square  and 
some  round,  filled  with  ribbon  or  leather  of  the  same  color 
as  the  shoe,  may  be  seen.  For  evening  wear,  brilliants  will 
be  witnessed  on  the  vamps. 

In  the  line  of  satin  slippers,  these  are  appearing  in 
black,  white  and  colors,  some  with  flowered  effects.  One 
maker  is  showing  brown  and  blue  canvas  pumps  with  silk 
galloon  binding.  He  has  hit  upon  the  idea,  in  the  no-strap 
creations,  of  having  four  buttons  and  two  straps  placed  in 
each  pair,  and  if  the  purchaser  desires  the  strap  attached  at 
any  time,  she  can  take  the  footwear  to  a  dealer  and  have  the 
buttons  put  on  in  a  minute  or  two. 

Continuation  of  Present  Tendencies. 

The  style  indications  for  the  coming  year  point  to  a 
continuation  of  many  of  the  present  tendencies.  Some 
manufacturers  of  women's  fine  shoes  are  inclined  to  the  con- 
viction that  longer  vamps,  broader  toes  and  lower  heels  will 
come  into  popular  favor,  more  particularly  in  the  higher- 
priced  lines. 

In  children's  the  broad,  nature-shaped  toes  will  still  reign 
while  high  tops  carrying  a  collar  of  patent  leather  will  be 
displayed  for  spring,  as  they  have  a  generous  measure  of 
appreciation. 

There  seems  to  be  a  division  of  opinion  as  to  whether 


fabric  tops  will  have  a  large  call.  Some  Canadian  makers 
contend  they  will  be  as  welcome  as  they  were  some  months 
ago,  while  others  proclaim  that  they  have  reached  the  limit 
of  demand  and  the  sales  will  be  fewer  than  they  have  ever 
been.    Velvets  appear  to  be  dead. 

In  men's  shoes,  while  the  high,  bold,  and  even  extreme 
toes  will  predominate,  there  is  a  feeling  that,  after  the  com- 
ing season  of  spring  and  fall,  the  pendulum  will  swing  the 
other  way,  and  that  toes  will  be  wider  and  somewhat  lower. 
There  will  be  no  radical  alteration  in  1912,  but  the  year 
after  will,  in  all  likelihood,  witness  a  reversal  to  longer 
vamps.  Tips  Vill  be  straight  for  the  most  part,  and  it  will 
not  be  many  months,  says  a  well-known  maker,  before  blind 
eyelets  will  be  a  feature  in  a  large  number  of  men's  shoes. 

The  Miniature  High  Toe. 

A  Canadian  dealer,  who  has  studied  the  style  problem 
closely,  says  that  generally,  heels  for  men  will  be  lower  the 
next  year,  and  built  on  a  sound,  common-sense  principle. 
Arches  will  be  high  and  the  receding  toe  will  come  more  and 
more  into  favor.  As  the  Canadian  styles  follow  to  a  greater 
or  less  degree  those  that  prevail  across  the  line,  the  Boot 
and  Shoe  Recorder's  observation  along  this  line  is  timely.  In 
a  recent  edition  that  paper  remarks : 

"For  the  spring,  1912,  the  high  toe  in  men's  shoes,  such 
as  are  produced  in  Brockton,  is  according  to  present  indica- 
tions, certain  to  continue  its  present  popularity.  There  is. 
however,  a  modification  of  this  characteristic  which  is  at- 
tracting some  attention  from  the  shoe  manufacturing  trade, 
and  will,  in  the  near  future,  be  of  interest  to  retailers. 

"This  consists  of  a  miniature  high  toe,  an  almost  iden- 
tical reproduction,  although  on  a  smaller  scale,  of  the  present 
style.  These  miniature  toes  supply  the  required  element  of 
novelty,  and  for  that  reason  will  undoubtedly  attain  con- 
siderable popularity.  Local  last  manufacturers  who  are 
showing  these  shapes  for  the  spring  season  report  that  they 
are  attracting  favorable  attention  from  shoe  manufacturers 
here  and  elsewhere.  Retailers,  therefore,  can  be  on  the  look- 
out for  these  reduced  high  toe  effects  for  the  spring  of  1912." 

Snap,  Style,  Grace. 

All  the  spring  and  summer  samples  presented  by  the 
various  manufacturers  in  Canada  will  reveal  snap,  style, 
graceful  lines  and  attractive  appearance  combined  with  a 
high-grade  craftmanship  and  the  very  best  materials.  The 
advancement  made  in  this  country  in  the  construction  and 
manufacture  of  shoes  has  been  wonderful,  and  as  factories 
are  more  and  more  specializing,  the  results  achieved,  and 
being  achieved,  are  placing  Canadian  footwear  products  on 
a  plane  with  any  in  the  world.  Every  taste,  every  shape  of 
foot  and  every  pocket  can  be  gratified,  and  the  creations  of 
home  factories  will  measure  up,  in  points  of  workmanship, 
finish  and  durability,  as  well  as  in  shape,  comfort  and 
attractiveness  to  that  offered  by  any  foreign  manufacturer. 
The  shoe  manufacturers  of  the  Dominion  have  shown  as 
great  foresight,  enterprise,  and  sound  business  progress  as 
those  in  any  other  line  of  production,  and  the  evolution  of 
a  few  years  has  brought  forth  satisfactory  and  thorough- 
ly up-to-date  evidences  of  skill  and  expansion. 
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Retail  Publicity  Frankly  Discussed 

You  May  Not  Agree  With  Every  Statement  Herein,  But  It  Will  Do  You  Good  to  Get 
a  New  View  Point— Good  Display  and  Copy  Illustrated  by  Revision. 


Sometimes  a 
is  meant  by  good 


Derby  Shoes 

make  an  immediate  appeal 
to  the  fastidiou*  man— they 
are  nobby. 

Derby  Oxfords 

hug  ihe  ankle  snugly — ihey 
do  not  gap  around  the  top. 

1911  Styles 

are  on  the  shelves.  Tan 
and  Gun-Mcral  Calf  are 
very  popular  Ask  to  sec 
"  Ace  High  ";  it's  the  last 
the  young  fellows  are  all 
asking  for.  All  leathers  and 
all  shapes 

$4.00  and  4.50 


COLES  SHOE  GO. 

6ood  Shoe; 
12?  COIBCRNE  STREET 
IRUIKS    -its-  VtUSt, 


A  10-in,  s.c.  Brantford 
ad.  cut  is  irrelevant. 


simple  resetting  of  an  ad.  will  show  what 
copy  and  display,  more  clearly  than  a  page 
of  discussion.  Note  E.  W.  Smith's  ad. 
and  the  revised  version,  and  you  will 
readily  see  the  point.  In  the  one  there 
is  a  regular  jumble  of  body  type  and  dis- 
play type;  in  the  revision  there  are  three 
display  lines,  the  headline,  sub-head,  and 
firm  name  and  address,  and  each  stands 
out  strongly  in  contrast  with  body  type. 
Now  just  put  yourself  in  the  position  of 
the  reader  glancing  hurriedly  through  his 
paper.  It  will  not  take  you  long  to  decide 
which  one  you  will  single  out  first. 

Again,  the  shoe  retailer  should  remem- 
ber that  because  a  national  advertiser 
in  the  general  magazines  uses  a  circle 
containing  one  word  at  the  head  of  their 
ads.,  it  does  not  follow  that  it  is  wise  for 
the  retailer  to  imitate  this.  The  national 
campaign  in  question  has  been  a  success 
in  spite  of  this  peculiar  arrangement,  and 
not  because  of  it.  It  has  stared  everyone 
in  the  face  so  long  that  it  has  now  become 
an  identification  mark  for  this  firm's  ads. 
But  think  of  the  money  it  took  to  bring 
about  this  result.  The  word  inserted 
means  nothing.  Headings  should  be  re- 
levant. "Keep  Your  Feet  Dry"  appeals 
to  everyone,  as  it  attracts  attention  to  a 
universal  need  at  once.  The  revised  copy 
first  shows  that  rubbers  do  this  in  the 
best  way,  and  then  calls  attention  to  the 
policy  of  the  store  in  fitting  carefully 

Keep  Your  Feet 
DRY 


Yott  Want 

Rubbers 

Remember 

Smith's 
Our  Fall  Stock 

Out  PrV't  .  >.  Right 

Buy  Your  Slipper 
Sole*  Now 


L  W.  SMITH'S 


A  5-in.  s.c.  ad. 
poorly  displayed. 
Note  revision. 


Wet  weather  is  here,  which 
means  colds  and  sickno-.s  if 
you  neglect  this  precaution. 
Single  sole  shoes  and  rub- 
bers are  usually  drier  and 
more  comfortable  than  the 
ordinary  waterproof  boot, 
especially  for  inside  workers. 
But  to  get  satisfaction  and 
 wear  

Rubbers  That  Fit 

are  essential.  We  make  a 
specialty  of  careful  fitting, 
and  can  show  you  Men's 
Women's,  or  Children's  rub- 
bers in  all  leading  grades. 


Men's,  per  pr. 
Women's  " 
Children's 


$1.00  -1.25 
.65—  .75 
.40-  .50 


Give  U«  a  Call! 

E.  W.  SMITH 

143  St.  Paul  Street 


OUR  OXFORDS  FIT 

WHERE   OTHERS  FAIL 


For  Men 

PATENT 
TAN 
CALF 
GUN  METAL 
$3.00  to  $5.00 
AH  Stylet  to 

Choose  From 


For  Ladies 

PATENT 
OXFORDS 
The 
Latest 
American 
Styles 
$2.00  to  $4.50 


every  pair,  which  make  for  longer  life  and  greater  comfort. 

Prices  are  also  mentioned — the  figures  given  are  merely 
exemplary  and  not  necessarily  correct.  In  any  ad.  it  is 
essential  that  prices  should  be  mentioned.    "Our  prices  are 

right"  conveys  no 
meaning  to  the  read- 
er. Be  specific;  at 
least,  give  a  range  of 
prices.  The  mention 
of  slipper  soles  should 
be  left  to  a  later  ad. 
Rubbers  are  impor- 
tant enough  for  one 
five-inch  single  col- 
ume  ad. 

The  critic  has  also 
reset  John  Angew's 
ad.,  to  point  the  mor- 
al once  again.  It 
does  not  follow  be- 
cause this  ad.  is  criti- 
cized that  it  did  not 
bring  results,  but  we 
wish  to  point  out  how  even  better  returns  might  be  assured. 
An  ad.  is  not  a  real  success  unless  its  efficiency  is  beyond 
question.  The  revision  in  this  case  also  shows  what  may 
be  accomplished  with  a  little  care  in  layout. 

To  go  into  details;  the  line  "where  others  fail"  is  un- 
necessary.   Criticizing  an  opponent's  goods  only  gives  him 


LADIES'  STREET  POMPS 

Pomps  \f*^J^fc.  Calf  PomP5 

$2  to  $4.50  $2  to  $4.00 

CLASSIC  SHOES  j  BUTTON  SHOtS 

The  best  Shue  in  Ihe  land  for        Men's  New  St, les.  Dull  Calf, 
Children.  Tan   Calf.    American  Styles. 

All  Slyle»  All  Prices  I  S4.00  to  S5.00 

phone  406  JOHN  AGNEW,  Limited  45  Dowme  st 


A  5-in.  d.c.  ad.  that  might  be  better 
set  up.    Note  revision. 


OUR 

OXFORDS 
FIT 


They  will  not  gape  open  at  the  top, 
nor  look  "seedy"  after  a  month's 
use.  Made  by  a  noted  manufacturer: 
workmanship  and  leather  the  finest. 
All  styles  in  patent,  tan  and  gun 
metal  calf.  We  got  a  snap  and  pass 
it  on.  Men's  from  $3  to  $5.  Women's 
$2  to  $4.50. 

Stylish  Ladies'  Pumps 

Every  woman  should  wear  pumps 
this  season  to  be  fashionable.  They 
are  cool  and  chic.  The  latest  styles 
in  patent  and  dull  calf  from  $2  to 
$4.50.  At  this  price  they  will  go  like 
hot  cakes.  Better  investigate  To-day. 


JOHN  AGNEW 

Limited 
45  Downie  St. 

Phone  406 


Revision  of  above  ad. 
the  difference. 


Note 


The  same  ad.  laid  out  effectively 

a  boost.  The  first  line  covers  the  ground  completely.  In 
the  original  ad.  the  cuts  are  buried  in  display  type  and  lose 
their  effectiveness.  Note  the  position  (as  indicated  by  the 
hair-lines)  in  the  revision.  This  gives  a  "balance"  to  the 
whole  ad.,  and  not  continuing  the  border  round  the  cuts 
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shows  the  latter  off  effectively.  Note  how  the  different 
parts  of  the  ad.  contrast.  Here  is  the  secret  of  all  display. 
The  bottom  cut  is  reversed  in  position,  as  a  cut  should  always 
face  the  copy.  This  is  a  canon  of  display  frequently  violated 
even  by  compositors.  In  the  revised  copy,  selling  points  are 
stated  in  an  interesting  manner,  and  the  reader  is  urged  to 
take  action  at  once.  This  also  is  very  necessary,  and  is 
frequently  omitted.  The  matter  in  the  two  bottom  panels 
of  the  original  ad.  should  be  made  the  subject  of  a  later  ad. 

The  Rannard  Shoe  Co.  are  evidently  fond  of  throwing 
bouquets  at  themselves.  They  are  paying  for  the  privilege 
of  doing  so,  hence,  the  reader  has  no  right  to  object,  but 
nevertheless  it  is  not  the  most  effective  form  of  advertising. 
This  is  a  free  country,  and  opinions  as  to  what  constitutes 
good  advertising  are  many  and  varied.  Starting  off  with 
the  statement,  which,  even  though  made  in  the  best  of  good 
faith,  may  be  open  to  question,  that  they  do  the  largest  shoe 
business  in  Winnipeg,  and  are  a  superior  institution,  they 
devote  two  paragraphs  to  reasons  why  this  should  influence 
the- reader  to  buy  shoes  there. 

In  this  ad.  half  the  avaliable  space  is  used  up  in  adula- 
tion, and  in  the  other  half,  details  are  trotted  out.  Even  at 
that',  the  reader  is  asked  to  believe  that  the  1000  pairs  of 
shoe's  to  be  sold  "  are  the  best  that  were  ever  sold  in  Winnipeg 
at  $4  per  pair."  Pretty  large  order  for  the  poor  unsophis- 
ticated reader,  who  probably  sees  that  phrase  staring  at  him 
on  every  page  of  his  paper! 

How  much  better  it  would  be  to  get  down  to  facts. 
That's  what  the  public  want,  and  that's  what  any  shoe  man 


F.  C.  Wilkinson  uses  io-inch  3-col.  space  announcing  a 
special  sale,  and  also  some  of  his  regular  lines.  As  a  whole, 
the  copy  is  short  and  concise;  it  gives  specific  details  and 
prices.    The  reader  knows  just  what  he  is  advertised  and 


TWO  STORES 
S36  Maio  St. 
330  Portage 


!  RANNARD  SHOE  CO. 


TWO  STORES 
S36  Main  St. 
330  Portage 


I  F  vou  desire  the  very  best  to  be  had  in  Footwear,  at  the 
I  lowest  price  consistent  with  modern  merchandtsmg,  you 
won't  waste  much  time  in  enrolling  your  name  as  a  patron  of 
this  superior  institution.  . 

We  are  doing  the  largest  Shoe  busi- 
ness in  Winnipeg;  in  fact,  we  know 
of  no  exclusive  retail  shoe  business 
in  Canada,  which  equals  the  Ran- 
nard Shoe  Co.  in  volume  of  business; 
this  should  be  news  of  unusual  in- 
terest, as  it  indicates  clearly  and 
unmistakably  that  Rannard  Shoes 
re  "making  good"  and  that  is 
3  precisely  what  you,  and  every 
other  shoe  buyer,    requires  of 
the  firm  you  deal  with. 

I IQTP1SI  For  three  days 

iLilOH-ill  this  week;  Thurs- 
day, Friday  and  Satur- 

^^SBfilpBi^V  sell  at  both  our  stores 
tP^*      ^^^^Hj^H^V  thc  best  Men's  and  Wo. 

,  men's  Boots,  Patent 
Colt,  Tan  Calf,  Vclour 
Calf— Button  or  Lace— we  ever  sold  or  that  were  ever  sold 
in  Winnipeg  for  $4.00  per  pair.     1,000  pairs. 

ALL  STYLES,  ALL  SIZES,  ALL  LEATHERS 

536  Main  Street  -  TWO  STORES  -  310  Portage  Avenue 

RANNARD  SHOE  CO. 


STORES 


330  Portage  Avenue 
Corner  Harp.r 


536  Main  Street 
Corner  J 


A  io-in.  3-col.  Winnipeg  ad.    Much  self-praise,  few  definite 
details. 

should  do  when  he  uses  io-inch  3-col.  space  in  a  large  Winni- 
peg daily.  Self  praise  comes  high  at  that  rate  per  agate  line. 
One  thing,  however,  can  be  said  in  favor  of  this  ad.,  it  is 
attractively  set  up.    If  it  were  written  as  well,  it  would  win. 


{Wilkinson's 
iShoe  Store 

I  Istheplacetocomeforyour 

I  FINE  FOOTWEAR 


ill  the  latest  styles  in  Caxwdian  and  American 
makes  to  select  from. 


♦ 

* 

♦ 

§ 

! 

♦ 

* 

I 

! 


llWs  Low  SuOCS  in  Patent  Colt,  Velour  Calf,  Gun  Metal  Tan, 
KoSf^d  Vici  Kid  leathers,  high  hee  s  and  toes 
Prices  in  our  best  grades,  $3.50,  $4-00.  S4-5°  and  $,.00  a  pair.l 
ladies'  low  Shoes,  in  Tans,  Gun  Metal,  Patent! 
Kid  leathers.  We  have  some  leaders  .n  all  the  lat|stos^eV° 
sell  for.'  

SPECIAL  FOR  SATURDAY 

3o^irs  Men's  Fine  Boots,  Goodyear  welt,  regular  $4.00  and  $4.50  sh 

put  on  sale  Saturday  for   _  n      .  . 

30  pairs  Men's  Patent  Colt,  Blucher  Bals.,  regular  $4. SO.    O,  ... 


30  pan 


lirs  Ladies'  Fine  Boots, 
Blucher  cut;    regular  $1.75; 

on  sale  at  $1.48 

30  pairs  Ladies'  Fine  Boots, 
Blucher  cut;  regular  $2.50; 
on  sale  at  $1-98 


Men'sWearingShoes  _ 

We  have  something  new  to  show  you 
a  shoe  that  will  not  get  hard  ;  will 
give  all  kinds  of  wear,  and  tough 
'"as  leather.    Ask  to  see  them. 
WE  KEEP  A  FIRST  CLASS   REPAIR.  MAN  J 
  '  $ 


F.  C.  WILKINSON  I 


YELLOW  PROMT 
SHOE  STORE 

in.  3-col.  ad.,  giving  specific  details,  but  not  well  displayed. 


A  10- 

what  it  will  cost  him  if  he  gets  it,  consequently  if  he  drops 
in,  he  will  probably  buy.    That's  the  sort  of  copy  to  write. 

This  ad.  is  not  so  well  displayed  as  it  is  written.  The 
heavy  black  lines  at  the  top,  make  the  ad.  as  a  whole  look 
top  heavy.  As  the  firm  name  appears  at  the  bottom,  why 
waste  space  inserting  it  at  the  top?  The  heading  might  be: 
"  Special  Clearance  of  Fine  Footwear,"  which  would  make  the 
display  as  a  whole  more  evenly  balanced. 

Two  cuts  are  enough,  one  of  which  should  be  a  boot,  and 
one  an  oxford,  since  both  kinds  are  mentioned.  That  ox- 
ford cut  at  the  top  is  rather  large.  It  looks  out  of  propor- 
tion. The  cut  of  the  boot  might  be  placed  in  the  lower  left 
hand  corner  facing  the  copy,  instead  of  the  oxford,  then  the 
two  smaller  cuts  should  be  eliminated.  These  changes 
would  leave  more  room  for  copy.  One  phrase  in  the  bottom 
paragraph  is  rather  humorous,  but  it  appears  frequently  m 
shoe  ads:  "  A  shoe  as  tough  as  leather."  That's  pretty  much 
like  an  Irish  bull! 

In  the  Coles'  ad.,  the  name  at  the  top  is  unnecessary, 
and  the  cut  useless  and  meaningless.  Better  use  the  space 
occupied  by  the  border,  cut  and  name  to  show  a  good  line 
cut  of  a  shoe.  There  is  no  need  to  repeat  "Derby  Shoes." 
More  copy  could  be  written  in  the  space  taken  by  the  second 
line.  In  a  long  ad.  of  this  nature,  it  is  better  to  break  up 
the  space  somewhat  as  done  here,  but  it's  an  open  question 
whether  a  5-inch  double  column  ad.  would  not  look  better, 
even  though  it  did  cost  more  for  breaking  the  column.  _  The 
copy  is  good;  prices  are  mentioned;  and  the  address  is  given: 
three  excellent  features. 
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Business  Boosters  I 

Stunts  Others  Have  Used  to  Advantage — You'll  Never  Get  a  Better  Time  Than  Now  to  Try  the  One  That 

Strikes  Your  Fancy — Practical  Helpful  Suggestions. 

Why  Not  Buy  Intelligently.  out  two  solicitors  to  thoroughly  canvass  are  not  perfectly  satisfied  that  they  have 

Halifax.— A  retail  shoeman  here  is  a  firm  every  house  in  his  district  within  a  certain  secured  good  value,  I  will  invite  them  to 

believer  in  the  practice  of'  buyin°-  the  dif-  radius-     He  chose  courteous,  well-dressed  make  known  the  fact  and  we  will  do  every- 

ferent  lines  of  shoes  he  handles  exclusively  salesmen  who  tried  in  each  case  to  interest  thing  in  our  power  to  remedy  the  com- 

from  the  manufacturers  whose  goods  have  the  lady  of  the  house'  elther  for  herself'  plamt    There  13  nothmS  like  personal  at- 

given  most  satisfaction  in  those  respective  her  husband,  or  her  children.      In    each  tention  and  the  follow-up  system." 

,    In  this  way  he  cuts  the  number  of  they  ]f  a  neatly-printed  circular  in-              Hqw  Hg  ^ 
houses  he  deals  with  in  half,  and  his  sort-  d'cat've  <*.  the  mc;rlts  of        shoes  sold  by           Jolm._^  man  who  keeps  his  find- 
ing orders  in  proportion.    He  has  a  full  be  firm  *  ^est^n;      ^he  information                        cQunter  v 
range  in  each  line  always  on  hand,  and  the  they  Slleaned  from  *f  taks  was  made  the                                   department.    I  have 
manufacturers  he  buys  from  appreciate  his  nucleus  oi  an  excel  ent  mathng  hst,  to  wh:cn                              *  ^ 
account,  and  allow  him    the    closest  dis-  "eat  Clrc'ulars  ™  sf  ™n*ly.                    j             *  *J 
counts  possible,  to  say  nothing  of  giving  This  has  proven  a  great  booster  for  cash  ^  * 

him  At  service  in  delivery  and  manufac-  f*>*ni  £r  getting  m  touch  with  neigh-  ^  j               &  ^ 

ture.    Xo  more  15-pair  lot  buying  for  him.  onng  resl  en  s-                                        with  laces  of  all  colors,  having  them  radiate 

Advance  Cards  Profitable.  Striking  Window  Arrangement.            from  a  central  point  to  all  four  sides  of 

Montreal.— A    local    shoe    manufacturer  Montreal.-K  well-known  hatter  and  fur-  the  glass.    Then  on  the  flooring  I  placed 

has  two  or  three  thousand  artistic  advance  ner  who  recently  remodelled  the  front  of  a  few  tins  of  blacking,  boxes  of  polish  and 

cards  printed  every  season,  and  these  are  his  establishment,  has  secured    a    unique  other  findings  m  an  artistic  way.    I  have 

used  by  his  travellers  to  advise  their  cus-  effect  by  the  re-arrangement.    His  store  is  made  good  on  my  department    so  far." 

m  rs  of  their  probable  date  of  arrival  in  >very  long  and  narrow'    °n  e,ther  slde  of  Wlhy  do  not  other  sh°emen  try  this  St. 

the  town  in  question.    On  the  back  of  each  a  narrow  entrance  he  built  two  display  win-  John  man's  plan? 

card  is  a  short  paragraph  calling  attention  dows-     Behl»'d  these  there  rs  a  passage-                 Shine  While  You  Wait, 

to  a  few  of  the  special  features  of  the  foot-  -ay  the  whole  width  of  the  frontage,  and      Q                               ^  ^  ^ 

wear  he  manufactures.  This  manufacturer  back  of  this  another  centra   display  win-  &                                            ^  | 

has  found  that  these  cards  are  order-bring-  d™>  with  an  entrance  into  the  store  pro-  neat 

ers,  because  they  often  result  in  a  retailer  per  on  either  side  of  it.    This  unusual  ar-  . 

awaiting  the  traveller  for  his  favorite  firm,  not  only  gives  greatly  increa  ed  ?  ^                     ^  » 

when  otherwise  he  would    purchase    else-  ff^            **  makes  the  interior  much                                        PP  P 

u       u„.c                    >    „    •  ,i  lighter,  as  prism  glass  is  used  m  the  trans-       J    J  ' 

where  before  the  latter  s  arrival.  t  ^       ■  I                        w  .  .„  „  visit  the  public  stands.    It  has  proven  a 

oms  of  the  window  transoms.     Here  s  a  e  e 

Always  On  The  Job.  scheme  in  modified  form  for  a  live  shoe-  fine  business-getter,  and  keeps  customers  m 

Toronto.- A   large  shoe    retailer     here  man                                                           close  touch  wlth  the  store  at  very  sllght 

Is  all  his  time  after  11  a.m.  each  dav,  Rnnm!tlir  ~nnrt-     p.nntwpsir               expense-     During  slack  h°Urs  the  atten" 

on  the  floor  of  his  shoe  store  sauntering  „     f00™**  SpWb°g  Footwear;              dant  can  find  plenty  to  do  in  other  depart- 

.  Hamilton. — A  young  shoeman  here  not  m.„tl.  ,nr  ti.  e<-nrp 

around,  seeing  that  each  customer  receives  ,        .    ,     .                ,   ,              ,       1111:1115  ul  Lllc  SLU1C- 

very  long  m  business,  was  before  his  shoe 

prompt,  courteous  attention    and  greeting  efi         prominent  in  local  sporting  cir-                  Making  Patches  Pay. 

newcomers  at  the  door.    He  does  this  ,n  ^     ^.^  ^  connection  thus  formedi      Quebec-One  shoeman  here  does  not  see 

person,  owing  to  a  strong  conviction  that  ^.^  ^  ^            ^  tQ  ^  up  ag  any  reason  why  the  cobbler  around  the  cor- 

personal  equation  is  a  powerful  factor  in  ^  as         ^  he  hag  fegtured  sporHng  ner  should  get  all  the  repairing  business, 

winning  trade,  and  that  the  proprietor  is  footW£ar  of  eyery  khld  tQ  great  advantage  Hence  he  installed  an  outfit  run  by  elec- 

the  proper  man  to  make  the  impression.  ^               Re  ^  ^  thig  by  means  of  tricity,  and  advertised  his  new  departure, 

Moreover,  in  this  way.  he  has  his  finger  at  q                 ng  ^.^^  and  advertising  in  and  the  service  he  was  prepared  to  render. 

times  on  the  pulse  of  business  detail  ,n  ^  vernacular  ^  gU  the  „sports„  appre.  The  reSp0nse  was  immediate,  and  the  busi- 

.  v  ry  department.  date     This  brings  !him  large  business  in  ness  is  ever  growing  in  volume,  as  he  makes 

Make  Them  True  To  Life.  regular  lines  as  well.                                  it  a  point  to  get  repairs  out  on  time.  The 

Winnipeg.— "I   believe  in  using  cuts  in  ™               TT   -  =.                      other  departments  also  feel  the  stimulation 

my  advertising  that  show  shoes  in  use  in  r,       The  Follow-Up  by.tem                 of  the  repair  department,    and    sales  all 

T  Caujarv. —  1  am  thinking  of  adopting  a         ,1  v,n,rP  inrrpxtpA  orpa+lv 

one  way  or  another.    At  one  time  I  use  ,  *    *    .    „          ,    ,       .  •,     «  u-  u  roum  nave  lncreasea  greatly. 

.    -       ,     .    ,  .      ...        ,  card  of  thanks,   remarked  a  retailer,  which 

•  ■  picture  of  a  fashionably-dressed  woman  f  wj]]  ^  to  ^  customel,    j  always                 It  Broke  The  Habit, 

weanng  stylish  Oxfords  or  pumps;  at  an-  ^  ^  ^  ^  ^  he  or  ghe     Kingston^A  Princess  St.  shoe  retailer 

other  it  may  be  the  p-cture  of  a  tennis  girl  ^        ^  ^  ^  seems  t0Q  fom.  who  was  particularly  troubled  with  chronic 

,n  rubb  r-s-,],d  -hoes,  and  so  on.    There  is  and  ^  j  knQw  mQst  of  my         ng  T  bfi_  teiephone  users,  installed  a  pay  'phone  in 

nothing  hke  arousing  the  human  interest  ^  ^  ^             ^  &  ^              tQ  a  neat  cabin£t  jn  a  prominent  corner  0f  the 

element     If  a  retailer  makes  careful  in-  ^  &         ^  ^  ^  ^  ^  ^    Qver  the  ,phone!  this  notice  was 

quines,  he  can  soon  find  good  stock  cuts  ^        ^  ^             kjndly  ^  placed     »Although  always  pleased  t0  aid 

that  suitably  represent  his  stock    I.  pays  ^  thdr      chase  and  r        ^  QUr  customers  in  any  way>  we  must  respect- 

most  emphatically      Here  s  a  good  stun  ^  that  T         ciatfi  their  patronage)  and  fuily  remind  them  that  our  private  'phone 

for  .he  average    doubting  Thomas    that  ^  ^  same  ^  cal]i      attention  t0  the  was  installed  for  business  purposes  only. 

 0d  rr-",ts  In  h,S  advertls,n^  fact  that  it  wiH  afford  us  gr€at  pleasure  to  When  used  by  private  parties  it  costs  us 

This  Man  Used  Solicitors.  minister  to  their  future  wants.    If  they  money— and  custom."    It  broke  the  habit, 

Vancouver. — A  shoe  retailer  here  sent  have  any  fault  to  find  with  the  shoes  or  and  to-day  that  retailer  blesses  his  courage. 
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THIRD  DISPLAY  of 

SHOE  CUTS  and  "AD"  BORDERS 

NEWSPAPER  CUT 

SERVICE  FOR  DEALERS 

Price  of  Border  as  illustrated    -  $1.50 

Price  of  Shoe  Cuts  same  size  as 
illustrated    -    -    -    -    35  cents  each 

ORDER  BY  NUMBER 

BORDER  CUT  NO.  no.  MORTISED  TO  ALLOW 
FOR    TYPE    MATTER   AND    SHOE  CUTS 


Shoe  Cut  No.  5 1 6-  Shoe  Cut  No"  5*9' 
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What  Shoemen  Say,  Do,  and  Think 

Interesting  Items  Regarding  Retailers,  Jobbers,  Tanners,  and  Manufacturers — Business  Changes,  New  Enterprises, 
and  Personal  Movements — Breezy  Notes  for  the  Perusal  of  Busy  Readers. 


Dischaw  &  Grieve  have  started  in  the 
retail  shoe  business  in  Calgary. 

The  Greenless  Co.  have  embarked  in  the 
Loot  and  shoe  business  in  Winnipeg. 

Vensom  &  Rowatt,  shoe  dealers,  David- 
son, Sask.,  have  assigned. 

Louis  Brucker,  of  Halifax,  shoe  retailer, 
has  assigned. 

A.  H.  Beer,  shoemaker,  of  Rivers,  Man., 
has  gone  out  of  business. 

The  firm  of  Wm.  Pratt  &  Co.,  Ottawa, 
shoe  retailers,  is  now  known  as  C.  B.  Pratt. 

Arthur  Bergeron,  shoe  dealer,  of  Ver- 
dun, Que.,  has  assigned  to  V.  Lamarre. 

J.  M.  McCloy  has  launched  into  the  re- 
tail shoe  business  in  Calgary. 

J.  B.  Douglas,  shoe  retailer,  Lethbridge, 
Alta.,  has  sold  out. 

Chas.  YY.  Mitchell  has  started  a  retail 
shoe  shop  in  Radville,  Sask. 

Alex.  Davidson,  shoe  dealer,  of  Elora, 
Ont..   has   disposed   of   his  'business. 

Regis  Larouohe,  shoe  merchant,  was  a 
sufferer  by  fire  in  the  recent  blaze  at  St. 
Jerome,  Que. 

A.  C.  Rochette,  Les  Saules,  Que.,  manu- 
facturer of  shoe  stiffeners,  has  made  a 
voluntary  assignment. 

The  shoe  firm  of  Xash  &  Lott,  Brandon, 
Man.,  has  been  dissolved.  J.  Nash  will 
continue  the  business. 

T.  E.  Ryan,  shoe  retailer,  821  Lansdowne 
Ave.,  Toronto,  has  made  an  assignment  to 
E.  R.  C.  Clarkson. 

J.  S.  King,  of  the  Relindo  Shoe  Company, 
Toronto,  returned  recently  from  spending 
a  holiday  on  the  Cape  Cod  Coast. 

V.  E.  Baril  has  opened  a  new  shoe  estab- 
lishment at  25  a  Cote  St.  Paul  Road,  Mon- 
treal. 

D.  J.  McDermott,  of  the  McDermott  Shoe 
Co.,  Montreal,  recently  spent  a  couple  of 
days  in  Peterboro  and  Toronto  on  business. 

Norman  V.  Archer  has  begun  business 
in  the  boot  and  shoe  line  at  823  Granville 
St.,  Vancouver. 

E  A.  Scott,  of  P.  Jacobi,  Toronto,  has 
t:een  spending  a  few  days  at  Camp  Lenid, 
in  the  Bay  of  Quinte  district. 

S.  Morley  Wickett,  of  Wickett  &  Craig, 
tanners,  Toronto,  has  gone  on  an  extended 
\i-it  to  various  points  in  Western  Canada. 

John  Ritchie,  of  the  John  Ritchie  Co., 


Quebec,  was  in  Toronto  last  week  for  a 
few  days. 

F.  L.  Wagner,  of  the  Aylmer  Shoe  Co., 
Aylmer,  Ont.,  has  been  spending  a  few 
days  in  Toronto  and  Montreal  on  business. 

C.  F.  Hayes,  superintendent  of  the  Ayl- 
mer Shoe  Co.,  Aylmer,  Ont.,  was  in  To- 
ronto this  week  on  business. 

J.  C.  Miller,  Orillia,  Ont.,  was  in  Toronto 
this  week.  He  reports  business  as  being- 
lively  in  the  northern  town. 

The  assets  of  Louis  Dassylva  &  Co., 
shoe  dealers,  Three  Rivers,  Quebec,  will 
be  sold  on  August  4. 

Samuel  Sterling,  of  Sterling  Bros.,  shoe 
manufacturers,  London,  who  has  been  ill, 
is  able  to  be  around  again. 

Frank  Colwell,  45  Barrington  St.,  Hali- 
fax, has  sold  his  shoe  business  to  George 
Whitney. 

D.  P.  McDonald  &  Bro.,  have  started  a 
retail  shoe  business  in  the  Ingraham  block, 
Sydney,  C.B. 

Two  more  retail  shoe  establishments  in 
Quebec  city  have  been  started.  David 
Morin  and  Joseph  Morency  are  the  new 
retailers. 

W.  G.  Hardie,  late  with  the  George  E. 
Boulter  Co.,  has  joined  the  staff  of  travel- 
lers of  the  Minister,  Myles  Shoe  Company, 
Toronto,  and  will  cover  Western  Canada. 

W.  A.  Marsh,  president  of  the  W.  A. 
Marsh  Co,  Quebec,  is  on  a  business  trip  to 
Western  Canada,  and  will  visit  the  Coast 
before  his  return  to  the  East. 

P.  Bulger  &  Co.,  Eganville,  Ont.,  shoe 
dealers,  suffered  a  rather  heavy  loss  in  the 
recent  fire  which  visited  that  village  and 
wiped  out  several  business  places. 

The  Canadian  Hide  and  Skin  Company, 
with  head  office  in  New  Jersey,  have  ob- 
tained permission  to  do  business  in  On- 
tario on  a  capital  of  $10,000. 

W.  Hern,  of  Goderich,  has  bought  out  the 
interests  of  his  partner,  G.  M.  Elliott,  in 
the  retail  shoe  business,  and  the  firm  name 
is  now  W.  Hern. 

I  (.  B.  Ohrt,  who  covers  Western  Canada 
for  the  Relindo  Shoe  Co.,  Toronto,  leaves 
in  a  few  days  on  his  trip  to  the  West  with 
spring  and  summer  samples. 

W.  C.  Myers,  who  formerly  covered 
Northern  and  Western  Ontario  for  the 
Rideau  Shoe  Co.,  Montreal,  will  in  future 
cover  Western  Canada  for  the  same  firm. 

Louis  Bedard,  shoe    manufacturer,  of 


Ancienne  Lorette,  Quebec,  passed  away  last 
week.  He  made  principally  fancy  special- 
ties. 

The  vote  in  Bracebridge,  Ont.,  to  fix  the 
taxation  of  the  Anglo-Canadian  Tanning 
Company  at  $50,000  was  in  favor  of  the 
company  by  97  majority. 

D.  D.  Hawthorne,  Toronto,  has  gone  on 
a  trip  to  the  West.  He  will  visit  all  the 
principal  cities  and  travel  as  far  as  the 
Coast. 

Robert  Rogers,  representing  P.  Jacobi, 
Toronto,  left  last  week  on  a  business  trip 
through  Western  Canada.  He  will  go 
through  to  the  Coast. 

The  assets  of  the  Canada  Leather  Co., 
Verdun,  Que.,  have  been  sold.  ,  The  stock 
of  L.  Shakra,  shoe  retailer,  Montreal,  has 
also  been  sold. 

A.  T.  Hanes  has  taken  a  position  with 
the  Rowan-Ogg  Shoe  Company,  of  Guelph. 
Ont.  He  was  formerly  one  of  the  trav- 
elers of  the  George  E.  Boulter  Company. 

R.  R.  Macaulay,  secretary  of  the  Miner 
Rubber  Company,  Montreal,  whose  fac- 
tory is  at  Granby,  was  in  Toronto  last 
week  on  business. 

A.  D.  Weber,  manager  of  the  footwear 
division  of  the  Canadian  Consolidated  Rub- 
ber Co.,  Toronto,  has  been  holidaying  in 
Berlin  and  Waterloo. 

Valentine  and  Martin,  Waterloo,  Ont., 
have  recently  installed  in  their  factory  sev- 
eral pulling  over  and  lasting  machines,  sup- 
plied by  the  United  Shoe  Machinery  Co. 

George  Williams,  of  the  Williams  Shoe 
Company,  Brampton,  Ont.,  has  been  on  a 
business  trip  to  Winnipeg  and  other  points 
in  the  West. 

C.  S.  Sutherland,  manager  of  the  Am- 
herst Boot  &  Shoe  Co.,  Amherst,  N.S.,  has 
gone  on  an  extended  trip  to  Western  Can- 
ada. He  will  also  visit  several  large  Am- 
erican cities. 

After  sneezing  continuously  for  four 
days,  Margaret  E.  Hendrigan,  age  18,  re- 
turned to  work  in  a  Brockton,  Mass.,  shoe 
factory,  having  affected  a  cure  by  packing 
her  head  in  ice. 

George  Lloyd,  lately  with  the  George  E. 
Boulter  Co.,  Toronto,  has  joined  the  staff 
of  salesmen  of  Ames,  Holden,  McCready, 
Ltd.,  Toronto,  and  will  cover  the  Owen 
Sound  territory. 

L.  Kaufman  was  in  Toronto  last  week. 
He  reports  the  factory  at  Berlin  as  being 
rushed  to  its  full  capacity,  filling  orders 
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for  rubber  footwear.  The  new  extension 
to  the  stock  room  will  soon  be  completed. 

.  Howard  Blachford,  of  the  Blachford  shoe 
store,  Toronto,  is  spending  his  holidays  at 
Lake  Rosseau,  Muskoka;  Alfred  J.  Blach- 
ford has  returned  from  a  pleasant  vacation 
spent  at  various  points  in  Quebec  province. 

C.  E.  Smith,  of  the  Belleville  Shoe  Co., 
Belleville,  Ont.,  who  some  time  ago  bought 
the  retail  business  of  Robert  IMcWhinnie, 
of  Peterboro,  has  taken  possession  of 
his  new  store. 

F.  W.  Knowlton,  of  Montreal,  general 
manager  for  Canada  of  the  United  Shoe 
Machinery  Co.,  was  in  Toronto  last  week 
on  business.  He  was  one  of  the  visitors  to 
the  big  Market  Fair  in  Boston. 

A  tannery  will  be  opened  at  Plessisville, 
Que.  Albert  G.  Hanglin,  who  is  connected 
with  this  new  plant,  was  in  Boston  last 
week,  accompanied  by  Endor  Fournier,  of 
the  same  firm. 

In  a  fire  at  Farnham,  Que.,  which  de- 
stroyed many  business  places  and  did  $300,- 
ooc  damage,  two  shoe  establishments,  Wil- 
son Bros,  and  A.  Desautels,  were  wiped 
out. 

H.  C.  Durgin,  superintendent  of  the 
Berlin  'Shoe  Manufacturing  Company, 
Berlin,  has  severed  his  connection  with 
that  company,  and  intends  leaving  for  the 
Eastern  provinces. 


J.  P.  Cook,  of  the  Cook-Fitzgerald  Co., 
London,  who  has  been  ill  for  several 
weeks,  is  gradually  improving,  and  bis 
many  friends  hope  for  his  complete  re- 
covery. 

W.  W.  Lindsley,  of  St.  Catharines,  Ont., 
will  represent  the  Olark-Hutchinson  Co.,  of 
New  York  City,  in  Quebec  and  the  Mari- 
time Provinces.  He  will  carry  their  line  of 
samples  in  connection  with  his  present  line 
made  by  Getty  &  Scott,  of  Gait,  Ont. 

An  event  of  note  in  Berlin  was  the  mar- 
riage of  Miss  Eileen  Mary  Lang,  third 
daughter  of  Mr.  George  C.  H.  Lang,  presi- 
dent of  The  Lang  Tanning  Company,  to 
Mr.  Edward  Stoody,  of  Sarnia.  Mr.  and 
Mrs.  Stoody  will  reside  in  Sarnia. 

Charles  Tilley  &  Son  have  removed 
from  160  Bay  St.  to  their  large  and  well- 
equipped  new  warehouse  at  90  Richmond 
St.  West,  where  they  have  every  facility 
for  handling  all  classes  of  findings  and 
leathers. 

N.  Tetrault,  of  the  Tetrault  Shoe  Manu- 
facturing Company,  Montreal,  was  in  To- 
ronto this  week  with  several  spring  and 
summer  samples,  which  he  was  showing  to 
jobbers.  There  were  several  new  lasts  in 
men's  which  were  much  admired. 


J.  S.  Ashworth,  representing  Sir  Henry 
Trickett,  Limited,  Waterfoot,  England,  was 
in  Toronto  this  week  showing  a  fine  line  of 
the  famous  slippers  made  by  this  firm.  He 
left  for  Montreal,  where    he    met  Mr. 


Etough,  the  managing  director,  who  is  pay- 
ing a  visit  to  Canada. 

A.  Levy  has  moved  into  his  new  store  at 
260  Yonge  St.,  Toronto,  which  will  be 
known  as  the  Right  Form  Shoe  store.  The 
premises  are  exceptionally  well  lighted  by 
several  fine  windows  and  are  100  feet  deep 
by  25  feet  wide.  Mr.  Levy  intends  putting 
in  a  stock  of  hosiery,  which  department  he 
will  make  a  feature  of  the  establishment. 

Mills  C.  Simpson,  vice-president  of  Tom 
Stedman  Limited,  shoe  retailers,  Winnipeg, 
is  on  a  buying  trip  in  the  East.  He  will 
■visit  Hamilton,  Ont.,  for  a  few  days,  and 
will  include  London,  Toronto,  Gait,  Berlin, 
Aurora  and  Montreal  in  his  itinerary.  He 
will  get  back  to  the  West  the  latter  end  of 
August. 

The  Harbor  Grace  Boot  and  Shoe  Manu- 
facturing Co.,  Harbor  Grace,  Newfound- 
land, who  manufacture  men's,  women's, 
misses',  boys'  and  youths'  McKays,  will 
shortly  turn  out  fine  Goodyear  welts.  The 
necessary  equipment  will  be  installed  and 
Supt.  Wl  J.  Janes  reports  that  the  prospects 
are  exceptionally  bright  for  a  big  trade  in 
the  new  line. 

The  J.  W.  Hewetson  Company,  shoe 
manufacturers,  Toronto,  have  taken  pos- 
session of  another  flat  in  the  building  occu- 
pied by  them  on  Teraulay  Streeet,  which 
will  be  used  for  the  fitting  and  cutting  de- 
partments. The  rush  of  work  has  been 
so  great  that  additional  space  was  rendered 


YOU  SHOULD  TAKE  A  KEEN  INTEREST 
IN  THE  SEPTEMBER  SALESMANSHIP 
COMPETITION  FOR   RETAIL  CLERKS 


The  develooment  of  a  higher  grade  of  sell- 
ing ability  in  the  retail  stores  throughout  Can- 
ada would  mean  the  consumption  of  a  surpris- 
ingly greater  quantity  of  merchandise — even 
though  our  population  remained  stationary. 
The  point  is  that,  by  proper  selling  methods, 
a  shoe  retailer  can  induce  his  customers  to 
purchase  more  and  better  goods  than  they 
otherwise  would,  and  they'll  be  better  pleased 

1st 

2nd  - 
3rd 

4th  - 

In  addition  to  this,  we  will  pay  $1.00  for 
the  prize  winners,  but  which  we  consider 


into  the  bargain.  The  possibilities  of  good 
salesmanship  are  tremendous  when  you  come 
to  think  of  it. 

The  monthly  salesmanship  competition  be- 
ing conducted  by  the  Shoe  and  Leather 
Journal  has  aroused  a  wide  interest,  and  some 
of  the  experiences  entered  have  been  excep- 
tionally good.  Following  are  the  prizes 
offered : 

$5.00  CASH 
$3.00  CASH 
$2.00  CASH 
$1.50  CASH 

all  experiences  that  do  not  happen  to  be  among 
worth  publishing. 


THE  SEPTEMBER  COMPETITION  CLOSES  AUGUST  20th. 
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necessary,  and  the  factory  will  now  be  in 
a  better  position  to  keep  up  with  orders. 

Report  Good  Outlook. 

Kirvan-Doig,  Ltd.,  Montreal,  report  con- 
ditions bright,  and  the  outlook  for  spring 
trade  very  good  indeed.  One  of  the  most 
prominent  features  of  the  varied  and  com- 
plete line  of  shoes  for  spring  now  being 
shown  by  their  six  representatives,  is  a  low- 
heeled  growing  girls'  shoe  on  one  of  the 
very  latest  lasts.  This  shoe  is  made  in  all 
popular  patterns  and  leathers  from  size  2^ 
to  6.  The  very  active  demand  already  ex- 
perienced for  this  creation  shows  that  its 
excellent  features  have  "caught-on"  with 
the  trade. 

Gathering  of  the  Gideons. 

The  Toronto  delegation  fo  the  annual 
convention  of  the  Gideons,  the  organiza- 
tion of  Christian  commercial  travellers, 
which  has  been  held  in  'Milwaukee,  has  re- 
turned to  Toronto,  and  report  tbat  the  af- 
fair was  a  complete  success.  Toronto  lost 
the  1912  convention  by  three  votes,  but 
will  get  it  in  1913,  it  is  understood.  The 
Canadian  secretary  of  the  Gideons  has 
gone  West,  where  he  will  open  camps  in 
Winnipeg,  Brandon,  Calgary,  Edmonton 
and  Vancouver. 

Exhibiting  at  the  Fairs. 

L.  R.  Howard,  of  the  Nugget  Polish 
Company,  has  returned  from  Winnipeg, 
where  the  firm  had  a  creditable  display  of 
their  goods  at  the  big  fair.  The  Nugget 
people  will  have  space  at  Toronto,  London, 
Ottawa,  and  Halifax  exhibitions.  Mr. 
Howard  will  have  charge'  of  the  booth  in 
Toronto  and  London,  and  T.  W.  Hart,  who 
recently  returned  from  a  trip  to  the  Old 
Country,  will  look  after  their  interests  at 
Ottawa  and  Halifax.  W.  F.  McNeill, 
Canadian  manager  of  the  company,  returned 
last  month  after  a  seven  weeks'  success- 
ful business  trip  to  Western  Canada,  going 
as  far  as  Vancouver. 

Jobber's  Stock  to  be  Sold. 

The  George  E.  Boulter  Co.,  Toronto, 
wholesale  boots  and  shoes,  assigned  last 
month  to  the  Trusts  and  Guarantee  Com- 
pany. At  a  mee'ing  of  the  creditors,  held 
last  week,  it  was  decided  to  dispose  of  the 
assets  of  the  company  by  auction.  The  sale 
will  take  place  at  the  office  of  Suckling 
&  Co..  auctioneers,  and  the  stock  will  be 
sold  en  block.  '1  he  financial  statement 
showed  assets  of  about  $60,000  and  liabili- 
ties of  about  $90,000.  The  principal  credi- 
tors arc  the  John  Ritchie  Co.,  of  Quebec 
city,  and  the  Miner  Rubber  Company,  of 
Granby.  Quebec.  The  amounts  due  other 
creditors  are  not  large.  Asked  this  week 
regarding  his  future  plans,  Mr.  Boulter 
S2id,  "I  cannot  tell  you  just  at  present.  I 
hope  to  be  in  a  position  to  buy  back  the 
stock  and  continue  business.  The  sale  will 
take  place  on  Wednesday,  August  9th." 


WHAT  IS  SELLING  DOWN  BY  THE  SEA 


Retailers  in  St.  John,  N.B.,  writes  the 
correspondent  of  The  Shoe;  and  Leather 
Journal,  report  trade  generally  good,  as  a 
run  of  exceptionally  fine  weather  has  tend- 
ed to  boom  business.  The  situation  after  a 
canvass  of  the  large  dealers  shows  a  rather 
sharp  difference  in  sales  of  certain  lines, 
but  on  the  whole  tan  shoes,  suedes,  and 
patents,  seem  to  be  good  sellers  and  all 
agree  on  a  satisfactory  run  in  white  goods. 
In  the  latter  class  St.  John  is  situated  dif- 
ferently from  many  of  the  larger  cities,  in 
that  a  spell  of  wet  or  foggy  weather  which 
is  apt  to  come  at  any  time  causes  a  decided 
slump  in  sales,  but  as  stated,  this  year,  free 
as  it  has  been  from  fog,  and  with  but  little 
rainy  weather,  everything  bas  been  helped 
materially. 

Richard  J.  Walsh,  in  charge  of  Water- 
bury  &  Rising's  big  King  Street  store,  re- 
ports as  a  feature  the  falling  off  of  Don- 
gola  kid  and  Vici.  These  lines,  Mr.  Walsh 
states,  have  gone  flat.  They  also  find  that 
Cravenettes  have  in  a  large  measure  sup- 
planted patent  leathers.  This,  he  thinks,  is 
probably  occasioned  from  the  fact  that  the 
better  class  of  trade  consider  the  former 
line  more  exclusive.  The  off  season  in  the 
first  named  lines,  viz.,  Dongola  kid  and 
Vici,  is  accounted  for  probably  for  the  rea- 
son that  people  seem  to  have  been  "struck 
on"  dull  colored  calf  skin.  The  firm  have 
found  it  a  pretty  good  season  for  tans 
which  promise  to  be  good  fall  sellers.  They 
had  a  good  spring  trade  in  tan  boots  and 
present  business  in  patents,  suede  and 
cravenettes  is  very  good. 

John  A.  McKay,  of  the  McRobbie  Shoe 


Company,  says  that  patent  leather,  suedes 
and  tans  are  going  fairly  well  in  the  better 
grade  of  shoes.  In  the  low  cuts  two  and 
three  eyelets  in  the  patent  and  suede,  are 
selling  strongly.  The  demand  is  opening  a 
little  for  white  goods  and  with  a  continu- 
ance of  the  fine  weather  promises  well. 
Among  the  good  sellers  are  the  patents  of 
lower  cut  in  snappy  lines.  Velvet  goods 
are  going  slow ;  in  fact  are  a  dead  issue, 
being  a  class  of  footwear  that  is  not  found 
to  be  satisfactory.  The  trade  in  tans  is 
better  than  last  year  and  the  run  in  suedes 
is  decidedly  an  improvement.  Heels  are 
higher,  more  especially  in  men's  shapes. 

John  H.  Vaughan,  of  Francis  & 
Vaughan,  reports  that  pumps  and  ties  are 
quite  the  thing  and  velvets  take  in  a  good 
proportion.  Outing  shoes  have  a  good  run 
as  a  result  of  the  fine  weather,  yachting 
and  tennis  shoes  selling  well.  White 
goods  have  been  popular  from  the  start 
and  pumps  and  three  eyelet  ties  are  favor- 
ites. Early  spring  demand  for  tans  was 
replaced  during  June  and  July  by  a  call 
for  colored  goods  which  in  turn  seem  to 
have  been  supplanted  by  patents.  Misses' 
and  children's  pumps  and  Roman  sandals 
are  strong  sellers.  There  is  the  usual  de- 
mand for  yachting,  tennis,  and  outing 
shoes  with  rubber  soles.  The  outlook  is 
for  a  brisk  demand  for  children  and 
Misses'  jockey  boots  in  yelvets,  and  velvets 
in  different  styles  for  women.  Patent 
leather,  button  and  cloth  tops  are  moving. 
For  men's  trade,  the  trade  is  equally  divided 
between  tans  and  black  with  low  shoes  in 
the  lead. 


Progressive  New  Industry. 

The  Adams  Shoe  Company,  Toronto,  re- 
port business  very  brisk  and  are  working 
industriously  on  spring  samples.  Among 
the  new  creations  will  be  no-strap  pumps 
in  brown  and  blue  canvas.  With  each  pair 
goes  an  envelope  containing  four  buttons 
and  two  straps,  which  may  be  attached  to 
the  footwear  if  desired.  A  child's  drab 
canvas  with  chocolate  tip  is  a  pleasing 
creation.  Several  of  the  tops  on  misses' 
McKay's  will  be  slightly  lower,  with  slant 
cut.  The  company  are  contemplating  plac- 
ing several  other  new  lines  on  the  market 
and  the  demand  for  their  goods,  particu- 
larly in  the  West,  has  been  increasing  rap- 
idly. The  factory,  which  has  been  in  busi- 
ness only  ten  months,  is  well  equipped,  and 
in  misses'  and  children's  McKays  and  turns, 
i ,  turning  out  a  superior  class  of  footwear. 

Toronto  Firm's  Western  Display. 

P.  P.  Myles,  of  the  Minister,  Myles  Shoe 
Company,  Toronto,  has  returned  from 
Winnipeg,  where  be  was  in  charge  of  the 
showing  of  "Beresford"  and  "Vassar" 
shoes  at  the  exhibition.  The  firm  had 
thirty-three  samples  on  display  which  at- 


tracted much  attention,  and  Mr.  Myles  met 
many  of  their  Western  customers.  He 
says  there  is  a  feeling  of  buoyant  optim- 
ism throughout  the  West  and  a  record  har- 
vest is  looked  for.  The  Minister,  Myles 
Co.  will  also  have  an  exhibit  of  fine  foot- 
wear at  the  Canadian  National  Exposition, 
Toronto.  The  United  Shoe  Machinery  Co. 
will  have  a  complete  equipment  in  operation 
and  the  workers  will  be  from  the  Minister, 
Myles  factory.  This  phase  of  the  Fair  has 
always  teen  an  interesting  and  instructive 
one  and  the  making  of  Goodyear  welt  foot- 
wear arouses  much  attention. 

Big  Addition  to  Factory. 

The  Gutta  Percha  and  Rubber  Manufac- 
turing Company  are  erecting  an  addition 
to  their  big  factory  at  West  Lodge  and 
O'Hara  Avenues,  Toronto.  The  extension 
will  be  165  feet  long  and  51  feet  wide, 
three  storeys  high,  with  full  sized  base- 
ment. It  will  be  constructed  of  reinforced 
concrete  and  will  be  well  lighted  and  ven- 
tilated. Several  smaller  buildings  will  also 
be  erected.  The  work  is  going  ahead  rap- 
idly. On  August  4th  the  factory  will,  in 
accordance  with  its  usual  practice,  close 
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down  for  two  weeks,  in  order  to  allow  the 
employees  to  have  holidays,  and  the  plant 
will  receive  a  general  cleaning  up.  Rather 
than  have  part  of  the  employees  off  at  one 
period  and  some  at  another,  the  company 
have  adopted  the  custom  of  allowing  them 
all  to  go  for  two  weeks'  vacation  at  the  one 
time  and  find  that  better  results  are  ob- 
tained. 

Shoe  Machinery  Trial. 

A  Boston  despatch  says :  As  the  result  of 
an  investigation  of  the  United  Shoe  Ma- 
chinery Company  by  the  Department  of 
Justice,  the  evidence  obtained  will  be  pre- 
sented to  the  Federal  Grand  Jury  at  a 
special  session  called  for  August  i. 

Preparing  For  The  Fair. 

The  Relindo  Shoe  Company,  of  Toronto, 
will  make  a  display  of  spring  and  summer 
samples  of  Goodyear  welts  and  McKay's 
at  the  Toronto  exhibition.  Several  new 
models  will  be  shown.  The  new  pump  crea- 
tions have  binding  around  the  vamp.  All 
heels  are  slightly  lower  and  there  is  a  ten- 
dency toward  wider  toes,  but  rather  high. 
The  favorite  materials  will  be  tan,  gun 
metal,  patent  and  moire  effects,  with  a  wide 
selection  of  trimmings  and  buckles. 

Grain  Embossing  Machine. 

The  Moenus  Machine  Works  of  Frank- 
furt-on-the-Main,  Germany,  have  just  added 
another  important  machine  to  the  long  row 
of  new  machines  which  they  have  placed 
upon  the  market.  Their  latest  production 
is  a  grain  embossing  .machine  which  is 
specially  suitable  for  leather  goods  manu- 
facturers. In  its  construction,  capacity  and 
simple  attendance,  the  machine  offers  many 
new  features.  Manufacturers  interested 
should  lose  no  time  in  writing  to  the 
Moenus  Machine  Works  for  further  par- 
ticulars. 

A  Handsome  Watch  Fob. 

The  Gutta  Percha  and  Rubber  Manufac- 
turing Company,  Toronto,  have  presented 
a  large  number  of  their  customers  and 
others  connected  with  the  sale  of  their 
goods  with  corded  silk  fob  chains,  to  which 
a  gold  maltese  cross  is  attached,  and  the 
well  known  trade  mark  of  the  company  is 
shown  in  colors.  On  the  back  of  the 
Maltese  cross  is  the  name  of  each  reci- 
pient. The  attractive  and  artistic  souv- 
enir is  highly  prized. 

Held  a  Jolly  Outing. 

The  seventh  annual  outing  of  the  em- 
ployees of  the  Acton  Publishing  Company 
was  held  on  Saturday,  July  19,  by  the 
steamer  Argyle,  to  Grimsby  Beach.  The 
excursion  was  attended  by  a  large  number 
and  proved  a  decidedly  enjoyable  occasion. 
In  a  baseball  match  between  the  mechanical 
staff  and  the  business  and  editorial  depart- 
ment, the  former  won  by  a  score  of  12  to 
4.  During  the  afternoon  a  splendid  pro- 
gram of  sports  was  well  contested,  and  all 


the  events  were  largely  entered.  In  a  tug- 
of-war  with  the  Methodist  Book  Room  the 
Acton  men  had  "the  pull."  The  picnic  was 
the  most  successful  ever  held,  and  suitable 
prizes  were  presented  to  the  different  win- 
ners in  the  athletic  events. 

Surprises  Never  Cease. 

The  Weekly  Bulletin  says:  We  are  get- 
ting to  be  surprised  at  nothing  in  the  line 
of  large  developments  in  the  shoe  business. 
As  indicating  this  growth,  a  New  Hamp- 
shire man  recently  told  us  that  a  large  shoe 


The  sale  of  outing  shoes  has  been  heavy 
and  many  dealers  are  unatle  to  keep  stocked 
up.  The  demand  for  this  class  of 
goods  seems  to  be  increasing  by  leaps  and 
bounds.  White  canvas  oxfords  have  en- 
joyed a  fair  demand,  but  comparatively 
few  colored  have  been  asked  for.  'With 
women  suede,  satin,  canvas  and  velvet 
pumps  have  been  called  for  to  a  consider- 
able extent.  The  high  cut  tan  button  boot 
with  fifteen  or  eighteen  buttons  and  slant 
top  seems  to  be  shaping  up  as  a  good 
seller   for   fall.     It  would     appear  that 


GALLERY  OF  SUCCESSFUL  SHOEMEN 


Harry  Rich,  Chatham,  N.B. 


W.  C.  Allan,  Winnipeg,  Man. 


manufacturing  plant  owned  its  own  timber 
land  in  Canada  for  box  lumber.  This 
lumber  it  is  being  planned  to  transport  to 
a  New  England  seaport  in  the  shoe  manu- 
facturer's own  vessels,  and  then  will  be 
transported  in  carload  or  trainload  lots  to 
the  plant  where  the  boxes  are  manufactured. 

Into  Fine  New  Store. 

The  Middleton,  N.S.,  Outlook  says:  Mr. 
L.  S.  Shaffner  has  completed  his  store  to 
replace  that  burned  in  January  last  and  has 
moved  his  stock  of  footwear  into  it.  The 
new  building  is  of  brick  veneer,  60  by  30 
feet.  The  second  floor  is  fitted  up  for  the 
customs  office.  On  the  first  floor  are  fuel 
storage,  office  and  toilet  rooms.  The  re- 
mainder of  the  first  floor  occupying  a  space 
60  by  20  feet  is  fitted  up  as  an  up-to-date 
footwear  store.  This  extends  the  entire 
length  of  the  building,  is  well  lighted  from 
front  and  rear,  has  complete  shelving,  and 
four  show  cases  occupy  the  centre.  Mr. 
Shaffner  is  to  be  congratulated  upon  hav- 
ing one  of  the  best  footwear  stores  in  the 
Valley. 

What's  Taking  in  Toronto. 

The  leading  stores  of  Toronto  have 
been  holding  special  sales  of  all  low  cut 
stock  which  is  moving  well.  Among  men 
perhaps  tan  oxfords  have  had  as  good  a 
run  as  any  other  line.  Gun  metals  in  two 
and  three  hole  ties  are    also  favorites, 


pumps  without  straps  are  growing  in 
favor,  although  many  women  will  not 
wear  them  minus  an  instep  or  ankle 
strap.  With  the  feminine  population 
there  have  been  more  pumps  and  ties  sold 
than  the  regulation  oxford,  as  they  are 
lighter  and  more  snappy  in  appearance. 
On  the  whole  the  season  for  tans  has  been 
a  good  one,  and  in  black  leathers  the  dull 
calf  has  the  call.  Inquiries  for  patent  pro- 
ductions, except  for  dress  occasions,  have 
dropped  off  considerably.  The  high,  bold 
toes  will  be  worn  by  many  women  this 
fall  and  the  cuban  heel  is  still  strong  in 
favor.  A  good  steady  fall  trade  is  ex- 
pected and  retailers  are  making  prepara- 
tions for  extensive  business  during  ex- 
hibition week. 

American  Travelers  Organize. 

The  National  Shoe  Travelers'  Associa- 
tion has  been  organized  in  the  United 
States.  It  was  formed  on  July  17.  in  Bos- 
ton, with  John  E.  O'Brien  as  president, 
and  Fred  L.  Stanton  as  secretary.  Repre- 
sentatives from  several  city  organizations 
were  named  as  vice-presidents.  A  campaign 
1,3  under  way  to  form  local  organizations 
in  every  city  in  the  country.  In  his  ad- 
dress President  O'Brien  said:  "We  must 
in  all  things  be  progressive,  enthusiastic, 
and  work  with  a  unity  that  cannot  help 
but  be  a  compelling  force  in  our  line  of 
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trade.  All  other  branches  of  the  industry 
are  now  represented  by  a  national  body, 
and  we  are  making  a  decided  step  success- 
ward."  Delegates  were  present  from  the 
Chicago  Shoe  Travelers'  Association,  the 
Shoe  Travelers'  Association  of  New  York, 
Boston  Shoe  Travelers'  Association, 
Southern  Shoe  Travelers'  Association,  and 
the  Boston  Shoe  'Associates.  There  are 
over  15,000  shoe  travelers  in  the  United 
States. 

An  Unfounded  Report. 

The  rumor  in  certain  quarters  that  the 
Bonner  Leather  Co.,  of  Montreal,  manu- 
facturers of  glazed  kid,  sheep  and  glove 
leathers,  had  assigned  is  false.  The  re- 
port has  caused  the  firm  considerable  in- 
convenience and  loss  and  is  totally  un- 
founded. 

Stedman  Secures  New  Lease. 

Tom  Stedman,  Limited,  of  Main  St., 
Winnipeg,  report  the  sale  of  the  Fonseca 
Block  in  which  is  situated  their  well  known 
retail  shoe  store.  The  whole  of  the  block  is 
to  be  re-modelled  into  a  spacious  hotel.  Ail 
the  other  tenants  have  notice  to  quit,  and 
when  the  alterations  are  completed,  Tom 
Stedman's  store  will  be  the  only  store  in  the 
building.  The  alterations  call  for  an  ad- 
ditional 70  feet  on  the  store  premises  which 
will  then  make  their  business  position  an 
unique  one,  and  absolutely  the  largest  space 
devoted  wholly  to  retail  shoe  selling  in 
Western  Canada.  This  firm  has  secured  an 
extension  of  the  lease  for  a  further  ten 
years.  They  report  good  prospects  for  fall 
l.usiness. 

He  Favors  Reciprocity. 

W.  L  Douglas,  the  big  New  England 
shoe  manufacturer  and  former  Governor 
of  Massachusetts,  who  was  in  St.  John, 
X.B.,  last  week  in  'his  large  steam  yacht 
Machigenne,  said  little  on  the  trade,  though 
he  availed  himself  of  the  opportunity  to 
talk  up  reciprocity.  He  said  that  he  was 
strongly  in  favor  of  the  movement  and  re- 
ferred to  the  fact  that  it  was,  while  fight- 
ing under  that  standard,  he  brought  Mas- 
sachusetts into  the  Democratic  fold.  It 
was  reciprocity  that  helped  to  elect  Gover- 
nor Foss.  The  people  in  the  United  States, 
he.  believed,  were  strongly  in  favor  of  a 
change  in  the  tariff.  "With  so  much  to  be 
gained  by  you  I  do  not  see  why  there 
should  be  any  opposition  to  the  trade  agree- 
ment in  Canada." 

Inquiry  into  Shoe  Trade. 

Harvard  University  School  of  Business, 
Cambridge,  Mass.,  of  which  Prof.  Edwin 
F.  Gay  is  dean,  is  to  spend  years  in  scienti- 
fic effort  to  determine  what  is  wrong  with 
sick  1  usinesses.  When  the  results  are  all 
tabulated  the  knowledge  will  "be  placed  at 
th<-  disposal  of  merchants  whose  businesses 
arc  ailing. 

If  Prof.  Gay  sees  fit  and  the  state  of  the 


case  demands  it,  he  will  place  one  of  his 
corps  of  experts  in  the  store  of  the  mer- 
chant who  knows  that  something  is  wrong 
with  his  enterprise  but  cannot  himself  de- 
termine just  what  the  trouble  is. 

"We  propose  to  spend  years  if  necessary 
in  ascertaining  just  what  is  right  and  just 
what  is  wrong  with  the  retail  trade,"  said 
Prof.  Gay.  "We  are  beginning  with  an  in- 
vestigation of  the  retail  shoe  business, 
which  will  be  done  so  thoroughly  that  it 
may  take  us  from  four  to  six  years.  It  is 
our  intention  to  help  the  failing  merchant 
make  his  business  pay  and  to  help  the  suc- 
cessful merchant  make  his  business  pay  him 
better,  and  by  the  introduction  of  more 
economical  methods  we  shall  enable  these 
men  to  extend  the  advantages  to  the  buyer." 

English  Lines  Stocked  in  Canada. 

Brough,  Nicholson  &  Hall,  Limited,  Leek, 
Staffs.,  England,  have  found  trade  so  satis- 
factory in  Canada  for  their  branded  lines 
of  boot  and  shoe  laces,  that  they  have  de- 
cided to  cater  still  more  closely  for  Cana- 
dian business  by  maintaining  well  assorted 
stocks  with  their  Canadian  agents,  Walter 
Williams  &  Co.,  517  St.  Paul  St.,  Montreal. 

These  lines  are  marketed  through  whole- 
salers only  and  represent  practically  every- 
thing wanted  in  boot  and  shoe  laces.  Every 
range  is  absolutely  indentified  by  a  brand 
and  all  lines  are  attractively  packed  and 
boxed.  A  line  which  is  receiving  much  at- 
tention in  this  market  is  their  orient  silk 
finish  laces  which  are  exceedingly  supple  and 
strong.  This  firm  has  been  established 
nearly  a  century,  dating  from  the  year  of 
the  battle  of  Waterloo,  and  they  attribute 
their  success  and  constant  expansion  to 
rigid  adherence  to  quality  and  the  identifi- 
cation of  quality,  so  that  consumers,  retail- 
ers and  wholesalers  can  come  back  for 
more.  The  leading  Canadian  wholesalers 
are  now  showing  many  of  their  brands. 

The  firm  of  Brough,  Nicholson  &  Hall, 
Limited,  are .  probably  the  largest  actual 
manufacturers  of  boot  and  shoe  laces  in  the 
British  Empire  and  it  is  significant  of  the 
British  manufacturers'  present  appreciation 
of  Canada  to  say  that  a  director  of  this 
firm  has  come  personally  to  perfect  ar- 
rangements for  the  sale  and  carrying  stock 
here  of  their  goods.  Walter  Williams  & 
Co.  are  to  be  congratulated  on  being  con- 
nected with  such  an  important  firm 

Protection  Against  "Dead  Beats. 

A  meeting  of  the  wholesalers'  section 
of  the  Toronto  Board  of  Trade  was  held 
last  week,  for  the  purpose  of  organizing 
to  protect  themselves  from  "dead  beats," 
and  those  who  are  slow  to  pay.  President 
R.  S.  Gourlay,  was  in  the  chair,  and  L.  J. 
Ball,  a  member  of  the  'Winnipeg  Credit 
Men's  Association,  addressed  the  meeting. 

Each  member  was  asked  to  take  two 
other  wholesalemcn  and  enlarge  the  list 
of  membership.    When  this  has  been  done, 


a  system  of  information  will  be  established 
which  will  prevent  the  possibility  of  bad 
debts. 

Under  this  system,  when  a  member 
seeks  information  concerning  a  creditor's 
financial  position,  each  member  of  the  As- 
sociation puts  in  a  statement  showing  to 
what  extent  he  is  indebted,  and  the 
amount  of  his  account.  These  are  sent  to 
the  head  office  and  a  statement  made  out 
without  giving  the  names  of  the  creditors. 
This  is  sent  to  the  applicant  for  inform- 
ation. 

Once  a  week  a  "turned  down"  list  is 
sent  out.  When  a  man  sends  in  an  order 
and  his  account  is  looked  on  as  doubtful, 
and  a  member  declines  to  sell  to  this  mer- 
chant, he  reports  to  the  Credit  Associa- 
tion that  he  has  declined  to  fill  the  man's 
order  with  the  reason  why.  This  list  is 
sent  to  all  the  members.  All  the  inform- 
ation in  this  respect  is  said  to  be  confiden- 
tial. Another  meeting  will  be  held  in  a 
few  weeks'  to  perfect  the  organization. 

The  Library  Advertising  Scheme. 

The  Shoe  and  Leather  Journal  re- 
cently called  attention  to  the  doubtful  bene- 
fit derived  from  the  advertising  in  certain 
library  voting  contests  which  have  been 
running  in  various  papers.  It  was  noted 
that  in  a  general  way  the  plan  resembled 
the  well  known  trading  stamp  proposition, 
which  has  been  practically  banished  as  an 
up-to-date  merchandizing  idea.  In  the  first 
place,  a  portion  of  the  profits  derived  are 
given  away  to  a  concern  which  is  non-pro- 
ductive, and  does  nothing  more  than  set  the 
scheme  affoat.  This  portion  of  the  profits 
is  taken  either  from  the  merchant,  or  from 
the  public,  or  perhaps  both.  _  A  despatch 
from  Picton,  Ont,  has  the  following  refer- 
ence of  interest: 

"Friday,  August  4th,  a  prosecution  will 
be  instituted  against  the  promoter  of  the 
library  voting  contest,  a  scheme  that  has 
been  worked  out,  it  is  understood,  in  many 
places  throughout  the  Province,  and  which 
is  now  going  the  rounds  in  Eastern  On- 
tario towns,  including  Picton,  Belleville  and 
Napanee.  E.  M.  Trowern  of  Toronto,  Sec- 
retary of  the  Dominion  Retailers'  Associa- 
tion, has  laid  a  charge  against  a  man  call- 
ing himself  George  Green.  The  charge  is 
based  on  the  law  regarding  trading  stamps, 
to  which  this  proposition  is  declared  akin. 
The  scheme  is  to  give  away  a  library  by 
vote,  the  votes  being  obtained  with  every 
ten-cent  casb  purchase  from  the  mer- 
chants who  are  in  the  scheme.  Thirteen 
merchants  here  have  taken  .up  the  idea. 
It  is  said  that  Green  collected  $455  from 
the  Picton  stores  on  the  contest.  He  put 
up  the  library,  which  has  been  valued  in 
the  neighborhood  of  $50. 

The  authorities  here  are  endeavoring  to 
locate  George  Green,  whose  address  is 
said  to  be  18  Toronto  St.,  Toronto. 
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BOOTS  AND  SHOES.— This  is  a 
rather  quiet  season  with  jobbers  so  far  as 
new  business  is  concerned.  Some  sorting- 
is  being  done,  but  not  a  great  deal.  Some 
wholesale  houses  are  stock-taking,  which  is 
one  of  the  semi-annual  undertakings  with 
them,  and  all  are  shipping  fall  lines  of 
goods.  In  fact,  these  are  being  rushed  out 
as  fast  as  possible  and  the  end  of  the  month 
will  see  even  greater  activity  in  this  dir- 
ection. Nearly  all  travellers  are  off  the 
road  and  are  enjoying  their  vacation.  The 
remainder  will  take  a  holiday  before  Sep- 
tember. Representatives  of  manufacturing 
firms  will  soon  start  with  their  spring  and 
fall  samples  and  all  will  be  on  the  territor- 
ies to  which  they  are  assigned  by  the  end 
of  the  month.  Retailers  have  been  holding 
semi-annual  midsummer  sales  and  manag- 
ing to  do  a  pretty  good  business,  clearing 
out  all  low  cut  stock  and  odds  and  ends. 
Trade  is  reported  by  a  few  to  be  better  than 
last  season  for  the  corresponding  period. 
Shoe  manufacturers  are  busy,  although 
some  of  them  are  not  working  to  capacity. 
They  generally  look  for  a  lively  season. 
Many  jobbers  have  been  in  Quebec  and 
Montreal  placing  spring  and  summer  orders. 
The  first  half  of  ion  has  been  satisfactory 
so  far  as  business  is  concerned  and  some 
houses  report  a  gratifying  increase  over  the 
volume  of  trade  done  during  the  first  six 
months  of  last  year. 

WOOL— There  is  very  little  coming  in 
and  the  stock  in  dealers'  hands  is  small. 
The  situation  generally  is  quiet.  It  is  said 
that  the  effect  of  the  passing  of  the  La 
Follette  compromise  bill  which  reduces  the 
raw  wool  duty  about  one-third  in  the 
United  States,  making  the  figure  thirty-five 
per  cent,  ad  valorem,  and  correspondingly 
decreasing  the  duties  on  woollen  goods,  will 
not  have  an  effect  on  the  trade  so  far  as 
Canada  is  concerned.  The  present  prices 
are  :— 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects    x5 

TALLOW. — The  market  is  very  dull  and 
there  is  no 'strength  in  the  foreign  situation. 

No.  1  cake    6lA 

No.  2  cake    4^  5:A 

No.  1  solid    5lA 

No.  2  solid   4  5 

HIDES.— A  very  fine  class  of  country 
hides  is  now  coming  in  and  the  offerings 
are  free  from  grubs.  The  receipts  are  com- 
fortably large,  but  are  all  promptly  taken 
care  of  and  stocks  in  hand  are  low  both 
locally  and  in  the  Chicago  market.  The 
local  situation,  which  has  been  weaker  for 
some  days,  is  steady  again  and  prices  fairly 
firm.  The  season  for  lambskins  is  about 
over  and,  in  a  week  or  two,  there  will  be 
no  further  offering  of  shearlings.  The 
situation  is  now  being  watched  with  inter- 


est by  both  buyers  and  tanners,  and 
whether  prices  will  go  higher  or  not  is 
problematical.    The  latest  quotations  are  : — 

No.  1  "insp.  steers  and  cows . .  12^2 
No.  2  insp.  steers  and  cows..  11/ 
No.  3  insp.  steers  and  bulls .  .  10/ 
Country  hides  (green)  flat  . .  lo'/i 
Country  hides  (cured)  flat  ..  11/ 

Lambskins   25  5° 

Shearlings  4°  5° 

Horse  hides,  No.  1    3-0O 

Horse  hides,  No.  2    2.00 

LEATHER— The    tanneries    are  now 
busy  again  and,  with  the    excellent  crop 
prospects  in  the  West  it  is  expected  thai 
shoe  manufacturers  will  buy  heavy.  Those 
factories  making  staple  lines   in  Ontario 
arp  not  busy  and  many  large  orders,  given 
other  factories  producing  the  finer  classes 
oif  footwear,  are  dependent  on  the  harvest 
situation  in  the  West.    A  well-known  tan- 
ner said  this  week  that  if  everything  came 
around  as  expected  that  all  the  shoe  fac- 
tories would  be  in  full  operation  'but,  if  any 
disaster  overtook  the  yield  in  Western  Can- 
ada, there  would  be  many  cancellations  of 
orders,  particularly  in  staples.  Harness  tan- 
neries are  running  to  capacity  and  prices 
are  stiff.    There  have  been  no  advances  in 
leathers  during  the  past  few  days,  but  the 
high  price  of  packer  and  other  hides  is  a 
source  of  uneasiness  to  tanners  who  have 
not  large  stocks  on  hand.      One  harness 
leather  producer  remarked  that  there  has 
been  an  advance  of  only  one  cent  a  foot  on 
leather  which  would  probably  mean  to  them 
fifty  cents  per  hide,  while    packers'  hides 
have  gone  up  from  11/  cents  at  the  first  of 
the  year  to  16,  which  would  make  a  differ- 
ence, on  the  average  sixty  pound  bide,  of 
$2.40.    Somebody  would  have  to  pay  the 
difference,  and  there  was  every  probability 
of  another  raise  to  balance  things  up.  The 
tanners  did  not  propose  to  stand  for  the 
extra  figure  without  advancing  quotations 
on  many  lines  of  leather. 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)   27  30 

No.  2  Spanish  sole  (for  job 

bing)  26  29 

No.  1  iSpan.  sole  (for  mfg.)  27  28 
No.  2  Span,  sole  (for  mfg.)  26  27 
No.  3  Span,  sole  (for  mfg.)  24  25 

No.  1  oak  sole    34  39 

No.  2  oak  sole    3l  35 

No.  1  oak  sole  bends    51  56 

No.  1  slaughter  sole,  heavy..  31  32 
No.  1  slaughter  sole,  medium  31  32 
No.  1  slaughter  sole,  light..  31  32 
Harness  leather — 

No.  1  U.  0   38  39 

Rejected  U.  0   37  38 

No.  2  U.  0   35  37 

Hemlock  Country  Harness— 
N.  1    33  34 
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No.  2   

Upper,  heavy    48 

Upper,  light  and  medium  ...  5° 

Upper,  grained   19 

Kip  skins,  French   1.15 

Calf  skins,  French   1.43 

Veal  kips,  Canadian    75 

Hemlock  calf   75 

Imitation  calf    85 

Splits,  light  and  medium  ...  20 

Splits,  heavy    22 

Splits,  junior   18 

Patent  colt,  per  foot    30 

Pat.  chrome  sides,  per  ft  28 

Enamel  cow,  per  ft  20 

Pebble  grain   17 

Buff  .  .'   18 

Colored  buff   20 

Russets,  extra  hvy.,  per  doz.  $10 

Shoe  russets,  per  lb  45 

Russets,  No.  2,  all  grades,  lb.  30 

Glove,  russets,  per  doz  $6.00  $9.00 

CUT  SOLES.— All  the  bottom  stock  tan- 
neries are  running  pretty  nearlv  to  capa- 
city and  the  general  outlook  is  more  en- 
couraging than  it  has  been  for  some  time. 
Prices  are  stiffening  and  while  heavy  sales 
have-not  been  made,  still  sole  leather  men 
are  looking  for  a  decided  improvement  in 
conditions,  providing  the  crop  in  the  West 
turns  out  as  abundantly  as  expected. 

OUTSOLES. 
Oak —  Gauge 

Men's,  No.  1    7-12 

Men's,  No.  2   7-12 

Women's,  No.  1    5-8 

Women's,  No.  2    5-8 

Spanish — 


33 
50 
55 
21 
1.28 
1.02 
80 
90 

95 
22 
28 
20 

4c 

3i 
22 

19 
20 
22 
$12 
50 
35 


30 
27 
18 
16 


Price 
45 
42 
23 
21 


■Men's,  No.  1  . .  . 

7-12 

26 

4i 

Men's,  No.  2  . . . 

7-12 

23 

38 

Women's,  No.  1 

5-8 

16 

21 

Women's,  No.  2 

5-8 

14 

19 

TAP 

SOLES. 

Height 

Price 

Height 

Men's  XXX  ... 

6 

$4.10— S 

2-75 

4 

Men's  XX  . 

6 

370— 

2.10 

4 

Men's  X   

6 

2.25— 

1.85 

4/ 

Women's  XXX.. 

5 

2.40 — 

i-95 

4 

Women's  XX  .. 

5 

2.05— 

1-45 

3/ 

Women's  X  .... 

4 

1.20 — 

1. 10 

4 

Boys'   XXX  ... 

slA 

2.90 — 

2-35 

4/ 

Boys'  XX 

5/ 

2.65— 

2.20 

4/ 

Boys'  X   

5/ 

1.60 — 

i-35 

4^ 

TOP 

LIFTS. 

Men's  XXX   . . . 

5/2 

$1-35- 

•75 

4/2 

Men's  XX   

5/ 

I.I5— 

.70 

4/ 

Men's  X   

5 

■65- 

•50 

5 

Women's  XXX. 

5 

■55— 

■5° 

4/ 

Women's  XX  .. 

5 

■45— 

.40 

4/2 

Boys'  XXX  .... 

5 

.70— 

.60 

4/2 

Boys'  XX 

5 

.60— 

•50 

4/2 

Men's  . 
Women' 


SHAPED  HEELS. 
Size. 

  5-8— 10-8 

 5-8-13-8 


Price. 
8— 15c  pr. 
7— ire  pr. 
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HEMLOCK  SOLE.— While  in  no  sense 
can  the  Boston  market  be  called 
active,  the  trading  is  in  a  sound 
and  healthy  condition.  It  is  also  somewhat 
more  diversified  in  its  scope,  and  sales  have 
been  made  of  several  thousand  sides,  closing 
negotiations  which  were  pending  a  week 
ago.  Common  hide  of  all  kinds  is  selling. 
Receipts  continue  to  show  the  result  of 
curtailment,  and  drafts  are  being  made  on 
dealers'  warehouse  reserves.  The  export 
trading  is  of  an  excellent  character,  and 
several  good  sales  have  been  effected.  All 
dealers  are  holding  strong  views  and  fully 
maintain  their  terms  and  prices.  The  gen- 
eral buying  is  to  cover  shoe  manufacturers' 
current  requirements. 

Supplies  of  all  weights  and  grades  are 
limited  in  New  York  with  tanners  asking 
an  advance  on  overweight  dry  hide  sides. 
Sales  are  steady,  though  only  for  moderate 
quantities.  Buyers  are  purchasing  these 
small  lots  on  account  of  the  high  prices 
and  firm  market  prevailing. 

The  market  in  Philadelphia  continues 
somewhat  quiet,  and  there  is  little  likeli- 
hood of  any  resumption  of  active  buying 
until  toward  the  end  of  the  month.  The 
present  market,  however,  is  firm  and  un- 
changed at  the  prevailing  quotations. 

The  Chicago  market  was  unusually  quiet. 
Transactions  were  small  in  number  and 
size,  the  leather  going  forward  on  contracts 
previously  obtained  forming  the  bulk  of  the 
movement. 

HEMLOCK  SOLE  QUOTATIONS. 


B.  A.  Ca. 

&  Mont. 

No.  I,  light   24 

No.  1,  mid   24 

No.  1,  over   24 

No.  2,  light   23 

No.  2,  mid   23 

No.  2.  over   23 

No.  3  light   20  21 

No.  3,  mid   20  21 

No.  3,  over   20  21 

Rejects   19 

Scabs   15  16 

Buffalo 

No.  I,  light   19  20 

No.  1,  mid   19  20 

No.  1,  over   19 

No.  2,  light   18 


Com- 


mon 

H. 

23  • 

•24 

23  • 

•24 

23  • 

.24 

22  . 

■23 

22  . 

•23 

22  . 

•23 

20 

.21 

20 

.21 

20  2 

19  • 

14  • 

China 

18 
18 
18 
16 
if, 


No.  2,  mid  

No.  2,  over  

No.  3,  over  

No.  3,  mid  

No.  3,  light  

Scabs   11 

Acid,  New  York  Selections 
Best  Good 

Light   27 

Mid   27 

Over   27 

Rejects.  .  .  19  20 
Scabs.   12  13 


21 
22 
20 
20 
18 


25 
25 
25 


No.  2 

22>£  23 
23  ■  • 
23      •  • 


Slaughter,  Packer. 

No.  1  No.  2  No.  3 

Spdy.  light   24  26  23  25  22  24 

Plump  light   25  27  24  26  23  25 

Spdymed   24  26  23  25  22  24 

Plump,  Spdy          26  27  25  26  24  25 

Spdy.  over   26  28  25  27  24  26 

Plump,  over   27  28  26  27  25  26 

Mfrs.  over   25  26  24  25  23  24 

UNION  SOLE.— Tanners  and  deal- 
ers report  a  much  better  volume  of 
new  business.  Nearly  all  sole  cutters 
are  buying  and  sales  are  made 
ranging  from  1,000  to  3,000  and  5,000 
backs.  Several  sole  cutters  would  place 
some  good  orders  for  later  delivery  were 
dealers  inclined  to  accept  such,  but  the  lat- 
ter decline  as  it  would  involve  the  sale  of 
what  they  d©  not  at  present  control.  Stocks 
in  warehouses  are  of  fair  proportions,  and 
receipts  are  about  normal.  Inferior  tan- 
nages are  selling  at  full  proportionate  prices 
as  the  (better  grades.  The  market  for  stan- 
dard steers  and  cows  is  32c._  and  33c.  Sev- 
eral shoe  manufacturers  are  buying  side 
leather  which  they  cut  themselves. 

New  York  tanners  are  now  holding  cow- 
hide backs  from  32  to  33c,  and  steers,  33 
to  34c.  Some  tannages  are  even  held  high- 
er and  the  market  is  strong.  New  business 
is  moderate,  due  to  the  high  prices  which 
limit  trading  with  buyers. 

Union  sole  leather  moves  steadily  in 
Philadelphia,  although  there  has  not  been 
any  large  demand  for  the  past  few  weeks, 
as  shoe  factories  are  generally  quiet  at  this 
time. 

UNION   SOLE  QUOTATIONS. 

Heavy,  Tannery  Run    jj 

Middle,       "  "    33 

Light,  "  "    33 

(Country  Hide  Leather  Relatively  Less 
1  cent  per  pound.  Cows  ic.  Less. 

OAK  SOLE.— A  fair  amount  of  new 
business  is  being  done  and  several  sales 
have  been  effected  of  standard  backs  at  40c. 
and  41c,  and  37c.  and  38c.  for  seconds,  and 
35c.  for  a  third  selection.  A  Boston  dealer 
effected  a  sale  of  10,000  backs  from  his 
warehouse*  All  tanners  owe  considerable 
leather  previously  sold,  and  a  major  portion 
of  receipts  are  being  applied  to  such  con- 
tracts. Where  a  selection  free  of  brands  is 
wanted  for  belting  purposes,  dealers  ask 
two  cents  per  pound  above  prices  for  shoe 
purposes. 

Scoured  and  Texas  are  both  firm  in  the 
New  York  market,  but  trade  is  still  quiet. 
Better  conditions  are  anticipated.  Scoured 
firsts  are  held  up  to  40  and  41c,  with  stan- 
dard tannages  at  the  outside  figure. 

The  market  in  Philadelphia  is  strong,  but 
quiet  at  the  present  time.  Tanners  have  re- 
fused offerings  for  future  delivery  at  to- 
day's prices.  Consequently,  shoe  manufac- 
turers and  other  buyers  have  been  disposed 


to  hold  off.  There  has  been  considerable 
inquiry,  however,  since  the  increased  prices 
went  into  effect,  but  it  is  not  believed  that 
the  market  will  go  much  higher,  inasmuch 
as  hides  have  eased  off  again  lately. 
Scoured  backs  are  selling  as  high  as  41c.  in 
this  market  and  backs  up  to  46^c. 

The  week's  aggregate  business  in  the 
Chicago  market  was  not  large. 

WELTING.— Western  shoe  manufac- 
turers are  supplying  only  their  immediate 
needs  and  orders  seldom  call  for  more  than 
100,000  yds.  Both  double  and  single  should- 
ers used  by  welting  manufacturers  are 
scarce  and  sufficient  supplies  cannot  be  ob- 
tained even  at  fancy  prices.  Welting  manu- 
facturers have  more  orders  than  they  can 
fill  and  are  unwilling  to  accept  future  de- 
livery business  at  to-day's  prices.  Double 
shoulder  welting  is  firm  at  a  4c.  basis; 
single  shoulder  welting  is  selling  at  3J4C. 
and  side  welting  at  4^  to  4%c.  for  stock 
measuring  y2  x  3-32  inches. 

PATENT  LEATHER.— The  trading  has 
quieted  down  somewhat  in  patent  sides  and 
also  for  colt  and  patent  kid,  but  all  japan- 
ners  have  reserve  orders,  and  delivery  of 
such  with  new  sales  takes  care  of  all  in- 
voices. Japanners  of  colt  and  kid  have  so 
many  advance  delivery  contracts  that  they 
cannot  accumulate  a  fair  working  ware- 
house stock.  No  change  in  price,  and  jap- 
anners still  state  that  they  are  selling  leath- 
er at  ridiculously  low  prices  as  compared 
with  hides. 

Patent  kid  and  colt  skins  have  been  mov- 
ing steadily  for  some  time  in  Philadelphia 
and  vicinity.  Patent  kid  has  been  in  good 
demand  both  in  this  country  and  abroad  for 
some  time,  and  is  closely  sold  up  in  the 
better  grades. 

GLAZED  KID.— The  past  month  or  six 
weeks  have  brought  about  more  active  con- 
ditions in  the  glazed  kid  market.  Buyers 
have  been  in  the  Philadelphia  and  Wilming- 
ton, New  York  and  Boston  markets  and 
have  picked  up  some  pretty  large  blocks  of 
leather.  One  or  two  of  the  larger  western 
houses  have  bought  freely  of  stock,  which 
will  be  delivered  from  time  to  time  when 
completed.  Therefore,  indications  recently 
point  to  a  gradual  return  of  glazed  kid  to 
popular  favor,  although,  of  course,  it  is 
always  doubtful  just  how  long  the  increased' 
demand  will  keep  up. 

SHEEPSKINS.— All  Boston  dealers  are 
selling  in  a  moderate  way.  One  tanner  sole! 
2,000  dozen  black  skins  to  one  Shoe  manu- 
facturer, but  such  sales  are  exceptions  as 
most  shoe  manufacturers  are  merely  cov- 
ering immediate  wants. 

While  the  Chicago  market  could  not  be 
called  active,  a  steady  trade  in  moderate 
sized  quantities  is  reported.  The  demand 
for  blacks  and  colors  by  the  shoe  trade 
shows  improvement. 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


Established  Over  Half  a  Century 


BERLIN 


ONTARIO 


TANNERS   OF   SOLE  LEATHER 


"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain   Leathers,   Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


P.  G.  CLARKE,  President. 


C.  E.  CLARKE,  Vice-Prbb.  andTrbas. 

CLARKE  &.  CLARKE,  Limited      outuM  tss2. 

Manufacturers  of  SHEEPSKINS  of  all  kinds 


BRANCHES— 59  St.  Peter  St..  MONTREAL.   G.  S.  Htobell,  Agent 


General  Offices  and  Works— Christie  Street,  TORONTO 
City  Office  and  Warehouse— 52   Bay  Street,     1  wrvwi>  w- 


553  St.  Valier  St.,  QUEBEC.  Richard  Preres,  Agents- 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


f    and  at  Kettering,  Northampton 
Frankfort  on-Maine. 


Cable  "HIDES,"  Leicester. 


KANGAROO 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   •    NEW  YORK,  U.  S.  A. 

Branch:   54  South  Street,  BOSTON,  MASS. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way— Fast  Color  eyelets  have  a  small 
diamond-^  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond -♦trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.    ■     MONTREAL,  QUE. 
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Bonner  Leather  Co. 


■  Manufacturers' 


GLAZED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Hep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


and  (ompamj 


BERLIN,  ONT. 

 Manufacturers  of  

Solid  Leather  Shoes 

All  Lines,  All  Sixes,  from  Children's 
to  Men's 

&   FINE.  LINES  OF  SLIPPERS  JZr 


DUCL05  <&  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling-. 

Office  ana  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (&L  CO., 

LYNN,  Mass.,  U.S.A. 


TO  hold   the  customer.  That's 
the  thing.    For  it's  the  customer 
who  stays  with  you  who  really 
helps    to    build   up  your  business. 

You  get  your  customers  by  at- 
traction. You  hold  him  with  satis- 
faction. 

You  can't  get  him  with  one  pair 
of  shoes  and  hold  him  with  another. 

So — stock  shoes  that  attract  and 
satisfy.     Stock    Oberholtzer  Shoes. 

They're  up  -  to  -  date.  They're 
made  well.    They're  priced  right. 

They'll  get  the  customer  and 
they'll  hold  him. 


Shoes  for  the  man,  his  wife, 
his  daughter,  his  son,  his  baby 

The  G.  B.  Oberholtzer  Co. 

LIMITED 

Berlin,  Canada 


/S  A. 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

0UP0NT  &  FRERE 
301  Aird  Av«. 
MONTREAL 


Satisfaction  guaranteed 
by  factories  using 

Ullathorne's 

ENGLISH-MADE 

Shoe  Thread 

Stocked   by    all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 
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CUTTING  DIES 

0/  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Deloritnier    Ave.,  Montreal,  Que. 
Phone  E.  3778 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST..  MONTREAL,  QUE, 


Fred.  C.  A.  Mclndoe  &  Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  L»»th»r  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  of  introduction  supplied  to 
bona  fide  traveling  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 
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IS 


WHY  THE  YEAR 

1911 

A  GOOD  YEAR  FOR 
SELLING 


GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information — 
which  now  extends  throughout  the  country — was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION,"  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe—its  history  and  the  method  employed  in 
making  it — is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.  The  story  is  yours 
for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 


We  put  this  trademark  on  the  best 
Rubbers  that  can  be  made 


The  Gutta  Percha  ft  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street     -     TORONTO,  CANADA 

(  NOT  IN  ANY  TRUST  ) 


Samples,  Illustrated  Catalogues,  Price  Lists, 
Etc.,  from  the  following  Selling  Agencies:— 


TORONTO 
W.  B.  Hamilton  Shoe  Co.,  Limited 
D.  D.  Hawthorne  &  Co. 
J.  D.  King  Co.,  Limited 

HAMILTON 
The  John  McPherson  Co.,  Limited 

LONDON 
Sterling  Bros.,  Limited 
Coates,  Burns  &  Wanless 

COLLINGWOOD 
C.  Stephens  Co.,  Limited 
COBALT 

The  Northern  Canada  Supply  Co.,  Limited 

BROCKVILLE 
The  J.  A.  Johnston  Co. 

MONTREAL 
James  Linton  &  Co. 
Plyde  Shoe  Co. 
Canada  Shoe 
A.  Corbeil 

Hudson  Bay  Knitting  Co. 

G.  P.  &  R.  Mfg.  Co.  of  Toronto,  Limited 


QUEBEC 
J.  H.  Larochelle,  Picher  &  Co. 

PROVINCE  OF  QUEBEC 
The  Eastern  Townships  Shoe  Co.,  St.  Hy  acinthe,  Que. 
Louis  McNulty,  St  Johns,  Que. 

MARITIME  PROVINCES 
Waterbury  &  Rising,  St.  John,  N.  B. 
J.  W.  Boyer  &  Co.,  Victoria,  N.  B. 

WINNIPEG 
Wm.  A.  Marsh  Co.,  Western  Limited 
The  Winnipeg  Rubber  Co.,  Limited 

MOOSE  JAW 
Mitchell,  Hembroff,  Maybee,  Limited 

CALGARY 
The  Winnipeg  Rubber  Co.,  Limited 

VANCOUVER 
Vancouver  Rubber  Co.,  Limited 


TORONTO 


1911 


JOURNAL 


Travelling 
Requisites 

.  .  in  the  .  . 

Retail  Shoe 
Store 


ocw  RBusnrcj  Qfc™ 

KRORIO  MOHIRENL 
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Shoe  Machinery 

For  Every  bepartment 

FROM 

Lasting  to  Finishing 


TRADE 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL=C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  ]Eye- 
letting  Machines,  Eyelets,   Shanks,   Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      MONTREAL,  QUE. 
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McKays  and 
Turns 

Men's,  Women's,  Little  Gents' 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


QUAY'S 

"NEW  PATENT"  COUNTER 


Note  that  strong  stitch  which  binds  to- 
gether two  pieces  of  solid  leather  ? 

It  is  all  leather,  patented,  and  guaranteed 
by  us  to  outwear  the  shoe. 

Free  Samples 
We  also  make  the  old  reliable 
"  Standard  Board  "  Counter 


EUGENE  GUAY 
230  St.  Marguerite  St.,       -  Montreal 


Quality  in  the  Leather 


means 


Quality  in  the  Glove 


A  glove  leather,  smooth,  strong  and 
pliable — like  National  Suede — is  bound 
to  come  out  better  in  the  glove  than  an 
inferior  leather.  It  works  easier,  it  is 
stronger,  it  looks  better.  Your  glove 
maker  will  be  pleased  to  put  his  best  ef- 
forts on  National  Suede,  for  he  knows 
they  will  be  rewarded  by  a  superior 
glove.  You  get  quality  gloves  from  Na- 
tional Suede  because  it  is  quality  leather. 


NATIONAL  LEATHER  COMPANY 
OF  CANADA,  LIMITED,  TORONTO 
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READ  THIS 

IF   YOU   ARE   INTERESTED   IN  MAKING 

A  GOOD  BUY 


The  stock  of  the  late  GEO.  E.  BOULTER  CO., 
Limited,  was  sold  by  auction  by  Suckling  &  Co.,  on 
August  9th  to  Howard  M.  Brown  of  Toronto. 

We  realized  that  this  would  be  a  good  opportunity 
to  secure  for  the  Shoe  Trade,  SPECIAL  BARGAINS, 
and  for  a  consideration,  Mr.  Brown  unreservedly  turned 
the  stock  over  to  us. 

We  have  obtained  for  an  indefinite  period,  possession 
of  warehouse  occupied  by  the  late  firm,  at  26-28  Front 
St.  West,  Toronto. 

On  these  premises,  commencing  with  Thursday  Aug. 
17th,  we  will  offer  this  stock  and  fixtures  for  QUICK 
SALE  and  continue  selling  until  they  are  entirely 
cleaned  out. 

Here  is  your  opportunity  to  make  a  "GOOD  BUY." 


REMEMBER 
THE  TIME   —   THE  PLACE 

AND  THE 

OPPORTUNITY 


SPECIAL  NOTE:  We  extend  to  all  a  hearty  invitation  to 
come  to  our  Head  Office,  60-62  Front  St.  West,  while  in  Toronto  for 
the  Canadian  National  Exhibition,  August  26th  to  September  12th. 
Make  our  warehouse  your  headquarters  during  stay  in  the  City. 

COME,  we  will  be  truly  glad  to  see  you. 


BLACHFORD,  DA  VIES  &  CO.  LIMITED 

SPECIALTY  JOBBERS 
60-62  FRONT  STREET  WEST    -    TORONTO,  CAN. 
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It  is  simply  a  matter  of  good  business  on 
your  part  to  try  out  "Nigro"  Calf.  Put  it 
alongside  of  your   pet  smooth  -  finish 

damping  calf  and  all  the  prejudice  in  the  world  in  favor  of 
the  " old  reliable  "  wont  cover  up  the  strong  points  of 
44  Nigro."  It  is  amazingly  economical  in  cutting,  because 
ebery  skin  is  clear  and  uniform  in  finish  right  to  the  skirts, 
and  its  wearing  quality  and  disruptibility  is  all  that  you  have 
hoped  for.    Try  it  now  for  velour  or  gun  metal  shoes* 

A  colored  leather  that  leaves  the  factory 
as  clean  as  it  entered  is  a  god-send  to  the 
maker  of  warm  weather  shoes.    If  you 

appreciate  all  that  an  open  grain,  washable  colored  leather 
means,  you  will  order  now  our  Chrome  Russia  No.  88  in 
Tan  and  London  Brown.  It  makes  a  cool,  free-breathing 
shoe,  yet  the  grain,  so  open  to  the  air,  is  impervious  to 
stains  and  finger  marks,  caused  from  handling  in  the  factory, 
and  can  readily  be  washed  clean  after  shoe  is  completed. 


If  you  haven't  yet  given  "Endural"  a  trial, 
don't  wait  another  hour,  for  every  pair  of 
waterproof  shoes  made  without  "Endural" 

means  a  loss  in  satisfaction  and  actual  cash.  "Endural" 
is  more  than  waterproof,  more  than  moisture-proof,  for  it 
keeps  out  the  damp,  yet  it  takes  a  brilliant  shine  like  ordinary 
Russia  Calf.  It  is  made  in  two  weights  for  winter  use  and 
is  the  equal,  on  ebery  count,  of  any  imported  viscolized 
leather.  Yet  it  costs  a  good  deal  less.  You  save  four 
cents  on   every  foot  you   buy.      Better   write  to-day. 

DAVIS    LEATHER    COMPANY,  LIMITED 
NEWMARKET,  ONTARIO 
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NOT  VARNISHED—NOT  BAKED 

I  


NOT  only  in  wearing  qualities  do 
Sunshine  Colt  and  Sunshine  Kid 
excel  patent  leathers.  They  look  better 
both  in  your  window  and  on  the  feet  of 
your  customers.  A  thin  flexible  finish 
gives  a  beautiful  grain  effect  and  makes  the 
leather  softer  and  the  finish  more  durable. 


Sunshine  Colt 

and 

Sunshine  Kid 
Look  Better 

than 

Patent  Leathers 


A  LWAYS  insist  on  getting  Sunshine 
Colt  or  Kid  in  your  shiny  shoes 
and  you  will  have  no  more  trouble 
with  checking  and  cracking.  These 
leathers  are  ideal  for  Canadian  Fall,  Win- 
ter and  Spring  wear.  In  Black,  Brown 
and  Tan. 

Made  and  sold  only  by  the 

CORONA  KID  MANUFACTURING  CO. 

BOSTON,  MASS. 


NOT  VARNISHED -NOT  BAKED 
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SPRING 
19  12 

A  WORD  IN 
ADVANCE 

The  progress  in  the  making  of 
fine  footwear  for  men  and  wo- 
men is  manifest  nowhere  as  it 
is  in  Canada  at  the  present  day. 

And  no  efforts  have  we  spared  to 
place  our  lines  in  the  van  of  this 
manifestation  of  rapid  progress. 

Our  Spring  Styles  are  now  being 
prepared  for  your  inspection,  and 
we  are  certain  that  the  excellent 
additions  we  have  made  to  an  al- 
ready top  notch  line,  will  bear  out 
the  fact  that  our  efforts  have  been 
rewarded  by  a  marked  degree  of 
success. 

Our  travelers  will  be  out  about 
September  1st  to  show  you  a  most 
complete  line  of  Fine  Footwear 
for  men  and  women. 

MINISTER- MYLES 
SHOE  COMPANY 

LIMITED 

CORNER  PEARL  AND  SIMCOE  STS. 
TORONTO        -  CANADA 
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Some  Advice  About  Patent  Leather 


C|  We  are  ready  for  the  rush  of  orders 
which  is  sure  to  come. 

(J  Our  output  has  been  greatly  increased 
and  we  can  handle  any  volume  of  business 
that  may  come  our  way. 

€|  "Good  hides  are  very  scarce?"  Yes. 
But  we  have  placed  six  months  ahead, 
so  are  well  protected. 

The  Shoe  man  in  buying  Patent 
wants  to  deal  with  the  firm  he  can 
depend  on. 

•J  What  is  the  question  asked  when  the 
Shoe  Salesman  approaches  the  Retailer  ? 
"Is  that  Clarke's  Patent?" 

Can  you  say  yes? 

^  We  advise  booking  orders  early  as  the 
demand  for   our   Patent  is  increasing. 


A.  R.  Clarke       Co.  Limited 

Toronto,  Ont. 


To  the  Canadian 
Shoe  Trade 

We  Plan  to  Cover  the 
Four  Corners  of  Canada 

Our  travelers  will  call  upon  you  with  samples 
demonstrative  of  CANADA'S  BEST  SHOE- 
MAKERS, showing  six  of  the  NEWEST  and 
MOST  ATTRACTIVE  LASTS  yet  presented 
to  the  Canadian  Shoe  Trade. 

The  PATTERNS,  PERFORATIONS,  and 
TIPS  will  reveal  novelties  not  before  shown  in 
Canada. 

Owing  to  the  many  improvements  made  in  the 
line  our  travelers  may  be  later  than  usual 
showing  the  samples,  but  it  will  pay  to  see 
them  before  providing  for  your  Spring  re- 
quirements. 

THE  HARTT  BOOT  &  SHOE  CO. 

LIMITED 

Fredericton,  New  Brunswick 
CANADA'S  BEST  SHOEMAKERS 
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There  Will  Be  Greater 
Demand  Than  Ever  This 

Fall  For  Ruthstein's  Steel  Shoes 


The  already  enor- 
mous demand  for 
R  u  thstein's  Steel 
Shoes  is  certain  to  be 
doubled  this  coming 
Fall  and  Winter  by 
the  great  advertising  campaign  we  are  going  to  put 
out — to  say  nothing  of  the  mouth  to  mouth  recom- 
mendations these  shoes  receive  wherever  introduced. 

Workingmen  everywhere  in  Canada  will  want 
,'  Ruthstein's  "  and  none  but  Ruthstein's.  Indelibly 


written  upon  the  mind  of  every  honest  toiler  will  be 
the  words  "Ruthstein's  Steel  Shoes  "—to  say  work 
shoes  to  him  will  be  to  mean  Ruthstein's  Steel  Shoes. 

To-day  Ruthstein's  Steel  Shoes  are  known  as 
health  protectors  and  the  best-wearing,  strongest  and 
most  comfortable  work  shoes  that  can  be  bought  at 
any  price.  The  man  whose  work  is  out  of  doors — the 
miner,  lumberman,  farmer  or  construction  worker, 
will  not  accept  any  but  the  Ruthstein's  Shoe — tens 
of  thousands  of  these  men  have  worn  Ruthstein's 
Shoes  and  ask  for  none  better. 


ORDER  YOUR  SUPPLY  OF  RUTHSTEIN'S  STEEL  SHOES  NOW-- 
BEFORE  OUR  LARGE  NEW  ADVERTISEMENTS  APPEAR 


We  urge  every  progressive  dealer  to  prepare 
right  now  for  the  big  demand  there'll  be — orders  that 
you  and  only  you,  the  Ruthstein's  dealer,  will  get. 

You'll  see  Ruthstein  Steel  Shoes  advertisements 
in  the  leading,  most  influential  daily  papers  and 
magazines.    A  persistent  hammering  of  straightfor- 


ward, argumentative  facts  will  be  presented  to  every 
worker  in  Canada.  No  let-up  will  be  made,  so  your 
calls  for  Ruthstein  Steel  Shoes  will  not  only  increase 
but  they'll  keep  on  increasing  month  after  month 
as  our  advertising  convinces  more  and  more 
thousands. 


Terms  : 
Net  Cash 


Steel  Shoes"  Price  List 


No 
03 
04 
07 
08 
oq 
010 
01 1 
012 
0103 
0107 
0108 


Description 


Men's 


Boys' 


6 
6 
9 
9 

12 
12 
16 
16 

6 
9 
9 


n.  black 
n.  tan 
n.  black 
n.  tan 
n.  black 
n.  tan 
n.  black 
n.  tan 
n.  black 
n.  black 
n.  tan 


Quality 

No.  1 


Sizes 
5x12 


X  4 


Cost 

Retail 

Price 

Price 

$2.65 

$3-50 

2.65 

3.50 

3-75 

5.00 

3-75 

5.00 

4.50 

6.00 

4.50 

6.00 

5.00 

7.00 

5.00 

7.00 

1 .90 

2.50 

2.65 

3.50 

2.65 

3.50 

Dealers  will  be  served  PROMPTLY  by  these  jobbers. 

Write  nearest  one — or  one  you  now  patronize. 

BLACHFORD,  DAVIES  &  CO.,  60-62  Front  St.  W.,  Toronto 
GEORGE  G.  LENNOX,  87  King  Street,  Winnipeg,  Manitoba 
J.  LECKIE  CO.,  LIMITED,  -  Vancouver,  B.  C. 

N.   M.  RUTHSTEIN 

MAKER  OF  MODERN  SHOES 
CANADIAN  FACTORY  :  GREAT  BRITAIN  FACTORY  : 

TORONTO  NORTHAMPTON,  ENG. 

UNITED  STATES  FACTORY: 

RACINE,  WISCONSIN 
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New  28  Pump 


New  28  Oxford 


HIGH  GRADE 
FOOTWEAR 

Note  this  random  Selection  from 
our  Spring,  1912,  Range  ! 

When  our  salesmen  show  you  our 
complete  line  of 

"Kingsbury"  and 
"America's  Beauty" 

Then  you  will  agree  that  for 
style,  workmanship  and  all  round 
merit  they  cannot  be  surpassed. 

Drop  us  a  card  if  our  representa- 
tive does  not  see  you  soon. 


KINGSBURY 
FOOTWEAR 
CO.,  Limited 


SPECIALISTS  IN 
LADIES'  SHOES 


29  Short  Vamp,  Stage  Last 


MONTREAL 


QUE. 


31  High  Toe,  Short  Vamp 
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WHERE  QUALITY  COUNTS.  WE  WIN' 


SEE  OUR  NEW  LASTS 


SPRING  1912 


Travelers  are  now  out  with  a  very  strc 
line  of  Spring  Samples  for  191 
We  have  the  shoes  again  this  season 
supply  all  your  wants,  from  low  to  hi 
shoes,  showing  newest  lasts  and  many  n 
patterns.  Look  them  over  before  plac; 
your  orders. 


THE  MONARCH  SHOE  LOOKS  GOOD  AND 
WEARS  TO  BEAT  THE  BAND 

A  Goodyear  Welt  Shoe  made  in  all  thei  fine  leathers  from  the  best 
Canadian  and  American  tanners. 

C.  S.  Hyman's  Oak-soles,  Solid  Leather  Innersole,  Solid  Leather  Heels, 
Box  and  Counters  only  are  used  in  this  shoe,  also  the  fast  color  Diamond 
Eyelet. 

Where  can  you  duplicate  or  get  better  value  for  your  money,  even  should 
you  pay  a  great  deal  more?  It  is  to  your  interest  to  take  time  and  think 
this  over. 

They  are  certainly  safe  buying,  go  strong  on  them  for  Spring  as  you 
would  on  C.P.R.  stock. 


MONARCH  AND  BRANDON  OXFORDS  ARE 
EXCEPTIONALLY  STRONG  FOR  1912 

They  are  built  on  shapely  lasts  and  made  in  all  fine  leathers,  only  care- 
fully selected  stock  going  into  them. 

As  the  demand  for  Oxfords  is  increasing  every  Spring,  and  as  the  Spring 
for  1912  looks  like  a  record  breaker,  we  have  made  up  for  your  inspec- 
tion a  dandy  line  right  up-to-date. 

Merchants  this  Spring  sold  out  of  Oxfords  very  early  on  account  of  the 
big  demand,  therefore  be  ready  for  the  rush  next  Spring,  by  putting 
in  a  good  supply  of  our  Oxfords. 


DEMAND 

We  never  had  such  a  demand  for  our  shoes  as  at 
the  present  time.  Merchants  from  the  north,  east 
and  west  have  written  to  our  office  to  have  travel- 
ers call.   Why  ? 

Because  they  are  a  popular  priced  shoe  having  the 
style,  fit  and  wearing  qualities  of  shoes  that  cost 
you  a  great  deal  more. 

Ask  our  travelers  why  we  can  give  you  such  good 
shoes  for  the  price. 


THE  BRANDON 

MAKERS  OF  F 

BRANTFOI! 
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ATTENTION 


11 


e  pay  special  and  strict  attention  to 
sh  and  mail  orders,  making  them  up 
you  in  the  quickest  time  possible. 

^ase  do  not  forget  to  mail  your  orders 
up-to-date  shoes  to  us  as  we  get  them 
t  on  record  time.  We  are  at  your 
vice. 


'WHERE  QUAUTY  COUNTS  WE  WIN' 


SEE  OUR  NEW  PATTERNS 


THE  BRANDON  SHOE  -  A  STYLISH  AND 
SERVICEABLE  SHOE 

A  Goodyear  Welt  Shoe  into  which  only  the  best  stock  is  put  as  in  all 
our  other  lines.  Our  reputation  is  staked  on  all  goods  turned  out  in  our 
factory.    Enough  said. 

A  good  criterion  of  the  popularity  of  our  shoes  is  that  the  best  and 
shrewd  merchants  all  over  Canada  have  our  shoes  made  up  with  their 
own  name  on  them.  They  must  have  great  faith  in  our  shoes  and  they 
know  they  are  good  honest  shoes,  as  it  is  only  shoes  of  guaranteed 
quality  that  they  put  their  own  name  on.    Honesty  is  the  best  policy. 


DR.  BRANDONS  CUSHION  SOLE  SHOE—THE 
SHOE  THAT  IS  COMFORTABLE  AND 
WEARS  LIKE  IRON 

It  is  made  with  a  Felt  Innersole  which  is  attached  to  the  shoe  only  at 
the  welt.  The  edge  rests  on  a  shoulder  which  gives  a  softness  and  a 
resiliency  to  the  tread  obtainable  in  no  other  way.  The  outer  sole  and 
the  upper  are  made  of  carefully  selected  leather. 

Dr.  Brandon's  Cushion  Sole  Shoe  is  the  right  medicine  for  sore  or  tired 
feet. 

Customers  have  worn  this  shoe  for  a  year  without  the  semblance  of  a 
break,  and  looked  good  for  another  year.  This  is  giving  them  value 
for  their  money.    Look  this  shoe  over  when  traveler  calls. 


E  CO.,  LIMITED 

)ES  FOR  MEN 

ARIO 


CONSIDERATION 

Mr.  Retailer,  you  should  buy  strong  of  Our  line  be- 
cause we  manufacture  them  for  you  just  as  you 
order  them  and  we  sell  them  direct  to  you,  giving 
you  the  benefit  of  the  middleman's  profit.  Surely 
this  should  bea  very  bigconsideration  on  your  part. 

Get  and  give  your  Money's  worth  for  what  you 
buy  and  sell. 


THE  SHOE  AND  LEATHER  JOURNAL 


Rubbers 


Being  prepared  for 
sloppy  weather  means 
more  than  just  put- 
ting in  a  stock  of  rub- 
bers. It  means  put- 
ting in  a  stock  of  good 
rubbers.  Sloppy 
weather  is  a  trying 
time  for  you  as  well 
as  for  your  customer 
and  unless  you  are 
handling  the  right  line 
of  rubbers  you  will  be 
found  wanting. 

Don' t  worry  about 
rubbers.  Send  your 
orders  in  to  me.  If 
you  haven't  already 
discovered  it  you  will 
find  that  both  the  rub- 
bers and  the  prices  are 
O.K.  and  the  service 
unbeatable. 


JAMES  ROBINSON 
182-186  McGill  Street 
MONTREAL,  QUEBEC 


I  handle  only  the  brands  of 
the  reliablelndependentRub- 
ber  Co.,  of  Merriton,  Ont. 
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No.  393  —  Child's  all  Patent 
Ankle  strap,  wedge  heel,  sizes 
8  to  io}4  90c 

No.  392 — Infants',  sizes  3  to 

iV*   80c 

No.  129 — Babies',  sizes  1  to  5.  65c 


No.  710— College  Girls  all  Patent 
Pump  Strap,  turn  sole,  low 
heel,  sizes  1  to  7,  widths  D  and 
E.    Price  $1.50 


No.  418  —  Misses'  Pat.  Pump, 
strap,  low  heel,  sizes  11  to  2  .  .  $1.15 

No.  419  —  Infants'  Pat.  Pump, 
strap,  wedge  heel,  sizes  3  to  7^  .80 

No.  420  — ■  Child's  Pat.  Pump, 
strap,  wedge  heel,  sizes  8  to  10 .  .90 


"IN  STOCK"  DEPARTMENT 


INFANTS 
CHILDREN* 


TURNS 
WELTS 


MISSES 
COLLEGE  GIRLS 


C|  You  can  get  what  you  want  quickly. 

C|  Orders  shipped  same  day  as  received. 

IJ  Lines  shown,  and  a  complete  range 
of  summer  and  fall  goods  actually 
made  up. 

||  Note  the  prices  we  quote. 

Shipment  Prompt. 


The  Macfarlane  Shoe  Co.,  Limited 


MONTREAL 


10.  934 — Misses'  Dongola 
Button  Boot,  patent  tip, 
low  heel,  G.Y.  welted  sole, 

sizes  11  to  2  $1.80 

No.  933 — Children's,  sizes  8  to 
10K  1.60 


No.  1 1 88 — College  Girls' 
Pat.  Blucher  bal.,  dull 
calf  top,  low  heel,  G.W., 
sizes  2  to  7   $2.60 


No.  1 164 — College  Girls'  all 
Dong.,  whole  fox  button 
Goodyear  welted  sole,  med- 
ium toe,  Widths  D  and  E 
sizes  2  to  7  $2.25 
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TRADE  MARK 


TRaDE  MARK 


SENSIBLY  STYLISH  SHOES  FOR 
Y.OUNG  FOLKS 

Now-a-days  young  people  require  as  much  style  in 
shoes  as  their  elders.  In  "The  Winner"  Shoe  for 
Infants,  Children,  Growing  Girls,  College  Girls, 
Boys  and  Youths,  is  a  style  and  finish  equal  to  the 
best  in  adults'  shoes  and  a  rugged  honesty  of  con- 
struction combined  with  good  material  that  makes 
for  long  wear. 

The  showing  of  "Winners"  for  Spring  1912  sur- 
passes anything  you've  seen  yet  and  contains  a 
splendid  variety  of  trade-getters  in  styles  that  are 
both  up-to-date  and  sensible.  Watch  for  the 
man  with  the  "  Winner"  samples. 

The  WINN  COMPANY,  Limited 

PERTH  -  -  ONTARIO 
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We  Wish  to  Meet  You 
Face  to  Face 

if  only  to  tell  you  how  much  we  § 

appreciate  the  favors  you  have  S 

J  shown  us  in  the  past.  | 

For  the  business  you  have  given  f 

us  we  are  grateful,  but  we  feel  | 

|  that  we  cannot  express  our  thanks  & 

on  paper,  as  we  could  were  you 
right  with  us.   And  so  we  heartily 

invite  you  to  come  and  see  us.  f 

At  Toronto,  During 

The  National  Exhibition 

Aug.  26  to  Sept.  12 

We  shall  endeavour  to  do  any- 
thing in  our  power  to  make  your 

i  visit  enjoyable  and  profitable, 

f!      jf  Make  our  offices  your  chief  place  \j 

1  of  business.    Use  our  facilities  as  \, 

|  if  in  your  own  store.   For  letter- 

,,i  writing,    telephoning    and  tele- 

graphing you  will  find  everything  '1 
ready  for  your  use. 

•j  And  then  who  knows  but  what  | 

you  might  tumble  onto  some  thing 

J?  in  the  way  of  an  interesting  and  | 

profitable  business  proposition. 

Our  Road  Representatives 
will  be  waiting  to  show  you. 


McLaren  &  Dallas 

30  Front  Street  West      Toronto,  Ontario 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.  MONTREAL,  QUE. 
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ATTERNS  FOR  THESE  SHOES 


WERE  MADE  BY  US 


Absolutely  accurate  grad- 
ing, style  and  fit,  and 
quick  service,  are  our 
qualifications  for  serving 
you,  as  we  serve  most 
Canadian  manufacturers. 

Give  Us  a  Trial 

Gray  Pattern  Co. 


L.  C.  JONES 


N.  P.  APPLETON 


Rideau 
Shoe  Co. 


254  Lemoine  Street 


MONTREAL 


Rideau 
Shoe  Co. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Flnsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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The  Introduction  Into  Canada 
of  Wren's  Famous  Polishes 

Should  prove  interesting  to  the  Canadian  Retail  Merchant. 

These  famous  polishes  have  been  giving  absolute  satisfaction  to  all  users  for  many 
years,  and  making  profits  for  shoe  merchants  in  the  greater  part  of  the  world.  And  now 
we  ask  "Why  not  satisfaction  for  the  Canadian  Public  and  Profits  for  the  Canadian 
Merchants  ?"    Well,  we're  going  to  put  it  up  to  you. 

Sir  H.  W.  Trickett  Limited,  who  are  establishing  a  Canadian  Branch  in  Toronto,  have 
accepted  the  Canadian  Agency  for  'Wren's  Polishes."  We  would  advise  that  you  write 
them  RIGHT  NOW  for  full  information  regarding  this  "Money-making  proposition." 

W.  WREN  &  CO. 

NORTHAMPTON  -  -  ENGLAND 


SOLE 

CANADIAN 
AGENTS 

Sir 

H.  W.  Trickett  I 

LIMITED 

OF  WORLD-WIDE 
SLIPPER  FAME 

TORONTO  -  CANADA 
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THE 


TWO  GREAT  EVENTS 


THIS  MAN 
MAY  GO 


OF  THE  YEAR 

CANADIAN   GENERAL  ELECTIONS 

AND 

THE   PERMANENT  ESTABLISHMENT 

OF 

SIR  H.  W.  TRICKETT'S 

LIMITED 

IN 

CANADA 


[=11=1  El 

=  BUT  = 


THIS  MAN  IS 
HERE  TO  STAY 


FOR  FIFTEEN  YEARS  HAVE  TRICKETT'S  SLIPPERS 
played  a  most  prominent  part  in  the  Shoe  Trade  of  Canada.  During 
all  these  years  the  rapidly  increasing  demand  for  our  goods  has 
certainly  proved  that  they  are  appreciated,  not  only  by  the  Canadian 
Shoe  Jobbers  and  Retail  Merchants  but  also  the  Canadian  Consumer. 

In  return  we  greatly  appreciate  the  treatment  Trickett's  Slippers 
have  received  in  the  Dominion. 

To-day,  the  volume  of  business  we  are  favored  with  from  Canada 
is  such  as  to  warrant  the  establishment  of  a  Canadian  Branch  which 
will  enable  us  to  give  this  territory  still  better  attention.  This  branch 
will  be  located  in  the  Manchester  Building,  Toronto,  and  in  charge  of 
Mr.  J.  S.  Ashworth. 

During  the  coming  season  "Trickett  Slippers"  will  be  in  greater 
evidence  than  ever.  They  are  the  acknowledged  leaders  and  are 
HERE  TO  STAY. 

We  have  taken  the  Canadian  Agency  for  the  Famous  "Wren 
Polishes."  There  is  information  regarding  these  polishes  which  you 
should  have.  A  word  from  you  to  our  Canadian  office  will  bring 
full  particulars. 


SIR  H.  W.  TRICKETT  Limited 

WATERFOOT  -  Near  Manchester  -  ENGLAND 
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Getting'  Customers  and 
Holding'  Them 

It's  appearance,  and  sometimes  price,  that  draws  the  customer.  But 
that's  no  reason  why  you  should  buy  shoes  simply  because  they  look 
good  and  sell  at  a  low  price.     It  isn't  the  trade  you  draw  that  really 
supports  your  business.    It's  the  trade  you  hold. 

So  you  want  to  stock  shoes  that  look  good,  that  sell  at  a  reasonable 
price,  that  give  entire  satisfaction — in  other  words,  Blouin's  Shoes. 
They're  made  on  up-to-date  lasts,  by  modern  methods,  of  good 
leather.    They  get  the  customer  and  they  hold  him. 

F.  BLOUIN   tt£\&&c^V2£~?£   QUEBEC  CITY 

MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

T8-88  Wall  Street,  NEW  YORK,  U.S.A. 
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SEASONABLE 
BOOTS 


TO  ORDER 
PROMPTLY 


"Prepared  t\ 


Overgaiters 
Leggings 
Skate  Straps 
Hockey  Laces 
Leather  Laces 
Porpoise  Laces 
Silk  Laces 


Specially  ^\figj  KreP 

English 

mm 


WATERPROOF  DUBBIN 


*  ML 


DIRECTION'S. 

.APPLY  WITH  THE  HAND  OP  SMALL  BRUSH,  RUBBING 
IT  WELL  INTO  THE  LEATHER 

MANUFACTURED  BY 

PHILIP  OACOBI 


IS  TR/^JJgf 


PHILIP  JACOBI 

5  Wellington  Street  East 
TORONTO  CANADA 


Boudoir  Slippers 
Cork  Soles 
Felt  Soles 
Yukon  Sox 

Reindeer  Hair 
Soles 

Ankle  Supports 

Cat's  Paw  Heels 


CAT'S  PAW 


CUSHION 


that  M-wftfTTifiss  &r*rn"""  piH? 

dccucmk  I  I  *Q  JUL2V9  nf^^k  t    1 1  PREVENTS 

At  all  Dealers  IPfflfiHifflMI  ^  a"  Dea'crs 

50  cents  attached  Ijjjjggjgggjj^l  50  cents  attached 

During  the  month  of  March,  1911,  a  canvass  of  the  rubber  heel  situation 
was  made  in  eighteen  cities,  which  showed  65%  Cat's  Paw  Heels 
being  sold  against  35%  of  all  other  makes.  This  proves  conclusively 
that  the  MERIT  of  the  Cat's  Paw  Heel  is  winning  out  rapidly. 

INSIST  UPON  CAT'S  PAW  RUBBER  HEELS.  .„„ 
WALPOLE  RUBBER  CO.,  LIMITED,    -    MONTREAL,  "j 
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SURPASS-THE  SURE  SELLER 


There  is  no  gamble  in  connection  with  the  stocking  of  Surpass 
Shoes.  Everyone  is  a  sure  seller  and  a  sure  satisfier.  Long 
experience  with  the  requirements  of  the  people  of  Canada  has 
taught  us  what  styles  to  make  and  what  styles  to  avoid.  Nothing 
freakish  or  foolish  ever  bears  the  name  Surpass.  It  is  found 
only   on   a   sensible,   wear-giving   line   of   Solid   Leather  Shoes. 

THE  LOUIS  GAUTHIER  COMPANY  LIMITED 

QUEBEC  CITY 


No.  3  "  STANDARD"  COMBINED  FINISHING  MACHINE 


(FOR  POWER) 

A  very  strong  complete  machine  for  Boot 
Makers  and  Repairers,  with  all  the  neces- 
sary tools  for  finishing  a  boot  throughout. 
Two  or  more  men  can  work  on  this 
machine  and  start  and  stop  their  opera- 
tions without  interfering  with  each  other, 
as  the  fast  and  loose  pulleys  render  each 
part  of  the  machine  independent.  Each 
belt  is  moved  to  fast  and  loose  pulley  by  a 
belt  guide.  The  bearings  are  GUN  METAL, 
SELF-OILING. 

DESCRIPTION  OF  PARTS. 

i.  Cutter  for  Paring  Foreparts,  z.  Emery 
Stone  for  Grinding  Cutters.  3.  Four  Step 
Iron  for  Setting  Edges.  4-  Waste  Iron  for 
Setting  Waists  5.  Flat  Heel  Scourer  Roller 
for  Men's  Heels.  6.  Bottom  Scourer  Roller. 
5-in.  wide.  7.  Round  Heel  Scourer  Roller 
for  Ladies'  Heels.  8.  Naumkeag  Attachment 
for  Scouring  Waists  and  Top  Pieces.  q. 
Leather  Polishing  Pad  for  Polishing  Waists 
and  Bottoms.  10.  Leather  Polishing  Pad  for 
Polishing  Heels.  1 1 .  Black  Heel  and  Waist 
Brush.      ii.   Brown  Heel  and  Waist  Brush. 

13.  Inlet  for  taking  Dust  from  Naumkeag. 

14.  Inlet  for  taking  Dust  from  Heel  and  Fore- 
part Paring.  1  J.  Inlet  for  taking  Dust  from 
Heel  and  Bottom  Scouring.  16.  Fan  for  re- 
moving Dust  to  Cyclone.  17-  Table  for  Wax. 
etc.  18.  Fast  and  Loose  Pulleys  for  Front 
Shafts.  19.  Fast  and  I-oose  Pulleys  for  Parer 
Shaft.  20.  Fast  and  Loose  Pulleys  for 
Countershaft  with  Belt  Guide  for  same. 

Price  $200 

Duly  and  Freight  Paid  to  Montreal 

Appro,  Weight,  .a-cwts.       Space.  ,-ft.  c-in.  x  z-ft.       Speed  750.       Pulley,  6-in.       Packed,  „,  cub.  ft.      EVERY  MACHINE  GUARANTEED 

THE  STANDARD   ENGINEERING  CO.,  LTD. 

EVINGTON    VALLEY    ROAD,  -  -  -  LEICESTER,  ENGLAND 
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McDERMOTT  PUMPS 

FOR  SPRING  1912 


Modish  footwear  for 
discerning  customers. 

Expertly  made  from  best 
materials.    New  lasts. 

Our  Colonial  and  Two  Straps 
are  winners. 


McDERMOTT  SHOE  COMPANY 

MONTREAL 


Use  our  office  as  your  headquarters  while  at  the 
Exhibition.  Write  your  letters  here,  meet  your 
fiiends  here,  telephone  or  telegraph  from  here. 
We  will  make  everything  convenient  for  you. 


We  Will  Exhibit  our  Famous  Polishes 

In  the  Process  Building 
At  the  National  Exhibition 

Toronto,  Aug.  26th  to  Sept.  11th,  1911 

THE  "NUGGET"  POLISH  CO.  limited 
67  ADELAIDE  ST.  E.  TORONTO 


24 


THE  SHOE  AND  LEATHER  JOURNAL 


It's  Leather 
That  Counts 

It's  shoe  satisfaction  that 
brings  the  customer  back 
to  our  store. 

The  shoe  that  wears  well 
and  keeps  its  shape,  is  the 
one  that  holds  trade.  And 
as  it's  the  leather  that  deter- 
mines the  length  of  life  of 
a  shoe,  it  behooves  you  to 
be  certain  that  good  leather 
is  being  put  into  the  shoes 
you  stock. 

If  it's  glazed  leather  shoes 
you  are  ordering  see  that 
they  are  made  of  Maple 
Leaf  Glazed  Leathers  and 
you  will  be  able  to  give  your 
customers  that  satisfaction 
which  brings  'em  back. 

LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street    -  MONTREAL 


P.   CeEOPHAS  LACHANCE, 

Inventor. 


Here  Is 
A  PROFIT  MAKER 

Retailers  everywhere  are  makinggood 
money  selling  the  Lachance  Ankle 
Brace  and  Protector.  It  is  sold  to 
players  of  baseball,  lacrosse,  foot- 


ball, hockey  and  other  games.  Fits 
any  foot.  Made  in  Chrome  Leath- 
er, all  colors. 

Also  made  without  the  Protector 
for  use  in  running,  walking,  dancing. 

Free  Sample  Pair  For  You. 

LACHANCE  &  TANGUAY 

Shoe  Manufacturers         —  Quebec 
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Do  You  Wish 
To  Get  Your 

OVERGAITERS 
&  LEGGINGS 

By  Sept.  1st? 

If  so,  NOW  is  the  time 
to    place    your  order. 

Our  Travelers  are  on  the  road  with  a 
full  range  of  bright,  new,  snappy  goods, 
that  are  bound  to  be  great  sellers. 


Have  you  received  one  of  our  Catalogues 
of  Gaiters  and  Leggings?  If  not  drop 
us  a  post  card  and  we  will  be  pleased  to 
send  you  one. 

DON'T  DELAY 

In   Placing   Your  Order. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 

Largest  Manufacturers  of  Overgaiters  and 
Leggings  in  Canada. 


EVELEIGH'S 
HIGH-GRADE 
TRAVELING 
GOODS 


BAGGAGE 

CANADA5  BEST 

SINCE 

1870 

1»P3I5TERED  TRADE  WRH , 


GIVING 


r 


SATISFACTION 
SINCE  1870  ISS™™ 


SINCE 

1870 

[REGISTERED  TRADE  CURIf 


TRUNKS 
STEAMER  TRUNKS 
SUIT  CASES 
CLUB  BAGS 
GLADSTONE  BAGS 
TELESCOPE  CASES 
AND  LEATHER 
ACCESSORIES 
OF  ALL  KINDS 


Every  Line  we  make  looks,  wears 
and  sells  well. 

To  build  trade  and  reputation  while 
making  a  good  profit,  handle 
the  Eveleigh  Line. 


OUR  CATALOGUE  FREE. 


MONTREAL 

"  The  Big  Baggage  Makers 
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Always  Dry 
Comfortable 


and 


X  TOT  by  accident 
^  ^  but  by  design 
does  the  Doctor  Anti- 
septic Shoe  keep  out 
the  wet. 

There  are  three  soles 
between  the  foot  and 
the  wet  pavement — 
three  soles  for  the 
dampness  to  worry 
through  before  the 
foot  gets  wet. 

The  inner  sole  is 
anti-septically  treated 
— a  safe  and  healthful 
sole  for  the  foot  to 
tread  upon.  The 
centre  sole  is  of  ther- 
mal asbestos — a  real 
colddcfier.  The  outer 
sole  is  of  specially 
waterproof  leather — 
an  almost  impassable 
barrier  to  moisture  of 
any  kind.  Besides 
the  uppers  are  water- 
proofed— the  water 
can't  get  in  that  way 
either. 

You  see,  the  reason 
why  the  Doctors  Anti- 
septic Shoe  keeps  out 
the  wet  is-"It's  built 
that  way." 


"ANTI-SEPT/C 

D«T  .906  .909  ^ftSptflO, 


A SHOE  that  keeps 
out  dampness 
like  the  Doctor's  is 
bound  to  be  a  com- 
fortable shoe. 

And  the  Doctors 
Shoe  is  comfortable. 
Not  only  because  it 
keeps  the  foot  abso- 
lutely dry  and  warm, 
but,  because  it  is 
made  over  mighty 
comfortable  lasts — 
there  are  three  of 
them — the  EE,  the 
Gibson,  the  Ortho- 
pedic. Even  if  it 
didn't  have  its  special 
features  the  Doctors 
would  be  a  most  com- 
fortable shoe  for  it  is 
built  scientifically  to 
fit  the  foot. 

To  the  man  who 
cares  for  his  feet  and 
their  comfort  the 
Doctors  Anti-septic  is 
a  real  friend. 

To  the  merchant 
who  desires  good 
profits  and  many  of 
them,  the  Doctors 
Anti-septic  is  a  gold 
mine. 


'"THERE   never   was  a  shoe 
that  had  as  good  claim  to 
wet  weather  supremacy  as  the 
Doctors  Anti-septic. 


The  Tebbutt 
Shoe  and  Leather  Company 

Limited 

-THREE  RIVERS       -       -  QUEBEC 
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Handling  Traveling  Goods  To  Advantage 

How  Such  a  Department  Often  Leads  to  Increased  Sales  inShoes — The  Best  Methods  of  Display — A  Dead  Issue 
May  Be  Changed  Into  a  Live  Proposition  if  the  Retailer  is  Aggressive  and  Progressive. 


g 

! 


Many  men  never  undertake  a  new  thing.  They  adhere 
to  the  old  standards,  and  what  has  been  done  for  years  is 

good  enough  for  them.  On  the 
other  hand  certain  business 
enthusiasts  are  perhaps  too 
progressive.  They  seize  upon 
everything  new,  sometimes  with 
little  thought  or  consideration, 
with  the  result  that  they  under- 
take more  than  they  can  master 
and  are  in  a  position  that  many 
a  merchant  has  found  himself — 
that  is,  being  overstocked  and 
weighed  down  with  unsaleable 
and   unfashionable  goods. 

There  is  one  line,  however, 
which  the  average  shoeman  can  well  and  safely  add  to  his 
stock-in-trade.  It  is  a  natural  and  appropriate  adjunct. 
It  fits  in  admirably,  and  if  given  consideration,  attention  and 
proper  oversight,  will  add  much  to  his  profit  and  swell  the 
amount  of  his  annual  turnover. 


Some  Excuses  Reiterated. 

Retailers  when  asked  why  they  do  not  put  in  a  stock 
of  trunks,  traveling  bags,  suit  cases,  club  bags  and  other 
requisites,  frequently  declare  that  they  have  not  the  room, 
that  such  goods  are  too  bulky,  that  they  do  nothing  but 
collect  dust  and  dirt  and  the  turnover  in  them  is  not  swift 
enough  to  satisfy  the  man  who  likes  to  see  things  kept  on 
the  move.  Various  other  pleas  are  often  put  forward  by 
shoe  men  for  letting  this  class  of  trade  go  to  the  general  store, 
the  harness  man,  and  the  big  departmental  establishment. 
Many  of  these  excuses  are  hackneyed  and  will  not  bear 
analysis.  Such  pretexts  as,  "I  know  nothing  about  such 
goods,"  "I  have  all  I  can  look  after  now,"  "The  sales  would 
be  too  few,"  and  "The  investment  is  too  large,"  have  several 
imes  been  combated  in  these  columns,  and  it  is  not  necessary 
to  again  answer  these  unstable  and  stereotyped  objections. 
The  plain  fact  of  the  matter  is  that  few,  if  any,  shoe  men 
who  have  taken  up  the  matter  of  handling  trunks  and  leather 
goods  and  given  as  much  supervision  to  this  special  depart- 
ment as  they  have  to  the  other  branches  of  their  business, 


have  failed  to  make  a  success  of  it.  The  carrying  of  this 
class  of  leather  goods  cannot  be  left  to  chance.  They  must 
be  presented  with  as  much  system,  effort  and  arrangement 
as  any  of  the  season's  novelties  in  footwear.  Too  often 
such  goods  receive  no  attention,  are  stored  away  on  top  of 
ledges,  in  the  cellar  or  some  room  at  the  back  of  or  above  the 
shop.  The  fact  is  that  many  a  visitor  is  not  aware  such 
goods  are  carried.  They  are  given  no  mention  in  the  daily 
papers  beyond  a  mere  line  at  the  bottom  of  an  ad.  now  and 
then  to  the  effect  that  "We  carry  trunks  and  valises,"  or 
some  other  meaningless  reference.  They  are  never  displayed 
in  windows  or  given  a  prominent  position  at  the  front  of  the 
store  during  the  season  when  such  accessories  are  in 
constant  demand. 

Make  Them  Go  At  Proper  Time. 

It  is  an  old  saying  that  "you  must  make  hay  while  the 
sun  shines,"  and  the  shoe  man  who  handles  trunks  should 
always  keep  in  mind  that  the  best  season  for  the  disposal 
of  this  kind  of  merchandise  is  during  the  months  of  June, 
July  and  August  when  the  most  traveling  and  sightseeing 
are  done,  or  in  December  when  many  presents  in  the  leather 
line  are  made,  and  the  railways  carry  hundreds  of  people 
from  one  point  to  another  to  spend  a  pleasant  holiday.  It  is 
then  that  the  shoe  retailer,  who  has  energy  and  foresight 
enough  to  equip  a  proper  traveling  department,  should 
feature  in  every  way  all  the  new  things  that  he  has  to  offer 
the  public  in  this  line.  The  majority  of  people  in  this  world, 
to  use  a  slang  expression,  "Want  a  thing  when  they  want 
it,"  and  the  progressive  business  man,  quick  to  study  human 
nature  and  to  take  full  advantage  of  this  phase,  is  the  one 
who  gathers  in  the  harvest.  He  believes  in  doing  the  proper 
thing  at  the  proper  time,  which  is  one  of  the  chief  elements 
in  success.  Of  course,  there  are  constant,  steady  demands  for 
traveling  requisites  the  year  round,  and  they  should  never 
be  lost  sight  of,  but  the  traveling  season  is  the  time  to  push 
traveling  goods.  The  profits  on  these  goods  are  satisfactory. 
There  is  not  as  keen  competition  or  as  much  price-cutting 
as  there  are  in  many  ranges  of  shoes,  and  fashion's  fickle 
decrees  do  not  so  often  assert  themselves  and  declare  new  styles, 
shapes  and  leathers. 

In  stocking  a  department  such  as  this,  it  is  well  to  have 
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as  representative  a  line  as  possible,  so  that  the  demands  of  all 
classes  may  be  met.    Goods,  not  only  of  durability  and  fine 
finish   should  be    carried,  but  some  cheaper  lines.  Fre- 
quently the  sale  of  a  pair  of  shoes  leads  to  the  purchase  of  a 
trunk  or  traveling  bag,  and  the  wise  salesman  should  speedily 
understand  that,  when  a  customer  buys  a  suit  case  or  club 
bag.  that  he  or  she  is  about  to  make  a  visit  to  some  point 
distant  or  near.    It  is  easy,  with  tact  and  good  judgment,  to 
casually  enquire  as  to  how  such  persons  are  provided  with 
footwear,  and  incidentally  introduce  some  line  of  the  latest 
type.    Thus  the  two  naturally  work  hand  in  hand,  and  are 
in  no  way  detached.    If  the  resident  of  the  average  town  has 
to  go  somewhere  else  other  than  a  shoe  store  to  buy  a  trunk 
or  valise  such  a  one  is 
apt  to  go  to  that  store 
or  some  place  else  for 
shoes,    and   thus  the 
opportunity    to  build 
up   and   extend  your 
business  connection  is 
lost.    Any  department 
of  a  shoe  store  that 
will  result  in  bringing 
people  inside  the  door, 
or  even  attracting  at- 
tention to  windows  is 
beneficial.    Like  begets 
like.     A    busy  store 
always   grows  busier, 
as  people  will  flock  to 
such  centres  and  such 
establishments  where 
they    think    trade  is 
being  done,  their  wants 
easily  supplied  and  the 
range     of  selections, 
is  large,  comprehensive  and  well-assorted  throughout. 

They  Go  Hand  in  Hand. 

Trunks  and  bags  are  not  usually  displayed  in  an  att- ac- 
tive way.  You  may  be  very  sure  that  three  out  of  every  four 
of  your  present  customers  buy  a  trunk,  a  suit  case,  a  bag, 
Tor  themselves  or  their  families  more  frequently  than  you 
imagine.  If  these  customers  have  their  attention  properly 
drawn  to  these  lines  every  time  they  enter  your  store  they 
will  want  to  purchase  more  frequently — and  when  they  want 
to  buy  they  will  think  of  your  store.  Further,  you  will 
admit  that  if  you,  a  shoe  merchant,  have  made  a  friend 
through  the  sale  of  a  bag  or  purse,  a  sale  of  shoes  in  the  near 
future  is  likely  to  be  the  result.  In  that  way  both  the  main 
issue  and  the  side  line  work  hand  in  hand  for  your  greater 
success. 

Having  decided  that  there  is  an  opening  in  your  town 
for  a  live  line  of  trunks  and  bags,  and  having  admitted  that 
your  shoe  customers  are  profitable  bag  customers,  and  bag 
customers  certain  shoe  buyers,  the  next  thought  is  how  can 
they  be  properly  displayed. 

If  a  gallery  is  not  possible  the  trunks  could  be  run  in  a 
row  down  the  very  centre  of  the  store  from  the  front  to  a 
point  about  half-way  back.  If  you  have  your  men  and 
women's  departments  on  either  side  of  the  store  this  arrange- 
ment is  very  good.  The  trunks  may  be  displayed  in  three 
rows,  one  on  top  of  the  other — each  of  the  top  two  rows 
resting  on  neat  racks  that  can  be  built  very  cheaply.  A 
curtain  might  be  hung  from  a  point  level  with  the  top  of  the 
trunks  on  the  side  next  the  women's  department  and  an 


aisle  left  between  the  men's  chairs  and  the  trunks  so  that 
they  might  be  more  easily  reached. 

If  your  store  be  divided  into  front  half  for  men's  and 
rear  for  women's,  the  arrangement  of  the  trunks  is  more 
simple.  In  this  event  they  would  be  given  space  next  the 
partition  and  on  the  men's  side  of  it. 

Suit  cases  and  bags  are  best  displayed  in  show  cases  or 
wall  cases.  Wall  cases  could  be  replaced  by  ordinary  shelves 
protected  by  sliding  glass  doors.  These  can  be  made  very 
attractive  with  plush  or  other  fabric  lining.  Your  cases  will 
not,  of  course,  contain  the  whole  stock.  If  you  carried  a 
bag  in  14-inch,  16-inch,  18-inch  sizes,  only  one  size  would 
be  shown  and  the  rest  kept  in  your  store  room.    If  you  carry 

one  bag  in  various  lea- 
thers only  one  would 
occupy  shelf  space  and 
so  on. 

In  inaugurating 
any  new  feature,  it  is 
better  to  progress  slow- 
ly but  surely  at  first. 

Get  the  "feel"  of  the 
trade  in  the  opening 
months,  and  expand 
as  conditions  warrant. 

Avoid  tying  up  too 
much  capital  on  the 
one  hand,  and  not  hav- 
ing ample  assortment 
to  choose  from  on  the 
other.  The  right  sort 
of  traveling  salesman 
will  be  of  great  assist- 
ance to  you  in  picking 
the  best  lines.  Leave 
the  others  alone. 
A  good  start,  however,  can  probably  be  made  with  a 
dozen  different  styles  of  trunks  ranging  from  about  $2  to  $5 
wholesale,  or  a  little  more.  Stock  up  with  one  or,  at  most, 
two  sizes  in  each  style,  depending  on  the  space  at  your  dis- 
posal. If  situated  near  the  manufacturer  or  a  distributing 
depot,  one  size  in  each  style  will  do,  ordering  from  catalogue 
for  anything  beyond  this  size.  Of  course,  if  you  have  the 
space  and  the  capital  to  order  more  largely,  well  and  good, 
but  this  is  hardly  the  wise  policy.  Small  capital  and  large 
turnover  should  be  the  motto.  The  same  policy  should  be 
followed  with  suit  cases,  club  bags,  ladies'  handbags,  and 
different  accessories,  whether  of  a  toilet  nature  or  otherwise. 
From  $100  to  $200  should  provide  a  small,  compact  stock. 

Have  Follow-Up  System. 

Circulars  and  mailing  cards  will  also  be  found  a  great 
aid  in  booming  your  new  department.  They  should  be  crisp 
and  descriptive  of  the  articles  advertised,  but  need  not  ne- 
cessarily be  as  brief  as  the  newspaper  ad.  One  merchant,  in 
creating  a  new  department,  sent  an  engraved  card  bearing 
his  name  and  address,  also  a  letterhead  of  like  nature  stating 
his  new  departure,  and  the  service  he  was  prepared  to  offer , 
stipulating  thereon  that  each  person  presenting  one  of  the 
marked  cards  would  receive  a  discount  of  10  per  cent,  on 
any  article  in  the  new  department.  These  letters  were  mailed 
to  every  possible  customer  in  the  town,  and  made  the  depart- 
ment a  success  from  the  start.  Many  other  ideas  can  be 
worked  out,  by  giving  your  individuality  a  little  scope.  If 
the  trunk  department  is  taken  hold  of  in  the  spirit  outlined 
above,  failure  is  impossible. 


Tan  Oxford 
By  Hartt  Boot  and  Short  Co.  Limited 


Rock  of  Retail  Success 

How  a  Belleville  Shoe  Firm  Have  Expanded — Some  Principles 
That  Have  Gained  and  Retained  Patronage — Effective 
Use  of  Bargain  Tables— Cash  System,  One  Price, 
Early  Closing  and  No  Approbation — Fea- 
turing Travelers'  Needs. 


Thirty-one  years  in  business.  This  is  the  retail  record 
of  A.  W.  Vermilyea  and  Son,  shoe  dealers  of  Belleville,  Ont. 
That  this  enterprising  firm  have  made  a  success  of  the  retail 
line  is  well  known.  They  have  one  of  the  largest  and  busiest 
establishments  in  Eastern  Ontario,  and  carry  a  heavy  stock. 
Some  years  later,  a  wholesale  branch  was  launched,  and,  so 
rapidly  has  the  jobbing  end  developed  that  two  years  ago 
separate  premises  were  secured  for  this  branch,  which  is  now 
conducted  under  the  name  of  the  Belleville  Shoe  Company. 
Travelers  thoroughly  cover  the  territory  from  Oshawa  in  the 
west  to  Cornwall  in  the  east,  while  a  large  portion  of  Northern 
Ontario  is  also  regularly  visited.  A  large  and  representative 
stock  is  housed. 

Vermilyea's  can  attribute  their  expansion  to  several 
causes.  They  handle  dependable  goods  calculated  to  meet 
every  class  of  trade.  The  members  of  their  sales  force  are 
alive  and  aggressive  and  the  majority  of  them  have  been  in 
the  service  of  the  firm  for  years.  The  business  is  strictly 
cash.  No  credit  is  extended  and  this  regulation  is  rigidly 
adhered  to.    The  change  was  made  a  few  years  ago,  and  the 


fact  was  well  advertised.  In  various  printed  forms  the 
advantages  of  transacting  a  cash  business  were  pointed  out, 
and  it  was  shown  that  better  results  would  accrue  to  both 
buyer  and  seller.  To-day  the  patrons  of  the  store  do  not  ask 
for  credit. 

Has  Only  One  Hobby. 

The  active  head  of  the  concern  is  Major  S.  W.  Ver- 
milyea, who  outside  of  shoes,  has  one  hobby,  and  that  is  the 
militia.  He  has  for  a  long  period  been  an  officer  in  the 
Fifteen  Regiment,  Argyll  Light  Infantry,  which  corps  has 
one  of  the  finest  armouries  in  Canada.  He  is  quartermaster 
of  the  regiment.  He  is  also  a  noted  marksman,  and  has  won 
many  valuable  prizes  in  target  shooting.  Major  Vermilyea 
began  his  business  career  in  the  store  of  John  McKeown,  a 
veteran  shoe  man  of  Belleville,  and,  after  serving  his  appren- 
ticeship, his  father,  his  brother,  C.  H.  Vermilyea  and  he 
opened  up  a  retail  establishment  of  their  own.  The  first 
year  they  cleared  a  nice  sum  which  was  equally  divided 
C.  H.  Vermilyea  then  withdrew,  and  embarked  in  the 
clothing  and  men's  furnishing  line,  and  to-day  conducts 


The  Vermilyea  shoe  house  in  Belleville. 
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one  of  the  leading  enterprises  in  Eastern  Ontario.  The  shoe 
stand  has  ever  since  been  run  under  the  name  of  A.  W.  Ver- 
milyea  and  Son.  Mr.  Vermilyea,  Senior.,  has  of  late  years 
not  been  actively  engaged  in  the  business,  but  is  frequently 
at  the  store  and  on  busy  days  still  takes  a  hand  in  the  selling 
game. 

How  The  Start  Was  Made. 

"No,"  said  Mr.  Vermilyea,  senior," I  do  not  do  much  now. 
My  son  is  the  principal  man  and  naturally  I  am  proud  of  the 
success  he  has  made  of  this  business."  Then  growing 
reminiscent,  he  added,  "Yes!  it  was  thirty-one  years  ago 
that  I  owned  a  farm  and  also  flour  mill  and  saw  mill  in  the 
village  of  Stockdale.  One  day  the  late  Editor  Young  of 
the  Trenton  Courier,  called  at  the  mill  and  said  that  he 
wanted  one  of  the  boys  to  learn  the  printing  trade.  My  son, 
C.  H.,  said  that  he  would  go.  I  sent  my  other  boy,  S.  W., 
to  a  commercial  school  in  Belleville,  and  later  he  entered  a 
shoe  store  in  this  city.  He  worked  there  for  some  time,  and 
was  anxious  to  get  into  business  for  himself.  We  bought  a 
stock  and  rented  a  centrally  located  stand.  I  heard  a 
preacher  once  say  that  a  man  could  make  a  success  of  only 
one  business.  I  do  not  agree  with  him,  and,  if  you  will 
pardon  a  personal  allusion,  I  may  say  that  I  made  a  success 
as  a  farmer,  as  a  miller,  and  as  a  shoeman — three  businesses. " 

A  Trio  of  Pitfalls. 

"Have  you  any  advice,  after  all  these  years' experience, 
that  you  would  give  to  young  men  entering  business  life?" 
was  asked. 

"Well!  in  my  career,"  was  the  reply,  "I  have  observed 
three  things  that  cause  the  majority  of  mercantile  reverses. 
They  are  neglect  of  business,  living  too  extravagantly,  and 
overstocking.  Avoid  these  pitfalls,  and  the  average  young 
man,  with  intelligence,  push  and  energy,  should  succeed. 
Do  not  let  your  shelves  get  loaded  up  with  a  whole  lot  of 
unsaleable  and  unseasonable  stuff.    Keep  things  moving." 

Major  S.  W.  Vermilyea,  who  directs  both  the  retail  and 
wholesale  end  of  the  business,  has  a  good  grasp  of  stock 
handling  and  selling.  He  thoroughly  believes  in  bargain 
or  sales  tables,  and  the  store  is  well  supplied  with  these. 
The  goods  are  assorted  and  each  table  presents  some  special 
offerings. 

Tables  of  Special  Values. 

Here  is  one  laden  with  misses'  oxfords  and  pumps, 
another  with  workingmen's  footwear,  another  with  women's 
goods  and  still  another  for  the  children.  On  Saturday  there 
is  presented  at  the  front  of  the  establishment,  special  induce- 
ments for  visitors  from  the  country.  Probably  a  dozen 
special  tables  are  scattered  throughout  the  premises,  which 
are  over  a  hundred  feet  deep  and  about  twenty-five  wide. 
Slow-selling  goods,  odds  and  ends,  and  all  stock  that  does 
not  turn  over  rapidly  and  readily,  are  crowded  on  the  tables, 
and  the  price  is  indicated  on  each  by  a  large  placard.  Callers 
are  at  liberty  to  examine  all  these  goods  at  leisure,  and  thus 
things  are  kept  on  the  go.  There  is  no  dull  season — no 
sacrifice,  hip-hurrah,  way-below-cost  style  of  campaigns, 
but  a  clearing  of  such  lines  as  occasion  demands  or  sound 
judgment  dictates. 

No  repair  shop  is  run  as  it  was  found  to  be  a  losing  pro- 
position, and  too  many  requests  were  made  to  have  work 
of  one  kind  and  another  done  gratis.  Persons  desiring  jobs 
attended  to  are  referred  to  the  regular  repair  men. 

Features  Traveling  Needs. 

Another  feature  of  the  Vermilyea  shoe  house  is  the 
large  number  of  trunks,  traveling  bags,  suit  cases  and  valises 


that  are  carried.  These  are  not  kept  in  an  out-of-the-way 
corner,  but  occupy  a  prominent  position  in  the  spacious 
premises.  During  the  summer  months,  when  the  sojourning 
season  is  at  its  highest,  window  displays  are  made,  and  these 
goods  brought  into  prominence  in  other  ways.  In  August 
a  reduction  sale  is  held  in  traveling  accessories,  and  any 
surplus  stock  disposed  of.  Special  attention  is  devoted  to 
window  dressing,  and,  at  every  holiday  period,  appropriate 
decorations  are  presented.  No  expense  is  spared  in  the 
trims  which  prove  good  advertising,  and  result  in  big  trade 
returns.  The  firm  also  make  a  liberal  use  of  space  in  the 
daily  press. 

The  store  closes  at  six  o'clock  the  year  round,  except 
on  Saturday  nights  and  nights  preceding  public  holidays. 
During  July  and  August  the  half-holiday  system  is  in  vogue 
every  Wednesday  afternoon. 

Escaping  Approbation  Calls. 

"No,  we  are  not  bothered  with  the  approbation  practice 
to  any  extent,"  remarked  a  member  of  the  firm.  "Years 


Interior  of  the  Vermilyea  store. 

ago  it  was  quite  common  in  this  city,  but  that  dav  has  passed. 
All  pairs  taken  out  on  approval  must  be  paid  for  before 
leaving  the  shop,  and,  when  they  are  returned,  we  refund 
the  money.  Why,  it  was  a  custom  at  one  time  for  a  woman 
to  come  here  and  have  four  or  five  pairs  sent  to  the  house. 
She  would  then  go  to  another  store  perhaps  and  have  as 
many  more  go  up,  lines  ranging  in  value  from  two  and  three 
dollars,  up  to  five  and  six.  She  evidently  wanted  to  gratify 
a  whim  or  caprice  but  would  probably  wind  up  by  taking  a 
cheap  pair.  Now  when  such  a  customer  enters  and  has 
three  dollars  in  her  purse,  and  you  show  her  footwear  at 
five  and  six  dollars,  she  will  very  soon  tell  you  that  she  does 
not  desire  so  expensive  a  pair.  She  purchases  what  she 
wants,  or  what  her  means  will  permit,  much  valuable  time 
is  saved  and  goods  are  not  all  mussed  by  frequent  handling. 
Now  every  shoe  is  in  stock.  The  only  exception  we  make  to 
this  rule  is  in  occasionally  sending  two  shoes,  each  of  different 
style,  to  a  house  and  keeping  the  mates  in  stock.  Even  then 
the  odd  ones  are  not  away  from  the  cartons  for  more  than  an 
hour  or  two,  and,  not  being  companions,  there  is  no  tempta- 
tion to  keep  them  for  the  purpose  of  curiosity,  vanity,  or 
pastime." 

The  one  price  system  prevails  throughout,  and  has  ever 
since  the  establishment  was  started.  Leading  brands  are 
handled  and  every  attention  is  given  to  comfortable  and  easy 
fitting. 


Everybody  is  Interested  in  His  Goods 

One  of  the  Tremendous  Advantages  Which  the  Retail  Shoe  Man  Possesses-His  Splendid  Opportunities  to  Show 
Real  Salesmanship— Points  on  Which  Public  Make  Shoe  Selections. 

By  William  Bryans 


Everybody  is  interested  in  shoes.  The  housewife  is 
about  the  only  person  to  whom  the  retailer  can  talk  grocer- 
ies, and  the  head  of  the  family  is  about  the  only  person 
who  can  be  interested  in  hardware,  but  everybody,  regardless 
of  sex,  age  or  situation,  is  interested  in  footwear. 

This  is  one  of  the  tremendous  advantages  which  the 
shoe  retailer  possesses' for  every  one  who  visits  his  store 
is  directly  attracted  in  the  goods  which  he  carries  upon  his 
shelves.  Even  the  little  tots  know  when  they  see  a  boot 
what  they  like,  and  if  that  liking  becomes  strong  enough 
they  are  very  liable  to  get  what  they  desire. 

"  Everyone  is,  therefore,  concerned  to  a  greater  or  lesser 
extent  in  the  wares  of  the  shoeman.  Here  is  a  cue  upon 
which  the  wise  merchant  will  accordingly  act.  Everyone 
who  enters  your  store  is  interested  more  or  less  in  your 
goods,  and  sooner  or  later  will  necessarily  make  a  purchase. 
For  this  reason  the  shoe  dealer  has,  perhaps,  more  chance 
to  show  real  salesmanship  than  any  other  class  of  retail 
merchants,  because  he  has  a  larger  number  to  draw  from 
who  are  in  the  start  interested,  inasmuch  as  they  must, 
necessarily,  make  a  purchase  before  long. 

The  real  shoeman,  however,  will  not  allow  his  goods 
to  remain  in  the  cartons  and  stand  around  waiting  for  the 
people  to  demand  them.  He,  himself,  will  be  the  first  to 
make  the  suggestion.  He  will  continually  be  on  the  qui 
vive  to  arouse  a  customer's  curiosity  or  attention,  and  to 
make  a  sale. 

Style,  Comfort  and  Wear. 

There  are  three  main  points  on  which  a  shoe  is  selected 
— style,  comfort,  and  wear.  Study  your  customers,  so  that 
you  will,  from  the  start,  be  able  to  tell  which  particular 
point  will  appeal  to  them.  When  a  customer  comes  in 
really  intending  to  purchase  a  pair  of  shoes,  this  may  not 
be  so  necessary,  although  helpful,  but  when  you  wish  to 
interest  a  person  you  must,  from  the  start,  touch  upon  the 
point  that  will  appeal  to  him  or  her. 

Here  comes  a  lady  who  has  on  a  pair  of  nicely  finished 
patent  leather  pumps.  You  know  immediately  that  some- 
thing natty  will  appeal  to  her,  and  it  is  along  that  line 
that  you  attempt  to  please  her.  Here  is  an  elderly  man  who 
is  just  looking  around  while  his  wife  makes  a  purchase. 
Now,  I  wonder  what  would  appeal  to  him.  Something 
comfortable,  of  course.  You  select  your  boot.  "I  would 
like  to  show  you  this  shoe,  if  you  have  the  time.  It  is  one 
of  the  most  comfortable  shoes  which  we  have  in  the  shop, 
and  I  thought  you  might  like  to  see  it.  You  will  notice 
that  the  sole  is  only  a  medium  heavy  one.  Just  thick  enough 
to  save  the  feet,  but  not  so  heavy  as  to  weary  a  person 
who  wears  them." 

Knowing  What  to  Select. 

Now  here  comes  a  mother  with  her  daughter  to  purchase 
a  pair  of  shoes  for  the  latter.  I  know  the  girl  herself  will 
want  something  stylish,  for  I  can  tell  by  her  step,  while  her 
mother  will  want  her  to  buy  something  with  a  heavy  sole 
and  a  low  heel.    I  must  try  to  please  both.    "Here,"  I 


say,  handing  out  a  nice  stylish  shoe  with  a  medium  heel 
that  I  know  will  appeal  to  the  young  girl,  "is  one  of  our  best 
sellers.  You  will  notice  yourself  that  it  is  very  neat  and 
stylish,"  and  just  then  as  the  mother  is  thinking  of  men- 
tioning the  light  sole,  I  say,  "You  will  notice,  madam,  that 
this  is  only  a  medium  thick  sole,  but  it  is  solid,  so  that  it 
will  give  just  as  good  wear  as  a  heavier  but  not  solid  sole." 
Thus,  it  is  shown  that  a  little  study  of  the  customers  will 
help  the  shoeman  a  great  deal  in  effecting  sales. 

Not  Showing  For  Nothing. 

Shoe  salesmen  are  apt  to  think  that  showing  goods 
to  customers  and  making  suggestions  is  something  done 
for  nothing,  just  because  thay  may  not  happen  to  make  a 
sale  at  the  time.  It  should  not  be  thus.  A  case  in  point 
was  related  to  the  writer  where  the  introducing  of  goods 
produced  a  sale  after  a  period  of  four  months.  The  instance 
is  such  a  peculiar  one  and  proves  the  argument  just  put 
forth  so  conclusively,  that  it  will  bear  repeating. 

"I  was  in  a  small  town  and  visited  a  shoe  store  with  a 
traveler.  I  was  waiting  while  he  talked  to  the  merchant. 
A  bright  young  clerk,  who  will  no  doubt  some  day  be  a 
leader  of  salesmen,  stepped  up  to  me  and  said,  I  would  like 
to  show  you  a  nice  range  of  general  use  shoes  that  we  have 
just  received.  Although  I  protested  that  I  was  not  in 
need  of  any,  he  passed  it  off  lightly  with,  'Oh!  that  doesn't 
make  any  difference.  I  just  want  to  show  them  to  you,' 
and  soon  he  had  me  at  the  counter  where  he  selected  a 
particular  boot,  explained  its  make  to  me,  and  poured  out 
its  good  qualities  in  a  highly  commendable  manner. 

"He  did  it  in  such  a  way  that  I  was  very  favorably 
impressed  with  the  footwear,  but  told  him  that  I  did  not 
need  any  just  then,  and  that  it  was  too  bad  to  put  him  to 
the  bother  of  showing  the  goods  to  me." 


Wanted  Just  to  Show  It. 

"  'That's  all  right, 'he  replied. 1 1  am  very  enthusiastic 
over  that  particular  one,  and  it  is  such  good  value  that  I 
wished  to  show  it  to  you  if  there  was  any  chance  of  you 
wanting  it.'  Apparently  he  had  expended  so  much  effort 
for  nothing,  but  not  so.  He  had  impressed  me  so  well 
that  while  on  a  trip  four  months  afterwards  when  I  wanted 
a  pair  of  shoes,  I  waited  for  nearly  a  week  until  I  got  to  that 
town  that  I  might  purchase  that  particular  kind." 

Here  is  a  lesson  for  the  salesman  who  does  not  make 
any  attempt  to  sell  over  actual  demand.  He  should  re- 
member that  sales  are  not  always  made  at  the  moment, 
but  are  often  in  the  making  for  a  considerable  time. 


Just  as  long  as  a  man  does  not  admit  to  himself  that 
he  is  a  failure  he  has  not  failed. 


Business  men  have  ceased  to  consider  advertising  a 
gamble  and  have  reached  the  point  where  they  realize  that 
it  is  an  investment  that  is  sure  to  produce  returns  if  well 
placed. 


Attractive  Store  Card  Writing 

The  Modernized  Roman  Alphabet  and  Its  Utility— The  Laying  Out  of  Cards  and 
the  Spacing  of  Letters  Two  Very  Important  Points— After  This  Lesson 
Students  Should  Be  Able  to  Write  Useful  Cards. 


{By  R.  T.  D.  Edwards,  The  Robert  Simpson  Co.,  Toronto. 

(Copyright  by  Acton  Publishing  Company,  Limited,) 


Lesson  III. 

The  alphabet  that  I  am  teaching  in  this  issue  is  known 
as  a  filled-in  modernized  Roman.  It  is  outlined  with  a 
No.  2}4  Soennecken  pen,  and  filled  in  with  a  biush. 
This  style  has  been  chosen  for  this  lesson  for  definite 
reasons.  It  continues  the  use  of  the  pens,  the  proper  and 
skilled  handling  of  which  is  considered  essential  by 
authorities  on  card-writing  before  brush  work  is  attempted. 
After  the  pen  stroke  work  has  been  mastered,  and  a  good 
general  idea  of  letter  formation  has  been  secured,  the 
brush  strokes  may  then  be  more  profitably  proceeded  with. 

The  Roman  Alphabet. 

This  style  of  lettering  plays  a  very  important  part  in 
show  card  writing  as  it  is  used  generally  where  a  word  or 
phrase,  which  may  be  the  heading  of  the  card,  is  required 
to  be  emphasized — that  particular  statement  which  you 
deem  it  necessary  should  strike  the  observer  most  strongly. 
For  instance,  you  find  that  a  card  is  required  dealing  with 
reduced  prices  on  a  stock  of  goods  which,  on  account  of 
unfavorable  weather,  have  not  had  the  sale  which  was 
naturally  expected  for  them,  and  after  examining  the 
situation  you  decide  on  a  wording  as  follows:  "Greatly 


reduced  prices.  Backward  weather  conditions  give  you 
the  advantage  of  values  heretofore  unequalled."  Now 
if  letters  all  of  one  size  were  used  on  this  card  it  would  not 
appear  very  attractive,  and  nothing  impressive  would 
catch  the  eye  of  the  observer.  If  the  words  "Greatly 
reduced  prices"  were  emphasized  by  putting  them  in  a 
filled-in  Roman  and  the  balance  of  the  wording  in  small  let- 
tering, it  would  be  decidedly  more  effective  and  readable. 

The  purpose  of  this  course,  as  has  been  previously 
stated,  is  to  give  the  student  useful  and  practical  instruc- 
tion in  the  most  simplified  manner  possible,  but  at  the 
same  time,  to  retain  a  standard  of  work  which  is — though 
it  may  take  careful  application  to  acquire — quite  essential 
to  one  who  desires  a  position  in  the  first  grade  of  card 
writers.  It  is  impossible  to  prepare  a  course  and  hand  it 
to  a  person  and  declare  him  a  proficient  workman.  It  is 
necessary  for  the  student  to  expend  some  of  his  time  and 
energy,  the  investment  of  which  in  the  right  way  will  pay 
unusual  profits.  With  persistent  practice  then,  with  the 
the  completion  of  this  lesson,  the  student  should  be  able  to 
write  cards  which  will  be  good  enough  to  use  in  any  store. 

The  necessity  of  practice  work  and  careful  study  of 
details  of  letters  cannot  be  impressed  too  strongly.  There 


ABCDEFCjHIJKXMN 
OPQRSTUVWXYZ 

abcdefghijklmnopqrst 
uwxyz  ABFHPRQ 


Fig  I. 
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Smart 
Neckwear 

for  this 

Seasons 

Wear 


Fig.  4 


Stylish 

Sunshades 


Fig.  7. — Showing  faulty  spacing. 


Special  Value 


Fig.  8. — Showing  faulty  spacing. 


is  only  one  way  to  learn  to  be  a  card  writer,  and  that  is 
by  working  at  it. 

Letter  Formation. 

It  should  not  be  necessary  to  go  into  detail  about 
letter  formation  with  this  alphabet,  as  the  same  prin- 
ciples apply  to  this  as  were  taught  in  connection  with  the 
pen  stroke  letters,  which  are,  by  the  way,  practically 
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Fig.  9. 
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Customers 
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Fig.  3- 


Roman  in  style.  Draw  all  strokes  downward  and  to  the 
right,  and  get  your  lines  as  clean  and  distinct  as  possible. 
The  width  of  the  filled-in  stroke  at  its  widest  point  in  a 
capital  letter  two  inches  high  should  be  about  one-third 
of  an  inch,  or  one-sixth  of  the  height  of  the  letter,  the 
small  letters  in  the  same  proportion.  A  careful  study  of 
Fig.  1  will  reveal  the  style  of  spaces,  etc.,  used.  Some 
letters  are  shown  which  illustrate  a  way  of  treating  them 
to  give  them  more  ornamental  appearance,  but  they 
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Plain  cards  are  best  for  general 


should  be  used  discreetly, 
purposes. 

Fig.  2  illustrates  a  card  using  the  styles  of  lettering 
taught  so  far  in  combination. 

Spacing  and  Lay-Outs. 

The  spacing  of  letters  and  the  lay-out  of  cards  are 
features  of  importance  in  card  writing,  andare  to  be  acquired 
only  by  the  use  of  your  best  judgment  and  artistic  ability. 
Many  good  letterers  have  been  failures  as  show  card 
writers  because  they  neglected  this  point.  A  rule  which 
would  be  advisable  for  the  beginner  to  observe  is  to  keep 
to  straight  lines  of  lettering  across  the  card.  Do  not 
attempt  any  fantastic  curves  until  you  are  farther  ad- 
vanced. Use  a  hard  lead  pencil,  and  do  not  press  heavily 
on  it  for  drawing  the  guide  lines,  so  that  they  may  be 
easily  erased.  Three  sets  of  lay-outs  have  been  prepared 
(Figs.  3,  4  and  5)  which  illustrate  the  finished  cards,  and 
the  lead  pencil  guide  lines  which  constitute  the  general 
lay-outs,  and  the  spacing  of  letters.  A  study  of  the  guide 
lines  will  reveal  their  uses. 

A  point  to  be  carefully  observed  is,  do  not  use  let- 
tering that  is  too  large  for  the  card.  Some  desire  letters 
as  large  as  the  card  will  permit,  as  in  Fig.  6.  The  effect, 
however,  is  disastrous.  The  experienced  man  uses  a  card 
that  is  neatly  lettered  and  well  spaced,  which,  on  account 
of  attractiveness  and  the  fact  that  it  can  be  more  easily 
read,  will  sell  more  goods. 

The  cards  (Figs.  7  and  8)  have  been  prepared  to  show 
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Fig.  2. 

Showing  use  of  letters  taught 
so  far. 


spacing  mistakes  often  made.  Fig.  7  illustrates  a  case 
where  the  lettering  is  crowded  to  the  right  side  of  the 
card.  This  is  the  result  of  the  neglect  of  spacing  with  the 
lead  pencil  before  the  lettering  is  proceeded  with.  It 
ay  be  stated  here  that  even  though  the  individual 
otters  on  the  card  were  perfectly  formed,  it  would  not 
present  as  good  an  appearance  as  another  which  was  well 
spaced  and  poorly  lettered.  The  importance  of  good 
spacing  is  then  obvious.  The  mistake  to  be  seen  in  Fig.  8 
is  that  the  heading  is  not  in  the  centre  of  the  card.    It  is 


just  as  easy  to  have  the  card  spaced  first  with  a  pencil, 
and  mistakes  of  this  nature  would  then  be  avoided. 

Fig.  9  illustrates  some  letters  that,  when  used  in 
combination,  must  be  set  closer  together  to  give  the  word 
an  undivided  appearance.  Many  bad  mistakes  in  spacing 
are  made  because  of  the  fact  that  many  card  writers 
attempt  to  place  their  letters  a  uniform  distance  apart, 
say  a  quarter  of  an  inch,  when  they  should  be,  as  is 
illustrated  here,  in  some  cases  overlapped.    The  L  and  A 


Special 


Fig.  6. 

Showing  letters  too  large  for  the  card. 

combination  shows  the  use  of  a  scroll  as  the  means  of 
filling-in  an  unavoidable  space,  which  if  left  open,  would 
give  the  word  a  divided  appearance. 

Don't  Use  Colors. 

The  student  will  find  it  more  profitable  in  the  mean- 
time to  use  nothing  but  black  lettering  on  white  cards. 
A  knowledge  of  the  handling  of  colors  is  essential  before 
they  are  used.  Their  qualities  will  be  thoroughly  dealt 
with  in  this  course,  and  will  come  in  plenty  of  time  for 
practical  work. 

The  Worth  of  a  Salesman. 

The  salesman  who  possesses  sufficient  tact  to  make  his 
firm  appreciate  the  fact  that  he  is  a  vital  part  of  the  pro- 
ducing end  of  the  business,  that  instead  of  his  livelihood 
depending  on  his  house,  the  opposite  is  apparent,  the  life 
of  his  firm  really  to  an  extent  depends  on  him,  thereby  wins 
half  the  battle  toward  success.  This  brings  to  us  the  im- 
portance of  working  into  the  inside  developments  of  the 
house.  Most  of  the  big  opportunities  for  a  salesman  are 
really  those  that  his  house,  as  a  whole,  is  called  upon  to  take 
advantage  of,  and  the  man  who  takes  an  active  interest  in 
the  welfare  of  his  firm  as  a  whole  is  here  and  there -given 
an  opportunity  to  work  out  big  projects,  which,  if  he  is 
sufficiently  able  to  master,  convert  him  from  a  walking  ad- 
vertisement to  a  ruling  power. 


Every  once  in  a  while  we  read  of  some  fellow  who 
has  been  burned  out  just  the  hour  or  the  day  after  his  fire 
insurance  expired.  If  you  are  going  to  insure  at  all,  insure 
all  the  time. 


The  Editorial  View  Point 


BUSINESS  CONDITIONS. 

It  is  August  and  nobody  expects  business  to  be  on  a 
parity  with  June.  Nevertheless,  trade  throughout  the 
country  is  generally  reported  as  very  satisfactory.  There 
is  at  least  a  feeling  of  hopefulness  that  even  the  announce- 
ment of  a  general  election  has  failed  to  affect  to  any  extent. 
Of  course,  few  travelers  are  out  with  goods  for  spring  even, 
just  now,  but  few  who  have  been  on  the  ground  say  that 
there  is  fair  enquiry  both  for  present  and  future  needs. 
Money  is  somewhat  scarce,  but  this  is  only  to  be  expected 
with  farmers  busy  and  nothing  in  prospect  for  them  in  the 
money  line  for  some  time  to  come. 


CROPS  WELL  ASSURED. 

The  outlook  for  the  crops  in  Canada  is  now  pretty  well 
assured,  and  business  and  financial  inclinations  are  settling 
down  to  the  expectation  of  a  good  fall  and  winter  season. 
It  is  thought  that  the  results  in  the  North  West  will  be  much 
ahead  of  any  record  so  far  made.  The  only  thing  to  fear 
now  is  frost,  and  although  there  is  some  danger  of  the  yield 
being  modified  from  this  source,  the  fact  that  our  Western 
farmers  have  learned  better  to  take  care  of  themselves  than 
formerly,  gives  rise  to  the  feeling  that  any  untoward  circum- 
stance of  this  matter  will  be  minimized  in  effect  by  carefulness 
in  storing  the  grain.    The  outlook  is  certainly  promising. 


LEATHER  TRADE. 

Business  is  looking  up  both  at  home  and  abroad.  Shoe 
manufacturers  are  beginning  to  purchase  more  freely,  and 
some  fairly  large  orders  are  currently  reported  at  prices  that 
give  color  to  the  claim  of  tanners  that  the  market  is  firm  in 
staple  lines  of  upper  and  sole  as  well  as  specialties.  Stocks  in 
the  hands  of  producers  have  been  low  for  some  time.  Tanners 
having  been  following  a  conservative  policy  on  account  of 
the  uncertainty  of  the  hide  market.  In  some  lines  leather 
manufacturers  are  quite  sold  up  and  find  a  difficulty  in  filling 
orders  promptly.  By  the  first  of  next  month  shoe  manu- 
facturing will  have  been  well  completed  for  fall  and  there 
may  be  some  easement,  although  the  prospect  of  a  large 
spring  trade  looms  up  meanwhile. 


SHOE  TRADE. 

Shoe  manufacturers  are  completing  fall,  and  sorting 
orders  and  for  some  time  have  been  endeavoring  to  clear  the 
decks  for  spring  business.  They  report  fall  trade  as  grad- 
ually filling  up  to  what  was  expected  of  it,  although  all  seem 
to  say  that  the  process  has  been  slow.  Orders  for  spring 
business  are  coming  in  with  a  gratifying  promise  of  a  good 
seasons'  trade.  Retailers  seem  to  have  plenty  of  confidence 
with  regard  to  the  future  or  else  stocks  have  been  depleted 


to  an  unusual  degree.  It  looks  at  present  as  though  there 
would  be  a  shortage  of  tans.  Dealers  are  ordering  much 
more  freely  than  last  season.  Gun  metal  seems  to  be  dis- 
placing patent  to  some  extent,  although  orders  for  shiny 
leathers  still  loom  up  large  .  A  good  perspective  will  hardly 
be  possible  for  a  month  yet. 


GENERAL  ELECTION. 

Our  hope  that,  should  there  be  a  political  contest  this 
fall,  it  should  be  short  and  sharp  will  be  realized.  The  early 
date  at  which  the  elections  have  been  fixed  will  preclude  any 
unsettlement  such  as  where  the  time  for  discussion  covers 
a  period  of  months  instead  of  days.  Nevertheless,  there  will 
be  some  who  will  hold  off  until  they  see  which  way  the  cat 
is  going  to  jump.  With  the  shoe  and  leather  trades  there  is 
practically  nothing  involved  that  could  give  any  excuse  for 
an  interference  with  the  usual  course  of  trade.  No  differ- 
ence in  the  price  either  of  leather  or  footwear  will  be  involved 
by  the  endorsation  or  rejection  of  the  reciprocity  pact. 


BUSINESS  CLASS. 

There  are  some  men  who  boast  that  they  have  never 
taken  a  holiday  in  their  lives.  It  is  almost  always  a  con- 
fession of  weakness.  A  man  may  not  need  mental  or  phy- 
sical relaxation,  but  he  ought  certainly  to  get  away  occasion- 
ally from  his  business  if  only  to  get  a  proper  "perspective." 
With  his  nose  close  to  a  desk,  or  his  eyes  everlastingly  glued 
to  his  own  little  shop  or  factory  he  can  never  get  that  educa- 
tion which  is  better  to  him  than  any  college  or  universtiy. 
A  week  looking  about  at  other  establishments  or  meeting 
other  business  men,  even  in  a  different  line,  may  be  worth 
while  to  any  man  who  wants  and  desires  to  succeed. 


THE  CARE  OF  AWNINGS. 

Awnings  will  last  longer  and  look  better  if  shoe  salesmen 
would  dry  them  out  when  they  get  wet.  Some  have  their 
awnings  down  to  soak  and  drip  all  through  a  heavy  rain, 
but  it  doesn't  do  an  awning  any  more  good  than  it  would 
any  other  fabric  to  soak  it  in  that  way.  To  preserve  your 
awnings  haul  them  up  when  it  rains,  but  if  they  get  wet, 
when  the  air  is  right,  lower  them  and  let  them  dry  out, 
and  be  sure  they're  dry  when  you  furl  them  before  you  close 
up  for  the  night. 

Some  shoemen,  of  course,  consider  an  awning  is  a  pro- 
tection to  the  passerby,  and  believe  that  many  tarry  under 
it  during  a  shower,  some  of  whom  enter  the  store,  and, 
perhaps,  purchase  goods.  That's  one  way  of  looking  at  it, 
but  to  consider  the  awning  itself,  there's  no  question  about 
the  advisability  of  taking  care  of  it  so  that  it  will  not  become 
faded  and  discolored. 
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ach  Dealer  Must  Solve  It  For  Himself 

Experiences  of  More  Retailers  in  Handling  Repairs — Some  Clear  a  Nice  Sum  on  this  Department — Others  Desire 
to  Get  Away  from  it  as  Far  as  Possible — Sewing  up  Rips  Free  Pays  Some  Merchants. 


"  I  think  the  repair  shop  can  only  be  solved 
properly  by  each  merchant  studying  thoroughly 
his  class  of  customers  and  his  locality.  That  which 
would  suit  a  small  city  like  this  with  my  regular 
customers,  would  not  suit  a  big  city  dealer  with  a 
large,  casual,  floating  patronage." — F.  J.  Argall, 
Three  Rivers,  Que. 


In  the  last  issue  of  the  Shoe  and  Leather  Journal 
several  views  were  presented  on  the  repair  shop  problem 
from  leading  retailers  in  various  parts  of  Canada.  These 
were  read  with  interest  and  went  to  show  that  different 
dealers  hold  various  opinions  touching  what  every  one  is 
more  or  less  up  against — repairs. 

Some  declare  they  make  a  good  profit  out  of  this 
branch;  others  believe  that  excellent  arrangements  can  be 
entered  into  with  an  outside  shop.  A  few  regard  the  prob- 
lem as  a  "necessary  evil"  of  the  shoe  business,  and  others 
do  not  bother  making  or  looking  after  repairs  at  all.  If, 
in  the  multitude,  there  is  wisdom,  probably  fron  the  sub- 
joined sentiments  some  new  light  may  be  shed  on  the  sub- 
ject for  those  who  have  long  been  cogitating  over  Hamlet's 
famous  soliloquy  somewhat  paraphrased.  "To  have  or 
not  to  have,  that  is  the  question.  Whether  it  is  nobler  to 
conduct  a  repair  shop,  etc." 

Escape  a  Lot  of  Trouble. 

Gibson  &  Ross,  of  Woodstock,  N.B.,  do  not  run  a  repair 
shop  and  do  not  bother  with  the  matter  of  repairs.  In 
cases  where  they  think  a  shoe  does  not  prove  satisfactory, 
they  have  repairs  made  for  the  customer,  getting  the  work 
done  by  an  outside  man.  They  do  this  simply  to  accom- 
modate a  customer,  but  do  not  cater  to  this  kind  of  thing. 
They  are  bothered,  to  some  extent,  by  patrons  wanting 
small  repairs  made  free,  and  add,  "We  think  that  by  not 
having  a  repair  shop  department  we  escape  a  lot  of  this, 
but,  on  any  case  coming  up,  we  have  to  use  our  judgment 
as  to  what  is  best  to  do." 

Appreciate  Sewing  Up  Rips. 

W.  Hern,  of  Goderich,  Ont.,  says  a  repair  shop  pays, 
and  he  is  not  bothered  much  by  people  wanting  certain  work 
attended  to  gratis.  He  runs  his  own  repair  department 
and  does  not  consider  that  suitable  arrangements  could  be 
made  to  have  an  outside  shop  look  after  his  repairing. 
He  has  a  steady  man,  and  the  repair  work  is  increasing 
rapidly.  Mr.  Hern  adds:  "I  think  that  a  repair  shop  helps 
to  draw  trade,  especially  with  the  country  people.  They 
get  rips  sewn  up  free  on  goods  bought  at  the  store,  and  they 
seem  to  appreciate  this  very  much." 

T.  Wilson,  of  Milton,  Ont.,  runs  a  repair  shop,  doing 
all  work  by  hand,  and  with  a  patching  machine.  He  makes 
no  free  repairs  for  customers  unless  something  goes  wrong 
with  the  shoe  after  a  few  days'  wear.  He  keeps  a  man  and 
finds  that  repairing,  with  the  making  of  new  work,  helps 
to  get  customers  for  sale  work.  He  finds  very  few  people 


want  any  job  attended  to  gratis,  unless  something  has  gone 
wrong  after  a  short  time  in  wear. 

No  Sense  in  Humoring  People. 

Fred  Jackson,  of  Clinton,  Ont.,  has  some  pertinent 
observations  to  offer  on  the  perplexing  problem.  He  con- 
ducts a  repair  shop,  run  by  hand.  No  repairs  are  made  free 
for  customers  except  where  it  is  considered  that  a  customer 
is  entitled  to  it.  Mr.  Jackson  continues,  "We  should  charge 
it  back  to  the  factory  and,  if  they  object,  cut  them  off  the 
list.  A  repair  shop  does  not  pay  at  prices  ruling  here,  but 
it  suits  us  because  our  shoemaker  is  competent  to  assist  in 
the  salesroom.  The  repair  shop  appears  to  be  a  necessary 
evil,  but,  when  your  competitors  are  into  it,  you  feel  that  you 
have  to  be,  too.  I  had  at  one  time  an  arrangement  with  an 
outside  shop  and  got  a  discount  of  ten  per  cent  off  regular 
prices.  This  was  very  satisfactory,  but  we  could  not  arrange 
it  to-day."  As  to  attending  to  small  repairs  free,  Mr. 
Jackson  says,  "We  do  not  make  them  except  where  a  shoe 
rips  in  an  unreasonable  time,  or  a  top  lift  pulls  off  in  a  few 
days,  which  often  occurs,  even  with  our  best  grades  of  shoes. 
We  use  our  judgment  and,  if  we  think  a  customer  is  entitled 
to  consideration,  we  give  it.  We  do  not  send  for  and  deliver 
repair  jobs.  There  is  no  sense  in  humoring  people  with 
foolishness  of  that  kind.  Put  out  the  right  class  of  work 
and  they  will  be  glad  to  bring  it  to  you.  Shoe  repairing 
should  be  a  business  in  itself.  When  we  used  to  have  a 
large  custom  trade  it  was  all  right.  It  consumed  all  the 
bits  and  pieces,  and  we  could  work  in  apprentices." 

Outside  Contract  Satisfactory. 

L.  E.  Chamberlain,  of  Sherbrooke,  Quebec,  has  a  con- 
tract outside  to  have  all  repair  work  done,  but  no  repairs 
are  free  except  the  lowering  of  heels  to  meet  special  cases. 
He  regards  repairing  at  present  with  him  as  a  necessary 
evil,  but  as  his  business  grows,  he  remarks  that  he  may  find 
it  profitable.  He  thinks  that  having  repairs  done  outside 
is  more  satisfactory,  and  he  finds  not  having  a  repair  shop 
on  the  premises,  that  he  is  not  expected  to  do  any  work 
free  of  charge.  Jobs  are  called  for  and  delivered.  "Having 
work  done  outside,"  observes  Mr.  Chamberlain,  "you  are 
sure  you  do  not  pay  out  more  than  you  receive.  I  find 
customers  would  rather  have  their  work  attended  to  at  their 
shoe  store." 

Pays  With  a  Good  Man. 

J.  D.  McCrimmon,  of  Stratford,  conducts  a  repair 
shop  on  the  premises,  where  all  work  is  done  by  hand.  Stitch- 
ing and  tacking  of  soles  are  done  free  on  shoes  which  have 
been  bought  at  the  store,  but  on  goods  purchased  elsewhere 
a  charge  is  made.  "We  find  that  a  repair  shop  pays,"  adds 
Mr.  McCrimmon,  "and  we  do  not  think  satisfactory  arrange- 
ments can  be  made  with  an  outsider.  We  have  tried  it  and 
it  does  not  work  well.  We  call  for  and  deliver  work.  With 
a  good  man  in  charge  we  find  that  our  department  pays, 
but  good  men  at  repairing  are  hard  to  get  nowadays." 

W.  J.  Thurston,  of  Guelph,  Ont.,  does  not  bother  with 
any  repairs  that  he  can  get  out  of.    No  repairs  are  done  free, 
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and  the  repair  shop  is  looked  upon  as  a  necessary  evil.  For- 
merly what  work  had  to  be  attended  to  was  done  by  a  com- 
plete repair  outfit,  but  Mr.  Thurston  says  that  he  prefers 
the  hand  work.  He  has  an  outsider  who  will  do  any  work 
and  allow  ten  per  cent  discount  but,  adds  the  Guelph  shoe 
retailer,  "We  do  not  have  any  more  to  do  with  repairing 
than  is  possible." 

Nash  &  Lott,  Brandon,  Man.,  do  all  work  that  comes  in 
by  hand  on  the  premises,  and  repairs  of  a  small  nature  are 
■made  free  for  customers.  A  repair  department  pays,  and 
they  think  that  satisfactory  arrangements  cannot  be  made 
with  an  outside  shop.  Occasionally  jobs  are  sent  for,  but 
for  the  most  part  all  work  is  brought  in. 

Gets  a  Handsome  Return. 

R.  M.  Northgrave,  of  St.  Marys,  Ont.,  writes:  "I 
have  all  the  repairs  that  we  can  possibly  do  in  our  repair  shop. 
No  work  is  done  free  except  when  we  think  that  it  is  our  duty 
where  a  shoe  has  not  been  up  to  the  standard.  All  our  work 
is  by  hand  and  our  shop  pays  well,  as  I  have  a  man  who 
makes  it  pay.  He  uses  up  every  scrap  of  stock  in  some  shape 
or  another.  We  have  no  bother  at  all  with  people  wanting 
repairs  free.  We  do  not  send  for  jobs  and,  as  a  rule,  have 
more  repairs  brought  to  us  than  we  can  do.  I  have  one  good 
man  and  he  runs  from  twenty-six  to  thirty-two  dollars  a 
week,  and  we  make  the  repair  branch  pay  well." 

Stephen  Gorman,  of  Belleville,  Ont.,  conducts  a  repair 
shop  and  finds  that  it  is  a  profitable  branch  of  his  business. 
He  has  a  good  man  who  assists  in  the  sales  department 
on  Saturday  nights  and  at  rush  periods.  Very  few  repairs 
are  made  free,  and  Mr.  Gorman  says  that  they  do  not  amount 
to  a  bagatelle  during  the  year.  He  is  well  pleased  with  the 
return  of  his  repair  branch,  which  averages  about  twenty- 
five  dollars  a  week,  and  finds  that  it  is  a  strong  adjunct  to 
the  equipment  of  a  store,  and  far  better  if  the  right  man  is 
in  charge  than  sending  out  work  to  have  it  done. 

Lives  by  the  Golden  Rule. 

"No,  I  do  not  conduct  a  repair  shop,"  writes  J.  D. 
Climie,  of  Hamilton.  "There  is  a  good  repair  establishment 
about  three  minutes  walk  from  my  store,  and  he  calls  every 
morning  with  and  for  repairs.  I  do  very  little  work  free 
unless  I  candidly  think  a  customer  is  entitled  to  ■  it,  but 
such  requests  seldom  occur,  as  my  stock  is  mostly  high  grade. 
I  think  that  suitable  arrangements  can  be  made  with  an 
outside  shop  and  a  small  amount  cleared.  As  to  being 
bothered  with  persons  desiring  small  repairs  made  free  of 
charge,  these  requests  are  few.  I  practise  the  Golden  Rule, 
and  stick  to  it.    I  deliver  jobs  but  seldom  call  for  shoes." 

"We  do  not  bother  with  repairs,"  says  H.  L.  Harrison, 
of  Fergus,  Ont.  "As  to  work  done  free,  if  it  is  a  deserving 
case,  we  send  the  job  out,  have  it  done  and  pay  for  it  our- 
selves. We  thought  the  repair  shop  a  necessary  evil 
at  one  time,  but  we  found  it  expensive  and  eliminated  it. 
We  are  not  asked  to  make  repairs  free.  We  have  never 
tried  arrangements  with  an  outside  shop,  but  we  think  that 
it  would  be  unsatisfactory.    We  send  for  or  deliver  jobs." 

Cornell  &  Co.,  of  Ingersoll,  Ont.,  do  not  run  a  repair 
shop,  but  send  all  work  that  comes  in  to  a  nearby  shoemaker 
and  have  it  done,  which  system  they  find  works  satisfac- 
torily. 

A  Purely  Personal  Problem. 

Fred  J.  Argall,  of  Three  Rivers,  Quebec,  declares  the 
repair  question  is  an  important  one.    "I  think  that  it  can 


only  be  solved  properly  by  each  merchant  studying  thor- 
oughly his  class  of  customers  and  his  locality.  That,  what 
would  suit  a  small  city  like  this  with  my  regular  customers, 
would  not  suit  a  big  city  dealer  with  a  large,  casual  floating 
patronage.  I  run  a  repair  shop  and  all  work  is  done  by  hand. 
I  find  that  it  pays  and  yields  a  profit.  We  do  small  repairs 
free  of  charge,  sometimes  on  account  of  defects  in  shoes,  and 
we  find  the  same  a  good  advertising  plan.  Regarding  the 
outside  system,  we  have  tried  it  and  find  that  it  did  not  work 
satisfactorily  owing  to  mistakes  in  repairs,  overcharging, 
etc.  About  thirty  per  cent,  of  the  work  we  do  is  called  for 
and  delivered.  We  are  requested  often  to  make  small  re- 
pairs free  but,  by  a  little  time  and  explanation  I  invariably 
turn  this  into  a  profit,  sometimes  by  giving  in  and  pleasing 
them,  when  customers  return,  and  at  other  times  when  the 
repairs  are  being  attended  to,  I  show  such  persons  new  lines, 
and  in  fifty  per  cent,  of  cases  sell  them  something." 

Complete  Outfit  is  the  Thing. 

Dillon  &  Moore,  of  St.  Catharines,  Ont.,  go  extensively 
into  the  repair  business.  Their  experience  with  the  repair 
problem  is  very  fully  explained.  They  point  out  that  they 
do  not  operate  a  repair  shop  on  the  premises,  but  have  ar- 
rangements with  one  of  the  most  completely  equipped  repair 
men  in  the  Garden  City,  who  does  their  work  in  connection 
with  his  private  jobs.  "Except  in  cases  where  it  is  out  of 
the  question,"  say  this  firm,  "the  entire  repairs  are  made 
by  Goodyear  outfit,  which  we  consider  profitable,  inasmuch 
as  the  work  is  completed  in  less  than  half  the  time  formerly 
taken  and  just  as  satisfactorily.  The  only  free  work 
done  by  us  is  where  the  defect  is  directly  the  fault 
of  the  shoe  and  then  only  in  reason,  damaged  goods,  even 
small,  being  returned.  We  do  not  use  our  repairs  as  an 
investment,  merely  desiring  to  break  even,  but  we  do  find 
it  advantageous  in  this  way  that  it  invariably  calls  forth 
some  other  article  and  often  leads  new  patrons  to  us.  We 
have  arranged  for  twenty-five  years  with  outside  repairers 
and  find  it  worth  more  than  the  very  small  inconveniences 
that  occasionally  occur.  We  are  not  pestered  with  requests 
for  repair  work  free  any  more  than  in  any  good  shoe  store. 
Small  needs,  such  as  ripped  soles,  shank  or  heel  plates  are  done 
by  us  free  to  patrons,  while  we  put  on  rubber  heels  our- 
selves at  a  profit  of  one  hundred  per  cent.  Seventy-five 
per  cent  of  our  repairs  are  brought  in,  the  remainder  being 
telephone  orders,  which  we  call  for  and  deliver." 

A  Good  Investment,  This. 

"In  our  opinion,"  Dillon  &  Moore  conclude,  "no  better 
investment  could  be  made  in  a  town  or  city,  where  the  repair 
shops  are  limited,  than  the  operation  of  a  complete  repair 
outfit,  capable  of  handling  anything  known  to  a  repair  man. 
With  repairs  coming  in  quickly  enough  to  keep  five  or  six  men 
rushed  continually,  it  is  our  contention  that  there  is  "good" 
money  in  the  business;  good,  because  it  is  made  at  a  hand- 
some profit,  and  above  all,  because  it  is  cash,  for  no  repairs 
should  be  handled  on  the  credit  basis.  In  the  25  years  we 
have  stood  here,  we  have  never  known  what  it  was  to  lose 
money  on  our  repairs,  but  we  could  have,  had  we  not  watched 
it  until  every  arrangement  necessary  was  completed,  and  it 
has  existed  in  perfect  running  order  up  to  the  present  date. 
Our  advice  to  the  prospective  shoe  dealer  is:  Add  a  repair 
shop,  even  if  it  be  small,  handle  it  judiciously,  and  advertise 
it  in' every  way  to  keep  it  before  the  public;  build  it  up 
even  if  you  enlarge  your  premises,  and  if  your  local  market 
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not  glutted  with  shops,  you'll  make  money  seven  days  in 
e  week." 

Sews  Rips  Free. 

"No,  we  do  not  conduct  a  repair  shop,"  says  Thorne 
Bros.,  of  London,  Ontario.  "We  send  all  work  to  a  modern 
repair  establishment  which  does  quick  and  efficient  work. 
We  do  some  repairing  free  for  customers,  such  as  rips,  tacking 
on  soles,  etc.,  but  are  not  bothered  to  any  extent  by  persons 
wanting  repairs  free.  If  one  has  sufficient  work  we  think 
that  a  repair  branch  on  the  premises  would  pay  for  itself, 
but  we  make  satisfactory  arrangements  with  an  outside  shop. 
We  do  not  call  for  or  deliver  any  jobs." 

B.  B.  Black,  of  Amherst,  N.  S.,  runs  a  hand  repair  shop, 
and  considers  that  it  pays  for  itself.  He  does  repairing 
free  of  charge  for  customers  where  a  shoe  rips  in  an  unreason- 
able time.  Then  it  is  sewn  for  the  purchaser.  Sometimes 
heels  are  lowered  in  order  to  make  a  sale.  Goods  are  called 
for  and  delivered.  "We  have  tried  now  and  then  for  a  week 
or  two  to  make  arrangements  with  an  outside  shop  to  attend 
to  repairs,  but  we  find  that  such  a  system  has  not  proven 
satisfactory.  We  do  not  see  how  a  shoe  store  can  get  along 
without  a  repair  shop,"  adds  Mr.  Black. 

J.  F.  Stenson  and  Sons,  Peterboro,  Ontario,  say  they  are 


compelled  to  do  small  repairs  free  as  others  do  it,  and  that 
they  sometimes  send  for  and  deliver  jobs.  They  do  not 
operate  a  repair  branch,  but  send  out  all  work  that  comes  in 
to  be  attended  to  by  hand.  They  do  not  think  a  repair 
department  would  pay  them,  and  the  present  method  works 
very  well. 

"Any  repairs  that  I  do  is  through  the  fault  of  the  boots," 
writes  J.  A.  Moore,  of  Souris,  Manitoba.  "I  do  not  run  a 
repair  shop,  and  what  work  is  done  for  us,  is  by  hand.  We 
do  some  repairing  free  for  customers.  Any  defective  shoes 
we  get  repaired  and  charge  the  cost  of  the  work  to  the  makers. 
We  have  no  regular  arrangements  with  an  outside  shop,  and 
do  not  send  for  or  return  work." 

Uses  His  Discretion. 

j.  Hellyar,  of  Bowmanville,  Ontario,  does  not  operate 
a  repair  shop,  but  sends  all  work  that  comes  in  direct  to  a 
repairer.  He  is  not  requested  by  many  patrons  to  do  small 
jobs  gratuitously,  and,  when  such  requests  are  made,  he 
uses  his  discretion.  Sometimes  it  is  necessary  to  attend  to 
rips,  loose  soles,  etc.,  free.  Mr.  Hellyar  does  not  deliver  any 
repair  work. 


The  Roadman  and  the  Busy  Retailer 

Knight  of  the  Road  Makes  Some  Hot  Weather  Observations  Regarding  Shoe  Dealers  Who  Fail  to  Keep  Their  Appoint- 
ments and  Evidently  Have  Little  Regard  For  Their  Word— The  Troubles  That  Loom  Up  in  a  Day. 


"Yes,  I  am  on  my  holidays  now  and  I  am  glad  to  escape 
for  the  time  being,  the  grind  of  the  road,"  remarked  a  traveler 
for  a  well  known  jobbing  house  in  Toronto,  as  he  sat  on  the 
verandah  of  his  attractive  home  on  Brock  Avenue,  in  the 
north  western  part  of  Toronto,  and  wiped  the  perspiration 
from  his  brow,  one  evening  during  the  recent  hot  spell. 

"I  have  been  doing  road  work  for  ten  years  now,"  he 
continued,  "and  although  I  have  managed  to  double  my  sales 
in  that  time  and  earn  a  good  revenue  on  commission,  the 
life  is  not  all  sunshine." 

Then  he  grew  in  a  reminiscent  mood  and  told  me  of  the 
different  kinds  of  men  that  he  met,  the  foibles  and  follies, 
the  weaknesses,  prejudices  and  strong  points  of  many  of  his 
customers. 

"They  are  on  the  whole  a  pretty  fair  bunch,"  he  added, 
"but,  of  course,  there  are  a  few  mean  ones,  the  same  as  there 
are  in  any  other  line  of  business  life.  I  meet  cranks,  grou- 
ches, pessimists,  dyspeptics,  and  all  that  ilk,  but  there  are 
so  many  'white'  fellows  on  this  old  globe,  that  you  soon 
forget  all  about  the  other  sort.  I  know  that  retailers  are 
pestered  with  traveling  men  who  are  anxious  to  open  up 
new  accounts  and  extend  their  connection.  Some  of  the 
boys  are  persistent,  and  a  retailer  now  and  then  lacks  back 
bone.  We  often  get  turned  down  but  we  do  not  mind  that. 
A  refusal  is  not  bad  medicine  to  take  so  long  as  it  is  doled 
out  pleasantly  and  frankly,  but,  when  it  is  accompanied  by 
a  snarl,  sarcasm,  a  reproach  and  even  a  slur,  then  your  blood 
rankles  and  you  want  to  retort  in  kind,  but  the  wise  man 
preserves  a  still  tongue,  and  unless  the  insult  is  too  glaring, 
he  passes  it  off  and  forgets  all  about  it. 

"No  sir,  it  would  never  do  for  the  average  knight  to  be 
too  thin  skinned,  as  he  would  be  suffering  from  abrasions 


and  contusions,  metaphorically  speaking,  all  the  time.  He 
should  not  worry.  Now  the  majority  of  men  work  about 
two-thirds  of  their  time  and  the  remainder  is  taken  up  with 
eating  and  sleeping.  He  gets  very  few  hours  for  rest  and 
recreation  outside  of  business,  catching  trains,  meeting 
customers,  attending  to  correspondence,  and  all  the  other 
work  that  falls  to  his  lot,  including  the  opening  up  and  packing 
of  samples,  looking  after  the  despatching  of  his  trunks  and 
seeing  that  he  loses  no  time  on  his  journey.  There  are  many 
pleasant  sides  to  the  life  but  this  night  is  awfully  hot,  and 
you  have  asked  me  about  some  of  the  unattractive  features 
of  the  business,  and  I  am  going  to  give  them  to  you,  but 
mind  you  no  names  must  be  published." 

Five  Men  Who  "Forgot." 

"I  remember  the  first  time  I  took  out  samples.  I  went 
to  a  certain  town  in  Western  Ontario  where  we  had  sold 
goods  occasionally.  There  are  five  shoe  retailers  in  the 
place.  I  called  on  the  trade  and  made  appointment  with 
all  the  dealers  to  come  over  and  see  what  lines  I  was  carrying. 
One  man  was  to  come  at  9.30  the  next  morning,  and  another 
at  11.  Then  in  the  afternoon  another  was  to  call  at  2  o'clock, 
a  fourth  at  3.30,  and  the  last  man  at  5.  I  had  made  all  these 
appointments  the  night  previous,  and  in  the  morning,  I  got 
up  bright  and  early  and  was  ready  for  my  five  probable 
customers.  I  thought,  'Well!  this  is  fine,'  I  will  be  able  to 
dispose  of  several  cases  and  get  out  of  here  to-morrow.  I 
bought  a  cigar  and  sat  down  and  waited.  Ten  o'clock,  then 
eleven,  and  finally  the  noon  whistles  blew.  In  the  afternoon 
the  same  thing  happened,  and  not  a  single  man  turned  up. 
I  have  not  as  much  faith  in  promises  and  human  nature  to- 
day as  I  had  then.    The  next  day  by  telephoning  and  going 
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around  several  times  to  the  stores  I  managed  to  get  two  of  the 
shoemen  over  to  the  hotel  but  not  a  single  order  did  I  get. 
I  was  pretty  blue  and  could  see  indigo  on  all  sides.  The 
excuses  those  fellows  gave  for  not  keeping  their  engagements 
were  trivial  One  merchant  said  that  he  had  quite  forgotten 
all  about  the  appointment,  another  declared  that  he  was  too 
busy  and  a  third  remarked  that  he  had  been  called  out  of 
town,  but  he  did  not  take  the  precaution  or  have  the  courtesy 
to  telephone  me." 

Accidentally,  But  On  Purpose. 

"To-day  I  do  not  sit  down  and  wait,  and,  if  a  retailer 
does  not  happen  to  come  around  within  an  hour  of  his 
appointed  time,  I  either  telephone  him  or  casually  walk 
around  to  his  store  and  meet  him  if  possible  by  accident,  but 
on  purpose — you  know.  Of  course,  it  would  not  do  to  charge 
the  recalcitrants  with  breach  of  faith,  discourtesy,  dishonesty, 
or  anything  of  that  character,  but  all  the  same  they  amount 
to  this.  There  are  many  times  legitimate  excuses  but  few 
men  will  take  the  trouble  to  apprise  the  waiting  traveler  of 
the  fact.  He  can  tarry.  What  does  he  count.  In  their 
opinion  he  has  plenty  of  time  to  loaf  and  hang  around,  and, 
so  far  as  the  expense  of  it  is  concerned,  that  does  not  count 
in  the  estimation  of  some.    It  can  go  hang. 

"But  here  is  even  a  worse  kind  of  individual  to  do  busi- 
ness with  than  the  fellow  who  deliberately  breaks  appoint- 
ments or  rather  does  not  intend  to  keep  them  at  all,  unless 
he  is  pinned  down  to  it.  I  refer  to  the  dealer  who  does  not 
know  his  own  mind,  who  cannot  say  no,  who  gushes  over 
this  leather  and  that  last,  orders  freely,  and,  then  before 
you  get  back  to  the  warehouse,  or  a  few  days  after  sends  in 
a  cancellation  on  some  miserable  pretext.  He  has  a  yellow 
streak  in  him  or  he  gets  cold  feet." 

A  Yellow  Streak  or  Cold  Feet. 

"You  cannot  pin  him  down  to  anything.  He  will 
squirm  out  of  every  order  on  the  ground  that  he  finds  he  is 
overstocked,  that  trade  is  dull  or  he  has  met  with  some 
reverse.  The  pleas  are  as  numerous  as  the  orders  he  gives 
and  recalls.  We  like  the  man  who  sticks,  the  fellow  with 
some  decision  and  character,  the  chap  who  has  an  intelligent 
appreciation  of  his  needs  and  stands  by  his  guns.  I  know 
that  the  retailer  of  this  kind  will  tell  you  that  he  is  not  always 
blameworthy,  and  that  the  fault  for  cancellations  can  be 
placed  at  the  door  of  the  traveling  man  who  urges  him  to 
buy,  who  misrepresents,  who  coaxes,  begs,  pleads  and  exhorts 
for  a  four  hundred  dollar  order  when  he  knows  that  the 
shoeman  cannot  possibly  handle  only  so  many  pairs  of 
certain  lines. 

"I  admit  that  we  are  not  all  perfect,  but  I  am  not  going 
to  foul  my  own  nest,  and,  if  there  are  complaints  on  the 
other  side,  let  the  retailer  himself  tell  you  about  us.  I  know 
one  man  in  a  Western  town  who  orders  about  thirty  thousand 
dollars  of  goods  every  year,  and,  when  he  gives  a  road  man 
an  order,  he  is  never  afraid  that  it  is  going  to  be  cancelled. 
It  is  the  pride  of  this  shoeman,  that,  in  ten  years,  his  can- 
cellations have  not  averaged  a  hundred  dollars  a  year. 
That  is  a  pretty  clean  record,  and  what  few  countermands 
he  makes  are  owing  to  the  goods  not  being  up  to  sample, 
some  mistakes  in  the  sizes  or  width,  errors  in  filling,  etc. 

"  No,  the  traveler's  life  is  not  all  sunshine  and  gladness. 
It  may  seem  a  strange  thing  to  relate,  but  I  know  a  fellow  in 
Northern  Ontario  who  spent  several  years  on  the  pike.  He 
used  to  complain  to  me  frequently  about  how  mean  were 
ertain  business  men  in  the  shoe  line,  how  they  would  not 


keep  appointments,  would  go  back  on  their  word,  would 
keep  him  hanging  around  for  hours  and  generally  treat  him 
like  a  dog,  a  nuisance,  an  interloper  and  even  as  a  sharper. 
They  had  no  consideration  generally.  This  particular 
traveler  remarked  that  the  Golden  Rule  was  not  on  speaking 
acquaintance  with  many  of  his  customers.  He  raved  and 
spouted  about  the  darker  side  of  things  and  declared  that  if 
he  ever  got  in  business  for  himself  he  would  use  the  boys 
as  they  should  be  used. 

"Well,  about  two  years  ago  he  saw  a  good  opening.  A 
veteran  shoeman  was  anxious  to  retire  and  was  willing  to  sell 

his  stock  at  a  fair  reduction  on  the  dollar.    S  saw  that 

the  opportunity  was  a  good  one,  and,  as  he  had  saved  up  a 
couple  of  thousand,  he  embraced  the  chance  and  to-day  is  in 
the  retail  trade.  Does  he  know  how  to  use  the  boys?  Ask 
any  of  them  what  they  think  of  his  scurvy,  sneaky  treatment, 
his  discourteous  and  even  repulsive  manner,  and  his  light 
regard  for  his  word.  He  seems  to  have  forgotten  that  he 
was  ever  on  the  ground  himself,  or  that  he  knew  anybody 
who  ever  was.  All  the  things,  big  or  small,  that  he  grouched 
so  much  about  a  few  years  ago,  and  declared  to  be  monstrous, 
unjust  and  iniquitous,  he  practises  himself  to  a  greater  degree, 
I  venture  to  say,  than  any  man  did  that  he  ever  called  on." 


An  Enterprising  Firm's  Sign  Campaign 

During   the   past   few  months 
some  three  hundred  and  fifty  shoe 
retailers  who  conduct  repair  shops, 
and  regular  repair  men  in  Canada 
have  been  made  happy  by  receiving 
from  the  Nugget  Polish  Company  a 
handsome    and    artistic  galvanized 
bulletin  or  sign  board  which  calls 
forth  much  attention  by  the  attrac- 
tive nature  of  the  coloring  and  lettering.    The  boards  are 
five  feet  high  and  two  and  a  half  wide,  and  will  last  at  least 
five  years,  when  they  can  be  repainted.     W.  F.  McNeill 
of  Toronto,  general  manager  for  Canada  of  the  Nugget 
Shoe  Polish,  reports  that  they  have  had  requests  for  them 
from  all  parts  of  the  Dominion,  and  he  regrets  that  they  are 
unable  to  furnish  any  more  at  present  as  the  supply  has  run 
out.    They  have  been  put  up  everywhere  that  a  suitable 
place  could  be  secured  on  the  premises  occupied  by  each 
recipient.      Some  have 
been  erected  on  the  side 
of   the  building  where  a 
corner    is    occupied,  and 
others  are  situated  at  the 
entrance    to    the  store. 
The  signs  were  splendidly 
executed  by  the  Connor- 
Ruddy  Co.     The  accom- 
panying illustration  shows 
the    clear   lettering  and 
artistic  design  of  these  gal- 
vanized boards,  which  have 
brought  business  for  both 
the  shoeman  and  the  com- 
pany through  whose  enter- 
prise they  were  produced. 
They    may  be  seen  in  all 
the  leading  places  in 
Canada. 


The  world  is  full  of  people  who  never  manage  to  do  the 
right  thing  at  the  right  time.    They  are  always  sold  out  when 

the  market  takes  a  rise  and  loaded  when  it 
THE  WRONG  is  on  the  drop.  They  watch  some  one  else 
THING  walk  off  with  a  "snap"  that  they  had  just 

"made  up  their  minds"  to  pick  up.  It  is 
the  same  all  through  life,  in  business,  in  pleasure,  in  religion; 
they  laugh  when  others  are  crying,  mourn  when  others  are 
rejoicing,  think  when  others  are  acting  and  "putter"  when 
they  should  be  using  their  brains.  It  is  this  kind  of  a  lunatic 
who  cries  "  Fire !"  in  a  crowded  auditorium  when  he  smells 
a  little  smoke,  or  who  looks  down  the  barrel  of  a  gun  after  it 
misses  fire.  "Just  a  little  late"  is  the  fatal  cause  of  much  of 
the  misfortune  and  misery  in  life.  From  missing  a  railroad 
train  to  missing  the  pearly  gates  the  failing  runs  the  whole 
gamut  of  earthly  experience.  The  faculty  for  being  on  time 
with  the  right  thought,  word  or  act  is  so  rare  that  the  Savi- 
our's words:  "The  poor  ye  have  always  with  you,"  will  ever 
be  in  order.  If  it  were  less  so  the  scramble  for  the  top  seats 
in  the  world's  grand  stand  would  be  crushing.  The  keynote 
to  success  along  any  line  may  be  struck  in  this  chord.  To  do 
the  right  thing  at  the  right  time  should  be  the  aim  of  every 
ambitious  man.  It  calls  into  play  forethought,  discernment 
and  decision.  No  man  who  aspires  along  this  line  can  be 
lazy  in  thought  or  act.  He  must  be  awake,  alert  and  deter- 
mined. There  will  be  no  "sleeping  in  harvest"  and  starving 
in  winter.  The  reason  there  is  so  much  poverty  amidst  the 
opportunities  of  the  twentieth  century  is  that  people  are  too 
lazy  to  think.  The  man  who  uses  the  intelligence  the  Creator 
has  given  him  will  never  tarry  long  at  the  foot  of  the  table 
though  his  hands  be  as  hard  as  horn  and  his  speech  as  uncouth 
as  the  savage. 

Keep  your  tongue  off  your  neighbor's  reputation  as 
scrupulously  as  you  would  your  hands  out  of  his  pocket. 

There  are  plenty  of  people  who  would  be  in 
THE  SLAN-  penitentiary  if  reputation  stealing  were  a 
DERING  penal  offence.    In  the  day   of  judgment 

FOOL  the  light-tongue  scoundrel  will  be  rounded 

up  with  the  light-fingered  thief  at  a  tribunal 
where  man  cannot  make  his  nice  distinctions.  It  is  not  half 
as  cowardly  to  creep  up  behind  a  man  with  a  stiletto  and  do 
him  to  death  as  it  is  to  put  your  tongue  in  your  cheek  and 
look  knowing  when  his  character  is  discussed.  The  dastard 
who  deliberately  ignores  a  man's  reputation  is  not  worthy 
of  the  ordinary  punishment  of  imprisonment.  He  should 
be  set  in  the  stocks  and  his  tongue  tied  to  his  chin  until  every- 
body knows  him  for  a  moral  assassin.  "He  that  uttereth  a 
slander  is  a  fool."  There  are  a  great  many  people  who  do  not 
see  any  harm  in  repeating  what  they  hear  about  others,  for- 
getting that  every  slander  like  a  snowball  gathers  as  it  rolls. 
The  most  of  the  harm  is  done  by  the  fools  who  push  along  an 
evil  story  and  who  never  give  a  thought  to  the  evil  they  are 
doing.  Many  a  good  man  has  gone  down  under  the  weight 
of  mere  talk  accumulated  by  the  efforts  of  irresponsible  fools 
who  chatter  every  story  that  reaches  their  foolish  ears.  Give 
no  place  to  slander  and  give  no  tongue  to  idle  talk  about  your 
neighbor.  Regard  his  name  as  sacredly  as  you  would  his  till. 


Frown  down  the  slander  and  you  will  soon  cease  to  hear 
discussions  of  the  shortcomings  of  your  neighbors.  "He 
that  uttereth  a  slander  is  a  fool."  An  evil  tongue  will  un- 
sheath  the  daggers  of  gossip  against  your  own  moral  life. 
Your  stiletto  will  get  back  to  you. 

World  records  are  broken  when  conscience  gets  after  a 
man.    The  distance  a  guilty  man  will  put  behind  him  when 

he  thinks  the  Nemesis  is  on  his  track  is 
THE  astonishing.    Men  have  been  known  to  run 

WICKED  clear  to  Mexico  without  stopping  because 

FLEE  somebody  looked  at  them  in  a  way  that 

seemed  to  reveal  a  knowledge  of  their  secret 
crimes.  A  preacher  who  addressed  a  colored  audience  the 
other  day  had  a  good  time  until  he  incidentally  mentioned 
chickens,  when  even  the  deacons  began  to  look  around  at  the 
door  and  shuffle  their  feet  uneasily.  The  same  restlessness 
may  be  noticed  in  almost  any  congregation  when  the  preacher 
begins  to  get  a  little  close  to  common  failings.  Solomon 
realized  this.  You  have  only  to  load  up  with  a  good  dose  of 
moral  buckshot  and  fire  straight  ahead  and  the  birds  will 
drop.  It  is  like  the  old  farmer  who  went  out  with  his  grand- 
son squirrel  hunting.  The  old  gentleman's  business  was  to 
shake  the  tree  and  the  boy  did  the  shooting.  After  several 
ineffectual  shots  the  old  man  asked  a  show  at  the  gun,  and 
with  the  remark  that  he  "couldn't  hit  anything,"  the  boy 
handed  it  to  him.  A  squirrel  was  soon  sighted  and  the  old 
gentleman  raised  the  weapon  in  his  palsied  hands  and  fired 
almost  before  taking  aim.  "I  knew  I  would  get  him,"  said 
the  old  chap  delightedly.  "Of  course  you  would,"  sneered 
the  lad,  "anyone  who  aimed  all  over  the  tree  like  you  did 
would  be  sure  to  hit  something."  Truly  "the  wicked  flee 
when  no  man  pursueth." 

Be  neighborly,  but  beware  of  the  vice  of  "neighborin'." 
Your  neighbor  will  enjoy  a  visit  now  and  then,  but  don't 
wear  out  the  seat  of  your  pants  on  his  easy 
chair  because  he  gives  you  the  glad  hand  or 
beams  on  you  when  you  enter  his  place.  He 
may  wish  you  in  Jericho,  but  it  would  never 
Give  him  a  chance  to  like  you  by  staying  at 
home  enough  to  get  acquainted  with  your  own  store  or  family. 
There  are  people  who  get  thick  as  mush  with  you  upon  the 
slightest  encouragement,  and  you  get  about  as  sick  of  them 
as  you  do  of  a  mush  diet  in  as  short  a  time.  It  is  a  good 
thing  to  be  on  a  friendly  footing  with  your  neighbor  and  it  is 
to  your  advantage  to  have  the  relationship  as  pleasant  as 
possible,  but  draw  the  line  at  the  point  where  either  his  friend- 
liness to  you  or  your  sociability  with  him  may  become  a 
nuisance  to  either  of  you.  "Withdraw  thy  foot  from  thy 
neighbor's  house  lest  he  weary  of  thee,  andjjsojjhate  thee." 


NEIGH- 
BORIN' 

do  to  tell  you. 
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Another  Chat  on  New  Spring  Styles 

Button  Oxfords  Will  Prove  a  Favorite  With  Men— Some  Fancy  Effects  in  Foxing  — High  Priced  Pumps  and  Colonials 

Will  Have  Slightly  Lower  Heels— Other  Tendencies  in  Shoedom. 


Nearly  all  the  Canadian  factories,  who  have  been  busy 
in  the  preparation  of  spring  and  summer  samples,  have  their 

offerings  completed.  Some  of 
these  will  be  displayed  at  the  big 
fall  fairs.  There  are  a  number  of 
new  lasts  to  be  seen  which,  together 
with  some  catchy  patterns,  afford 
a  wide  range  of  selection.  Tans 
are  going  to  be  strong  and  also  all 
button  lines.  More  button  stock 
will,  judging  by  the  spring  ranges, 
be  disposed  of  in  Canada  than  for 
some  years.  Patents  bid  fair  to 
hold  a  good,  steady  place.  One 
manufacturer  declared  that  on 
high  priced  pumps  and  colonials,  the  heels  would  be  con- 
sidcrally  lower  and  that  only  on  the  less  expensive  lines 
would  the  high  Cuban  and  Louis  heels  be  seen.  While  the 
high  heel  is  being  denounced,  and  has  always  been  to  a 
greater  or  less  extent,  just  how  many  lifts  will  be  taken  off 
even  in  the  costlier  productions  remains  to  be  seen. 

Another  thing  noticed  is  that  button  oxfords  for  men, 
which  had  a  rather  limited  sale  in  Canada  this  season,  will 
be  presented  by  certain  factories  in  generous  numbers. 
Some  fancy  effects  are  witnessed  on  the  fly  in  the  way  of 
extensions  or  in  V  shaped  cuts  at  the  third  button.  On  the 
foxing  there  are  a  few  quirks  or  conceits  that  will  catch  the 
eye  of  the  young  men  but  they  are  not  loud  and  only  relieve 
the  straight  lines. 

Youth  Likes  Novel  Effects. 

A  Montreal  manufacturer  the  other  day  remarked  that 
young  men  to  whom  more  of  the  factories  were  catering  than 
formerly,  like  novelties  and  somewhat  freakish  creations, 
something  that,  in  a  few  instances,  even  dazzles.  There 
was,  however,  a  conservative  element  which  preferred 
quieter,  plain  and  less  pretentious  effects.  It  was  a  difficult 
matter  to  decide  just  what  proportion  to  present  in  getting 
out  samples  and  the  way  had  to  be  felt.  There  was  not  the 
large  population  in  Canada  and  the  demand  for  capricious 
creations  was  after  all  limited.  The  outlay  for  lasts  and 
patterns  is  too  heavy  for  many  experiments  to  be  made  on 
models  that  have  only  a  remote  chance  of  meeting  with  any 
measure  of  appreciation. 

Slippers  with  beaded  vamps  may  be  in  good  demand. 
The  three  of  four  button  creation  with  fancy  openings  will 
make  a  strong  bid  for  favor.  One  and  two  strap  slippers 
and  others  with  cross  straps,  both  in  tan  and  patent,  and 
adorned  with  bows,  buckles,  or  jet  ornaments  will  appeal 
to  the  feminine  mind,  and  some  real  novelties  may  be  looked 
for.  No  particular  new  fabrics  will  be  introduced  for  the 
coming  spring  and  summer  wear,  so  far  as  can  be  learned, 
for  it  is  the  belief  that  there  are  enough  already.  Velvets 
will  be  few  as  they  do  not  seem  to  be  welcomed  with  any 
great  degree,  and  the  demand  in  the  Dominion  has  always 
been  more  or  less  limited. 

Although  many  efforts  have  been  made  to  limit  styles 
the  attempts  have  not  been  very  successful,  and,  according 


to  advices  received  from  various  centres  on  the  other  side 
of  the  line,  there  is  no  immediate  danger  of  manufacturers 
cutting  down  the  number.  Each  man  feels  that  he  should 
be  his  own  arbiter  in  this  regard,  and  that  to  adhere  to  a  few 
rigid  lines  would  restrict  the  individuality  and  distinctiveness 
of  his  output. 

"I  will  buy  such  lasts  as  I  please,  and  what  I  think  we 
can  sell.  I  reserve  the  right  to  exercise  my  own  judgment 
and  taste  in  affairs  of  this  character,  and  do  not  care  what  the 
other  fellow  may  think  or  say.  It  will  be  a  case  of  the  sur- 
vival of  the  fittest  and,  if  we  put  something  on  the  market 
that  retailers  will  not  buy,  that  is  our  own  fault.  We  have 
no  one  to  blame  but  ourselves,"  remarked  a  Western  Ontario 
manufacturer.  "I  do  not  think  that  Canada  has  too  great 
a  multiplicity  of  styles  and  the  complaints  on  this  score 
come  principally  from  abroad.  On  the  whole  we  are  pretty 
conservative  and  restricted  in  our  selections  and  the  people 
do  not  run  wild  on  freaks  which  often  become  a  staple  and 
a  good  seller  after  they  have  been  tried  out  and  the  public  has 
begun  to  like  them." 

Reign  of  the  High  Toe. 

Speaking  to  the  Shoe  and  Leather  Journal,  a  leading 
Canadian  manufacturer  advanced  the  opinion  that  spring 
and  summer  styles  for  women  would  evidence  many  high 
bold  toes.    "Of  course  we  will  not  be  as  advanced  in  this 
respect  as  some  models  shown  across  the  border,"  heremarked, 
"for  the  reason  that  we  have  to  follow  the  standards  set  there 
and  are  necessarily  some  months  behind.    Colonials  will  be 
much  worn,  and  the  dealer  may  select  whatever  buckle  he 
thinks  will  go  well  with  this  type  of  footwear.    He  may 
secure  any  kind  from  a  few  cents  up  to  as  many  dollars  per 
pair.    Some  high  cut  shoes,  with  tops  nine  inches  in  height 
will  go  with  a  reasonable  degree  of  favor,  as  many  women 
chink  there  is  nothing  like  them  for  dash  and  distinction. 
There  will  be  fewer  strap  pumps  sold  to  women,  mark  my 
word,  as  the  average  female  does  not  care  to  bother  with  a 
ritrap  if  she  can  get  a  well  fitting,  natty  pump  that  will  stay 
on  the  foot  and  not  bulge  at  the  side.    She  can  now  do  this 
as  pump  lasts  have  reached  a  point  of  perfection.    A  little 
neavier  soles  will  be  demanded  by  a  number  of  ladies,  but 
the  soles  must  have  flexibility,  while  edges  as  you  know,  will 
be  very  closed  trimmed.    The  button  boot  for  women  will 
oe  a  decided  winner  and  will  show  a  greater  increase 
than  this  year.  The  stage  last  is  still  popular.    The  high  and 
low  cuts  with  the  elevated,  extreme  toe  are  going  to  have  a 
wide  market  among  wearers  of  the  smartest  footwear.  What 
was  looked  upon  as  a  freak,  or  novelty,  if  you  prefer  amilder 
term,  becomes  what  may  be  styled  the  staple  of  the  morrow, 
and  this  is  true  in  the  case  of  lasts  that  I  have  referred  to." 

The  Popularity  of  Sandals. 

Roman  sandals  will,  it  is  expected,  have  a 
Dig  call  during  the  coming  summer.  Some  are  being 
shown  not  only  in  patent  and  tan,  but  in  white  canvas  and 
elk.  Then  in  the  showier  lines  of  shoes  there  are  button  and 
bluchers  with  fancy  vestings  and  others  with  fantastic  con- 
ceptions in  the  way  of  facings  and  foxings  and  new  design 
vamps  and  quarters. 
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Building  Up  a  Profitable  Shoe  Section 

How  Leading  Peterborough  Firm  Cater  to  Male  Wearers  of  Fine  Footwear — Small  Space  Occupied  but  the  Retail 
Results  are  Satisfactory — Only  the  Better  Class  of  Lines  for  Men  Carried. 


The  men's  shoe  department  of  Cressman's,  Limited, 
Peterborough,  which  was  started  three  years  ago,  has  paid 
well.  The  section  is  located  at  the  rear  of  their  male  wear 
premises,  and  is  bright  and  attractive.  Uniform  cartons 
prevail  throughout,  and  the  double  shelving  system  is  com- 
plete and  compact.  A  stock  of  about  three  thousand  dollars 
is  carried,  and  the  department  caters  especially  to  the  better 


for  this  branch  of  the  business.  The  plan  now  being  fol- 
lowed has,  with  the  minimum  of  outlay  and  inconvenience, 
worked  out  admirably. 

The  space  at  the  rear  of  the  store  is  well  lighted  and  was 
one  that  was  not  considered  very  valuable  for  other  pur- 
poses. The  shoe  section  has  been  well  patronized  by  the 
business,  professional  and  other  wearers  of  shoes  who  are  not 


I 

1 

1 

1  j_ 


Shoe  department  of  Cressman's  Limited,  Peterborough'. 


class  of  trade.  It  has  been  profitable  to  handle  nothing 
but  five  and  six  dollar  shoes  of  the  latest  pattern,  up-to-date 
lasts  and  smart  appearance. 

When  the  department  was  first  opened,  cheaper  lines 
were  tried,  but  these  were  dispensed  with  after  an  experi- 
ment of  some  months.  The  firm  say  that  it  was  impossible 
to  serve  satisfactorily  the  general  public  without  a  very  large 
stock  and  without  having  a  range  that  would  compare 
favorably  with  that  carried  in  other  stores  devoted  exclus- 
ively to  footwear.  It  would  also  entail  a  large  capital 
investment,   a  special  staff  and  more  spacious  quarters 


looking  around  for  cheap  goods  but  are  willing  to  pay  a 
figure  for  pedal  adornment  and  use  that  combines  the  high- 
est evidence  of  style  and  workmanship  along  with  value, 
wearing  quality  and  fit.  The  firm  stand  behind  the  repu- 
tation of  their  lines  and  have  succeeded  in  building  a  trade 
that  is  increasing  each  year  and  has  netted  a  very  satis- 
factory return  on  the  investment. 

The  shoe  section  is  looked  after  by  the  regular  salesmen 
in  the  men's  wear  department,  who  have  readily  adapted 
themselves  to  the  art  of  comfortably  fitting  customers  and 
explaining  the  strong  points  of  the  various  lines  stocked. 
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Among  the  Members  of  "The  Craft" 

Breezy  News,  Notes  and  Happenings  Regarding  Retailers,  Manufacturers,  Tanners,  and  Wholesalers— What  Is 
Going  On  During  the  Holidays— Some  Paragraphs  of  Interest  and  Instruction. 

Irwin  &  Co   have  started  in  the  retail  tatters  who  was  burned  out  in  the  recent  last  week  showing  some  new  lines  which 

boot  and  shoe  business  in  Listowel,  Ont.      fire  in  Farnham,  Que.  are  selling  at  popular  prices.    Some  new 

„   „  ,          ,           -vr             C1,  lasts  were  shown. 
G.  Shirlev  &  Son  are  new  shoe  retailers      A.  E.  Medcalf,  of    the    Nursery  Shoe 

in  Sweet  Valley,  Alta.                                Company,  St.  Thomas,  is  on    a    business  gdi  E.  Mclntyre,  of  the  Brandon  Shoe 

,         tt-ii        trip  to  Western  Canada.  Co.'s  force  of  traveling  salesmen,  has  re- 

The  fin,,  of    Math.eu    and  De  V.llers,  turned  t0  Toront<>i  aft„  a  holidaj  Wp  to 

,„„c,  M„„trea,.  „aS  bee„  reg.s.ered,             A.*                A*              *  Co.  ^   „,  other 

Arthur  Beaulieu,  shoe  retailer,  ot  Uiatn-         Coast  cities, 
ford.  Quebec,  has  made  an  assignment.        •  ^  ^  ^  ^.^  ghoe  ^   ^   ^  ^ 

A.  W.  Blachford  is  spending  the  summer  COi>  Toronto,  has  returned  after  spending  department  of  The  Tw0  Macs>  Ottawa,  will 

at  Mazinga,  Muskoka.  his  holidays  at  various  points  in  Ontario.  spend  &  vacation  -m  Toronto>  Montreal,  and 

Eugene    Guay,    .Montreal,   is   holidaying  Wilson  &  Scott,  1406  Main  Street,  Win-  Buffalo_     He  wjh   not   take  the  journey 

a:  Tadousac  this  month.  nipeg,  have  sold  their  boot  and  shoe  busi-  akme  Qn  this  interesting  occasion. 

..        c    .   .        ness  to  F.  W.  Dean. 
Currie  Bros.,  shoe  retailers,   Saskatoon,  Thg  Duchaine  s,hoe  Ca>  shoe  manufac. 

have  sold  to  F.  R.  Bailey  &  Co.  T.   Bilideau,   of   Sherbrooke    Que.,   has  Qf  have     ^  ^ 

Lewi«  Woolf  shoemaker,  of  Ottawa,  has  effected  a  compromise,  and  will  continue  ^  ^  personnd  of  the  company> 

assigned  to  W    A    Cole.  10  the  retal1  :busmess-  and  the  firm  is  now  known  as  Duchaine 

McLeod  &  Brown,  shoe  retailers,  West-     Elie  Jobin,  Ltd.,  manufacturers  of  shoes,  &  Perkins, 
rifle,  N.  S.,  have  dissolved  partnership.     Q^ec  ««*  are  among  the  recent  company     ;  p  ^.^^  who  ^  seasQn  repre_ 

registrations  m  Quebec.  ,    .     _  ,.   ,     „.       „  „ 

Reid  &  Webb,  Winnipeg,  have  sold  their  *  rented  the  Rehndo  Shoe  Co.,  Toronto,  m 

shoe  business  to  F  J   Flemons  W-  Gre=or'  for  a  number  °,f  years  in  Montreal  and  the  East,  has    gone  with 

the  mail  order  department  of  the  T.  Eaton  Jackson  and  Savage,  Montreal.    His  terri- 

Philip  Pocock,  of  the  London  Shoe  Com-  qq ^  has  en.tcrc(j  tne  service  of  Blachford,  tory  w;u  be  covered  for  the  Relindo  firm 
pany,  London,  was  in  Toronto  last  week  Dav;es  &  £0  >  Toronto.  by  Fred  Jackson,  of  Toronto, 

on  business.  Lehberg,  of  Winnipeg,  who  repre- 

George  Chambers,  head  salesman  of  the  sents  j  w  ffitst  slipper  manufacturer,  a  H-  B; ^s,  who  is  a  director  of  the 
Regal  shoe  store,  Toronto,  has  returned  WaterfJQOt  E  land>  wa,s  in  Toronto  last  Ames>.  HoWen,  UMcCready  Co  Montreal, 
from  spending  his  holidays  at  Lake  Sougog.  week  calHng  ,on  the  trade.  »  ^  the  'Co-erva  ive  candidate  for  he 

Commons  m  <St.  Antoine  division,  Mont- 

A.  J.  Tipping,  traveler  for  D.  D.  Haw-     George  A.  Armstrong,    late    with    the  reaj    Mr  Ameg  js  strongly  opposed  to  reci- 
thorne  and  Co.,  Toronto,  has  gone  to  Bos-  Qcorge  £_  Boulter  Co.,  Toronto,  has  taken  pr0city. 
ton,  Mass.,  on  a  visit.  a  position  with  Blachford,  Davies  and  Co., 

„  ,,     ^  .         it,    „„„j  Alfred  VanCott,  who  conducted  a  shoe 

F   J.  Habgood,  of  Niagara  Falls,  Ont.,  Toronto,  on  the  road.  .  A        /4        '       ,     .    XT  ,. 

J  ■         0      '  fa  business  for  some  weeks  m  Napanee,  dis- 

was  in  Toronto  call.ng  on  the  trade  last     j  A  Walker>  of  the  Walker-Parker  Co.,         d  Qf  ^  to  wilson  &    gr0-i    0f  that 

Week  Toronto,   who   has  been   confined  to  the  ^         returned  to  Bellevill{,     His  £on. 

William  Garside,  of  Garside  and  White,  house  for  some  days  with  bronchial  trouble,  p_ed  yanCottj  has  g0ne  to  the  West,  where 

Toronto,  who  has  been  spending  a  month  js  rapidly  improving.  nP  wjjj  iocate_ 

at  Murray  Bay,  Quebec,  has  returned.  ,         ,  „  „    ...    ^  <.   u  u^-n 

J.  J.  Haines,  of  Belleville,  Ont.,  has  been     A  ^  ^  ^  gtore  win  short,y  be 

j.  S.  Townsend,  of  London,  was  a  bus,-  spending  the  smsmee  vacation  at  Presqu  d  ^  iMontreal    by    the    George    E. ' 

ness  visitor  to  Toronto  for  a  few  days  ^  n£ar  Brighton,  enjoying  the  cool  Kdth  Companyi  of  Brockton-  Mass.  Fran- 
last  week-  breezes  of  Lake  Ontario.  cis   ^   ,Guin;Van,  who,  until  recently,  was 

John  Ritchie,  of  the  John  Ritchie  Co.,  representing  the  Rideau  one  of  their  most  progressive  salesmen, 

Quebec,  was  m  Toronto  last  week  on  bus,-  ^  ^  ^  gQne  Qn  a  busi.  will  lhave  a  controlling  interest    in  the 

nesS-  ness    trip    throughout    Western    Canada  establishment. 

wZ^SlZ^  JTZ  — -  •  *»  *"  "  m.  E.  H.  Cane,  o,  E.  T.  C,rt„  *  Coj 

Charles    A.    Blachford,     of     Blachford,  Toronto,  has  returned  from  a  successful 

r  Davies  &  Co.,  who  has  been  enjoying  his  trip  to  the  West.    He  bought  about  400,000 

Uc-d°h'  0f„A-  Wcse'ohf&1C°.-  BT""  holidays  am0ng  the  (Muskoka  Lakes,  has  fleeces   from  big  sheep   raisers     in  and 
l,n.  Ont.,  was  calhng  on  the  trade  ,n  To-  hol^ys  ^  ^  ^  ^  ^  ^ 

ronto  last  week.  bulk  q{  whkh         bg  shipped  direct  t0 

J.  f{.  Tuttle,  shoemaker,    was    one    of  Mr.   Kennedy,   late   of   Getty  &  bcott,  Toronto 

those  who  suffered  a  loss  in  the  recent  fire  Gait,  has  been  appointed  superintendent  of 

in  Grand  Forks,  B.  C.  the  Berlin  Shoe  Manufacturing  Company's     The  annual  picnic  of  the  boot  and  shoe 

Hugh  White,' of    Garside    and    White,  factory  in  Berlin,  and  has  entered  upon  his  workers  of  Toronto  will  be  held  on  Sat- 

Toronto,  U   spending  his  holidays  at  the  new  duties.                                                 urday,  August  19th,  to  Oshawa.    The  out- 

La!<         ■    •.  Muskoka.  H    g    Thompson   sales  manager  of  the  ing  is  in  the  hands  of  an  energetic  com- 

L.  E.  Choquette  was  one  of  the  .,hoe  rc-  Slater  Shoe  Co.,  Montreal,  was  in  Toronto  mittee,  and  it  is  expected  the  gathering  will 
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be  a  large  one.  All  the  local  factories  will 
close  on  that  day. 

After  an  illness  lasting  for  about  a 
year  the  death  took  place  on  August  ioth, 
of  Mrs.  Kimmel,  wife  of  Mr.  August  Kim- 
mel,  second  vice-president  and  general 
manager  of  the  Consolidated  Felt  Company, 
of  Berlin.  She  is  survived  by  Mr.  Kimmel 
and  one  son,  Arthur. 

John  Darner,  Jr.,  of  the  firm  of  Darner 
Lumsden  Co.,  wholesale  boots  and  shoes, 
Vancouver,  has  been  on  a  trip  to  Boston, 
the  Eastern  States,  Toronto,  and  Mont- 
real. Mr.  Darner  reports  business  good. 
His  eldest  son,  William,  has  just  joined 
the  Commercial  Travelers'  Mutual  Benefit 
Society,  Toronto. 

John  Clemson,  Ltd.,  Derby,  England, 
who  have  successfully  introduced  their 
"Victory"  Brand  of  shoes  in  many  coun- 
tries, are  desirous  of  extending  their  con- 
nection into  Canada,  and  would  like  to 
hear  from  a  number  of  Canadian  jobbers 
with  a  view  to  handling  their  lines. 

J.  G.  Watson,  of  Montreal,  who  is  audi- 
tor for  the  Dominion  Board  of  'Retail 
Merchants  Association,  was  in  Toronto  last 
week.  He  was  taking  an  automobile  trip 
from  Montreal  to  Detroit.  While  here  he 
called  upon  E.  M.  Trowern,  secretary  of 
the  Association. 

The  Toronto  Civic  Information  Bureau 
will  be  located  during  this  year's  Fair  in 
the  Consolidated  Rubber  Co.'s  building,  at 
the  south-east  corner  of  Front  and  Yonge 
Streets.  This  location  was  approved  by 
the  controllers,  and  the  office  will  be  opened 
about  August  21. 

Charles  Rosekat,  of  Berlin,  was  drowned 
at  Grimsby  Beach,  when  his  rowboat  cap- 
sized. The  victim  was  an  employe  of  the 
Kaufman  Rubber  Company,  and  was  at- 
tending the  company's  annual  picnic. 
Rosekat,  who  was  a  noted  hockey  player, 
was  twenty-seven  years  old,  and  leaves  a 
wife  and  four  children. 

Thos.  Morrow  and  D.  McKee,  covering 
Western  Ontario  and  Port  Arthur  to  Vic- 
toria, respectively,  are  now  out  with  the 
McDermott  Shoe  Company's  line  of 
samples  for  spring.  This  Montreal  con- 
cern is  going  strong  on  pumps  and  colon- 
ials, and  three  new  lasts  are  shown  for 
1912. 

Uriah  Wilson,  who  has  been  the  repre- 
sentative of  Lennox  and  Addington  in  the 
Federal  Parliament,  is  not  a  candidate  at 
the  coming  election,  having  retired  after 
the  long  public  career  of  a  quarter  of  a 
century.  Mr.  Wilson  is  a  Conservative. 
For  many  years  he  has  been  a  member  of 
the  firm  of  Wilson  &  Bro.,  the  veteran 
shoe  retailers  of  Napanec,  Ontario. 

While  J.  S.  Lovell,  traveler  for  Ames, 
Holden,  McCready,   and   D.   R.  Hawley, 


traveler  for  Getty  and  Scott,  were  getting 
Off  a  street  car  at  the  corner  of  King  and 
Yonge  Streets,  Toronto,  a  few  days  ago, 
Mr.  Hawley  was  run  into  by  an  automo- 
bile and  had  his  foot  injured.  His  escape 
was  a  close  one  on  the  crowded  street,  and 
his  friends  are  congratulating  him  that  he 
got  off  as  luckily  as  he  did.  He  is  now 
able  to  be  around  again. 

The  employes  of  the  Gutta  Percha  and 
Rubber  Manufacturing  Company,  Toronto, 
held  their  annual  field  day  of  sports  at 
Exhibition  Park  recently,  and  all  the  events 
were  warmly  contested.  The  annual  outing 
was  enjoyed  to  Niagara  Falls  a  week  later, 
when   over   700  persons,   comprising  the 


is  warehouse  manager  of  .  the  Regina 
branch.    He  leaves  a  widow  and  one  child. 

A  Boston  despatch  says  :  The  investiga- 
tion of  the  business  methods  of  the  United 
Shoe  Machinery  Company,  which  is  said 
to  control  many  patented  machines  in  shoe 
factories  of  Canada,  England,  and  the 
United  States,  has  not  been  completed  by 
the  Federal  authorities.  The  Grand  Jury, 
which  was  summoned  in  July  to  hear  the 
evidence  presented  by  the  Federal  offi- 
cials, is  still  in  session  and  a  report  is 
not  expected  before  next  week. 

G.  W.  Wilson,  shoe  retailer,  of  Mark- 
ham,  Out,  who  spent  some  time  in  Western 
Canada,  tells  of  a  remarkable  sale  held  re- 
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Leslie  T.  Porter  J.  J.  C.  Robbins 

(Members  of  the  firm  of  Porter  and  Robbins,  Yarmouth,  N.S.) 


employes,  their  families  and  friends  spent 
the  day.  The  kindness  of  the  company  in 
entertaining  the  employes  in  such  a  man- 
ner is  greatly  appreciated. 

The  Brandon  Shoe  Company,-  Brantford, 
have  made  one  or  two  new  appointments 
on  the  road,  and  the  following  travelers 
will  handle  the  Brandon  shoe  for  next  sea- 
son :  J.  L.  Trethewey,  from  Toronto  to 
Windsor  and  Niagara,  Falls;  E.  E.  Mc- 
Intyre,  from  Toronto  to  Montreal,  and 
Eastern  Ontario;  Chas.  E.  Kerr,  from  Fort 
William  to  British  Columbia  ;  Ceo.  H.  Tay- 
lor, the  Maritime  Provinces;  and  M.  B. 
Young,  Northern  Ontario  to  the  Soo. 

John  F.  Stevenson,  son  of  James  Stev- 
enson, of  Stratford,  died  recently,  at  the 
home  of  his  wife's  parents,  Mr.  and  Mrs. 
Beemer,  in  Winnipeg,  aged  26.  Deceased 
was  at  one  time  traveler  for  Ames,  Holden 
&  Co.,  wholesale  shoe  men,  with  head- 
quarters at  Edmonton,  Alta.  About  three 
years  ago  he  left  to  accept  a  similar  posi- 
tion with  the  Thos.  Ryan  Co.,  of  Winni- 
peg, of  which  firm  his  brother,  William  J., 


cently  in  the  shoe  department  of  a  large 
departmental  store  in  Edmonton.  Sales 
are  monthly  features,  and  at  one  of  them 
"barrels  of  bargains"  proved  the  big  draw- 
ing card.  Several  barrels  were  secured. 
The  heads  were  knocked  in.  Shoes  filled 
the  upper  portion  of  each  barrel,  and  many 
pairs  were  temptingly  hung  out  over  the 
sides.  Price  cards  were  prominently  dis- 
played. The  barrels  were  all  in  a  row, 
and  on  the  day  of  the  sale  the  rush  was  a 
great  one.  Some  foreigners  would  grab 
up  whole  armfulls  of  footwear,  hastily  pay 
the  price,  and  depart  without  ever  giving 
a  thought  to  trying  on  the  boots  or  in- 
quiring about  the  sizes. 

An  editor  of  a  prominent  newspaper  re- 
cently admitted  to  a  friend  that  he  hadn't 
been  inside  a  certain  store  for  four  years 
because  he  had  once  been  offended  in  a  dis- 
pute with  a  salesman  over  a  pair  of  shoes. 
The  matter  was  reported  to  the  merchant, 
who  immediately  sent  the  man  a  check  for 
the  full  amount  in  question,  and  a  letter 
which  called  forth  a  hearty  response  and  a 
renewal  of  patronage.  This  set  the  mer- 
chant to  thinking,  and  he  checked  up  his 
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old-time  customers  that  had  left,  got  after  BRITISH   FIRM    OPENS   CANADIAN  BRANCH 

each  one  of  them,  and  found  it  possible  to  ^  ;  ortant  progressive  step  has  iusi  sive  agency  for  Wren's  famous  polishes, 
renew  relations  with  nearly  half  of  them  ^  gr£atest  slippef  which   are   widely   sold   in   England  and 

by  clearing  up  some  slight  misunderstanding  manufacturers  sir  H  W  Trickett,  Tim-  command  a  foremost  place.  The  slogan 
that  had  given  them  offense.  ^  ^  decided  tQ  open  a  ,Can.  «Such  a  lShine  in  a  Minute"  is  recognized 

The  Original  Brogan  Maker.  adian  branch   for  the  convenience  of  the  everywhere.     Messrs.   Eatough   and  Ash- 

Horace  H  bSTiow,  an  inventor  of  shoe  wholesale  trade,  and  to  meet  the  grown*  worth  were  in  Toronto  •Hamilton  and 
mad  nrv  died  hi  home  in  Worcester,  requirements  of  their  customers  in  the  other  dt.es  last  week  showing  a  si  en  did 
M  .  ;entl,  at  the  age  of  84  years.  Dominion.  The  office  will  be  located  «  range  of  sample,  w^ch  resulted  n^arge 
Mr  Bioelow  is  said  to  have  been  the  first  No.  16  Manchester  Building,  Mehnda  bookings.  Sit -H  W.  Tncke^t  I«uted. 
m  n  to  use  dies  in  cutting  heels,  and  later  street,  Toronto,  and  will  be  in  charge  of  present  over  600  different  lines,  and  th 
aooKed  the  invention  to  the  cutting  of  j.  S.  Ashworth.  A  full  range  of  samples  selections  range  from  six  cents  per  pair 
sor'lor  shoes.    He  was  also  said  to  have  will  be  carried.  »P  to  $-5-    It  j  jmposs^ le  to  offer  any- 

been  the  original  maker  of  brogans.    He     Mr.  Eatough,  the  aggressive  managing  thing  m  print  that    would    convey    r  e 
invented  the  first  shoe-pegging  machine  and  ,director  ,of  the  company,  was  in  Toronto  beauty,  ease,  and  comfort  ™ 
founded  the  Bav  State  Shoe  Co.  in  Wor-  all  last  week   making    arrangements    for  lines.  Their  famous  Kozy  still  leads, 
cester  which  company  is  now  dissolved.       this  enterprising  move.    For  sixteen  years  world-renowned  brand  has  a  cusnion  nee 

■Mr    Eatough  and,  of  late,  Mr.  Ashworth  and  cushion  insole,  leather  sole,  moccasin 
Mrs.  Miner  is  President.  ^  ^  ^         upQn  the  Canadian  j0b-  front,  and  is  trimmed  with  silk  nbbon  and 

Mrs.   S.  H.  C.  Miner  has  been  elected  ^  ^  tQ  ,re.cognize  pom.poms.    The  slipper  is  soft  and  springy 

president  of  the  Miner  Rubber  Company,  thesfirm  q£  gir  R  w.  Trickett,  Limited,  and  out-distances  all  others  m  favor,  it 
of   Granby.   Quebec,   succeeding  her   bus-  ^  ^  ^  ^  reliable  and  whose  comes  in  several  colors  and  materials.  In 

band,  who  died  a  few  weeks  ago.     Mrs.  -mtegrity  is  known  in  practically  the  comprehensive  samples  were  seen  pop- 

Miner  is  the  second  woman  in  Canada  to  country    Mr  Ashworth,  as  the  new  lins,  felts,  camel  hair,  quilted  satin,  Tel- 

head  a  big  financial  concern,  and,  strange  mana<rer>  has  the  best  wishes  of  vet,  arctic  cloth,  Venetian,  tapestries,  car- 

lo say,  the  only  other  woman  to  have  a  like  ^  friends,  who  are  pleased  to  welcome  pet,  leather,  canvas,  and  other  materials 
honor  is  Mrs.  Warren,  president  of  the  ^  ^  ^  'permanent  business  ranks  of  with  softj  felt  and  leather  soles.  The  show- 
Gutta  Percha  and  Rubber  Manufacturing  ^  Dominion_  The  capacity  0f  the  Trickett  ing  embraced  Romeos,  Juliettes,  boudoir 
Company,  of  Toronto.  factories  at  Waterfoot,  near  Manchester,  ,sijpperS)  sandals,  strap  shoes,  ankle  shoes 

The  Miner  shareholders,    at    a    recent  ^  ^  ^  ^    Mr<  Eatough  ^  and  other  kinds  trimmed  with 

meeting,  elected  A.  C.  Flumerfelt    chair-  ^   ^  {n   the   kading  veivet>  galoon,  and  fur. 

man  of  the  executive,  and  'W.  H.  'Miner  ^  ^  .g  morb  firmly  es-  0rnaments  in  ribbon    creations,  buckles, 

v  ice-president  and  general  manager.     the  ^^Ughed  than  ever.    They  have  never  gone  pom_polns,    rosettes,    etc.,  added 

latter  is  a  nephew  of  the  late  S.   H.  U  ^  ^  ^  trade  in  Canada,  and  have  ^  attractiveness  0f  the  display. 

Miner.  no  intenti0n  of  doing  so.    They  will  con-  ^  ^  ^  complete  and  inviting 

The  Boulter  Stock  Sold.  tinue  to  market  their  output  in  this  coun-  ^  by  the  celebrated  house  of 

The  stock  of  the  George  E.  Boulter  Co.,  try  solely  through  jobbers. 
Toronto,  was  sold  by  auction  at  Suckling     The  firm  have  also  taken  up  the  exclu-  l"<*ett. 
and  Co.'s  rooms  on  August  9-     The  bid-  =———======================^^ 

ding  started  at  40  cents  and  was  quickly  extremely   neat  assistance  given  by  the  preferential  duty 

raised  to  70  cents.    Mr.  Boulter  bid  7o/2  «.   height,   present an  f  -s  turning  the  import  trade  of  boots  and 

cent,  and  Howard  M.  Brown,  of  the  Re-  appearance.    Tan  ox fords  stil  ,Great  Britain.    In  I9o8  the  total 

lindo    Shoe   Company,    went   half   a   cent  ate   but  by  the  e^  0    ^  Preset  ^  ^  ^  ^  ^  ^ 

better,  and  the  stock,  samples,  and  fixtures,  will  g.ve  away  to  tan  and  black  ^jhoe  •      P  ^  ^  ^ngdom's 

amounting  to  $38,000,  were    sold    at         with  eig  t    -tenmgs  for  the^  laces     -  ^  ^  ^  ^  ^ 

cent,  to  Mr.  Brown.    It  was  later  turned  eyes    and    four    hook.      borne  ^  ^  ^  ^  ^ 

over  by  him  for  a  consideration  to  Blach-  shoes,  from  the  same  med  urn  last  and  w  ^  ^  ^ 

ford,  Davies  &  Co..  who  are  now  check-  five  buttons,  are  ready  for  ear  y  ^aU  trad     r      ,  £  ^  ^  p,er 

i„g  it,  and  will  have  it  ready  for  the  in-  while  paten    leather  and  Snn  me tal  0 

itta.  of  trade  at  the  end  of  the  present  fords  are  also  in  ^f  ^^   ^     Qn  the  ,other  hand  imports  of  boots  and 
ek.    This  enterprising  firm  are  rapidly  autumn  approaches.    Th       t  «  ft  ^  .fi  igog  wer, 

enough  to  "duck"  when  the  boom  shuts      ^  dQ£s  ^  alwayg  pay  tQ  sen. 

The  Vogue  in  New  York.               from  larboard  to  port.  sational  methods  and  wild-cat  schemes,  for 

The  New  York  correspondent    of    the  ^    discriminating  public  is  beginning  to 

SH0E  and  Leather  J0OrnaL  says:  l-por tmg .  British  Shoe  ^  ^  fa  &  fla  ^ 

The  effect  of  the  English  last,  spoken  of     A  recent  issue  of  the  week ^y     P  advertising.    Such  terms  have  be-.ome 

to,  month,  is  now  plainly  perceptible,  not  Trade  and  Commerce  says^  regarding  ^              ^        soun<led  too  often.  In 

,nly    in    the    windows    of    metropolitan  situation  m  Jew  Jala^d;             hold  on  a   Western   Ontario   city  recently  a  shoe 

defers,  but  also  on  the  pedal  extremities     The  United  States  has  a  stro  g  up  ^  thg  t£rm  t 

S  L  best-dressed  inhabitants  of  Manhat-  «he  boo,  and  rate"  prominently  displayed,  and  all  M 
i  viliag.    These  shoes,    a-  described, 

have  a  round  toe  of  medium  width  and  a  ^pem%  w„h  regard  to  ^  Qf  ^  stock  dld  not 
firm,  square  heel  little  more  than  an  inch  classification  of  fittings  coupiea 
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ppeal  to  the  people.  The  place  had  a 
liort-lived  run  and  the  wild-cat  character 
of  the  announcements  proved  a  failure. 
No  sound  business  can  be  built  up  on  such 
shady  methods.  Writing  on  this  subject 
to  the  Shoe  and  Leather  Journal,  a  well- 
known  retailer  says,  "Except  in  big  places 
where  there  is  a  large  transient  trade 
easily  moved  by  flaring  advertising,  there 
must  'be  some  personality  and  an  .upright 
policy  at  the  back  of  a  concern  to  build 
up  a  trade  which  will  stand." 

Dull  Times  in  New  England. 

Nearly  6,000  employees  of  New  England 
mills  were  notified  recently  when  they  re- 
ceived their  pay  envelopes  their  factories 
would  be  closed  during  periods  ranging 
from  three  weeks  to  vacations  of  indefinite 
length.  Notices  were  also  posted  in  the 
Harvard  Knitting  Mills  at  Wakefield  that 
the  annual  shutdown  would  take  place 
Aug.  19,  and  work  would  'be  resumed  Sept. 
5.  About  1,000  hands,  mostly  women,  are 
affected  by  this  order.  In  Olneyville,  R.I., 
the  five  plants  of  the  Joslin  Manufacturing 
Company  closed  for  three  weeks.  The 
shutdown  is  declared  to  be  due  to  the  de- 
pression in  business.  About  1,500  oper- 
atives are  affected.  More  than  2,000  per- 
sons were  thrown  out  of  employment  in 
Bristol,  R.I.,  when  the  National  India  Rub- 
ber' Company  closed  for  an  indefinite  per- 
iod. Unsatisfactory  conditions  in  the  rub- 
ber business  are  said  to  he  the  cause.  Be- 
cause of  a  lack  of  orders  the  Alice  and 
Millville  mills  of  the  Woonsocket  Rubber 
Company  at  Woonsocket,  R.I.,  closed  for 
a  month.  More  than  2,300  hands  are  em- 
ployed in  these  two  factories. 

Effective  Window  Dressing. 

Waterhury  &  Rising  are  showing  a  de- 
cidedly new  thing  in  window  dressing  so 
far  as  St.  John  is  concerned,  the  effort  of 
Richard  J.  Walsh  who  takes  personal 
charge  of  the  work.  The  firm  are  conduct- 
ing one  of  their  special  sales  and  the  idea 
is  to  display  the  numerous  lines  with  prices 
attached.  To  do  this  a  lattice  is  built  close 
to  the  glass  with  boots  and  shoes  depen- 
dent in  the  spaces  with  prices  plainly  mark- 
ed. Mr.  Walsh,  who  has  made  the  art  of 
window  dressing  a  study  believes  that  out- 
side of  newspaper  advertising,  an  attrac- 
tive window  is  the  best  medium  for  pub- 
licity. "I  believe  that  a  window  should  be 
changed  at  least  once  a  week,"  said  Mr. 
Walsh  in  a  chat  with  your  correspondent. 
!  To  leave  goods  in  the  window  longer  is 
detrimental  to  them,  to  say  nothing  of  the 
ill  effect  on  trade.  To  alter  a  window 
oftener  the  same  goods  re-arranged  would 
answer  the  purpose  as  long  as  it  consti- 
tutes a  change — something  different  to 
catch  the  eye.  I  am  strongly  in  favor  of 
placing  the  prices  on  shoes,  though  at  one 
time  I  did  not  look  with  assent  on  the 
plan.  It  does,  of  course,  put  your  competi- 
tor wise,  but  then  one  must  forget  that  and 
look  at  the  interest  of  the  people.    If  you 


have  the  price  on  your  goods  the  passer-by 
is  more  liable  to  stop  whereas  he  or  she 
would  not  take  the  trouble  to  go  in  and  in- 
quire, no  matter  how  much  fancy  was 
taken  of  a  particular  line.  I  was  probably 
converted  to  the  idea  by  a  jewellery  win- 
dow I  once  saw  while  visiting  a  large  city. 
They  had  a  window  full  of  stuff  and  the 
articles  were  marked  from  one  dollar  up 
to  $800.  You  could  make  your  choice  from 
the  street  without  going  into  the  store. 
You  must  find  something  new  all  the  time 
to  catch  the  eye.  So  far  as  advertising  is 
concerned  I  see  that  our  newspaper  space 
is  changed  every  day,  following  out  the 
same  policy."  Mr.  Walsh  has  charge  of  the 
advertising  for  his  firm  as  well  as  all  win- 
dow trimming. 

A  Successful  Westerner. 

E.  J.  'Blaquier,  who  is  now  conducting 
a  wholesale  shoe  business  in  Regina,  Sask., 
and  meeting  with  a  generous  measure  of 
success,  has  a  very  large  personal  acquaint- 
ance with  the  Canadian  trade.  For  four 
years  he  was  on  the  road  for  the  Ames, 
Holden  Company,  covering  Newfoundland, 


E.  J.  Blaquier. 


the  Gaspe  coast,  Nova  Scotia,  New  Bruns- 
wick, and  Prince  Edward  Island.  Then 
for  seven  years  in  Western  Canada  he  was 
the  general  Western  agent  from  the  Great 
Lakes  to  the  Coast  for  a  number  of  leading 
firms,  and  conducted  a  successful  retail 
store  at  Port  Arthur.  He  disposed  of 
the  retail  business  last  year,  and  is  now 
engaged  in  the  wholesale  trade  in  Regina, 
in  company  with  George  H.  x\nderson, 
under  the  name  of  the  Prairie  Shoe  Com- 
pany, and  controls  the  output  of  a  num- 
ber of  leading  factories  in  the  prairie 
provinces.  He  has  made  a  success  of  his 
career  as  a  traveler,  as  a  retailer,  and  in 
the  jobbing  business.  It  is  said  by  his 
friends  that  iMr.  Blaquier  can  scrape  up 
more  than  six  figures  of  this  world's  goods 
■without  losing  any  sleep  over  the  transac- 
tion. 

Big  Concerns  Consolidate. 

The  Roberts,  Johnson  &  Rand  Shoe 
Company,  of  St.  Louis,  and    the  Peters 


Shoe  Company  have  signed  agreements  to 
consolidate  the  businesses  of  the  two  con- 
cerns with  a  capital  of  $20,000,000.  The 
agreement  will  become  effective  after  the 
annual  meeting  in  December,  when  officers 
foir  the  consolidated  firm  will  be  chosen. 
The  consolidated  company  will  operate 
eighteen  shoe  factories  in  St.  Louis  and 
vicinity,  and  will  have  8,500  employes. 

Took  Them  for  "  Scows  " 

Senator  Derbyshire,  of  Brockville,  famib 
iarly  known  as  "Uncle  Dan,"  and  also 
hailed  as  the  "Cheese  King  of  Canada," 
is  a  politician  with  a  glad  hand  and,  inci- 
dentally, large  feet.  He  is  often  jocularly 
reminded  of  his  ample  footing  in  the  com- 
munity. Some  years  ago  'boots  were  made 
with  extension  or  grass  edges,  which  gave 
the  pedal  extremities  of  the  wearer  an  ex- 
aggerated appearance.  The  Senator  bought 
a  pair.  He  was  visiting  a  cheese  factory 
one  day  at  Lyn  and  a  friend  accompanied 
him  to  the  station.  They  were  pacing  up 
and  down  the  platform  waiting  for  the 
train,  utterly  oblivious  to  the  rather  cur- 
iGUs  glances  of  two  Americans.  Mr.  Derby- 
shire wore  these  extension  sole  shoes 
which  were  apparently  size  twenty.  As 
soon  as  he  left  the  Americans  approached 
his  friend  and  inquired  if  the  big  gentleman 
lived  across  the  St.  Lawrence  River  in  New 
York  State. 

"No,"  he  answered,  with  surprise. 
"What  made  you  think  that?" 

The  Yankees  replied  that  they  were  sure 
he  resided  across  the  stream,  as  he  had  a 
pair  of  scows  to  ferry  him  over. 

Big  Liabilities  Shown. 

Commercial  failures  in  Canada  during 
July,  as  reported  by  R.  G.  Dunn  &  Co., 
show  a  pronounced  expansion  in  the 
amount  involved,  but  some  falling  off  in 
number,  as  compared  with  the  correspond- 
ing month  in  recent  preceding  years,  the 
latter  being  only  100  as  against  104  last 
year,  121  two  years  ago,  and  134  in  1908, 
while  the  liabilities  amounted  to  $1,557,398 
against  $802,566  last  year,  $985,997  in  1909, 
and  $1,218,132  in  1908. 

All  classes  show  more  or  less  increase 
in  liabilities,  those  in  manufacturing  being- 
thirty  in  number,  with  defaulted  indebted- 
ness aggregating  $632,791,  as  against  28 
for  $277,134  the  same  week  a  year  ago, 
and  28  for  only  $154,080  in  1909,  while 
those  in  trading  were  67,  with  liabilities 
of  $849,599,  against  73  for  $454,212  last 
year,  and  90  for  $813,917  in  1909. 

The  increase  in  the  liabilities  in  both 
these  classes  arc  to  a  great  extent  ac- 
counted for  by  the  suspension  of  a  manu- 
facturing concern  in  Manitoba  for  ap- 
proximately $300,000,  and  iby  a  trader  in 
Quebec  fur  over  $250,000,  the  elimination 
of  which  would  produce  a  fairly  favorable 
comparison  with  previous  years,  especially 
when  the  decrease  in  number  is  considered. 

In  addition  to  the  above,    there  were 
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three  defaults  in  the  brokerage  class,  with 
liabilities  of  $75,019.  against  the  same  num- 
ber last  year  for  $71,220,  and  five  in  1909 
for  $18,000. 


er.ts  has  been  limited.  In  misses'  and  chil- 
dren's goods  those  with  very  high  tops,  in 
dull  calf  and  tan,  are  in  constant  demand, 
and  have  been  all  the  season. 


News  Notes  from  Winnipeg. 

Muscovitch  Bros,  are  enlarging  their 
premises  and  adding  considerably  to  their 
stock  of  footwear. 

Mr.  MoArthur.  of  the  William  A.  Marsh 
Company.  Winnipeg,  has  left  for  the  Coast 
with  spring  and  summer  samples. 

Archie  Drysdale,  of  the  Ryan,  Devlin 
Shoe  Co..  is  spending  his  holidays  in  Peter- 
boro. 

Mr.  Cohen,  of  the  Moyer  shoe  establish- 
ment, has  taken  a  position  with  the  Regal 
store. 

W.  E.  Short,  representing  the  Kingsbury 
Footwear  Co..  of  Montreal,  was  in  the  city 
on  his  way  West  last  week. 

Harry  Stock  recently  made  an  automo- 
bile trip  to  Regina.  He  says  that  the  coun- 
try never  looked  better. 

Mr.  Davis,  formerly  with  the  Hudson 
Bay  Co.,  is  now  manager  of  the  New  Am- 
erican, for  W.  A.  Moyer,  on  Portage 
Avenue. 

Mr.  Caldwell,  of  the  Ryan,  Devlin  shoe 
store,  is  spending  his  holidays  in  London, 
Ont,  where  he  attended  the  reunion  of  the 
Old  Boys.  He  will  remain  a  month  in 
the  Eastern  markets. 

Mr.  McKinnon,  of  Willband  and  Robin- 
son, will  leave  shortly  on  his  holidays, 
and,  during  his  absence,  will  be  a  partici- 
pant in  an  interesting  event.  He  will 
spend  some  time  at  his  home  in  Toronto. 

A  Winnipeg  dealer  this  week  said: 
"Business  this  season  has  been  very  fair, 
but  there  has  not  been  the  demand  for 
oxfords  that  there  was  in  former  seasons. 
I  attribute  one  reason  to  so  much  rain.  All 
Western  Canada  is  in  excellent  shape,  and 
there  has  been  a  great  deal  of  building  go- 
ing on  in  Winnipeg.  The  prospects  for  an 
unusually  successful  fall  season  for  the 
shoe  line  are  very  bright.  Everywhere  a 
spirit  of  optimism  prevails  " 

George  Nickle,  a  member  of  the  Yale 
shoe  store,  attended  the  London  Old  Boys' 
Reunion.  He  will  visit  Philadelphia,  Roch- 
ester,  Toronto,  Montreal,  and  make  an  ex- 
tended visit  to  Detroit.  Mr.  Nickle  has 
been  in  Winnipeg  seven  years  and  has 
never  had  a  holiday  in  that  period  until 
the  present.  Mrs.  Nickle  accompanied  him 
His  daughter  has  been  spending  the  past 
few  weeks  in  Detroit. 

The  special  call  this  season  has  been  for 
dull  button  high  cuts.  Suedes  are  in  good 
demand,  but  the  number  of  patents  selling 
is  not  large.  The  better  class  of  tans  is 
Koing  well  and  also  evening  slippers  in  dull 
finidi  with  straps  and  beaded  vamps.  For 
men  tan  buttons  with  extreme  high  toes 
are  strong,  tout  the  number  of  sales  in  pat- 


Conditions  in  the  East. 

The  usual  midsummer  quietness  is  now 
on  among  the  Halifax  stores,  and  trade  is 
being  encouraged  toy  window  displays  of 
odds  and  ends  at  cut  prices,  says  the  Mari- 
time Merchant.  There  are  two  things  that 
make  for  a  quiet  shoe  trade  in  the  city  dur- 
ing the  last  half  of  July  .and  the  first  half 
of  August.  One  is  that  most  of  the  people 
who  want  light  weight  stuff  buy  in  June 
or  earlier ;  the  other  is  that  so  many  fam- 
ilies are  gone  to  the  country  for  holidays. 
This  means  closed  houses  and  a  loss  of  the 
servants'  trade,  as  they  have  either  gone 
with  their  employers  or  are  paying  a  visit 
to  their  own  homes  until  their  mistress 
returns  to  the  city.  A  retailer  who  talked 
with  us  on  Monday  said,  "We  are  not 
doing  much  more   than  mark   time  now 


until  fall  trade  gets  under  way,  and  this 
will  not  be  before  the  middle  of  the  month, 
although  new  lines  are  now  coming  in  and 
being  opened  up  in  preparation  for  busi- 
ness. We  think  the  signs  are  favorable 
for  a  very  good  business  this  fall." 

Speaking  further  with  regard  to  fall 
lines  the  same  dealer  said  that  there  is 
very  little  change  in  the  styles  for  winter 
as  compared  with  last  spring.  "The  winter 
is  not  the  time  for  introducing  new  shapes," 
said  he,  "and  so  whatever  new  things 
there  are  in  shoe  fashions  usually  come 
along  in  the  spring.  Values,  too,  are 
about  the  same  for  fall  as  they  were  last 
spring,  notwithstanding  the  advices  we 
have  been  getting  regarding  the  prospect 
of  higher  priced  leather  in  the  near  future." 
The  speaker  said,  too,  that  the  rubber  situ- 
ation at  present  does  not  show  the  ad- 
vance that  manufacturers  talked  of,  though 
what  may  develop  later  he  was  not  pre- 
pared to  say. 


JIM  ROBINSON'S  HOLIDAY  JAUNT 
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Gibraltar. 

Rock  from  the  Neutral  ground 


Site  viewed  for  a  new  rubber  factory. 
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Tanneries  Are  Getting  Busy 

Hides  May  Take  a  Drop— Shoe  Factories  Have  Spring  Samples  Nearly  Completed- 
Fall  Goods  Being  Shipped  by  Jobbers — Harness  Leather  Prices  Continue 
Firm — Prospects  of  Trade. 


Toronto,  August  15th. 

BOOTS  AND  SHOE S — August  is  a 
quiet  month  in  the  shoe  trade  generally, 
and  as  it  is  -between  seasons  there  is  not 
a  great  deal  doing  at  the  warehouses,  ex- 
cept in  getting  ready  and  shipping  fall 
leather  and  felt  goods  and  attending  to  the 
sorting  orders  that  come  in.  Collections 
are  reported  fair,  except  from  the  West, 
where  considerable  paper  has  been  re- 
turned. However,  it  is  said  that  this  is 
not  one  of  the  best  months  of  the  year  for 
payments.  Retailers  are  still  clearing  out 
all  their  low-cut  stock  and  odds  and  ends, 
and  making  preparation  for  the  presenta- 
tion of  new  fall  lines,  and  for  children's 
footwear,  which  many  of  them  feature  to- 
ward the  end  of  the  month  and  at  the 
beginning  of  next.  Few  travelers  are  now 
on  the  road.  The  representatives  of  To- 
ronto jobbers  and  manufacturers  who  cover 
the  West,  are  setting  out  again  in  a  few 
days  with  spring  and  summer  samples. 
Jobbers  generally  are  making  up  and  mark- 
ing their  spring  samples,  and  are  also  put- 
ting their  houses  in  order  to  meet  a  large 
number  of  retailers  who  always  visit  To- 
ronto during  the  two  weeks  of  Exhibition, 
to  meet  others  in  the  trade  and  sort  up. 
All  the  travelers  are  right  on  the  spot  and 
see  that  their  customers  are  not  neg- 
lected. Wholesalers  have  also  special  lines 
and  snaps  which  they  clear  out  at  reduced 
prices.  The  first  seven  months  of  the  year 
have  resulted  in  a  satisfactory  business  for 
the  various  shoe  houses  and  the  prospects 
of  heavy  placing  for  spring  and  summer 
footwear  are  bright,  in  view  of  the  abun- 
dant harvest  not  only  in  Ontario  but 
throughout  the  West. 

TALLOW— The  market  locally  is  quiet 
and  there  is  not  much  being  offered  at  this 
season.  In  Chicago  the  situation  is  strong 
with  a  good  demand,  and  the  active  buying 
recently  has  reduced  stocks.  The  market 
i'broad  is  a  shade  easier.  Local  figures 
are : 

Washed   fleece    18  20 

Unwashed  fleece   >  12  T4 

Rejects    T5 

WOOL— Conditions  are  normal  and 
slocks  about  as  usual  at  this  time  of  the 
year.  Conditions  in  Chicago  continue  slow 
and  only  small  lots  are  being  sold  at  steady 
figures.  Congress  has  agreed  on  a  flat 
rate  o'f  29  per  cent,  on  raw  wool.  To- 
ronto prices  are  : 

plo.  I  cake   

'No.  2  cake    4XA 

mo.  1  solid    5lA 

No.  2  solid   4  5 

HIDES— All    the    hides    that    are  now 


coming  in  from  the  country  are  good,  and 
there  is  no  complaint  on  that  score.  The 
tone  of  the  market  is  weaker  and  prices 
may  be  reduced  a  cent  this  week.  Toronto 
buyers  say  that  this  is  caused  by  the  per- 
sistent hanging  out  of  the  tanners,  who 
contend  that  they  cannot  pay  the  figure 
asked,  as  the  quotations  which  they  are 
able  to  command  for  leathers  do  not  jus- 
tify the  high  ones  for  city  hides.  Shear- 
lings are  coming  in  in  fair  quantities,  but 
the  season  for  lambskins  is  over.  A  fairly 
active  market  rules  in  Chicago.  In  coun- 
try hides  the  situation  is  somewhat  mixed, 
owing  to  the  recent  break  in  packer  mar- 
ket, which  reflects  a  slightly  easier  ten- 
dency in  the  country  selections.  Stocks 
are  light  in  Chicago.  The  Toronto  quo- 
tations are : 

No.  1  insp.  steers  and  cows  12^2 
No.  2  insp.  steers  and  cows  11^ 
No.  3  insp.  steers  and  bulls  io}i 
Country  hides  (green)  flat  ..  ioJ/2 
Country  hides    (cured)    flat..  11^ 

Lambskins   ■  25  50 

Shearlings   4°  5° 

Horse  hides,  No.  1    300 

Horse  hides,  No.  2    2.00 

LEATHER— Tanning  conditions,  so  far 
as  activity  and  output  are  concerned,  are 
showing  marked  improvement,  and  upper 
leather  tanners,  who  have  been  operating 
on  a  small  scale  all  the  spring  and  sum- 
mer months,  are  now  going  at  a  much 
faster  gait.  Shoe  factories,  while  not 
rushed,  are  getting  busier,  and  expect  a 
good  fall  business.  They  are  making  more 
inquiries  for  leather,  and  things  seem 
brighter,  although  the  summer  months  have 
been  rather  quiet  for  a  number  of  footwear 
plants.  Harness  leather  is  decidedly  firm, 
and  the  new  price  lists,  which  were  sent 
out  by  these  tanners  a  few  weeks  ago, 
show  an  increase  of  from  one  to  two  cents 
per  foot.  There  is  a  good  demand  for  har- 
ness leather  all  over  the  country.  The 
leather  situation  is  not  causing  as  much 
uneasiness  to  the  tanners  as  it  was  a  few 
days  ago.  The  tone  is  slightly  easier. 
One  tanner  remarked  the  other  day  thai- 
buyers,  who  should  be  in  a  position  to 
know,  often  did  not  understand  the  differ- 
ence of  about  two  and  two  and  a  half  cents 
which  always  existed  between  packer  and 
country  hides.  He  said  -they  should  re- 
member that  the  reason  for  the  higher  price 
of  packer  hides  is  that  'aimers  secure  them 
in  first  class  condition  in  every  way.  They 
are  well  trimmed,  well  cleaned  up,  and 
strictly  select  stock,  according  to  the  con- 
dition of  sale.  Country  hides,  which  are 
sold  flat,  are  often  cut  up  and  are  dirty, 


badly  trimmed,  and  possess'  other  defects 
which  packer  hides  do  not.  It,  therefore, 
frequently  pays  the  tanner  to  give  the  dif- 
ference for  packer  products,  which  prove 
the  cheaper  in  the  long  run. 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)  27  30 

No.  2  Spanish  sole  (for  job- 
bing)  26  29 

No.  1  Span,  sole  (for  mfg.)  27  28 

No.  2  Span,  sole   (for  mfg.) 26  27 

No.  3  Span,  sole  (for  mfg.)  24  25 

No.  1  oak  sole                        34  39 

No.  2  oak  sole                         31  35 

No.  1  oak  sole  bends                51  56 

No.  1  slaughter  sole,  heavy. .  31  32 

No.  1  slaughter  sole,  medium  31  32 

No.  1  slaughter  sole,  light..  31  32 
Harness  leather — 

No.  1  U.  O.                             38  39 

Rejected  U.  0                        37  38 

No.  2  U.  0                           35  37 

Hemlock  Country  Harness — 

No.  1                                       33  34 

No.  2                                         32  33 

Upper,   heavy   48  5° 

Upper,  light  and  medium            50  55 

Upper,  grained                          !9  21 

Kip  skins,  French   1.1S  x-28 

Calf  skins,  French  t  1-43  i-°2 

Veal  kips,  Canadian                  75  80 

Hemlock  calf                           75  9° 

Imitation  calf   85  95 

Splits,  light  and  medium   ...  20  22 

Splits,  heavy   22  24 

Splits,  junior                             18  20 

Patent  colt,  per  foot               30  4° 

Fat.  chrome  sides,  per  ft          28  31 

Enamel  cow,  per  ft                   20  22 

Pebble  grain                            17  19 

Buff                                       18  20 

Colored  buff   20  22 

Russets,  extra  hvy.,  per  doz.  $10  $12 

Shoe  russets,  per  lb                 45  5° 

Russets,  No.  2,  all  grades,  lb.  30  35 

Glove,  russets,  per  doz.  ...$6.00  $9.00 

CUT  SOLES— The  general  outlook  is 
good  and  the  market  is  firmer.  In  outsoles 
the  situation  is  stronger  and,  although  there 
are  no  changes  in  prices,  a  better  feeling 
prevails.  Tanners  of  bottom  stock  are 
busy. 

OUTSOLES. 

Oak—  Gauge  Price 

Men's,  No.  1    7-12    30  45 

Men's  No.  2    7-12    27  42 

Women's,  No.  1    5-8     t8  23 

Women's,  No.  2    5-8     16  21 

Spanish — 

Men's,  No.  1   7-12   26  41 

Men's,  No.  2    7-12    23  38 

Women's,  No.  1    5-8     16  21 

Women's,  No.  2    5-8     14  l9 

SHAPED  HEELS. 

Size.  Price. 

Men's    5-8—10-8  8— 15c  pr. 

Women's   5-8—13-8  7~ he.  Pr- 
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Factories  at  a  Fair  Capacity 

Quebec  Shoe  Makers  and  Jobbers  Report  an  Improved  Demand — Hide  Market 
Develops  More  Strength— Small  Supply  of  Wool — Very  Little  Doing 
in  the  Findings  Line — A  Promising  Outlook. 


Quebec,  August  14th. 
BOOTS  AXD  SHOES— Manufacturers 
hi  Quebec  are  running  their  shops  at  a 
fairly  good  capacity  on  orders  that  are 
still  coming  freely.  They  are  also  busily 
engaged  in  the  preparation  of  fall  orders. 
It  is  evident  that  the  consumption  is  much 
better  than  it  was.  There  is  now  a  quiet 
feeling  of  confidence  among  the  trade  that 
did  not  exist  some  weeks  back.  This  con- 
tinuance of  the  present  rate  of  progress 
has  surely  made  August  more  than  a  nor- 
mal month  for  the  boot  and  shoe  industry. 
Jobbers  report  that  the  market  is  in  a 
very  good  condition.  Their  travelers  say 
that  while  dealers  are  still  inclined  to  buy 
from  hand  to  mouth  they  are  taking  more 
interest  in  their  requirements.  In  fact, 
booking,  generally,  shows  an  improvement 
on  last  year.  The  retail  trade  continues  to 
advance,  the  recent  warm  weather  being 
provocative  of  muoh  new  business.  Re- 
tailers say  that  they  are  very  well  satis- 
fied for  this  time  of  the  season. 

HIDES— During  the  month  the  hide 
market  has  developed  some  strength  on  ac- 
count of  the  better  quality  beginning  to  ar- 
rive, and  a  better  feeling  than  has  been 
felt  for  some  time  is  noted. 

It  is  true  that  tanners  are  not  anxious 
pile  up  a  large  reserve  supply  of  hides, 
but  as  their  stock  is  light,  they  have  to 
buy  to  face  the  demand  of  factories,  which 
is  much  more  that  it  was  last  year  at  this 
season.  The  outlook  favors  a  continuance 
of  the  present  conditions,  but  it  is  prob- 
able that  the  actual  prices  will  now  re- 
main unchanged  for  a  while.  The  latest 
quotations  are : 

Sheepskins  25  75 

Sheep  clip  skins  10  35 

Lambskins  15  5° 

City  and  country  hides  quotations.  Prices 
to  butchers: — 

No.  1  quoted  io}4 

No.  2  quoted   9/4 

No.  3  quoted  

CALFSKINS:— 

City  and  country  prices: — 

No.  1  quoted  14 

No.  2  quoted  12 

WOOL — There  is  a  good  tone  to  the 
wool  market  just  at  present,  and  trade  has 
continued  to  be  very  satisfactory  all 
through  the  month.  It  is  reported  that 
manufacturers  have  a  small  supply  to  meet 
the  large  demand.  They  would  like  to  work 
at  a  better  pressure,  but  :hey  cannot  ob- 
tain from  butchers  the  necessary  raw  wool, 
on  account  of  the  scarcity  of  sheep  coming 


on  the  meat  market.  A  few  fluctuations 
have  been  registered  in  prices.  The  most 
important  are  the  Canadian  pulled  wool, 
which  has  an  advance  of  four  cents  since 
our  last  report.    We  quote : 

Canadian  pulled  wool  22  26 

Washed  fleece  24  28 

Unwashed  fleece  16  18 

Greasy  cape  18  22 

Medium  20  22 

FISH  OILS — No  improvement  has  been 
noticeable  in  the  shoe  findings,  and  ftfr 
the  present  there  is  very  little  movement 
to  report.  Transactions  are  somewhat 
sluggish,  and  quietness  still  continues.  It 
is  expected  that  this  condition  of  affairs 
will  not  last  much  longer,  as  manufac- 
turers must  soon  be  placing  larger  orders 
than  at  present.    Prices  are  unchanged : 

Cod  oil,  Gaspe,  gal                   23  40 

Sea-hog  oil                              35  38 

Sea-wolf  oil,  refined                  35  37 

Whale  oil,  No.  1  refined,  gal .  1 . 80  1.85 

Whale  oil,  No.  2,  refined  ....  1 . 77  1 . 82 

Whale  oil,  No.  1 ,  ordinary. .  .  1 . 74  1 . 80 

Whale  oil,  No.  2  ordinary, . . .  1 . 72  1 . 78 

Cod  oil  pure  Newfoundland      30  32 

Liverpool  salt                          50  60 

TALLOW— Trade  is  dull  and  the  market 
quiet.  No  sales  of  consequence  are  re- 
ported, and  we  quote  extra  tallow  at  6^c. 
per  pound. 

SHOE  FINDINGS— Although  there  is 
activity  in  the  leathers,  the  shoe  findings 
trade  for  this  time  of  the  year  is  very 
quiet,  and,  compared  with  the  same  period 
last  year,  is  insufficient.  The  present  situ- 
ation is  due  to  a  considerable  quantity  of 
American  products  on  the  Canadian  mar- 
ket. During  the  month  there  have  been 
few  shoe  findings  selling.  Prices  continue 
firm  at  former  figures. 

Leather,   friction   and  fibre 

board   3K  6 

Union  leather   8  9 

Stiffner's,  union   1  3 

Stiffner's  leather  board,  per 

100  pounds  75       1 . 15 

Insole  leather   7  8 

Leather  board,  per  lb   2  3 

LEAT H ER — The  market  has  strength- 
ened and  sales  have  improved  all  along  the 
line.  Prices  have  advanced  slightly,  the 
most  noticeable  being  for  buff  leather  and 
box  kids.  These  are  in  considerable  de- 
mand with  harness  leathers.  Manufac- 
uircrs  have  been  more  liberal  in  placing  of 
orders,  but,  as  stocks  are  limited,  tanners 
are  obliged  to  work  hard.    In  a  conversa- 


tion with  your  correspondent,  a  tanner 
said  that  retailers  will  surely  have  to  ad- 
vance the  price  of  boots  and  shoes  at  least 
25  per  cent.,  on  account  of  the  continuous 
increase  in  leather.  Export  trade  is  good. 
The  general  tone  of  the  market  is  very 
fair,  as  a  busy  season  is  anticipated. 

No.  1  U.  0  36 

Rejected   33 

No.  2   32      39  i| 

Kangaroo   15  16 

Splits,  senior,  per  lb   28 

Splits,  junior,  per  lb   27 

Splits,  senior,  per  foot   3  8 

Splits,  H  and  Mm,  per  foot . .  8 

Splits,  M,  per  foot   6 

Splits,  Lm,  per  foot   5)4 

Splits,  junior,  per  foot   4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  HM,  per  lb.  32 

Splits,  trimmed,  M,  per  lb . . .  32 

Pebble,  AL   15 

Pebble,  ALM   15X 

Pebble,  AM   14 

Pebble,  AHM   16 

Buff,  AM   15 

Buff,  AH   16 

Moccasin  leather,   red,  per 

stamp  weight  lb,   10 

Oil  grain  (Quebec)  per  foot.  .  17  18 

Wax  upper,  heavy   40  42 

Wax  upper,  light  and  med.. .  38  44 

Horsehides   3 

Glove  grain   15  17 

Heavy  grain   15  17 

Patent  cow   2i}4  23^ 

Patent  cow  chrome   21  23 

Heavy  upper   19  20 

Grained  upper   1 9  X    2  0  X 

Scotch  grain   20  21 

Dongola  kid   14  21 

Patent  kid   36  46 

White  alum   11  15 

Sumac   q}4  11 

Col.  sheep   10  12 

Napa  sheep   9K  11 

India  kid   11  13 

Patent  colt   36  46 

Harness   40  42 

French  kip  skins   94    1 . 05 

English  kip  skins   55  65 

Canadian  kip  skins   61  65 

Hemlock  calf   70  85 

Light  calf   70  80 

French  calf  1 . 10  1.65 

Degras  

Sumac  $69.00 

Gambier   5X     6  X 

Hemlock  extract   4  X  5 

Hemlock  bark,  per 

cord   8.00       7 -50 

Oak  extract   4  4X 

Mineral  tanners'  ex- 
tract  6"         7lA  ] 

Scuth,  lb    4 

TANNERS'  MATERIALS— The  market 
continues  fairly  steady,  with  unchanged 
prices.  The  usual  volume  of  business  is 
reported,  and  the  supply  for  the  demand 
is  ample. 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


BERLIN 


ONTARIO 


TANNERS   OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain  Leathers,   Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Established  Over  Half  a  Century 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


THE  A.  P.  CIMON  SHOE  MANUFACTURING  CO. 

Keep  Your  Feet  Dry 
Supremacy 

In  Material,  In  Workmanship,  In  Appearance, 
In  Service,  In  Water  Resistance 

And  if  you  are  open  to  conviction  wait  until  our  Salesmen 
call  on  you  with  our  z8a  different  styles  of  MEN'S  WELT  and 
WOMEN'S  WELT  and  MACKAY.    280  styles,  no  more,  no  less. 
No  matter  what  your  position  is  in  life,  we  make  shoes  to 
KEEP  YOUR  FEET  DRY 
Our  Salesmen  are  now  on  the  road  from  coast  to  coast 
OUR  PRICES  ARE  RIGHT 
OUR  SHOES  ARE  PERFECT 

The  A.  P.  Cimon  Shoe  Manufacturing  Co.  Limited 

322  Papineau  Avenue,      -  Montreal 


W.H.Staynes&  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDBS,"  Leicester. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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4  FEW 


ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way.  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond  -♦-trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monlque  Sts.    ■     MONTREAL,  QUE. 
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LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines — all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  J^S^^X: 


FRANK  Sz  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


CUTTING  DIES 

of  every  Description  for 
Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  Work  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E  3778 


s*e  Bonner  Leather  Co. 


•  cKCanufaclurers* 


GLAZED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom :  214  LEUCINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


gSSO^ALL  KINDS  OF^0^N- 

BLACK    SHOES  %JHh 

f£  BULLY  sg 
P  *  SHINE  S 

'  BLACKS,POLISHEs.  +J\ 


'ST60' 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

GILT  EDGE."   Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.  Imparts 

a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity .  Finest  quality .  Polishes  without  rubbing.  Retails  26c. 
"BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes,  softens  and 

preserves.  Contain  oils  and  waxes  to  polish  and  preserve  the  leather.  Also  Russet  Bully  Shine  for  tan  leathers.  Large  tin 

boxes.  Boxes  open  with  a  key.  Retails  10c. 
"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10c. 

"DANDY"  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 

"ELITE"  COMBINATION.   For  those  who  take  pride  in  having  their  shoes  look  Al.     Restores  color  and  lustre  to  all  black 

shoes.  Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liqnid  form,  so  can  be  quickly  and  easily  applied.  A 
sponge  in  every  packet  so  always  ready  for  use.     Two  sizes,  retails  for  10c.  and  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  W H ITT E MORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 

BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU   WANT  THE  BEST 
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DUCLOS  ©.  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling". 

Office  and  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 
301  Aird  Ave. 
MONTREAL 


ESTABLISHED  IN  1869 

Oldhst  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Ask  for  prices  on 
Shoe  Racks  and  dicing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 


Makers  of 

Men's,  Boys',  Youths'  and 
Little  Gents'  Medium 
and  Staple  Lines 


BOOTS  AND  SHOES  THAT 
STAND  ROUGH  WEAR 


FOR 


PROSPECTORS,  SURVEYORS, 
CRUISERS,  RIVER  DRIVERS 


IN 


STANDARD  SCREW  AND  GOODYEAR  WELTS 

C.  B.  Dayfoot  ®.  Co. 

GEORGETOWN       -        -  ONTARIO 


The  campaign  which  we  have  heen  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (SL  CO., 

LYNN,  Mass.,  U.S.A. 


F.  E.  Atteaux  &  Co. 

Boston     :-:     :-:     :-:  Montreal 

Specialists  to  Tanners 
Dyestuffs  Colors  &  Chemicals 
For  Leather 

EGG  YOLK 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given   To  Export  Trade 
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JOHN  CLEMSON,  LTD. 


Little  Gent's,  Children's,  and  Nursery 
Boot  and  Shoe  Manufacturers 


DERBY 


Telephone :  No. 

Manufacturers  of  the 
Celebrated 

"  VICTORY" 
BranM 

In  Rivetted,  Machine 
Sewn,  Welted,  Veldt- 
schoens  and  Turnshoes 

In  4  to  6,  7  to  10, 
11  to  1,   2  to  5. 
Endless  Varieties  in  Turn 

Boots  and  Shoes 
for  Children  and  Maids. 


ENGLAND 


ESTABLISHED 
71. 


OVER    HALF    A  CENTURY 

Telegrams  :    "Victory,  Derby. 


SMART  SHAPES 


NEWEST 
DESIGNS 


EXQUISITE 
FINISH 


SPECIALITIES: 

LITTLE  GENT'S 
WELTED  AND 
MACHINE  SEWN. 

See  our  Ideal 
Boys'  "SCOUT"  Boot. 

Special  facilities  for 
Export  Trade. 


We  want  our  goods  to  be  as  well  known  in  Canada  as  they  are  in  England,  South  Africa,  Australia,  New  Zealand,  India  and  Egypt 
CORRESPONDENCE  IS  SOLICITED  FROM  A  FEW  LEADING  CANADIAN 
JOBBERS  WITH  A  VIEW  TO  HANDLING  OUR  LINES  IN  THE  DOMINION. 
Goods  can  be  purchased  unbranded  or  branded  with  our  well  known  trade-mark  "VICTORY." 


You  Should  TaJ^e  a  Keen  Interest  in  the  October 
Salesmanship  Competition  for  Retail  Clerks 

The  development  of  a  higher  grade  of  sell-  in+o  the  bargain.    The  possibilities  of  good 

ing  ability  in  the  retail  stores  throughout  Can-  salesmanship  are  tremendous  when  you  come 

ada  would  mean  the  consumption  of  a  surpris-  to  think  of  it. 

ingly  greater  quantity  of  merchandise — even  The  monthly  salesmanship  competition  be- 
though  our  population  remained  stationary.  ing  conducted  by  the  Shoe  and  Leather 
The  point  is  that,  by  proper  selling  methods,  Journal  has  aroused  a  wide  interest,  and  some 
a  shoe  retailer  can  induce  his  customers  to  of  the  experiences  entered  have  been  excep- 
purchase  more  and  better  goods  than  they  tionally  good.  Following  are  the  prizes 
otherwise  would,  and  they'll  be  better  pleased  offered: 

ist   $5.00  CASH 

2nd   $3.00  CASH 

3rd   $2.00  CASH 

4th   $1.50  CASH 

In  addition  to  this,  we  will  pay  $1.00  for  all  experiences  that  do  not  happen  to  be  among 
the  prize  winners,  but  which  we  consider  worth  publishing. 

THE  OCTOBER  COMPETITION  CLOSES  SEPT.  20th. 
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Nugget  Polish  Co.,  Limited    23 

Packard,  L.  H.,  &  Co.,  Limited  ....  24 

Quaker  Shoe  Co.,  The    54 
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Staynes,  W.  H.,  &  Smith    51 

Steel  Shoe  Co   8 

Tebbutt  Shoe  &  Leather  Co  26 

Trickett,  H.  W.,  Limited    19 
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If  you  wish  a  deep  and  bold  embossing 
effect  and  a  fast  working 
Machine,  take  the 

Moenus  Altera 

TYPE  1910 

Beware  of  weak  imitations. 
Yearly  Output  200  Altera  Machines. 


Write  for  the  prices  to  the 

MOENUS  MACHINE  WORKS 

FRANKFURT  ON  MAIN,  GERMANY 


WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the  <^^>  trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      -      MONTREAL,  QUE. 


We  put  this  trademark  on  the  best 
Rubbers  that  can  be  made 


The  Gutta  Percha  &  Rubber  Manufg  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street     -     TORONTO,  CANADA 


(  NOT  IN  ANY  TRUST  ) 

Samples,  Illustrated  Catalogues,  Price  Lists, 
Etc.,  from  the  following  Selling  Agencies:- 


W.  B.  Hamilton  Shoe  Co.,  Limited 
D.  D.  Hawthorne  &  Co. 
J.  D.  King  Co.,  Limited 


TORONTO 


QUEBEC 
J.  H.  Larochelle,  Picher  &  Co. 

PROVINCE  OF  QUEBEC 


HAMILTON 
The  John  McPherson  Co.,  Limited 
LONDON 


The  Eastern  Townships  Shoe  Co.,  St.  Hyacinthe,  Que. 
Louis  McNulty,  St.  Johns,  Que. 


MARITIME  PROVINCES 


Sterling  Bros.,  Limited 
Coates,  Burns  &  Wanless 


Waterbury  &  Rising,  St.  John,  N.  B. 
J.  W.  Boyer  &  Co.,  Victoria,  N.  B. 


COLLINGWOOD 
C.  Stephens  Co.,  Limited 
COBALT 

The  Northern  Canada  Supply  Co.,  Limited 

BROCKVILLE 
The  J.  A.  Johnston  Co. 

MONTREAL 


Wm.  A.  Marsh  Co.,  Western  Limited 
The  Winnipeg  Rubber  Co.,  Limited 


MOOSE  JAW 
Mitchell,  Hembroff,  Maybee,  Limited 

CALGARY 
The  Winnipeg  Rubber  Co.,  Limited 

VANCOUVER 
Vancouver  Rubber  Co.,  Limited 


WINNIPEG 


James  Linton  &  Co. 
Plyde  Shoe  Co. 
Canada  Shoe 
A.  Corbeil 

Hudson  Bay  Knitting  Co. 

G.  P.  &  R.  Mfg.  Co.  of  Toronto,  Limited 


PTEMBER  1st  TORONTO  1911 
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Black  Diamond  Chrome  Patent  Leather 
—is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 
Tan  Gun  Metal  Calf— especially  adapted 
for  Men's  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Blacks. 

OTHER  PRODUCTS 

Glove  Leather- A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather- In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock- 
Hub  Gum  Soles. 

A.  C.  LAWRENCE  LEATHER 

COMPANY 

9  5   SOUTH   STREET,  BOSTON 

«jc«r    YORK   621  Broadway  ,  „  J^S? 

GLOVERVILLE,  SO  So.  Main  St.  605-6 


DnrHVVTER  CINCINNATI.  632  Sycamore 
ROCHESTERd^  STVLOUIS,  705  L«cas  St. 


Power* 
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McKays  and 
Turns 

Men  s,  Women's,  Little  Gents' 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  <&  SON 

Manufacturers  to  the  Jobbers 
583-585  St.  Timothy  St.  Montreal 


Where 

Amherst  i 

<su  MAKE 

EXCELS 


pi"*1 


TIPS 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  Tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 
Exclusive  Selling  Agents: 

CHICAGO  TANNING  CO. 

MONTREAL,  QUE.,  59  St.  Peter  Street 
CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS         GLOVERSVILLE,  N.  Y.        ST.  LOUIS,  MO. 


128  Summer  St. 


1 1  Cayadutta  St. 


619  E.  Eighth  St. 


to  get  the  best  glove 
the  best  leather 


use 


The  best  of  glove  makers  cannot  make 
good  gloves  from  poor  leathers.  But 
he  can  make  the  best  gloves  from  Na- 
tional leathers.  For  National  leathers 
are  made  from  the  best  hides  by  the 
best  process.  They  are  tanned  right  and 
colored  right,  and,  what  is  even  more 
important,  they  are  not  hurried  through. 
After  they  have  been  tanned,  six  months 
elapses  before  they  are  colored,  and 
that  six  months  "aging"  coming  just 
at  the  proper  time,  adds  to  the  leather 
a  strength  and  pliability  to  be  obtained 
in  no  other  way. 

Use  National  leathers  and  make  the 
best  gloves. 

NATIONAL  LEATHER  COMPANY 
OF  CANADA,  LIMITED,  TORONTO 
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90  RICHMOND  ST.  W 

Just  West  of  Bay  St. 

This  is  the  address  of 
our  new  warehouse.  We 
are  now  in  the  new  place 
and  shall  be  glad  to  have 
our  friends  call  and  see 
us  during  Exhibition. 

We  are  offering  some 
Extra  Special  Snaps  for 
the  next  two  weeks. 


CHAS.  TILLEY  &  SON 

90  RICHMOND  STREET  W. 

MANUFACTURERS    TORONTO   JOBBERS 
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1913  Waterproof  Calf 

(THE  LEATHER  THAT'S  AHEAD  OF  ITS  TIME) 

WATERPROOF  BUT  NOT  GREASY.  A  LIGHT- 
WEIGHT SHINY  CALF  FOR  FINEST  SHOES 

Don't  buy  another  skin  of  upper  leather  till 
you  see  1913,  for  it  is,  we  honestly,  believe  as 
fat  ahead  of  anything  on  the  market  as  its 
name  implies.  1913  will  make  absolutely 
waterproof,  the  finest,  dressiest  shoe  that 
leaves  your  factory* 

Rubber  wont  turn  water  quicker,  but 
1913  is  as  free  from  greasy  appearance  as  any 
summer  leather.  It  is  as  damp-resisting  as 
leather  can  be  made  but  it  doesn't  look  it. 
The  waterproofing  is  there  and  goes  deep  down 
into  the  fibres  but  it  doesn't  show. 

We're  putting  a  skin  to  a  strenuous  test 
that  we'll  tell  you  about  next  issue  but  don't 
lose  a  minute  in  getting  better  acquainted  with 
1913.    Write  for  a  sample  to-day. 


DAVIS  LEATHER  CO.  LIMITED 

NEWMARKET,  ONT. 
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Factory  No.  1 


AMES-HOLDEN 

In  a  few  days  you  will  meet  face  to  face  the  salesmen  carrying 
the  Ames-Holden  and  McCready  Spring  1912  lines. 

These  men  are  known  to  you.  And  the  Ames-Holden  and 
McCready  shoes  are  known  to  you — and  they  have  been  familiar 
to  Canadians  for  half  a  century. 

But  never  have  these  representatives  been  able  to  show  you 
Spring  samples  such  as  this  season's.  Never  have  they  had  the 
particularly  interesting  story  to  tell  you  that  they  will  have 
this  trip. 

Hear  their  story  before  you  buy.  There  are  many  things 
you  will  want  to  be  posted  on  before  you  order.  Knowing 
afterwards  will  not  benefit  you. 

Ames=Holde 


Makers  of  Reliable  Sho< 
MONTREAL,  TORONTO,  ST.  J  OH  IN,  W I  IN  IN  I  > 
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AMES  HOLDEN  M^CREADt 

•  LIMITED 


Deldrimier 
MONTREAL.  Canada 


Factory  No  2 


McCREADY 

As  a  foreword  we  want  to  tell  you  that  there  never  has  been  shown 
in  Canada  a  range  of  shoes  equalling  the  Ames-Holden  and 
McCready  Spring  191 2  line. 

No  one  manufacturer  has  had  the  facilities  to  make  such  shoes. 

A  number  of  new  lasts,  made  especially  for  us,  are  shown.  Our  pat- 
terns are  the  high-priced  product  of  America's  most  expert  designers. 

Leather  and  findings  are  the  best  that  money  can  buy.  The 
shoes  are  made  by  workmen  who  are  specialists  in  their  particu- 
lar lines  of  production. 

In  short,  they  are  shoes  such  as  only  a  concern  capable  of  highest 
specialization  can  make. 

Good,  honest  footwear,  stylish,  and  saleable  at  a  profit.  "Come 
Back  Again"  shoes.  Shoes  that  can  be  judged  on  their  merits. 
Your  best  interests  demand  that  you  hear  our  story  before  you 
place  your  Spring  order. 

IcCready  Limited 

*'L  People  and  ALL  Occasions 
IUQARV,  EDMONTON,  VANCOUVER 
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Get  After  Spri 
By  Handling  RI1 


One  last  in  three  different  widths 
toe  in  each  size  and  style  means 
quick-selling  line.  It  means  less  troubl 
some  sorting  and  no  dead  stock  carrie 
over  to  the  next  season. 

These  reasons  alone  should  decide  you 
place  your  order  for  our  new  "Troop© 
last  in  all  our  men's  styles  for  Sprin 
There's   another.    Transient  buyefc 
become  regular  customers;  they  gl 
maximum  comfort  in  the  style  thl 
suits  their  fancy. 

Ask  our  travelers.  They're  on  til 
way  to  see  you. 


RIDEAU  SH 

MONTREAL  I 
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siness  Hot  Foot 
J  "Trooper"  Last 

iere  are  three  more  Rideau  Styles  on  the 
opular  "Trooper"  last.  The  cuts  are  exact 
jpresentations  of  these  shoes,  and  a  glance  will 
bow  you  the  reason  for  their  popularity.  It  does 
ot  require  expert  salesmanship  to  sell  them.  They 
lake  their  own  appeal.  You  can't  afford  to  over- 
>ok  them  in  your  campaign  for  spring  business. 

Jo.  4  is  a  classy  Patent  Blucher  Oxford,  Medium 
Vide  Toe.   Sure  to  be  a  strong  seller. 

Wll  catch  many  young  men  by  the  natty  Gun 
4etal  Calf  Button  Oxford  with  the  Narrow 
oe,  as  shown  in  cut  No.  5. 

Jo.  6  is  another  deservedly  popular  shoe.  A 
'atent  Button  with  Medium  Width  Toe. 

)ur  $3.50  Women's  Welts  are  flexible  and 
all  boom  your  women's  trade.  An  exceptionally 
ne  line. 


COMPANY 

CANADA 


No.  6 
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REGARDLESS   OF    THE    NATURE    OR    SIZE    OF   YOUR  BUSINESS 
or  how  much  or  how  little  bookkeeping  you  do,  a  Burroughs  Bookkeeping 
Machine  will  help  you  handle  every  item  of  figure  work  better  and  at  a  saving 
of  at  least  half  the  time. 

It  reduces  the  work  and  worry  of  figure  detail  to  a  minimum  and  allows  the 
greatest  amount  of  time  for  solving  the  real  money  making  business  problems.  It  does 
away  with  the  time-eating,  money- wasting  "checking-up"  process.  One  hundred  and 
twenty  thousand  users  never  think  of  checking  up  a  Burroughs  calculation. 

Increase  your  efficiency;  let  us  know  your  business  and  we  will  let  you 
know  just  how  this  modern  business  aid  is  paying  others  in  your  line,  and  how 
it  will  pay  you  to  own  a 

Burroughs  Bookkeeping  Machine 

ADDITION,  MULTIPLICATION,  SUBSTRACTION  AND  DIVISION 


WHAT  THE  MACHINE  DOES: 

It  acids,  subtracts,  multiplies,  and  divides; 
computes  interest,  discount,  commission,  etc. 

It  makes  up  balance  sheets,  statements, 
check  journals,  pay  rolls,  inventories,  accounts 
receivable,  etc.,  and  business  forms  of  every 
kind.  It  audits  ledgers,  sales  books,  cash  book, 
invoices — all  accounts,  records  and  statements. 

It  lists  freight  and  express  packages,  checks 
statistics,  recapitulates  sales,  proves  postings, 
bank  balances,  etc. 

In  addition,  keep  in  mind  the  Burroughs 
Service,  which  means  a  perfect  machine  to 
begin  with  and  a  lifetime  of  uninterrupted  ser- 
vice from  any  Burroughs  model  you  may 
purchase. 


BURROUGHS  SERVICE: 

From  the  moment  the  Burroughs  is  placed 
in  your  office  it  must  give  you  uninterrupted 
return  on  your  investment. 

Burroughs  Inspection  Service,  with  a  Sta- 
tion near  every  user,  insures  protection  from 
delays  from  accident  of  the  machine. 

Burroughs  Systems  Service  collects,  com- 
piles and  distributes  to  Burroughs  users,  if 
interested,  the  best  accounting  ideas  and  forms 
and  systems  gathered  from  130,000  users  in  all 
lines. 

Burroughs  Invention  Service  is  constantly 
developing  new  mechanical  ideas  for  the  bene- 
fit of  Burroughs  users,  at  a  small  cost  to  them. 


Burroughs  No.  9  Model 
Hand  or  Electric 


Prices  $175  to  $850— on  easy  payments,  if  desired. 

Ask  for  the  following  free  books:  "Why  Don't  You 
Go  Home"  (for  small  houses),  "Better  Day's  Work'- 
(for  all  houses),  "Cost-Keeping  Short  Cuts"  (for  cn*t- 
keeping  departments). 

Burroughs  Adding  Machine  Company 

D.  W.  £axe,  Sales  Manager 

146  Bay  Street,  Toronto,  Canada 

Roster  2277 
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Some  Advice  About  Patent  Leather 

CJ  We  are  ready  for  the  rush  of  orders 
which  is  sure  to  come. 

€J  Our  output  has  been  greatly  increased 
and  we  can  handle  any  volume  of  business 
that  may  come  our  way. 

€|  "Good  hides  are  very  scarce?"  Yes. 
But  we  have  placed  six  months  ahead, 
so  are  well  protected. 

Ifl  The  Shoe  man  in  buying  Patent 
wants  to  deal  with  the  firm  he  can 
depend  on. 

C|  What  is  the  question  asked  when  the 
Shoe  Salesman  approaches  the  Retailer  ? 
"Is  that  Clarke's  Patent?" 

Can  you  say  yes? 

^  We  advise  booking  orders  early  as  the 
demand  for  our   Patent  is  increasing. 


A.  R.  ClarKe       Co.  Limited 

Toronto,  Ont. 
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Manufactured  in  England  by 

BROUGH,  NICHOLSON  &  HALL,  Limited 

Leek,  Staffs.  112  Wood  Street,  London,  E.C. 

Wholesale    Only  Supplied 
Leading  Lines  now  in  Stock. 

WALTER  WILLIAMS  &  CO. 

517-525  St.  Paul  Street,  Montreal,    Tel.  M.  2724 
20  Wellington  Street  West,  Toronto,  Tel.  M.  2994 
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For  Women,  Misses  and  Children 


Although  practically  a  new  shoe,  made  in  a  new  factory,  the  Can- 
adian Shoe  Retailer  need  have  no  hesitancy  about  saying  that  the 
"Fashion  Shoe"  really  contains  all  the  essential  elements  required 
in  high-grade  footwear.  These  elements  are  embodied  in  the  mak- 
ing, by  men  whose  experience  has  been  gained  in  some  of  the  largest 
and  best  factories  on  the  American  continent,  men  who  for  years 
have  studied  the  art  of  shoemaking,  studied  the  wants  of  the  retailer 
and  consumer,  and  who  have  at  their  disposal  a  modern  plant 
equipped  with  the  most  modern  machinery  and  systematized  to 
reduce  the  cost  of  production  to  a  minimum. 

You  can  therefore  see  why  our  travelers  who  are  now  out  with 
samples  are  going  to  show  you  a  line  of  strictly  new  and  popular 
styles  which  you  can  retail  at  popular  prices. 

Wait  for  the  "Fashion"  Man,  He  may  Mean  a  Great  Deal  to  You 


Rowen  &  Ogg  Company,  Limited 

GUELPH,  ONTARIO 
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A  PERSONAL  COMMUNICATION 


Montreal,   Sept.   1st,  1911 

To  Live  Shoemen, 

Everywhere , 

Canada . 

Gentlemen, 

You  are  on  the  look-out  for  Ladies'   Shoes  that  possess  a 
distinctiveness  which  individualizes.     You  are  going  to  buy 
stylish,   attractive,  well-made  footwear,  because  such  shoes  sell 
best  and  draw  custom.     They  are  most  profitable,  too. 

Permit  us  to  direct  your  attention  to  lasts  illustrated 
on  opposite  page.     These  are  characteristic  of  the  Kingsbury 
range  for  Spring,    1912.     Our  Salesmen  are  now  showing  samples, 
and  we  will  appreciate  your  courtesy  in  giving  them  a  hearing 
before  you  buy. 

Cordially  yours, 

KINGSBURY  FOOTWEAR  CO.  Limited, 


Sales^Manager . 
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STYLISH 


31  High  Toe,  Short  Vamp 


"KINGSBURY" 


BRAND 


"AMERICA'S  BEAUTY" 

BRAND 


New  28  Pump 


New  28  Oxford 


PROFITABLE 


29  Short  Vamp,  Stage  Last 


KINGSBURY  FOOTWEAR  CO 

LIMITED 
Specialists  in  Ladies'  Footwear 
MONTREAL 
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SOLE 
CANADIAN 
AGENTS 

Reg'd  Trade  Markl 


No.  87411 

SIR  H.  W. 
TRICKETT 

LIMITED 
MANCHESTER  BUILDING 

TORONTO  -  CANADA 


REPUTATION 
which  could 
not  have  been 
obtained  if 

WREN 
POLISHES 

were  not  of  the  highest 
standard  is  what  we  are 
now  enjoying. 

Mr.  Canadian  Retailer, 
we  want  you  to  reap 
the  benefits  of  our 
productions,  as  they 
are  being  reaped  by 
thousands  of  shoe  mer- 
chants in  different  parts 
of  the  world. 

It's  a  profitable  pro- 
position you  are  looking 
for,  is  it  not?  Then 
write  to  our  Canadian 
Agents  and  get  full 
particulars  regarding 
"Wren  Polishes."  It 
will  pay  you. 

W.  Wren  &  Co. 

Northampton 
England 
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EARL  GREY 
Governor-General 
of  Canada 


Two  Great 

Openings 

In  Toronto 


ONE 
THE  OPENING 
OF  THE 


J.  S.  ASHWORTH 
Canadian  Manager  SIR  H.  W. 
TRICKETT,  Limited 


Canadian  National  Exhibition 

By  Earl  Grey,  Governor-General  of  Canada — of  great  interest 
to  the  general  public  of  a  rising  and  prosperous  country. 

AND  THE  OTHER 
THE  OPENING  OF  THE 

CANADIAN  OFFICE 

OF 

Sir  H.  W.  Trickett,  Limited 

In  the  Manchester  Building,  Melinda  Street,  Toronto — an 
opening  of  much  greater  interest  to  the 

SHOE  TRADE  OF  CANADA 

This  office  we  have  opened  to  enable  us  to  assist  the  Canadian 
jobbers  in  looking  after  the  enormous  business  we  have  built 


up  m 


TRICKETT'S  SLIPPERS 


in  Canada. 

Indications  point  to  this  business  being  still  greater  this 
coming  season  and  we  want  to  be  in  position  to  see  that  your 
requirements  are  looked  after  in  the  best  possible  manner. 


SIR  H.  W.  TRICKETT  limited 

WATERFOOT      -       NEAR  MANCHESTER       -  ENGLAND 
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«I  The  Slater  Shoe— the  only  Slater  Shoe— the  shoe 
which  you  can  offer  your  customers  without  any  inner 
twinge  of  conscience— with  the  open  face  and  eye  to  eye. 

The  new  Slater  models  for  1912  are  worth  while 
seeing. 

€[  For  both  men  and  women  we  are  showing  some 
of  the  newest  styles,  having  regard  always  for  the 
cultured  "air"  which  most  fellows  look  for  in  the 
topmost  shoe  on  the  market. 

<[  There  are  some  good  towns  in  Canada  where  Slater 
Shoes  are  not  properly  represented.  There  are  some 
"big  openings"  for  a  good  shoe  man  which  we  can 
tell  about.  Write  us  about  a  town  where  a  man  with 
$5,000  cash  can  make  $5,000  a  year. 


The  Slater  Shoe  Co. 

Limited 

Montreal 
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SKoe  Machinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 

1£/>C 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL-C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,  Eyelets,   Shanks,   Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      MONTREAL,  QUE. 
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TETRAUL 


For  Spr 


From  Tetrault  you  expect  the  uni 
Individuality  has  always  characterized  t 
shoes.  That  is  why  they  have  ever  \ 
trade -builders  and  profit-winners, 
rault's  Spring  1912  range  is  unusual! 
tractive.  Some  pleasant  surprises  a 
shoe  men  upon  whom  our  travelers 
shortly  call. 

We  can  give  you  here  but  a  hint  of  \ 
you  may  expect  our  representatives 
show  you. 

Three  new  lasts  in  Men's  and  on< 
Youths'  and  Boys'  are  shown: 

"FLIRT" — New  high  toe,  rather  wider  that  most 
lasts.    Somewhat  of  a  straight  thread. 

"TRAMP"— After  the  Bannister  style,  so  popular  in 
class  New  York  stores.     Much  wider  tot 
fairly  low  heel. 
"RATTLER" — A  medium  high  toe  to  suit  the  taste 

average  man. 
"KIDDO"— Absolutely  new  last  in  Youths'  and 
We  specialize  in  these  lines. 

TETRAULT  SHOE 

MONTREAL 
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OFFERING 


eteen  Twelve 


iout  doubt  the  hit  of  the  Spring  1912 
S>n  will  be  Tetrault  Shoes  in  Madero 
I  Your  very  special  attention  is  directed 
wis  new  process  leather,  which  is  the 
jj:  shade  in  tan. 

||>articular  merit,  aside  from  the  pretty 
of  tan  it  is,  lies  in  the  fact  that  it 
not  discolor.  Most  tan  shoes  after 
rtain  time,  and  particularly  when  vig- 
sly  shined,  blacken  or  discolor, 
lult's  Madero  Calf  Shoes  wash  off 
ejnarble,  retaining  the  beautiful  original 
olor  until  the  shoe  is  worn  out. 


tij  leather  is  specially  made  for  Tetrault 
leading  American  tannery,  and  is 
by  no  other  Canadian  house.  All 
j  Blucher,  Button  and  Oxford  are 
nable  in  Madero  Calf.    Your  own 

(I  interests  demand  that  you  have  a 

I  at  the  Goodyear  specialties  shown 

lie  Tetrault  men. 


'FACTORING  CO. 

-  CANADA 
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Purposeful 

Feet  always 


ANTI-SEPT/C 


dry  and  warm 


The  Doctors  Anti-septic  Shoe  is  pre-eminently  a 
wet  weather  shoe.  In  the  first  place  it  is  thoroughly 
waterproofed  by  special  process — both  uppers  and  soles 
being  made  impervious  to  moisture.  Besides  the 
waterproofed  outer  sole  there  are  two  other  soles  which 
the  moisture  would  have  to  pass  through  before 
reaching  the  foot.     The  inner  sole  is  anti-septically 

treated    making  a 


healthful  sole  for  the 
foot  to  tread  on.  The 
middle  sole  is  of  ther- 
mal asbestos  and  keeps 
the  foot  at  practically 
the  same  temperature 
all  day.  The  Doctors 
Shoe  is  made  on  three 
stylish  lasts— the  EE, 
the  Gibson  and  the 
Orthopedic. 


HTEBBUTT  Shoes 
A  with  the  gener; 
fulfil  a  special  mis: 
who  tries  Tebbutt  S 
kind.  He  is  comp 
he  knows  where  com 
style  these  shoes  con 
course,  commonsens 
considerations,  but 
marked  degree. 


THE  TEBBUTT  SHOE  & 


THREE  Rl 
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oes  for  Men 


They  can't  be  classed 
pr  they  are  built  to 
thing  feet.  A  man 
;pack  to  the  ordinary 
s  between  them,  and 
jret  in  the  matter  of 
jith  other  makes.  Of 
bt  ease  are  the  first 
p  with   these   to  a 


A  goodbye 
to  Mr.  Corn 


JL 

PAT.  N.°- ■  119409 

GOLD  CROSS 
SHOE 


There  never  was  a  corn  created  by  a  Professor 
Gold  Cross  Shoe.  All  possibilities  of  the  coming 
of  corns  is  eliminated  in  the  last.  This  shoe  does 
not  gain  sales  by  advanced  or  freakish  styles,  but 
by  genuine  comfort  and  foot  ease.  The  lasts  are 
anatomically  correct — the  shoe  is  made  to  fit  the 
foot — not  the  foot  made  to  fit  the 
shoe.  It  is  made  of  soft  kid 
that  yields  readily  to  every 
movement  of  the  foot,  and  yet 
possesses  strength  and  durability. 
A  medicated  cushionetted  inner 
sole  gives  a  soft  easy  tread  and 
prevents  the  forming  of  callouses 
on  the  sole  of  the  foot. 


HER  COMPANY,  LIMITED 

1  QUEBEC 
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1912  SPRING  SAMPLES 


New  35  Last — Infants'  no 
heel,  sizes  i  to  6.  Shown 
in  all  leathers. 


We 
carry 

in 
stock 

a 
full 
range 

of 
Staples 


New  53  Last — College  Girls' 
Theo  Strap  Last.  Good- 
year Welt  in  all  leathers. 

Will  not  slip  on  the  heel 
nor  gap  at  the  sides. 


for 


Infants,  Children, 
Misses,  College  Girls 
and  Little  Gents 

4  New  Lasts  4 

Dozens  of 
New  Styles  and 
Patterns 


New  36  Last — Infants'  spring 
heel,  sizes  3  to  7^.  Shown 
in  all  styles  and  leathers. 


New  33  Last— College  Girls'  Whole  Box,  Patent  Button,  Plain  Toe, 
Dull  Calf  Top,  Welt  carrying  a  14-8  heel.    B,  C,  D  and  E  widths. 


CJ  Our  representatives  are  now  on 
their  way  to  see  you  and  we  would 
kindly  ask  you  to  go  through  the 
line  with  them  as  there  are  some 
mighty  interesting  "  values"  and 
"styles". 


Boys'  new  60  Last — Little  Gents' 
and  Youths'  new  up  to  date 
last.  Shown  in  all  leathers, 
slip  or  single  sole. 


The  Macfarlane  Shoe  Co'y  Limited 

MONTREAL 
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Splendid  Showing  of  Spring  Styles 

in  the  Surpass  Shoe 


Surpass  Shoes  use  style  as  they  use  quality — to  beget 
sales  and  repeats.  There  is  nothing  freakish  or  sen- 
sational about  the  Spring  styles,  but  there  is  up-to- 
dateness  and  "real  class." 


Freak  shoes  sell  because  of  their  novelty,  and  satisfy 
merely  as  long  as  they  remain  novel.  Surpass  Shoes 
sell  because  of  real  worth,  and  that  worth  remains 
and  satisfies  as  long  as  the  shoe  lasts. 


The  styles  for  Spring  1912  are  about  ready  for  your 
inspection,  and  they  are  worthy  of  it,  for  they  have  a 
sales  pulling  up-to-dateness  that  is  backed  up  by  satis- 
fying quality  and  wearability. 


The  boys  will  soon  be  out  with  samples  of  these 
Spring  styles.  It  is  going  to  repay  you  to  look  them 
over.  For  any  shoe  that  is  deemed  worthy  to  carry 
the  Surpass  brand  is  a  shoe  that  will  sell  readily  and 
make  you  friends. 


THE  LOUIS  GAUTHIER  COMPANY  LIMITED 

QUEBEC  -  QUEBEC 
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EYELETS 


r)ETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
O  there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way.  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way— Fast  Color  eyelets  have  a  small 
diamond  ♦trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark— no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetlero  and  St.  Monlque  Sts.   -     MONTREAL,  QUE. 
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Build  Your  Business  Solidly 

Value  is  the  most  reliable  support  for  any  shoe  business.  So  build  on  value. 
Give  value  with  every  shoe  you  sell.  Give  it  not  now  and  then  but  all  the  time. 
And  the  people  of  your  locality  will  know  your  store  as  the  "full  value  store" 
and  they'll  come  to  you,  and  their  friends  will  come  and  the  money  will 
keep  rolling  in.    Just  you  try  it. 


You  can't  Sell  right 
Unless  you  Buy  right 


Now,  you  can't  give  value 
unless  you  get  value.  And  you 
won't  get  value  unless  you  go 
where  value  is.  You  must  buy 
right  to  sell  right. 

The  quantities  in  which  I 
buy  give  me  opportunities  in 
the  way  of  prices  never  heard 
of  by  other  jobbers.  But  I 
don't  buy  just  for  price.  I  buy 
as  though  your  customers  were 
mine.  I  buy  for  consumer- 
satisfaction. 

So  you  see,  I  can  give  your 
customer  satisfaction  through 
wear  and  comfort,  and  I  can 
give  you  satisfaction  through 
price.  That's  worth  your  busi- 
ness, isn't  it? 


JAMES  ROBINSON 

182-186  McGill  St. 
Montreal    -    -  Quebec 
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THE 

WILLIAMS  SHOE 

COMPANY 
BRAMPTON  ONTARIO 


You  are  always  Sure 
of  a  Williams  Shoe 


When  you  sell  a  pair  of  Williams'  Shoes 
you  feel  sure  of  them.  You  know  precisely 
what  they  will  do  for  your  customer.  You 
know  they  will  give  value  to  the  last  cent's 
worth,  and  will  wear  longer  than  any  pair  of 
shoes  you  could  sell  him. 

You  see,  Williams'  Shoes  are  made  of  solid 
leather.  No  substitute  for  good  wear-resisting 
leather  was  ever  used  in  them.  Besides,  they're 
made  properly.  The  good  leather  that  is  in 
them  has  a  chance  to  show  its  wearing  quali- 
ties for  the  stitching  will  last  as  long  as  the 
leather. 


NO.  2  "STANDARD"  COMBINED  FINISHING  MACHINE  (for  power) 


This  machine  has  a  powerful  fan 
for  removing  the  dust.  The  fan  is 
now  fitted  with  a  dust  gate  by  which 
the  fan  can  be  closed  during  the 
polishing  operations  and  the  power 
otherwise  absorbed  saved.  We  also 
supply  a  cyclone  to  receive  the  dust. 
Can  be  driven  by  i-h.p.  motor  or  gas 
engine. 

DESCRIPTION  OF  PARTS 

1.  Cutter   for   Paring  Foreparts. 

2.  Four    Step    Rotary   Edge  Setting 

Iron. 

3.  Pulley  for  Driving  Forepart  Shaft. 

4.  Grinding  Attachment  for  Cutter. 

5.  Bottom  Scouring  Roller,  5  in.  wide. 

6.  Patent    Rotary    Rasp    for  Paring 

Heels. 

7.  Round  Heel   Scouring  Roller  for 

Ladies'  Heels. 

8.  Flat    Heel    Scouring    Roller  for 

Men's  Heels. 
Leather  Polishing  Pad  for  Polish- 
ing Bottoms  and  Waists. 
Leather  Polishing  Pad  for  Polish- 
ing Heels. 
Fast     and     Loose     Pulleys  and 

Double  Pulleys  for  Fan. 
Black  Heel  and  Waist  Brush. 
Brown  Heel  and  Waist  Brush. 
Naumkeag  Attachment  for  Scour- 
ing Waists  and  Top-pieces. 
Dust  Trough   for   Catching  Dust 

from  Scouring  Rollers. 
Fan  for  Extracting  Dust. 
Dust    Hood    for    Catching  Dust 

from    Paring  Cutter. 
Table  for  Work,  etc. 


9- 
10. 

11. 


13- 
14. 


PRICE  'with  Vertical  Naumkeag  Attachment)  $140,  Duty  and  Freight  Paid  to  Montreal. 

Space,  5  ft-  8  in.  x  3  ft.  Speed,  .200.  Pulley,  6  in.  EVERY  MACHINE  guaranteed. 

THE  STANDARD  ENGINEERING  CO.  LIMITED.,  EVINGTON  VALLEY  ROAD,  LEICESTER,  ENG. 
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"*    ^  ^  jp  i  ^^^^^^^^^^^^^^ 

\i<^          As  worn 

The 

)                            by  hockey, 

Lachance 

y'    >X.  y        lacrosse,  football, 

Ankle 

/          f        baseball  and  cricket 

Brace  A 

/        players.  Made  without 

and 

protector  for  everyday  use. 

Protector 

Strengthens  Weak  Ankles 

T>he  Lachance  Ankle  Brace  supports  the 
ankle  surely  and  comfortably.  It  holds  it  in 
that  position  where  it  will  gain  strength  quick- 
est. It  is  not  a-  bulky  contrivance,  but  a  neat, 
well-made  aid  to  weak  ankles.  The  styles 
for  women  are  especially  neat. 

The  above  illustration  shows  the  Lachance 
Ankle  Brace  with  protector  for  use  of  athletes. 
It  is  making  a  big  hit  with  them.  There  is 
a  sample  pair  here  for  you.  Will  you  send 
for  them  to-day? 

LACHANCE  &  TANGUAY 

Shoe  Manufacturers     -  QUEBEC 


Excellent  Opportunity 
to  Secure  a  Tannery  in 
Centre  of  Shoe  District 


Here's  an  excellent  property,  situated  on 
the  St.  Charles  River,  38,000  sq.  feet  in 
extent  on  which  is  built  a  solid  brick  tan- 
nery, warehouse,  acid  house  and  stables. 
The  tannery  which  is  operated  by  steam, 
250  H.P.,  is  equipped  with  up-to-date 
machinery  for  tanning  Chrome  Box  Calf, 
Glazed  Kid,  Chrome  Sheep  and  Glove 
Leathers,  also  for  Wool  Pulling.  Has  a 
capacity  of  250  dozen  hides  a  day.  Con- 
venient for  railroad  sidings.  Everything 
in  excellent  repair. 

Don't  Wait.    Write  Now. 

A.    PION   &  CO. 

344  Pr.  Edward  St.       -  QUEBEC 


—High  Toes 

Easy  Pleating 
Easy  Lasting 

Our  Box  Toes  are  made 
of  such  stock  as  to  greatly 
facilitate  the  work  of  manu- 
facturers.    Try  them. 

Like  all  of  our  Box  Toes  these 
are  consistently  uniform — always 
dependable. 

Profit  by  our  experience.  Use 
Independent  Toes  to  ensure 
your  finished  shoes  having  a 
perfect  appearance. 

Our  Box  Toes  are  made  in 
Solid  Leather  for  Men's  and 
Women's  Goodyear  Welts  and 
McKays. 

We  also  make  Boxes  in  Water- 
proof Cork,  Felt,  Combina- 
tion Leathers  and  Canvas. 

Free  Samples 


pOX  TOE  O? 

'      MONTREAL  1 
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We  Will  Exhibit  our  Famous  Polishes 

In  the  Process  Building 
At  the  National  Exhibition 

Toronto,   Aug.  26th  to   Sept.   11th,  1911 

THE  "NUGGET"  POLISH  CO.  limited 
67  ADELAIDE  ST.  E.       -      -  TORONTO 


THAT  P-V  MULE! 

If  you  cut  "Split"   Gloves  and  Mittens 
use  the  P.  &  V.  Lines. 

Largest  Tanners,  widest  range  of  colors, 
most  uniformly  selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens 


LEATHER  CO. 

MILWAUKEE      -  WIS. 

Distributors  : 

BOSTON  ST.  LOUIS.  SAN  FRANCISCO.  LONDON,  England. 

'   V  YORK  ST.  PAUL.  NEW  ORLEANS.  FRANKFURT,  O-M.,  Germany 

CHICAGO.  CINCINNATI.         GLO VERSVILLE .  PARIS,  FRANCE 

Address  all  correspondence  to  Boston  Office,  85-89  South  Street,   BOSTON,  MASS. 


YOG 
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PACKARD'S 

"SPECIAL" 

Shoe  Dressings 

IN  ALL  COLORS 

Our  travelers  are  now  on 
the  road.     Now  is  the 
time  to  place  your  early 
Jk  Spring  order. 

Have  goods  shipped  now. 

Remember,  Shoe  Dress- 
ings cannot  be  shipped  during 
the  Winter. 


O'Sullivan's 

SAFETY  CUSHION 

Rubber  Heels 

THE  OLD  RELIABLE  QUALITY  HEEL 
All  sizes  for  men  and  women 


Overgaiters 
and  Leggings 

If  there  are  any  lines  you  have  not 
placed  your  order  for — NOW  IS 
THE  TIME. 


Shoe  Laces  of  every  description. 
Shoe  Store  Supplies  of  every  kind. 


Have  you  one  of  our  large  illus- 
trated Catalogues?  If  not,  drop 
us  a  postal  and  we  will  be  pleased 
to  send  you  one  by  return  mail. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 


.    OUR  COLLEGE  GIRLS'  LAST 

Patent  Button,  Dull  Calf  Top.    Price  $2.00. 
Sizes  2  1-2—6 


Appreciation 


of  the  quality  and  style  feat- 
ures of  the  "Goodsense"  shoe 
is  best  expressed  in  the  repeat 
orders  we  are  daily  receiving 
from  those  who  have  already 
had  our  line. 


Gratitude 


We  shall  always  endeavor  to 
merit  the  confidence  of  our 
customers  by  giving  careful 
attention  to  their  orders, 
present  and  future. 


Request 


Our  representatives  are  now 
out  and  will  in  due  course  call 
on  you  with  a  full  range  of 
our  samples  which,  in  addi- 
tion to  misses',  children's  and 
little  gents' ,  include  our  recent 
but  popular  line  of  college 
girls'.  We  invite  your  con- 
sideration of  our  samples  and 
especially  request  a  trial  order. 

Kirvan-Doig  Limited 

The  Goodsense  Factory 
MONTREAL 
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McDERMOTT  m 

SHOES1* 


are  beautiful  goods.  They  are  elegant  m 
style  respects.  They  are  unsurpassed  as 
fitters  and  for  serviceability — well,  there  are 
none  more  durable.         Women  s  Shoes  Only. 

The  McDermoit  Shoe  Co.,  Montreal 


MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Qambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

T8-88  Wall  Street,  NEW  YORK,  U.S.A. 
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Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front  rank.      You  will  have 

cause  to  be  proud  of  every 

shoe  because : — 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 
so  desirable. 

It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 

Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on  each  of  those  shoes. 

We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 

A.  DAVIS  &  SON 

LIMITED 

Kingston    -    -  Canada 


Bigger  Values 

Bring 
Bigger  Sales 

The  more  value  you  can  give  in 
exchange  for  your  customers' 
money  the  more  customers  you 
will  have.  For  most  people  buy 
where  most  value  is  given. 

Now,  the  giving  of  value  above 
your  competitor  doesn't  mean  the 
cutting  of  prices.  It  means  the 
buying  of  the  fullest  value  shoes 
and  selling  at  good  profit.  For 
you  see,  you  can  buy  such  shoes 
at  no  greater  price  than  the 
ordinary  kind. 

In  a  new  factory,  on  new 
machinery,  Blouin's  Shoes  are 
being  made  full  of  value  and 
reasonable  of  price.  Every  stitch 
and  every  piece  of  leather  is  put 
into  them  with  the  idea  of  satis- 
faction and  long  life  ever  upper- 
most in  the  mind  of  the  workman. 
No  chances  are  taken  of  inferior 
work  going  out,  as  every  shoe  is 
thoroughly  examined  before  it 
leaves  the  factory. 

Blouin's  Shoes  are  big  values 
and  they  increase  your  sales. 


F.  BLOUIN 

Manufacturer  of 

Boots,  Shoes,  Moccasins 
QUEBEC  CITY 
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Make  Sure  of 


Your  Leather 


TN  shoemaking  more  depends  on  the  quality  of  the  leather  than  on  anything  else. 

A  good  leather  will  hide  a  multitude  of  shoemaking  sins,  but  you  can't  cover  up  poor 
leather  even  with  the  best  of  shoemaking.  So  it's  up  to  you  to  make  sure  of  youi 
leather.  And  when  it's  a  glazed  leather  make  sure  it's  Maple  Leaf.  There's  a  leather 
for  you.  Looks  so  good  when  you  get  it,  and  looks  just  as  good  when  it's  made  up. 
The  process  of  manufacture  in  no  way  injures  it.    Try  it. 

LUCIEN  BORNE,  QUEBEC 

Western  Agents   M ALETTE.  (EL  ROY,  225  Lemoine  Street,  Montreal 


MAKERS  OF  FINE  PEG- 
GED STANDARD  SCREW- 
ED AND  MCKAY  SEWN 
BOOTS  AND  SHOES  FOR 
MEN,  WOMEN  AND 
CHILDREN. 


THERE'S  one  sure  thing  about  Yamaska  Brand  Boots  and  Shoes— sale- 
ability.  No  matter  when  you  buy,  you  are  certain  of  selling  again. 
Unlike  "creations",  which  rely  on  fickle  fashion  for  their  sales,  Yamaska 
Brand  Shoes  are  necessities  for  which  there  is  an  ever  present  demand. 
That's  something  to  think  over  before  the  Spring  buying  season  is  on. 
A  sprinkling  of  "freaks"  will  add  spice  to  your  stock  but  you  need  a 
foundation  of  Yamaska  sure  sellers  to  make  money. 
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The  A.  P.  Cimon  Shoe  Manufacturing  Co. 

LIMITED 

Keep  Your  Feet  Dry 

Supremacy  in  Material,  in  Workmanship,  in  Appearance,  in  Service,  in  Water  Resistance 

And  if  you  are  open  to  conviction 
wait  until  our  salesmen  call  on  you 
with  our  280  different  styles  of 
MEN'S  WELT  and  WOMEN'S 
WELT  and  MACKAY.  280  styles, 
no  more,  no  less. 

No  matter  what  your  position  is  in 
life,  we  make  shoes  to 

KEEP  YOUR  FEET  DRY 

Our  salesmen  are  now  on  the  road 
from  coast  to  coast. 

OUR  PRICES  ARE  RIGHT 
OUR  SHOES  ARE  PERFECT 

The  A.  P.  Cimon  Shoe  Manufacturing  Co.  Limited 

322  Papineau  Avenue      -  Montreal 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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"That  was  a  two-dollar  bill  I  gave  you." 

"You're  mistaken,  sir,  but — 

"I  am  NOT— and  I  want  my  correct  change." 

Angry  discussion  follows.  Everyone  is  familiar  with  scenes  of  this  kind. 
But  did  you  ever  notice  that  disputes  of  this  kind  always  occur  in 
stores  that  HAVEN'T  A  NATIONAL  CASH  REGISTER? 

It  is  because  the  National  Cash  Register  protects  customer,  clerks  and 
merchant  against  mistakes  and  misunderstandings  of  all  kinds,  that  it  is  con- 
sidered so  essential  a  part  of  the  equipment  of  every  well-conducted  store. 


Successful  Merchants  Put  a  Receipt  in  Every  Parcel.       For  Booklet  and  Price  List,  Write 


We  manufacture  Cash  Registers  in  various  styles  and  prices  to  suit  every  pocket  and  every  business  from  $13  to  $870. 
We  guarantee  to  supply  a  better  Cash  Register  for  less  money  than  any  other  concern  in  the  world. 
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Is  Your  Buying  Done  Piecemeal? 

Here's  a  Mighty  Important  Question  Relative  to  Retail  Buying  Activities — Read  Carefully  This  Frank 
Discussion  of  a  Difficult  Problem— Let  This  Journal  Hear  From  You  About  It. 


Is  your  buying  regulated  according  to  a  carefully 
thought  out  plan,  or  done  in  haphazard  style? 
This  matter  demands  earnest  thought  at  the  present 
season  when  spring  buying  will  soon  be  in  full 
swing  all  over  the  country.  Many  retail  shoemen 
to-day,  wittingly  or  not,  are  making  grave  mistakes 
in  buying  that  could  be  easily  obviated,  if  a  little 
thinking  were  done  beforehand. 


Here  is  a  case  in  point — and  it  is  only  one  of  a  large 
number  that  could  be  cited.  A  Canadian  shoe  manufacturer 
whose  product  is  handled  to  a  considerable  extent  by  jobbers, 
found  himself  stalled  at  a  junction  point  recently,  and, 
as  usual,  in  such  cases,  availed  himself  of  the  opportunity 
to  get  acquainted  with  retail  shoe  conditions  in  the  town. 
Incognito,  he  strolled  into  the  first  shoe  store  he  came  to, 
and  he  was  not  there  long  until  by  conversation  plus-observa- 
tion, he  received  a  liberal  education  in  the  methods  some 
shoe  men  adopt  in  buying  their  stock. 

Right  in  front  of  him  was  a  sample  of  his  own  product, 
in  the  cartons  of  three  different  jobbers.  Further  question- 
ing elicited  the  information  that  the  shoeman  had  first 
bought  this  particular  shoe  from  the  traveler  representing 
one  jobber,  ordering  only  a  15-pair  lot.  Later  on,  finding 
it  to  be  a  good  seller,  he  sorted  through  the  representative 
of  another  jobber,  who  carried  the  same  line  and  who  hap- 
pened along  at  the  crucial  moment.  On  again  running 
short  this  performance  was  repeated  with  a  third  jobbing 
house.  Three  different  jobbers,  and  three  different  cartons 
on  the  shelves,  all  for  the  one  shoe. 

And  this  is  not  all!  Such  a  man,  whether  through 
timidity,  irresolution,  or  desire  to  oblige  as  many  of  his 
salesmen  friends  as  possible,  usually  buys  in  15  or  30-pair 
lots  all  along  the  line.  If  he  gives  a  larger  order,  it  is  in 
some  line  that  he  has  proven  to  be  an  Ai  seller,  but  even 
then  he  is  quite  likely  to  split  up  such  an  order  into  two  or 
three  parts,  giving  them  to  several  houses  that  come  nearest 


to  meeting  his  requirements.  Now  the  least  that  common 
sense  merchandizing  would  suggest,  would  be  to  sort  from 
the  same  house  to  which  the  first  order  was  given,  but,  as 
will  be  seen  from  the  example  cited  above,  this  is  quite  fre- 
quently not  done.  Perhaps,  judging  by  common  experience 
of  manufacturers  and  travelers  in  such  cases,  the  desire  to 
pave  the  way  for  easy  cancelations  may  be  added  to  the 
reasons  stated  just  above,  as  incentives  to  such  procedure. 
When  a  retailer,  under  the  persuasive  arguments  of  a  keen 
salesman,  buys  something  he  is  not  sure  he  really  needs, 
it  is  easier  to  cancel  the  order  for  a  15-pair  lot  if  necessary, 
than  for  a  much  larger  order. 

Such  Ordering  Quite  Common. 

Now,  it  would  be  a  slur  on  the  business  judgment  of 
a  very  business-like  body  of  retailers,  taken  as  a  whole,  to 
assert  that  such  a  flagrant  example  of  haphazard  buying  as 
is  the  one  quoted  above,  exemplifies  average  conditions, 
governing  retail  buying  to-day.  But  it  is  typical  of  a  much 
larger  number  of  shoemen  than  anyone  unfamiliar  with 
trade  conditions  will  believe.  Travelers  and  manufacturers 
generally  corroborate  this  fact,  and  even  retailers  themselves 
admit  it. 

A  Few  Results  of  This  Policy. 

What  are  some  of  the  results  of  such  desultory  methods 
of  buying?  Not  the  least  aggravating  result  is  the  large 
number  of  small-sized  broken  lots  all  through  the  stock 
at  the  end  of  the  season,  which  necessarily  have  to  be  carried 
over  unless  disposed  of  by  special  sales,  frequently  at  slaughter 
prices.  A  merchant's  stock  is  so  shattered  by  buying  and 
sorting  after  this  fashion,  that  it  takes  twice  the  effort  to 
run  an  accurate  stock-keeping  system,  if  indeed,  such  a 
system  is  not  almost  an  impossibility. 

Then  the  shelves,  under  such  management,  become  a 
variously-colored  hodge-podge  with  cartons  of  all  sizes. 
This  in  itself  is  a  powerful  deterrent  to  steady  custom,  as 
nothing  has  a  more  adverse  effect  on  a  customer  than  an 
unkempt  looking  shelving  and  interior.  Furthermore, 
such  small  lots  can  never  be  complete  in  sizes  or  widths, 
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and  the  old-time.  "Sorry,  but  we  are  just  out  of  that  size" 
excuse  results  in  loss  of  custom,  both  actual  and  possible. 

Where  The  Manufacturer  Comes  In. 

Looking  at  the  matter  in  its  relation  to  the  manufacturer 
involved,  such  a  policy  means  the  carrying  of  accounts  with 
numerous  jobbing  or  manufacturing  houses.  It  means 
burdensome  book-keeping  details,  and  correspondence,  and 
a  constant  tax  upon  the  faculties  to  see  that  some  small 
discount  is  not  overlooked  or  an  important  letter  left  un- 
answered. And  it  also  means  a  smaller  saving  in  discounts, 
and  frequently  less  satisfactory  attention  paid  by  the  man- 
ufacturer to  the  details  of  the  order,  than  if  the  latter  were 
of  larger  size,  and  hence  more  important  from  his  standpoint. 
For  it  stands  to  reason  that  any  manufacturer,  especially 
in  very  busy  seasons,  is  going  to  give  first  attention  to  the 
large  orders  sent  in  by  retailers  whose  trade  means  most 
to  him.  The  small  order,  in  such  cases,  has  to  take  its 
chance  of  prompt  delivery. 

The  Antidote  For  This  System. 

Enough  has  been  said  to  show  the  needless  trouble 
some  shoemen  are  always  wading  through  because  of  such 
buying  methods.  What  is  the  antidote?  It  is  very  simple— 
so  simple  that  it  is  a  wonder  more  retail  shoemen  do  not 
follow  the  example  of  some  of  their  most  successful  confreres 
who  have  been  practising  it  for  years.  Here  it  is  in  a  nut- 
shell. Buy  each  line  carried  by  you  exclusively  from  that 
manufacturer  whose  product  has  proven  the  most  satis- 
factory both  to  yourself  and  to  your  customers. 

Hard  Thinking  Necessary. 

But  to  carry  out  this  plan  means  much  thought — prin- 
cipally forethought.  It  means  a  thorough  knowledge  of 
the  quality,  quantity  and  styles  comprising  the  stock  on 
hand;  also  the  lines  which  have  proven  the  best  sellers,  and 
the  reason  for  this  popularity.  Then  the  shoeman  must 
know  the  ratio  of  increase  in  his  business  for  the  past  year, 
if  any  over  that  of  the  year  previous,  and  he  must  make 
allowance  for  a  further  healthy  increase  during  the  coming 
season  in  the  same  ratio.  In  doing  this  it  is  better  to  err 
slightly  on  the  optimistic  side  than  to  be  too  pessimistic. 

When  you  have  facts  and  figures  before  you,  and  when 
you  know  just  about  what  you  ought  to  spend  in  buying 
for  the  coming  season,  you  can  lay  out  your  plan  intelligently. 
Take  first  the  men's  lines.  You  will  have,  or  should  have, 
figured  our  just  how  much  you  are  warranted  in  spending 
in  men's  blucher,  bal,  or  oxford  styles,  subdividing  each, 
of  course,  into  the  styles  or  lasts  that  have  proven  sellers 
in  the  past,  or  that  promise  profit  in  the  coming  season. 
This  takes  time,  and  must  be  done  painstakingly  and  accur- 
ately. To  make  this  plan  a  complete  success,  ordering  on 
the  "by  guess  and  by  gosh"  plan  will  not  do.  Then  treat 
the  women's  lines  in  the  same  thorough  manner,  and  after 
that  the  children's  and  infants'  lines.  Of  course,  if  you  have 
not  kept  accurate  stock  records  from  season  to  season,  the 
information  at  hand  will  be  far  from  complete.  But  in  any 
case,  you  will  have  something  to  go  on,  and  whatever  it  is, 
it  should  be  used  to  the  best  advantage. 

How  It  Works  Out. 

Now,  let  us  say  that  you  have  ordered  certain  oxfords 
from  Jones,  Smith  and  Brown  in  the  past.  If  Jones'  product 
has  been  the  best  seller  and  has  given  the  best  satisfaction 


to  all  concerned,  place  your  whole  order  in  that  line  with 
him.  He  will  appreciate  your  order  much  more  if  it  reads 
for  60  pairs  or  more  than  that  of  the  usual  15  or  30-pair  lot, 
as  in  former  years.  Instead  of  your  being  a  mere  nonentity, 
commercially  speaking,  to  his  traveler  and  himself,  you  will 
become  a  merchant  worth  cultivating.  There  will  be  a 
desire  to  please  that  was  not,  nay,  could  not  be,  formerly. 
That  is  only  natural.  Business  is  business,  and  money 
talks.  It  is  exactly  the  same  preference  you  feel,  even 
though  you  may  usually  be  too  tactful  to  show  it,  for  the 
customer  who  buys  $100  per  year  from  you  over  the  one 
whose  purchases  total  only  a  few  dollars.  And  there  is 
nothing  unworthy  about  this  feeling. 

Following  this  policy  out  all  along  the  line,  and  placing 
your  orders  strictly  on  merit  of  product  alone,  will  result 
in  your  having  business  dealings  during  the  spring  season, 
with  perhaps  six  or  eight  firms,  or  perhaps  half  that  many, 
instead  of  having  spread  your  orders  out  over  more  than 
double  that  number.  It  will  also  mean  that  you  will  have 
half-a-dozen  manufacturers  that  you  can  tie  to  in  case  of  an 
emergency  of  any  kind,  whether  of  a  rush  order  or  an  ex- 
tension of  time  on  an  overdue  payment.  Your  goods  will 
be  superior  because  most  carefully  made,  and  hence  your 
sales  will  increase.  Moreover,  there  is  no  doubt  that  you 
can  save  some  money  in  extra  discounts  in  the  course  of 
the  year  by  buying  in  this  way.  No  manufacturer  is  going 
to  put  himself  on  record  to  this  effect,  but  it  is  only  natural 
to  suppose  that  if  any  favors  are  going  around,  you  will  get 
them,  not  the  15-pair  man. 

In  Cases  of  Doubt. 

No  doubt  in  many  cases  it  will  be  hard  to  dintinguish 
between  shoes  of  the  same  style  sold  by  different  manufact- 
urers, as  far  as  selling  qualities  go.  In  such  cases,  it  may  be 
the  wiser  plan  to  order  everything  in  that  particular  line 
from  the  firm  with  whom  your  business  dealings  have  been 
the  most  pleasant  and  profitable.  There  can  be  no  cast 
iron  rule  laid  down,  but  if  the  plan  as  outlined  be  followed 
as  closely  as  possible,  your  relations  with  the  manufacturers 
with  whom  you  deal  this  season  will  be  more  satisfactory; 
you  will  have  far  less  miscellaneous  sorting;  your  corres- 
pondence and  bookkeeping  details  will  be  cut  down  very 
materially,  and  your  range  of  styles,  lasts  and  widths  can 
be  kept  complete  with  little  effort — which  means  satisfied 
customers,   and  profit. 

Many  Retailers  Buy  Thus. 

This  is  no  plea  for  any  particular  set  of  manufacturers, 
whether  of  large  or  small  output.  It  is  a  plan  for  the  regula- 
tion of  your  buying  activities  in  such  a  manner  that  you  may 
secure  greater  profit  from  your  labors,  and  that  your  all- 
round  relations  both  in  the  buying  and  selling  phases  of  your 
work  may  be  lightened  of  much  burdensome  detail,  and  thus 
be  made  vastly  more  agreeable. 

It  is  being  carried  out  by  some  of  the  most  progressive 
and  best -known  retailers  in  various  parts  of  the  country.  It 
is  worth  a  trial  at  least.  Are  you  going  to  give  it  that  trial 
this  fall  in  your  spring  buying?  The  Shoe  and  Leather 
Journal  would  like  to  hear  from  every  interested  retailer 
on  this  subject.    How  does  it  strike  you? 


Perhaps  you  can  succeed  without  having  any  special 
sales  or  ever  making  a  bargain  price,  but  you  will  succeed 
with  a  lot  of  dead  stock  in  the  cellar. 
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How  a  Western  Shoe  House  Won  Out 

Some  People  Don't  Know  When  They  are  Down  and  Out— Here's  a  Firm  That  Didn't— Likewise  a  Good 
Example  for  Many  Half-Hearted  Shoe  Retailers  of  the  Present  Day. 


To  say  that  the 
average  Western  mer- 
chant is  vigorous  and 
determined,  as  well  as 
a  fine  salesman  and  a 
boundless  optimist  is 
to  shoot  short  of,  or 
rather  over  the  mark. 
This  statement  i  s 
strikingly  exemplified 
in  the  case  of  W.  F. 
Muirhead  &  Co.,  the 
well  known  Fernie, 
B.C.,  shoe  retailers. 

When  the  famous 
fire  that  swept  through 
Fernie  in  1908  had 
finished  its  dire  work, 
this  company  was  in 
the  same  position  as 
the  remainder  of  the 


Retailing  shoes  in  tent  after  the  Fernie  fire. 


optimism  bred  in  the 
mountains  was  in  the 
blood.  To  say  that  this 
firm  have  made  good 
ever  since  is  to  give 
utterance  to  a  well- 
known  law  of  nature, 
"the  survival  of  the 
fittest."  Note  how  hard 
work,  and  keen  optim- 
ism have  resulted ! 
There  is  a  slight  dif- 
ference between  their 
present  store  as  shown 
in  the  handsome  and 
very  neat  front,  and 
the  insignificant  tent  of 
1908.  There  is  a  differ- 
ence in  the  stock  also. 

To-day  W.  F. 
Muirhead   &   Co.  are 


Fernie  townspeople — "nothing  to  begin  on,  and  everything 
to  do  over  again."  But  were  they  discouraged?  Not  that 
you  could  notice  !  The  embers  were  hardly  dead  until  this 
firm  had  a  tent  erected,  and  a  makeshift  stock  commandeered 
from  goodness  knows  where.  They  did  business,  too,  right 
from  the  start. 

Can  you  imagine  a  "quitter"  getting  busy  in  such  quar- 
ters as  the  accompanying  cut  shows  Or  a  confirmed 
pessimist?      No    one    could    have    done    it    unless  the 


agents  for  J.  &  T.  Bell,  Montreal;  Hartt  Boot  and  Shoe  Co., 
Fredericton,  N.B.,  and  two  or  three  of  the  largest  American 
manufacturers  of  high-class  footwear.  They  carry  one  of 
the  largest  and  finest  stocks  of  boots  and  shoes  between  Win- 
nipeg and  the  Coast.  Not  content  with  this,  they  also  carry  a 
side  line  of  hosiery  to  retail  at  from  35  cents  to  $4  per  pair. 

This  is  about  enough  to  cause  many  a  downhearted 
shoeman  to-day  to  realize  that  good  hard  "sand"  is  more 
than  half  the  battle  for  success. 


Attractive  front  of  Muirhead  &  Co.'s  shoe  store,  Fernie,  B.C. 
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Should  Shoe  Stores  Have  a  Rest  Room? 

An  Alberta  Dealer  Speaks  of  its  Comfort  and  Convenience-His  Ideas  on  Store  Management  and  Construction- 
— The  «  Spiff  "  System  Roundly  Denounced— Effect  of  Silent  Salesmen  and  Potted  Plants. 


"Every  pair  guaranteed!"  This  is  the  footwear 
slogan  of  F.  W.  Atkins,  of  Cardston,  Alta.  His  progress 
in  business  has  been  typical  of  the  prosperity  and  expansion 
of  the  West.  To-day  Mr.  Atkins  has  one  of  the  finest 
and  most  conveniently  laid  out  stores  in  the  Prairie  Prov- 
ince. His  ideas  of  managing  a  business  are  somewhat 
unique  but,  nevertheless,  command  respect  and  confidence. 
His   mercantile  motto  is,  "Strive  for  the  common  good." 

"Much  praise,  I  believe,  is  due  the  Shoe  and  Leather 
Journal  for  its  efforts  to  stimulate  greater  interest  in  the 
service  and  salesmanship  of  the  average  retail  store  as  well  as 
inciting  efforts  to  improve  its  outward  appearance  and  at- 
tractiveness.   Personally,  I  feel  that  the  store  should,  as 
far  as  possible,  be  pleasant  and  comfortable,  cool  in  summer 
and  well  heated  in  winter.     There  are  many  ways,  in  my 
opinion,  wherein  this   can  be   accomplished.    I  strongly 
believe  that  shoe  premises  should  have  a  good  front.  The 
window  should  be  large  and  lofty,  with  as  little  woodwork 
as  possible.    The  ceiling  of  the  enclosure  should  be  high 
and  the  framework  of  the  background  as  light  as  possible, 
with  a  view  to  getting  all  the  natural  illumination  inside 
the  store  in  order  to  make  it  inviting.    I  feel  that  you  must 
have  lots  of  light  and  a  lofty  ceiling.    Next  I  claim  that 
the  store  should  be  clean  and  orderly  with  as  much  vacant 
floor  space  as  possible.    Put  a  lounge  or  two  with  rugs 
in  front  of  them.    Potted  plants  of  various  kinds  should 
stand  around,  thus  adding  beauty  to  the  scene.  Silent 
salesmen  should  also  be  used  as  much  as  possible  and  not 
crowded  together.    These  should  be     frequently  dressed, 
and  in  all  cases  where  it  is  possible,  a  rest  room  should  be 
provided.    These  features  would  make  the  store  attractive, 
and  would,  I  feel  certain,  be  much  appreciated,  more  so, 
perhaps,  in  the  country  district  than  in  the  city. 

Gain  the  Wife's  Favor. 

"Speaking  from  my  own  experience,  I  find  that  many 
times  when  the  rancher  or  farmer  goes  to  town  with  his 
wife  and  two  or  three  small  children,  the  wife  generally 
gets  through  shopping  long  before  the  husband.  If  she 
stays  in  the  score  she  feels  that  she  is  in  the  way  and,  per- 
haps, walks  the  street,  whereas  if  a  rest  room  is  provided 
it  would  be  much  appreciated  and  bring  trade  to  the  store. 
Again,  this  room  could  be  used  when  a  lady  wants  to  do  some 
shopping  and  bring  two  or  three  lady  friends  with  her. 
If  an  elderly  woman  walks  down  town  she  frequently  gets 
tired,  and  a  few  minutes'  rest  would  be  a  great  relief  to  many 
a  weary  female..  I  have  found  my  efforts  in  fitting  up  a 
rest  room  have  been  much  appreciated,  and  brought  me  a 
large  share  of  business  that  I  might  not  have  otherwise 
secured. 

No  Use  for  Bonus  Plan. 

"You  have,  of  late,  been  bringing  before  the  readers  of 
the  Shoe  Journal  most  important  topics,  and  one  of  these, 
I  think,  is  the  moving  out  of  odd  lines  of  over  season  goods. 
I  notice  that  some  adopt  the  plan  of  giving  a  bonus  to  their 
salesmen  or  a  "spiff"  as  it  is  generally  called.  I  do  not 
agree  with  any  such  method.    I  claim  that  no  clerk  should 


expect  such  a  thing,  if  he  is  paid  what  he  is  worth.  It  is  up 
to  the  employer  to  see  that  he  does  his  duty  and  that  atten- 
tion is  drawn  to  what  is  desired  and  expected  of  him.  If 
you  find  that  a  clerk  is  not  carrying  out  your  wishes,  ask 
the  reason  why.  I  think,  in  the  majority  of  cases  there  will 
be  found  no  difficulty  in  moving  out  the  stock  referred  to 
without  allowing  any  bonus,  commission  or  other  consideration, 
if  a  united  and  harmonious  effort  is  made  to  carry  ou  tthe 
undertaking.  I  believe  it  is  the  right  principle  to  win  the 
confidence  and  esteem  of  your  employees,  but  they  should 
realize  that  what  is  the  employer's  interest,  is  also  theirs. 


One  is  essential  to  the  other.  A  merchant  can  adopt  various 
means  of  grouping  and  pushing  certain  slow  selling  lines 
or  shelf  warmers,  so  that  they  can  be  easily  detected  from 
a  new  stock.  Let  the  employer  go  around  each  day  and 
see  what  goods  have  moved  out,  and  let  the  salesman  see 
that  you  appreciate  his  honest  efforts.  This  can  be  done 
by  speaking  a  word  of  encouragement  and,  if  you  feel  like 
it,  you  may  make  him  a  small  present  now  and  again,  but  do 
not  offer  a  'bribe'  for  a  man  or  woman  to  do  duty. 


Fine  Profit  in  Hosiery. 

"I  note,  also,  that  many  opinions  prevail  regarding 
the  handling  of  hosiery  in  the  shoe  store.  On  this  question 
I  think  that  no  fixed  rule  can  be  laid  down  as  conditions 
are  not  the  same  all  round.  My  experience  is  that  carrying 
hosiery  in  a  shoe  stand  is  a  paying  proposition.  I  have 
found  it  so,  and  this  department  works  in  well  with  shoes, 
while  the  sale  of  the  latter  frequently  leads  to  the  purchase 
of  several  pairs  of  stockings  or  half  hose. 

"The  repair  end  of  the  retail  shoe  store  has  also  called 
for  much  comment  from  you.  In  my  judgment  this  is  a 
question  that  each  dealer  must  work  out  for  himself.  If 
conditions  warrant  it  and  one  does  not  mind  a  disagreeable 
and  rather  dirty  job,  it  can  be  made  to  pay,  but  you  need 
a  practical  man  to  undertake  the  task.    I  gave  twenty- 
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six  years  of  the  best  part  of  my  life  to  this  branch  of  the  shoe 
business,  and  did  all  my  work  by  hand.  I  know  if  a  man 
does  good  work  he  can  command  paying  prices. 

Have  Them  Done  on  Time. 

"I  used  to  make  it  a  point  to  have  my  repairs  finished 
on  time  and  allow  no  job  to  leave  the  shop  without  being 
paid  for.  I  did  the  work  neatly  so  that  it  was  durable, 
giving  full  value  for  the  price  charged.  It  was  through 
adopting  this  course  that  a  demand  was  created  for  home- 
made shoes  which  eventually  grew  beyond  my  control,  and, 
because  of  the  lack  of  practical  help,  I  laid  in  a  small  stock 
of  solid  leather  staples.  Thus  my  business  has  grown  from 
a  small  beginning  to  what  it  represents  to-day.  It  has 
required  perseverance  and  hard  work,  but  to-day  I  am  in 
a  position  to  fit  any  man  out  from  head  to  toe  with  every- 
thing that  he  needs  to  wear.  It  has  taken  me  nineteen 
years  to  accomplish  this. 

From  the  Old  Into  the  New. 

"My  first  building  was  a  little  old  log  one,  sixteen  by 
sixteen,  now  I  occupy  one  of  the  most  modern  and  attrac- 
tive brick  structures  in  town  or  out  of  it  for  a  radius  of 
sixty  miles.  In  dimensions  my  business  home  is  twenty- 
two  by  forty,  and  I  have  occupied  it  just  one  year.  Already 
I  find  it  too  small,  and,  in  the  near  future,  I  expect  to  increase 
my  floor  space  considerably  and  carry  to  completion  certain 
ideas  which  I  have  long  entertained  of  what  an  up-to-date 
store  should  be. 

"Just  a  word  about  advertising.  In  the  matter  of 
special  sales  I  do  not  believe  in  calling  in  any  agency  to 
conduct  them.  Adopt  the  simple  method  of  rebating 
whatever  you  desire  from  the  customary  selling  price, 
having  at  all  times  the  figures  plainly  marked.  Thus  the 
public  can  see  at  a  glance  that  your  sale  is  not  a  fictitious 
one. 

"Will  Make  Repairs  Win  Out. 

"In  conclusion,  I  may  say  that,  for  the  last  year,  I 
have  been  obliged  to  drop  repairs,  but  as  soon  as  I  can  work 
around  to  it  again  I  shall  take  it  up  and  also  the  making  of 
shoes.  When  I  do,  I  shall  go  in  to  win.  I  desire  to 
thank  your  paper  for  the  many  suggestions  received  through 
its  columns,  and  trust  that  you  may  continue  in  your  good 
work  for  the  benefit  of  the  retailer,  the  development  of 
salesmanship  ability,  and  the  placing  of  mercantile  life  on  a 
high,  well-directed  and  progressive  plane." 


Give  the  Repair  Shop  a  Chance 

(Editor,  Shoe  and  Leather  Journal). 

Sir:— 

I  have  been  reading  up  recent  issues  of  the  Shoe  and 
Leather  Journal,  and  have  become  quite  interested  in 
the  pros  and  cons  of  the  repair  department. 

Some  of  the  accounts  are  really  surprising  in  that  so 
many  say  that  "they  do  not  bother  with  repairs."  It 
seems  to  me  that  everything  in  connection  with  the  shoe 
business  or  any  other  business  is  "bother,"  if  we  look  at  it  in 
that  light.  If  there  is  sufficient  work  to  be  done  to  keep 
a  good  man  busy,  it  is  not  the  fault  of  the  repair  department 
that  it  does  not  pay  but  of  the  people  who  are  running  it. 
It  looks  as  if  a  good  many  do  not  know  and  do  not  take  the 
trouble  to  know,  whether  the  repair  department  pays  or 
not.    Our  experience  with  repairing  is  that  people  are  just 


as  willing  to  pay  for  value  received  for  shoe  repairing  as  any 
other  item  of  trade. 

It  seems  to  me  unfair,  that,  if  a  shoe  goes  wrong,  that 
the  repair  department  should  bear  the  loss.  The  sales 
department  got  the  profit  when  the  goods  were  sold  and 
should  bear  the  loss. 

We  started  our  repair  department  last  December,  right 
at  the  very  worst  time  of  year,  but  as  a  good  reliable  man 
was  at  our  disposal  just  then,  we  made  the  start. 

The  venture  was  a  loss  of  perhaps  $1.50  to  $2.00  per 
week  for  the  first  three  months,  but  since  then  the  loss  has 
been  wiped  out  and  a  good  surplus  made  to  the  credit  of 
the  repair  department.  Not  only  has  the  repair  depart- 
ment paid  its  way  and  made  a  profit,  but  has  helped  us  out 
on  many  sales  which  would  have  been  lost  to  us  but  for  the 
assistance  of  this  department. 

We  used  to  take  out  our  work,  but  this  was  very  unsatis- 
factory because  we  had  to  wait  the  shoemaker's  pleasure 
as  to  when  the  work  would  be  finished,  no  matter  how  much 
hurry  we  were  in. 

We  do  not  carry  on  our  work  by  guess,  but  know  exactly 
any  day  where  we  are  at.  At  the  end  of  the  week,  the  total 
of  the  work  done  and  the  total  of  the  stock  used  are  reported 
on  the  regular  sales'  sheet,  and  when  the  salary  is  deducted 
we  know  to  a  cent  what  has  been  made.  Of  course,  there 
are  gains  and  advantages  that  this  report  cannot  show. 

We  used  to  advertise  but  we  had  to  stop  it,  as  we  were 
getting  too  much  work  for  our  man,  and  did  not  care  to  add 
to  our  staff  just  then. 

We  had  repair  tags  made  specially.  The  tag  itself  is 
attached  to  the  shoe  and  the  stub  given  to  the  customer. 
We  are  enclosing  one  of  these,  which  explains  itself  more 
briefly  and  better  than  can  be  done  any  other  way. 
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Then  we  got  out  a  folder  which  not  only  advertised  our 
repair  department,  but  our  leading  lines  of  shoes  as  well. 

It  does  seem  to  me  from  a  reading  of  what  has  been 
published  in  the  columns  of  the  Journal,  that  the  repair 
department  has  seldom  had  a  fair  trial. 

If  it  is  worth  trying,  it  is  worth  a  fair  trial,  and  if  it  is 
worth  doing  at  all,  it  is  worth  doing  well.  We  figure  that 
the  repair  department  almost  pays  the  salary  of  one  of  our 
junior  clerks. 

Yours  truly, 

Currie  Bros., 

Per  F.  A.  Robinson. 
Saskatoon,  Sask.,  August  24th,  191 1. 


Whatever  worrying  you  find  it  necessary  to  do  in  con- 
nection with  your  business,  don't  let  it  be  over  somebody 
else's  success. 
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Clever  Sales  Made  By  Retail  Clerks 

August  Competition  in  Shoe  Salesmanship  Draws  Responses  From  Many  Points— How  Ingenuity,  Suggestion  and 
Good  Talking  Ability  Have  Succeeded  in  Effecting  Satisfactory  Returns— Keen  Interest  in  the  Contest. 


WINNERS  OF  AWARDS, 
ist  Prize— D.  J.  DeVine  (Yale  Shoe  Store),  Winnipeg, 
Man. 

2nd  Prize — Miss  Jessie  Cumming  (H.  L.  Harrison), 
Fergus,  Ont. 

3rd  Prize — Miss  L.  V.  Schenck  (Knechtel  &  Co.), 

Stratford,  Ont. 
4th  Prize— Harold  H.  Cook  (A.  L.  Wile),  Bridgewater, 

N.  S. 


The  August  competition  among  retail  shoe  clerks,  con- 
ducted by  the  Shoe  and  Leather  Journal,  drew  many 
replies  from  all  parts  of  Canada.  The  contest  was  a  spirited 
one  and  brought  forth  bright  and  original  salesmanship 
experiences. 

When  this  department  was  inaugurated,  a  few  months 
ago,  it  was  felt  that  perhaps  interest  would  lag  somewhat 
after  the  novelty  and  attention  directed  to  it  had  subsided. 
Instead  of  this  being  the  case,  this  monthly  feature  has 
proved  one  of  the  most  popular  and  edifying  ever  introduced 
by  this  paper.  Letters  have  been  received  from  a  number 
of  progressive  retailers  referring  in  commendable  terms  to 
the  character  of  the  contest,  and  the  stimulating  effect  it 
has  exercised  generally  in  promoting  better  salesmanship, 
and  the  selling  of  higher  grades  of  footwear. 

In  view  of  this  cordial  endorsation,  the  monthly  com- 
petitions will  be  continued.  The  judges  have  had  no  light 
task  in  selecting  the  prize  winners,  and,  to  many  who  have 
entered  but  have  not  yet  captured  a  place,  the  advice  is 
tendered,  do  not  grow  discouraged,  but  make  another  effort. 
Persistency  and  energy  win  in  the  end. 

The  October  competition  will  close  on  September  20th. 
Four  awards  will  be  made,  $5.00  for  first  place;  $3.00  for 
second;  S2.00  for  third;  and  $1.50  for  the  fourth.  In 
addition,  the  Shoe  Journal  will  pay  $1.00  for  each  selling 
experience  that  it  deems  worthy  of  publication.  In  the 
present  issue  two  are  printed  besides  the  experience  of  the 
fcur  who  captured  awards. 

What  is  required  is  not  an  essay,  or  a  literary  effusion, 
but  a  recital  of  how  tact,  judgment,  originality,  or  resource 
have  won  out  and  resulted  in  effective  salesmanship.  Recall 
any  "stunts  that  you  have  pulled  off,"  and  send  them  in. 
It  is  ideas  that  we  desire,  and  for  them  we  are  prepared  to 
pay. 

HOW   GOOD   "TALK"   CLOSED   THE  SALE. 

By  I->.  J.  Do  Vine,  Winnipeg,  Man. 

"A  woman  came  into  the  store  about  three  weeks  ago. 
I  am  in  the  men's  department,  which  is  located  near  the 
door.  I  met  the  caller,  who  informed  me  that  she  wanted 
to  see  a  pair  of  bedroom  slippers.  I  showed  her  what  the 
ordinary  woman  buys— a  pair  at  $1.25.  She  told  me  that 
was  higher  than  she  expected  to  pay;  however,  by  the 
exercise  of  a  little  judgment  and  tact,  I  managed  to  dispose 


of  the  slippers.  She  then  inquired  for  a  pair  of  Oxfords  that 
she  could  wear  on  all  occasions,  remarking  that  she  did  not 
care  to  go  over  $3.50.  This  customer  had  rather  long  slim 
feet  which  many  possessors  assert  are  so  hard  to  fit.  I  may 
remark  here  that  such  is  not  the  case  if  a  person  is  willing 
to  pay  the  price  for  a  proper  shoe.  I  engaged  the  woman 
in  conversation  and  demonstrated  how  very  easy  it  was  to 
fit  her  with  shoes  of  the  particular  type  that  her  foot  called 
for.  I  induced  her  to  try  on  a  patent  Roman  sandal  with 
a  nice  flexible  welt  and  showed  her  all  its  good  qualities. 
She  became  interested,  and  I  saw  that  she  was  gradually 
being  won  over.  I  buttoned  up  the  sandal,  and  still  con- 
tinued my  'talk'  on  its  excellent  features.  Finally  she 
asked  the  price,  and  when  I  said  $8.00,  she  nearly  collapsed. 
I  continued  to  explain  how  comfortable  the  shoe  was,  and 
referred  to  its  splendid  workmanship  and  attractive  build. 
Eventually  I  inquired  if  she  would  not  like  to  try  on  the  mate, 
when  she  replied,  '  Why  I  usually  buy  three  pairs  for  that 
price,  but  really  I  never  had  a  shoe  fit  me  so  neatly  before. 
You  may  try  on  the  other,  and,  if  it  fits  as  well  as  this  one 
I  will  take  the  pair.'  I  was  sure  that  the  other  one  would 
give  equal  satisfaction,  as  after  all  her  foot  was  not  a  difficult 
one  to  fit.  She  bought  the  sandals,  and  then  observed, 
'I  never  knew  there  was  so  much  difference  in  the  comfort 
and  feeling  of  shoes.  Now  if  you  have  two  more  pairs  of 
these  bedroom  slippers  in  red  and  blue,  I  will  take  them.' 
She  told  me,  as  I  knew  her  size  that  I  need  not  fit  them  on. 
I  also  sold  her  some  children's  shoes  before  she  left.  In  all 
I  secured  $17.50  from  her,  whereas  I  would  have  sold  her 
only  $4.75  worth  of  footwear,  if  I  had  not  given  her  that 
'talk'  on  quality,  style,  and  appearance." 


INTRODUCING  GOODS   MEANS  A  SALE. 

By  Jessie  Cumming,  Fergus,  Ont. 

"Introducing  goods  generally  means  a  sale.  Not  long 
ago  a  young  man  entered  the  store,  and  asked  to  see  some 
heavy  shoes.  I  showed  him  several  lines,  and  he  selected 
a  pair  at  $3.00.  During  the  converstaion  he  told  me  of 
his  intention  of  going  West.  I  took  the  opportunity  of 
showing  him  some  trunks,  and  finally  sold  him  one  at  $5.00. 
I  also  picked  up  a  lunch  basket,  which  I  told  him  he  would 
require,  making  another  sale  for  60  cents.  As  we  were 
passing  our  hosiery  department,  I  stopped  and  showed  him 
some  nice  lines  of  half  hose.  He  purchased  3  pairs  for  $1.50. 
This  young  man  came  in  to  spend  $3.00,  but  by  showing 
goods  and  engaging  in  a  little  'talk '  I  received  $10.00.  When 
I  am  selling  a  pair  of  fine  shoes,  I  find  by  showing  and  con- 
vincing my  customer  of  the  necessity  of  shoe  tiees,  I  in- 
variably make  a  sale." 


TAKING  ADVANTAGE  OF  A  RAIN  STORM. 

By  L.  V.  Schenck,  Stratford,  Ont. 

"I  made  a  very  good  sale  the  other  day.  We  had  a 
severe  storm  and  two  young  ladies  came  into  the  store  for 
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shelter.  The  one  lady  asked  if  I  would  mind  showing  her 
a  cheap  pump.  I  did  so,  and  she  thought  them  very  nice, 
but  remarked,  that  the  heel  was  too  low.  I  told  her  if  she 
liked  a  higher  heel  that  I  would  show  her  an  Oxford  which 
we  had  in  stock.  She  did  not  think  that  she  would  care  for 
an  Oxford.  But  knowing  it  to  be  a  pretty  as  well  as 
comfortable  shoe  (as  I  wore  a  pair),  I  brought  it  to  her.  It 
was  a  patent  Oxford,  sample  No.  917,  with  five  buttons, 
and  short  vamp  and  a  very  high  heel.  When  I  showed  it 
to  her,  she  exclaimed,  'Oh,  what  a  dear,  but  I'd  never  be 
able  to  wear  that,  it's  too  small.  Is  it  a  three  and  a  half?' 
It  was,  and  I  fitted  it  on  her  foot.  '  Well, '  she  said,  '  I  don't 
care  what  anyone  says,  I'm  going  to  have  that  shoe.'  By 
this  time  I  noticed  the  other  lady  admiring  the  Oxford.  I 
inquired  if  she  would  like  to  try  one  on.  She  replied  that 
she  would  if  I  did  not  think  it  too  much  trouble,  as  she  did 
not  intend  to  buy.  I  brought  a  size  four  for  her,  and  she, 
like  her  friend,  thought  the  shoe  would  be  too  small.  But 
it  also  fitted  perfectly.  She  said  that  she  was  going  on  her 
vacation.  I  told  her  the  footwear  would  be  both  serviceable 
and  dainty.  Before  the  rain  had  ceased  I  had  sold  each 
caller  a  pair  of  $4.50  Oxfords,  and  they  were  pleased  with 
their  purchases." 


EXPLAINED  A  SHOE'S  MERIT  AND  WON. 

By  Harold  H.  Cook,  Bridgewater,  N.  S. 

"A  brakeman  came  in  the  store,  and  wanted  a  pair  of 
railroad  boots  with  elastic  sides  and  heavy  soles,  size  7. 
I  got  down  size  8,  which  when  fitted,  were  found  too  large. 
We  had  not  his  size  with  the  elastic  sides.  He  insisted  on 
getting  that  style  or  none  at  all.  Knowing  that  we  had 
nothing  in  that  line  to  fit,  while  he  had  his  boot  off,  I  in- 
formed him  that  I  wanted  to  show  him  some  of  our  fall 
specials  at  $5.00.  I  got  down  a  pair  of  natty  gun  metal  calf 
bluchers,  with  a  high  swing  toe,  slip  sole,  and  military  heel, 
and  induced  him  to  try  them  on.  They  fitted  him  admirably, 
but  he  found  them  too  expensive,  and  said  that  was  not  what 
he  came  after.  After  explaining  the  superior  quality  of  the 
uppers,  the  solid  leather  heel,  the  guaranteed  counters, 
and  the  splendid  workmanship  on  the  boots,  I  prevailed 
upon  him  to  buy.  Noticing  that  he  had  on  a  pair  of  patent 
blucher  bal.  with  the  heels  worn  down  at  the  side,  I  advised 
him  to  wear  the  new  shoes,  and  leave  the  others  to  have  them 
straightened  and  rubber  heels  put  on,  which  he  did.  This 
made  a  total  sale  of  $5.50,  which  might  have  been  lost,  as 
we  did  not  have  anything  to  take  the  place  of  what  he  came 
in  to  purchase." 

FILLED  IN  CHECK  AND  TOOK  THE  BOOTS. 

By  W.  M.  Leslie  (Vermilyea  &  Son),  Belleville,  Ont. 

"The  other  evening  a  young  man  entered  the  store  and 
began  to  stroll  around.  I  approached  him  and  asked  if 
there  was  anything  I  could  show  him  in  footwear.  He 
replied,  rather  evasively,  that  he  did  not  know.  I  immediate- 
ly got  busy  and  displayed  one  of  the  latest  lasts  in  men's 
fine  goods  which  he  took  quite  a  fancy  too.  He  asked  the 
price,  after  I  had  explained  the  merits  of  the  shoe  which 
retails  at  $4.50.  I  happened  to  know  that  he  was  engaged 
on  construction  on  the  C.  N.  R.  line,  and  I  next  inquired 
how  he  was  provided  with  working  shoes,  telling  that  we 
had  a  good  substantial  line.  He  remarked  that  'he  guessed 
he  was  well  enough  off  in  this  respect.'     I  dug  up  two  or 


three  pairs  of  our  best  wearers  and  best  sellers  for  hard, 
heavy  strain,  and  he  became  interested,  finally  saying  that 
he  would  take  a  pair  which  we  dispose  of  at  s$S.oo.  The 
two  pairs  amounted  to  $9.50.  After  I  had  done  them  up  he 
started  to  pay  me  but  discovered  that  he  had  only  nine 
fifty  in  his  pocket.  We  do  a  strictly  cash  business,  and  he 
remarked  that  he  had  several  other  things  that  he  wanted 
to  buy  in  the  city,  and  would  have  to  call  for  the  shoes 
later.  I  knew  that  if  he  left  the  store  there  was  small  pro- 
bability of  his  returning,  and  I  told  him  that  he  could  give 
us  a  check  for  the  amount.  He  informed  me  that  he  had 
none  on  him.  I  slipped  over  to  a  boy  and  instructed  him 
to  go  to  the  office  and  bring  several  blank  check  books. 
This  he  did,  and  I  informed  the  youth  that  he  had  seciired 
exceptionally  good  value  in  the  boots,  which  I  could  thor- 
oughly recommend  and,  as  they  fitted  him  and  would  give 
him  satisfaction,  he  had  better  take  them  along.  I  then 
showed  him  that  we  had  checks  on  hand,  and  all  that  he 
had  to  do  was  to  fill  in  the  amount  for  one  on  his  bank,  and 
it  would  be  all  right.  This  he  did,  and  carried  the  shoes  off 
with  him.  Thus  by  a  little  forethought,  I  managed  to  secure 
the  pay  for  the  goods  and  sold  a  caller  who  had  entered  merely 
'to  look  around,'  nine  dollars  and  fifty  cents  worth  of  footwear. 
I  admit  that  I  knew  he  had  money  in  the  bank,  but  still  if 
he  had  departed  without  taking  the  footwear  with  him,  I 
doubt  if  he  would  have  come  back.  As  I  had  spent  some 
time  in  making  the  sales,  I  felt  justified  in  resorting  to  the 
expedient  that  I  did." 


THE  HIGH  PRICED  SHOE  CAPTURED  HIM. 

By  Wm.  Cochrane  (Smith  Bros.),  Windsor,  N.  S. 

"A  gentleman  from  one  of  the  neighboring  towns  came 
in  our  shoe  store  to  purchase  a  pair  of  shoes  size  10,  at  about 
$2.00  or  $2.50  in  price.  I  showed  him  several  at  the  price 
mentioned,  but  he  seemed  to  be  doubtful  whether  they  would 
fit.  He  said  that  he  very  seldom  got  a  pair  to  fit  him.  I 
persuaded  him  to  try  them  on  but  they  did  not  just  suit,  so 
I  decided  to  display  something  better.  I  showed  him  a  pair 
of  cushion  sole  shoes.  He  tried  one  on  and  it  felt  so  good 
that  he  was  quite  surprised.  He  then  tried  on  the  mate, 
and  asked  me  the  price.  I  told  him  $5.50.  It  almost  took 
his  breath  away,  but  he  lived  through  it.  After  he  got 
settled  down  again,  I  described  to  him  the  wearing  qualities 
of  the  boots,  and  the  comfort  that  he  would  get  out  of  them. 
After  some  conversation,  he  decided  to  take  them  on  my 
recommendation.  A  few  days  after  he  had  bought  them,  he 
happened  to  be  in  town  again  and  came  into  the  shop.  He 
said  that  it  was  the  best  pair  of  boots  that  he  had  ever  worn 
for  comfort  and  durability,  and  added  that  he  would  be  in 
for  another  pair  of  the  same  type.  I  told  him  that  we  always 
endeavored  to  sell  a  high  priced  shoe  as  we  could  recommend 
them  to  give  satisfaction  every  time." 


A  large  retailer  of  shoes  has  revived  and  revised  an 
old  method  of  using  cut-out  celluloid  price  tickets,  which 
were  used  by  clothiers  ten  years  ago.  It  makes  an  easily 
read  price  ticket.  An  arrow  about  two  inches  long  has  the 
shoe  brand  printed  on  its  broad  end,  and  the  prices,  about 
three-quarters  of  an  inch  high,  show  in  cut-out  above  it, 
with  the  stems  of  the  figures  below  its  centre.  It  is  all  of 
one  piece  of  white  celluloid. 
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Patent  Button,  Plain  Toe 
By  Macfarlane  Shoe  Co. 


The  Editorial  View  Point 


The  English  transportation  strike  affords  an  indication 
of  the  drift  of  things,  not  only  there,  but  on  this  side  of  the 

water.  As  time  passes  these  con- 
TRANSPORTATION  fiicts  between  capital  and  labor 
AND  STRIKES  take  on  more  and  more  the  character 

of  civil  warfare,  and  it  is  not  difficult 
to  conceive  at  no  very  remote  date  a  situation  that  may 
involve  all  the  horrors  of  the  most  sanguinary  internecine 
strife.  It  suggests  the  necessity  of  having  such  enterprises 
as  railroad  and  steamboat  transportation  placed  within 
government  control,  involving  as  they  do  the  very  existence 
of  those  who  are  in  no  way  responsible  for,  and  who  are 
helpless  to  remedy  any  of  the  evils  which  may  precipitate 
such  conflicts. 

There  is  absolutely  no  excuse  for  slip-shod,  haphazard 
methods  in  business   to-day.    With  the  interchange  of 
thought  in  trade  papers  and  the  availability 
BUSINESS        of  ideas  even  amongst  those  who  are  more 
SYSTEM  or  less  competitors  it  might  too  be  pos- 

sible for  the  merest  tyro  to  equip  himself 
in  a  short  while  with  methods  that  will  enable  him  to  run 
a  safe  and  prosperous  business.  Without  system  it  is  prac- 
tically impossible  to  succeed.  Here  and  there  one  may 
find  individuals  who  seem  to  prosper  in  the  use  of  hit-or- 
miss  expedients,  but  the  race  to-day  is  so  keen  and  the 
margins  so  close  that  one  has  need  to  look  well  to  his  going. 
The  system  need  not  be  elaborate  to  be  effective.  There 
is  a  possibility  of  a  situation,  however,  illustrated  by 
the  man  who  being  asked  how  business  was,  replied,  "Hang 
business,  it  keeps  me  busy  watching  my  system." 

The  outlook  for  fall  appears  extremely  good.  There 
has  been  the  usual  amount  of  bearish  crop  talk  but,  so 

far,  nothing  has  arisen  to  mar  the  prospects 
BUSINESS  of  a  bumper  year  for  wheat  and  other 
OUTLOOK        grains.    In  spite  of  the  damage  to  the 

smaller  fruits,  and  to  apples  in  some 
sections,  there  is  every  reason  to  expect  that  the  returns 
of  husbandry  in  various  lines  will  be  well  up  to  the  average. 
Business  has  been  quiet  for  a  month  past,  but  is  already 
showing  abundant  signs  of  revival.  Payments  were  good 
for  August,  although  there  have  been  complaints  in  some 
quarters  of  disappointment. 

The  country  is  in  the  throes  of  a  general  election,  and 
the  newspapers  are  filled  with  little  else  than  the  noise  of 

political  combat.  The  parties  are  being 
GENERAL  placed  in  battle  array,  and  in  spite  of 
ELECTIONS     individual  opinions,  men  will  follow  like 

sheep  the  party  shibboleth.  Any  boasted 
independence  becomes  worse  than  a  mere  name  at  a  time 
like  the  present,  for  it  leads  us  to  vote  for  men  whom  we 
would  blackball  in  a  secret  society  or  object  to  on  a  church 
board  as  promptly  as  the  names  came  up.  There  are  few 
people  who  vote  as  their  conscience  dictates  or  even  as 
their  common  sense  suggests.  That  is  why  wc  have  so 
many  shysters  in  Parliament. 


The  issue  before  the  electors  is,  without  doubt,  the 
Reciprocity  Pact  with  the  United  States.    There  can  be 
little  question  as  to  the  desirability  of  the 
RECIPROCITY    freest  exchange  possible  of  natural  pro- 
OR  NOT  ducts  between  the  two  countries.  The  un- 

certainty of  the  duration  of  the  pact 
is  its  damaging  feature.  What  guarantee  has  Canada 
that  when  she  has  adapted  herself  to  the  new  conditions 
and  cut  away  from  her  present  foreign  trade  connections,, 
she  will  not,  in  five  or  ten  years,  have  to  go  back  and  pick 
up  the  customers  she  has  dropped?  Tariff  issues  in  the 
United  States  are,  unfortunately,  too  easily  and  frequently 
raised,  and  a  change  of  government  might  mean  the  renun- 
ciation of  trade  relationships  with  Canada.  Of  course 
one  has  always  to  take  risks  in  trade. 

Spring  business  is  under  way  with  a  great  many  of  the 
manufacturers  who  report  business  coming  in  rather  better 
than  usual  for  this   time   of   the  year. 
SHOE  Jobbers  have  mostly  visited  the  East  and 

TRADE  have  shown  a  disposition  to  place  orders 

in  a  way  that  would  indicate  their  con 
fidence  in  the  future.  Wholesale  stocks  are  small,  and  al- 
though it  is  early  yet  for  fall  sorting,  jobbers  expect  a  good 
trade  as  retail  stocks  are  run  as  close  as  they  have  been  for 
some  seasons.  Some  retail  dealers  have  already  placed  orders 
for  spring  deliveries,  but  the  majority  are  awaiting  the 
movement  of  fall  stocks  before  anticipating  their  require- 
ments. 

In  recent  issues  of  the  Shoe  and  Leather  Journal 
much  information  has  been  presented  from  several  sources 

on  the  method  of  handling  repairs.  These 
THE  METHODS  articles  have  created  wide  interest  and 
OF  OTHERS.       have  been  drawn  from  retailers,  large, 

medium  and  small,  in  their  operations. 
The  discussion  has  been  helpful  and  timely.  There  are  many 
other  phases  of  the  shoeman's  sphere,  which  will  be  taken 
up  in  succeeding  issues,  and  all  the  facts,  pro  and  con,  pre- 
sented. Among  these  will  be  the  approbation  practice,  the 
question  of  special  sales,  stock-keeping  systems,  delivery 
methods,  window  decoration,  advertising  appropriations,  and 
how  handled,  the  allowing  of  commissions  to  clerks  to  clear 
certain  slow-selling  lines,  the  help  problem,  the  handling  of 
findings,  the  sale  of  hosiery,  the  question  of  price  cards  and 
bargain  tables,  the  early-closing  movement,  the  proper  basis 
of  paying  the  sales  force,  the  stocking  of  novelties  and 
freak  shoes,  the  matter  of  too  many  styles,  the  carrying  of 
many  or  few  lines,  and  other  vital  problems  that  arise  from 
time  to  time.  These  observations  will  not  be  the  opinions 
of  one  or  two  men,  but  of  several,  who  have  achieved  suc- 
cess in  the  retail  line,  and  are  willing  to  give  others  the 
benefit  of  their  experiences  and  insights  as  based  on  their 
own  careers.  In  the  next  issue  there  will  appear  several 
interviews  on  the  perplexing  proposition  of  approbation,  how 
it  has  been  reduced  by  certain  shoemcn  to  a  minimum  or 
eliminated  altogether,  and  various  suggestions  on  how  to 
overcome  it. 
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Business  Boosters 


Stunts  Others  Have  Used  to  Advantage— You'll  Never  Get  a  Better  Time  Than  Now  to  Try  the  One  That 

Strikes  Your  Fancy— Practical  Helpful  Suggestions. 

Displaying  Findings  to  Advantage.         Never  disappoint  a  patron  if  at  all  possible,  purchases  punched  on  the  side.    When  ten 

but  do  not  be  too  eager  to  give  pledges  that  dollars   in  the  figures  that  surround  the 

Calgary,  Alta.— A  First  Avenue  shoe           ^  bg  done  by  &  c&rt?l{ri  time  when  paste  ,board  are  punched  Mr.  Barkey  gives 

window  attracted  much  attention  last  week  ^  knQw  ^           fadUties  and  equip.  t0  each  woman  0r  man  one  of  the  much- 

because  it  was  unique  m  a  way.    It  was           ^  ^  permit  of  your  having  the  job  coveted  dustpans,  which,  he  reports,  have 

filled   with  shoe  trees,  bunion  protectors,  completed_    Lgt  your  word  in  tHs  respect  be£n  wdl  receivedj  and  have    proved  a 

arch    supports,    stocking    protectors    corn  ^  ^         ^                 ^  when  ^  people  ^                   ^  .buildi      up  trade_ 
plasters,  silk  laces,  polishes  and  brushes-as  ^  ^  ^          ^  ^  yQu  be 

complete  a  stock  of  findings  m  a  small  way  W:nrW5  Bri(r1lf 

as  a  dealer  should  carry.    The  window  was  J  pref erence_   Tflere  is  ^otWng  that  angers  Keep  Window.  Bright, 

not  crowded  but  was  artistically  and  attrac-  &  cnstQmer  more  than  to  call  on  a  certain  St.  John.-A  local   retailer  attributes 

lively  arranged,  and  with  one  or  two  suggestive  ^  ^         ^  find  ^  ^  shoes  kft  haye  much  of  his  business  to  the  arrangement  of 

show  cards,  told  how  people  with  tender  feet  ^  bgen  touched_    They  mentally  vow  they  his  window  lights  in  such  a  manner  as  to 

could  find  comfort  and  rest  if  they  would  ^           come  ngar  yQu  aga-n  and  sQme  of  display  his  goods  tQ  the  very  ,best  advan. 

only  step  inside;  that  they  would  be  under  them  keep  up  their  vow."  tage.    He  uses  stationary  lights  at  the  top 

no  obligation  to  buy  but  might  feel  perfectly  of  the  windowS)  but  portable  ones  for  the 

free  to  examine  anything  in  the  lines  displayed.              How  To  Deiiver  Promptly.  sides  and  bottom.    He  is  thus  able  to  vary 

fc    _     ,  Brantford. — -"Nothing  kills  a     business  his  «^ting  effects  at  will.    The  windows 

How  He  Handles  the  Freaks.  ^  y  ^  Jt  are  lk  up  m  eleven  o'clock  every  night, 

Brockvuxe,  Ont.-"I  am  not  afraid  of  tears  down  faster  than  the  best  business-  and  although  the  store  is  not  open  after 
freaks  and  I  make  good  money  on  them.  To  man  can  build  up.  t  keep  several  boys  in  seven>  excePt  on  Saturdays,  many_  people, 
be  sure  I  may  not  sell  a  great  many,  but  the  uniform  ready  at  all  times  to  take  care  of  who  otherwise  would  never  deal  with  him, 
main  thing  is  not  to  buy  too  heavy,  clear  rush  orders  or  those  for  outlying  districts,  are  so  attracted  by  the  displays  that  they 
them  out  early,  and,  above  all,  know  when  Ordinary  deliveries  are  handled  by  rig  four  come  back  durmS  'the  ^  and  become  Per" 
to  cut  them.  The  last  three  or  four  pairs  tim£S  daily  and  these  invariably  leave  the  manent  customers, 
you  may  have  to  sell  at  cost  or  below  for  stQre  sharp  m  time     By  this  flexible  sys- 

that  matter,  but  be  sure  that  you  have  made  t£m  customers  are  sure  of  having  their  A  Handy  Repair  Tag. 

enough  profit  on  the  early  pairs  to  safeguard  wishes  ^  tQ  the  ^  when  th,e  boys  f0RONTo. — H.  Phillips,  in  connection  with 
you  agamst  loss  or  are  not  required,  they  chore  around  the  .     ^  ha$   ad       d   a  con_ 

may  arise.    Yon  have  to  carry  a  few  lines  of  gtore„    Here,g  a  gtunt  wQrtl     of  tria]  m  \  oerforated  in  the  centre 

the  nifty  and  nobby  things  if  your  store  is  auarters  to-day  8'  ?      .    r      <■  f, 

to  possess  a  name  and  reputation  of  being  many  qUa*terS      ^  The  customer  retains  half,  while  the  re- 

right  up  to  the  minute  for  fashionable  foot-  maining  half  is  attached  to  the  shoes,  the 

wear.    Do  not  go  in  for  them  too  heavy  but  Go°d  USC  °f  Leaflets-  numbers  corresponding.    No  time  is  wast- 

do  not  be  afraid  of  them  either.  A  knowledge  Regina. — "I  do  not  send  any  announce-  ed  in  taking  down  the  name  and  address, 
of  your  trade  and  surroundings  will  soon  en-  mcnts  through  the  mail,"  remarked  a  instead  there  are  dotted  lines  which  read 
able  you  to  do  just  what  is  right  in  this  Scarth  St.  shoeist.  "I  have  a  neat  leaflet  "Patch,"  "Heeled,"  "Sewn,"  "Nailed," 
matter."  printed  three  or  four  times  a  year  when  I  "-Wanted."    Mr.  Phillips  puts  a  mark  op- 

have  anything  special  to  say,  and  I  place  posjte  the  word  which  indicates  the  nature 
Showing  Shoes  in  the  Window.  one  of  these  in  each  carton  or  parcel  that  oJ[-  tbe  job)  and_  on  the  portion  of  the  tag 

GAM    Ont.-"How  do  I  know  when  a  Soes  out  from  I  "nd  that  it  is  retamed  by  the  caller  are  the  words:  '^M 

Bhoe  is  in  the  window.    Well,  I  never  place  taken  out  and  carefully  read,  and  I  am  sure  positively  refuse  to  return  boots  without  j 
only  one  of  a  certain  kind  there,  and  if  I  t,iat  each  cust°mer  rece,lves  °"e-    \  ??n  this  check."    The  tag  is  handy  and  simple, 
go  'to  a  carton  and  see  that  only  one  shoe  is  trace  dlrect  results  to  such  a  means  of  dis-  Nq  nMie8  can  be  made,  and.  as  the  work 
I  know  that  the  mate  is  on  display  and  tribution,  and,  besides,  I  save  the  postage,    ..  classified  according  t0  numbers,  no  con-] 

I     ■  lay  hands  on  it  if  required  at  a  moment's  fusion  arises.    The  plan  works  out  well.  I 

.         .  .1.11         r  Oust  ir^ans  as  a  rremium. 

notice.    It  is  a  mistake  to  put  both  shoes  of 

type  in  the  window  as  it  often  leads      STOUFFVIIAE.-J.  C.  Barkey  is  offering  a  Humorous  But  Effective, 

to  confusion  and  delay  and  is  not  at  all  -prcmius  of  a  long-handled  dustpan  to  I 
necessary.     The  passer-by  can  judge  just  any  person  purchasing  ten  dollars'  worth      London.-Au  enterprising  shoe  manufac-, 

as  well  from  a  single  shoe  as  he  or  she  can  of  boots  and  shoes  at  his  store.    He  had  turer  has  prepared  a  neat  little  red-cov-j 

from  a  pair.    Then  you  can  exhibit  so  many  the  announcement  printed  on  a  red  pri-  ered  booklet.    On  the  outside  cover  is  the 

more  lines  with  the  space  at  your  disposal."  vate  post  card,  which  he  sent  to  all  his  cut  of  a  snappy  shoe,  and  over  it  are  thej 

customers.     The  card   was  suitably  illus-  words,  "How  we  lose  a  customer?  The! 

Makes   a    Repair   Shop   Pay.  trated,   and   explained   that,   with   one   of  recipient  naturally  opens  the  brochure.  In 

bhese  dustpans  there  was  no  more  stoop-  side  he  finds  a  heavy  black-bordered  mem 

SmCOE,  ONT.  -'  I  see  according  to  your  &  mh  no  mQre  bacV_  orial.like  card,  which  answers  the  query, 

paper   that   certain   shoemen   declare   that     «  ^  ^  Qf    corset  „He  dies  „    lQn  the  back  of  the  booklet  is 

they  hav-  d,. bculty  in  makmg  repair  shops  -  ^  ^  advertisement  setting  forth  the  merits 

pay.  I  ,,uld  not  think  o  running  my  bus,-  •  «•  0{  the  shoes  of  the  firm,  calling  attention 
ness  without  such  a  department,"  remarked  '""   vvay  anu  me  new   w  y              ^   &  innearance    and    to  the 

a  *oe  merchant  here.    "I  feature  in  all  my  The   recipients   were  -requested    o  0  T^slnm  spec  mens  of 

literature  that  repair,  are  promptly  attended  these  cards  with  them  when  visiting  the  fact  that  they  are  splendid  specimens  j 

to  and  all  goods  are  ready  when  promised,  store,  so  as  to  have  the  amount  of  their  shoe  making. 
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How  Some  Retailers  Forge  to  the  Front 

No  Use  for  Shelf  Warmers.  trims.    He  also  uses  newspaper  space,  and  position  as  junior  clerk  with  J.    J.  Haines 

  T'  .  .  ia    a    qtrnntr   arlherpnt    nf    Inrcl    linprs  nf   Relleville.     This   was  in    t86zL   and  111ST 


No  Use  for  Shelf  Warmers. 

"Yes,  I  like  the  shoe  trade.  I  have  been 
connected  with  it  all  my  life,  and  I  know 
nothing  about 
any  other  busi- 
ness. I  consider 
it  one  of  the 
best  mercantile 
enterprises  in  the 
country,  if  not 
the  best,"  said 
'Stephen  Gor>- 
man,  of  Belle- 
ville, Out,  who 
is  a  leading  deal- 
er in  Eastern 
Ontario.  Previous  to  entering  the  retail 
line  eleven  years  ago,  Mr.  Gorman  was  a 
widely  known  and  esteemed  shoe  traveler 
for  twenty-nine  years.  His  father  was  a 
merchant  in  the  village  of  Warkworfth, 
Northumberland  County,  and  the  son  serv- 
ed a  valuable  apprenticeship  behind  the 
counter.  His  first  job  on  the  road  was 
with  Fogarty  Bros.,  of  Montreal,  with 
whom  he  remained  three  years.  He  then 
joined  the  staff  of  travelers  for  James 
Linton  and  Co.,  Montreal,  and  remained 
with  that  concern  fourteen  years.  His 
next  position  was  with  Harvey,  Van  Nor- 
man and  Co.,  Toronto,  with  whom  he 
served  twelve  years  and  built  up  a  big 
connection,  while  they  were  in  business. 
He  had  started  his  son,  Robert,  in  a  shoe 
stand  in  Belleville,  and  one  day,  while  in 
the  shop,  Mr.  Gorman  did  not  notice  an 
open  trap  door  behind  a  partition.  He  fell 
through  the  opening  and  landed  in  the  cel- 
lar. As  he  was  a  heavy  man,  weighing 
about  250  pounds,  the  drop  came  nearly 
having  a  fatal  ending.  He  was  confined  to 
the  house  with  a  shattered  kneecap  for 
seven  long  months.  His  recovery  was  slow 
and,  when  he  was  able  to  get  on  his  feet 
again,  owing  to  the  advice  of  his  family, 
he  decided  to  quit  the  road,  and  adopt 
the  quieter  and  less  strenuous  life  of  a 
retailer.  He  has  won  success  by  merit 
and  earnest  desire  to  please  the  public  at 
all  times.  He  knows  how  to  keep  his  stock 
moving,  and  has  the  art  of  cleaning  out 
shelf  warmers.  They  have  to  go  at  any 
price,  is  his  motto,  as  the  longer  they  re- 
main the  greater  the  loss.  They  not  only 
take  up  space,  but  represent  so  much  locked 
np  capital. 

"The  longer  you  keep  them  the  more 
they  depreciate  in  value,"  he  remarked.  "I 
am  a  strong  believer  in  window  displays 
as  an  effective  advertisement.  I  spend 
much  money  in  fixtures,  flooring,  stands 
and  decorations,  and  I  think  such  an  out- 
lay pays  me  well."  Mr.  Gorman's  estab- 
lishment has  long  been  noted  for  having 
most   appropriate     and     artistic  window 


trims.  He  also  uses  newspaper  space,  and 
is  a  strong  adherent  of  local  liners. 

(Mr.  Gorman  does  practically  a  cash 
trade.  Occasionally,  when  he  knows  that 
a  customer  is  perfectly  good,  he  allows  a 
credit  of  thirty  days,  but,  if  settlement  is 
not  made  at  the  end  of  the  month,  the  fol- 
lowing is  attached  to  the  statement: 

"Kindly  bear  in  mind  that  our  terms  are 
cash. 

"That  when  'Monthly  Accounts'  are  per- 
mitted, they  are  payable  within  one  week 
after  being  rendered. 

"That  we  are  faithfully  endeavoring  to 
carry  out  these  rules  and  will  appreciate 
your  heary  co-operation." 


Need  of  Up-to-date  Methods. 

No  second  price  made  or  accepted,  no 
goods  knowingly  misrepresented,  and  a 
service  so  perfect 
and  attentive  that  a 
little  child  will  re- 
ceive the  same  care 
and  courtesy  as  a 
grown-up  person — ■ 
these  are  some  of 
the  factors  that 
h  a  ve  resulted  in 
building  up  the 
Lockett  Shoe  Store 
of  Kingston,  one  of  the  most  progressive 
and  substantial  concerns  in  Eastern  On- 
tario. Mr.  F,  G.  Lockett,  the  directing 
genius  of  the  business,  which  embraces 
both  wholesale  and  retail  branches,  has 
long  been  an  esteemed  and  honored  resi- 
dent of  the  Limestone  City. 

Speaking  of  the  present-day  methods 
of  retailing,  he  observed,  "Of  course  many 
ways  of  doing  business,  which  were  in 
good  form  and  considered  up-to-date 
twenty  years  ago  are  not  thought  of  now. 
To-day  we  allow  no  goods  out  on  appro- 
bation, and  the  wealthiest  family  in  the 
city  must  pay  cash,  the  same  as  the  poor- 
est. A  much  larger  variety  of  styles  and 
a  better  assorted  stock  has  to  be  kept  than 
was  necessary  twenty,  or  even  ten  years 
ago.  I  consider  that  the  education,  which 
a  man  receives  in  the  retail  business,  is 
invaluable  to  one  going  into  the  wholesale, 
as  he  can  look  at  things  and  judge  every 
item  from  the  standpoint  of  the  retailer, 
and  also  adopt  methods  which  he  knows 
the  retailer  appreciates." 

The  Lockett  Shoe  Store  has  become  al- 
most a  household  word  in  Kingston  and 
surrounding  district.  Mr.  Lockett  has  had 
rather  a  unique  experience.  He  was  born 
in  Manchester,  England,  received  his  edu- 
cation in  Boston,  Mass.,  and  his  business 
training  in  Canada.  Three  years  before  the 
several  provinces  were  linked  together  in 
Confederation,  Mr.  Lockett  started  his 
career  as  a  shoe  salesman.     He  took  a 


position  as  junior  clerk  with  J.  J.  Haines 
of  Belleville.  This  was  in  1864,  and  just 
eight  years  after  Mr.  Lockett  was  admitted 
as  a  partner  in  the  business.  The  firm  of 
Haines  &  Lockett  soon  became  widely 
known  throughout  Ontario,  with  branches 
at  Trenton,  Napanee  and  Kingston.  The 
latter  store  was  opened  in  1878,  under  the 
personal  management  of  Mr.  Lockett. 
After  residing  in  the  Limestone  City  three 
years,  the  failing  health  of  his  partner 
caused  his  return  to  Belleville  to  assume 
the  management  in  the  head  office,  Mr. 
William  Van  Tassel  taking  the  management 
of  the  Kingston  business.  In  1900,  after 
being  in  existence  twenty-eight  years,  the 
partnership  was  dissolved  by  mutual  con- 
sent. Mr.  Lockett  took  the  Kingston  store 
and  returned  to  that  city  with  his  family. 
Under  his  personal  management,  assisted 
by  his  two  sons,  Lawrence  and  Garnett, 
the  business  made  rapid  advancement,  and 
in  1905  a  wholesale  branch  was  started 
under  an  entirely  separate  roof.  It  is 
known  as  the  Midland  Shoe  Co.  Lawrence 
Lockett  is  in  charge  of  the  retail  and  F. 
G.  Lockett  and  his  son  Garnett,  look  after 
the  wholesale.  In  addition  to  being  a 
thorough  shoe  man,  possessing  high-  ideals 
and  strong  convictions  on  business  integ- 
rity, Mr.  Lockett  is  greatly  interested  in 
Christian  work.  He  was  for  many  years  a 
director  of  the  Y.M.C.A.,  and  is  at  pre- 
sent vice-chairman  of  the  board  of  gover- 
nors of  the  Kingston  General  Hospital.  He 
is  also  an  active  member  of  the  Board  of 
Education  and  the  Board  of  Trade. 


Branching  Out  Into  New  Line. 

V.  C.  Gainsford,  who  has  had  a  thorough 
and  successful  experience  in  the  shoe  busi- 
ness, has  gone  on 
the  road  for  his 
brothers  of  England 
and  will  dispose  of 
their  lines  through- 
out the  West.  He  is 
now  the  representa- 
tive of  English  high 
grade  shoes,  made 
in  the  latest  Am- 
erican shapes.  Mr. 
Gainsford  expects  to  open  a  warehouse  in 
Winnipeg  at  an  early  date,  and  carry  a 
select  stock,  which  will  represent  the 
highest  British  quality  and  workmanship. 
He  has  had  considerable  insight  into  the 
wholesale  and  manufacturing  ends.  Mr. 
Gainsford  has  been  six  years  in  Canada, 
being  with  H.  Morgan's,  Montreal,  the  Yale 
Shoe  Store,  and  the  Ryan,  Devlin  shoe  es- 
tablishment in  Winnipeg.  He  is  popular 
with  a  large  circle  of  friends,  and  possess- 
es an  energetic  and  aggressive  disposition, 
which  should  win  for  him  success  in  his 
new  endeavor. 


Some  Stray  Shots 


As  our  Maker  has  kindly  supplied  us  with  reason  and  a 
conscience  for  the  express  purpose  of  enabling  us  to  think  for 
ourselves,  it  is,  therefore,  supposed  that  we 
WHAT  ARE     all  have  our  personal  opinions  concerning 
YOUR  men  and  things.    But  just  here  we  stand 

OPINIONS?      on  the  brink  of  a  peril  where  many  have 
come  to  ruin,  that  is  of  relying  on  the  opin- 
ion of  others  without  examining  the  question  for  oureslves. 
This  is  a  blunder  where  men  are  losing  their  manhood  in 
societv,  business,  politics  and  religion— they  simply  echo 
the  opinions  of  Tom,  Dick  and  Harry;    like  weather  vanes 
they  are  blown  about  by  every  wind  of  doctrine.    You  never 
know  where  to  find  them — they  are  anchored  to  nothing.  In 
twenty  -four  hours,  like  the  hair  on  Carlyle's  head,  they  will 
point  to  ''a'  the  airts  the  winds  can  blaw."    On  the  other 
hand  a  man  may  be  so  self-opinionated  as  to  became  an  in- 
tolerant tyrant,  especially  toward  those  who  see  things 
differently  from  what  he  does.    Freedom  to  think  what  we 
deem  to  be  best  is  every  man's  birthright — and  let  no  man 
sell  it  for  a  mess  of  pottage;  but  intolerance  towards  others 
because,  forsooth,  their  opinions  differ  from  our  own,  can 
never  be  justified,  for  has  not  our  own  experience  taught  us 
time  and  again  how  for  good  and  honest  reasons  we  have 
found  it  necessary  to  differ  from  ourselves,  even  more  widely 
than  we  ever  differed  from  others.    When  the  occasion 
requires  a  wise  man  will  change  his  opinion — a  fool  never 
does. 

What  a  genuine  benediction  it  is  to  come  in  contact 
with  men  who  have  clear  heads  and  pure  hearts.    It  is  as  if 

strength  and  beauty  had  met  together  and 
HEADS  AND  truth  and  righteousness  had  kissed  each 
HEARTS  other.    The  trouble  of  this  world  is  largely 

head  trouble  and  heart  trouble — as  goes 
the  heart,  so  goes  the  head.    This  is  the  devil's  hunting 
ground.    'Tis  here  he  sows  his  tares  and  reaps  his  tragic 
harvest.    He  flings  the  veil  of  prejudice  over  the  intellect 
and  the  blinding  sheet  of  passion  over  the  heart.    Hence  we 
have  cranks,  fanatics,  and  pharisees  and  sour  miserables  who 
groan  and  scowl  their  way  through  this  bright  and  beautiful 
world — men  who  think  with  their  spleen,  write  with  their 
gall  and  pray  with  their  bile.    Why  don't  Edison  or  some 
kindred  genius  invent  a  machine  by  which  we  could  extract 
stupidity  out  of  the  heads  and  malice  out  of  the  hearts  of 
men,  then  this  old  world  would  take  a  new  start  for  the  goal 
of  happiness  and  peace.    Nowhere  is  a  level  head  and  a  true 
heart  more  needed  than  in  the  wild  swirl  of  commercial  life. 
Every  tyro  in  business  life  is  rolling  up  his  sleeves  to  make 
his  pile.    Well,  push  ahead  and  make  it  if  you  can,  but 
take  care  you  don't  unmake  yourself.    No  matter  how  big 
your  pile,  if  in  acquiring  it  you  have  driven  the  dagger  of 
dishonesty  through  your  best  self,  what  have  you  gained? 
Nay,  rather  how  much  have  ycu  lost?    Nine-tenths  of  .the 
restless  craving  of  the  age  would  quickly  die  a  natural  death 
if  men  would  think  more  of  what  they  have  and  less  of  what 
they  want.    It  hardly  requires  two  eyes  to  see  that  the  men 
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who  possess  what  we  covet  are  not  a  jot  more  happy  than 
ourselves,  if,  indeed,  they  are  half  as  happy.  Would  it  not 
be  a  better  way  of  looking  at  life  by  comparing  ourselves 
and  our  lot  with  the  many  who  want  what  we  possess,  rather 
than  with  the  few  who  possess  what  we  want.  Caesar's 
famous  motto,  "Not  to  have  everything  is  to  have  nothing," 
is  the  devil's  philosophy  pure  and  simple,  and  woe  to  the  man 
who  adopts  any  modification  of  it  as  the  programme  of  his 
life.  A  thousand  times  nearer  the  truth  are  the  memorable 
words  of  Paul  to  Timothy,  "Godliness  with  contentment  is 
great  gain. "  That  is  the  straight  road  to  A  Merry  Christmas 
and  A  Happy  New  Year. 

This  is  not  one  of  Solomon's  proverbs  or  it  would  pro- 
bably have  contained  sounder  doctrine.    Enough  is  better 
than  a  feast,  for  the  man  who  knows  when 
ENOUGH  IS    he  has  enough  has  solved  the  riddle  of  life. 
AS  GOOD  AS  It  is  surfeiting  that  is  the  curse  of  human- 
A  FEAST         ity.    The  man  who  knows  when  he  has 
enough  seldom  if  ever  figures  in  the  insol- 
vent list.    Failure  to  grasp  this  principle  is  what  leads  men 
to  over-buy,  over-speculate  and  commit  the  many  sins  of 
greed  and  selfishness  that  bring  physical,  moral  and  commer- 
cial disease  in  their  wake.    "Eat  so  much  honey  as  is  good 
for  thee,"  saith  the  Wise  Man.    Yet  people  from  the  begin- 
ning of  the  world  have  abused  this  and  other  "good  creatures" 
of  God,  and  have  blamed  Providence  when  their  stomachs 
collapsed.    Even  Solomon  himself  went  down  before  the 
besetting  sin  of  selfishness,  and  croons  at  last  the  lament, 
' ' Vanity  of  vanity,  all  is  vanity ! ' '    Vanity,  forsooth !    When  j 
he  had  run  the  whole  gamut  of  licentiousness  until  the  strings 
snapped  under  his  feverish  touch  he  throws  the  instrument  J 
into  the  rubbish  heap  and  calls  life  a  failure.    Learn  to  mix 
your  pleasure,  business,  religion  and  everything  else  with  | 
enough  common  sense  to  enable  you  to  know  when  and 
where  to  quit.    That  is  all. 

The  learner  is  the  winner.    The  man  who  sits  back  and 
sniffs  at  advice  or  example  is  inviting  failure.    "He  that  1 
refuseth  instruction  despiseth  his  own  soul." 
TAKE  A  There  are  people  who  will  never  let  anyone  ! 

HINT  tell  them  anything.    They  think  that  to  be 

told  a  thing  is  like  confessing  criminal  ,j 
ignorance.    Then  there  are  those  who  will  not  take  instruc-  j 
tion  even  from  those  who  have  bought  knowledge  by  bitter 
experience.    Where  you  refuse  instruction  you  are  despising 
your  own  soul.    You  are  making  light  of  your  own  highest 
interests.    The  conceited  ass  who  wants  to  be  thought  clever 
is  all  the  while  throwing  his  ears  into  relief  when  he  flouts  the. 
hints  that  experience  and  wisdom  thrust  at  him. 
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Effective  Grouping  in  Shoe  Displays 

The  Purpose  of  All  Window  Showings  Should  be  to  Sell  Goods  —  Art  of  Bringing  Out  the  Distinctive  Features 
and  Graceful  Lines  Should  Be  Cultivated — Some  Mistakes  to  Avoid. 


Effective  window  dressing  is  an  art  that  every  shoe  man 
should  cultivate.  It  is  something  that  should  never  be  left 
to  haphazard.  Many  persons  judge  of  what  a  retailer  has  to 
offer  from  the  displays  made  in  his  windows.    In  order  to 


create  a  favorable  impression,  arouse  interest,  and  attract 
trade,  some  merchants  think  that  as  many  shoes  of  one 
kind  and  another  as  possible  should  be  thrust  into  the 
limited  space  behind  the  glass  fronts  of  their  premises.  This 
mistake  is  altogether  too  common.  A  miscellaneous, 
variegated,  motley  assortment  of  footwear  never  yet  brought 
any  merchant  adequate  results.  There  must  be  taste, 
method,  symmetry,  and  good  judgment  exercised.  The  good 
buyer  when  he  looks  over  samples  of  a  traveler,  does  not 
go  to  it  blindfold  and  grab  here  and  there  in  an  indiscriminate 
fashion.  He  uses  his  best  powers  of  observation,  thought- 
analysis,  study  and  knowledge  of  styles,  tendencies  and  the 
probable  requirements  of  his  clientele.  When  it  comes  to 
window  trimming  too  frequently  there  is  an  absence  of  those 
qualities  which  should  direct  this  important  branch  of  store 
management. 

Have  Order  and  System. 

A  Western  retailer  was  asked  the  other  day  how  often 
he  changed  his  windows.  He  replied  that  he  had  no  definite 
plan.    Sometimes  he  did  it  every  week,  but  when  the  season 


was  busy  and  he  thought  that  he  had  an  imposing  array  he 
had  left  the  goods  exposed  to  public  gaze,  and  the  rays  of  the 
sun  for  three  weeks,  and,  in  one  instance,  a  full  month. 
There  was  no  regularity  and  method.  Generally  speaking, 
a  window  should  be  altered  once  a  week,  and,  in  no  case, 
should  the  work  be  left  undone  over  a  fortnight.  If  results 
are  to  be  obtained,  there  must  be  some  fixed,  definite  purpose 
and  plan  in  view,  new  ideas,  fresh  effects  and  inviting  acces- 
sories. 

It  is  a  good  investment  for  a  shoeman  to  spend  money 
and  plenty  of  it  in  flooring  material,  stands  and  fittings. 
The  most  up-to-date  business  men  will  tell  you  that  such 
things,  when  properly  -used,  pay  handsomely.  By  your 
windows  you  are  largely  judged.  They  are  invariably  the 
index  of  what  your  store  is  within  and  whether  neatness, 
order,  arrangement  and  cleanliness  are  part  of  your  mer- 
cantile policy.  This  statement  may  seem  rather  sweeping 
in  character,  but  it  is  true  all  the  same,  for  human  nature  is 
pretty  much  alike  the  world  over. 

Notwithstanding  that  marked  improvements  have  been 


made  in  shoe  displays  in  recent  years,  it  is  still  a  fact  that 
many  shoe  merchants  fail  utterly  to  realize  the  value  of 
artistic  trims,  or  are  not  conversant  with  the  ways  of  pro- 
ducing them. 

As  shoes  do  not  possess  the  draping  qualities  of  many 
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other  lines  of  merchandize ,  they  are  dependent  on  artistic 
arrangement  for  attractiveness  when  shown. 

One  of  the  most  common  mistakes  noticed  in  shoe 
windows  lies  in  the  fact  that  shoes  are  arranged  on  stands 
in  rows,  one  just  a  little  higher  than  the  other  from  the  front 
to  the  back  of  the  window.  Each  pair  is  placed  with  mecha- 
nical exactness  so  that  the  general  effect  of  the  finished  dis- 
play forcibly  reminds  one  of  a  birds'  eye  view  of  a  squad  of 
soldiers.  It  is  equally  true,  also,  that  each  pair  possesses  as 
much  individuality  as  does  each  member  of  a  regiment  of 
infantry. 

The  purpose  of  displaying  merchandize  is  to  sell  goods. 
One  of  the  most  effective  means  is  in  creating  a  demand. 
It  is  then  necessary  to  present  your  goods  as  artistically  as 
possible  so  that  the  features  and  salient  points  of  the  foot- 


wear may  be  very  clearly  illustrated.  This  can  best  be 
accomplished  by  means  of  groupings.  A  few  wooden 
pedestals  of  various  heights,  some  pieces  of  velour,  a  few 
glass  shelves  and  some  shoe-stands  are  required  to  arrange 
groups  which  will  prove  effective. 

First  locate  your  wooden  pedestals,  on  top  of  which  place 
the  shelves;  then  drape  the  velour  over  them  and  shirr  it 
nicely  on  the  floor  in  front  and  to  the  side.  Next  arrange 
your  shoe-stands,  choosing  a  variety  of  heights  to  use  in  each 
group.  These  may  be  placed  on  the  glass  shelves  and  on  the 
floor.  Endeavor  to  get  away  from  straight  lines,  do  not 
see  two  stands  of  one  height  close  together. 

The  accompanying  illustrations  present  in  a  rough  way 
the  general  appearances  of  two  finished  groups. 


Do  Business  Through  the  Wholesaler 

"Anglo-Canadian"  Declares  That  is  Best  Way  For  British  Manufacturers  to  Reach  Canadian  Trade-Canada  the 
Last  Place  Under  Heaven  For  Sentiment  of  Any  Kind-Some  Lively  Observations. 


In  a  racy,  frank,  and  somewhat  unconventional  manner 
•'Anglo-Canadian"  discusses  "Business  Conditions  in  Can- 
ada "in  a  recent  issue  of  the  Shoe  And  Leather  Record. 
While  all  may  not  agree  with  his  observations,  particularly 
those  referring  to  the  commercial  traveler,  still  a  new  view 
point  is  afforded  on  some  matters. 
The  article  is  as  follows: — 

In  my  last  article  I  dealt  with  the  cost  of  selling  shoes 
in  Canada,  and  also  the  terms  upon  which  shoes  were  bought. 
I  think  it  will  prove  of  interest  to  refer  to  one  or  two  other 
matters  which,  though  small  in  themselves,  collectively 
form  very  important  features  of  the  shoe  trade  in  Canada. 
First  let  me  refer  to  the  question  of  selling  wholesale  versus 

ail.  Now  I  say  emphatically  it  is  not  possible  to  do  both. 
I  speak  from  personal  experience,  and  that  personal  experi- 
ence cost  me  dear.  One  must  take  up  one's  mind  before- 
hand what  it  is  to  be.  I,  unfortunately,  could  not  make  up 
my  mind,  for  the  simple  reason  that  I  could  not  tell  what 
was  going  to  pay  best.  Without  seeking  to  lay  down  any 
hard  and  fast  rule,  which  might  or  might  not  be  found 
suitable  by  others,  I  can  only  say,  Give  me  the  wholesaler 
every  time.  There  may  be  less  profit  in  it,  but  there  is  a 
wonderful  lot  less  trouble  and  risk;  and,  failing  that,  there 
is  the  other  plan  which  I  ultimately  adopted,  of  setting  up 
as  full-fledged  jobber  myself  and  relying  for  supplies  as  much 
as  possible  on  a  few  manufacturers  who  were  prepared  to 

end  with  spirit  the  efforts  I  made.  But,  leaving  that 
aspect  of  the  question  aside,  I  very  strongly  advise  British 
manufacturers  not  to  entertain  the  idea  of  directly  supplying 
the  retail  trade.  It  is  a  very  difficult  matter,  and  I  do  not 
believe  it  can  be  made  to  pay.  Settlements  are  too  far 
apart,  delays  are  too  common,  and  the  extraordinary  interest 
taken'  by  one  retailer  in  the  affairs  of  another  very  often 

dl  in  one  being  compelled  to  confine  his  lines  to  one  store 
in  one  town.  That  cannot  possibly  pay  either  manufacturer 
or  I  raveler,  but  it's  a  something  that  has  surely  to  be  reckoned 
with  in  these  small  country  towns,  or  cities,  as  they  term 
them.  Some  manufacturers  encourage  that  sort  of  thing, 
but  I  never  found  it  pay  me.  It  is  not  a  question  of  prin- 
ciple. Canada  is  the  last  place  under  Heaven  for  sentiment 
of  any  kind.    No  man  expects  it,  and  one  is  not  long  resident 


in  Canada  before  he  realises  that  only  what  affects  the  dollar 
lives.  But  the  British  manufacturer  who  tries  to  do  the 
retail  business  of  Canada  will  be  compelled  to  take  all  kinds 
of  chances— good,  bad,  and  indifferent— a  sort  of  pot-luck; 
but,  for  my  part,  I'd  sooner  keep  what  little  money  I  have 
than  lose  it  in  that  way.  I  know  that  some  Canadian 
manufacturers  try  both,  but  sooner  or  later  it  ends.  There 
is  too  much  talking  in  Canada  to  do  business  all  round  as  it 
were.  The  commercial  traveler  there  reminds  me  of  the 
person  we  read  about,  who,  before  newspapers  were  in 
existence,  used  to  make  a  living  in  England  telling  the  news 
over  a  pot  of  beer  and  bit  of  cheese. 

How  to  Quote. 

Having  decided  to  go  straight  to  the  jobber,  I  would 
almost  implore  the  manufacturer  to  work  out  his  prices 
in  Canadian  currency.    One's  early  experiences  will  arise 
when  the  mind  reverts  to  these  matters.    I  can  very  well 
remember  presenting  my  samples  with  a  feeling  of  pride 
in  true-blue  £  s.  d.,  little  dreaming  of  what  was  to  happen. 
With  a  wearied  sort  of  look  the  buyer  asked  me  if  I  had 
such  a  thing  about  me  as  a  ready-reckoner,  but  I  assured 
him  it  was  the  simplest  thing  in  the  world  to  turn  shillings 
into  dollars,  and  proceeded  to  demonstrate— with  a  little 
bit  of  fancy  juggling  in  figures— the  simplicity  of  the  whole 
thing.    The  buyer  listened  very  patiently,  and  ultimately- 
very  unfeelingly,  I  thought— said:    "Say,  stranger,  you 
take  these  samples  to  your  hotel  and  do  this  acrobatic 
performance  in  your  own  time!"    And  as  I  passed  through 
the  door  he  said:  "Say,  get  at  the  net  cost  of  these  goods 
in  Winnipeg."    Now  that  was  the  unkindest  cut  of  all. 
If  he  had  asked  me  to  work  out  a  problem  in  Greek  it  would  j 
have  been  just  as  simple  with  my  limited  experience,  as, 
for  example,  a  Leeds  nailed  boot  with  toe  and  heel  plates 
at,  say,  7s.  would  probably  cost  10  per  cent,  or  12  per  cent, 
freight,  while  a  patent  goloshed  welted  Northampton  boot 
at  12s.  might  be  laid  down  for  5  per  cent.    Whether  that 
said  fact  influenced  the  gentleman  who  worked  out  the 
Canadian  customs  duty  or  not  I  cannot  say,  but  it  looks 
rather  like  it.    The  Leeds  boot  cost  17  per  cent,  duty  as 
against  20  per  cent,  for  Northampton;  but  I  give,  broadly 
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speaking,  the  result  of  my  own  experience  when  I  say  it 
costs  25  per  cent,  all  told  (freight  and  duty)  to  lay  Northamp- 
ton or  best  London  sew-rounds  down  in  Vancouver  and 
Winnipeg.  It  costs  the  American  manufacturers  35  per 
cent,  to  do  the  same  thing,  and  yet  they  do  it  to  the  tune 
of  1,338,952  dols.  as  against  our  182,485  dols.  But,  leaving 
the  question  of  freight  aside,  I  earnestly  recommend  the 
home  manufacturer  to  mark  only  in  Canadian  currency, 
and  it  will  be  a  simple  matter  to  add  either  17  per  cent,  or 
20  per  cent,  duty — that  will  satisfy  the  average  buyer. 
There  are  little  handy  books  printed  for  the  purpose,  which 
can  be  secured  at  most  stationers. 

Methods  of  Packing. 

Another  of  the  small  matters  which  count  so  much  col- 
lectively is  the  question  of  cases.    I  could  always  tell  how 
the  merchant  stood  for  Old  Country  goods  the  moment  I 
entered  the  store.    Whenever  I  saw  a  lot  of  broken  and 
dilapidated  cartons,  there  lay  the  measure  of  my  order. 
They  had  come  out  in  cases  which  contained,  perhaps, 
seventy-two  pairs  of  heavy  grain  standard  screw  boots. 
The  cases  looked  strong  enough  in  Northampton,  but  7,000 
miles  is  a  long  road,  and  by  the  time  the  various  baggage- 
men, whose  duty  it  is  to  pass  them  on  had  finished  with 
them,  the  interior  of  the  cases  was  vastly  altered.    I  have 
opened  case  after  case  of  beautiful  boots,  and  could  the 
manufacturer  have  seen  them  he  would  have  wept.  It 
was  the  result,  in  the  first  instance,  of  the  case  being  too 
big,  and,  secondly,  in  there  being  a  little  room  to  spare 
inside,  which  had  been  filled  in,  in  the  good  old  British 
way,  with  paper.    Now  cartons  cost  a  mere  trifle  (by  the 
way,  there  is  a  good  opportunity  in  Vancouver  or  Winnipeg 
for  paper-box  making — say  one  or  two  men,  with  their 
wives  and  families,  doing  the  work  themselves).  Cases 
should  be  made  to  carry  not  more  than  thirty  pairs  of  heavy 
boots  fitting  the  cartons  exactly,  and  no  boots  of  any  kind 
whatsoever  should  be  sent  out  without  cartons.    In  Canada, 
and  I  believe  in  the  United  States,  no  one  would  think  of 
packing  goods  other  than  in  cartons.    I  have  seen  buyers 
look  aghast  who  wanted  a  few  Leeds  goods  when  they  dis- 
covered they  were  packed  just  loose.      It  is  purely  a  British 
custom,  and  is  most  unpopular,  in  Canada  at  any  rate. 
There  is  another  reason  why  it  is  necessary  to  make  cases 
to  fit  thirty  pairs.    In  many  Canadian  stores  they  have 
few  shelves.    These  cases  simply  have  the  lids  knocked  off, 
which  are  refixed  on  the  back,  the  cases  then  being  stood 
up  against  the  wall  as  fixtures.    Of  course,  this  is  not  cus- 
tomary in  a  good-class  store  in  Vancouver,  say,  but  it  is 
customary  in  85  per  cent,  of  the  stores  in  Canada,  and  first- 
class  fixtures  they  make.    Now  the  cost  of  cases  has  been  a 
source  of  tremendous  trouble  to  me.    Charge  10s.,  12s., 
or  15s.,  and  the  Canadian  looks  horrified.    Of  course,  it  is 
easy  to  understand  it,  and  it  is  just  one  of  those  little  things 
over  which  Canadians  have  us  guessing.    For  our  10s.  they 
produce  a  substitute  adapted  to  the  purpose  for  2s.  6d. 
The  wood  is  somewhat  lighter,  but  it  is  questionable  if 
they  would  stand  the  sea  passage,  which  seems  to  take  the 
heart  out  of  the  British  article.    These  cases  do  the  passage 
from  Quebec  to  Vancouver  (3,000  miles)  practically  without 
a  scratch.    I  strongly  recommend  the  British  manufacturer 
to  try  and  cover  up  some  of  the  cost  of  these  cases. 

A  Broken  Friendship. 

I  would  just  like  in  closing  to  refer  to  another  kind  of 
case  which  proved  an  awful  nuisance  to  me  while  traveling 
in  the  North-West,  namely,  sample  cases.    If  I  purposed 


traveling  the  North-West  again  I  should  pack  my  samples 
in  an  ordinary  wooden  case  and  secure  the  best  and  most 
up-to-date  sample  cases  in  Montreal.  They  would  cost 
less  than  the  British  article  and  would  be  much  better 
adapted  for  the  purpose.  Samples  piled  one  on  top  of  the 
other,  British  fashion  (without  inside  skeleton  lasts),  look 
a  perfect  fright  after  a  month  on  the  road.  The  very  first 
thing  one  does  then  is  to  apologise  for  the  appearance  of 
the  samples.  Traveling  in  the  North-West  in  the  winter 
time  is  a  terrible  business.  Pulled  out  in  the  snow  thigh- 
deep  at  all  hours  of  the  night,  with  the  thermometer  40  and  50 
below  zero,  one  is  delighted  to  let  other  people  handle  one's 
sample  cases,  and  they  certainly  do  it  well.  I  wonder  someone 
doesn't  write  a  book  on  experiences  in  North-West  Canada, 


Attractive  interior  of  C.  H.  Wilson's  shoe  house,  St.  John's,  Que. 


entitled,  say,  ''Shoe  Drumming  in  January  and  February." 
Here's  a  story  for  him.  A  fearful  blizzard  overtook  my 
companion  and  I  one  day  when  crossing  an  open  country 
in  a  Canadian  rig.  It  got  so  bad  we  could  go  no  further, 
and  as  the  darkness  was  setting  in  things  looked  fairly 
dismal.  I  pictured  the  Northampton  manufacturer  with 
his  toes  inside  the  fender  that  night,  and  wondered  if  he 
was  thinking  of  me,  and  even  as  I  thought  it  got  blacker 
and  blacker.  With  a  supreme  effort  we  reached  a  small 
shack  occupied  by  a  German,  or  a  Russian,  or  a  Dutchman — 
I  never  knew  which,  or  cared.  It  was  the  only  habitation 
for  some  miles,  and,  what  was  very  awkward,  there  was  only 
one  apartment  for  its  three  occupants  and  no  provision  at 
all  for  the  newcomers.  But  necessity  is  the  mother  of 
invention.  On  the  floor  we  spread  our  belongings,  and 
without  leave,  or  understanding  what  was  said  to  us,  pro- 
ceeded to  lay  down  our  weary  heads.  My  friend  soon  fell 
soundly  asleep,  and  his  snores  made  things  lively  for  me. 
I  thought  of  many  plans,  but  to  wake  him  was  impossible, 
and  I  finally  conceived  the  idea  oc  changing  from  head  to 
foot,  as  it  were.  I  was  immediately  assisted  in  this  happy 
resolve  by  discovering  in  the  immediate  neighborhood  of 
my  head  the  hindquarters  of  a  cow,  which  was  tied  to  its 
customary  stall.  I  took  very  little  time  to  carry  out  my 
resolution,  but,  as  I  said,  it  was  hopeless  to  rescue  my 
brother — I  don't  think  a  battery  of  artillery  would  have 
disturbed  his  first  sleep.  When  early  morning  broke  my 
friend  and  I  parted,  never  to  speak  to  each  other  again. 
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THERE  is  nothing  like  leather  for 
repairing  shoes,  but  on  a  desk  a  BLOTTER 
is  useful,  besides  it  serves  to  remind  you  of  our  address. 


Walter  Burnill 


pxpert  Shoe 

Repairer 


With  forty-nine  dollars  in  his  pocket  when  he  returned 
from  Rochester,  N.Y.,  where  he  worked  three  and  a  half 
years  in  the  big  shoe  factories,  and  on  fifty  dollars  of  bor- 
rowed capital  with  which  he  bought  a  patching  machine 
and  supplies  of  leather,  Walter  Burnill  leased  a  small  shop 
on  Victoria  Street,  Toronto,  twelve  years  ago.  He  began 
business  for  himself  as  shoe  repairer,  paying  $6  a  month 
rent.  To-day  he  conducts  the  largest  repairing  works  in 
Canada  at  75  Queen  Street  East.  He  not  only  owns  the 
premises  in  which  his  staff  of  twelve  are  employed,  but 
also  the  place  next  door,  which  he  will  add  to  his  present 
flooring  space  as  soon  as  the  lease  expires.  He  has  built 
up  this  connection  exclusively  on  repair  work,  and  yet  there 
are  some  who  declare  to-day  that  such  a  shop  cannot  be 
made  to  pay. 

Back  of  every  progressive  and  successful  business  there 
is  a  reason,  and  the  question  arises,  how  did  Mr.  Burnill 
accomplish  so  much  in  the  few  years  that  he  has  been  at 
it?  His  methods  are  interesting  and  he  has  never  catered 
to  a  cheap  class  of  trade.  "The  people  will  pay  the  price," 
he  said,  "if  you  do  good  work.  Give  them  satisfaction 
and  they  will  stick  by  you.  Three  years  after  I  started  I 
put  in  a  complete  repair  outfit  and  have  added  to  my 
equipment  from  time  to  time.  I  always  endeavor  to  meet 
the  wishes  of  the  customer  as  to  when  he  wants  a  job  finished 
and  rarely  disappoint.  Do  the  very  best  work  that  you  can 
and  charge  a  living  profit.  If  you  have  comfortable  shoes 
and  they  have  given  you  satisfaction,  you  do  not  object 
to  the  price  for  repairs,  providing  you  are  assured  that  the 
footwear  needs  are  properly  attended  to.  For  putting  on 
new  soles  and  fixing  up  the  heels  on  a  man's  shoes  we  never 
get  less  than  81.25,  and  the  figure  goes  as  high  as  $2.50  which, 
of  course,  includes  the  finest  hand  work  and  skill  that  we  are 
capable  of.  The  prices  for  similar  attention  on  ladies' 
shoes  run  about  twenty-five  cents  less  per  pair." 

Author  of  Catchy  Phrase. 

The  average  citizen  is  now  thoroughly  familiar  with 
the  expression,  "We  don't  cobble  shoes;  we  repair  them." 
It  is  perhaps  not  generally  known  that  Mr.  Burnill  was  the 
originator  of  this  phrase,  which  has  been  widely  copied  in 
the  United  States  and  other  countries.  The  term  "cobble" 
had  come  to  mean  poor,  unskilled  workmanship,  a  sort  of 
by-word.  Mr.  Burnill  has  always  been  a  firm  believer 
in  advertising  and,  shortly  after  he  started  for  himself,  he 
issued  a  unique  blotter  in  the  shape  of  a  sole  which  he  cut 
out  by  hand,  having  a  zinc  pattern.  These  blotters  were 
scattered  in  the  offices  and  stores  of  Toronto  and  were  so 


quaint  in  character  that  many  business  men  asked  for 
two  or  three  to  keep,  even  paying  the  distributors  for  them. 
This  was  the  first  occasion  on  which  the  phrase,  "We  don't 
cobble  shoes;  we  repair  them"  appeared.  The  nature 
of  the  document  proclaimed  the  character  of  the  adver- 
tiser's business  and  was,  therefore,  exceedingly  appropriate. 

Another  phrase,  which  has  been  well  advertised  by  Mr. 
Burnill  is,  "Your  shoes  repaired  while  you  wait."  He 
lives  strictly  up  to  his  motto,  and  from  fifteen  to  twenty- 
five  minutes  only  are  required  to  have  a  pair  of  boots  half 
soled  and  heeled.  He  is  catering  more  and  more  extensively 
to  this  class  of  custom.  In  the  front  shop  are  several 
comfortable  oak  chairs  and  a  quantity  of  good  reading 
matter.  When  a  caller  wants  the  work  done  at  once,  he  is 
accommodated  and  given  a  pair  of  felt  slippers  to  put  on 
while  the  shoes  are  going  through  the  repair  room.  Thus 
the  time  passes  quickly. 

Uses  Both  Head  and  Hands. 

Mr.  Burnill  has  some  well  thought-out  systems.  He 
uses  a  numbered  ticket  on  which  the  name  of  a  customer, 
his  or  her  address,  the  nature  of  the  work  required  as  well 
as  the  time  when  wanted,  are  outlined.  This  ticket  is  in 
duplicate  and  one-half  is  attached  to  the  shoes  and  the 
other  is  placed  in  a  drawer,  properly  apportioned  and  in 
alphabetical  order.  No  stub  or  check  is  given  out  as  it  is 
frequently  forgotten  or  mislaid  by  the  customer.  When  the 
caller  returns  for  the  work  the  name  is  given  and,  from  the 
drawer  one  portion  of  the  ticket  is  taken  out.  There  is  a 
number  on  it  and  the  clerk  knows  exactly  where  to  find  the 
shoes.  Along  the  wall  is  a  side  case  divided  into  twenty- 
five  compartments,  each  of  which  will  hold  four  pairs  of 
shoes.  In  apartment  number  one  are  all  the  shoes  from 
from  one  to  four  and  in  apartment  number  two  are  the 
shoes  from  five  to  eight,  and  so  on.  The  ticket  attached 
to  the  job  has  to  correspond  to  the  number  taken  from  the 
drawer  and  in  this  way  mistakes  are  avoided  and  there 
are  no  delays  in  locating  the  footwear.  The  stubs,  which 
were  in  the  drawer,  are  then  filed  away  in  suitable  filing 
compartments  and  under  the  different  initials.  If  a  person 
calls  more  than  once  with  work  his  or  her  name  is  entered 
■  in  a  book  which  is  used  for  sending  out  advertising  literature 
two  or  three  times  a  year  for,  as  already  stated,  Mr.  Burnill 
is  a  firm  believer  in  the  effectiveness  of  printer's  ink.  He 
gets  out  style  pamphlets  once  or  twice  a  year  and  mails 
them  to  the  persons  whose  addresses  he  gathers  from  his 
filing  plan,  which  is  very  simple  and  complete. 

"I  know,"  remarked  Mr.  Burnill,  "that  if  a  customer 
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has  calied  twice  at  my  shop  he  or  she  is  favorably  impressed 
with  the-  class  of  work  that  we  do  or  they  would  not  come 
back  again.  Therefore,  I  follow  up  the  excellent  opinion 
already  created  with  some  information  about  repairs." 

His  Ideas  on  Sales  Room. 

Two  years  ago  he  added  a  sales  room  and  he  now  car- 
ries a  representative  stock  of  "Artistic"  and  "Dread- 
nought" shoes.  He  is  a  firm  advocate  of  having  a  neat 
and  inviting  shop  and  uses  uniform  cartons  and  universal 
labels,  with  the  single  shelving.  The  effect  of  the  attractive 
colored  labels  is  pleasing.  In  his  style  book,  issued 
this  spring,  he  said  among  other  things,  "Our  appeal  is 
not  to  freak  hunters,  but  to  men  who  want  sensible  shoes 
and  honest  values.  We  have  no  place  in  our  stock  for  the 
ultra  fashionable,  freak  styles.  Their  very  appearance 
suggests  deformity,  and,  if  worn  continually,  they  will 


ultimately  cripple  the  foot  itself.  Burma's  Artistic  and 
Dreadnought  shoes  are  built  on  models  that  are  correct  in 
every  line  and  detail.  They  insure  fit  and,  at  the  same 
time,  give  to  our  shoes  that  up-to-date,  high  toned  appear- 
ance that  lasts." 

"  I  have  worked  from  the  repair  shop  into  a  sales  depart- 
ment" continued  Mr.  Burnill,  "and  I  intend  to  go  on  doing 
so.  I  know  it  has  been  said,  that  when  a  repair  man  puts 
in  shoes  to  sell,  he  destroys  his  repair  trade,  but  I  think 
that  I  am  disproving  that  statement.  There  is  no  reason 
why  a  practical  shoemaker,  one  who  understands  the  details 
and  construction  of  a  boot  and  is  able  to  supervise  the  work, 
cannot  make  a  big  success  and  a  good  profit  on  repair  work. 
The  trouble  is  that  many  shoemen  are  not  practical  and  do 
not  know  when  a  good  job  is  done.  They  are,  therefore,  at 
the  mercy  of  incompetent  help,  and  then  they  frequently 
try  to  cater  to  too  cheap  a  class  of  trade.  This  is  a  mistake. 
Do  good  work  and  charge  a  right  price." 

It  Took  the  Profit  Off. 

Mr.  Burnill  delivers  work  but  he  does  not  send  out  for 
jobs  any  more  as  he  found  that,  when  he  sent,  they  often 
did  not  amount  to  more  than  fifteen  or  twenty-five  cents, 
and  it  cost  him  ten  cents  to  secure  them,  which  took  the  profit 
off  the  repairs.  He  delivers  no  job  that  does  not  amount 
to  a  dollar  or  more.  If  a  request  for  delivery  is  made  on 
anything  smaller,  he  charges  five  cents  extra,  which  covers 


the  expense.  He  is  not  particularly  anxious  to  do  repair 
work  for  any  of  the  retail  shops  as  they  ask  a  commission 
of  twenty  and  twenty -five  per  cent.,  which  takes  off  a  good 
share  of  the  profit,  and  he  would  rather  take  this  proportion 
and  spend  it  in  advertising.  Then  salesmen  in  retail  shops 
will  often  promise  work  for  a  certain  time  and  perhaps  two 
or  three  rush  jobs  from  other  shops  will  be  promised  for  the 
same  hour.  It  is  difficult  not  to  disappoint  some  one, 
while  work,  that  is  taken  in  by  a  retailer  and  should  be 
attended  to,  is  occasionally  overlooked. 

"For  instance,"  he  observed,  "here  is  a  pair  of  men's 
shoes  sent  in  from  outside  requiring  soles  and  heeling.  In 
the  top  here  just  above  the  foxing  you  will  notice  two  or 
three  holes  which  should  be  patched  and  we  have  no  in- 
structions as  to  what  we  should  do  about  that.  Now,  if 
the  owner  had  come  in  here  personally  we  would  have  seen 
this  or  any  other  defect  at  once,  and  inquired  if  it  should 
not  be  attended  to  and,  in  all  probability,  the  wearer  would 
have  said  "Yes,  I  did  not  notice  that."  Owing  to  this  and 
similar  reasons,  we  like  to  have  the  people  themselves  come 
into  the  shop." 

Takes  Pleasure  in  His  Work. 

"Yes,  I  spent  some  ten  or  twelve  years  in  shops  in  this 
city  on  custom  work  and  learned  the  business  thoroughly. 
I  then  went  to  Rochester  where  I  worked  nearly  four  years 
in  factories  on  women's  goods  and  so  completed  the  cycle 
of  my  experience.  I  learned  both  sides  of  the  business. 
I  always  took  a  pleasure  in  my  work  and  tried  to  turn  out 
the  best  product  as  a  shoemaker  that  I  could.  The  man 
who  does  not  take  enjoyment  and  satisfaction  out  of  his 
daily  duty  gets  .very  little  pleasure  out  of  life.  He  must 
strive  to  do  the  very  best  he  can  in  order  to  succeed  and  not 
merely  put  in  his  time  to  draw  wages.  I  have  made  my 
repair  works  pay  and  have,  at  your  request,  indicated  some 
of  the  methods  that  I  have  followed." 

Mr.  Burnill  frequently  does  work  for  parties  outside 
of  the  city  who  either  bring  in  jobs  or  send  them  by  express 
and  the  goods  are  returned  by  express.  He  builds  no  shoes 
for  customers,  confining  all  his  efforts  to  repairs.  He  did 
not  add  a  sales  room  until  two  years  ago.  He  believes 
that  both  can  be  worked  hand  in  hand,  and  that  they  go 
naturally  together.  Any  one  who  visits  his  busy  place  of 
business  will  not  doubt  the  truth  of  his  assertion. 

Mr.  Burnill  is  convinced  that  repairing  is  a  valuable 
assistant  in  the  selling  of  new  shoes,  and  believes  that  fully 
fifty  per  cent  of  his  trade  in  his  salesroom  (which  was 
started  about  two  years  ago),  has  been  directly  traceable 
or  influenced  by  the  splendid  work  done  at  his  establishment. 

No  job,  no  matter  how  small,  is  attended  to  free,  and 
all  repairs  are  cash.  For  many  years  a  sign  was  prominently 
displayed,  "Those  who  want  credit  will  please  transfer 
their  trade  elsewhere."  Now,  no  credit  is  solicited  or 
expected." 


A  HELPMATE  TO  EMPLOYES 


We  find  the  twice-a-month  Shoe  8f  Leather 
Journal  very  instructive  and  interesting  as 
well  as  a  helpmate  to  our  employes. 

Sincerely  Yours, 

Union  Shoe  Co. 

Winnipeg,  Aug.  19th  1911. 
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Do  Not  Despise  the  Smaller  Sales 

Faithful  in  Little  Things  Means  Faithful  in  That  Which  is  Much— Featuring  Findings  Brings  Good  Rewards— 
What  it  Costs  to  Stock  a  Representative  Department  and  How  to  Boom  It. 


Perhaps  you  are  looking  around  for  some  method  to 
increase  your  weekly  receipts  and  not  add  any  large  sum  to 
the  investment  of  goods  on  your  shelves.  It  might  be  well 
then  to  devote  some  attention  to  the  findings  department 
of  your  business.  Too  few  shoe  men  give  adequate  concern 
to  findings  and  thereby  overlook  a  very  important  element 
in  retailing.  The  most  progressive  and  successful  merchants 
unanimoulsy  agree  that  any  department  of  a  store,  any 
feature  on  the  premises,  any  method  of  service,  plan  of 
stock-keeping,  system  of  interior  display  or  window-dressing 
that  attracts  people  inside  the  door  is  a  powerful  lever  in 
creating  trade. 

It  may  be  a  homely  and  apparently  foolish  observation, 
but  the  fact  remains  that  you  cannot  sell  goods  to  the  great 
purchasing  public  unless  you  manage  to  attract  them  to 
your  store.  You  must  enlist,  besides  their  presence,  their 
interest  and  attention.  In  very  many  centres  trade  is 
swayed  by  the  seemingly  infinitesimal  things.  Brown 
purchases  a  pair  of  shoes  at  one  store,  and  Green  at  the 
next.  Why  do  they  both  not  buy  of  the  one  dealer.  There 
is  some  reason  at  the  back  of  it.  Some  little  act,  some 
courteous  attention,  some  wearing  point  about  footwear,  some 
suggestion,  prompt  service  or  delivery,  an  obliging  salesman, 
a  willingness  to  show  goods,  to  explain  certain  points  or 
indicate  respective  values — all  these  and  many  more  count 
in  the  building  up  of  trade  and  the  retention  of  a  large 
clientele. 

The  Opportunities  There. 

The  same  principles  apply  largely  to  the  treatment, 
sale  and  display  of  findings.  Because  things  are  small 
that  is  no  reason  why  they  should  be  neglected  or  despised. 
There  are  a  dozen  opportunities  looming  up  every  day 
before  the  average  clerk  or  proprietor  whereby  he  could 
boom  this  department. 

Now  chat  the  cold  weather  will,  in  the  course  of  a  few 
weeks,  be  here,  the  sale  of  gaiters  or  leggings  should  receive 
attention.  Many  a  man  or  woman  suffers  from  cold  limbs 
or  cold  ankles,  because  you  or  some  other  retailer  have  not 
had  gumption  enough  to  cater  to  their  comfort.  One 
woman  out  of  every  five  wears  gaiters  or  leggings,  and 
there  is  a  big  profit  in  selling  them.  The  sale  of  rubber 
footwear  will  shortly  be  under  way,  and  the  observant  clerk 
will  notice  if  a  pair  of  heels  are  run  over  and  suggest  that 
they  be  trimmed  and  a  pair  of  rubber  ones  put  on.  When 
disposing  of  a  pair  of  shoes  it  is  also  very  easy  to  point  out 
the  benefits  and  advantages  of  shoe  trees.  The  profit  on 
these  is  larger  than  on  shoes,  and  a  dozen  pairs  of  men's  with 
a  like  number  for  women  will  be  all  that  it  is  necessary 
for  the  retailer  starting  in  to  handle  them  to  place  in  stock 
at  first. 

It  is  not  necessary  in  stocking  a  findings  department 
to  expend  more  than  one  hundred  or  one  hundred  and 
fifty  dollars.  Those  in  close  touch  with  findings  houses 
may  get  along  very  well  with  this  stock  at  the  former  figure. 
Of  course,  if  you  cannot  replenish  readily  you  will,  possibly, 
have  to  carry  a  range  of  about  one  hundred  and  fifty  dollars, 
but  here  is  one  great  advantage.    Every  article  is  a  staple 


one  and  saleable  at  a  good  figure.  Styles  do  not  quickly 
change.  New  creations  are  not  born  in  a  night,  nor  does 
the  public  taste  grow  suddenly  fickle  in  a  matter  of  findings. 

How  Best  to  Display. 

A  silent  salesman  show  case  located  at  the  front  of  a 
store  or  prominent  point  down  the  side  is  the  best  way  to 
feature  findings,  particularly  those  of  the  lighter  class.  If 
you  cannot  afford  an  investment  of  thirty  to  fifty  dollars 
for  such  a  fixture,  the  next  best  plan  is  to  take  a  section 
of  the  wall  near  the  front  of  the  shop  and  reserve  that  ex- 
clusively for  laces,  polishes,  brushes,  rubber  heels,  insoles, 
shoe  lifts,  shoe  trees,  bunion  protectors,  arch  supports,  ice- 
creepers,  heel-plates,  and  many  other  articles. 

Some  one  should  be  charged  with  the  oversight  of  this 
department.  In  the  matter  of  stock-keeping  and  replen-  . 
ishing  it  should  receive  as  much  attention  and  care  as  any 
other  branch  of  the  business.  The  day  of  small  things  is 
not  to  be  despised  and  sales  of  ten  cent,  twenty-five  and 
fifty  cent  articles  when  they  yield  a  profit,  both  gross  and 
net,  that  is  larger  than  that  obtained  from  the  sale  of  the 
ordinary  lines  of  shoes,  amount  to  a  great  deal  in  the  course 
of  a  week  or  a  month.  It  is  the  little  things  that  attract 
trade.  Where  a  person  is  in  the  habit  of  securing  smaller 
things  or  having  minor  wants  supplied  there  from  force 
of  habit,  inclination  and  association,  such  a  one  is  apt  to  go 
regularly  when  satisfying  larger  needs.  The  various  mar- 
gins on  the  different  articles  in  the  findings  departments 
have  been  pointed  out  several  times  in  these  columns  and 
have  had  the  effect  of  inclining  several  merchants,  who 
formerly  treated  this  department  as  unworthy  of  attention 
or  losing  any  valuable  time  over,  to  give  it  a  proper  place 
and  supervision  in  the  interior  arrangement  and  space 
economy  of  their  establishments. 

The  Publicity  End. 

In  handling  findings  give  them  a  share  of  your  adver- 
tising space.  Let  the  people  know  that  you  are  in  a  position 
to  supply  their  requirements.  Periodically  a  suitable 
window  should  be  presented.  There  are  many  ways  of 
making  compelling  displays  if  a  plan  is  only  studied  out 
before  the  work  is  undertaken.  Do  not  dump  polishes, 
brushes,  shoe  horns,  arch  supports,  insoles,  ankle  supports, 
bunion  protectors,  and  heel  protectors  into  one  motley  mass . 
and  expect  such  an  incongruous  collection  to  draw  trade. 
It  is  well  to  exhibit  a  line  of  polishing  and  mud  brushes 
next  to  the  shoe  polishes.  There  are  numerous  ways  of 
presenting  displays  that  will  not  lack  contrast  and  offer 
many  favorable  combinations.  In  fact,  a  good  window 
trimmer  should  be  able  to  evolve  creations  with  the  material 
at  his  disposal  in  a  way  that  will  not  only  stimulate  interest, 
but  arouse  the  desires  of  passers-by  to  satisfy  whatever  wants 
they  may  have  in  this  line.  The  progressive  merchant 
may  also  offer  a  commission  or  rebate  on  each  sale  made 
by  a  clerk  to  a  customer  where  such  a  one  did  not  come  in 
to  buy  findings  but  merely  to  purchase  footwear. 
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The  Faults  of  Some  Retail  Shoe  Clerks 


Each  Waiting  for  the  Other 

There  is  a  good  shoe  store  in  one  of  the  Larger  cities 
where  I  noticed  particularly  a  practice  that  I've  remarked 
about  in  connection  with  the  clerks  when  there  wasn't  a 
customer  in  the  place,  and  they  were  all  thoroughly  un- 
occupied. They  leaned  on  the  show  cases  and  ledges,  or 
stood  beside  them  in  various  attitudes.  As  soon  as  I  stepped 
inside  the  door  all  eyes  were  riveted  on  me,  but  nobody 
made  a  move.  They  all  looked  very  dignified  and  their 
glances  critical.  Now  I'm  not  very  timid  or  easily  embar- 
rassed, but  I  can  well  imagine  that  lots  of  men  and  women 
would  feel  decidedly  uncomfortable  if  obliged  to  run  the 
gauntlet  of  the  combined  stare  of  six  or  seven  pairs  of  eyes. 
Make  the  customers  who  come  into  your  store  feel  as  much 
at  home  as  possible,  and  above  all,  don't  stand  around  and 
stare  at  them. 

The  Gum  Chewing  Salesman 

While  on  a  trip  through  Ontario  last  month,  I  called 
at  a  certain  store  and  asked  for  the  manager  of  the  shoe 
department.  I  found  him  a  very  pleasant  gentleman, 
who  seemed  to  know  his  business.  However,  there  is  one 
thing  about  him  that  must  lessen  his  efficiency  as  a  sales- 
man, and  that  is  a  habit  of  chewing  gum.  Now  I  don't 
object  a  bit  to  a  man  exercising  his  jaws  on  a  wad  of  chicle 
at  the  proper  time  and  place — if  it  can  be  said  that  there  is 
any  proper  time  and  place  for  such  a  practice — but  it  is 


in  whom  it  would  arouse  a  feeling  of  actual  disgust.  If 
you  must  chew  gum,  wait  till  you  get  outside  the  store. 

The  Ogling  Clerk  Fired. 

The  manager  of  a  large  shoe  establishment  in  Montreal 
speaking  of  the  habit  that  some  clerks  have  of  staring, 
told  me  about  the  practice  of  a  pompous  young  salesman. 
He  was  in  habit  of  staring  at  every  good-looking  lady  who 
came  in.  "Of  course,"  he  added,  "I  knew  nothing  about  it 
or  he'd  not  have  stayed  any  longer  than  it  would  take  him 
to  get  his  money  and  go.    One  day  a  clergyman  and  his  wife 


were  in  buying  some  goods,  and  Mr.  Willie  Boy  couldn't 
keep  his  eyes  off  her.  She  felt  decidedly  embarrassed,  and 
complained  to  her  husband  as  soon  as  they  got  outside. 
He  came  back  at  once  and  told  me  what  had  occurred,  and 
you  may  be  sure  that  clerk  was  fired  in  double  quick  time." 


mighty  bad  taste,  and  bad  business  as  well,  to  chew  away 
at  a  mile  a  minute  clip  right  in  the  face  of  a  possible  cus- 
tomer. I  don't  suppose  there  are  many  of  us  who  haven't 
at  one  time  or  another  developed  a  liking  for  gum.  I  will 
freely  confess  that  I  still  like  it,  and  it  almost  makes  my 
teeth  ache  with  desire  if  I  happen  to  be  talking  to  anyone 
who  chews  with  very  evident  relish.  Not  that  I  would  like 
to  have  some  to  chew  myself,  if  the  other  fellow  would  only 
stop.  In  the  case  that  I  refer  to  particularly,  it  was  very 
irritating,  and  I  can  well  imagine  that  there  are  lots  of  people 


About  What  Price,  Eh! 

I  was  buying  a  pair  of  tan  Oxfords  at  the  beginning  of 
the  season  when  I  ran  across  a  pretty  crude  piece  of  sales- 
manship. A  gentleman  had  asked  to  be  shown  some  size 
eight  and  the  clerk  left  him  to  go  to  that  section  of  the 
store  where  the  desired  size  was  kept.  When  he  got  there, — • 
some  fifteen  feet  away — it  apparently  came  over  him  all 
at  once  that  the  price  would  serve  as  a  guide  in  picking  out 
what  would  be  most  likely  to  suit.  He  turned  round  and 
called  out  from  where  he  stood,  "About  what  price  did  you 
want  to  go?"  The  customer  was  a  well  dressed  citizen  and 
I  can't  imagine  why  the  matter  of  price  should  have  loomed 
up  so  strongly  in  the  salesman's  mind.  Even  if  he  looked  as 
though  half  a  dollar  would  count  for  a  lot,  there  was  no 
excuse  for  the  question  asked.  The  customer  was  visibly 
annoyed,  particularly  as  there  were  at  least  half  a  dozen 
others  standing  right  around  him.  His  reply  was,  "Why, 
I  don't  know.  Better  let  me  see  some  of  them  and  I  can  tell 
you  better."  He  bought  a  pair  at  $5,  but  lots  of  men  would 
have  passed  up  that  store  and  gone  somewhere  else.  Per- 
haps he  will  next  time. 


Whose  fault  is  it  if  your  clerks  do  not  know  enough 
about  the  new  goods  to  sell  them?  Oon't  leave  it  to  them 
to  inform  themselves. 
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Retail  Advertising  Growing  Stronger 

But  There  Are  Still  Many  Misfit  Ads.  in  the  Press— Frank  Criticisms  of  Examples  of  Shoe  Advertising 
Selected  at  Random— You  Can  Profit  by  Others  Mistakes. 


Ask  Yourself 

This  Question 


net  *o  wtobt  In  r  -..-r.k-  your  Sboe*  t 
But  ItlHai  tm't  the  »n»"*r.  B«t 
All        ■  of  tb« 

CMmie  a 

PCMTS 

OXFORDS 


In  T.  D.  Climie's  ad.  the  heading  is  irrelevant.  "Ask 
Yourself  This  Question"  might  apply  to  shoes,  groceries  or 
farm  machinery  equally  well.  Only  the  cut  distinguishes 
it  as  a  shoe  ad.  Now  there  is  no  reason  why  a  headline 
should  not  "hit  the  nail  on  the  head,"  and  contain  the  kernel 

of  the  whole  ad.,  so 
to  speak.  Why  not 
make  the  heading 
specific,  such  as, 
"Classy  Pumps  and 
Oxfords,"  or,  "We 
Specialize  on  Dr. 
Read  Shoes?"  Even 
a  general  question 
such  as,  "Are  You  a 
Regular  Climie  Cus- 
tomer?" would  draw 
attention  to  the  ad. 
and  fit  in  well  with 
the  copy  that  fol- 
lows. These  are  the 
little  details  that 
make  all  the  differ- 
ence between  a  good 
and  a  poor  ad. 

The  copy  is 
chatty,  but  could  be  condensed  very  materially,  and  be 
stronger  for  the  change.  A  little  more  detail  in  the  descrip- 
tion of  the  pumps  and  oxfords  would  be  beneficial,  or  better 
still,  feature  them  in  one  ad.,  and  sandals  in  the  next.  Con- 
centration wins  every  time.  The  cut  would  look  better  if 
given  more  prominence,  and  not  surrounded  by  reading 
matter. 


.■  and  do  some  inyeGtlgailng. 
.ring  filmic  Shoea  why  they 
an  mher  shoos.    They'll  give 
you'll    be    besl    aerved  Bt 


Barefoot  San- 
Whlte  TTan- 
Tennls.  Out- 
ing and  Bathing 
Shoes  .are  In 
£reat  demand 
Juat     nop, .  and 

atr<e»     ami  '     .  —  Citrate's  Store  ta 

price*    are    ju»t  .  4jjj(f*^^  -the  be6t  Ptece 

rtght. 

DOCTOR  READ.  We  are  pleaaed  to  lnf»» 
b«»n  patiently  malting  (or  Dr  Raan*  Shoos  that  we  now  have  af) 
alia*  In  atock.  Look  In  nur  east  window  ,  mil  see  the  iatstde  oLa  Dr. 
Reao  Shoo — an  homft  shoe  from  loe  to  heel— and  oh,  ao  comfort* 
akle'  We  are  ih<-  «o!p  agents  in  the  city  for  tha.  genutni  Dr."  Read 
Shoe*  /or  men  and  women,  but  there  are  imitations 

Barefoot  Sandals.  Barefoet  Sandals.     Price  7rom  Wr  to  H.«5. 


.  who  ha' 


,  «J.  D.  CLIMIE   30  %:JTC  8t' 


A  good  example  of  a  "blind"  heading. 
A  6-in.  d.c.  Hamilton  ad. 


The  ''Invictus' 

Two-Gylinder 

Runabout 


A  1911  tffODEL 
Built  Specially  for  Canadian  Roads 

It  matters  not  whether  you  wish  to  tour  the  country  or  runabout  the 
city,  you  need  a  serviceable  shoe,  one  you  can  absolutely  depend  upon. 
Th«efore,  the  INVICTUS  is  the  one  for  you.  There's  a  reason.  Exam- 
ine tr>e  Invictus  and  you  will  find  that  all  are  dignified  in  appearance  distin- 
guished in  style,  and  rich  in  dressy  effects.  Every  INVICTUS  shoe  is 
made  of  the  finest  quality  of  leather,  carefully  selected,  and  constructed  by 
expert  shoemakers  specially  trained  in  the  making  of  the  highest  grade  foot- 
wear. In  fact,  you  will  find  the  INVICTUS  as  perfect  a  shoe  as  human 
ingenuity  can  produce.  We  will  be  glad  to  demonstrate  the  value  of  the 
INVICTUS  at 

The  Invictus  Shoe  Store, 

249  ST.  JAMES  STREET, 
or  at  any  of  our  city  agencies. 


and  a  pair  of  Invictus  shoes  is  rather  far-fetched,  to  say 
the  least.    It  may  be  meant  for 
wit,  but  such  wit  does  not  sell 
goods,   and  comes   rather  ex- 


6-in.  3-col.  Montreal  ad.    Puzzle:  Are  autos  or  shoes 
being  advertised. 

The  Invictus  ad.  is  not  worthy  of  the  high-class  goods 
it  purports  to  advertise.  What  on  earth  is  the  sense  of 
running  the  cut  Of  a  sporty-looking  automobile  in  a  shoe  ad.? 
The  implied  comparison  between  a  two-cylinder  runabout 


RANNARD 


pensive  when  paid  for  at  cur- 
rent rates  in  Montreal  dailies. 

The  first  sentence  in  the 
copy  bears  out  the  critic's  con- 
tention, that  cleverness  was 
meant  by  the  writer.  Note  the 
play  on  the  word  "runabout." 
A  heading  like  "A  1911  Shoe 
Built  Specially  for  Canadian 
Conditions"  would  be  pertinent, 
but  would  not  be  quite  so  acute. 
The  rest  of  the  copy  is  very 
good,  and  shows  that  the  writer 
can  write  strong  copy  when  he 
gets  down  to  business.  With  a 
good  shoe  cut — such  as  this  firm 
possesses  a-plenty  —  used  in 
place  of  that  auto,  and  a  more 
pertinent  heading,  this  ad. 
would  be  a  model.  A  range  of 
prices  should  also  be  given. 

The  Rannard  Shoe  Co.'s 
ad.  is  a  good  sample  of  spe- 
cialized ad. -writing.  The  cut  is 
a  fine  line  drawing  and  shows 
off  the  shoe  very  accurately. 
It  would  look  better  if  not 
surrounded  by  that  heavy 
mourning  border,  however.  The 
position  of  the  heading  is 
rather  unique,  and  quite 
effective,  although  a  headline 
is  generally  better  placed  at 
the  top.  The  copy  is  strong,  and  gives  good  selling  points 
that  the  illustration  does  not  show.  It  is  always  best  to  let 
the  cut  and  the  copy  each  supplement  the  other.  There  is 
no  particular  need 
in  having  both  go 
over  the  same 
ground,  unless  spe- 
cial emphasis  is  de- 
sired. The  address 
is    also    shown  in 


1:  TWO 
STORES 


TWO-"" 
STORES 


W  e  special- 
ize in  Men's 
Good  Boots 
for  Rail- 
road work. 
They  are  made  of  the 
very  b>s't  leather,  strong 
and  diltatfte  y&pos%vn 
the  feet  .  WithTnedium 
and  heaVy  soles.  Also 
in,  etastiCisiae  styles. 

Rannard  Shoe  Co. 


536  Main  Si. 
jCor.  Janet 


330  Portage  A»e. 
Cor.  HargraTe 


A  9-in.  s.c.  Winnipeg  ad. 
Good  copy,  excellent 
cut. 


neat  style,  a  detail 
that  many  city  shoe 
stores  are  rather 
indifferent  about. 
Prices  should  be 
quoted. 

The  Goodwin 
Shoe  Co.'s  ad.  looks 
very  attractive.  One 
could  possibly  criti- 


0 


The  Man  Who  Stands 
on  His  Feet  All 

I600WSN5  ,    ,  , 

^5fiS  Some  class  or  work  demands  that  a 

"it-tots      man   lna"  slan^  on      teet  a" 

*  which  is  a  terrible    strain    on  thoie 
□000  SHOES  FOB  MEN  mulc|et  and  tendons  of  the  foot  which 
are  used  in  this  position. 

Shoes  Made  To  Stand  in 

Some  o(  our  shoes  for  men  have  been  made  specially  with  this- 
ihought  in  view,  and  are  provided  with  extra  reinforced  arcku.  well 
ventiiaied  soles  and  fight  but  strong  uppers.  They  will  give  service 
and  satisfaction.    Suppose  you  drop  in  end  try  on  a  pair.  .The  price 


NEABLY  OPPOSITE  PANTAGES  THEATRE 


A  5-in.  d.c.  ad.,  attractive  in 
appearance. 


cize  the  technique  of  this  ad.,  but  in  view  of  the  finished 


THE  SHOE  AND  LEATHER  JOURNAL 
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nature  of  the  ad.  as  a  whole,  it  would  be  rather  carping 
criticism.  The  heading  looks  neat,  and  goes  right  to  the 
point.  There  is  no  need  of  repeating  this  clause  in  the  first 
sentence  of  the  copy.  The  sub-head  might  be  worded  a  little 
differently,  as  the  thought  is  ex- 
pressed in  the  headline.  The  copy 
in  the  bottom  paragraph  is  strong, 
salesmanship  copy,  dealing  in  rea- 
sons, not  generalities.  The  cut  of 
the  firm  name  is  distinctive  and  well 
worth  the  cost  of  having  specially 
made.  It  is  questionable  whether 
the  top  cut  should  emphasize  the 
shoe  or  the  price.  There  are  two 
ways  of  looking  at  this,  and  some- 
times both  are  right.  At  any  rate, 
the  cut  looks  rather  unusual,  though 
it  does  not  give  much  idea  of  the 
shoes  in  question. 

Blachfords  of  Toronto  are  re- 
y  tailers  of  high  standing — and  here 

^l^tnTOrd^      theY  are  advertising  English  shoes, 
,,.„     _  _  or  Maltese  Cross,  with  a  caption 

114  Yoogc  St..  Toronto  ,, 

 rr   Fleet  Feet. 

Ad.  where  registered  foot-  We  hold  this  up  as  the  "horrible 
wear  name  isjmitated.  exampIe»  whether  intentionally 
or  not,  they  are  taking  advantage  of  the  heavy  campaign 
for  the  Canadian  Consolidated's  "Fleet  Foot"  tennis  shoe 
now  under  way. 

A  reputable  store  should  avoid  even  the  appearance  of 
evil.  Imagine  the  effect  on  a  young  man  entering  Blach- 
fords and  asking  for  "Fleet  Foot"  or  "Fleet  Feet"  tennis 
shoes.  If  they  stocked  the  genuine  "Fleet  Foot"  the  cus- 
tomer would  look  in  vain  for  the  "Maltese  Cross."  If  he 
bought  "Maltese  Cross"  he  would  not   have  "Fleet  Foot." 

We  feel  confident  that  Blachfords  are  thoroughly  honest 
in  their  intentions,  but  surely  when  a  concern  like  the  Con- 
solidated have  the  courage  to  put  thousands  of  dollars  behind 
their  brand  they  should  be  able  to  receive  the  full  benefit. 


Fleet  Feet  for 
Tennis  Tactics 

Splendid  for  all  outdoor  games 
requiring  swiftness  of  foot  with 
sureness  of  action  are  these 
English  Tennis  Shoes.  Good- 
year welted,  with  strong,  flex- 
ible leather  insoles.  Snug  fit- 
ting— feather  light — cool  as  an 
evening  breeze,  and  comfort- 
able A  reliable  Shoe  under  all 
sorts  of  wear.  As  an  alterna- 
tive— Maltese  Cross  Brand,  with 
white  soles  and  leather  insoles, 
will  be  found  to  give  excellent 
satisfaction. 

Children's   60c  up 

Women's  75c  up 

Men's   90c  up 


From  Ash  Heap  to  a  Palace 

The  New  McRae  Shoe  House  in  Campbellton  Possesses 
every  Comfort  in  Fixtures  and  Appointments. 

In  the  big  fire  which  swept  Campbellton,  N.  B.,  off  the 
face  of  that  picturesque  province,  among  those  who  suffered 
the  entire  loss  of  their  business  interests  was  the  widely 
known  firm  of  McRae  Brothers.  They  have  risen  Phcenix- 
like  from  the  ashes  of  the  conflagration,  and  now  occupy  one 
of  the  brightest  and  most  attractive  stores  in  the  flame- 
swept  town.  The  accompanying  illustration  affords  some 
conception  of  the  fine  appearance  and  imposing  front  of 
their  new  quarters.  On  the  left  is  the  men's  wear  premises, 
occupied  by  W.  L.  McRae.  On  the  right  is  the  spacious  foot- 
wear establishment  of  J.  A.  and  D.  R.  McRae,  who  have 
been  in  the  shoe  business  for  thirty  years,  starting  on  the 
bench.  They  thoroughly  understand  the  trade  in  all  its 
branches  both  from  the  practical  and  mercantile  side. 

The  McRae  block  is  6o  by  6o,  of  solid  brick,  with  several 
plate  glass  windows,  three  being  possessed  by  the  shoe  store. 
The  door  at  the  entrance  has  a  copper  front  and  oval  glass. 
The  fixtures  are  up-to-date  in  every  particular,  and  the 
interior  is  inviting  and  pleasing  to  the  eye.  There  are 
large  solid  oak  settees  upholstered  in  leather  and  artistic 
rugs  are  spread  on  the  floor  in  front.  Two  cartons  are  used 
on  each  shelf,  and  the  stock  embraces  the  best  goods  on  the 
market. 

McRae  Bros,  believe  that  window  displays  constitute 
one  of  the  best  advertisements  possible,  and  they  always 
keep  them  neatly  dressed.  There  is  a  good  repair  shop  in  the 
basement,  where  two  men  are  busy  the  year  round,  one 
on  repair  work  and  the  other  making  boots  for  river  drivers. 
The  firm  have  a  sale  all  August  every  year  to  clean  out  odd 
pairs  and  sizes.  They  have  educated  the  people  of  Campbell- 
ton and  vicinty  to  buy  good  shoes,  and  for  the  size  of  the 
town  the  sale  of  high  class  footwear  is  remarkable.  The 
ladies'  department  is  in  charge  of  Miss  Chamberlain.  Some 
credit  business  is  done,  but,  as  the  house  is  very  careful  in 
this  respect,  the  losses  are  few  and  far  between. 


The  McRae  shoe  establishment  in  Campbellton,  N.B. 
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What  the  Trade  is  Doing  These  Days 

The  Thoughts,  Sayings,  Doings,  and  Movements  of  the  Men  Who  Make  Markets  and  Manipulate  Goods,  Into 
the  Construction  of  Which  Leather  Plays  the  Most  Important  and  Essential  Part. 

The  stock  of  shoes  of  Frank    Whelpley,  Toronto,    spent   a   few   days   holidays   at  manager  of  the  United    Shoe  .Machinery 

Winnipeg,  has  been  sold  to  Hercus  &  Co.  Jackson's  Point.  Co.,  has  gone  on  a  business  trip  to  Van- 

^  ,    ,  .Mr  ,r.r«r    Tr    nf  ihP  Carev  Shoe  Co    couver  and  other  points. 

The  Rena  Footwear  Co.,  Montreal,  has      Mr.  iL^rey,  Jr.,  ot  die  i^arey  onoe  to., 

been  registered  in  Quebec.  Chatham,  was  in  Toronto  last  week  on      William  Wilson,  foreman  of  the  Good- 

.  .        business.  year  department  of  Getty  and  Scott,  Gait, 

^Q^Stt^'        W""Sa"  a  G.  H„*e,    Toronto,    has    «„,ed  *»          «  •  * 

from  a  business  trip  -to  Montreal  and  other  and  other  places. 

Dionne  &  Beaupre,  shoe  manufacturers,  R  McKellar,  of  the  Berlin  Felt  Shoe 

Montreal,  have  reared,  ^  ^           Stephens  was  showing  Manufacturing  Co.,  and  the  Berlin  Shoe 

Norman  Real,  of  Uxbndge,  Out.,  was  a  ^  Kirvan_Doig  Hne  in  Qttawa  the  latter  Co.,  has  been  spending    a    few    days  m 

visitor  to  Toronto  this  week.  ^  ^  August                                           Montreal  on  business. 

Clark  &  Co.  have  started  in  the  retail  w  p               Canadian  maflager  of  the      J.  W.  Deegan,  of  North  Bay,  Ont.,  has 

shoe  business  in  Battleford,  Sask.  Q^  Toront0j  ,has  returned  made  extensive  improvements  in  his  shoe 

Mathieu  &   De  Villers   are   new     shoe  from  spending  a  few  days  in  New  York  on  department  and  added  considerably  to  his 

.,            Ar  ,                                                                stock    which  is  well  assorted  and  admir- 

rctailers,  in  Montreal.  business.                  .                                ■  SL,-l-r'> 

,  .  .                    r      ably  arranged. 

The  Dominion  Shoe  Co.  has  started  in  McMillen  &  Mitchener  is  the  name  of  a 

the  wholesale  shoe  business  in  Montreal.  bright,  progressive  shoe  firm  that  lias  start-      J-  A.  McLean,  representing  C.  B.  Day- 

Wlli  m           U  now  a  shoe  retailer  in  ed  in  the  retail  business  at  215  Second  Ave.,  foot  &  Co.,  of  Georgetown  Ont.,  has  gone 

William  Met/,  is  now  a  shoe  letailer  in  on    a   business    trip  to  Western  Canada. 

Elmira,  Ontario.  c       '                                                He  will  visit  all  the  principal  places,  as 

Robert  Akers  has  embarked  in  the  retail  Fred  R.  Foley,  of    Bowmanville,    Ont.,  ^  ^  ^  Coast 

bQ0t  and  9ho£  Une  in  Grandview,  Man.  5££»      Edward  DoPP,  aged  43,  employed  at  the 

A.  Bell  &  Co..  shoe  dealers,  of  Bassano,  Calgary;  has  returned  home.                       Lang  Tannery,  Berlin,  dropped  dead  ot 

•\lta.,  have  sold  out  to  A.  J.  Gerber.  heart    failure   while  helping   to  unload  a 

William  Moore,  of  Barrie,  was  in  Toron-  *  j:  Y^%V^S.  ^T^C  ™  °"              ^    ^  ^  * 

to  last  week  calling  upon  the  trade.  Ca"adian  Consolidated  Rubber  Co.,  Mont-  an,d  one  son. 

'                         °    1  treal,  was  in  Toronto  last  week  on  busi-  . 

Lucy  Emery,  of  Tilbury,  Ont,  has  sold  n£SS  Begg  Bros.,  of  North  Bay,  Ont..  are  now 

out  to  P.  M.Lampman.  T  '  0    „  t  .  .                        f          Tfl  occupying  their  handsome  new  store  and 

LB.  Hutchison,  manager  of  the    To-  ^  enlarged  s.hoe  department  is  one  of  the 

Charlie   Dionne.     representing     Kirvan-  ronto  branch  of  the  Kaufman  Rubber  Co.,  features  "of   tne    establishment,  which  is 

Doig,  Limited,  Montreal,  was  in    Quebec  has  bcen  spending  his  holidays  at  various  admirabIy  laid  out  and  w,ell  lighted. 

last  week.                                                points  on  Georgian  Bay.  ,„„••',  a 

,     .  A  Silverman,  of  Sudbury,    has  moved 

Hercus  &  Co.  have  begun    business  as      Thg  stock  of  p    Schryburt  &  Co.,  shoe  ^  spadous  and  ,well    planned  new 

shoe  retailers  at  209  Pembina  St.,  Win-  manufacturers,   Quebec,    has    been     sold.  bus;ness  ,home     The  establishment  is  in 

The  assets  of  Arthur  Bergeron,  shoe    re-  ev£ry  way  &            iQ  ,fche  progressive  nor- 

J.  A.  Gauthicr  has  started  in  the  leather  toiler,  Verdun;  Que,  have  been  disposed  of.  tQwn_ 

goods  business  in  the  Say  ward  Block  in      ^  ^  Qf  Q  Ga]i,bert  &  Son  Co.,  tan-  Frank  A  York,  of  North  Bay,  is  one  of 

\  ictoria,  B.C.                                           „ers,  Montreal,  has  been  dissolved,  E.  Gali-  the  enterprising  merchants  in  the  northern 

Fred  Weston,  of  the  Weston  Shoe  Co.,  tert  and  A.  W.  Bonner    continuing    the  town>  and  ,has  recently  completed  an  ex- 

Campbellford,  was  in  Toronto  this  week  business  under  the  same  style.  tension  to  his  premises,  which  is  used  ex- 

on  business.                                                w_  A    Marsh,  of  the  W.  A.  Marsh  &  clusively  for  the  showing  of  footwear. 

Frank  A.  Slater,  of  the  Faglc  Shoe  Com-  Co.,  Quebec,  has  returned  to  that  city  from  ^  ^  Medcalf,  of  the  Nursery  Shoe  Com- 
pany, Montreal,  was  in  Toronto  this  week  a  successful  trip  throughout  Western  Can-  y  gt  Thomas,  who  has  been  on  a  trip 
tor  a  few  days  on  business.                       ada.  t0  -v\rinnipeg)  was    very    successful  and 

Mart  P.  Wilson  was  in  Winnipeg  on  be-      E.  A.  Lewis,  boots  and  shoes,  826  Yonge  booked  a  generous  volume  of  business.  He 

half  of    ECirvan-Doig,   Limited,   Montreal,   Street,  Toronto,  has    assigned    to  Osier  reports  things  in  the  West  as  humming  and 

recently.                                                     Wade.    A  meeting  of  the  creditors  will  be  t]le  trade  outlook  never  better. 

H.  G.  Middleton,  of  II.  G.  Middleton  Co.,  held  on  Sept.  5-  F   B    Hull,  who  now  covers  the  north 

Winnipeg,  was  in  Toronto,  Montreal  and      s.  T.  Bates,  manager  of  the  Regal  Shoe  arKi  west  of  Ontario  as  far  as  Sault  Ste. 

Quebo   recently  on  a  business  trip.              Store,   Winnipeg,   was   in     Toronto     last  Marie,  for  the  Rideau  Shoe  Manufacturing 

Mr  Barrett  of  Thos.  Ryan  &  Co.,  Win-  week  on  a  visit  to  his  brothers,  Jos.  H.  Ca>   Montreal,  has  returned  to  Toronto 

Bioe*   was  in   Toronto  last  week  calling  and  Edwin  Bates,  of  the  Regal  shoe  store.  after  a  successful  run  over  that  ground 

upon 'the  trade.                                            W.  Davis,  late  city    traveler    for    the  with  spring  and  summer  samples. 

C    S    Corsan.  representing    the    Regal  Ccorge  E.  Boulter  Co.,  Toronto,  has  taken  T   R  Rumf0rd  and  part  of  the  staff  of 

Saoe  Company,  Toronto,  was  in   Boston  a   position   on   the   staff  of  Garside  and  Blachfordj  Davies  and  'Co,  Toronto,  are 

1,.,  wce\  on  business.                               White.  in  charge  of  the  Boulter  stock,  which  was 

\   Levy,  of  the  Right  Form  Shoe  Store,      F.  W.  Knowlton,  of  Montreal,  Canadian  purchased  by  them  some  time  ago,  and  it  is 
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understood   that   there   are   several  good 
bargains  still  to  be  offered  the  trade. 

Mr.  Garden,  of  the  Garden  Clothing 
Co.,  Calgary,  Alberta,  was  in  Toronto  last 
week  in  connection  with  footwear  pur- 
chases. 

P.  I.  Hersey,  chief  controller  of  the  Regal 
Shoe  Company,  and  E.  M.  Clark,  chief  cost 
accountant,  Boston,  were  in  Toronto  re- 
cently on  a  visit  to  the  Canadian  factory. 

F.  Saxe,  of  New  York  City,  represent- 
ing the  widely  known  firm  of  Marden, 
Oith  and  Hastings,  dealers  in  tanners' 
supplies,  was  in  Toronto  for  a  few  days 
last  week,  calling  upon  the  members  of  the 
trade. 

At  a  meeting  of  the  Board  of  Directors 
of  the  Ames-Holden-McCready  Company 
Limited,  the  president,  Mr.  D.  Lorne 
McGibbon,  in  the  chair,  Mr.  Clarence  F. 
Smith  was  elected  vice-president  and  gen- 
eral manager  of  the  company. 

John  Watson,  one  of  Petrolea's  oldest 
residents,  dropped  dead  there  on  August 
20th,  heart  failure  being  the  apparent 
cause  of  death.  Mr.  Watson  carried  on  a 
successful  shoe  business  in  Petrolea  for 
forty  years.  He  came  to  that  town  during 
the  oil  excitement.  Deceased  was  a  brother 
of  Joseph  Watson,  of  Sarnia. 

An  enquiry  received  recently  at  the  of- 
fice of  the  High  Commissioner  for  Canada 
in  London,  England,  was  from  a  Toronto 
firm  of  manufacturers'  agents  holding  sev- 
eral good  British  agencies  who  desire  to 
represent  manufacturers  of  shoe  laces, 
insoles  and  other  articles  required  in  the 
boot  and  shoe  trade. 

Eugene  Guay,  of  Montreal,  'has  put  on 
the  market  a  counter  called  the  "New  Pat- 
ent," which,  as  the  brand  indicates,  is  a 
newly  patented  counter  now  manufactured 
by  this  firm.  It  is  solid  leather,  with  a 
reinforcing  stitch  at  the  top,  and  it  has 
been  meeting  with  considerable  success 
since  it  has  been  shown  to  the  manufac- 
turers. 

The  ratepayers  of  Brampton  will  shortly 
vote  upon  a  by-law  to  grant  certain  con- 
cessions to  the  Brampton  Shoe  Co.  (Dur- 
gin- Williams).  The  proposal  is  to  loan  the 
company  twelve  thousand  dollars  for  i 
period  of  twenty  years,  at  five  per  cent., 
repayable  in  equal  annual  instalments,  a 
fixed  assessment  of  $5,000,  and  certain 
water  privileges.  It  is  expected  that  the 
measure  will  carry. 

Charles  T.  Cahill,  manager  of  the  pub- 
licity department  of  the  United  Shoe  Ma- 
chinery Co.,  Beverly,  Mass.,  is  spending 
some  time  in  Toronto  in  connection  will 
the  exhibit  of  the  Goodyear  welt  process 
made  by  the  company  a'  the  Canadian  Na- 
tional Exposition.  Patrick  Hogan,  of  the 
L  nited  Shoe  Machinery  Co.,  is  also  here 
for  a  few  days  with  the  display,  which  is 
attracting  much  interest. 


The  Burns  Co.,  of  Oshawa,  Ont.,  have 
just  completed  a  magnificent  glass  front  for 
their  shoe  store  which  adds  much  to  the  ap- 
pearance and  brightness  of  the  splendid 
establishment.  There  are  several  beautiful 
plate  glass  windows  at  the  entrance  and 
side,  and  nowhere  in  Canada,  except  in  the 
largest  cities,  and  then  only  in  one  or  two 
of  them,  can  such  an  imposing  exterior  be 
seen.  The  improvements  reflect  the  highest 
credit  on  the  progressive  spirit  which  char- 
acterises the  business  of  the  Burns  Co. 

The  death  occurred  recently  at  the  Gen- 
eral Hospital,  Winnipeg,  of  James  Agnew. 
Mr.  Agnew  was  a  well  known  shoe  dealer. 
Death  resulted  from  weakness  of  the  heart, 
a  complaint  from  which  Mr.  Agnew  had 
suffered  for  years.  Mr.  Agnew  was  60 
years  old,  and  was  born  in  Smith's  Falls, 
Ontario,  where  he  learned  the  boot  and 
shoe  business.  Later  he  entered  business 
for  himself  at  Fenelon  Falls,  Ontario,  also 
Peterboro  and  Lindsay.  He  came  West 
in  1889,  and  started  in  business  at  Domin- 
ion City,  Manitoba,  later  moving  to  Win- 
nipeg, and  had  since  lived  a  retide  life.  He 
leaves  a  widow  and  two  sons. 

Looking  for  the  Right  Man. 

H.  E.  Thompson,  sales  manager  of  the 
Slater  Shoe  Company,  says  'he  has  one  of 
the  best  openings  for  a  bright  young  shoe 
man  that  they  have  ever  had  to  present. 
Their  Slater  store,  with  a  long  and  fav- 
orable lease  in  a  city  of  over  75,000,  will 
be  sold  to  the  right  sort  of  man.  "Not  a 
large  capital  is  required,"  he  said,  "for  a 
man  with  $5,000  capital  can  make  $5,000  a 
year  clear." 

Personal  Card  of  Thanks. 

Scythes  Bros.,  611  Dundas  Street,  To- 
ronto, who  are  among  the  most  progres- 
sive retailers  in  the  city,  have  adopted  yel- 
low as  the  color  of  their  store.  All  their 
literature  and  advertising  matter  is  printed 
on  paper  of  this  hue.    They  keep  a  card 


index  system  of  all  good  customers,  the 
date  of  their  purchases  of  footwear,  the 
price  and  size  of  the  boots  sold,  etc.  The 
next  day  after  a  customer  calls  and  buys 
a  pair  of  shoes  he  or  she  receives  through 
the  mail  a  private  post  card  on  which  is 
printed  the  following:  "We  thank  you  tot- 
to-day's  purchase,  Remember  that  we 
stand  back  of  all  our  shoe  selling  with  our 
guarantee  of  satisfaction  in  every  case. 
We  make  it  a  point  to  shoe  customers  so 
that  they  will  continue  to  come  back.  Sat- 
isfaction and  shoes  go  in  the  same  parcel 
here."  The  plan  has  worked  admirably, 
and  resulted  in  binding  patrons  still  more 
closely  to  the  store,  and  inducing  them  to 
bring  others  when  in  need  of  anything  in 
the  footwear  line. 

Handsome  New  Business  Home. 

Charles  Tilley  and  Son  have  moved  to 
their  new  warehouse,  90  Richmond  Street 
West  (just  west  of  Bay  Street).  Their  old 
place  on  Bay  Street  was  too  small  for  their 
rapidly  increasing  business,  so  they  built 
this  modern  new  place.  It  is  situated  in 
what  is  considered  the  coming  wholesale 
centre  of  Toronto,  and  is  certainly  a  splen- 
did building,  being  absolutely  fireproof  and 
up-to-date  in  all  respects.  Charles  Tilley 
and  Son  now  intend  extending  their  lines 
considerably,  and  will  be  in  a  better  position 
than  ever  to  look  after  their  trade. 

A  very  important  feature  of  their  busi- 
ness is  their  dressings  and  polishes,  which 
will  be  manufactured  on  the  new  premises. 
They  claim  that  this  branch  of  their  busi- 
ness has  increased  over  one  hundred  per 
cent,  the  last  six  months,  and  their  lines 
are  handled  by  over  ninety  per  cent,  of  the 
shoe  stores  in  Toronto. 

New  Things  in  Men's  Shoes. 

A  leading  manufacturer  of  men's  shoes 
in  Canada  said  this  week  that  tans  would 
be  a  shade  darker  during  the  coming 
spring,  and  that  toes  on  all  the  high- 
priced  products  would  be  lower.    He  re- 
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marked  that  the  bold,  high  and  extreme 
toe  would,  perhaps,  prevail  to  a  very  large 
extent  on  the  cheaper  lines.  Low  cuts 
would  be  principally  with  two  and  three 
eyelets,  and  would  come  in  gun  metal, 
patents  and  tans.  Pumps  would  be  made 
principally  in  gun  metal  and  patent.  Heels 
would  be  from  i $4  to  ity  inches  in  height, 
and  the  better  grades  of  men's  shoes  would 
have  high  spring  arches.  All  frills  would 
lie  absent,  and  samples  would  'have  more 
evidence  of  splendid  shoemaking  rather 
than  any  far-fetched  effects.  Edges  would 
be  a  little  more  closely  trimmed,  and  gen- 
erally the  best  goods  would  show  simple, 
graceful  and  attractive  lines,  evidencing  the 
highest  excellence  in  workmanship,  finish 
and  material. 

A  Little  Too  High  Priced. 

A  pair  of  evening  shoes  have  recently 
been  exhibited  in  a  shop  window  on  the 
Paris  boulevards,  surmounted  by  a  silver 
shield  bearing  the  laconic  inscription,  "Prix 
io.ooo  fr."  ($2,000).  In  front  of  the  win- 
dow was  a  constantly  growing  throng  of 
curious  sight-seers,  blocking  the  pavement 
in  the  approved  Paris  fashion,  but  in  this 
instance  the  curiosity  was  certainly  justi- 
fied, as  a  $2,000  pair  of  shoes  is  not  an 
everyday  sight.  At  first  view  the  shoes 
themselves  seemed  to  be  rather  disappoint- 
ing, having  merely  the  appearance  of  two 
tastefully  ornamental  shoes  of  the  charac- 
teristic evening  style,  apparently  made  of 
soft,  pale  yellow  satin ;  but  closer  exam- 
ination showed  that  the  material  employed 
was  not  satin,  but  a  layer  of  glittering, 
perfectly-shaded  canary  feathers,  a  bright 
golden  yellow  at  the  toe,  shading  off  to  a 
reddish  color,  while  round  the  heel  the 
feathers  are  almost  a  capucine  red.  A 
clasp  of  brilliant  sparks  ornaments  the 
shoe,  which  is  lined  with  a  soft,  pale  yellow 
silk.  But  however  the  general  effect  may 
be  one  still  has  the  impression  that  $2,000 
is  rather  too  much  to  pay  for  a  pair  of 
shoes. 

Sanity  and  High  Heels. 

If  anything  could  he  higher  than  the 
Parisienne's  hat,  it  is  her  heels,  says  the 
London  Evening  Standard.  The  low  Eng- 
lish heel  has  once  or  twice  enjoyed  a  brief 
season's  favor  in  Paris,  but  at  heart  the 
Parisienne  dearly  loves  to  add  a  cubit  or  so 
lo  her  stature,  and  she  achieves  it,  of 
course,  with  her  beloved  Louis  XV.  heel. 
Perched  thus  on  stilts,  with  the  foot  at  an 
impossible  angle,  "le  footing"  becomes  im- 
possible, and  madame  seats  herself  in  a 
cab  every  time  she  starts  out  for  a  walk. 
That  is  why  her  boots  and  shoes  are  al- 
ways new.  Someone  has  discovered  that 
there  is  a  close  relation  between  the  heels 
and  the  wit.  The  conversation  of  the 
walker  in  low  heels  is  trite  and  flat — bro- 
midic.  so  to  speak — but  she  who  trips  in 
hitfh  ones  will  soar  to  unexpected  altitudes 
of  epigram  and  paradox.  We  know  that 
great  wit  and  insanity  are  near  neighbors, 
and  the  Germans,    putting    the  theory  in 


piactice,  are  treating  madness  with  a  bare- 
foot regime.  The  contact  of  the  bare  flat 
foot  with  Mother  Earth  is  expected  to 
bring  back  wandering  minds  to  an  every- 
day plane,  and  the  experiment  is  naturally 
interesting. 

Business  Booming  in  the  West. 

"Yes,  it  is  a  wonderful  country,  and  if 
the  crops  turn  out  as  well  as  expected, 
nothing  can  hold  it  back,"  said  D.  D. 
Hawthorne,  of  D.  D.  Hawthorne  &  Co., 
Toronto,  who  returned  last  week  from  a 
month's  trip  to  the  Canadian  West,  going 
as  far  as  Victoria.  It  was  his  first  visit 
beyond  Winnipeg,  and  the  scenes  which 
met  his  gaze  on  all  sides  came  up  to  Mr. 
Hawthorne's  highest  expectations.  "I  did 
not  find  a  grouch  or  a  pessimist  in  all  my 
travels.  Every  one  I  encountered  was  a 
boomster,  and  I  beard  so  much  regarding 
real  estate  that  I  have  nearly  forgotten 
how  to  talk  about  shoes.  The  free,  inde- 
pendent and  friendly  life  of  the  people 


at  Vancouver,  and  to  give  one  an  idea 
of  the  crowds  thronging  that  city  he  said 
that  he  had  to  "line  up"  and  take  his  place 
before  the  ticket  office.  It  was  about  two 
hours  before  his  turn  came.  It  reminded 
him  of  the  Exhibition  crush  in  Toronto. 

"Yes,  all  the  big  towns  of  the  West, 
Regina,  Saskatoon,  Calgary,  Edmonton, 
Winnipeg  and  others  are  looking  for  shoe 
factories  as  well  as  other  industries.  Now 
that  the  population  is  increasing  so  rapidly 
and  there  is  such  a  large  number  of  people 
to  cater  to,  it  would  not  surprise  me  if 
these  flourishing  centres  have  their  wishes 
fulfilled,  and  you  see  shoe  industries  in 
the  West  before  very  long." 

The  Trade  Mark  on  Shoes. 

For  those  who  don't  know  what  the 
value  of  a  trade  mark  on  footwear  is, 
here  is  a  short  story. 

There  is  a  shoe  store  not  a  hundred 
miles  from  Montreal  where  the  salesmen 
and  women  co-operate  with  the  manage- 


Alpine  scene  visited  by  Jim  Robinson,  (unlimited),  in  his  European  tour. 


impressed  me.  Stranger  talks  to  stranger 
just  like  one  old  acquaintance  will  greet 
another.  There  is  no  ceremony.  Yes,  I 
called  upon  many  of  my  customers,  but 
I  was  not  out  for  business.  I  met  many 
former  sroemen  from  Ontario.  They  are 
all  doing  well  in  the  West,  and  appear  to 
be  making  money.  I  called  only  at  the 
principal  cities.  The  places  that  impressed 
me  the  most  as  being  thoroughly  alive, 
were  Winnipeg,  Regina,  Calgary  and  Van- 
couver. Saskatoon  is  also  moving  along  at 
a  rapid  rate,  and  during  the  time  that  I 
was  there,  forty-five  American  capitalists 
were  taken  out  to  the  country  in  auto- 
mobiles, and  bought  seven  square  miles  of 
land  at  about  twenty-five  dollars  an  acre. 
The  harvest  will,  in  all  probability,  be  a 
record  one.  Victoria  influenced  me  as  a 
favorable  and  most  picturesque  residential 
city,  and  perhaps  Vancouver  next." 

Mr.  Hawthorne  returned  by  way  of  the 
Crow's  Nest  Pass  and  the  Kootenay  coun- 
try.   He  wanted  to  get  his  ticket  changed 


ment  in  a  unique  system  of  graft. 

A  customer  comes  into  the  shop,  asks 
for  a  pair  of  boots  and  states  the  size. 
Salesman  ransacks  the  shelves,  crouches  on 
his  little  stool,  tries  various  widths  and 
shapes  on  the  customer's  stockinged  foot 
until  a  comfortable  fit  is  obtained.    Then — 

"How  much  are  these?" 

"Six  dollars,  sir." 

"Heavens  and  earth,  I  don't  want  to 
pay  six  dollars  for  a  pair  of  hoots." 

Salesman  scratches  his  head,  picks  the 
empty  shoe-box  from  the  floor  and  gazes 
hard  at  the  hieroglyphics  on  the  end. 

"Tell  you  what  I'll  do,"  he  says,  "make 
them  five-fifty." 

Price  drops  gradually. 

They  haggle.  Salesman  eventually  gets 
up  and  goes  to  rear  of  the  store,  apparently 
to  consult  the  manager.    Comes  back. 

"Manager  says  this  is  the  last  pair  in  the 
shop.    Let  you  have  them  for  four-fifty." 

Deal  closes.  Curtain. 

On  each  pair  of  shoes  in  stock  there  is 
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a  "lowest  sale  price."  Each  fifty  cents 
over  that  price  that  can  toe  obtained  from 
the  customer  is  called,  in  the  vernacular,  a 
"spiff,"  and  the  salesman  who  "gets  away" 
with  it  receives  fifty  per  cent,  of  the 
amount  overcharged. 

Practices  of  this  kind,  although  by  no 
means  general,  could  not  be  carried  on  if 
the  manufacturers  put  out  trade-marked 
products,  upheld  a  "one-price  system,"  and 
made  use  of  general  advertising  to  educate 
the  consumer  on  the  question  of  values. 

Findings  Market  Active. 

All  the  Toronto  and  Montreal  findings 
houses  report  business  as  encouraging. 
Orders  are  now  coming  in  for  winter 
supplies,  such  as  hockey  laces,  ankle  sup- 
ports, skate  straps,  ice  creepers,  water- 
proof dubbin,  oils,  etc.  Tailor-made  gait- 
ers and  leggings  are  now  being  shipped, 
and  the  demand  for  these  goods  is  active, 
particularly  in  the  West.  There  is  also 
a  big  sale  in  other  supplies,  and  as  retail- 
ers are  learning  more  and  more  to  feat- 
ure their  findings  department,  they  find 
that  the  returns  constantly  grow,  and 
sales  of  footwear  increase  as  a  natural 
result. 

Free  Sign  Boards  for  Shoemen. 

The  Nugget  Shoe  Polish  Company,  To- 
ronto, who,  during  the  past  few  months 
have  presented  some  three  hundred  and 
fifty  shoe  retailers  and  repair  men  with 
handsome  galvanized  bulletin  or  sign 
boards,  have,  owing  to  the  big  demand, 
placed  an  order  for  five  hundred  more  of 
these  artistic  creations,  and  will  be  in  a 
position  shortly  to  supply  all  those  who 
have  written  in  for  them  since  the  original 
supply  was  exhausted.  W.  P.  McNeill, 
Canadian  manager,  states  that  the  boards 
will  soon  arrive,  and  any  shoeman  desir- 
ous of  having  one  should  put  in  an  appli- 
cation at  an  early  date.  An  illustration  of 
the  attractive  sign  appeared  in  the  last 
issue  of  the  Shoe  and  Leather  Journal. 

Classy  Canadian  Shoes. 

Signs  are  daily  becoming  more  evident 
that  many  Canadian  manufacturers  are 
turning  out  as  classy  a  product  as  the  best 
of  the  American  shoes  that  find  their  way 
across  the  border.  As  a  convincing  ex- 
ample of  this  fact,  a  representative  of  the 
Shoe  and  Leather  Journal  was  recently 
shown  four  new  lasts  that  are  toeing  feat- 
ured by  the  Macfarlane  Shoe  Company  for 
their  spring  trade. 

One  is  a  growing  girls'  last,  with  a  me- 
dium high  heel  and  a  pointed  toe.  The 
whole  effect  is  chic  in  the  extreme.  An- 
other special  creation  is  a  Theo-strap 
pump,  with  the  ankle  strap  set  one  inch 
ahead  of  its  usual  position  to  prevent  the 
heel  slipping  or  the  instep  gaping.  A  most 
unusual  design  is  a  little  gents'  last,  in  a 
I  utton  pattern,  with  a  medium  toe.  This 
combination  is  seldom  seen,  and  conies  in 
all  leathers,  as  does  the  infants'  orthope- 
dic last,  with  an  extra  wide  toe,  and  an 


LEADING  SHOE  MANUFACTURER  PASSES  AWAY 


Joseph  P.  Cook,  ever  since  its  forma- 
tion, the  managing  director  of  the  Cook- 
Pitzgerald  Company,  Limited,  died  in  Lon- 
don on  Priday,  August  25th,  after  an  illness 
of  almost  five  months.  Mr.  Cook  caught 
a  heavy  cold  in  the  early  days  of  April.  He 
had  never  been  seriously  ill  in  his  life,  and 
naturally  rugged,  he  over-estimated  his 
strength,  and  pleurisy  had  set  in  before  he 


The  late  J.  P.  Cook. 


took  to  his  bed.  Pneumonia  followed,  and 
empyema  coming  as  a  complication,  an 
operation  was  necessary.  This  was  per- 
formed at  St.  Joseph  Hospital  in  May,  and 
during  June,  July  and  August  he  made  so 
much  progress  that  it  was  thought  that  he 
would  ultimately  recover.  He  had  reach- 
ed a  point  in  his  convalescence  in  the  early 
part  of  August  that  he  spent  a  portion  of 
each  day  on  the  lawn  in  a  wheel  chair. 
About  the  middle  of  the  month  he  could 
walk  a  short  distance  unassisted,  and  his 
physicians  regarded  his  complete  recovery 
as  only  a  matter  of  months,  the  ailment 
from  which  be  was  suffering  being  a  most 
tedious  one. 

On  the  morning  of  Wednesday,  August 
23rd,  about  5.30  o'clock,  he  was  stricken 
with  apoplexy,  and  the  medical  men  when 
summoned  pronounced  his  case  as  hopeless. 
He  lingered  till  Friday  morning,  passing 
away  at  5.45  o'clock. 

Joseph  P.  Cook  bad  as  many  friends  in 
the  western  part  of  Ontario  as  anybody. 
Every  man,  woman  and  child  who  knew 
him— and  his  long  connection  in  the  retail 
shoe  business  threw  him  into  contact  with 
many— respected  and  admired  him.  Those 


who  were  closer  to  him  and  came  into  his 
brief  life  loved  him  and  will  always  revere 
bis  memory.  The  manner  in  which  he 
was  regarded  by  his  employes  was  shown 
by  their  action  at  his  funeral.  These  men 
stood  in  a  pouring  rain  with  uncovered 
heads,  as  the  cortege  passed  through  Duf- 
ferin  Avenue,  lined  on  either  side  of  the 
hearse.  There  was  not  one  of  them  whose 
eyes  were  dry.  The  funeral  at  St.  Peter's 
Cathedral  was  the  largest  ever  held  from 
that  edifice.  He  leaves  a  widow,  who  was 
Miss  Helen  Reid,  of  London,  six  children, 
the  oldest  thirteen,  and  the  youngest 
five  months. 

Mr.  Cook  was  born  in  London  on  Feb- 
ruary 18th,  1862,  and  at  the  age  of  fifteen 
became  a  clerk  in  his  father's  shoe  store, 
that  gentleman  having  inaugurated  a  shoe 
business  on  Dundas  Street,  forty-seven 
years  ago.  At  the  age  of  twenty-three  he 
bought  his  father's  business  and  opened 
for  himself  under  the  firm  name  of  the  J. 
P.  Cook  Co.,  Limited.  In  1904  he  formed 
with  his  brother-in-law,  C.  J.  Fitzgerald, 
of  New  York,  the  manufacturing  firm  of 
Cook-Fitzgerald  Co.,  Limited.  It  was  Mr. 
Cook's  ambition  to  make  a  name  for  him- 
self as  a  manufacturer  of  high-class  shoes, 
and  the  record  of  the  concern  shows  that 
he  was  successful.  It  is  sad  that  he  had 
to  go  when  the  fruits  of  his  labor  were  at 
hand.  The  business  will  toe  continued  un- 
der the  same  name  and  style,  President 
C.  J.  Fitzgerald  severing  his  connections 
in  New  York  and  assuming  active  lead- 
ership of  the  corporation.  Ernest  E.  Dono- 
van will,  as  for  the  past  six  years,  con- 
tinue to  turn  out  the  Astoria  and  Liberty 
shoes,  which  have  gained  for  him  the  repu- 
tation of  a  master  shoemaker. 

Referring  to  Mr.  Cook's  departure  the 
London  Advertiser  says : 

"The  news  of  his  death  was  heard  with 
profound  regret  in  the  city,  and  the  widow 
and  relatives  received  the  condolences  of 
scores  of  sorrowing  friends.  For  many 
years  he  has  been  associated  with  the  busi- 
ness life  of  London,  and  his  last  venture, 
the  Cook-Fitzgerald  Shoe  Company,  is  a 
monument  to  his  ability  and  integrity. 
Though  he  never  sought  public  honors,  be 
took  the  keenest  interest  in  'municipal  mat- 
ters. His  quiet,  genial  manner  won  him 
scores  of  friends.  It  is  related  of  him  that 
in  his  business  dealings,  whether  with  cus- 
tomers or  employes,  he  never  lost  his 
temper,  and  at  the  store  and  factory  to- 
day his  loss  was  deeply  deplored  by  all." 


infants'  no-heel  last.    The  feature  of  these  Feet  and  The  Nerves, 

latter  creations  is  the  excellent  workman-  Nervous  troubles  frequently  come  from 
ship  shown  in  the  trimmed  sole,  fine  stitch-  ill-fitting  and  badly  made  shoes,  m  the 
ing  and  other  portions  of  the  shoe.  Such  opinion  of  Dr.  Irvin  0.  Allen.  He  thinks 
work  as  this— and  it  is  becoming  more  com- 
mon in  Canada  every  day— is  rapidly  push- 
ing the  bogey  of  American  superiority  to 
the  wall. 


them  accountable  For  much  matrimonial 
haggling  and  discord. 

It  is  a  mistake,  he  says,  lo  teach  the 
child — as  is  commonly  done — to   toe  out. 
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In  the  beginning,  the  boy   or   girl,   in     SOME  ATTRACTIVE  EXHIBITS  AT  THE  BIG  FAIR 

obedience  to  an  unerring  instinct,  points  geyeral  leading  shoe  manufacturers  and  pany,  Limited,  whose  headquarters  are  251 
the  foot  straight  ahead,  which  is  the  proper  findings  houses  are  making  attractive  ex-  Queen  Street  West,  Toronto,  are  present- 
way  for  walking.  All  shoeless  people  walk  at  ^  Canadian  National  Exhibi-  ing  arch  supports  and  other  specialties, 
with  parallel  feet— our  own  Indians,  for  ^  Toronto.  Their  booths  are  artistic-  The  Nugget  Polish  Company  are  on 
example.  any  arranged,  and  are  the  centre  of  much  hand  in  their  old  stand,  with  polishing  out- 
Doctor  Allen  explains  that  the  sole  of  mterest  and  attention.  In  the  Manufac-  fits  in  metal  and  cardboard  boxes,  pastes, 
the  shoe  should  be  the  shape  of  the  foot.  turers>  Building,  the  Anglo-Canadian  cleaners,  etc.  Many  souvenirs  are  being 
To  determine  this  shape,  one  should  stand  Leatner  Company,  Toronto,  make  a  very  given  away,  and  free  shoe  shines  are  a 
barefoot  on  the  ball  and  toes  upon  a  sheet  cre(jitable  display  of  oak  and  hemlock-  feature  of  the  booth,  which  is  in  charge 
of  paper,  allowing  the  great  toe  to  assume  tanned  soie  leather,  together  with  speci-  of  W.  F.  McNeill  and  L.  R.  Howard, 
i;-  normal  position— separated  somewhat  mens  0£  the  hark  and  0ther  materials  u?ed  Some  catchy  display  cards  add  to  the  in- 
from  the  other  toes.  Make  a  mark  around  ;n  tanning,  while  shoes  are  presented  viting  character  of  the  decorations.  In 
the  toes  with  a  pencil  and  then  let  the  heel  showing  the  kind  of  bottom  stock  which  ,  the  same  building  the  exhibit  of  the 
come  down  to  the  paper.  Now  place  the  their  tanneries  turn  out.  The  Minister,  United  Shoe  Machinery,  showing  every 
weight  of  the  body  upon  the  outer  side  of  Myles  Shoe  Company  have  a  well-arranged  detail  of  the  Goodyear  Welt  process, 
the  foot  and  complete  the  outline  in  that  and  pretentious  space  devoted  to  several  was  possibly  the  most  interesting,  in- 
position.  splendid  lines  of  high-class  footwear,  in-  structive  and  greatest  rallying  centre  in 
A  shoe  made  with  a  sole  of  this  shape,  eluding  all  the  new  spring  and  summer  the  extensive  structure.  The  various  ma- 
and  with  a  reasonably  high  vamp,  will  cer-  models.  The  "Vassar"  and  'Miss  Can-  chines  were  in  charge  of  workmen  from 
tainly  be  comfortable  and  will  insure  a  ada "  for  women,  and  the  "Beresford"  the  Minister,  Myles  Shoe  Company,  under 
healthy  foot,  incidentally  doing  away  with  and  "Altro"  shoe  for  men  are  admired  the  direction  of  Alfred  and  Harry  Min- 
"shoe  nervousness."  If  worn  in  winter,  for  their  beauty  and  grace  of  outline,  as  ister  and  George  Bell.  Edifying  booklets 
however,  it  should  have  no  metal  nails  in  well  as  the  splendid  specimens  of  Canadi-  were  given  away,  explaining  the  evohi- 
it  The  feet  are  not  easily  kept  warm  dur-  an  shoemaking.  The  Relindo  Shoe  Com-  tion  of  the  Goodyear  Welt  system,  and  in- 
ing  cold  weather  in  shoes  with  metal  nails,  pany,  Toronto,  has  a  central  space  where  forming  the  public  how  to  distinguish 
because  they  tend  to  conduct  the  heat  out  there  is  on  exhibit  many  of  the  spring  Goodyear  Welt  shoes  from  all  imitations, 
of  the  body  samples  of  this  company.    The  showing  in  The  following  extract  is  interesting  even 

pumps  of  various  kinds  of  leather  is    a  to  shoe  retailers: 

Late  News  Jottings.  particularly  effective  one.       The  nailless      "In  such  imitations  the  tacks  used  in 

Joseph   Morency,   shoe  dealer,  383     St.  cushion  heel  seat,  which  is  a  feature  of  the  lasting  the   shoe  are  driven  all  the  way 

Foseph   Street,  Quebec,  has  assigned.  Relindo  Shoe,  is  inspected  with  much  in-  in,  and  the  points  clinched  inside  the  shoe. 

Tr  .  „,         n  (    .„         nf  terest.    In  the  Manufacturers'  Annex,  tin-  The  process  of  sewing  is  also  such  that 

The  Kai  Cheng  Co    manufacturers  of  ^  ^  ^  ^  ^  ^  ^  thread  shows  ingide  ^  sho&  The 

shoes,  Victoria,  B.C.,  have  made  an    as-  ^                            manufacturerSi   haye  tack    points    and    thread    are  afterwards 

-ignment.  ^  choice  assortment  of   various   kinds   of  covered  by  what  is  known  as    'sock'  lin- 

The  Alva  Rubber  Co.,  manufacturers  of  harness  from  their  regular  ordered  work,  ing,  a  thin  piece  of  cloth  or  leather  the 

rubber  goods,  Montreal,  have  recently  re-  w,hi]e  a  handsome  show  case  is  filled  with  shape  of  the  inside  of  sole,  which  is  usu- 

red.  shoe  findings,  moccasins,  upper  stock,  leg-  ally  cemented  in  place.    When  you^  pur- 

W   G    Hardie  left  this  week  for  a  trip  gings,  etc.    In  the  Process  Building    the  chase  shoes,   see  if  there  is  a  '■sock'  lin- 

throughout  the  West  in  the  interest  of  the  Scholl  Manufacturing  Company,  makers  of  ing  of  this  kind,  and  if  there  is     lift  it 

Minister    Myles   Shoe  Company,  Toronto,  the  Scholl  Foot-Eazer,  which  is  a  scienti-  up  at  the  shank  of  the  shoe.    If  there  are 

fic  foot  arch  cushion,  have  a  display  that  tack  points  and  stitches  showing  under- 

J.  A.  Jamieson,  manager  of  the  Canadian  .g  &            Qf               f(jr           who  guf_  ngath      the  shoe  is  not  a  Goodyear  Welt. 

Consolidated    Rubber   Company,   Toronto,  {^           ^              caused  by  overwork  It  matters  not  how  much  it  may  resemble 

is  spending  a  few  days  m  Montreal    on  ^             Qn         p&dal  musdes  and  %a_  them  otherwise." 

business.                                                     mcnts_     Charles   Tilley   &   Son,   Toronto,  The  Gutta  Percha  &  Rubber  Manufac- 

J.  W.  Toy.  of  the  United  Shoe  Stores,  who    have    just    moved    into    their    new  turing  Company  have  a  well-planned  and 

who  has  been  spending  the  past  few  weeks  warehouse  at  90  Richmond  Street  West,  nicely   decorated   booth   in   the  Manufac- 

al  Solid  Comfort  Point,  Georgian  Bay,  has  have  a  neat  exhibit  of  dressings    and  pol-  turers'  Building,  showing    rubber  shoes, 

returned  to  Toronto.                                   ishes  of  all  kinds,  including  all  their  spe-  hose,  heels,  boots,  etc.,  as  ^  well  as  speci- 

.    ...  „         ,  ...  „       p.         k-  cial  lines,  which  are  commanding  a  wide  mens  of  crude  rubber.  The  "Maltese  Cross" 

John  A    Walker,  of  Walker    Parker  &  ^  ^        ^  ^   ^             ^   ^  ^   ig   prominentiy  outlined,   and  the 

Company,     oronto,  has  returned  from    a                               Manufacturing    Com-  showing  is  a  decidedly  attractive  one. 

ten-days    outing  down  the  St.   Lawrence  -  

River  as  far  as  the  Gulf.                         1  .  . 

...        W.   Stevenson,  $44,907.     The  balance    of  been  placed  m  Ontario  hotels  during  the 

J.  C.  Budreo.  1328  Queen  Street  West    ^             .$                                   among  past  five  months  through  the  exertions  of 

Toronto,  will  move  into  his  handsome  and                       ^                  institutions.  p.  Patience,  who  is  secretary  of  the  Can- 

well-eqwpped  new  store  about  the  middle  adian   GideonSj  the   Christian  association 

of  the  month  A.  D.  Weber,  of  the  footwear  depart-  .  ,  „,i„__ 

_   '    .  ...  ,   ,  n  V.  of  commercial  travelers. 

,     _  ...        r      ment  of  the  Canadian  Consolidated  Rubber 

H;,rr,('    Shoe    Manufacturing     U,  ^        Toronto,  is  at  his  home  in  Lis-      Ed.  Cook,  who  is  identified  with  the  J. 

who  have  been  conducting  a  large  repair  t  ^  ^  ^  ffl  ^  ^  p  ^  Company  and  the  Cook-FitZgerald 

business  in   Bame,  have  opened  a  retail  {        ^  .g  ;        vm  Company,  London,  has  secured  the  lease 

""  °ren,Stree   "  thUt  tOW";  ,  John  L.  Chisholm.  who  for  several  years  of  the  Emmett  store,  Toronto,  and  will  re- 

rhe  total  value  of  the  estate  Of  James  ^  ^                      ^  open  k  under  a  ncw  sty  e.  carrying  full 

Alexander  Stevenson,    leather    merchant,  ^  appointed  Canadian  re-  lines  of  men's  high-grade  shoes.   The  name 

Montreal,  who  died    lasl     December,    is  j  f         T)droit    Demountab1e  will  be  changed  to  the  Owl  Shoe  Store. 


$542,054.13.  By  his  will  he  bequeaths  to 
hit    brother,    Archibald     W.  Stevenson, 


Rim  Co.,  of  Detroit.  \jtz  &  Dunn  Co.,  Rochester,  N.Y.,  have 


$34,009,  and'  to  his  sister-in-law,  Mrs.  A.      More  than  seven  thousand  Bibles    have  issued  a  decidedly  attractive  and  artistic 
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NO  FOOLIN'—THIS  IS  "BILLY"  LINDLEY—SURE 


"Billy"  Lindley  is  the  Eastern  represent- 
ative for  Getty  &  Scott,  of  Gait,  Out.  He 
went  down  to  the  shoe  and  leather  fair 
in  New  York  recently,  and  the  weather 
was  ■warm.  It  made  "Billy"  mad,  and  the 
madder  he  got  the  hotter  he  grew.  In 
desperation  he  set  out  to  buy  a  straw  hat, 
and  he  corralled  the  newest,  daintiest, 
coolest,  airiest  thing  in  captivity.  Talk 
about  your  footwear  freaks — the  most  ec- 
centric and  ferocious  model  ever  created 
is  not  in  it  for  one  moment  compared  to 


.this  straw  hat  with  its  extremely  wide 
brim,  low  flat  crown  and  waving  willow 
plume.  The  hat  is  on  the  whole  a  pretty 
fair  representation  of  an  egg  omelette. 
The  accompanying  illustration  fails  to  do 
the  magnificent  creation  justice.  The  trade 
will  have  a  splendid  opportunity  to  view 
it  first  hand  while  Mr.  Lindley  is  making 
his  present  spring  trip.  Several  retailers 
have  widened  their  main  door-ways  so 
that  the  modest  and  unassuming  wearer 
may  enter  without  removing  his  impos- 
ing headgear. 


'Commerce  and  Labor,  Washington,  D.C., 
supply  the  following  figures  as  being  of 
value  of  exports  of  hides  and  skins  to  this 
country  from  the  various  ports  named,  for 
the  years  1909  and  1910,  says  Hide  and 
Leather : 

Cornwall   $  32,562 

Fort  Erie    9,658 

Hamilton    64,733 

Brantford    526,963 

Gait    103,777 

Kingston    3t>S,754 

Niagara  Falls   163,320 

Orillia    22,224 

Ottawa    333,943 

Prescott    136,656 

Sarnia    28,522 

Sault   Ste.  iMarie    3,969 

Toronto    1,634,662 

Peterborough    6,407 

Windsor    192,768 


catalogue,  indicating  the  general  styles  to 
be  featured  by  them  for  the  spring  of 
1912.  The  capacity  of  the  factory  is  9,000 
pairs  each  day,  and  the  firm  have  been 
thirty-one  years  in  business. 

Patrick  Rowan,  late  of  the  Slater  Shoe 
Store,  Toronto,  who  some  time  ago  bought 
the  stock  of  the  Emmett  shoe  store,  To- 
ronto, and  cleared  it  out  by  special  sales, 
will  open  a  footwear  establishment  at  the 
corner  of  Yonge  and  College  Streets  next 
week.  The  new  place  will  be  known  as 
the  American  Sample  Shoe  Store. 

Many  Shoe  Men  Visit  Toronto. 

The  Canadian  National  Exhibition  al- 
ways attracts  many  dealers  in  footwear  to 
roronto.  During  the  early  part  of  the 
week  the  wholesale  warehouses  and 
manufacturing  plants  have  been  visited 
by  numerous  buyers,  and  representatives  of 
the  trade.  A  few  of  those  noticed  in  the 
city  on  the  first  two  or  three  days  of  the 
Exhibition  were :  Wm.  Sharman,  Goder- 
ich ;  Richard  Newman,  Dunnville ;  A. 
Scarsbrook,  Petrolea ;  VV.  R.  Baird,  Brant- 
ford; F.  A.  Rolbson,  Fenelon  Falls;  E.  C. 
Pace,  Cordova  Mines;  R.  N.  Jennings, 
Palmerston ;  W.  G.  Warmington,  of  Ross 
and  Warmington,  Chesley;  C.  H.  Ludlow, 
Ludlow  Bros.,  Brantford;    David  Hecht, 


Westport ;  George  Detweiler,  Cargill ;  F. 
Schmidt,  Delhi ;  J.  S.  Pattison,  Ceylon ; 
James  McPhail,  McPhail  &  Co.,  Hamilton; 
A.  R.  Molntyre,  Middleville;  Mr.  Cox, 
of  the  Arcade,  Limited,  Hamilton ; 
W.  Tyndall,  of  Tyndall  and  Tacka- 
berry,  Dyer's  Bay ;  Robert  Burnett, 
Durham ;  William  Byers,  Southampton ;  J. 
W.  Shields,  Victoria  Road;  J.  D.  McAr- 
thur,  Guelph;  J.  Udow,  Winnipeg;  G.  E. 
Mills,  Norwood;  J.  McCully,  Elora ;  A. 
Weseloh,  Berlin ;  George  Beatty,  Cedar 
Grove;  Wm.  Farmer,  Arnprior;  E.  A. 
Squires,  of  S.  Mills  &  Co.,  Hamilton;  Wm. 
Moore,  Barrie ;  D.  C.  Russell.  Erin;  Mr. 
Jones,  of  the  American  Mercantile  Co., 
Merritton ;  J.  Thorne,  the  Robinson  Co., 
Winnipeg;  D.  Stewart,  Thistletown;  Wm. 
Wright,  Newmarket ;  H.  H.  Lang,  Lang- 
Supply  Co.,  Porcupine;  A.  W.  Burns, 
Oshawa ;  A.  Summerfeldt,  Unionville ;  W. 
A.  Brunton,  Newmarket ;  J.  S.  Huntley, 
Stouffville;  Fred  Coulter,  Alton;  W.  E. 
Halpin,  Smith's  Falls;  P.  L  Smith,  Smith 
&  Kerr,  Ingcrsoll ;  J.  C.  Barkey,  Stouff- 
ville ;  J.  O.  Boughner,  Dunnville ;  George 
W.  Cowan,  Chatham ;  T.  Wannamaker, 
Brighton ;  W.  M.  Graham,  Lake-field. 

Hide  Exports  From  Ontario. 

■Late  consular  reports,  published  by  the 
Bttreau  of  Manufactures,  Department  of 


$3,565,9i8 

The  exports  from  Cornwall  to  the  Uni- 
ted States  consist  chiefly  of  raw  materials, 
cream,  casein,  hides  and  .animals.  The 
shipments  of  hides  and  skins  are  steadily 
decreasing.  Formerly  Cornwall  was  a  cen- 
tral collecting  point  for  hides,  which  were 
then  shipped  in  large  quantities  to  the 
United  States.  Now  a  number  of  indivi- 
dual buyers  purchase  in  the  various  locali- 
ties in  the  district  and  ship  in  small  lots. 
Besides,  there  is  a  greater  demand  for 
hides  for  the  Canadian  tanneries,  and  few- 
er cattle  are  slaughtered  here.  Not  en- 
ough beef  cattle  are  slaughtered  to  supply 
the  local  butchers,  who  have  to  depend 
chiefly  on  western  beef  for  their  trade. 
American  shoes  are  in  less  demand  than 
formerly,  owing  to  their  increased  price 
and  to  the  improvement  in  style  and  finish 
in  the  Canadian-made  shoes. 

Hamilton  is  the  most  Americanized  city 
in  Canada  and  its  consumers  prefer  Am- 
erican makes  and  styles,  and  are  able  to 
gratify  themselves  in  matters  of  choice  or 
taste.  It  has  a  population  of  about  75,000, 
with  a  tributary  territory  containing  250,- 
000  more.  The  introduction  of  American 
machinery  (under  royalty  contracts)  and 
American  expert  mechanics  into  Canadian 
shoe  factories  has  so  improved  their  pro- 
duct in  style  and  shape  as  to  somewhat 
curtail  importations;  but  the  large  num- 
ber of  Americans  employed  here  and  the 
growing  tendency  to  adopt  American  styles 
and  methods  increases  the  demand  for 
American  goods  of  all  kinds  suited  to 
the  market. 

SITUATION  WANTED 
As  shoe  traveler.  Twenty-three 
years  successful  experience  on 
the  road.  Good  references.  Ad- 
dress Box  168,  Shoe  and  Leather 
Journal,  59-61  John  Street,  Toron- 
to, Ont. 


62 


THE  SHOE  AND  LEATHER  JOURNAL 


Bright  Prospects  for  Business 

Exhibition  Brings  Scores  of  Retailers  to  City— Spring  and  Summer  Samples  Now  in 
Display— High  Price  for  Hides  Continues — Tanners  Hold  Aloof  in  the 
Matter  of  Heavy  Purchases. 


ings  are  normal,  and  the  hides  are  all  in 
good  condition.  In  Chicago  a  fair  volume 
of  trading  was  done  last  week,  about 
60,000  packer  hides  changing  hands.  In 


Toronto,  Aug.  30,  19"- 
BOOTS  AND  SHOES.— The  present  is 
a  busy  time  with  the  wholesale  trade,  as, 

during  the  progress  of  the  Canadian  Na- 

f  .  .  .  •,       r    „  „n  country  hides   the  situation  is  somewhat 

tional  Exhibition  many  retailers  from  all  LUUUly        ,  ,  ,    ..  ,  ... 

parts  of  Canada  make  it  a  point  to  visit  steadier,  and  buyers  are  dectded  on  their 

Toronto  and  do  considerable  buying,  The  policy   of    only   entering   on   the  market 

1       t  vnr;„,K   i^hhincr  .houses  when  compelled  to,  and  taking  small  tots 

travelers  for  the  various  joDDing  nouses         .  ,     ,  r  .    ,  , 

,  r    .  „„         un„A  tr>  Hirpnt  to  tide  them  over  from  week  to  week, 

and  manufacturers  are  on  hand  to  direct 


No.  1  insp.  steers  and  cows  12^2 
No.  2  insp.  steers  and  cows  ny2 
No.  3  insp.  steers  and  bulls  iiP/2 
Country  hides  (green)  flat  ..  10/ 
Country  hides    (cured)    flat..  tiYi 

Calfskins   12  15 

Lambskins   35  5° 

Shearlings  4°  5° 

Horse  hides,  'No.  1    300 

Horse  hides,  No.  2    2.00 

LEATHER— Upper  leather  tanners  are 


the  visitors  and  give  them  every  attention. 
Several  special  offerings  are  also  pre- 
sented. Jobbers  have  been  busy  making 
up  and  marking  their  spring  samples,  and 
are  looking  forward  to  a  big  autumn  busi- 
ness. Their  travelers  will  start  out  imme- 
diately after  the  Exhibition  with  full  lines, 
and  the  models  presented  will  be  right  up 
to  the  minute  in  style  and  build.  Payments 
are  reported  very  good,  and  the  outlook  is 
favorable.  Several  road  men  who  cover 
Western  Canada  have  already  left  on  ex- 
tended tours  that  will  occupy  from  six  to  fairly  active,  but  not  rushed,  and  are  not 
ten  and  twelve  weeks.  During  last  half  buying  hides  very  freely.  Shoe  factories 
of  August  retail  trade  was  reported  quiet,  are  getting  busier,  and  will  soon  be  on 
but  all  low-cut  and  White  goods  lines  have  their  spring  and  summer  runs,  when  ^  a 
been  pretty  well  disposed  of.  The  aibun-  better  condition  is  looked  for.  Factories 
dant  harvest  in  the  West  and  the  good  are  not  as  active  as  they  will  be  a  fort- 
crops  in  Ontario  are  expected  to  be  reflect-  night  or  a  month  hence,  when  the  full  ex- 
ed  in  footwear  purchases.  There  has  been  tent  of  the  crop  harvested  in  the  West 
a  very  good  business  done  in  sorting,  and  Will  be  known.  Harness  leather  tan- 
everything  is  moving  along  as  well  as  ners  have  had  a  remarkably  successful 
could  be  hoped  for.  The  holiday  season  year,  and  conditions  continue  favorable, 
has  passed,  and  manufacturers,  jobbers  There  promises  to  be  a  strong  demand  for 
and  retailers  are  ready  for  an  active  fall  all  grades  of  calfskins.  Patents  are  _  still 
tra(je  a  favorite,  and  tan  products  bid  fair  to 

have  a  wide  popularity  during  the  com- 
T ALLOW. — The  market  locally  is  quiet,  jng  year.    Prices  in  all  lines,  particularly 
and  supplies  are  only  normal.    There  are  jn  harness  leather,  are  very  firm, 
no  changes  in  prices.    In  Chicago  the  pro- 


Kip  skins,  French   

115 

1.28 

Calf  skins,  French   

1-43 

1.02 

Veal  kips,  Canadian   

•  75 

80 

•  75 

90 

Imitation  calf   

•  85 

95 

Splits,  light  and  medium  . 

.  20 

22 

22 

24 

20 

Patent  colt,  per  foot   

•  30 

40 

Pat.  chrome  sides,  per  ft.... 

28 

3i 

20 

22 

•  17 

19 

Buff   

18 

20 

20 

22 

Russets,  extra  hvy.,  per  doz 

$10 

$12 

Shoe  russets,  per  lb  

•  45 

50 

Russets,  No.  2,  all  grades,  lb.  30 

35 

Glove,  russets,  per  doz.  . . . 

$6.00 

$9.00 

CUT  SOLES.— The  outlook  is  good,  but 
still  tanners  of  'bottom  stock  are  feeling 
their  way.  While  prices  are  firm,  there  is 
no  change  to  record,  and  the  situation  re- 
mains pretty  much  as  it  was. 

OUTSOLES. 

Gauge  Price 
30  45 


Oak- 
Men's,  No.  1    7-12 

Men's  No.  2    7"12 

Women's,  No.  1    5-8 

Women's,  No.  2    5-8 

Spanish — 

Men's,  No.  1  .   7-12 

Men's,  No.  2    7-12 

Women's,  No.  1    5-8 

Women's,  No.  2    5-8 


27 
18 
16 

26 

23 
16 

14 


nounced  strength  in  tallows  and  greases 
continues  with  sales  at  advancing  prices. 


Mo.  1  cake 

No.  2  cake  . 

No.  1  solid 

No.  2  solid 


6y2 

5/2 

4 


5/2 


WOOL— Stocks  are  fair,  and  offerings 
are  not  large.  In  the  Chicago  market  the 
sales  are  of  a  conservative  character,  for 
while  more  confidence  is  evidenced,  the 
situation  lacks  the  snap  and  vigor  that  has 
l>een  anticipated. 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects   l5 

HIDES— There  are  no  new  develop- 
ments. In  Toronto  prices  continue  steady 
and  high.  They  are  apt  to  go  up  or  down 
a  cent  at  any  time.  Stocks  are  not  large, 
and  tanners  are  holding  aloof  and  not 
purchasing  any  more  than  they  can  do 
without.  They  contend  that  the  figures 
asked  are  too  high,  considering  the  prices 
which  leathers   are   commanding.  Offer- 


LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)  27  30 

No.  2  Spanish  sole  ( for  job- 
bing)  26  29 

No.  1  Span,  sole  (for  mfg.)  27  28 

No.  2  Span,  sole   (for  mfg.) 26  27 

No.  3  Span,  sole  (for  mfg.)  24  25 

No.  1  oak  sole   •    34  39 

No.  2  oak  sole   31  35 

No.  1  oak  sole  bends    51  56 

No.  1  slaughter  sole,  heavy. .  31  32 

No.  1  slaughter  sole,  medium  31  32 

No.   1   slaughter  sole,  light..  31  32 

1 1  arness  leather — ■ 

No.  1  U.  0  38  39 

Rejected  U.  0  37  38 

No.  2  U.  0   35  37 

Hemlock  Country  Harness — 

No.  1    33  34 

No.  2    32  33 

Upper,   heavy   48  50 

Upper,  light  and  medium  ....  50  55 

Upper,  grained    19  21 


TAP  SOLES. 
Height  Price 
Men's   XXX....  6 

Men's  XX    6 

Men's  X    6 

Women's   XXX..  5 
Women's  XX 
Women's  X 
Boys'  XXX 

Boys'  XX    5lA 

Boys'  X    5/ 


5 
4 

SA 


4.10— $2.75 
3.70 —  2.10 
2.25—  1.85 
2.40—  1.95 
2.05—  1.45 
1.20 —  1. 10 
2.90—  2.35 
2.65 —  2.20 
1.60—  1.35 


42 
23 
21 

4i 
38 
21 
19 


Height 

4 
4 

4TA 
4 

3% 
4 

4/2 
4x/2 
41/, 


TOP  LIFTS. 

Men's  XXX  ....  5XA  $i-35—  -75  4A 

Men's  XX               5/    1-tS—  -70  4A 

Men's  X                5        -65—  -5°  5 

Women's  XXX...  5        .55—  -50  4A2 

Women's  XX          5        -45—  -40  4T/-> 

Boys'  XXX  ....  5        -70—  .60  4^ 

Boys'  XX              5        -6o—  .50  AA 

SHAPED  HEELS. 

Size.  Price. 

Men's  5-8—10-8  8— 15c  pr 

Women's   5-8—13-8  7~ ™c  Pr 

BOX  TOES. 

Men's  354    5c  pr 

Women's  2%    zVaz  pr 

COUNTERS— Either  flat,  clammed  or 
moulded. 

Men's  754    8c  pr 

Women's  53A    6^c  Pr 


THE  SHOE  AND  LEATHER  JOURNAL 


63 


Shoe  Trade  Is  Livening  Up 

Spring  Samples  Practically  Completed — Many  Travelers  Now  in  the  Field — Jobbers 
Shipping  Fall  Orders — What  the  Retailers  Are  Doing  and  Planning — 
Styles  Do  Not  Show  Many  Radical  Changes. 

Montreal,  August  30th,  191 1.  although  some  novelties  are  on  the  market. 

BOOTHS  AND  SHOES— Throughout  the  From  the  tone  of  the  trade  in  g«neral, 

retail  trade  this  is  a  period  of  sales  at  more  manufacturers  are  anticipating  an  excellent 

or  less  slaughter  prices,  so-called.    Oxfords,  spring  business. 

pumps    and    summer    footwear    of  all 

,     ,  ,             t  ■             ■£    a  HIDES' — Supplies  are  coming  in  from  the 

varieties  and   styles  are  being  sacrificed  . 

„              ,               „  ,  '  country  in  fair  quantity,  and  the  quality 

rather  than   to   be    compelled    to    carry  J                  ,  « 

,                ,..         ,                  A      c    ,  is  remarkably  good.      Tanners    are  not 

stock  over  until  next   season.     As    fast  .  . 

..               1       j                      •  anxious  to  pay  prices  asked  and  their  atti- 
as  these  lines  are  cleared,  preparation  is 

,  .           j     ,'              ,            r         ,  ,    ,  tude  has  undoubtedly  kept  the  market  from 

being  made  for  the  placing  of  the  latest  -1  * 

.......       .         .      T                     .  ,  growing  stronger.    They  claim  that  hide 

of  fall  lines  111  stock.    In  some  cases  inter-  0         &          0  J 

,   .                     ,     .,,  prices  are  above  those  warranted  by  the 

lors  are  being  rearranged  with  a  view  to  r 

,      ,,.      j-  ,1  ,    j                .•  r    ,    -1        1  prevalent  prices  received  for  leather.  The 

handling  fall  trade  more  satisfactorily  and  p  F 

.v.      ,       T     r    ,                     .    .•    „  near  'future  is  quite  likely  to  see  some  m- 

expeditiously.     In  fact,  this  present  time  ^  '  , 

,        ^                 r     u          1      ■      a„  teresting  developments  along  this  line.  Who 

has  rather  more  of  a  house-cleaning  flavor  &  ,     .     ,       ,    „.  ...  ,  „ 

,  is  likely  to  back  down?     lime  will  tell, 
about  it  than  is  usual. 

.  ,    ,  Montreal  quotations  are : 
At  no  time  has  the  careful  observer  no- 
ticed more  very  small  shoe  stores  in  exist-  No.  1  insp.  steers  and  cows,  quoted  12^ 
ence  than  at  present.    It  is  very  much  of  a  No.  2  insp.  steers  and  cows,  quoted  11/2 
mystery  to  the  man  in  the  street  how  such  No.  3  insp.  sters  and  cows,  quoted  rofc 

,  •,          ,               ri    <    11  t  Country  hides  (green)  flat    10^2 

retailers  make  any  profit  at  all.  In  one  way,  ,  .,      ,        ,i  „ 

.                                         ,  Country  hides  (cured)  flat    11/2 

however,  they  are  a  rather  important  ele-  ,  . ,  „, 

.     ,      .      .       .           ,         ,   .  Horsehides,  No.  1    $3-00 

rncnt  in  the  situation,  inasmuch  as,  being 

Horsehides,  No.  2    2.00 

so  many,  they  seriously  eat  into  the  profits  Lambskins   25  50 

of  many  other  retailers  near  them  who  have 

been  doing  a  well-established  trade  for  TALLOW — The  local  market  is  quiet, 
years.  While  it  is  true  that  competition  is  as  ig  tQ  h&  ,expected  at  this  season.  Sup- 
the  life  of  trade,  yet  at  the  same  time  it  pHes  anj  father  gk)w  of  arrival>  but  the 
is  questionable  whether  the  jobbers  who  demand  is  equany  backward,  so  prices  re- 
deal  with  such  people  are  acting  in  the  best  majn  unchanged : 
interests  of  the  retail  trade  in  general. 

Montreal  seems  to  foe  blessed  with  a  larger  *   

.        ,      ,<                 tu-  1  No.  2  cake    4V2  5 

ratio  of  people  who  seem  to  think  the  re-  ... 

.,   ,                  ,            ,           ,  ,    ,  No.  1  solid    5l/2 

tail  shoe  store  a  short  road  to  wealth  than  ,T           ...  Al/ 

No.  2  solid    4  A/2 

any  other  Canadian  city. 

Jobbers  are  now  busy  shipping  fall  or'-  LEATHER— -"Most  manufacturers  are 
ders,  and  getting  spring  samples  marked  contracting  for  present  requirements  only, 
and  in  order  for  later  inspection.  Some  of  hence  tbe  tanner  has  to  do  the  financing, 
the  travelers  for  jobbing  houses  who  cover  as  usual_  Soje  ieather  is  firm,  and  stocks 
the  more  distant  fields  have  already  left,  none  ,too  plentiful.  Upper  leather  is  fairly 
but  many  firms  think  it  useless  to  be  in  the  activej  as  shoe  manufacturers  are  coming 
field  with  spring  samples  before  Sept.  1.  int0  the  market  for  supplies.  Splits  are 
A  thing  worthy  of  note  among  local  job-  al&0  looking  up>  and  the  same  may  be  said 
hers  now  is  the  absolute  disinclination  to  of  glazed  kid.  Patent  leather  is  not  so 
sell  any  shoes  wholesale  to  oblige  acquain-  mueh  in  demand  as  last  season,  but  calf- 
tances  or  friends.  This  is  as  it  should  be,  skins  are  q,uite  gM1|  dull  lfinish  ,being  more 
but  it  was  not  always  thus:  owing  to  the  promin.ent.  Colors  are  also  in  demand, 
strong  representations  of  interested  re-  Sheepskins  are  being  bought  only  accord- 
tailers  the  past  year  or  so,  the  practice  is  ing  t0  requirements,  and  in  them  the  situ- 
pretty  well  abolished,  or  exists  strictly  on  ation  is  practically  unchanged.  Locally,  the 
the  quiet.  situation  has  its  brighter  side,  and  renewed 

Manufacturers  have  finished  their  spring  [jfe  js  looked  for  ere  long  now. 
samples  in  some  cases,  while  others  are 

just  about  completed.  In  a  few  days  near-  SOLE  LEATHER, 

ly  all  the  travelers  will  be  on  the  road,  and  No   j  Spanish  so]e  (,for  job. 

the  hustle  for  spring  business  will  have  bing)    27  29 

commenced.     Styles  show    some   changes  No.  2  Spanish  sole  (for  job- 

this  year,  but  mostly  in  the  minor  details,  bing)    25  28 


No.  2  Spanish  sole  (for  imtfg.)  6  27 

No.  2  Spanish  sole  (for  mfg.)  25  26 

No.  3  Spanish  sole  (for  mfg.)  22  24 

No.  1  hemlock  sole                 26  27 

No.  2  hemlock  sole                  25  26 

No.  3  hemlock  sole   .23  24 

No.  1  oak  sole                       34  38 

No.  2  oak  sole                        32  36 

No.  3  oak  sole                        30  33 

No.  1  slaughter  sole                 30  31 

No.  2  slaughter  sole                  29  30 

No.  3  slaughter  'sole                 28  29 

Light  and  medium  at  ie.  to  2c.  less. 

UPPER  LEATHER. 

No.  1  U.  O.  harness  .38  40 

Rejected  U.  O.  harness             37  39 

No.  2  U.  O.  harness                 34  36 

Chrome  glazed  kid. — 

Tampioo,  in  color                    10  26 

Patnas,  black                            10  26 

European                                8  20 

Chinese                                   12  20 

South  American                       10  26 

In  the  space  at  disposal,  it  is  impossible 

to  quote  on  the  many  varieties  of  glazed 

kid.  An  average  synopsis  is  given  under 
the  above  heads. 

Calfskins. — 

Chrome  patent                         30  40 

Chrome  enamel                        30  40 

Chrome  box   :  22  27 

Chrome  dull  smooth                  23  28 

Chrome  wax                           22  27 

Ooze  calf                               24  29 

Grain  leather. — 

Chrome  boxed                         12  19 

Glazed  smooth                         12  18 

Oil  grain                                  n  19 

Finished  splits. — 

Light  and  medium                    18  21 

Heavy                                   18  22 

Juniors                                   20  25 

Flexibles. — 

Light                                    6  8 

Medium  .  •                               7  9 

Heavy                                     8  12 

Patent  and  enamel  leather. — 

Chrome  kid                            30  40 

Chrome  calf                           30  40 

Chrome  oolt                            30  40 

Chrome  cow                            18  24 

Light                                     12  14 

Pebble                                   12  14 

Glove                                    12  14 

Sheepskins. — 

Glazed  back                             6  7 

Dull  black                               7  8 

Colors,  No.  1  beading               jl/2  8 

Colors,  No.  1  lining                  7J/  8 

Ooze,  black  and  colors               8  8^2 

Skivers                                 7H  8 

Chrome  glazed                          5  8 

Chrome  dull    7 
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Larger  Sales  of  Sole  Leather 

More  Activity  also  Evidenced  in  Upper  Stock  in  American  Markets — Prices  are 
Firmer  in  All  Departments — The  General  Outlook  for  Improve- 
ment in  Many  Lines  is  Rather  More  Encouraging. 


Boston,  Aug.  28th,  19". 

HEMLOCK  SOLE — The  trading  has 
made  up  a  fair  volume  during  the  past 
week  in  Boston,  and  with  deliveries  of 
previous  sales  and  a  fair  export  demand, 
receipts  have  been  taken  care  of  fully.  All 
common  hide  leather  is  moving.  The  tone 
of  the  market  is  one  of  strength,  and  shoe 
manufacturers  are  meeting  the  dealers' 
terms  with  little  or  no  demur.  There  is 
an  entire  absence  of  speculative  buying  and 
all  the  leather  purchased  goes  directly  in- 
to the  cutting  rooms. 

Stocks  are  moderate  in  New  York,  and 
trade  is  quiet  and  prices  firm.  This  seems 
to  be  the  situation  in  the  New  York 
market. 

Conditions  are  unchanged  in  the  Phila- 
delphia market.  Sales  are  moderate  and 
prices  are  firm  on  all  lines.  Stock  on  hand 
is  limited,  particularly  in  the  better  grades. 
I  Ik-  best  selection  of  stock  is  bringing 
27c;  good,  25c;  and  No.  2,  22^  to  23c. 

Western  shoe  manufacturers  are  buying 
both  B.  A.  dry  hide  and  slaughter  hemlock 
sole  in  less  than  car  lot  quantities,  with  the 
week's  movement  of  such  leather  compara- 
tively small.  The  easier  tone  of  the  packer 
hide  market  may  have  influenced  buyers  of 
sole  leather  to  curtail  their  purchases  in 
expectation  of  finding  some  soft  spots  in 
the  market  later. 


HEM-LOCK   SOLE  QUOTATIONS. 

B.  A.  Ca.  Com- 
&  Mont.       raon  H. 

No.  1,  light    24      23  ..24 

No.  1,  mid   24      23  ..24 

No.  I,  over    24       23    •  -24 

No.  2,  light    23      22  ..23 

No.  2,  mid   23      22  ..23 

No.  2,  over    23      22    . .  23 

No.  3,  light    20   21      20  ..21 

No.  3,  mid  20   21       20  ..21 

No.  3,  over    20   21       20  21 

Rejects    *9      T9  •• 

Scabs    15    16       '4  ■• 

Buffalo  China 

No.  1,  light    19   20       ..  21 

No.  1,  mid   19   20       ..  22 

No.  1,  over    19       ••  20 

No.  2  light    18       ••  20 

No.  2,  mid   18      ..  18 

No.  2,  over    18 

No.  3,  over   18 

No.  3,  mid   16 

No.  3,  light    15    16  •• 

Scabs    "       ■;.  •• 

Acid,  New  York  Selections. 

Best     Good      No.  2 

Light   27    •  •    25    •  •    22^  23 

Mid   27    ..    25    ..    23  .. 


O  ver   27    . .    25    . .  23 

Rejects  19  20  

Scabs   12  13  

Slaughter,  Packer. 


to  41c.  for  standard  clear  backs,  37c.  to 
38c.  for  seconds,  and  35c.  for  a  third  selec- 
tion. 

Scoured  oak  backs  are  in  a  strong  posi- 
tion in  'New  York  with  supplies  fair  and 
tanners  holding  to  full  prices.  They  are 
asking  up  to  37c,  tannery  run,  for  best 
tannages.  Texas  leather  is  quiet,  though 
there  is  always  a  limited  demand  with 
prices  unchanged. 


No.  1       No.  2. 

No.  3 

Spdy.  light  . 

.    . .  24  26 

23  25 

22  24 

Plump  light  . 

.    .  .  25  27 

24  26 

23  25 

Spdy.   med  . 

.    . .  24  26 

23  25 

22  24 

Plump,  Spdy 

....  26  27 

25  26 

24  25 

Spdy.   over  . 

.    . .  26  28 

25  27 

24  26 

Plump,  over 

.   . .  27  28 

26  27 

25  26 

Mfrs.   over  . 

.    . ■  25  26 

24  25 

23  24 

UNION  SOLE. 
Dealers  report  a  good  week's  business  and 
several  large  blocks  have  been  taken  by 
sole  cutters,  who  are  the  principal  buyers. 
A  few  sales  were  made  as  large  as  5,000 
and  io.coo  backs.  One  house  sold  25,000 
backs  in  one  day  to  five  buyers,  and  one 
purchaser  took  10,000  backs.  Receipts  are 
normal,  but  do  not  admit  of  any  great  or 
burdensome  accumulation  as  the  contin- 
ous  sales  and  deliveries  make  heavy  drafts 
on  invoices.  The  market  at  which  business 
is  being  done  is  32c.  and  33c.  Some  select- 
ed steer  backs  are  held  at  34c  Sole  cut- 
ters have  not  been  able  to  put  the  price  of 
cut  soles  on  a  parity  with  side  leather,  but 
must  ultimately  do  so,  as  the  market  shows 
indications  of  hardening. 

Both  shoe  manufacturers  and  sole  cutters 
are  purchasing  in  the  New  York  market 
and  are  reported  to  be  paying  full  market 
prices.  Stocks  are  moderate.  Cow  backs 
now  range  from  32c.  to  33c,  tannery  run, 
for  car  lots.    Steers,  33c.  to  34C- 

Union  sole  leather  is  moving  in  a  steady 
manner  in  the  Philadelphia  market,  and 
stocks  are  closely  cleaned  up,  particularly 
in  the  best  selections.  Quotations  are  firm 
at  33c.  for  tannery  run  of  steer  hides,  and 
ic.  less  for  cows. 

UNION  SOLE  QUOTATIONS. 

Heavy,  Tannery  Run    33 

Middle,  Tannery  Run    33 

Light,   Tannery   Run    33 

(Country  hide  leather  relatively  less  1 
cent  per  pound.    Cows  IC  less.) 

OAK  SOLE— There  is  a  fair  business  in 
oak  sole  and  several  buyers  would  place 
larger  and  more  orders  than  they  are  do- 
ing were  tanners  and  dealers  willing  to 
arrept  such,  but  there  is  a  strong  feeling 
among  tanners  that  their  safety  lies  in  sell- 
ing what  leather  they  control,  rather  than 
commit  themselves  for  delivery  too  far  in 
the  future.  Even  at  current  prices  the 
market  is  on  a  firm  foundation.  There  is 
a  fair  working  stock  in  dealers'  warehouses 
and  no  more.    The  market  is  steady  at  40c. 


WELTING — While  some  large  contracts 
were  submitted  for  estimate,  no  large 
transactions  were  reported  closed.  West- 
ern shoe  manufacturers,  as  a  rule,  are 
buying  only  for  their  immediate  require- 
ments and  orders  seldom  call  for  more 
than  100,000  yards.  Supplies  of  both 
double  and  single  welting  shoulders  are  in- 
sufficient to  meet  the  needs  of  welting 
manufacturers,  who  are  generally  behind  on 
orders  for  finished  welting.  Double  shoul- 
der welting  is  selling  at  a  4c.  basis,  single 
shoulder  at  3Kc,  and  side  welting  at  4^c. 
to  4  Mc,  for  stock  measuring  ^x-3-32 
inches. 

PATENT  LEATHER— Tanners  manu- 
facturing patent  side  leather  are  busy  and 
report  that  they  have  no  difficulty  in  mov- 
ing their  stock.  They  are  asking  more  for 
their  leather  and  making  good  sales  at  the 
advanced  price.  Although  receipts  are  bet- 
ter than  normal  the  stock  on  hand  is  light 
and  in  smaller  supply  than  it  has  been  for 
a  long  time.  Patent  colt  is  having  an  ex- 
ceptionally good  call,  and  invoices  are  ap- 
plied to  back  orders  upon  receipt.  Sales 
are  exceeding  production  and  dealers  find 
it  difficult  to  catch  up  with  orders.  Patent 
kid  is  moving  well.  New  England  'buying 
is  fair  and  receipts  are  normal. 

Patent  leather  continues  in  good  demand 
in  Philadelphia  and  vicinity,  and  tanners 
and  finishers  of  patent  kid  and  colt  report 
fairly  active  conditions.  Side  leather,  how- 
ever, is  comparatively  quiet  and  slow  to 
move. 

GLAZED  KID— The  demand  for  glazed 
kid  from  the  domestic  trade  was  consid- 
erably better  throughout  the  entire  month 
of  July.  Shoe  houses  were  in  receipt  of 
particularly  large  orders  from  Western 
manufacturers  which  call  for  delivery  from 
week  to  week.  Of  course,  considerable 
leather  was  cleaned  up  at  a  low  price,  which 
was  hanging  fire,  but  those  grades  which 
are  scarce  and  in  good  demand  brought  full 
market  prices.  Altogether,  the  prevailing 
conditions  in  the  domestic  trade  have  been 
very  satisfactory  from  most  houses,  al- 
though a  few,  as  usual,  report  trade  still 
dull. 

There  has  been  no  apparent  decline  in 
favor  of  glazed  kid  in  foreign  countries, 
particularly  in  Europe,  and  present  condi- 
tions point  to  a  still  greater  call  from  Eur- 
ope and   other  foreign  centers. 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


Established  Over  Half  a  Century 


BERLIN 


ONTARIO 


TANNERS  OP   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain  Leathers,  Splits,  Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


F.  G.  CLARKE,  President. 


C.  E.  CLARKE,  Vice-Pres.  and  Treas. 


CLARKE  &  CLARKE,  Limited      Established  mi. 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works— Christie  Street,  TqRONTO. 
City  Office  and  Warehouse— 52   Bay  Street, 


ity 

BRANCHES— 59  St.  Peter  St.,  MONTREAL.  G.  S.  Hubbell,  Agent 


553  St.  Valier  St.,  QUEBEC.  Richarp  Frbres,  Agents- 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER. 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


f    and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDES,"  Leicester. 


KANGAROO  1  RICHARD  YOUNG  CO. 


We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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DUCL05  <£L  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  <&  CO., 

LYNN,  Mass.,  U.S.A. 


-A  McKays 


D.ZrF 


Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUP0NT  ft  FRERE 
301  Aird  Avt. 
MONTREAL 


TRAVELER'S  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  books 
will  receive  prompt  attention. 
Letters  of  introduction  supplied  to 
bona  fide  traveling  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantue  Agency — R.  G.  DUN  &  CO. 


You  Should  TaJ^e  a  Keen  Interest  in  the  October 
Salesmanship  Competition  for  Retail  Clerks 

The  development  of  a  higher  grade  of  sell-  into  the  bargain.    The  possibilities  of  good 

ing  ability  in  the  retail  stores  throughout  Can-  salesmanship  are  tremendous  when  you  come 

ada  would  mean  the  consumption  of  a  surpris-  to  think  of  it. 

ingly  greater  quantity  of  merchandise — even  The  monthly  salesmanship  competition  be- 

though  our  population  remained  stationary.  ing   conducted   by   the    Shoe    and  Leather 

The  point  is  that,  by  proper  selling  methodo,  Journal  has  aroused  a  wide  interest,  and  some 

a  shoe  retailer  can  induce  his   customers  to  of  the  experiences  entered  have  been  excep- 

purchase  more  and   better   goods  than  they  tionally    good.     Following    are    the  prizes 

otherwise  would,  and  they'll  be  better  pleased  offered: 

ist   $5.00  CASH 

2nd   $3.00  CASH 

3rd  -  $2.00  CASH 

4th   $1.50  CASH 

In  addition  to  this,  we  will  pay  $1.00  for  all  experiences  that  do  not  happen  to  be  among 
the  prize  winners,  but  which  we  consider  worth  publishing. 

THE  OCTOBER  COMPETITION  CLOSES  SEPT.  20th. 
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THE  JOURNAL'S  NEWSPAPER  CUT  SERVICE 

FOR  DEALERS 

FOURTH  DISPLAY  OF  SHOE  CUTS  AND  "AD."  BORDERS 

Price  of  Borders,  75  cents  each.  Price  of  Shoe  Cuts,  35  cents  each. 

ORDER  BY  NUMBER 


Border  Cut  No.  108 

Mortised  to  allow  for 
type  matter 


Shoe  Cut  No.  511 


Shoe  Cut  No.  518 


Border  Cut  No.  107 

Mortised  to  allow  for 
type  matter 


Shoe  Cut  No.  516 


Shoe  Cut  No.  512 


Shoe  Cut  No.  504 
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Patent  Leathers  are 
Behind  the  Times 


SUNSHINE  KID 

TRADE  MARK 

MADE  AND  sold  by 
CORONA  KID  MFG.  CO.. 

BOSTON 

MASS- 


The  shiny  shoe  of  today, 
unlike  that  of  yesterday, 
is  not  of  patent  leather. 

Patent  leather  is  and 
always  was  a  trouble 
breeder.  Cracks,  checks, 
complaints — these  come 
in  the  trail  of  the  patent 
leather  shoe. 

It's  different  now — at 
least  it  is  if  you  are  wise 
to  present  day  conditions. 

There's  no  need  to  sell 
shiny  shoes  that  crack 
and  check. 

Just  say  to  the  shoe  tra- 
veler: "I  want  Sunshine 
Colt  and  Sunshine  Kid  in 
my  shiny  shoes". 


[SUNSHINE  COLT) 

MADE  AND   SOLO  flY 

CORONA  KID  MF6-CO. 
BOSTON 
MASS- 


Sunshine  Colt  and  Sun- 
shine Kid  are  neither 
varnished  nor  baked. 

They  are  made  by  an  en- 
tirely new  process  that 
gives  a  thin,  flexible  finish 
with  a  beautiful  grain 
effect.  The  leather  is 
softer  and  the  finish  more 
durable. 

Sunshine  Leathers  won't 
crack  or  check  and  they 
look  better  than  patent 
leathers. 

Don't  buy  patent  leather 
shoes  just  because  they're 
offered  you.  Be  up-to- 
date.  Get  away  from  old 
fashioned  ideas  and  get 
away  from  patent  leather 
troubles. 


CORONA  RID  MANUFACTURING  CO. 

BOSTON,  MASSACHUSETTS 
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THE  ATLANTA 

V 

THE  NEWPORT 

\ 

THE  SAVOY 

Brand  New  Faces  in  an  Old  Brand  Line 

Here  they  are;  six  of  them,  all  good  lasts,  and  right  up  to  the  mark  for  Spring  191 2.  We 
have  others;  thirteen  in  all  to  be  exact,  and  when  you  see  them,  you  will  agree  that  the 
UTZ  &  DUNN  CO.  line  is  one  which  any  dealer  can  carry  with  pride  and  profit. 

THE  DERBY 

THE  BRONX 

Speaking  of  Profit — 

It  pays  to  sell  shoes  at  long  profit,  only  when  the  goods  are  certain  to  give  satisfaction  and  bring 
back  your  trade.    To  make  a  long  profit  on  one  sale  and  lose  an  account  in  doing  so,  because 
of  inferior  merchandise  is  poor  business  judgment. 

In  the  UTZ  &  DUNN  CO.  line,  there  is  not  only  long  profit  for  you,  but  also  a  guarantee  of 
permanent  trade.    These  shoes  will  give  longer  service  and  better  satisfaction  to  your 
customers  than  any  other  line  you  can  buy  at  the  price.    Such  has  been  the  UTZ  & 

DUNN  CO.  reputation  in  the  trade  for  thirty  years. 

If  you  are  looking    for   a  leader  in 
for  women,  misses  and  children,  ask  us 

high-grade  footwear 
to  send  a  salesman. 

UTZ  &  DUNN  COMPANY  - 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment: — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  44  C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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F.  E.  Atteaux  &  Co. 


Boston 


Montreal 


Specialists  to  Tanners 
Dyestuffs  Colors  &  Chemicals 
For  Leather 

EGG  YOLK 


(jhnpamj 


BERLIN,  ONT. 

 Manufacturers  of  

Solid  Leather  Shoes 

All  Lines,  All  Sizes,  from  Children's 
to  Men's 

js>  FINE.  LINES  OF  SLIPPERS  ^ 


C.  Parsons  &  Son 

TORONTO 


LIMITED 


AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

C  Parsons  &  Son 

LEATHER  FINDINGS  limited 

79  Front  St.  East       Toronto,  Ont. 


e*e  Bonner  Leather  Co. 


■  <%Canufacturersm 


GLAZ ED  KID 

(Black  and  Colors) 

chrome:  lambs 

(Glazed  and  Dull) 


Salesroom :  214  LEUCINE  ST.  ::  J.  H  GOYER,  Rep. 
Office:  1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


ATENTS 


PROMPTLY  SECURED! 

We  solicit  the  business  of  Manufacturers, 
Engineers  and  others  who  realize  the  advisabil- 
ity of  having  their  Patent  business  transacted 
by  Experts.  Preliminaryadvice  free.  Charges 
moderate.  Our  Inventor's  Adviser  sentupoa 
request.  Marion  &  Marion,  New  York  Life  Bld& 
Montreal ;  and  Washington,  D.C.,  U.S.A. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  Work  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E  3778 


Fred.  C.  A.  Mclndoe  &  Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 
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All  the  Bag  and 
Trunk  Makers 
want  fancy  leather 
embossed   on  the 

MOENUS 

Altera  Machine 


They  reject  weak 
imitations. 


Write  for  the  prices  on  the 


OENUS 

Machine  Works 

Frankfurt  on  Main 
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WHY  THE  YEAR 

1911 

IS  A  GOOD  YEAR  FOR 

SELLING 

GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information— 
which  now  extends  throughout  the  country — was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION."  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when  minds  ar| 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it — is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.  The  story  is  yours 
for  the  asking.  ' 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 
MONTREAL,  P.Q. 


"Maltese  Cross"  Rubber  Heels 

The  highest  quality  and  the  most  satisfactory  heel  on 
the  market.  Made  in  either  black  or  grey. 

"Lion"  Rubber  Heels  (grey)  are  almost  as  good. 

Send  for  trial  lots  of  these  heels  and  see  for  yourself. 

MANUFACTURED  SOLELY  BY 

The  Gutta  Percha  &  Rubber  Manufg  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street      -     TORONTO,  CANADA 

(  NOT  IN  ANY  TRUST  ) 

Samples,  Illustrated  Catalogues,  Price  Lists,  etc.,  from  the  Whole- 
sale Shoe  Findings  Houses  and  the  following  Selling  Agencies:— 

TORONTO  QUEBEC 

W.  B.  Hamilton  Shoe  Co.,  Limited  J.  H.  Larochelle,  Picher  &  Co. 

D.  D.  Hawthorne  &  Co. 
-*    J.  D.  King  Co.,  Limited  PROVINCE  OF  QUEBEC 

HAMILTON  The  Eastern  Townships  Shoe  Co.,  St.  Hyacinthe,  Que. 

The  John  McPherson  Co.,  Limited  Louis  McNulty,  St.  Johns,  Que. 


MARITIME  PROVINCES 


LONDON 
Sterling  Bros.,  Limited 

Coates,  Burns  &  Wanless  Waterbury  &  Rising,  St.  John,  N.  B. 

COLLINGWOOD  J'  W'  Boyer  &  C°"  Vidt0ria>  N'  B* 

C.  Stephens  Co.,  Limited  WINNIPEG 

COBALT  Wm.  A.  Marsh  Co.,  Western  Limited 

The  Northern  Canada  Supply  Co.,  Limited  The  Winnipeg  Rubber  Co.,  Limited 

BROCKVILLE 
The  J.  A.  Johnston  Co. 

MONTREAL 


MOOSE  JAW 
Mitchell,  Hembroff,  Maybee,  Limited 


James  Linton  &  Co.  CALGARY 

Plyde  Shoe  Co.  _,  .      _  . .      _     .,  ,■  , 

Canada  Shoe  Winnipeg  Rubber  Co.,  Limited 

A.  Corbeil  i7.ixT_,r>i_r_r> 
Hudson  Bay  Knitting  Co.  VANCOUVER 

G.  P.  &  R.  Mfg.  Co.  of  Toronto,  Limited  Vancouver  Rubber  Co.,  Limited 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


^1 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetlere  and  St.  Monique  Sts.  MONTREAL,  QUE. 
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McKays  and 
Turns 

Mens,  Women's,  Little  Gents' 

The  leather  which  goes 
into  our  shoes  and  the 
workmen  who  make  them 
can  be  depended  upon. 
That  is  why  our  custom- 
ers are  always  satisfied. 
All  sizes  in  up-to-date 
styles. 

AIRD  SON 

Manufacturers  to  the  Jobbers 

583-585  St.  Timothy  St.  Montreal 


A  Counter 
That  Saves  Money 

Guay's  solid  leather  "New  Patent"  counter 
costs: 

Men's  4c  pair 
Women's  3>^c  pair 
Boys'  3)4c  pair 

Manufacturers  will  realize  what  a  real  money- 
saver  this  counter  is. 

We  guarantee  it  to  outwear  the  best  shoe 
made. 

We  also  supply  Standard  Board  and  Union 
Counters. 

Eugene  Guay 

230  St.  Marguerite  St.    -  Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 

!  Where  f 

\  Amherst  i 

i       MAKE  S 

EXCELS 


OUT  AND  /A/SOUS 

7PO/NTS 


ON  EVERY  PAIR 


Give  your  Glovemaker 
a  Chance 


It  is  certain  that  a  glovemaker  will  do 
better  work  on  a  good  leather  than  on  a 
poor. 

If  you  wish  to  get  the  best  possible  work 
into  your  gloves  buy  the  best  leather. 

National  Suede  — that's  the  name  of  the 
best  glove  leather. 

The  way  it  is  tanned  is  the  best  way,  the 
way  it  is  "  aged  "  is  the  best  way,  the  way  it 
is  colored  is  the  best  way. 

The  way  it  is  sold  is  also  the  best  way,  for 
if  you're  not  perfectly  satisfied  you  get  your 
money  back. 

NATIONAL  LEATHER  COMPANY 
OF  CANADA,  LIMITED,  TORONTO 
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Get  Up  With  the 
Leaders 


(SUNSHINE  COLT)  (  SUNSHINE  KID 

B°5T°N  \       "  BOSTON 

M*55^^^-  'V^^  MASS- 


The  men  in  the  front  rank  in  the  shoe  business 
are  the  men  who  have  kept  on  the  lookout  for 
new  ideas  and  better  shoes. 

Sunshine  Colt  and  Sunshine  Kid  are  new  ideas 
and  they  make  better  shoes.  They  have  supplant- 
ed patent  leathers  in  many  modern  shoe  factories 
and  are  specified  regularly  by  up-to-date  shoe 
merchants. 

Sunshine  Colt  and  Sunshine  Kid  are  far  better 
than  patent  leathers  because  they  don't  crack  or 
check — and  your  customers  don't  kick.  Get  up  in 
the  front  rank  by  specifying  Sunshine  Colt  and 
Sunshine  Kid  in  your  next  order  of  shiny  shoes. 

CORONA  RID  MFG.  CO. 

BOSTON,  MASSACHUSETTS 
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During  the  test  After  the  test 


1913  WATERPROOF  CALF 

(The  Leather  that's  ahead  of  its  time) 

AFTER  FOUR  DAYS 

Our  superintendent  has  a  strong  and  abiding  faith  in  1913.  He 
took  a  stock  skin  a  few  days  ago,  hung  it  d)>er  a  packing  box, 
poured  in  a  pail  or  two  of  water  and  left  it  there  for  FOUR  DA  YS. 
He  did  that  to  assure  ourselves  and  to  prove  to  you  that  this  new 
process  calf  (that's  as  free  from  44 greasy  look  or  feel"  as  any  Sum- 
mer leather)  is  as  absolutely  damp-proof  as  any  leather  made. 

And  number  1913  was  right  up  to  expectations.  Number  \913 
went  through  the  test  4i smiling".  When  it  came  to  the  real 44 show 
down'  191  3  44had  the  goods". 

After  the  test  the  water  poured  off  as  it  would  from  rubber,  lea  ving 
not  a  trace  of  wet  or  dampness.  It  was  on  both  sides  as  when  it 
left  the  stock  room. 

The  waterproofing  of  1913  is  thorough,  for  it  reaches  down  deep 
amongst  the  fibres.  It  is  on  the  surface,  too,  but  it  doesn't  show. 
With  J  9 13  you  can  make  a  fine  dressy  shoe  of  Fifth  Avenue  class 
that  will  turn  water  like  a  wild  duck 's  back. 

Send  in  your  name  for  a  sample 


DAVIS  LEATHER  COMP'Y  LIMITED 

NEWMARKET,  ONT. 
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TOURIGNY  &  MAROIS 


Shoe 
Manufac- 
turers 


f=i 


Quebec  u 
P.O. 


A  FACTORY  OF  SPECIALIZATION 


IN 


Dongola  Box  Kip  and  Calf 
McKay  and  Standard  Screw 

A  reputation  for  filling  orders  with  goods  right  up  to 
sample,  explains  the  steady  increase  which  marks  our 
sales  for  each  succeeding  year. 

Not  a  pair  of  shoes  is  made  simply  to  fill  an  order,  but 
each  pair  is  looked  upon  as  a  sample  which  will  determine 
the  amount  of  future  business. 


You  get  these 
Dependable 

Shoes  from  all 
the  Leading 
Jobbers 


Tourigny 
&  Marois 

Quebec 

P.O. 
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STOCK  LINES 


No. 

37  Inf.  Chrome  India  Butt.  Plain  Toe. .  .  .No  Heel 

38  Inf.  Chrome  India  Bal.  Plain  Toe  No  Heel 

46  Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

47  Inf.  Dong.  Butt.  Pat.  Tip  Wedge  Heel 

50  Inf.  Choc.  Blu.  Bal  Wedge  Heel 

51  Inf.  Choc.  Butt  Wedge  Heel 

84  Inf.  Choc.  Blu.  Bal.  Tip  No  Heel 

85  Inf.  Red  Blu.  Bal.  Tip  No  Heel 

112    Inf.  Choc.  Butt.  Tip  No  Heel 

114    Inf.  Dong.  Blu.  Bal.  Pat  Tip  No  Heel 

118  Inf.  Choc.  Butt.  Fat  Baby  Wedge  Heel 

119  Inf.  Dong.  Butt.  Fat  Baby  Wedge  Heel 

120  Inf.  Dong.  Butt.  Fat  Baby  Wedge  Heel 

128  Inf.  Choc.  Ankle  Strap  No  Heel 

129  Inf.  Pat.  Ankle  Strap  No  Heel 

131  Inf.  Dong.  Butt.  Pat  Tip  No  Heel 

132  Inf.  Dong.  Blu.  Bal.  Pat.  Tip  No  Heel 

135  Inf.  Pat.  Blu.  Bal.  Choc.  Top  No  Heel 

136  Inf.  Pat.  Blu.  Bal.  Choc.  Top  Wedge  Heel 

150  Inf.  Pat.  Blu.  Bal.  Red  Top  No  Heel 

151  Inf.  Pat.  Blu.  Bal.  Red  Top  Wedge  Heel 

161  Inf.  Pat.  Ankle  Strap  Exten.  Edge.  .  .  Spg.  Heel 

162  Chi.  Pat.  Ankle  Strap  Exten.  Edge. .  .  Spg.  Heel 

163  Miss.  Pat.  Ankle  Strap  Exten.  Edge. .  Spg.  Heel 

174    Inf.  Choc.  Butt.  Tip  Wedge  Heel 

176    Inf.  Choc.  Blu.  Bal.  Tip  Wedge  Heel 

179    Inf.  Choc.  Blu.  Bal.  Tip  Wedge  Heel 

192  Inf.  Pat.  Blu.  Bal.  Plain  Toe  Dull  Top  No  Heel 

228    Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

237  Inf.  Pat.  Vamp.  Roman  Sandal  No  Heel 

238  Inf.  Vamp.  Roman  Sandal  Wedge  Heel 

239  Chi  Pat.  Vamp.  Roman  Sandal. .  .  .Wedge  Heel 

240  Miss.  Pat.  Vamp.  Roman  Sandal..  .Wedge  Heel 
276  Inf.  Dong.  Butt.  Pat.  Tip  Narrow  Toe 

Wedge  Heel 

278  Inf.  Dong.  Butt.  Pat.  Tip  Broad  Toe 

Wedge  Heel 

319  Inf.  Dong.  Corset  Bal.  Straight  Last 

Wedge  Heel 

320  Inf.  Choc.  Corset  Bal.  Straight  Last 

Wedge  Heel 

352  Miss.  Pat.  Ankle  Strap  Narrow  Toe .  .  Low  Heel 

361    Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

368  Inf.  Choc.  Butt.  Plain  Toe  Straight  Last 

No  Heel 

371  Inf.  Choc.  Blu.  Bal.  Exten.  Edge.  .  .  .Low  Heel 

372  Chi.  Choc.  Blu.  Bal.  Exten.  Edge.  .  .  .Low  Heel 

373  Inf.  Choc.  Bal.  Plain  Toe  Straight  Last 

No  Heel 

380  Inf.  Choc.  Roman  Sandal  No  Heel 

381  Inf.  Choc.  Roman  Sandal  Wedge  Heel 

382  Chi.  Choc.  Roman  Sandal  Wedge  Heel 

389    Inf.  Choc.  Blu.  Bal.  Tip  No  Heel 

392  Inf.  Pat.  Ankle  Strap  Wedge  Heel 

393  Chi.  Pat.  Ankle  Strap  Wedge  Heel 

395  Inf.  Choc.  Ankle  Strap  Wedge  Heel 

396  Chi.  Choc.  Ankle  Strap  Wedge  Heel 

406  Miss.  Pat.  Ankle  Strap  Broad  Toe.  .  Low  Heel 

418  Miss.  Pat.  Pump  Strap  Broad  Toe.  .  .Low  Heel 

419  Inf.  Pat.  Pump  Strap  Broad  Toe. .  .Wedge  Heel 

420  Chi.  Pat.  Pump  Strap  Broad  Toe.  .Wedge  Heel 

445    Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Wedge  Heel 

481  Miss.  Pat.  Pump  Strap  Exten.  Edge. Low  Heel 

518  Inf.  Red  Blu.  Bal.  Tip  Wedge  Heel 

519  Inf.  Pat.  Butt.  Dull  Top  Wedge  Heel 

521    Inf.  Pat.  Blu.  Bal.  Dull  Top  Wedge  Heel 
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No. 

526  Inf.  Pat.  2  Butt.  Strap   Wedge  Heel  $  .80 

527  Chi.  Pat.  2  Butt.  Strap  Wedge  Heel  .90 

528  Miss.  Pat.  2  Butt.  Strap  Wedge  Heel  1.10 

613    Inf.  Dong.  Corset  Bal.  Broad  Toe..  Wedge  Heel  .90 

662    Inf.  Pat.  Fox  Butt.  White  Top  Spg.  Heel  1 . 15 

666    Inf.  Pat.  Fox  Butt.  White  Top  No  Heel  .95 

647    Inf.  Dong.  Butt.  Pat.  Tip  Spg.  Heel  1.00 

744  Inf.  Dong.  Butt.  Pat.  Tip  Exten  Edge 

Low  Heel  1 . 15 

745  Chi.  Dong.  Butt.  Pat.  Tip  Exten.  Edge 

Low  Heel  1 . 35 

752  Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Exten.  Edge 

Low  Heel  1.15 

753  Chi.  Dong.  Blu.  Bal.  Pat.  Tip  Exten.  Edge 

Low  Heel  1 . 35 

768  Inf.  Choc.  Butt.  Exten.  Edge  Low  Heel  1 . 15 

769  Chi.  Choc.  Butt.  Exten.  Edge  Low  Heel  1.35 

853    Inf.  Dong.  Blu.  Bal.  Pat.  Tip  Spg.  Heel  1.00 

859    Inf.  Choc.  Blu.  Bal.  Kid  Tip  Spg.  Heel  1 .00 

864  Inf.  Box  Calf  Blu.  Bal.  Exten.  Edge .  .  Low  Heel  1 . 1 5 
710    Growing  Girls'  Pat.  Pump  Strap  Width  D  &  E 

Low  Heel  1 . 50 

720    Growing  Girls' Gun  Metal  Pump  Strap  Low  Heel  1.50 

WELTS 

933  Chi.  Dong.  Butt.  Pat.  Tip  Low  Heel  1.60 

934  Miss.  Dong.  Butt.  Pat.  Tip  Low  Heel  1.80 

939  Chi.  Dong.  Blu.  Bal.  Pat.  Tip  Low  Heel  1.60 

940  Miss.  Dong.  Blu.  Bal.  Pat.  Tip  Low  Heel  1 . 80 

944    Miss  Dong.  Whole  Fox  Butt.  Dull  Top  Low  Heel  1 .  90 

951  Chi.  Box.  Calf  Blu.  Bal.  Width  D  &  E 

Low  Heel  1 . 65 

952  Miss.  Box  Calf  Blu.  Bal.  Width  D  &  E 

Low  Heel  1.85 

953  Little  Gents'  Box  calf  Blu.  Bal.  Width  E 

Low  Heel  1 . 65 

954  Youths'  Box  Calf  Blu.  Bal.  Width  E  .  Low  Heel  1 . 85 
962    Miss.  Choc.  Dong.  Blu.  Bal  Low  Heel  1.85 

967  Child's  Tan  Russia  Calf  Blu.  Bal  Low  Heel  1 . 80 

968  Misses'  Tan  Russia  Calf  Blu.  Bal  Low  Heel  2 . 00 

973  Chi.  Tan  Russia  Calf  Butt  Low  Heel  1 .80 

974  Miss.  Tan  Russia  Calf  Butt  Low  Heel  2.00 

988    Miss.  Pat.  Butt.  Dull  Calf  Top  Broad  Toe 

Low  Heel  2 . 00 
986    Miss.  Pat.  Butt.  Dull  Calf  Top  Medium  Toe 

Low  Heel  2.00 

998  Little  Gent's  Box  Calf  Blu.  Bal.  Heavy  Sole 

Low  Heel  1 . 90 

999  Youths'  Box  Calf  Blu.  Bal.  Heavy  Sole  Low  Heel  2.10 

1 160  Growing  Girls'  Dong.  Blu.  Bal.  Sizes  2-7  Broad 

Toe,  Width  B  to  E  Low  Heel  2.25 

1 161  Growing  Girls'  Dong.  Blu.  Bal.  Sizes  2-7  Medi- 

um Toe,  Width  B  to  E  Low  Heel  2  . 25 

1 163  Growing  Girls'  Dong.  Blu.  Oxf.  Sizes  2-7  Broad 

Toe.  width  D&E  Low  Heel  2.15 

1 164  Growing  Girls'  Dong.  Butt.  Sizes  2-7  Medium 

Toe,  Width  C  to  E  Low  Heel  2 . 25 

1 1 84    Growing  Girls'  Box  Calf  Blu.  Bal.  Sizes  2-7 

Medium  Toe,  Slip  Sole,  Width  D,  Low  Heel  2  .  50 
1 197    Growing  Girls'  Tan  Russ.  Calf  Butt.  Sizes  2-7, 

Full  Toe,  Width  D  Low  Heel  2  . 65 

1 188  Growing  Girls'  Pat.  Blu.  Bal.  Sizes  2-7  Medium 

Toe,  Width  D  &  E  Low  Heel  2.50 

1 189  Growing  Girls'  Pat.  Blu.  Bal.   Sizes  2-7,  Full 

Toe,  Width  D  Low  Heel  2.50 


THE   MACFARLANE  SHOE  COMPANY,  LIMITED 

MONTREAL 
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SPRING  &  SUMMER  - 


PLACING 


TO 


NEAT    =    NATTY    =  NIFTY 
and  Reliable  Shoes 
KEEP  YOUR  BUSINESS  HUMMING 


This  is  what  comprises  the  comprehensive  range  we 
are  going  to  show  you  for  next  Spring.  Every  year  we 
are  in  business  we  learn  more,  and  so  each  season 
are  better  prepared  to  select  a  still  stronger  line, 
with  which  to  meet  your  requirements. 

Our  selection  for  Spring,  19 12,  comes  from  the 
best  factories  in  Canada,  and  each  style  is  chosen  on 
the  strength  of  its  prospective  selling  power,  and  the 
reliability  of  the  goods. 

One  of  our  travelers  will  be  around  your  way 
shortly,  and  in  justice  to  yourself,  the  line,  and 
ourselves,  it's  up  to  you  to  look  'em  over. 


MCLAREN 


W  HOLESAL 


30  FRONT 
STREET  W. 


BOOTS  = 
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FALL  &  WINTER 


SORTING 


■  ■ 


s 

H 
0 

E 


YOU    WANT    WHAT    YOU  WANT 
WHEN    YOU    WANT  IT 
and 

WE    KNOW  IT 

and  that  is  why  we  make  special  preparations  to  see 
that  you  get  it. 

Now,  for  Fall  and  Winter  sorting  there  will  be 
many  things  you   will  want  and  will  want  quick. 


11  want  and 

Then  put  it  up  to  us.  Remember  our  preparations 
to  look  .after  your  requirements.  We  carry  big  stocks 
of  all  our  reliable  lines,  and  can  get  the  goods  off  to 
you  on  shortest  notice.  You  just  send  the  orders 
along,  and  leave  it  to  us  to  'tend  to  the  rest. 


ST  RIBUTERS 


DALLAS 


S   =  RUBBERS 


TORONTO 
CANADA 
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There  must  be 
a  Reason  for 
this  Success. 


Canada 

Jotl 


Shoe  dealers  are  in  business  to  make  money  and  can't  afford 
to  do  business  with  a  jobber  unless  he  can  help  them  make  it. 

They  do  business  with  James  Robinson,  lots  of  them.  In 
fact  there  are  more  doing  business  with  him  than  with  any 
other  jobber  in  the  Dominion.     And  why  ? 

Simply  because  James  Robinson  gives  the  square  deal. 

Of  course,  his  prices  are  always  right,  because  he  has  the 
experience,  the  ability  and  the  connection  to  aid  in  the  buying 
—  he  sells  cheaper  because  he  buys  cheaper. 

Then  his  goods  are  right — the  best  to  be  had.  And  the 
service  he  gives  can't  be  beat. 

You  have  only  to  try  him  once  to  know  how  true  this  is. 


Square  Dealing,  Good 
Goods,  Right  Prices, 
Quick  Service —that's 
the  Reason. 


JAMES  i 

BOOTS,  & 

182=186  McOill  I 
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A  Big  Stock  of 
Big  Sellers  for 
Spring  1912. 


Every  style  of  shoe,  be  it  for  man,  woman  or  child,  that  went 
into  this  great  stock  for  spring  1 9 1 2  went  in  because  it 
will  sell. 

By  looking  at  these  shoes  from  a  wearer's  standpoint  and  by 
studying  the  trend  of  popular  fancy  our  buyers  have  gathered 
together  a  stock  of  sellers  which  should  move  quickly.  The 
''dead  ones"  have  been  kept  out. 

The  prices  on  these  shoes  will  appeal  to  you.  They  were 
obtained  by  buying  in  extra  large  quantities — the  shoes 
themselves  are  right  up  to  standard. 

In  rubbers  we  are  "well  fixed"  for  we  stock  nothing  but  the 
reliable  Independent  Rubber  Co.'s  goods. 

Travelers  will  soon  visit  you.     Talk  it  over  with  them. 


Complete  Stocks  of 

"Dainty  Mode"  "Kant 

Krack,"  "Bulldog"  and 
"Royal"  Rubbers. 

BINSON 

,  RUBBERS 

MONTREAL 

THE  SHOE  AND  LEATHER  JOURNAL 


If  You  Want  to  Hold 
Your  Transient  Trade 

You  must  beat  your  competitor  to  it. 
"Just-as-good"  shoes  won't  fill  the  bill. 
You  can't  clinch  the  particular  transient 
—  and  they  are  all  that— by  wearing 
qualities  alone.  He  wants  individuality 
and  smartness  of  make-up  still  more.  In  all  these 
characteristics  our 

"Aviator"  and 
"  High-Flyer  "  Lasts 

— To  mention  only  two  of  our  new  creations — 
for  men,  are  supreme.  They  are  made  up  in 
Bluchers,  Bals.  and  Buttons  in  all  leathers.  In 
each  case  you'll  get  the  same  nobby,  up-to-date 
appearance. 

And  they're  comfortable,  as  well  as  stylish.  The 
high  toe  obviates  cramping ;  the  short  vamp,  and 
snug-fitting  instep  make  for  genuine 
foot  ease  as  well  as  that  touch  of 
exclusiveness  so  noticeable  in  our 
Spring  Styles.  The  perforations  are 
unique.  Here  are  the  quick  selling 
lines  you  are  looking  for ! 


WAIT  FOR  OUR  TRAVELERS 


THE  JAMES  LINTON  COT 

MONTREAL 
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FROM  CRADLE  TO  COLLEGE  LINE 


CHILD'S  HOBBLE  SANDAL 


ALONE 
IN  THE  FIELD 

The  magnificent  additions  we  have 
made  to  the  "Classic"  lines  for  next 
Spring  put  us  so  far  in  the  lead  that 
we  are  practically  alone  in  the  field 
for  fine  and  reliable  footwear  for 
misses  and  children. 

A  range  of  styles  like  our  travelers 
are  now  showing  is  something  that 
never  before  has  been  displayed  to 
the  Canadian  trade. 

You  know  our  shoes  by  their  repu- 
tation, you  know  our  facilities  for 
handling  your  orders,  and  so  will 
no  doubt  realize  the  benefit  of  see- 
ing the  "Classic"  man  with  "Big 
range". 

"He's  coming" 


MISSES'  PATENT  COLONIAL  TURN 


SOME  OF  THE 
NEW 

CLASSIC 

LINES 
FOR  SPRING  1912 


GENTS'  PATENT  BUTTON  WELT 


GETTY 

AND 

SCOTT 

LIMITED 

GALT   -  ONT. 


I 
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The  "Goodwill"  &  Slater  Shoe 

^  In  the  mind  of  every  man  and  woman  buying  shoes  there  is  the 
fixed  idea  that  Slater  Shoes  and  the  "Sign  of  the  Slate"  represent 
the  five  essentials  of  desirability  in  shoes.  That  is  Slater  "goodwill" 
value — their  strong  pull  with  the  public. 

^  A  good  smart  salesman  may  "knock"  the  Slater  Shoe  with  a 
single  customer,  but  in  doing  so  he  risks  driving  that  customer  to 
the  shop  that  hangs  out  the  "Sign  of  the  Slate." 

^  We  have  earned  that  Slater  goodwill  value  and  will  hold  what 
we  have  earned,  and  will  hold  it  by  the  merit  and  advantages 
gained  m  fifty  years  of  shoe  making. 

•I  We  offer  all  the  tremendous  physic  force  of  that  goodwill  value 
to  one  merchant  in  any  town  where  we  are  not  properly  represented. 
No  restrictions  nor  no  conditions  which  do  not  appeal  to  the  best 
business  sense  of  the  good  business  man. 
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TRADE  MA** 


TKA.DE  MARK 


Take  your  tip  on  young 
folks  styles  for  Spring 
1912,  from  the  specialists 
in  young  folks  shoes 

The  brains,  as  well  as  the  brawn 
of  the  Winn  shoe  factory  are  con- 
centrated on  the  improvement  of 
one  line,  not  of  many.  For  the 
Winn  factory  is  a  young  folks  shoe 
factory  pure  and  simple,  its  only 
product  being  "The  Winner"  Shoe 
for  Infants,  Children,  Young  Girls, 
Growing  Girls,  Boys  and  Youths. 
And  because  of  this — because  the 
production  of  young  folks  shoes  is 
not  a  side  issue,  but  the  whole  issue — 
the  'Winner  Shoe"  sets  the  pace  in 
young  folks  shoes. 

"The  Winner"  styles  for  Spring 
19 1 2,  are  the  result  of  specialized 
effort  and  a  close  study  of  the  needs 
and  desires  of  the  young  people  of 
Canada.  Samples  of  these  styles  are 
now  in  the  trunks  of  the  Winn  trav- 
elers who  will  shortly  call  upon  you. 
It  will  pay  you  to  examine  these 
samples,  so  wait  for  their  arrival. 

THE 

WINN  COMPANY 

LIMITED 

PERTH       -       -  ONTARIO 
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ST.  HYACINTHE 
CANADA- 


How  about 
your  profits 
this  Spring? 

Are  you  sure  of  your  profits  for 
Spring  1912?  Or  are  you  just 
taking  a  chance  ? 

In  other  words  are  you  stocking 
"styles"  or  "shoes." 

"Styles"  (meaning  freaks)  look 
good  in  your  window  but  as  profit 
possibilities  they  amount  to  very 
little.  You  may  profit  in  handling 
them  but  it's  most  likely  you  won't. 

Most  people  buy  shoes  because 
they  want  "shoes"  not  "styles." 
You  are  always  sure  of.  selling 
sensible  shoes  at  a  profit. 

So  in  buying  for  Spring  1912, 
buy  sensible  shoes— but  buy  the  best. 

The  "Yamaska  Brand"  on  a 
shoe  means  sensibility  and  honesty. 
It  means  that  comfort  has  not  been 
sacrified  to  get  a  peculiar  effect  and 
that  nothing  but  good  leather  has 
been  used. 

The  Spring  19 12  line  of  Yamaska 
Brand  Boots  and  Shoes  is  surpass- 
ingly strong  in  profit  possibilities. 
It  is  now  being  shown  by  Yamaska 
salesmen  and  certainly  warrants 
your  thorough  inspection. 

LA  COM PAGNIE 

J.  A.  <&  M.  COTE 

ST.  HYACINTHE  -  QUEBEC 


ST.  HYACINTHE, 
CANADA. 
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MINISTER 

MYLES 

SHOE 

COMPANY 

LIMITED 

Cor.  Pearl  and  Simcoe  Sts. 
TORONTO,  CANADA 


HIGH  QUALITY 
SHOES 

For  Men  and  Women 


THAT  WHICH  IS  BEST  IN 
FINE  FOOTWEAR  FOR 
MEN  AND  WOMEN  is  de- 
signated by  the  appearance  of 
our  trade  mark  on  the  sole  of  a 
shoe.  This  is  a  fact  which  is 
becoming  recognized  better  and 
better  every  year  we  make  shoes, 
not  only  by  those  who  buy  and 
sell  them  for  profit  but  also  by 
those  who  wear  them,  and  the 
opinion  of  the  latter  is  that 
which  is  of  vital  importance  to 
the  merchant  endeavoring  to 
gain  a  reputation  for  satisfaction- 
giving  shoes. 

Our  samples  for  Spring  nineteen 
twelve  are  now  ready  and  our 
travelers  are  now  on  the  road 
with  a  stronger  line  than  ever. 
Knowing  what  we  know,  we  can 
only  advise  that  you  go  strong 
on  "Beresford",  "Miss  Canada" 
and  "Vassar"  for  next  Spring. 
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STAR  QPRING 
HOES  iJTYLES 


You  should  see  the  Roman  Sandals  our  salesmen  are  show- 
ing all  over  Canada!    Our  6  and  9  strap  styles  are  winners. 
You  can  get  high  cut  or  regular  sandals  in  all  patent  leathers, 
SANDALS  Tan  Calf,  Gunmetal  or  Tan  Goat. 

That  Barefoot  Sandal  which  we  illustrate  will  be  a  fine  seller. 
Infants'  and  Misses'  Sandals  come  in  Patent,  Tan  Kid  and 
in  Tan  Goat. 

The  newest  thing  is  our  two-piece-cut  pump  which  has  a  braid 
button  on  hind  part  of  toe,  in  place  of  a  buckle,  and  gold  braid 
»  t»  *r*o  with  black  interlaced  around  top  of  upper.  It  is  unique  and  a 
PUMPS  sure  seller.  Made  in  Patent,  Tan  Calf,  Gunmetal  Calf,  Tan  Kid 
and  Tan  Goat.  Other  new  things  you  will  require,  too,  being 
shown  in  above  leathers  and  in  Gunmetal  Calf  and  Tan 
Dongola. 


McKAYS 


TURNS 


CITY 

SAMPLE 

ROOMS 


Our  10,  12  and  14  button  high  cut  shoes  (with  cuffs  in  various 
leathers  if  desired)  in  Tan  Calf,  Patents,  Gunmetal,  Tan  Don- 
gola and  Tan  Goat  are  classy.    They  are  profitable,  too. 

In  short,  anything  you  require  in  Youths',  Misses',  Child- 
ren's and  Infants'  McKays  and  Turns  can  be  secured  from 
us  in  the  very  latest  styles,  every  shoe  expertly  made  and 
a  profit-winner. 

M.  Gauthier  is  in  charge  of  our  city  Sample  Rooms,  where 
our  full  range  is  shown.  Do  not  fail  to  look  him  up  if  you 
come  in  to  town  or  if  you  are  in  the  city.  He  is  to  be 
found  in  the 

La  Patrie  Building 
St.  Catherine  St. 


STAR  SHOE,  limited 
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The  Only 
Sensible  Shoe 
for  Spring 


The  Doctors  Anti-septic  Shoe  — the  shoe  that  keeps 
out  the  cold  and  wet— is  the  only  really  sensible  shoe 
for  Spring. 

To  the  wearer  of  Doctors  Shoes  the  sudden  changes 
from  warm  to  cold  and  from  dry  to  wet  mean  nothing— 
his  feet  remain  at  the  same  temperature— and  they  remain  dry. 

You  see  there  are  three  soles  between  the  cold  and  wet 
—one  to  keep  the  foot  healthy,  one  to  keep  it  warm, 
one  to  keep  out  the  moisture.  And  besides  the  uppers  are 
waterproofed. 

There  are  a  goodly  number  of  men  in  your  locality 
who  think  enough  of  their  feet  to  try  a  pair  of  Doctors 
Shoes  and  once  a  man  wears  a  pair  he  never  goes  back  to 
the  ordinary  kind.  You  just  stock  this  Sensible  Spring  Shoe 
and  see  how  the  trade  it  brings  will  stick  to  you. 


The  TEBBUTT  SHOE  $  LEATHER  CO.  Limited 

THREE  RIVERS,  QUEBEC 
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STYLE,  FIT,  AND  FINISH 
combined  with 
EXCELLENT  WEARING  QUALITIES 

is  what  will  bring  the  "Fashion  Shoe"  for  Misses 
and  Children  rapidly  to  the  forefront.  We  have 
made  a  special  study  of  this  class  of  Footwear  and 
the  excellent  range  the  "Fashion  Man"  is  showing 
is  the  result  of  our  efforts.  We  believe  our 
samples  are  worthy  of  the  closest  attention  of  every 
live  shoe  merchant,  and  we  know  you  will  agree 
with  us  when  you  see  what  our  representative  has 
to  show  you.  Resolve  now  to  look  the  line  over 
when  he  calls.    You'll  be  glad  of  it. 

ROWEN   &   OGG  COMPANY 

LIMITED 

GUELPH         -  -  -  ONTARIO 
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WHAT  CAN  YOU  DO 

with  a  real  stylish  high-grade  shoe  for  women, 
to  retail  at  a  popular  price  ?  Women  of  to-day 
pay  more  attention  to  their  footwear,  but  at  the 
same  time  they  keep  an  eye  to  their  purses.  We 
believe,  in  view  of  this  fact  that  a  wonderful 
business  can  be  done  with  a  shoe  containing  all 
the  essential  elements  of  high-grade  footwear, 
but  made  through  strictly  modern  methods,  to 
retail  at  a  popular  price.  And  that  is  why  we 
are  concentrating  on  a  shoe  of  this  nature,  and 
the  reason  for  the  "Fashion  Shoe."  Talk  it 
over  with  the  "Fashion"  man  when  he  calls, 
and  be  sure  you  look  over  the  line. 


ROWEN   &   OGG  COMPANY 

LIMITED 

GUELPH         -  -  -  ONTARIO 


Factory  No.  1 


Spring  1912  Samples 
mmwmm  Now  Ready  mcCREADv 

Salesmen  are  now  out  with  our  Spring  191 2  samples. 

You  will  be  shown  a  range  of  footwear,  the  like  of  which 
has  never  heretofore  been  manufactured  in  Canada. 

New  lasts,  made  especially  for  us,  and  costly  patterns  from 
the  mrst  exclusive  American  shops  ensures  style  in  the 
range  offered. 

Ames-Holden  and  McCready  reputation,  extending  over  a 
period  of  half  a  century,  guarantees  the  material  and 
workmanship  in  the  shoes. 

Ames=Holdei 

Makers  of  Reliable  Shoe^| 
MONTREAL,  TORONTO,  ST.  JOHN,  WIININIFj 
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AMES  HOLDEN  M^CREAI 

•  LIMITED 

DEL.ORIM1ER 
MONTREAL.  CAN  ADR 


Factory  No  2 


Our  Salesmen  Are 
io©il  Among  You  mcCREAIt 


Every  shoe  made  in  our  three  factories  will  be  the  product 
of  specialized  workmanship  in  modern  establishments. 

Each  pair  will  be  of  the  kind  calculated  to  win  and  hold 
customers — stylish,  honest,  reliable  footwear. 

Your  profit  has  been  considered,  too. 

You  owe  it  to  yourself  to  see  the  Ames-Holden  and 
McCready  samples  for  Spring  1912. 

You  may  expect  a  visit  from  our  salesman  any  day  now. 


IcCready  Limited 

«  People  and  ALL  Occasions 
GARY,  EDMONTON,  VANCOUVER 
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— — — — TETI 

Stylish  Sprin,. 

What  Do  You  Ki\y 

Every  shoe  in  the  Tetrault  line,  now  being  shown,  is  th  la 
readily  sell  when  shown  to  customers.  But,  further,  ev  y  i 
obtainable  are  used,  and  skilled,  specialized  workmen  en  Jo 
a  little  different "  from  Tetrault.  For  Spring  1912  Tetnr 
excelled  ourselves.  We  have  never  shown  you  a  line  we  3 1 
Note  carefully  the  new  lasts  we  show — we  have  more — th'  n 


2716 — "Flirt"  Last.  Men's  Tan  Calf  Full  Fox  Button.  New 
toe,  high  and  rather  wider  than  most.  Somewhat  of  a 
straight  thread.   Sure  seller. 

2758 — "Rattler"  Last.  Men's  All  Madero  Calf  Blucher 
Oxford.  Heavy  sole.  Medium  high  toe,  suiting  average 
man's  taste. 

2625 — "Rattler"  Last.  Gunmetal  Full  Fox  Button.  Dull 
Calf  Top.  Solid  all  through.  A  really  nice  shoe  sure  to 
please  most  every  man. 


Your  particular  attention  is  directed  to  our  new  Made 
unique.    This  is  specially  made  for  Tetrault  by  an  Ai 
it  possesses  this  unusual  feature:  no  matter  how  stained 
from  marble,  without  effect  on  either  the  tan  shade  or  tht| 
out.    Consider  what  sellers  Tetrault  shoes  in  Madero  Calf 


No.  2625 


Be  sure  to  see  the 
best  interests  II 


Tetrault  Shoe  Mar 


MONTREAL 
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ULT— — 

912  Footwear 


out  Madero  Calf? 


n  style.  For  appearance,  alone,  they  are  such  as  will 
^  Tetrault  reputation  behind  it,  meaning  the  best  materials 
nanufacture.  You  have  always  expected  something  "just 
yood,  as  usual.  In  fact,  we  feel  that  this  season  we  have 
iplete  in  every  respect,  from  your  standpoint,  as  this  one. 
lost  serious  consideration. 


2010 — "Flirt"  Last.  Men's  Patent  Blucher  Bal,  "Hero" 
Pattern.  Same  toe  as  27 1 6.  This  will  be  a  favorite  in 
the  patent  range. 

2255 — "Flirt"  Last.  Men's  All  Patent  Blucher  Oxford. 
One  of  the  nicest  low  cut  shoes  we  have  offered  in  a  long 
time.    A  trade  winner. 

2015 — "  Tramp"  Last.  Patent  Colt  Blucher  Bal,  Dull  Calf 
Top.  Another  line  you  can  count  on  for  profitable  sales. 
After  popular  American  Bannister  style.  Fairly  low 
heel  and  quite  wide  toe. 


is  the  latest  thing  in  tan  leather,  and  its  qualities  are 
.  Aside  from  being  a  new  and  beautiful  shade  of  tan 
y  become,  all  trace  of  discolor  can  be  washed  off  as  easily  as 
original  pretty  tan  color  remains  until  the  shoes  are  worn 
in  secure  all  styles,  blucher,  button  and  Oxford  in  Madero  Calf. 


Range.   Your  own 
that  you  do  so. 

cturing  Company 

CANADA 
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Here  is  a  Good 
Opportunity  for 
a  Real  Good 
Shoe  Traveler 


A  prominent  shoe 
manufacturer  of 
Quebec  requires 
immediately  a  re- 
liable, experienced 
shoe  salesman, 
having  a  well  estab- 
lished connection  in 
Eastern  Ontario. 

In  applying,  state 
age,  give  salary 
expected,  and  en- 
close references. 

This  is  a  good 
position  for  the 
right  man. 


ACTON 


BOX  12 

PUBLISHING 

Limited 


CO. 


13  Coristine  Building 
MONTREAL 


THE  class  of  shoemaking  that  goes  into 
a  shoe  certainly  has  a  great  effect  on 
the  appearance  and  durability  of  that 
shoe.  But  it  isn't  the  main  thing.  More 
depends  on  the  leather. 

Take  a  glazed  kid  leather,  for  in- 
stance. It  is  not  often  you  can  get  one 
that  will  pass  through  the  shoemaking 
without  injury.  No  matter  what  class 
of  shoemaking  goes  into  this  kind  of 
leather  the  shoe  won't  be  a  success. 

But,  take  Maple  Leaf  Glazed  Kid. 
It  looks  as  good  after  shoemaking  as 
other  glazed  kids  do  before.  It  is  not 
injured  in  the  least  in  the  process  of 
manufacture.  And  every  Maple  Leaf 
skin  is  the  same  and  gives  the  same 
results. 

Isn't  it  worth  while  asking  for  Maple 
Leaf  Glazed  Kid  in  your  Spring  Shoes 


LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street      -  MONTREAL 
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/  SCIENTIFIC  v 
V  AILMENTS 

/  OF  THF. 

f  FEET 


Write  for  This  Book 
IT'S  YOURS  FREE 


A  book  that  shows  you  how  to  make  extra 
profits  on  every  third  sale  in  your  store — profits 
that  will  come  to  you  easily  and  will  mean  bigger 
business,  more  prestige  and  a  bigger  and  better 
reputation. 

This  book  shows  you  in  pictures  and  tells  you 
in  words  the  Cause  and  Cure  of  Foot  Troubles  by 
practical  and  scientific,  orthopedic  means. 

"SCIENTIFIC  CORRECTION  FOR  AIL- 
MENTS OF  THE  FEET"  should  be  in  the  hands 
of  every  up-to-date  merchant.  It  represents  a  large 
investment  and  years  of  study  and  experimenting 
to  gather  the  principles  and  embody  them  into  the 
practical  appliances  and  methods  which  are  so  fully 
explained  in  this  book. 

Fill  in  the  coupon  below  and  we  will  promptly 
mail  you  this  new  illustrated  book.  This  book  in 
your  hands,  will  surely  convince  you  that  Nature 
herself,  left  a  weak  link  in  the  human  frame  and  the 
feet  have  gfotten  it. 


It  tells  you : 

Anatomy  of  the  human  foot.  Centre  line  of  gravity,  and  where  entire  weight  is  borne.  Cause 
of  Pes  Planus  (flat  foot).  Symptoms  mistaken  for  rheumatism.  Scientific  correction  with 
fitted  artificial  support.  Hygienic  aid  to  strengthen  ligaments  and  muscles  of  the  feet 
Bunions  and  crooked  toes — the  cause  and  cure.  Description  of  Morten's  toe,  or  Morten's 
neuralgia  and  cure.  Illustrations  of  ScholPs  Patented  Arch  Supports.  "FOOT-EAZERS" 
and  specialties  and  how  to  fit.  How  to  sell  and  handle  customers.  Wholesale  prices  on  30 
different  money-making,  profit-reducing  specialties  for  you. 

DO  IT  NOW! 


It  will  mean  satisfied  customers  for  you  and  a  pleasant  introduction 
for  us  if  we  haven't  met. 
Use  the  free  book  coupon  below. 


The 
Scholl 
Mfg.  Co. 
Limited 
Toronto 


The  Scholl  Mfg.  Co. 


Please  send  me  your  book, 
"SCIENTIFIC  CORREC- 
TION FOR  AILMENTS  OF 
THE  FEET,"  without  cost  to  me, 
as  per  address  below. 


LIMITED 


472  King  Street  West 

TORONTO 


Name 
Address  .  . 
My  jobber  is . . . 
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MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.         1030  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 


STANLOCK"  STITCHER— Block  giving  Mechanism  of  Head  in  bolder  Detail. 

Distinct  Advantages  of  "  STANLOCK"  STITCHER  over  anv  other  Non-Royalty  Machine. 


Awl  and  Needle.  The  "Stanlock"  Stitcher  has  distinct 
advantages  over  any  other  Non-Royalty  Machine  in  as 
much  as  special  attention  has  been  paid  to  curve  and 
length  of  awl  and  needle,  thus  reducing  the  breakages 
by  about  one  half. 

Looper.  The  Looper  has  a  bigger  throw,  and  gives  more 
clearance  underneath;  this  is  a  great  advantage  when 
doing  any  very  close  Welts,  and  is  as  easy  when  doing 
broad  Welts. 

Changing  Awls.  It  is  not  necessary  to  remove  the  table 
when  changing  the  Awl  as  on  other  Machines. 

Shuttle  Lock.  The  Shuttle  is  double  locked  and  is 
simplicity  itself. 

Levers.  All  levers  are  evenly  balanced,  this  does  away 
with  the  sudden  jerky  movements  and  adds  to  the  life 
of  the  Machine. 

Cams.  The  Cams  are  made  of  solid  steel,  and  are  keyed 
and  screwed  to  the  main  shaft,  preventing  any  possibility 
of  one  movement  overlapping  another,  also  makes  it 
impossible  for  the  Machine  to  get  out  of  time. 

Shuttle.  The  Shuttle  is  very  compact  but  holds  as  much 
thread  as  any  machine,  and  consequently  takes  a  smaller 
loop,  thus  lessening  the  breaking  .-train  of  the  thread. 

Altering  Length  of  Stitch.  It  is  very  simple  and  easy 
for  the  operator  to  alter  the  length  of  stitch  without 
stopping  his  machine.  This  is  a  great  advantage  and 
especially  on  welting  work. 

Bobbins.  The  Shuttle  is  wound  on  Bobbins  ensuring 
all  thread  being  used,  and  prevents  waste  of  time  and 
material. 

Thread  Lock.     Is  adaptable  on  Aloft  and  Channel  work 

alike,  as  there  is  a  perfect  thread  lock. 

Loop  Divider.  The  Loop  Divider  is  a  novel  arrangement 
and  is  certain  to  throw  the  thread  over  the  Shuttle, 
preventing  missing  stitches. 


Price:  $1,000.    Duty  and  freight  paid  to  Montreal 

THE  STANDARD  ENGINEERING  COMPANY,  LIMITED 

EV.NGTON  VALLEY  ROAD  -  LEICESTER,  ENGLAND 
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IS  YOUR 
SUPPLY  OF 
RUTHSTEIN'S 
STEEL  SHOES 

ORDERED  YET 

? 


As  a  result  of  the  advertising  campaign  which  we  have  inaugurated  in  Canada,  and  which,  no  doubt, 
you  have  noticed,  there  is  already  a  large  and  rapidly  increasing  demand  this  season  for  Ruthstein's 
Steel  Shoes.  The  dealer  with  the  stock  ready  is  the  dealer  who  will  reap  the  most  benefit  from  this 
campaign.    So  be  prepared,  order  yours  now. 

The  demand  which  will  be  created  this  Fall  by  advertising  will  be  kept  up  by  quality  and  by  more 
advertising.  Workingmen  are  becoming,  each  day,  more  and  more  convinced  of  the  superiority  of 
Ruthstein's  Steel  Shoes  over  all  other  work  shoes  in  wearing  qualities,  cost  and  comfort.  To  the  man 
whose  work  is  out  of  doors  the  Ruthstein  is  the  most  healthful  and  generally  economical  shoe  made. 


"STEEL 
SHOES " 
PRICE  LIST 


TERMS 
NET  CASH 


No. 

Description 

Quality 

Sizes 

03 

Men's 

6  in.  black 

No.  1 

5X12 

04 

6  in.  tan 

07 

q  in.  black 

08 

q  in.  tan 

oq 

12  in.  black 

010 

12  in.  tan 

01 1 

16  in.  black 

012 

16  in.  tan 

0103 

Boys' 

6  in.  black 

I  X  4 

0107 

q  in.  black 

0108 

q  in.  tan 

Cost 
Price 

$2.6y 
2.65 
3-75 
3-7? 

4.50 
4.50 

5.00 
y.oo 
1 .90 
2.65 
2.6y 


Retail 
Price 

$3-5° 
3.50 
5.00 
5.00 
6.00 
6.00 
7.00 
7.00 
2.  jo 
3.50 
3.50 


SEND 
TO-DAY 
FOR  OUR 
INTERESTING 
FREE 
BOOKLET 


These  Jobbers  can  supply 
you  promptly: 

Blachf ord  Davies  &  Co. 

LIMITED 

60-62  Front  St.  W.,  Toronto,  Can. 

George  G.  Lennox 

87  King  St.,  Winnipeg,  Man. 

J.  Leckie  Co.,  Limited 

Vancouver,  B.  C. 


N.  M.  RUTHSTEIN 

Maker  of  Modern  Shoes 

CANADIAN  FACTORY 

TORONTO,  ONT. 

GREAT  BRITAIN  FACTORY 

NORTHAMPTON,  ENG. 

UNITED  STATES  FACTORY 

RACINE,  WIS. 
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PACKARD'S 

"SPECIAL" 

Shoe  Dressings 

IN  ALL  COLORS 

Our  travelers  are  now  on 
the  road.  Now  is  the 
time  to  place  your  early 
Spring  order. 
Have  goods  shipped  now. 
Remember,  Shoe  Dress- 
ings cannot  be  shipped  during 
the  Winter. 


O'Sullivan's 

SAFETY  CUSHION 

Rubber  Heels 

THE  OLD  RELIABLE  QUALITY  HEEL 
All  sizes  for  men  and  women 


Overgaiters 
and  Leggings 

If  there  are  any  lines  you  have  not 
placed  your  order  for— NOW  IS 
THE  TIME. 


Shoe  Laces  of  every  description. 
Shoe  Store  Supplies  of  every  kind. 


Have  you  one  of  our  large  illus- 
trated Catalogues?  If  not,  drop 
us  a  postal  and  we  will  be  pleased 
to  send  you  one  by  return  mail. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 


A  Strong  Line 
of  Oxfords  for 
Spring 
1912 


The  Monarch  and  Brandon  Oxfords  for 
Spring,  1912,  are  a  particularly  classy  line. 
On  up-to-the-minute  lasts,  in  all  the  fashion- 
able leathers,  and  at  the  always  popular 
prices  of  Brandon  Shoes,  they  are  bound 
to  be  great  sellers. 

You  will  be  pleased  with  what  the  trav- 
elers have  to  show  you,  so  don't  make 
your  selection  until  you've  seen  them. 

THE 

BRANDON  SHOE  CO.,  LIMITED 

BRANTFORD,  ONTARIO. 


The  Lachance 
Ankle  Brace 
and  Protector 
as  Used  on 
Sporting  Boot. 


A  Boon  to  Athletes 

To  all  hockey,  baseball,  football,  la- 
crosse and  basketball  players — in  fact  to 
all  athletes  the  Lachance  Ankle  Brace 
and  Protector  is  a  real  friend.  Besides 
protecting  the  ankle  from  knocks  it  sup- 
ports it,  effectually  removing  the  dan- 
ger from  sudden  twists  of  the  foot.  It 
fits  snugly,  yet  easily,  and  adds  prac- 
tically nothing  to  the  weight  of  the 
shoe. 

Have  you  received  your  sample  pair? 
If  you  haven't  send  for  it  to-day. 

LACHANCE  &  TANGUAY 

Shoe  Manufacturers        -  QUEBEC 
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Everything  New  That's  Good 


Each  season  we  show  all  the  new 
things  that  are  good.  The  line-up 
for  Spring  of  1912  is  ahead  of  our 
usual  standard. 

Dealers  who  seek  profit,  backed 
by  the  goods,  our  line  answers  your 
needs  best  of  all. 

Let  us  prove  it. 


THE  McDERMOTT  SHOE  COMPANY 


WOMEN'S 


SHOE 


SPECIALISTS 


CATVS  PAW 


CUSHION 


HEELS 


THAT  PtUC/T-^l^JJ^— rf™"  PL"i& 

prevents  LSB^S^StA] 

At  all  Dealers  IPWKffWBl  At  all  Dealers 

50  cents  attached  ii*jgggjjjgjj~Am  ^  cents  attached 

During  the  month  of  March,  1911,  a  canvass  of  the  rubber  heel  situation 
wa9  made  in  eighteen  cities,  which  showed  65%  Cat's  Paw  Heels 
being  sold  against  35%  of  all  other  makes.  This  proves  conclusively 
that  the  MERIT  of  the  Cat's  Paw  Heel  is  winning  out  rapidly. 
INSIST  UPON  CAT'S  PAW  RUBBER  HEELS 


WALPOLE  RUBBER  CO..  LIMITED,    -  MONTREAL, 
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THAT  P-V  MULE! 

If  you  cut   "Split"  Gloves  and    Mittens  use  the 
P.   &  V.  Lines. 

Largest    Tanners,    widest    range    of   colors,  most 

uniformly  selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens. 


PFIS1EE  &  fOGEL  lEAHEt  CO 

MILWAUKEE      -  WIS. 


BOSTON 
NEW  YORK 
CHICAGO 


ST.  LOUIS 
ST.  PAUL 
CINCINNATI 


Distributors  : 
SAN  FRANCISCO 
NEW  ORLEANS 
GLOVERSVILLE 


LONDON,  England 
FRANKFURT,  O-M.,  Germany 
PARIS,  FRANCE 


Address  all  correspondence  to  Boston  Office,   85-89  South  Street,   BOSTON,  MASS. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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EVELEIGH'S 
HIGH-GRADE 
TRAVELING 
GOODS 


BAGGAGE 
CANADA'S  BEST 

SINCE 

1870 

^REGISTERED  TRADE  HARIt 


J 


GIVING 
SATISFACTION 
SINCE  1870 


BAGGAGE 

CANADA'S  BEST 

SINCE 

1870 

REGISTERED  TRADE  MARK 


TRUNKS 
STEAMER  TRUNKS 
SUIT  CASES 
CLUB  BAGS 
GLADSTONE  BAGS 
TELESCOPE  CASES 
and  LEATHER 
ACCESSORIES 
OF  ALL  KINDS 


Every  Line  we  make  looks,  wears  and 
sells  well. 

To  build  trade  and   reputation  while 
making  a  good  profit,  handle 
the  Eveleigh  Line. 


OUR  CATALOGUE  FREE 


« 


MONTREAL 
The  Big  Baggage  Makers 


Have  you  seen 
the  Surpass 
Samples  for 
Spring  1912  ? 

Surpass  representa- 
tives are  now  out  with 
samples  of  styles  for 
Spring-  1912. 

The  samples  are  worth 
spending  a  little  time 
over.  Don't  expect 
to  see  anything  freak- 
ish or  sensational  for 
the  Surpass  trade- 
mark never  goes  on  a 
foolish  shoe. 

But  there  are  enough 
good,  sensible,  sale- 
able styles  to  keep 
you  busy  outfitting 
your  customers  this 
Spring  and  the  prices 
are  just  right,  too. 

It  is  going  to  pay  you 
to  go  easy  with  your 
orders  until  you  see 
the  Surpass  man. 


THE 

LOUIS  GAUTHIER 
COMPANY,  LIMITED 
QUEBEC 


fell  L- GAUTHIER  L 
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Patent 
Button 
Medium 
Width 
Toe 


With  Stylish,  Weil- 
Made  Rideau  Shoes 
Your  Turn  Over  is 
Quick  and  Profitable 


To  give  customers  what  they  want;  to  give  them 
maximum  shoe  service  at  a  profit  to  yourself — that 
is  your  aim. 

Rideau  "Trooper"  last  in  three  different  widths, 
gives  you  a  range  of  the  most  stylish,  comfortable 
and  "wearable"  Men's  Shoes  to  offer   your  trade. 

Carrying  the  one  last  in  three  different  widths  en- 
ables you  to  give  your  customers  a  varied  choice  with- 
out your  stocking  up  heavily  to  do  so.  You  save 
money  and  space. 

Rideau  styles  are  up-to-the-minute.  The  shoes  are 
the  best  skilled  workmen  can  turn  in  a  modern 
factory  by  using  high  quality  materials. 

Have  our  salesmen  show  you  Rideau  Shoes  on  the 
"Trooper"  last;  also  our  flexible  Women's  Welts  for 
#3.50  trade. 


RIDEAU 


SHOE  COMPANY  LIMITED 


Montreal 


Canada 


The 
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How  Retailers  Deal  With  Approbation 

The  Majority  Regard  the  Practice  as  an  "Evil"  and  a  Nuisance — Various  Suggestions  to  Eliminate  It — Emphasize  the 
Superior  Facilities  for  Getting  a  Proper  Fit  in  the  Store — Some  Shoemen  Uphold  the  Privilege. 


What  about  approbation?  Is  the  practice  neces- 
sary; if  so,  then  how  can  it  be  reduced  to  a  minimum? 
Can  the  "evil"  be  eliminated  altogether?  What  argu- 
ments should  be  used  to  overcome  requests  that  shoes 
be  sent  on  approval?  What  is  the  loss  occasioned  by 
credit,  damage  to  the  goods,  removals,  etc.?  Is  the 
practice  growing  or  decreasing?  Is  it  advisable  to 
send  odd  shoes  only,  and  should  all  pairs  going  out  be 
settled  for  previous  to  leaving  the  store? 


The  foregoing  are  pertinent  questions  with  every  shoe 
dealer.  He  probably  suffers  from  the  practice  of  approba- 
tion more  than  any  other  merchant  in  the  community.  In 
some  cities  the  habit  of  asking  that  footwear  be  forwarded 
to  the  house  on  approval  appears  to  be  increasing,  although 
it  seems  to  be  the  universal  opinion  that  the  chief  trans- 
gressors are  women,  as  men  seldom,  if  ever,  seek  the  privi- 
lege. Some  retailers  have  apparently  reduced  the  custom, 
which  once  prevailed  in  their  towns,  to  a  minimum;  others 
report  that  they  suffer  some  losses  through  credit,  injury 
to  goods,  delay  in  return,  etc.,  and  report  that  the  practice 
is  both  an  expense  and  an  annoyance. 

The  query  arises,  how  can  shoemen  overcome  the  appro- 
bation "evil,"  for  it  is  generally  agreed  that  the  term  is  well 
applied.  In  different  centres  the  methods  adopted  by  foot- 
wear merchants  vary.  Here  are  some  of  them  which  the 
reader  will  doubtless  find  helpful  and  possibly  applicable  to 
liis  own  business. 

Urge  Fitting  on  the  Premises. 

Crosby  &  Baker  of  Yarmouth,  N.S.,  have  some  interest- 
ing observations.  They  say  that  while  a  good  many  of  their 
customers  ask  for  approbation  yet  the  percentage  is  not 
large.  They  never  refuse  patrons  that  they  know,  but  gen- 
erally advise  and  urge  them  to  have  shoes  fitted  on  the 
premises.  "We  never  require  pre-payment  unless  the  party 
is  a  stranger.  We  have  not  considered  approbation  as  a 
loss,  but  it  is  often  a  great  annoyance  as  the  stock  comes 
back  out  of  shape.    We  generally  send  out  pairs,  although 


some  taking  them  ask  for  only  one  shoe  to  reduce  the  size 
of  the  parcel.  We  consider  the  practice  an  'evil,'  and 
neither  dealer  nor  customer  is  getting  the  best  satisfaction. 
The  thing  can  only  be  remedied  by  all  shoemen  uniting  in 
refusing  approbation  and  insisting  on  fitting  goods  before 
delivery,  except  in  extreme  cases.  Then  send  some  one 
around  to  see  the  fitting." 

Losses  Are  Very  Small. 

Reilly  &  Reilly  of  Welland,  Ont,  report  that  they  do  not 
have  many  requests  for  approval  of  goods,  and  their  loss 
through  the  practice  is  too  small  to  estimate.  No  men  cus- 
tomers ever  ask  for  approbation.  They  regard  the  habit 
as  an  "evil,"  to  a  certain  extent,  and  where  the  parties  are 
not  deemed  perfectly  trustworthy  they  politely  refuse  to 
accede  to  such  demands.  The  firm  add :  "We  have  dis- 
covered a  few  women  who  go  to  the  different  stores  and 
have  shoes  sent  up  on  approbation,  and  at  home  compare 
styles  and  prices,  but  that  class  we  have  cut  out." 

Holds  the  Driver  Responsible. 

W.  E.  Lord,  Red  Deer,  Alta.,  replies:  "Not  as  many 
persons  as  formerly  solicit  approbation.  We  treat  the  trans- 
action as  a  C.O.D.  sale.  It  is  up  to  the  driver  to  collect 
the  C.O.D.  or  return  the  goods  to  the  department.  The 
driver  is  responsible  for  all  goods  on  the  delivery  and  the 
office  does  not  know  the  customer  in  approbation.  We  meet 
with  no  losses  by  this  method.  We  find  that  men  rarely  request 
approval.  No  !  we  do  not  send  odd  shoes  on  approbation. 
We  never  split  the  pair,  as  we  do  not  consider  it  good  sales 
work.  If  a  customer  is  unworthy,  do  not  give  him  or  her 
any  footwear.  Approbation  can  be  overcome  by  impressing 
the  caller  with  the  fact  that  money  is  cheerfully  refunded 
in  case  of  any  dissatisfaction  or  improper  fitting.  We  do 
an  absolutely  cash  business  and  our  office  or  management 
know  no  credit  transaction  with  any  customer.  The  driver 
must  settle  for  all  deliveries  whether  he  collects  or  other- 
wise." 

Approbation  Has  Its  Value. 

Robert  Watson  of  Victoria,  B.C.,  asserts:  "It  must  be 
admitted  that  approbation  has  its  commercial  uses,  and  is 
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not  necessarily  an  'evil.'  We  do  not  have  many  requests 
for  approbation,  and  we  use  our  discretion  as  to  whether 
«  e  grant  them  or  not  We  have  no  losses  through  the  sys- 
tem'" To  send  only  odd  shoes  creates  a  bad  feeling,  and  we 
usually  forward  the  pairs.  It  is  mostly  women  who  seek 
goods  on  approval  or  men,  who  purchase  footwear  for  their 
wives." 

Cash  Business  Checks  It. 

I.  O.  Boughner  of  Simcoe  and  Dunnville,  Ont,  writes: 
"We  encourage  as  much  as  possible  fitting  at  the  store  as  we 
can  tell  then  exactly  what  width  of  shoe  is  required.  If 
two  or  three  pairs  go  up  to  the  house  we  demand  pay  for 
all  that  we  send.  Very  few  men  ask  for  approbation,  and 
occasionally  women.  We  think  that  approbation  is  an  'evil' 
that  retailers  generally  should  seek  to  overcome.  The  only 
way  to  bring  this  about,  in  our  opinion,  is  to  have  customers 
pay  for  what  they  take  out  and  refund  the  money  if  the 
shoes  are  not  satisfactory.  We  do  a  cash  business  in  both 
Simcoe  and  Dunnville,  and,  therefore,  our  losses  through 
bad  accounts  are  nil." 

O  Happy  Kingston! 

L.  C.  Lockett  of  the  Lockett  Shoe  Store,  Kingston,  Ont, 
says  that  it  is  some  eight  years  or  so  since  the  shoe  stores 
there  have  allowed  goods  out  on  approbation.  The  mer- 
chants of  the  Limestone  City  generally  do  a  cash  trade,  and 
there  is  no  approbation  system. 

Knechtel  &  Co.,  Stratford,  Ont.,  believe  that  the  appro- 
bation practice  is  a  convenience  to  many  customers,  and 
sending  goods  out  by  such  means  has  worked  fairly  well 
with  tlu-m.  They  grant  such  requests  to  patrons  whom  they 
know  to  be  good  pay,  but  with  strangers  they  demand  pay 
for  all  the  footwear  sent.  Their  annual  loss  through  re- 
movals, damage  to  goods,  delayed  returns,  etc.,  is  no  more 
than  fifty  dollars. 

Sends  Messenger  With  Boots. 

James  Rae  of  Vancouver,  B.C.,  observes  that  as  his 
business  is  strictly  cash  the  practice  of  approval  is  greatly 
eliminated.  "A  few  patrons  still  make  requests  for  appro- 
bation, in  which  event  we  send  a  special  messenger  with  a 
i\  w  pairs  with  instructions  to  collect  or  bring  back  the 
goods." 

The  T.  Larson  Co.,  Limited,  Halifax,  N.S.,  say  that 
many  customers,  principally  women,  request  approbation. 
They  do  not  consider  the  direct  loss  very  great,  but  the  in- 
direct loss  caused  by  opening  credit  through  the  approval 
practice  and  not  settled  for,  is  the  worst  feature.  They 
believe  that  the  whole  affair  is  a  very  great  "evil"  and  add: 
"It  would  be  well  to  have  the  practice  done  away  with.  Un- 
less a  store  is  conducted  on  the  cash  principle  we  have  no 
suggestion  to  offer  as  it  is  really  part  of  a  credit  system.  We 
would  be  pleased  to  hear  of  any  feasible  method  whereby  the 
approbation  plan  could  be  eliminated." 

A  Habit,  Not  a  Convenience. 

"We  are  of  opinion  that  approbation  request  is  more 
of  a  habit  than  a  convenience  to  the  customer,"  say  W.  J. 
Nelson  &  Co.,  Lethbridge,  Alta.  "We  find  that  several  cus- 
tomers ask  for  approbation  and  we  accede  in  some  cases. 
With  others,  who  are  undesirable,  we  tell  them  it  is  much 
easier  and  more  satisfactory  to  be  fitted  in  the  store,  and 
that  we  prefer  not  sending  up  goods  to  the  house.  In  sev- 
eral instances  where  two  or  three  pairs  go  out  we  get  the 


cash  for  all  unless  the  parties  are  regular  credit  customers, 
when  we  allow  thirty-day  accounts.  It  would  be  very  hard 
to  estimate  our  annual  loss,  which  is  small.  The  principal 
drawback  is  inconvenience,  and  loss  of  time  to  a  delivery 
boy,  while  the  mixing  of  shoes  is  also  bad.  We  do  not  send 
up  odd  shoes  as  a  usual  thing,  as  we  find  that  most  appro- 
bation customers  want  about  half  an  hour's  wear  cn  the 
carpet.  The  only  solution  of  the  problem  in  our  minds  is 
the  co-operation  of  all  dealers  agains':  it.  We  also  find  more 
approbation  requests  among  early  settlers,  who  were  here 
before  a  straight  shoe  store  was  opened.  Many  more  Can- 
adians ask  for  the  privilege  than  Americans,  who  usually 
desire  to  be  fitted." 

A  Hard  and  Fast  Rule. 

Morris  &  Smith  of  Charlottetown,  P.E.I.,  grant  appro- 
bation to  all  persons  whom  the  firm  think  will  pay  for  what- 
ever goods  they  retain.  They  collect  pay  in  advance  from 
all  those  whose  credit  is  not  considered  good.  The  loss  to 
the  firm  annually  is  not  more  than  two  or  three  hundred 
dollars,  through  the  approbation  custom.  Odd  shoes  are 
sent  only  to  people  that  the  dealers  do  not  know.  "We  cer- 
tainly think  that  the  approbation  is  an  'evil,'  and  the  only 
way  that  it  can  be  stopped,  would  be  for  every  retailer  in 
the  city  to  have  the  hard  and  fast  rule :  'No  goods  on  appro- 
bation.' " 

Suggests  Local  Associations. 

"If  credit  of  customer  is  considered  O.K.,  we  grant 
approbation,"  declare  James  Houston  &  Son  of  St.  Thomas, 
Ont.  "Of  all  such  applications  only  five  per  cent,  come 
from  men  and  the  remaining  ninety-five  from  women  and 
children.  On  Saturdays  we  send  up  only  odd  shoes,  but  on 
the  other  days  of  the  week  we  forward  mates.  We  regard 
the  practice  as  an  undersirable  one,  and  believe  that  the 
shoe  merchants  of  each  town  or  city  by  forming  local  asso- 
ciations and  agreeing  between  themselves  to  discontinue  it, 
would  bring  about  the  desired  result." 

Says  Approbation  Stimulates  Business. 

The  Club  Shoe  Store,  V.  M.  LeBlanc,  manager,  Halifax, 
N.S.,  answers:  "We  have  a  good  many  requests  for  appro- 
bation which  we  grant.  If  the  person  is  not  known  by  the 
manager  or  some  member  of  the  staff,  we  demand  pay  be- 
fore sending  up  the  shoes.  We  do  a  cash  business.  Tele- 
phone orders  are  attended  to  by  a  C.O.D.  parcel  delivery. 
We  send  odd  shoes  on  request.  When  unable  to  get  cash  for 
the  lot,  we  demand  payment  for  one  pair  and  give  only 
two  odd  shoes  for  one  foot.  We  may  say  that  we  do  not 
regard  approbation  as  an  "evil."  A  large  number  of  our 
clients  will  only  buy  on  condition  that  goods  can  be  exchang- 
ed and  our  refusing  would  certainly  affect  the  business 
that  we  do." 

Mr.  Taylor's  Warm  Criticisms. 

"I  am  a  practical  shoemaker  and  have  been  annoyed  by 
shoes  sent  on  approbation  coming  back  with  soiled  and  dirty 
bottoms,  and  in  many  cases  with  button  holes  torn  out.  I 
have  had  to  finish  the  bottoms  over,  causing  labor  for  noth- 
ing, besides  the  bother  and  trouble.  I  have  ceased  sending 
goods  on  approbation  except  in  very  special  cases,"  remarks 
J.  A.  Taylor  of  Petrolia,  Ont.  "A  few  still  ask  and  the  ex- 
cuse that  I  furnish  for  declining  is  that  I  am  low  in  the 
sizes  sought  and  would  probably  lose  a  sale  by  the  shoes 
being  cut  of  the  store.    In  the  case  of  button  boots,  I  tell 


THE  SHOE  AND  LEATHER  JOURNAL 


35 


he  customer  that  by  seeing  them  on  the  foot  I  would  be 
able  to  move  the  buttons  so  as  to  furnish  a  perfect  fit.  If  a 
customer  insists  that  goods  be  sent  on  approval,  I  collect 
pay  in  advance  for  all  footwear  despatched  to  the  house, 
and  I  refund  the  money  when  the  goods  are  returned.  Never 
in  my  life  have  I  had  a  man  ask  for  the  privilege  of  appro- 
bation. Such  requests  always  come  from  the  women.  I 
consider  that  approbation  should  be  discountenanced,  and 
the  only  effective  way  to  do  it  is  to  decline  every  request, 
no  matter  who  the  person  is." 


A  Crank  on  Proper  Fitting. 

"We  are  not  frequently  asked  to  send  goods  on  approval. 
Sometimes  our  country  customers  take  home  two  pairs  to 
try  on  when  one  party  is  unable  to  come  in.  Quite  often 
we  sell  the  two  pairs,"  says  Fred.  R.  Foley  of  Bowmanville, 
Ont.  "I  am  a  crank,  perhaps,  on  having  shoes  properly  fitted 
in  the  store,  and  my  patrons  see  the  argument.  A  little 
stretching  or  softening  often  fixes  a  shoe  up  fine  that  would 
otherwise  have  been  set  aside.  I  usually  persuade  customers 
who  come  personally  to  let  us  fit  them.  In  the  case  of 
approval,  we  do  not  demand  pay  until  the  customer  is  suited. 
Usually  they  settle  for  one  pair  at  the  time.  Our  losses  by 
credit  and  removals  through  the  approbation  practice  would 
not  be  over  one  per  cent.  The  women  are  the  approbation 
sinners.  Men  will  not  be  bothered  carrying  shoes  home. 
They  decide  at  sight.  Ladies  sometimes  take  two  pairs 
home  for  their  husbands  or  sons  to  be  fitted.  A.5  to  sending 
only  odd  shoes  we  sometimes  split  the  pair  because  easier 
to  carry.  In  risky  cases,  of  course,  only  one  shoe  is  sent, 
and  we  are  not  after  the  risky  trade.  The  worst  trouble 
that  we  have  with  the  whole  business  is  the  condition  in 
which  the  goods  are  returned — shoes  are  all  wrinkled,  laces 
twisted  up,  etc.  They  seldom  come  back  correctly  in  the 
boxes,  and  rarely  in  the  right  box,  which  is  most  annoying. 
I  think  the  best  way  to  overcome  the  nuisance  is  to  prove  to 
customers  the  advisability  of  being  properly  fitted  by  one 
who  makes  a  special  business  of  it,  and  explain  that  shoes 
are  allowed  out  on  approval  only  in  very  exceptional  cases. 
We  have  a  display  card  in  our  store  which  reads:  '  'Tis  fit 
that  we  should  fit  your  feet,  a  feat  which  we  excel  in.'  " 

Mr.  Gavin's  Follow-up  System. 

E.  R.  Gavin,  Fort  William,  Ont.,  replies:  "We  always 
recommend  our  customers  to  be  fitted  in  the  store,  and  so 
discourage  approbation.  We  have  quite  a  few  requests 
though,  and  practically  all  are  from  women.  We  always 
try  to  have  one  pair  paid  for  or  send  C.O.D.,  and  a  boy 
waits  for  the  other  pairs.  Where  we  know  the  customer 
to  be  good  and  reliable  we  send  without  one  pair  being  paid 
for.  We  meet  with  very  few  losses  through  approbation 
and  regard  the  system  more  of  an  expense  than  a  loss.  We 
always  send  the  pairs  and  never  odd  shoes.  Where  goods 
are  despatched  to  homes  on  approval,  we  have  a  follow-up 
collecting  system  which  brings  them  in.  We  send  the  first 
notice  on  the  statement  the  second  day  the  goods  are  kept, 
and  the  others  in  due  time.  The  following  is  stamped  on 
the  statement  two  days  after  the  goods  are  sent :  'The  above 
appears  against  you  on  our  approbation  file.  As  no  goods 
are  sold  on  credit  you  will  oblige  by  settlement.'  If  this 
does  not  bring  them  in,  we  pin  this  on  the  second  statement 
going  out  about  a  week  after:  'We  wish  to  thank  you  for 
your  patronage  and  take  the  liberty  of  reminding  you  that 
our  terms  are  strictly  cash,  and  we  have  no  doubt  this  item 


will  meet  with  your  prompt  settlement.'  If  this  fails  to 
elicit  a  response  we  send  the  third  reminder  a  few  days 
later.    This  one  reads:  'Unless  this  account  is  settled  by 

■   we  will  take  it  for  granted  it  is  more  convenient 

to  have  our  collector  call  for  this  amount  on  the  date  men- 
tioned.' This,"  concludes  Mr.  Gavin,  "keeps  our  approba- 
tion under  fifty  dollars  practically  all  the  time." 

Money  Back  If  Not  Satisfied. 

Gibson  &  Ross  of  Woodstock,  N.B.,  say  they  have  very 
few  requests  for  approbation  since  adopting  the  strictly  cash 
basis.  Their  present  method  they  find  satisfactory.  Women 
are  the  ones  who  ask  mostly  for  goods  on  approval.  "While 
doing  a  credit  business  we  discovered  that  we  opened  many 
undesirable  accounts  through  the  approbation  'evil.'  On 
July  1st,  1909,  we  inaugurated  a  new  system,  and  since  that 
time  we  have  found  that  approbation  has  lessened  and  what 
goods  are  taken  out  are  not  kept  so  long."  The  following 
card  explains  the  system  of  Gibson  &  Ross : 

OUR  STORE  RULES! 
First — Goods  to  be  paid  for  before  leaving  store. 
Second — When  you  pay  for  one  pair  you  have 
the  privilege  of  taking  several  pairs  to  select  from. 

Third — If  you  do  not  wish  to  pay  for  any,  then 
you  may  take  out  odd  shoes  only,  that  is  one  shoe  of 
the  styles  selected. 

Please  Remember — If  our  goods  do  not  fit  or 
please  you,  we  cheerfully  refund  your  money. 
GIBSON  &  ROSS, 
The  Cash  Shoe  Store. 

Just  Quit  It— That's  All. 

J.  Goody  of  the  Blue  Store,  Regina,  Sask.,  is  not  pest- 
ered with  requests  for  approbation,  simply  because  he  tells 
his  customers  if  goods  are  not  satisfactory,  he  will  gladly 
refund  the  purchase  money.  He  has  no  losses  through 
approbation,  which  he  considers  an  "evil."  "The  best  way 
to  obliterate  it  is  to  cease  granting  the  privilege.  My  class 
of  trade  is  such  that  approbation  would  be  a  poor  business. 
I  therefore  make  no  practice  of  it  at  all.  If  I  were  sending 
out  shoes  by  this  method,  I  would  have  $500  worth  out  all 
the  time." 

The  Rannard  Shoe  Co.,  Winnipeg,  observe :  "We  polite- 
ly say  that  we  do  not  send  out  shoes  on  approbation.  Some 
customers  request,  when  paying  for  one  pair,  to  have  two 
sent  up  for  fitting.  We  ask  pay  for  all  the  shoes,  but  if  we 
do  not  get  it  we  stay  with  the  price  for  the  one 
pair.  We  have  no  losses,"  the  firm  adds,  "  and  under 
no  conditions  will  we  send  out  or  change  soiled  goods.  Wo- 
men are  the  chief  seekers  after  approval.  We  believe  that 
the  whole  system  is  undesirable  and  it  could  be  obviated 
through  the  Retailers'  Association,  all  members  agreeing  to 
stand  by  a  certain  position." 

Way  Down  By  The  Sea. 

F.  Smallwood,  of  St.  John's,  Newfoundland,  has  many 
requests  for  approbation  and  generally  grants  them.  When 
two  or  three  pairs  are  forwarded  to  the  house  he  demands 
pay  for  all  and  then  refunds  the  money  for  what  goods 
are  sent  back.  "Yes,"  he  adds,  "I  think  the  practice  is  an 
'evil'  but  that  it  can  be  obliterated  by  having  shoes  fitted 
in  the  store  and  we  are  having  a  separate  department  fixed 
up  on  our  premises  for  that  purpose.  I  lose  perhaps  $ioo 
or  more  a  year  through  the  approbation  system." 

(Continued  on  page  47) 
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GENERAL  BUSINESS. 

Trade  has  shown  a  marked  improvement  within  the 
past  couple  of  weeks.  With  the  incoming  of  September 
there  have  been  numerous  indications  of  a  revival  of  retail 
trade  and  a  disposition  on  the  part  of  dealers  to  buy  both 
for  immediate  and  future  requirements.  In  all  lines  of  manu- 
factured goods,  and  especially  in  staple  commodities,  there 
is  a  fairly  active  demand  which  leads  to  the  belief  that  the 
fall  season,  which  has  opened  well  so  far,  will  turn  out  most 
satisfactory  with  respect  to  volume  and  also  prices. 


CROP  CONDITIONS. 

In  the  West  the  wheat  crop  is  pretty  well  harvested, 
and  there  is  now  little  cause  for  fear  of  the  evil  effects  of 
weather  or  other  untoward  influences.  While  the  yield 
may  not,  perhaps,  turn  out  as  extensive  as  some  of  the 
predictions  made  early  in  the  season,  there  is  every  reason 
for  satisfaction  with  regard  to  the  amount  of  grain  Canada 
will  have  to  sell  this  fall  and  winter.  In  other  lines  of 
natural  products  the  outlook  continues  satisfactory  so  that, 
altogether,  there  will  undoubtedly  be  another  year  of 
plenty  to  add  to  the  record  of  this  country's  period  of 
unwonted  prosperity. 


LEATHER  TRADE. 

Business  has  commenced  to  show  some  sort  of  increased 
activity  as  manufacturers  have  entered  upon  the  filling  of 
spring  orders.  Some  few  sales  have  been  reported  at  figures 
that,  while  leaving  a  comparatively  small  margin  considering 
the  state  of  the  cost  of  the  production,  are  substantial  in- 
creases upon  former  quotations.  Tanners  are,  as  a  rule, 
"standing  pat"  and  waiting  for  manufacturers  to  come 
up  rather  than  offer  concessions.  No  business  in  Canada 
to-day,  they  claim,  is  run  upon  as  close  margins  of  profit 
as  leather  manufacturing. 


SHOE  OUTLOOK. 

In  Toronto  sorting  trade  and  even  spring  orders  have 
both  come  in  pretty  well  during  the  past  two  or  three  weeks. 
The  larger  number  of  buyers  in  town  during  the  National 
Exhibition  is  responsible  for  the  increased  business  done 
by  the  jobbing  trade,  who  report  the  sales  for  the  two  weeks 
as  the  largest  on  record  for  this  period.  Manufacturers 
report  orders  for  spring  goods  as  very  satisfactory,  especially 
since  the  first  of  the  month,  and  although  payments  for  some 
time  past  have  naturally  been  somewhat  slow,  now  that  fall 
trade  has  opened  up  with  retailers,  money  is  becoming  more 
plentiful. 


A  NEW  MENACE. 

The  recent  strike  in  England  gives  cause  for  grave 
thought  in  more  respects  than  one.  It  has  aroused  the 
liberty-loving  Briton  to  a  sense  of  how  serious  a  menace 

lorn  of  action  on  the  part  of  individuals  may  become 
to  the  welfare  of  the  public  at  large.  It  has  also  revealed 
the  fact  that  the  labor  leaders  in  parliament  have  really  no 
more  influence  in  these  commercial  conflicts  over  those  they 


are  supposed  to  represent  than  any  other  members  of  that 
body  or  even  the  community  at  large.  It  has  developed 
the  fact  again  that  a  new  element,  "syndicatism, "  has  been 
imported  into  the  strife  that  promises  to  be  practically 
as  serious  a  danger  to  the  peace  of  the  country  as  anarchism. 
"Syndicatism"  throws  aside  the  claim  of  socialism 
for  a  fair  division  of  profits  between  capital  and  labor  and 
sets  up  the  revolutionary  plea  that  as  the  wealth  produced 
in  a  country  is  the  direct  result  of  the  efforts  of  labor,  the 
latter  has  an  absolute  right  to  such  result.  This  doctrine 
is  being  preached  in  France,  Germany  and  England  with 
such  force  by  labor  demagogues  that  workingmen,  and 
especially  those  who  are  ready  at  any  time  for  revolutionary 
methods,  are  being  swept  into  a  vortex  of  excitement  that 
will  eventually  bring  on  a  serious  situation  in  the  near  future. 


THE  PRESENT  ISSUE. 

The  shoe  trade  is  practically  not  interested  in  the  present 
election  issue  beyond  the  effects  that  reciprocity  may  have 
upon  the  country  at  large.  However,  a  shoe  manufacturer 
put  the  case  very  succinctly  the  other  day  when  he  stated 
it  as  follows:  "I  have  five  customers  in  a  certain  town  and 
one  of  them  came  to  me  recently  with  the  proposition  that 
if  I  would  confine  my  trade  to  him  he  would  buy  more  goods 
from  me  than  the  other  four  combined.  I  said  to  him, 
'What  position  will  I  be  in  after  the  lapse  of  two  or  three 
years  if  you  throw  me  down?  What  chance  will  I  have 
to  sell  the  other  four  goods  after  I  throw  them  over  and  let 
somebody  else  get  hold  of  them?'  It  seems  that  this  is 
the  proposition  as  far  as  Canada  is  concerned. 


DO  YOUR  DUTY. 

No  man  should  shirk  the  duty  of  voting,  especially 
when  great  issues  are  involved.  If  you  think  reciprocity 
would  be  a  good  thing  for  Canada  and  you  stay  at  home  on 
election  day  and  shirk  your  duty,  you  are  not  fit  for  the 
responsibility  of  citizenship.  If  you  are  convinced  that 
reciprocity  is  a  mistake  and  will  work  against  our  commercial 
and  national  life  and  you  go  out  and  vote  for  some  man 
because  he  is  your  friend  or  has  done  something  for  the  town 
but  who  will  go  to  parliament  to  put  reciprocity  into  effect, 
you  are  betraying  your  country  for  friendship  or  pelf  just 
as  much  as  Judas  betrayed  his  Master.  Get  out  to  the 
poll  and  do  your  duty. 


CONFINING  LINES. 

The  temptation  to  the  dealer  is  naturally  to  make  as 
good  a  display,  and  to  endeavor  to  provide  as  wide  a  choice 
as  possible  for  his  customers.  This  often  leads  to  over 
buying,  and  is  largely  responsible  for  the  fact  that  a  great 
many  shoe  stocks  will  not  realize  more  than  forty  or  fifty 
cents  in  the  dollar,  instead  of  eighty  or  ninety.  It  ought  to 
be  not  only  possible  but  advantageous  to  the  dealer  to  buy 
at  least  his  best  lines  from  one  or  two  makers,  and  to  push 
them  for  all  they  are  worth.  He  stands  to  get  better  treat- 
ment from  the  wholesaler,  and  is  building  better  as  a  business 
man  than  where  he  sells  everything  people  ask  for. 
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Live  Methods  of  Eastern  Shoe  House 

ow  a  Progressive  Firm  in  Moncton  Have  Come  to  the  Forefront — Premises  are  Ideal  in  Appointments  with  Attractive 
Fixtures — Slow  Selling  Lines  Are  Speedily  Cleared — Admirable  Arrangement  of  the  Stock. 


The  city  of  Moncton,  N.B.,  is  noted  as  the  railway  hub 
of  the  Maritime  Provinces.  Walk  up  through  the  business 
section  of  this  progressive  community  and  one  of  the  first 
mercantile  establishments  to  which  your  gaze  will  naturally 
be  directed  is  the  handsome  "Big  Corner  Shoe  Store"  of  L. 
Higgins  &  Co.  They  also  run  retail  footwear  establish- 
ments at  New  Glasgow,  N.S.,  Sydney,  C.B.,  and  Yarmouth, 
N.S.    Moncton  is,  however,  the  headquarters. 

The  firm  of  L.  Higgins  &  Co.  are  certainly  "alive." 
Their  business  methods  are  in  keeping  with  the  neatness, 
thrift  and  prosperity  which  characterize  the  store  through- 
out. They  are  strong  believers  in  advertising,  and  follow  up  all 
publicity  in  a  systematic  manner.  Regular  space  is  used  in 
the  morning  and  evening  papers,  and  in  addition,  two  to 
four  two-inch  local  liners  or  readers  are  inserted  at  each 
week  end.  On  Saturdays  "specials"  are  run  at  a  close  price 
and  usually  about  3,000  small  dodgers  are  scattered  through- 
out the  city  each  month.  Every  December  a  family  paper 
called  "The  Hustler"  is  issued  and  distributed  with  each 
sale— a  souvenir,  which  is  brightly  illustrated  and  is  in  keep- 
ing with  the  purchase. 

"No !  we  do  not  run  a  repair  shop,"  remarked  C.  S. 


Pace,  who  has  for  a  long  time  been  identified  with  the  firm, 
"Any  necessary  work  is  sent  out  to  a  near-by  repairer  at  the 
sender's  expense.  My  personal  opinion  is  that  a  repair  shop 
on  the  premises  is  a  mistake.  The  "dribs  and  drabs"  that 
are  expected  to  be  given  gratis  soon  run  into  dollars. 

Clearing  Out  Shelf  Warmers. 

"Regarding  approbation,  we  are  bothered  to  a  small 
extent,  but  the  goods  are  only  out  three  days  when  they  must 
be  paid  for  or  returned.  Our  losses  through  this  so-called 
"evil"  are  next  to  nothing. 

Speaking  of  conditions  generally,  Mr.  Pace  said: 
"A  retail  stock  should  be  turned  over  at  least  twice  a 
year.  In  order  to  do  this  we  conduct  semi-annual  sales,  one 
at  stock-taking  (Feb.  1st)  and  the  other  as  a  mid-summer 
clearance  about  the  last  of  July  or  early  in  August.  These 
we  find  very  beneficial,  particularly  in  cleaning  up  ends  of 
lines  and  making  room  for  new  spring  or  fall  goods.  Slow- 
selling  lines  are  marked  at  a  price  as  socn  as  noticed  and 
taken  from  stock.  These  we  place  in  neatly  labeled  cartons 
on  the  ledge  with  a  nice  price  card.    We  find  that  by  leaving 


The  artisticjnterior  of  L.  Higgins  &  Co.'s  spacious  shoe  house  in  Moncton,  N.B. 
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one  shoe  out  on  the  box  cover,  they  attract  attention  and 
are  sold  much  more  readily  than  if  left  in  stock. 

Hosiery  and  Findings. 

"We  do  not  handle  hosiery,  but  purpose  stocking  a  full 
line  in  the  very  near  future.  Yes,  we  have  found  our  find- 
ings a  very  profitable  department  and  always  keep  the  vari- 
ous articles  prominently  displayed  at  the  entrance  to  the 
store.   A  large  silent  salesman  is  used  for  this  purpose." 

Inviting  Store  Premises. 

The  business  premises  of  Higgins  &  Co.  are  spacious, 
lofty  and  attractive.  In  size,  the  store  is  100  feet  long  and 
24  feet  wide,  with  a  13-foot  ceiling.  On  the  left-hand  side 
of  the  main  entrance  is  the  ladies'  and  misses'  department, 
and  on  the  right  the  men's  department.  The  right-hand  of 
the  establishment  at  the  rear  is  devoted  to  boys'  and  youths,' 
the  left-hand  to  children's,  while  the  rubber  department  is 
also  at  the  rear  on  the  western  side.  The  shop  contains  over 
4.000  feet  of  running  shelving,  which  will  hold  about  6,000 
pairs  of  shoes,  and  in  addition,  there  are  some  400  deep 


drawers  for  goods  in  bulk.  There  is  165  feet  of  ledge,  or 
counter  room,  on  which  are  used  six  modern  bicycle  step- 
ladders. 

All  Modern  Accessories. 

The  store  is  finished  in  quartered  oak,  about  400  feet 
being  used  throughout.  The  heating  is  with  hot  water,  radi- 
ators being  located  in  the  centre  of  the  floor,  on  top  of  which 
are  broad  marble  slabs,  used  as  tables  for  the  display  of 
goods. 

The  store  has  three  entrances,  one  main  entrance  and 
two  from  the  side  street,  which  allow  of  six  display  win- 
dows! The  four  side-street  windows  are  used  for  display- 
ing special  lines  at  special  prices,  and  are  kept  bright  by  a 
change  of  show  cards  frequently,  while  the  main  entrance 
windows  are  employed  for  displaying  the  finer  lines  of  foot- 
wear. 

Uniform  cartons  and  labels  are  used  entirely.  The 
label  is  a  gold  embossed  on  a  white  background,  making  the 
interior  of  the  shop  very  bright  and  pleasing. 

Higgins  &  Co.  sell  for  one  price,  and  cash  only,  and 
everything  is  marked  in  plain  figures. 


Bright  Stunts  of  Alert  Shoe  Clerks 


"  I  asked  her  what  size  she  wore  and  she 
gave  me  a  most  freezing  look,  saying,  '  I  came 
in  here,  miss,  to  be  fitted.'  " 


By  Miss  G.  S.  Warner  (Baker  &  Co.),  Ottawa,  Ont. 

"I  have  read  with  interest  the  various  experiences  of 
shoe  clerks,  as  related  in  the  Shoe  and  Leather  Journal, 
and  while  reading,  it  recalled  to  mind  an  incident  that 
happened  in  our  store  a  few  weeks  ago,  which  might  be  of 
interest  to  others. 

"  I  was  called  upon  to  serve  a  nicely  dressed  lady.  After 
showing  her  to  a  seat,  I  asked  what  size  she  wore.  She 
gave  me  a  most  freezing  look  and  said,  'I  came  in  here,  miss, 
to  be  fitted.'  I  then  asked  if  she  would  like  a  high  or  low 
shoe.  She  said  that  she  intended  getting  a  pair  of  each  and 
would  try  on  both.  She  seemed,  however,  to  have  no  idea 
as  to  what  she  wanted,  whether  patent,  gun  metal  or  kid, 
as  long  as  they  fitted  her  properly. 

After  I  had  waited  on  her  over  an  hour,  and  she  had 
decided,  as  I  thought,  on  one  pair  of  hi^h  and  one  pair  of 
low  shoes,  she  asked  me  the  size  and  width.  I  told  her  that 
the  high  shoes  were  '  5l4C,'  and  the  low  '5D.' 

She  did  not  understand  how  this  could  be,  so  I  explained 
that  it  was  because  they  were  manufactured  by  different 
firms  whose  lasts  evidently  did  not  fit  the  same.  'Well,' 

she  said,  'can  you  tell  me  which  of  these  lasts  the   

Wholesale  Company's  shoes  are  made  on.  'I  was  rather 
taken  back,  but  told  her  that  they  would  not  have  shoes 
made  on  either  of  these  lasts,  as  these  were  branded  lines 
that  we  received  direct  from  the  manufacturer,  and  that  they 
/.<  -'  not  r.old  to  jobbers.  She  then  began  to  laugh  and  said, 
■  How  provoking  to  think  I  have  wasted  the  best  part  of  my 
morning.  You  see,  I  have  a  friend  who  would  get  me  my 
shoes  in  the  wholesale  if  I  could  give  him  the  exact  width 


and  size.'    I  felt  like  telling  her  that  we  were  not  paid  to  fit 

shoes  for  the   Wholesale  Co.,  but  on  second  thought 

I  decided  it  would  be  better  not  to  vex  her,  as  she  would,  in 
all  probability,  not  get  what  she  wanted  in  the  wholesale, 
so  I  laced  up  her  shoe  and  said. 

'Oh,  well,  if  you  don't  get  suited  there  you  will  be  saved 
the  trouble  of  being  fitted  again,  and  if  you  have  a  distance 
to  come  you  can  telephone,  and  I  will  send  them  to  you.' 
She  thanked  me  and  walked  out. 

The  next  week  I  was  somewhat  surprised  to  see  her 
enter  the  store  again,  and,  as  one  of  the  other  girls  happened 
to  be  near,  she  went  forward  to  serve  her.  I  thought  that 
once  was  enough  for  this  woman  to  play  her  little  joke  in 
our  store,  so  I  stepped  up  and  offered  to  attend  to  her.  I 
said  that  I  had  served  the  lady  before,  and  thought  I  knew 
what  she  wanted.  She  smiled  and  said  that  it  would  not 
take  her  so  long  to-day,  as  she  only  wanted  to  pay  me  for 
the  low  shoes  she  had  fitted  on  a  few  days  previously,  and 
to  give  me  the  address  to  which  she  desired  them  sent. 
Before  leaving,  she  asked  me  not  to  forget  which  pair  of  high 
shoes  had  fitted  her  as  she  would  likely  call  for  them  a  little 
later  on." 


"I  explained  that  the  shoe  was  of  the  same 
quality  and  was  confident  it  would  give  the  same 
satisfaction  as  the  first  pair." 


By  Percy  L.  Smith  (Smith  &  Kerr),  Ingersoll,  Ont. 

"One  afternoon  a  gentleman  came  into  the  store  and 
sat  down  to  rest.  On  inquiring  if  there  was  anything  I 
could  show  him,  he  said  no.  I  had  quickly  'placed'  him 
when  he  came,  for  he  lived  ten  miles  away,  and  I  had 
not  seen  him  for  over  two  years.  We  chatted  for  a  while, 
and  I  remembered  selling  him  a  pair  of  Dr.  Reed  cushion 
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shoes  about  three  years  ago,  and  I  asked  how  he  liked  them. 
He  said  all  right,  and  that  he  was  wearing  them  yet.  I 
brought  out  a  pair,  his  size,  and  showed  him  the  difference 
in  the  style  between  the  former  pair  and  the  new  ones,  and, 
remembering  that  he  was  not  the  man  to  be  forced  into 
buying  anything,  I  invited  him  to  come  out  into  our  main 
store  and  look  around.  We  had  some  special  odd  pants 
that  I  thought  he  might  be  interested  in,  and,  after  showing 
him  several,  he  decided  on  a  pair  at  $3.50.  I  then  introduced 
a  new  line  of  shirts  which  he  looked  over,  finally  purchasing 
two  at  $1.50  each.  A  pair  of  braces  followed,  also  a  tie. 
When  ready  to  wrap  them  up,  I  asked  him  to  step  in  the 
shoe  department  and  persuaded  him  to  try  on  the  shoe  that 
he  was  looking  at.  It  fitted  all  right.  I  told  him  that  as 
he  would  not  likely  be  here  again  for  some  time,  he  would 
be  wise  to  take  the  pair  along  while  we  had  his  size  and  width. 
I  explained  that  the  shoe  was  of  the  same  quality  and  was 
confident  it  would  give  the  same  satisfaction  as  the  first 
pair.  He  said  he  would  take  them.  This  man  had  come  to 
pass  the  time  until  his  train  was  due,  and  I  had  sold  him 
pants  $3.50;  shirts  $3.00;  tie  50c;  braces  50c;  shoes  $5.50; 
total  $13.00.  This  is  not  a  large  sum,  but  it  shows  what 
can  be  done  by  remembering  customers  and  what  they  have 
purchased,  and  using  this  information  to  the  best  advantage." 


"This  is  funny.    We  had  no  idea  of  buying 
<    anything  when  we  came  in — we  only  intended 
changing  the  pair  of  boots." 


By  E.  G.  Leaman  (L.  Higgins  &  Co.),  Yarmouth,  N.S. 

"Having  read  several  of  the  experiences  of  shoe  clerks 
in  the  'Salesmanship'  Competition,  brings  to  mind  an 
experience  I  had  with  two  gentlemen  a  few  days  ago.  They 
entered  the  store  about  noon,  when  things  were  rather  quiet, 
one  of  them  wishing  to  exchange  (for  a  neighbor)  a  pair 
of  ladies'  patent  leather  boots  for  a  size  larger.  As  we  did 
not  have  the  size  in  that  particular  style,  I  had  to  give  him 
a  cheaper  boot,  and  would  have  had  to  return  30c,  when  one 
of  the  gentlemen  remarked  they  were  from  'Down  Shore,' 
and  this  was  their  first  visit  to  our  store.  I  took  the  oppor- 
tunity of  telling  them  how  we  were  carrying  on  a  clearance 
sale,  and  showed  them  a  line  of  Men's  Chocolate  Dongola 
Boots  at  $2.50,  of  which  they  were  so  impressed  with  the 
value  that  they  each  purchased  a  pair.  They  then  inquired 
as  to  what  we  had  in  heavy  shoes,  and,  showing  several 
lines,  they  each  decided  to  take  a  pair  of  $2.25  boots.  I  then 
called  their  attention  to  some  ladies'  shoes,  and  one  of  them 
bought  a  pair  of  common  sense  oxfords  at  $1.50.  After 
tying  up  their  parcels,  one  of  the  callers  remarked  on  the 
impossibility  of  getting  a  good  light  kip  long  boot  like  they 
used  to  procure,  as  he  had  tried  'all  over  town'  some  time 
ago,  to  get  a  pair  for  his  father.  Remembering  we  had  some 
sizes  in  a  kip  boot,  10  inch  leg,  for  $3.50,  made  similar  to  a 
long  boot  (which  was  sticking  on  us,  on  account  of  the  short 
leg),  I  inquired  the  size  and  found  he  wanted  a  nine.  The 
nearest  we  had  was  a  ten,  which  after  a  while,  he  decided  to 
take  as  it  was  'just  what  his  father  wanted.' 

As  they  were  going  out  one  turned  to  the  other  and  said, 
'  This  is  funny.  We  had  no  idea  of  buying  anything  when  we 
came  in,  and  only  intended  changing  the  pair  of  boots.'  So 


courtesy  and  a  little  time  changed  a  return  of  30c.  to  a  sale 
of  $14.20." 


"I  told  them  all  kinds  of  wearing  apparel, 
including  boots,  shoes,  etc.,  would  cost  almost 
double,  and  it  would  certainly  pay  them  to  lay 
in  a  good  supply  before  leaving." 


By  W.  H.  Plummer  (Sussex  Mercantile  Co.),  Sussex,  N.B. 

"One  evening  about  two  weeks  ago,  two  young  women 
entered  the  store  shortly  before  closing  time,  and  one  in- 
quired for  a  pair  of  patent  pumps.  After  showing  her 
several  styles  from  $2.25  to  $4.00,  I  induced  her  to  try  them 
on,  and  finally  sold  her  the  $4.00  pair.  During  our  con- 
versation, I  learned  that  they  were  sisters,  both  school 
teachers,  and  would  leave  shortly  for  Western  Canada 
where  they  had  good  positions  awaiting  them.  Where  they 
were  only  paid  $250  here,  the  salary  in  the  West  would  be 
$750  to  start.  I  assured  them  that  salaries  were  not  the 
only  things  that  they  would  find  higher,  that  all  kinds  of 
wearing  apparel  including  shoes,  etc.,  would  cost  almost 
double,  and  it  would  certainly  pay  them  to  lay  in  a  good 
supply  before  going.  We  tried  on  some  bals  next,  and  one 
sister  decided  on  a  pair  at  $3.75.  The  other  thought  she 
would  like'  a  pair  of  patent  pumps  just  like  her  sister's,  but, 
as  we  were  out  of  her  size  (6}4),  in  the  $4.00  style,  I  had  to 
be  satisfied  with  selling  her  a  pair  at  $2. 25.  I  kept  on  making 
suggestions  and  succeeded  in  selling  them  two  pairs  of  pumps, 
four  pairs  of  boots,  four  pairs  of  rubbers,  and  several  pairs 
of  laces,  amounting  to  $22.70.  If  I  had  not  convinced  them 
of  the  higher  price  of  shoes  in  the  West,  the  sale  would  not 
likely  have  been  larger  than  $6.25." 


"I  maintain  that  a  salesman  should  not 
spend  time  on  prospective  customers  when  there 
are  others  waiting  to  buy  without  hesitation." 


By  J.  H.  Flaherty  (Union  Shoe  Store),  Amherst,  N.S. 

"A  problem  in  selling  in  the  shoe  business  is  to  consider 
whether  it  is  worth  while  to  stay  with  a  customer  who  is 
only  going  to  buy  when  it  suits  him,  or  is  it  better  to  leave 
him  and  wait  on  a  customer  who  really  wants  goods  and  is 
in  a  hurry.  I  maintain  that  a  salesman  should  not  spend 
time  on  prospective  purchasers  when  there  are  others  waiting 
to  buy  without  hesitation.  In  my  experience  people  do 
not  want  to  wait  on  clerks,  and,  when  a  customer  has  time 
to  tarry  it  naturally  follows  that  he  is  only  looking  and 
comparing  prices. 

Other  shoe  firm's  prices,  in  turn,  are  often  quoted.  This 
is  a  hard  matter  to  discuss  with  customers  who  do  not  know 
the  qualities  of  a  shoe.  A  $1.25  patent  tip  Oxford  can  look 
as  well  in  the  window  as  a  two  dollar  one,  so  far  as  appear- 
ance goes. 

To  meet  the  buyers  in  this  argument,  one  has  to  know 
the  entire  make-up  of  the  footwear  that  he  is  selling,  and, 
coupled  with  the  confidence  and  conviction  that  he  is  making 
no  mistake,  such  a  salesman  very  rarely  loses  a  customer.' 
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Do  You  Have  Trouble  Over  Size  Marks? 

Prominent  Retailer  Points  Out  The  Way  Some  of  the  Cabalistic  Figures  of  Various  Manufacturers  Are  Deciphered— How 
"Disguised"  Designations  Are  Revealed— The  Need  of  a  Simpler  and  More  Uniform  Method  is  Urged. 


SIZE  7}4  B— HOW  SOME  SHOES  ARE  MARKED. 

275;    left  hand  figure,  width;    centre,  size;    right  hand  figure  (5)  half  size,  (or  0  for  full  size). 

270;  left  hand  figure,  width  (as  above);  centre,  size;  the  right  hand  figure  0  indicates  the  half  size  and, 
when  full  size  is  represented,  the  o  is  left  off. 

272;    left  hand  figure  2,  represents  half  size  (or  1  for  the  full  size);  centre,  size;  right  hand  figure,  width. 

26-11;  subtract  19  from  two  left  hand  figures  for  size,  and  9  from  two  right  hand  figures  for  width;  -  rep- 
resents the  half  size. 

subtract  32  from  two  left  hand  figures  for  size;    add  2  to  right  hand  figures  for  width;    -  represents 
the  half  size. 

subtract  32  from  two  left  hand  figures  for  size;    add  1  to  right  hand  figure  for  width;    -  represents 
half  size. 


39-o; 


39-i 


"I  wish  that  you  would  call  attention  to  the  abstruse, 
not  to  say  absurd  way  that  several  shoe  manufacturers 
follow  in  the  marking  of  their  products.  Talk  of  enigmas, 
rebuses,  hidden  meanings,  and  all  other  sorts  of  puzzles — 
well,  there  is  now  and  then  a  shoe  firm  which  have  all  these 
beaten  to  a  standstill."  So  spoke  a  leading  Toronto  retailer 
to  the  Shoe  and  Leather  Journal  the  other  day. 

"Some  of  these  systems  are  now  so  complicated  that, 
if  wc  engage  a  new  clerk,  it  requires  an  infinite  amount  of 
patience  and  instruction  to  coach  him  how  to  tell  sizes  and 
widths.  Even  if  any  of  the  most  experienced  hands  are 
in  a  hurry  or  do  not  keep  their  wits  about  them  all  the  time, 
they  are  apt  to  make  errors. 

"Of  course,  we  do  not  ask  for  the  old  days  when  the 
size  was  stamped  on  the  shank  or  on  the  heel  lifts,  so  that 
every  caller  at  the  store,  could  tell  immediately  what  the 
dimensions  of  the  shoe  were.  I  know  this  system  was  changed 
some  years  ago,  and  rightfully  so,  to  take  a  woman's  thought 
off  the  size  and  bring  the  fitting  qualities  more  to  her  mind. 
I  am  fully  aware  that,  if  a  lady  has  been  in  the  habit  of 
wearing  three  and  a  half  D  width,  she  will  not  select  a  four 
and  a  half  of  another  make  E  width — not  if  she  knows  it. 
That  would  be  tantamount  in  her  judgment  to  acknowledg- 
ing that  her  feet  were  growing  larger,  a  thing  of  which 
she  would  never  hear.  She  forgets  that  the  creations  of 
different  makers  are  not  exactly  the  same  size,  that  widths 
differ  according  to  lasts  and  patterns,  and  that  what  is  size 
three  E  width,  in  one  line  and  fits  very  well,  may  require 
a  three  and  a  half  or  a  four  EE  in  another  manufacturer's 
goods." 

Fit,  Not  Size  the  Feature. 

"It  is  well,  therefore,  that  the  general  public,  particu- 
larly the  feminine  portion  of  it,  should  remain  in  blissful 
ignorance  of  exactly  what  size  and  width  they  are  trying  on. 
They  will  then  devote  more  thought  and  attention  to  the 
fitting  qualities  and  appearance  of  the  shoe  than  to  the  mere 
measurement,  for,  above  all  considerations,  a  customer 
should  he  fitted  properly  and  comfortably.  In  Boston  and 
other  cities  I  know,  it  is  the  custom,  as  soon  as  a  patron  sits 
down,  for  the  clerk  to  flourish  a  measuring  stick.  This 


is  sometimes  done  in  an  impressive  manner  to  make  the 
probable  purchaser  think  that  he  or  she  is  being  fitted  to  a 
nicety . 

"The  custom  is  not  so  general  here.  We  rarely  inquire 
the  size  or  width  that  a  woman  wears  as  we  do  not  desire 
to  draw  attention  to  that  feature.  We  are  more  anxious 
to  fit  her  correctly,  and  provide  her  with  shoes  that  will 
give  both  ease  and  satisfaction.  It  is  better  not  to  mention 
dimensions  at  all,  and  besides,  many  persons  do  not  remember 
what  number  they  take." 
1 

This  System  is  Simple. 

"The  general  system  of  marking  is  simple  enough  to  be 
readily  understood  by  anyone.  The  first  figure  indicates 
the  width,  the  second  or  middle  figure  the  size,  and  the  third 
or  right  hand  figure  the  full  or  half  size.  Thus  575  indicates 
E  width  size  7^,  while  570  would  stand  for  E  width,  size  7. 
The  right  hand  figure  of  5  wherever  it  appears  represents 
the  half  size,  and  the  o  the  full  size.  The  majority  of 
manufacturers  follow  this  plan,  but  several  do  not. 

"Here  is  one  firm  with  another  method.  Subtract  32 
from  the  two  left  hand  figures  which  gives  you  the  size, 
add  2  to  the  left  hand  figure  for  width.  Thus, 
if  the  marking  read  39-2  it  would  mean  size  7K  D,  the 
dash  indicating  half  sizes.  38-3  would  mean  6}4  E.  In 
this  marking  A  width  is  represented  as  00,  B  as  o,  etc. 

Look  the  Same — But  Different. 

"Here  is  another  firm  with  a  shoe  marked  255.  This 
is  interpreted  5^  B,  and  here  is  another  255,  made  by  a 
different  company,  stamped  with  the  same  figures  which 
means  5^  E.  In  the  first  series  1  on  the  left  hand  side 
represents  A  width,  2  B,  3  C,  etc.,  and  the  figure  on  the  right 
half  or  full  size. 

"In  the  second  example  the  figure  indicating  width  is 
on  the  right  hand  side,  while  the  one  on  the  left  side  desig- 
nates the  full  or  half  size,  therefore  in  this  instance  255  is 
$1/2  E.  The  5  (right  hand  figure)  gives  the  width  E.  The 
2  on  the  left  hand  side  typifies  the  half  size  while  1  on  the 
same  side  would  mean  the  full  size. 
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The  Subtracting  Procedure. 

"I  can  still  furnish  you  with  another  example.  This 
Oxford  is  marked  24-13,  the  dash  indicating  the  half  sizes. 
You  subtract  19  from  the  first  two  figures  (24)  to  get  the 
size  which  leaves  and  you  take  9  from  the  13  (the  right 
hand  figures)  to  get  4  or  D  width.  This  is  considered  by 
one  leading  American  maker  to  be  the  correct  French  system, 
and  yet  it  is  by  no  means  the  most  legible. 

"Another  prominent  concern  contends  the  following 
is  the  right  French  method.  You  first  subtract  32  from  the 
left  hand  number,  which  indicates  the  size,  and  add  1  to 
the  right  hand  number  to  arrive  at  the  width.  Thus  34-2 
would  be  2>2  C,  the  dash  denoting  a  half  size,  whereas,  44-3 
would  be  1 2>2  D.  By  no  other  means  in  this  or  the  preceding 
French  system  (where  19  is  subtracted  for  the  size  and  9 
for  the  width)  is  it  possible  to  reach  the  absolutely  correct 
result,  considering  all  sizes  from  infants'  to  men's." 

The  Mask  is  Complete  Enough. 

"One  firm  maintains  that  it  has  adopted  this  last 


system  of  disguised  sizes  for  ladies'  footwear  so  that 
no  female  patron  can  comprehend  it.  There  is  no  doubt 
that  the  feature  is  a  huge  success  so  far  as  the  'disguise'  is 
concerned.  The  same  establishment  also  affirms  that  the 
method  will  save  the  expense  of  an  extra  clerk  on  a  busy 
day,  whereas  most  retailers  believe  it  would  require  the 
services  of  two  or  three  helpers  to  decipher  the  sizes." 

A  Ready  Reckoner  Perhaps! 

"Thus  you  see  that  a  salesman  in  a  large  city  store 
where  many  makes  are  stocked,  has  to  be  a  sort  of  walking 
arithmetic,  or  an  algebraic  phenomenon.  To  my  mind 
there  is  not  the  slightest  necessity  for  so  many  combinations, 
and  so  much  juggling  with  figures  only  tends  to  confuse 
and  perplex.  I  think  the  majority  of  big  retailers  will  bear 
me  out  when  I  say  that  the  system  which  gives  width  first, 
the  size  next  and  5  for  the  half,  and  o  for  the  full  size,  is 
the  simplest  and  best  and  is  definite  enough  for  all  the 
purposes  required." 


Aim  at  Perfection,  Not  Speed 
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If  the  student  has  practised  thoroughly  the  fore- 
going lessons  of  this  course  he  should,  by  this  time,  be 
able  to  write  useful  cards  and  have  a  good  general  idea 
of  the  formation  of  letters.  If  you  have  not  succeeded 
in  gaining  any  special  speed,  do  not  worry  about  it. 
You  can  rest  assured  that  it  will  come  as  the  practise 
work  is  proceeded  with.  It  is  well  to  remember,  too, 
that  reaching  perfection  in  each  letter  and  figure  is, 
at  this  stage  of  the  work,  many  times  more  important 
than  speed. 

Brush  Work 

With  this  lesson  we  have  the  first  instruction  in  brush 
work.  Before  going  into  an  explanation  of  a  method 
of  procedure,  it  is  deemed  necessary  to  advise  the  student 
to  eliminate  from  his  memory,  as  far  as  possible,  any  ideas 
he  may  have  previously  acquired  in  regard  to  brush  work, 
which  will  interfere  with  a  close  following  of  the  detail 
necessary  in  mastering  it.  By  way  of  giving  an  example 
of  the  evil  effects  of  an  incorrect  method  of  brush  handling, 
I  could  cite  many  instances  where  men  have  come  into 
a  store  claiming  to  have  had  years  of  experience  as  card 
writers  in  country  stores,  and  they  could  not  write  cards 
as  well  as  some  apprentices  of  six  months'  experience. 

It  will  be  quite  necessary  for  the  student  to  observe 


closely  every  point  in  this  article  from  the  explanation 
of  the  brush  itself  to  your  first  practical  use  of  it. 

The  Choice  of  Brushes 

One  of  the  most  difficult  matters  confronting  the 
beginner  is  a  choice  of  brushes.  Most  of  the  inexper- 
ienced do  not  know  a  good  brush  from  a  poor  one,  and 
usually  choose  the  latter  on  account  of  its  apparent  cheap- 
ness. A  good  brush  will  outwear  at  least  six  cheaper 
ones,  and,  therefore,  is  economical  in  the  end.  Not  only 
that,  but  it  will  enable  you  to  do  more  effective  work 
than  would  be  possible  with  a  cheaper  brush. 

The  proper  brush  for  general  cardwriting  purposes 

  jC/rte&  aaO' Curtis-  c/~  ^/w  Jrta-A '  sAwSc  JilrrX-  — 


////// IIIIIIIWWW 


Fig.  1 


42 


THE  SHOE  AND  LEATHER  JOURNAL 


is  what  is  known  as  a  chisel-pointed  red  sable  writer, 
the  making  of  which,  by  the  way,  is  an  art  in  itself. 
These  brushes  are  made  from  pure  red  sable.  The 
point  of  the  hair  is  its  natural  end  and  the  hair  is  thinner 
here  than  it  is  nearer  the  ferule.  The  handle  should  be 
about  five  or  six  inches  long  and  the  ferule  nickle-plated. 

In  choosing  a  brush  dip  the  sable  into  clear  water, 
then  draw  it  through  the  fingers,  making  the  brush  flat, 
hold  it  up  to  the  light  and  see  if  all  the  hairs  are  of  equal 
length.    They  should  be  perfectly  even.    All  the  hairs 


Fig.  2 


should  cling  together;  if  they  split  and  will  not  come 
together  the  brush  is  defective  and  should  not  be  ac- 
cepted. 

Realizing  that  good  brushes  are  hard  to  procure  even 
in  cities,  the  Shoe  Journal  will  be  glad  to  give  any  in- 
formation about  securing  them.  Send  a  card  to  this  paper 
and  any  desired  information  will  be  sent  you  without 
delay. 

Care  of  the  Brushes. 

The  care  of  brushes  is  as  important  as  the  choosing 
of  them.  To  break  in  a  new  brush  wash  it  out  in  clear 
water  before  using  it  in  the  paint.  Never  use  the  brush 
to  stir  the  paint ;  a  stick  will  answer  this  purpose.  Don't 
leave  your  brush  in  the  paint,  as  that  will  destroy  the  hairs ; 
always  wash  it  out  after  using  it.  Do  not  leave  the  brush 
in  water.  If  it  is  washed  out  thoroughly  nothing  more 
is  necessary,  other  than  drawing  it  through  the  fingers. 

Beginning  Work  on  Block  Alphabet. 

Practise  the  exercises  -n  Fig.  i  before  the  alpha- 
bet in  Fig.  2  is  attempted.  Use  a  good-sized  brush  and 
have  it  well  filled  with  ink.  One  stroke  of  brush  com- 
pletes the  whole  stroke  of  the  letter.  The  arrows  indicate 
the  direction  in  which  the  lines  are  drawn.  The  paint 
should  be  <:<a\  iiderably  thicker  for  brush  than  for  pen 
work.    Letterine  in  its  original  prepared  state  is  about 


the  right  constituency  for  the  brush.  However,  if  it 
has  been  exposed  to  the  air  it  may  be  necessary  to  thin 
it  slightly  with  water. 

How  to  Hold  a  Brush. 

The  brush  should  be  held  between  the  thumb  and 
the  middle  finger.  Use  a  freehand  movement  and 
swing  the  whole  arm  in  making  a  stroke.  This  may 
appear  rather  awkward  at  first,  but  after  it  is  mastered 
it  permits  speed  in  lettering  entirely  impossible  with  a 
finger  movement  or  the  old  method  of  using  a  hand  rest. 
Keep  the  fingers  entirely  rigid  but  not  too  stiff,  holding 
the  brush  with  comparative  ease. 

Dip  the  brush  into  clean  water  before  it  is  put  into 
the  paint.  This  action  causes  the  brush  to  absorb  the 
color  more  freely.  After  you  have  dipped  the  brush  into 
the  paint  work  it  back  and  forth  on  a  piece  of  scrap 
cardboard  or  glass.  This  produces  a  chisel  shape,  which 
is  necessary  for  the  alphabet. 

Following  the  above  instructions,  proceed  with  Fig. 
i.  As  in  the  pen  stroke,  time  spent  practising  the  exer- 
cise is  more  beneficial  than  work  on  the  finished  letters. 
The  guide  lines  are  to  be  drawn  three  inches  apart. 
Use  a  brush  which  will  make  a  stroke  about  two-thirds 
of  an  inch  in  width.  The  ends  of  the  stroke  in  the  alpha- 
bet are  finished  square  by  a  cross  stroke.  Do  not  use 
the  edge  of  the  brush  in  the  formation  of  any  letters; 


Attractive  show  cards,  by  I.  C.  Brook,  of  I.  B.  Brook  &  Son, 
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the  flat  side  must  always  be  used.  The  general  formation 
and  proportion  of  the  letters  are  quite  obvious  and  a 
detailed  description  of  them  is  not  considered  necessary. 

The  lower  case  or  small  letters  of  this  alphabet  have 
been  purposely  omitted  from  this  lesson  as  they  are 
considered  a  little  too  difficult  for  the  present. 

The  Shoe  Journal  will  welcome  any  inquiries  about 
points  in  card- writing  which  have  not  been  dealt  with 
in  sufficient  detail  in  this  course  so  far.  This  course  has 
been  followed  with  much  interest  by  retail  clerks  and 
others  who  are  becoming  good  store  card  writers  through 
the  instruction  obtained. 


Some  Stray  Shots 


"Go  not  forth  hastily  to  strive."  Be  the  last  in  the 
quarrel  and,  like  the  man  whose  quarrel  is  just,  you  are 
thrice  armed.  It  takes  two  to  make  a 
HOT-HEADS  quarrel — in  most  cases  two  fools.  By 
holding  off  and  keeping  cool  you  give  your 
adversary  a  chance  to  come  to  himself  and  yourself  an  oppor- 
tunity for  preparation  should  the  contest  be  unavoidable. 
Three-fourths  of  the  differences  amongst  men  can  be  adjusted 
with  the  exercise  of  forbearance  and  business  sense.  It 
never  pays  to  quarrel,  so  that  whether  you  win  or  lose  you 
are  the  loser.  Don't  be  like  the  churls  whom  the  boys  love 
to  torment  on  Hallowe'en.  It  never  seems  to  dawn  on  some 
men  how  ridiculous  they  can  make  themselves  by  "touchi- 
ness." Show  people  that  you  will  not  be  led  by  the  nose  by 
every  fool  that  throws  stones  at  your  door  or  flutters  a  red 
rag  in  your  face.  Every  time  you  lose  your  temper  and  fly 
off  the  handle  you  are  dissipating  capital.  Don't  throw  away 
your  self-control  any  more  than  you  would  your  money. 

This  topic  is  as  suggestive  as  it  is  gruesome.  Very  often 
it  happens  that  an  epitaph  means  nothing  more  than  giving 

a  good  character  to  a  man  on  his  going  into 
EPITAPHS        a  new  place,  who  was  generally  credited 

with  a  very  bad  character  in  the  place  he 
had  just  left.  Of  course,  there  is  a  good  deal  of  the  milk  of 
human  kindness  in  the  old  adage,  "Speak  nothing  but  good 
of  the  dead,"  but  it  might  be  more  useful  to  the  living  if  the 
adage  were  changed  to  "Speak  nothing  but  truth  of  the  dead." 
If  we  knew  that  the  men  who  are  afraid  to  tell  us  the  bitter 
truth  about  ourselves  while  we  live,  would  proclaim  it  from 
the  housetops  when  we  were  dead,  the  fear  of  such  post- 
humous disrepute  would  certainly  prove  a  powerful  incentive 
so  to  live  that  the  truth  would  only  add  to  our  credit  when 
we  had  "shuffled  off  this  mortal  coil."  That,  of  course, 
would  upset  all  the  tricks  of  trade,  where  dishonesty  and 
fraud  sit  enthroned,  and  rake  in  the  revenues  of  deceit,  but 
that  would  be  something  worth  while  calling  in  our  neighbors 
and  friends  to  rejoice  over.  It  would  be  a  hop,  skip  and 
jump  which  would  land  us  on  the  threshold  of  the  millennium. 
Epitaphs!  No  man  could  pass  through  a  genuine  truth- 
telling  cemetery  without  learning  a  lesson  on  the  value  of  a 
good  character  which  he  would  not  be  likely  to  forget.  Call 
it  what  you  like,  there's  a  truth-teller  in  every  man's  breast 
and  it  doesn't  need  a  stray  shot  from  Solomon  to  prove  it 
either.    Make  a  friend  of  the  truth-teller. 

There  is  a  great  deal  more  trouble  in  this  world  than 
there  need  be.    If  people  would  only  keep  out  of  strife  that 

does  not  belong  to  them  there  would  be 
KEEP  OFF       fewer  broken  noses.    A  man  was  passing 

down  one  of  the  side  streets  in  one  of  the 
slum  districts  the  other  day  and  came  upon  a  fellow  who  was 
thumping  his  wife  more  vigorously  than  law  or  custom  allows. 
He  interfered  and  managed  to  pull  the  brute  off  when  sud- 
denly he  received  a  blow  from  behind  with  a  coffee  pot.  The 
wife,  resenting  this  outside  interference,  had  joined  issue  with 
her  husband,  and  the  stranger,  finding  it  was  two  against  one, 


made  his  escape  a  somewhat  wiser  man.  "Whoso  breaketh 
an  hedge  a  serpent  shall  bite  him."  If  you  interfere  in 
trouble  that  is  not  your  own  you  may  expect  to  smart  for  it. 
If  you  go  where  a  row  is  in  progress  do  not  grumble  if  you  get 
hit  with  a  brick  or  get  clubbed  by  a  policeman.  Hedges 
and  fences  are  to  keep  people  out,  and  it  usually  pays  to  go 
round  to  the  gate  when  you  want  to  get  within  the  enclosure. 
Of  course,  if  you  are  looking  for  snakes  that  is  another  story. 
Hedges  are  the  place  to  find  snakes  and  double-barrelled 
shot  guns  with  men  behind  them,  and  if  you  are  really  looking 
for  trouble  you  will  find  plenty  waiting  for  you.  Law  break- 
ing will  always  be  more  or  less  popular  with  a  class  of  people 
with  whom  restriction  invites  opposition.  All  you  have  to 
do  with  these  idiots  is  to  make  some  regulation,  and  you  will 
see  them  wear  their  hair  off  on  the  inside  trying  to  get  around 
it.  This  kind  of  a  spirit  is  most  contemptible  whether  found 
in  the  common  criminal  or  the  refined  "thug"  who  esteems 
it  a  light  thing  to  break  faith  with  individuals  or  the  com- 
munity. 

People  are  much  better  than  we  are  apt  to  give  them 
credit  for.    It's  neither  wise  nor  safe  to  measure  other 

people's  corn  in  our  half  bushel.  It  is 
MORAL  astonishing  how  ready  most  of  us  are  to  use 

GHOULS  the  measure  with  regard  to  failings  and  how 

seldom  it  is  called  forth  to  take  account  of 
virtues.  The  meanest  thing  in  human  nature  is  this  ten- 
dency to  think  the  worst  instead  of  the  best  of  the  other 
fellow.  It  makes  us  moral  harpies  and  ghouls.  When  you 
find  a  man  everlastingly  digging  up  moral  carrion,  keep 
away  from  him  or  you  will  get  the  disease.  The  man  who 
sees  good  in  his  neighbor  is  the  "salt  of  the  earth."  If  it 
were  not  for  him  the  race  would  become  a  conglomeration 
of  moral  scavengers.  The  man  who  looks  upon  his  neighbor 
with  a  kindly,  charitable  eye  does  himself  as  well  as  his  fellows 
good,  for  "He that  despiseth  his  neighbor  sinneth  not  only 
against  society,  but  himself." 

The  fellow  who  is  always  trying  to  impress  you  with  his 
greatness  is  usually  small  potatoes.  The  big  man  is  the  one 
who  keeps  himself  in  the  background,  and 
HONOR  AND  does  not  come  to  the  front  until  he  is 
HUMILITY  "hollered"  for.  The  world  is  full  of  people 
who  are  dying  to  thrust  their  greatness  upon 
it,  but  it  will  have  none  of  them.  "  Before  honor  is  humility. " 
"Friend,  come  up  higher,"  is  the  word  that  has  to  be  spoken 
to  true  greatness.  The  man  of  the  hour  and  the  man  of 
yesterday  are  usually  two  most  contrasting  pictures.  From 
the  farm  to  the  throne,  from  the  log  cabin  to  the  White 
House,  from  the  tannery  to  great  military  leadership,  is 
not  the  unusual  commentary  upon  this  piece  of  Solomon's 
wisdom. 
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The  Latest  Ideals  in  Spring  Footwear 

Leading  Canadian  Manufacturers  Tell  What  They  Think  Will  Sell  Next  Season— The  Salient  Characteristics  of 
Some  New  Lines— Strapless  Pumps  and  Colonials  will  be  Popular— An  Interesting  Symposium. 


Do  you  like  the  new  spring  and  summer  samples? 
Do  you  think  they  will  "take?  "  How  generous  will  be  your 
orders? 

Travelers  are  now  on  the  various  routes  for  the  enter- 
prising shoe  manufacturers  of  Canada  with  as  splendid 
and  attractive  lines  of  spring  and  summer  offerings  as  have 
ever  been  presented  to  the  Canadian  trade.  The  showings 
in  lasts,  models,  and  leathers  are  right  up-to-the-minute, 
and  set  forth  the  latest  and  most  popular  ideas  and  designs 
that  prevail  in  the  realm  of  leather. 

Finer  samples  of  good  shoemaking  cannot  be  found 
in  any  country,  and  the  finish,  skill,  grace  and  craftsmanship 
which  are  revealed  in  the  offerings  should  satisfy  the  most 
exacting  and  fastidious.  In  recent  issues  the  Shoe  and 
Leather  Journal  has  presented  several  specimens  of  the 
new  models  and  also  described  the  leading  general  charac- 
teristics of  what  Canadian  men,  women  and  children  will 
wear  during  the  next  season.  It  is  interesting  to  note 
what  Canadian  manufacturers  themselves  have  to  say 
on  the  subject.  Here  are  a  few  observations,  and  others 
will  be  presented  in  later  editions.  It  is  not  possible  to  em- 
brace all  in  one  or  two  issues. 

Dupont  &  Frere,  of  Maisonneuve,  say: — "We  have 
just  completed  our  spring  samples'  sets  and  we  have  this 
year  a  high  toe  last  in  men's  and  women's  which  we  think 
will  be  of  a  great  demand;  also  we  are  this  year  obtaining 
a  new  process  so  as  to  have  our  special  brand  of  "D.  &  F." 
and  "Trustworthy"  guarantee  from  squeaking,  which  has 
always  been  the  greatest  trouble  in  the  making  of  shoes, 
especially  in  the  McKay." 

A  New  Department. 

Kirvan-Doig,  Limited,  of  Montreal,  write: — "The 
lines  which  we  are  featuring  this  season  are  numerous,  but 
our  Growing  Girls'  line  is  a  new  departure  for  us.  We  are 
making  these  in  the  blucher  and  button,  gun  metal,  tan  calf, 
and  patent  leather,  Goodsense  low  heel.  These  lines  are  all 
of  the  "Goodsense"  grade,  which  means  solid  leather 
throughout.  Another  line  which  has  been  favorably  received 
is  our  eight  strap  sandal,  for  misses  and  children.  We 
make  these  in  a  patent  with  a  patent  collar,  and  any  com- 
bination of  a  top.  We  are  also  showing  a  very  full  range 
of  pumps.  These  lines  are  still  popular  and  the  demand 
active.  We  make  these  in  patent,  gun  metal,  and  tan  calf, 
using  the  very  latest  corded  silk  bows,  which  make  this  line 
a  favorite  with  the  little  folk.  The  next  season  will  see  a 
very  big  demand  for  jockey,  button,  and  bal.  These  lines 
are  very  popular  for  misses  and  children  for  early  spring 
and  late  fall.  We  are  showing  a  full  range,  making  some  in 
a  gun  metal,  tan  calf  and  patent  leather  with  the  collar  effect. 
In  the  patent  leather  particularly,  we  make  any  combination 
of  a  top  that  the  trade  might  require.  In  our  Little  Gent's 
line  this  season  we  have  made  a  special  effort  to  produce  a 
shoe  that  will  give  good  wear,  as  well  as  having  a  very 
attractive  appearance. 

Tans  Will  Be  Strong. 

The  Murray  Shoe  Co.,  of  London,  Ont.,  declare  they 
expect  tans  to  go  pretty  strong  next  season,  and  are  showing 


a  good  range  of  these.  The  company  say  that  their  new 
lasts  are  all  of  the  high  toe  and  swing  variety.  Trims 
are  medium,  while  heels  are  also  of  a  medium  height.  Toes 
are  slightly  fuller  than  previously  on  their  new  spring  and 
summer  samples. 

The  Rowen  &  Ogg  Co.,  of  Guelph,  Ont.,  are  displaying 
several  classy  lines  for  women's,  misses',  and  children  with 
short  vamps,  high  arch,  closely  trimmed  edges,  swing  effect, 
and  high  full  toe.  They  report  a  growing  demand  for  but- 
tons, and  are  featuring  a  number  in  tans,  gun  metals,  and 
patents.  The  branded  name  of  the  footwear  of  this  new 
company  is  "The  Fashion  Shoe." 

Line  of  Sporting  Bluchers. 

J.  A.  &  M.  Cote,  Co.,  of  St.  Hyacinthe,  Que.,  report: — 
"We  are  making  only  heavy  staples,  and  do  not  pretend 
to  make  any  fine  lines.  We  are  adding  this  season  for 
spring,  191 2,  a  full  line  of  sporting  bluchers  in  black,  tan, 
olive,  and  pearl  storm  calf,  in  all  heights  from  7  inches  to 
15  inches,  which  will  be  Goodyear  welt.  We  also  make 
men's  Goodyear  welt  bluchers  on  up-to-date  lasts  and 
patterns  in  chrome  side  velours,  gun  metal,  and  box  calf. 
We  will  also  make  the  same  lines  and  on  same  lasts  and 
patterns  McKay  sewed.  All  our  Goodyear  welts  have 
solid  leather  counters,  heels,  and  box  toes.  We  will  make, 
besides  this  addition   our  ordinary  lines  of  heavy  staples. 

In  Medium  Priced  Staples. 

The  T.  Sisman  Shoe  Co.,  of  Aurora,  Ont.,  say  they 
have  just  completed  'their  first  year's  business  and,  not- 
withstanding the  many  hindrances  they  experienced  during 
the  first  part  of  it,  they  have  had  a  very  satisfactory  year. 
Prospects  for  the  coming  season  are  also  good,  and  the  com- 
pany expect  to  be  busy  all  through  the  winter  and  spring. 
"The  lines  of  goods  we  are  making  chiefly  are  of  a  medium 
priced  staple  line  in  men's,  boy's,  youth's,  women's,  misses ', 
and  child's  in  box  calf,  box  kip,  kangaroo,  russet  oil  grain, 
pebble,  Mennonite,  and  tan  elk  leathers.  In  the  latter 
we  have  a  special  run  on  the  6,  10,  and  13  inch  cuts,  with 
2  and  3  soles,  extension  edges,  fair  stitched,  and  viscolized 
bottoms.  These  make  up  very  handsomely.  Our  russet 
oil  grain  and  pebble  lines  have  also  been  good  sellers." 

Some  Advice  on  Pumps. 

The  Relindo  Shoe  Co.,  of  Toronto,  say  that  the  dis- 
tinctive feature  in  their  next  season's  line  will  be  the  display 
of  pumps,  in  all  leathers.  The  pump  question  is  one  that 
has  been  largely  confined  to  a  house  shoe  in  the  past,  but 
next  season  they  will  be  worn  as  a  street  shoe,  consequently 
they  are  being  made  on  stub  toe  and  stage  lasts,  to  make 
them  suitable  for  street  wear.  Some  of  them  have  been  made 
so  extreme  as  to  have  a  slip  sole,  and  tip.  The  toe  pump 
with  strap  will  almost  be  eliminated  in  next  season's  samples, 
excepting  in  the  cheaper  shoes.  The  shoe  that  will  take  the 
place  of  the  oxford  will  be  the  colonial  tie,  with  fancy 
buckles  of  all  descriptions,  the  oxford  being  almost  entirely 
confined  to  the  cheaper  lines.  The  stub  toe  and  short  vamp 
will  be  the  popular  sellers,  but  there  seems  to  be  a  tendency 
in  the  trade  to  slightly  lower  heels.     The  retailer  will  have  to 
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A  few  leading 
Spring  Styles  direct 
from  the  factory 


Button  Gun  Metal  Oxford.    Military  Heel. 
By  Rideau  Shoe  Co. 


Gun  Metal  Pump.     Cuban  Heel. 
By  Slater  Shoe  Co. 


Latest  Patent  Pump  with  Gun  Metal  Collar. 
By  Geo.  A.  Slater,  Limited. 


Patent  Oxford.    Military  Heel. 
By  Slater  Shoe  Co. 


Illustrations  by  Art 
Department  of  the  Shoe 
and  Leather  Journal. 
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exercise  very  careful  judgment  in  selecting  his  pump  last, 
without  a  strap,  so  as  to  make  it  fit  and  not  slip  at  the  heel. 
We  have  had  a  pump  last  specially  designed.  This  is  a  last 
made  with  a  wide  heel  seat  and  full  on  the  sides,  specially 
designed  for  this  purpose,  and  is  a  last  that  is  of  very  little 
use  to  the  manufacturer  outside  of  the  pump  patterns. 

Shape,  Build,  and  Material. 

The  G.  V.  Oberholtzer  Co.,  of  Berlin,  Ont.,  say  their 
spring  samples  embrace  all  the  newest  ideas  and  designs, 
and  are  right  up  to  date  in  shape,  build  and  material  as  re- 
gards toes,  heels,  and  in  trimming  they  report  business 
good,  and  the  outlook  as  encouraging. 

The  Fraserville  Shoe  Co.,  of  Fraserville,  Que.,  which 
were  incorporated  in  iqio,  and  bought  out  the  old  firm 
doing  business  on  the  same  style,  report  that  they  are 
going  strong  in  the  matter  of  specializing  on  children's  lines, 
and  are  presenting  a  variety  and  quality  that  they  believe 
will  command  a  splendid  trade.  The  company  have  five 
men  covering  Eastern  Canada,  and  report  the  business 
outlook  as  being  favorable. 

New  Effects  in  Men's. 

The  John  Ritchie  Co.,  of  Quebec,  speaking  of  their 
spring  styles,  say: — "In  men's  goods  we  have  introduced 
a  last  with  wide  high  toe  effect,  and  the  low  vamp  effect. 
On  it  as  well  as  all  our  old  lasts,  some  of  which  we  have 
remodelled,  we  have  a  full  and  attractive  line  of  blucher, 
bals  and  oxfords  in  tans  and  patents  and  velour  calf.  In 
women's  goods  we  have  introduced  a  new  last  for  bluchers 
and  oxfords  with  short  wide  high  toe  effects,  for  which  low 
vamps  and  high  heels  are  wanted.  We  have  full  lines 
of  patent,  tan,  and  dongola,  and  some  new  fancy  effects 
in  silk  toppings.  In  low  shoes  we  have  a  line  of  colonial 
tic  also  a  new  short  last  for  pumps  with  high  toe  and  low 
vamp.  For  the  coming  season  all  our  lasts  and  patterns 
have  been  carefully  remodelled  and  brought  up-to-date." 

An  Eastern  View. 

Tourigny  &  Marois,  of  Quebec,  reply  that  they  make 
a  medium  class  of  lines  with  first-class  styles,  and  every  one 
a  fitter,  just  the  thing  to  make  a  hit  with  the  masses,  high 
toes,  short  vamp,  and  close  trim.  "Our  specialties  are 
Goodyear  welt,  turn,  McKay  and  standard  screw." 

New  Theo  Strap  Pump. 

The  Macfarlane  Shoe  Co.,  of  Montreal,  say: — "For 
the  spring,  191 2,  we  have  put  in  four  new  lasts,  all  supposed 
to  be  the  latest  idea  of  the  last  maker,  and  each  one  is  just 
a  little  different  from  anything  before  shown  in  Canada. 
The  first  one  is  a  College  Girl's  last  in  a  neat  pointed  toe, 
carrying  a  medium  high  heel.  We  are  showing  this  in  all 
styles  and  leathers.  One  style  in  particular  is  the  new  Theo 
strap  pump.  By  changing  the  strap  from  the  ankle  to  the 
instep  we  have  a  shoe  which  will  not  slip  on  the  heel  or  gap 
at  the  sides.  The  second  is  a  new  Little  Gent's  last,  from 
8  to  ioyi  and  11  to  2,  which  we  are  showing  in  all  leathers, 
slip  or  singie  sole.  The  third  is  an  Infant's  new  last  in  a  full 
broad  toe  shown  in  all  leathers.  We  made  up  a  range  of 
high  Tjriced  turns  on  this  last.  The  fourth  is  an  Infant's 
new,  no-heel  last  in  a  very  full  toe,  something  the  high  class 
trade  of  Canada  has  been  asking  for.  We  have  had  quite 
a  demand  for  white  goods,  and  we  are  showing  white  buck- 
skin in  welts.  This  makes  one  of  the  best  white  shoes 
on  the  market  both  for  wear  and  appearance.    We  are  also 


showing  a  range  of  children's  and  misses'  colonials  in  all  lea- 
thers. Tan  calf  is  going  to  be  in  demand  next  season  more 
than  ever.  Another  feature  of  our  line  is  the  extension 
edge  turn  sole  for  infants  and  children.  We  are  showing 
it  in  all  styles  of  the  better  grades." 

Cultured  Lines  and  Feminine  Grace. 

The  Slater  Shoe  Co.,  of  Montreal,  observe: — To  "at- 
tain the  unattainable  "  is  a  difficult  task  at  any  time,  but  it  has 
been  done,  and  the  expressed  dictum  that  "You  can't  make 
ladies'  shoes  like  the  Americans  can"  has  been  disproved 
by  the  Slater  line  this  season.  There  are  years  of  work, 
of  planning  and  of  organization  behind  the  Slater  models. 
There  is  a  new  factory  for  women,  in  fact.  The  Slater 
travelers  are  out  with  the  new  lines  for  spring,  which  com- 
prises many  new  lasts  and  models  for  men  and  women. 
They  claim  that  the  Slater  shoes  retain  all  the  British- 
Canadian  merit  of  sterling  strength  and  dependability 
and  yet  possess  the  cultured  lines  and  feminine  grace  which 
in  most  cases,  denotes  fragility.  The  new  stage  last  with 
the  high  heel  and  short  vamp  is  one  of  the  attractive  models 
for  ladies,  while  the  other  lasts  are  all  worth  while  seeing. 
The  men's  lines,  also,  contain  many  new  and  attractive 
lasts  with  special  features  heretofore  shown  in  Canada; 
in  fact,  the  whole  line  of  men's  models  has  been  changed, 
modified  and  improved.  For  young  men  the  high  toe 
and  swing  last  will  be  featured,  and  for  gentlemen  of  more 
conservative  taste  the  high  toe  is  made  with  the  low  heel. 
The  new  styles  are  adapted  to  the  many  widths  and  shapes 
which  have  made  the  Slater  shoes  compact  in  stocking  up 
a  store.  The  sales  manager  of  the  Slater  Shoe  Co.  says 
that  a  shoe  merchant  can  save  from  $2,000  to  $3,000  in  stock 
requirements  if  he  handles  the  Slater  models  with  careful 
attention  to  both  the  uniformity  of  stock  and  the  variation 
in  models. 

High  Toes,  Moderately  High  Heels. 

The  Tebbutt  Shoe  &  Leather  Co.,  of  Three  Rivers, 
Que.,  report:— "We  have  made  the  largest  number  of 
Goodyear  samples  we  ever  made.  Many  are  in  the  tan 
Russia  calf  in  blucher,  bals,  and  oxfords  on  new  high  toes 
with  moderately  high  heels,  and  also  on  orthopedic  and 
variety  lasts,  with  medium  extension  sole  and  common 
sense  heels.  In  the  Doctors  Antiseptic  Waterproof  Lines 
there  are  many  new  features.  New  lasts,  new  hooks  and 
eyelets,  full  square  heels  made  of  the  best  chrome  and 
black,  waterproof  calf  and  special  chrome  box  calf.  In 
the  Professor  Gold  Cross  Line,  with  the  sanitary  cushion- 
etted  insoles  and  linings  we  have  added  new  lasts  that 
were  designed  by  us.  They  are  perfect  fitting  and  give  com- 
fort to  tender  feet.  The  shoes  are  made  in  the  finest  Rus- 
sia calf,  gun  metal,  and  vici  kid,  and  are  sanitary  homes 
for  sore  feet." 

Some  Fancy  Effects. 

The  Kingsbury  Footwear  Co.,  of  Montreal,  say  their 
selections  in  high  and  low  cuts,  colonial  ties,  and  pumps 
without  straps,  in  tans,  patent,  gun  metal,  and  other  leathers 
are  most  complete  and  distinctive.  In  both  plain  and  fancy 
designs  the  choice  is  wide  and  pleasing.  In  fancy  footwear 
are  some  artistic  inlaid  quarters,  a  few  with  attractive 
collars.  Others  in  button  and  blucher,  both  tan  and  patent, 
with  smart  vestings  and  fetching  ideas  in  the  way  of  facings 
and  foxing,  new  design  vamps,  and  ornate  stitching  are  pre- 
sented. An  especially  fine  line  of  pumps  with  corded  silk 
bows  and  trimming  around  the  top  as  well  as  an  admirable 
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presentation  of  colonials  is  shown.  In  other  creations 
the  lines  are  equally  representative,  and  large  orders  for 
the  "Kingsbury  Quality"  and  "America's  Beauty"  are 
being  booked. 

The  Popularity  of  Buttons. 

The  Weston  Shoe  Co.,  of  Campbellford,  Ont.,  report 
that  they  have  six  new  lasts — two  for  women  and  two  for 
misses,  one  for  girls,  and  one  for  infants.  They  are  going 
more  extensively  into  the  making  of  Goodyear  welts,  and  are 
using  a  special  line  of  oak  tanned  flexible  sole  leather.  They 
affirm  that  buttons  will  be  popular  in  all  lines.  They  are 
making  a  large  number  of  ankle  strap  pumps  and  pumps 
with  cross  straps  which  they  believe  will  prove  good  sellers. 
Short  vamps,  higher  toes,  and  closer  edges  will  be  leading 
features,  while  the  top  pieces  on  cuban  heels  will  be  a  little 
wider.  Patent,  tan  Russia  calf,  and  dull  calf  leathers 
are  employed  in  all  their  leading  lines.  Some  children's 
creations  in  patent  colt  with  dull  calf  top  and  others  in  tan 
with  high  toe  are  presented.  The  company  will  also  manu- 
facture a  full  and'  select  range  of  pumps  and  theodoras 
along  with  the  other  lines  specified  for  the  coming  spring 
and  summer  season. 

Tans  Will  Be  Shade  Darker. 

The  Regal  Shoe  Co.,  Toronto,  write  that  tans  will  be 
a  shade  darker  during  the  coming  spring,  and  that  toes  on 
all  the  high-priced  products  will  be  lower.  The  bold,  high 
and  extreme  toe  will,  perhaps,  prevail  to  a  very  large  extent 
on  the  cheaper  lines.  Low  cuts  would  be  principally  with 
two  and  three  eyelets,  and  will  come  in  gun  metal,  patents 
and  tans.  Pumps  will  be  made  chiefly  in  gun  metal  and 
patent.  Heels  would  be  from  i}4  to  \%  inches  in  height, 
and  the  better  grades  of  men's  shoes  will  have  high  spring 
arches.  All  frills  will  be  absent  with  us,  and  samples  will 
afford  real  evidence  of  splendid  shoemaking  rather  than  any 
far-fetched  effects.  "Edges  would  be  a  little  more  closely 
trimmed,  and  generally  our  best  goods  would  show  simple, 
graceful  and  attractive  lines." 

Some  of  the  Leathers. 

Underhills,  Limited,  Aurora,  Ont.,  declare  that  their 
spring  and  summer  samples  are  being  made  on  new  and 
up-to-date  lasts  and  patterns  in  the  following  leathers: 
elk,  tan  and  black,  box  kip  and  calf  (combination  black 
and  tan,  pebble),  Mennonite,  chrome,  grain,  etc.,  in  McKay, 
standard  screw  and  peg. 

Whites  and  Tans. 

J.  and  T.  Bell,  Linited,  Montreal,  say  that  in  their 
opinion  white  and  tan  footwear  will  predominate  for  next 
summer  wear,  and  they  are  showing  pumps  of  various  com- 
bination trimmings,  in  white  and  tan,  both  Colonial  effects, 
with  large  buckles  and  tongues,  and  seamless  pumps  with 
fancy  braids  blended  harmoniously  with  white. 

Their  representatives  are  carrying  a  line  of  Colonial 
trimmings  in  different  colors  and  styles,  with  tongues 
attached,  thus  enabling  the  retailer  to  order  pumps  without 
trimming,  and  trimming  them  with  Colonial  effects  or 
plain  fiat  bows.  They  are  showing  a  nice  line  of  gun  metal 
and  patent,  in  various  styles.  They  believe  the  button  boot 
will  predominate  for  the  classy  trade,  and  are  showing 
various  leathers.  The  principal  ones  are  white  bucks  with 
white  cravenette  cloth  tops  and  pearl  buttons,  white  linen 
boots  throughout,  with  calf  imitation  perforated  vamps  and 
tips,  and  with  glass  buttons. 

White  canvas  with  white  linen  crash  tops  and  ivory 


buttons.  On  men's  lines  they  are  showing  clean  styles,  with 
very  little  perforations  or  "gingerbread"  work,  as  they 
feel  the  neat  lines  will  appeal  to  the  high  class  trade.  They 
have  some  "doggy"  footwear  for  the  young  man  of  extreme 
tastes.  As  for  lasts,  they  are  mostly  short  vamps  and  high 
toes.  "We  have  had  a  call  for  a  high  toe  short  vamp  last 
to  carry  a  medium  height  heel,  and  are  showing  this  season 
a  last  'Toy  Toe 'to  meet  these  requirements.  We  can  use 
a  low  or  high  heel  without  destroying  the  proper  carriage 
for  the  foot.  Our  new  men's  last,  the  'Connaught,'  is  a 
medium  wide  high  toe,  short  vamp  effect,  and  meets  the 
requirements  for  merchants  to  fit  the  foot  with  narrower 
widths,  thus  giving  the  foot  a  more  graceful  appearance,  and 
more  pleasing  to  the  eye." 

The  James  Muir  Company,  of  Quebec,  say  their  spring 
and  summer  samples  are  right  up  to  the  mark,  but  do  not 
possess  any  new  features  other  than  those  which  have  been 
fully  and  ably  covered  in  the  articles  on  Canadian  Spring 
styles  appearing  in  the  Shoe  And  Leather  Journal 
during  the  past  few  weeks. 


How  Retailers  Deal  With  Approbation 

{Continued,  from  page  35) 

A  Purely  Local  Question. 

"We  think  this  altogether  a  local  question,  just  as  the 
credit  business  is  a  local  question.  Some  can  do  a  cash 
business  very  well,  while  others  would  be  very  foolish  to 
try  it.  Our  great  aim  is  service,  but  we  see  that  our  con- 
fidence in  our  customers  is  not  abused,"  say  the  Ryan- 
Devlin  Shoe  Co.  of  Winnipeg. 

"We  send  out  goods  on  approval.  Our  losses  are  almost 
nothing,  and  we  do  not  regard  the  practice  as  an  'evil.'  It 
can  be  overcome  by  the  average  dealer  making  up  his  mind 
to  stop  it.  We  send  goods  to  customers  who  have  accounts, 
but  if  we  do  not  know  the  callers  and  they  pay  for  one  pair, 
we  will  allow  them  to  take  two  or  three  other  pairs.  The 
requests  for  approbation  come  mostly  from  women  and 
children." 

Emphasize  Fitting  Facilities. 

"Chatham  is  not  a  very  large  place,  and  it  is  not  often 
that  a  stranger  asks  for  approbation.  If  the  goods  are  not 
returned  next  day  I  send  after  them,"  remarks  Alex.  Hall, 
of  Chatham,  Ont.  "I  have  a  few  requests  which  we  grant 
and,  as  to  losses,  it  would  be  through  missing  a  sale  if  I 
was  short  of  sizes.  I  usually  know  my  customers  pretty 
well  who  ask  for  goods  on  approbation.  The  applications 
do  not  come  from  men  but  from  women — usually  for  a  child 
who  is  not  present. 

"We  prefer  to  send  single  shoes  on  approbation  when 
we  can.  I  do  not  like  the  system,  and  the  way  to  overcome 
it  would  be  to  try  and  induce  customers  to  be  fitted  at  the 
store.  Tell  them  you  have  clerks  ready  to  fit  the  shoes 
and  they  can  have  a  better  selection  if  fitted  at  the  store 
than  with  a  couple  of  pairs  taken  home.  Cut  out  appro- 
bation altogether  if  possible." 


When  a  piece  of  machinery  squeaks,  or  rattles,  or 
pounds,  you  lay  it  on  one  side  until  it  is  made  fit  to  run 
Should  a  clerk  be  accorded  any  less  attention? 
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Hundreds  of  Shoemen  Visited  the  Fair 

Canadian  National  Exposition  Surpassed  all  Previous  Records— Displays  of  Shoe  Leather,  Rubber  and  Findings 
Houses  were  Decidedly  Attractive — Impressive  Exhibits  which  Presented  all  the  Latest  Ideas  to  the  Trade. 


The  Canadian  National  Exhibition  held  in  Toronto 
during  the  past  two  weeks  has  gone  into  history.  The  great 
fair  is  an  unfailing  barometer  of  the  growth  of  the  Dominion, 
reflecting  as  it  does  the  progress,  resources,  and  development 
of  the  country  more  accurately  and  impressively  than  any 
other  institution.  Each  year  the  patronage  grows  wider 
and  the  admirers  of  the  "big  show"  more  enthusiastic. 
The  attendance,  in  spite  of  several  days  of  cold  rainy  weather, 
was  87,000  ahead  of  last  year,  the  number  passing  through 
the  turnstiles  on  Labor  Day  being  151,000,  which  constitutes 
a  record. 

The  visitors  during  the  two  weeks  reached  926,000, 
and  in  1Q12  the  ambition  of  the  directors  to  pass  the  million 
mark  will,  in  all  likelihood,  be  realized.  Next  year  the 
exhibition  accommodation,  which  this  season  was  taxed 
to  its  utmost  capacity,  will  be  extended.  The  displays 
made  by  enterprising  manufacturers,  wholesalers  and  mer- 
chants were  highly  creditable  and  attracted  representatives 
of  different  trades  from  all  over  Canada.  The  exhibits 
made  by  leather  and  rubber  footwear  manufacturers,  tan- 
ners, makers  of  polishes,  and  findings  houses,  while  not 
numerous,  were  inviting,  and  their  booths  proved  to  be 
centres  of  much  interest  for  large  numbers  of  shoe  retailers. 
The  displays  were  equal  to  any  attempted  by  manufac- 
turers in  other  lines. 

Attached  will  be  found  a  brief  reference  to  each  of 
them  which  were  visited  by  hundreds  of  shoemen  from 
Ontario  and  the  other  provinces. 

Anglo-Canadian  Leather  Co. 

The  Anglo-Canadian  Leather  Co.,  of  Toronto,  whose 
tanneries  are  located  at  Bracebridge  and  Huntsville,  On- 
tario, had  certainly  one  of  the  most  unique,  original  and  elab- 
orate booths  in  the  Manufacturers'  Building.  It  was  a  neat 
and  attractive  structure  built  of  hemlock  and  oak  barks 
with  a  ground  bark  flooring.  The  roofing  was  also  of  bark. 
Small  hemlock  and  oak  shrubs  were  used  effectively  for 
decorative  purposes.  The  products  of  the  company, 
consisting  of  soles,  both  hemlock  and  oak,  counters,  heels, 
box  toes,  outsoles,  insoles,  top  lifts  and  tap  soles,  were 
employed  for  ornamenting  the  walls  of  the  structure  and 
fitted  in  admirably  with  the  rustic  scene.  Three  hundred 
sides  of  leather  were  also  shown,  as  well  as  the  various 
processes  of  tanning,  from  the  raw  hide  to  the  finished 
article,  and  the  materials  used  in  the  processes.  The 
entire  exhibit  was  sold  to  Valentine  and  Martin,  of  Waterloo, 
Ontario.  In  one  corner  stood  a  grandfather's  clock. 
Everything  about  the  booth  was  indicative  of  the  nature 
of  the  exhibit,  and  was  particularly  appropriate.  The 
cabin  roof  was  ornamented  with  flags,  deer  heads  and  horns. 
Cordova  and  Mount  Video  sun  dry  hides  were  shown,  as 
well  as  shoes  in  different  stages  of  manufacture,  where  the 
products  of  the  Anglo-Canadian  Leather  Co.  are  used. 
Outside  the  cabin  walls  hung  pictures  of  the  new  drying 
and  finishing  rooms  of  the  tannery  at  Bracebridge,  a  solid 
■  -Ticrete  structure,  525  feet  long  by  82  wide.  Different 
tanning  extracts  used  by  the  tanneries  were  also  shown. 
The  exhibit  afforded  a  liberal  education  to  all  interested  in 


leather,  and  added  considerably  to  the  prestige  and  popu- 
larity of  the  enterprising  company.  Souvenirs  were  given 
the  trade  in  the  shape  of  a  handy  clothes  brush.  About 
four  hundred  were  presented  to  visitors.  W.  J.  Baggs, 
western  Ontario  representative  of  the  firm,  was  in  charge, 


while  W.  J.  Heaven,  manager  of  the  Toronto  warehouse, 
paid  frequent  visits  to  the  fair  and  met  a  number  of  the 
friends  and  patrons  of  the  company. 


The  Gutta  Percha  Company 

"Hello!  Look  at  the  shoe  store!"  remarked  many  a 
passer-by  as  they  witnessed  the  exhibit  of  the  Gutta  Percha 
and  Rubber  Manufacturing  Co.  of  Toronto,  which  occupied 
a  prominent  corner  in  the  Manufacturers'  Building.  The 
shelving  was  filled  on  two  sides  with  neat  white  cartons 
of  uniform  size  and  labels  of  a  universal  design  which  were 
indeed  attractive.  They  bore  the  names  of  various  styles 
of  rubber  footwear  manufactured  by  the  company,  among 
the  showing  being  Melba,  Valinda,  Stella,  Zephyr,  Rita, 
Petite,  Winona,  Beatrice,  and  Louise.  The  effect  of  the 
arrangement  was  very  pleasing  and  elicited  many  expres- 
sions of  admiration.  At  each  corner  was  a  large  Maltese 
Cross  rubber  heel,  while  in  the  angle  of  the  room  was  a 
huge  Maltese  Cross.  At  night  when  these  were  brilliantly 
illuminated  with  electric  lights  the  sight  was  a  pretty  one. 
The  large  Maltese  Cross  was  flanked  by  two  great  rubber 
boots  three  feet  high.  In  the  centre  of  the  exhibit  were 
several  large  "hams"  of  crude  rubber  direct  from  South 
America,  and  in  two  handsome  silent  salesmen  showcases 
were  the  latest  designs  in  tennis  shoes  of  all  kinds  as  well  as 
rubber  footwear  of  every  type,  from  the  heavy  lumbermen's 
boot  to  fine  footholds.  There  were  also  miniature  produc- 
tions in  rubber  footwear  which  were  much  admired.  A 
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huge  rubber  plant  bloomed  quite  naturally  amid  its  congenial 
environs,  and  in  front  stood  another  mammoth  rubber 
boot.  Several  lines  of  mechanical  rubber  goods,  for  which 
the  Gutta  Percha  and  Rubber  Manufacturing  Co.  are  equally 
as  well  and  worthily  known  as  for  their  tennis  goods,  rubber 
footwear  and  rubber  heels,  were  also  displayed  in  a  large 


show  case.  The  exhibit  was  cleverly  planned  and  carried 
out  at  no  inconsiderable  pains  and  cost.  It  was  designed 
by  George  Cain,  assistant  manager  of  the  footwear  depart- 
ment, and  G.  C.  Yearsley  was  in  charge.  The  company 
also  made  a  very  creditable  display  at  the  Western  Fair 
in  London.  The  Gutta  Percha  and  Rubber  Manufacturing 
Co.  certainly  deserve  praise  for  the  enterprising  character 
of  their  exhibit. 

Charles  Tilley  &  Son. 
The  Canadian  National  Exhibition  has  a  double  meaning 
for  the  old  established  firm  of  Charles  Tilley  &  Son.  It 
signalized  the  moving  into  their  new  place  of  business 
at  90  Richmond  Street  West,  Toronto,  where  they  have 
one  of  the  finest  and  most  commodious  warehouses,  which 
will  afford  them  greater  facilities  for  the  manufacture  of 
their  dressings  and  polishes   (which  have  increased  over 
one  hundred  per  cent,  in  the  last  six  months),  and  they  also 
had  an  attractive  stand  in  the  Process  Building.    They  sold 
thousands  of  tins  of  their  famous  Regent  paste,  regular 
ten  cent  size  for  five  cents,  and  presented  each  purchaser 
with  a  pretty  fan  and  other  mementoes.    In  a  handsome 
show  case  were  displayed  a  full  line  of  findings  and  soft  sole 
shoes.    Arranged  on  a  large  pyramid  in  the  booth  were  the 
various  kinds  of  dressings  and  polishes  that  are  handled 
and  manufactured  by  this  enterprising  firm.    These  consist 
of  the  famous  Regent  pastes,  the   Sovereign  combination 
of  paste  and  liquid  dressing,  patent  leather  creams,  ladies' 
shoe  dressing,  gun  metal,  suede,  white  and  colored  dressings 
for  all  kinds  of  canvas  shoes.    The  exhibit,  which  was  taste- 
fully and  neatly  arranged,  was  the  centre  of  much  interest 
and  was  in  charge  of  H.  Turner,  chemist  of  the  firm.  A 
rushing  business  was  done  during  every  day  of  the  big 
fair. 

Canadian  Arrowsmith  Mfg.  Co. 

In  the  Process  Building  there  was  a  spot  which  was 
visited  by  many  men  and  women  who  suffered  from  foot 
discomfort.  The  Canadian  Arrowsmith  Mfg.  Co.,  251 
Queen  St.  West,  Toronto,  showed  twenty-two  different 
styles  of  foot  supports,  the  principal  of  which  were  the 


Arrowsmith  Adjustable  Arch  Prop  support  and  the  Surgeon's 
Foot  Brace.  The  exhibit  was  in  charge  of  Floyd  0.  Durant, 
sales  manager.  The  Arrowsmith  Adjustable  Arch  Prop 
is  made  of  German  silver,  and  some  of  its  advantages  are 
that  it  will  not  rust;  that  it  is  easy  and  comfortable  on  the 
foot,  and  can  be  gradually  heightened  as  the  condition  of  the 
foot  improves.  The  fingers  of  the  prop  can  be  brought 
against  the  side  of  the  arch  with  the  desired  pressure.  The 
Surgeon's  Foot  Brace  is  an  effective  relief  for  fallen  arch 
or  flat  foot,  and  the  object  is  that  it  braces  up  the  arch  and 
holds  it  in  its  natural  position,  relieving  the  strain  caused 
by  the  weight  of  the  body,  and  stopping  any  pain.  It  is 
prescribed  by  surgeons,  physicians,  and  orthopedic  special- 
ists. A  most  complete  showing  of  the  Arrowsmith  Adjust- 
able Prop  and  the  Surgeon's  Foot  Brace  was  made  in  an 
attractive  glass  show  case,  and  a  number  of  good  sales  are 
reported. 

Minister,  Myles  Shoe  Co. 

All  the  fine  new  spring  samples  of  the  Minister,  Myles 
Shoe  Company  of  Toronto  were  displayed  in  two  large 
attractive  show  cases  in  the  Manufacturers'  Building. 
They  evidenced  the  latest  conception  in  the  way  of  lasts, 
styles,  leathers  and  general  up-to-date  characteristics. 
The  Beresford  shoe  for  men,  and  the  Vassar  and  Miss 
Canada  for  women,  are  well  known  to  wearers  of  high  class 
Canadian  goods,  and  demonstrate  the  highest  points  in 
workmanship,  appearance,  finish,  and  quality.  The  show- 
ing embraced  pumps,  oxfords,  buttons,  bluchers,  and 
balmorals,  colonial  ties  and  some  extreme  high  cuts  in- 
patent,  tan  and  gun  metal.  In  low  cuts  were  seen  nubuck 
ooze,  satin,  velvet,  black  and  white  corded  silk  and  other 
materials.  The  short  vamps,  closely  trimmed  edges,  high 
arches,  elevated  full  toes  and  other  distinctive  features 


were  much  admired  as  setting  forth  all  the  latest  expres- 
sions in  fashionable  footwear.  One  and  two  hole  ties  in 
patent,  gunmetal,  tan  and  nubuck  were  conspicuously 
displayed,  as  well  as  colonials,  with  fancy  buckles  of  various 
description.  Tans  were  strongly  featured  and  also  dull 
leather  button  boots  and  button  oxfords.  All  the  samples 
were  right  up  to  the  minute  in  every  detail.    The  exhibit 
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was  in  charge  of  Gordon  Miles,  city  traveler,  H.  B.  McGee, 
Eastern  Ontario  representative,  J.  E.  Fawkes,  Western 
representative,  and  F.  P.  Myles,  secretary-treasurer 
of  the  company  who  have  won  a  foremost  place 
among  the  leading  shoe  manufacturers  of  the  Dominion. 
The  showing  in  wide  braid  and  corded  bows  won  favorable 
attention.  The  company  gave  away  several  souvenirs 
in  the  shape  of  shoe  horns,  button  hooks,  blotters,  and  other 
mementos,  and  the  walls  were  decorated  with  the  names 
of  their  well  known  brands  of  footwear. 

Beal  Bros.  Display. 

A  very  creditable  display  was  made  by  Beal  Bros., 
Limited,  of  Toronto,  in  the  Manufacturers'  Annex  under 
the  Grand  Stand.  Their  exhibit  was  visited  by  many 
customers  and  friends,  and  was  neatly  arranged.  It 
consisted  of  single  harness,  surrey  harness,  light  double 
harness,  and  heavy  cart  harness,  including  some 
handsome  horse  collars  and  splendid  harness  leathers. 
It  is  only  a  few  months  since  the  firm  embarked 
in  the  manufacture  of  harness,  and  already  they 
have  worked  up  a  fine  trade  while  the  superiority  of  their 
goods  is  readily  acknowledged.    In  an  attractive  show  case 


^t  the  front  of  the  booth  were  shown  a  variety  of  bridle 
fronts  and  housings  of  different  designs.  The  exhibit 
of  custom  boot  and  shoe  uppers  in  French  calf,  fine  Canadian 
calf,  dull  dongola,  box  calf,  tan  Columbia  calf,  tan  Russia 
calf,  all  glace  kid,  and  other  leathers  was  a  most  repre- 
sentative and  complete  one.  Other  goods  shown  were 
sporting  boots  and  moccasins  made  of  leather  tanned  by 
Beal  Bros,  own  special  process.  The  firm  also  exhibited 
several  samples  of  leggings.  They  deal  in  all  kinds  of  shoe 
findings  and  sole  leather.  Their  tanneries  are  located  at 
Uxbridge,  Ont.  The  exhibit  at  the  Canadian  National 
Exhibition  was  in  charge  of  William  A.  Beal,  the  aggressive 
sales  manager,  and  A.  Hyfield.  traveler  for  Eastern  Ontario. 
The  grouping  of  flags  over  the  booth  was  a  happy  feature. 

The  Goodyear  Welt  System. 

In  the  Process  Building  one  of  the  outstanding  feature55 
was  the  exhibit  of  the  United  Shoe  Machinery  Co.,  telling 
the  fascinating  story  of  the  modern  shoe  in  every  revolu- 
tion of  the  wonderful  Goodyear  welt  machines.  The 
interesting  exhibit  was  daily  watched  by  thousands  and 
the  remarkable  rapidity  and  absolute  accuracy  with  which 
every  machine  did  its  work  was  a  revelation  to  those  inter- 
ested in  the  process  of  manufacturing  Goodyear  welt  foot- 


wear. The  Minister,  Myles  Shoe  Co.  of  Toronto  had  in- 
stalled a  model  factory  presenting  the  methods  employed 
and  the  materials  used.  About  thirty  boot  and  shoe  workers 
from  the  factory  were  on  hand  and  some  eighty  pairs  were 
turned  out  each  day.  Several  visitors,  after  observing  the 
wonders  of  twentieth  century  shoemaking,  ordered  shoes 


United  Shoe  Machinery  Co.'s  shoe  making  operations  at 
Toronto  Exhibition. 


right  there  and  then  and  took  them  home  as  souvenirs, 
both  sensible  and  substantial,  of  the  exhibition.  Hundreds 
of  booklets  were  given  away  telling  in  plain,  simple  and 
entertaining  style  of  "How  Goodyear  welt  shoes  are  made." 
Through  the  perfection  and  facilities  of  the  Goodyear  welt 
system,  Canadian  made  shoes  now  stand  equal  to  any 
produced  in  the  world,  while  the  industry  has  become  the 
sixth  in  importance  in  the  Dominion  and  is  growing  enor- 
mously. The  operators  were  supervised  by  Alfred  and 
Harry  Minister  and  George  Bell  of  the  Minister,  Myles 
Shoe   Co.    Charles  T.   Cahill,   manager  of  the  publicity 


United  Shoe  Machinery  Co.'s  exhibit  at  Quebec  Exhibition. 

department  of  the  United  Shoe  Machinery  Co.  (whose 
immense  factory  is  located  at  Beverly,  Mass.)  and  Patrick 
Hogan,  also  of  the  head  staff  were  on  hand.  An  interesting 
announcement  is  that  the  United  Shoe  Machinery  Co. 
made   very   creditable   exhibits   this   year   at  Vancouver 
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Exhibition,  where  the  machines  were  run  by  employees  of 
the  J.  Leckie  Co.,  Limited,  and  at  the  exhibition  in  Quebec 
City,  where  the  operations  were  under  the  direction  of  J.  B. 
Drolet  &  Co.'s  men.    At  both  of  these  fairs,  as  well  as  the 


Another  view  of  a  model  shoe  factory  at  Quebec. 

Canada  National,  the  education  of  the  masses  in  the  making 
of  fine  shoes  was  given  a  wonderful  impetus. 

The  Scholl  Manufacturing  Co. 

To  those  who  have  suffered  with  weak,  broken  down 
arches,  fallen  instep  and  other  pedal  ailments,  the  Scholl 
Arch  Supports  and  Foot-easers  have  come  as  a  boon  and 
a  blessing.  They  are  made  by  the  Scholl  Mfg.  Co.,  whose 
Canadian  factory  is  located  at  472  King  Street  west,  To- 
ronto. The  company  have  built  up  a  large  trade,  and  their 
product  is  sold  from  one  end  of  the  Dominion  to  the  other 
by  shoe  dealers  and  druggists.    The  Scholl  Foot-easer  is 


fortable  and  light,  serving  as  a  cushion  for  the  foot.  The 
scientific  and  practical  ideas  embodied  in  its  construction 
make  it  perfectly  self-adjusting  to  any  foot  with  either  high 
or  low  instep.  It  prevents  the  foot  stretching  out  and 
moving  forward  in  the  shoe  and  affords  immediate  relief 
by  firmly  holding  up  the  arch.  It  equalizes  the  weight  of 
the  body  and  takes  it  off  the  ball,  relieving  all  callouses, 
corns  and  bunions.  Every  principle  of  anatomical  con- 
struction has  been  observed  to  relieve  and  cure  all  pedal 
troubles.  The  firm  also  manufacture  Dr.  Hall's  Foot  Rest, 
the  Re-Form  Arch  Support,  the  Korrecto  Instep  Arch, 
the  Fischer  Bunion  Protector,  the  Heel  Tread  Shank  Cush- 
ion, and  other  widely  known  articles.  E.  B.  Landon  and  C. 
Vermilyea  were  in  charge  of  the  exhibit,  which  was  interesting 
and  instructive.  Dr.  Scholl,  of  Chicago,  the  inventor 
of  the  Scholl  Foot-easer  which  is  made  of  German  silver 
and  leather,  was  a  delighted  visitor  at  the  big  exhibition. 

The  Nugget  Polishes. 

The  term  Nugget  is  familiar  to  all  footwear  purchasers 
as  it  suggests  a  lasting,  brilliant  and  easily  applied  polish- 


worn  in  a  regular  size  shoe  and  can  be  changed  quickly  from 
one  pair  to  the  other.  It  prevents  tired,  aching  feet,  makes 
walking  easy,  and  rests  the  entire  body,  It  absolutely 
eases  the  foot,  the  nerves  and  the  body,  and  is  very  corn- 


one  that  will  not  injure  the  leather  but  will  give  it  longer 
life  and  wear.    The  Nugget  Polish  Co.,  whose  Canadian 
head  offices    are    at    67  Adelaide  Street  East,  Toronto, 
have  achieved  a  wide  sale  for  their  goods,  which  are  known 
in  all  parts  of  Canada  and  sold  by  leading  retailers  in  every 
province.    The  display  was  admirably  arranged  and  em- 
braced the  famous  Nugget  polishing  outfits  in  metal  and  card- 
board boxes,  also  pastes  and  cleaners  for  all  kinds  of  shoes. 
The  Nugget  White  Cleaner  was  strongly  featured  and,  like 
the  other  "  Nuggets, "  contains  no  acids  to  injure  the  material 
on  which  it  is  used.    It  will  not  rub  off  and  soil  the  clothing. 
The  Nugget  paste  polishes  are  not  affected  by  water  and  the 
slogan  of  the  company  is  that  their  preparations  will  "  double 
the  life  of    your    shoes."    Hundreds    of  tins  were  sold 
and,  with  every  sale,  was  given  a  box  and  other  souvenirs 
for  the  children,  while  the  famous  Square  puzzles  were 
handed  out  by  the  thousand.    Free  shoe  shines  were  be- 
stowed.   The  recent  diploma  awarded  the  company  for 
their  excellent  display  at  Winnipeg  Exhibition  was  shown, 
while  a  number  of  artistic  cards  written  in  a  catchy  style 
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added  to  the  attractiveness  of  the  booth  which  was  in 
charge  of  W.  F.  McNeill,  the  Canadian  manager,  and  L.  R. 
Howard.  The  firm  also  exhibited  at  the  London  exhibition 
and  at  Ottawa  and  Halifax.  T.  W.  Hart  looked  after  their 
interests  at  the  latter  two  cities,  and  L.  R.  Howard  at 
London.  Thus  the  name  and  fame  of  Nugget  is  ever  kept 
before  the  Canadian  public. 

Relindo  Shoe  Company. 

The  Relindo  Shoe  Co.,  of  Toronto,  had  a  natty  display 
of  fine  footwear  in  the  Manufacturers'  Building,  which  was 
in  charge  of  George  J.  Cowling,  city  traveler.  The  showing 
in  pumps  and  colonials  was  particularly  fetching,    and  re- 


presented all  the  spring  and  summer  models  in  both  Goodyear 
welts  and  McKays.  There  was  also  a  wide  range  of  button 
shoes  for  women,  bluchers,  bals  and  one  or  two  hole  ties, 
revealing  the  highest  class  of  workmanship,  finish  and  artistic 
taste.  Pumps  were  shown  in  tans,  vici  kid,  velours,  patent, 
gun  metal,  velvets,  suede  and  different  colored  leathers. 
Colonials  were  displayed  in  patent,  velours,  tan  and  other 
materials  with  oxydized  and  other  beautiful  buckles.  A  tan 
button  shoe  on  the  new  stage  last  with  moire  top  was  fas- 
cinating and  also  an  all  moire  silk  button.  A  King  satin 
shoe  with  a  fancy  corded  design  on  the  vamp  and  tip  was 
a  pleasing  specimen  of  the  spring  offerings.  Among  other 
leading  lines  were  noticed  a  white  canvas  button,  a  tan 
button  with  a  corduroy  top,  a  white  canvas  oxford  and  a 
blue  canvas  oxford.  Pumps  without  straps  but  with  rhine- 
stone  buckles,  and  other  ornaments,  on  the  new  stub  toe 
and  stage  lasts  were  featured.  The  short  vamps  were  greatly 
admired.  The  heels  are  slightly  lower  than  those  of  a  year 
ago.  The  new  pump  last  of  the  Relindo  Shoe  Co.  is  a  good 
fitter  and  will  not  slip  at  the  heel.  The  heel  seat  is  wide 
and  full  on  the  sides,  being  especially  designed  for  street 
wear  and  some  of  the  pumps  have  a  slip  sole  and  tip. 


Fastening  the  Bows  on  Pumps 

To  the  Editor  of  The  Shoe  and  Leather  Journal: 

Sir:- -Permit  me  in  writing  you  to  say  at  the  outset 

that  I  am  well  pleased  with  your  paper  and  consider  it  has 

greatly  improved  of  late. 

It  compares    favorably  with  the  best  American  shoe 

journals;  in  some  respects  I  believe  it  is  superior  to  them. 


I  was  very  much  pleased  with  your  full  and  exhaustive 
treatment  of  the  Rubber  Situation  last  spring.  While  you 
take  a  fair  and  independent  position,  as  you  have  in  the  past, 
uninfluenced  by  powerful  combinations,  the  retailers  will, 
I  believe,  put  their  trust  in  your  paper,  as  in  a  friend. 

Along  the  line  of  suggestions  you  will  find  that  retailers 
like  to  have  their  smaller  troubles  dealt  with,  and  appreciate 
any  pains  that  their  journal  may  be  at  to  correct  these. 

For  instance,  there  is  the  matter  of  the  fastening  of 
bows  on  pumps.  I  find,  the  Americans  are  ahead  of  us  in 
that.  Retailers,  as  a  rule,  have  no  appliances  for  refastening 
these,  and  the  result  is  that,  as  a  rule,  pumps  with  the  bows 
off  find  their  way  to  the  bargain  counter.  If  they  come  off 
in  wear  the  customer  is  annoyed.  I  think  there  should  be 
as  little  likelihood  of  a  bow  coming  off  as  of  a  heel  coming 
off.  It  seems  to  me  that  the  lack  of  thoroughness  in  execut- 
ing some  of  the  smaller  details  in  these  lighter  lines  opens 
the  way  for  the  comparatively  large  importation  of  that 
class  of  goods  from  across  the  border.  I  am  glad  to  say  that 
there  are  some  notable  exceptions  to  the  general  rule  of 
insecure  fastening  of  bows. 

Hoping  that  you  may  have  success  in  all  your  efforts 
to  improve  the  condition  of  the  shoe  trade  in  all  its  branches, 
I  am,  yours  very  truly, 

TUTTLE'S  SHOE  STORES, 

Per  W.  L.  Tuttle. 

Halifax,  N.S.,  Sept.  8th,  191 1. 


Methods  of  an  Eastern  Shoeman 

Frank  C.  Sheppard,  of  Smith's  Falls,  Ont.,  has  been 
in  the  shoe  business  for  over  three  years  on  his  own  account, 
succeeding  J.  Giles  at  the  Ideal  Shoe  Store.  He  makes  a 
specialty  of  repairing  and  his  terms  are  strictly  cash.  On 
the  left  hand  side  Mr.  Sheppard  has  adopted  the  uniform 
carton  system.  At  present  when  a  pair  of  boots  are  taken 
out  of  the  box  it  is  turned  around,  as  seen  in  the  picture. 
This  the  proprietor  says  he  intends  to  change  and  put  some 
little  mark  on  the  lid,  so  that  when  a  carton  is  empty  he  will 
just  have  to  turn  the  lid  around.  In  this  way  he  can  tell 
the  empty  boxes  from  the  full  ones  and  at  the  same  time 


Interior  of  Mr.  Sheppard's  Store. 

have  them  uniform.  The  left  side  of  the  Ideal  Shoe  Store 
is  divided  in  9  sections,  as  follows:  1.  Women's  But.  Bts; 
2.  Women's  Lace;  3.  Women's  Oxfords;  4.  Misses'  But. 
and  Blu;  5.  Children's;  6.  Little  Gent's;  7.  Boys'  and 
Youths';  8.  Men's  Blue,  and  Bal;    9.  Men's  Cong. 
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Getting  After  the  Hand-Bag  Trade 

How  One  Montreal  Firm  Does  It— Nothing  Like  Strong  Well  Arranged  Window  Displays— No 
Reason  Why  Retail  Shoemen  Should  Not  Make  a  Profit  on  This  and  Kindred  Lines. 


Why  a  shoeman  should  sit  tamely  down  and  allow  the 
business  that  is  to  be  secured  by  handling  ladies'  hand-bags 
to  go  by  default  is  more  than  the  average  man  can  fathom. 
And  yet  this  is  being  done  all  the  time  by  many  of  them. 
Why  should  the  woman  in  search  of  a  good  hand-bag  be 
compelled  to  go  to  the  general  store— that  is,  supposing  the 
latter  does  not  handle  shoes— to  satisfy  her  wants?  Is  it 
logical  ?  If  the  shoeman  handles  leather  goods  for  the  feet, 
why  not  for  the  person  also?  He  can  do  so  if  he  will  at  a 
small  initial  outlay,  and  make  a  good  profit  thereby  as  well 
as  instal  a  side-line  in  his  leather  goods  department  that  will 
prove  a  good  feeder  for  his  shoe  section  proper. 

Such  a  line  of  goods  works  in  very  well  with  trunks, 
bags  and  suitcases.    In  fact,  there  is  no  reason  why  a  few 


fall  stock  of  hand-bags.  The  intelligent  thought  given  to 
the  planning  of  this  display  is  apparent  at  a  glance.  All  the 
latest  varieties  of  ladies'  hand-bags  are  represented  and 
many  of  the  old-time  favorites.  But  they  are  uniquely 
arranged,  and  the  whole  display  is  perfectly  balanced. 

Add  Greatly  to  the  Effect 

Note  the  important  part  played  by  the  handsome  stands. 
These  are  brass-finished,  and  of  the  latest  and  most  grace- 
ful patterns,  and  add  greatly  to  the  appearance  of  the  display 
as  a  whole.  The  handsome  draperies  around  the  left-hand 
and  centre  stands  add  a  certain  touch  of  exclusiveness  to 
the  window,  which  is  still  further  enhanced  by  the  handsome 
background  of  weathered  oak,  the  effective  show  card,  and 


An  Effective  Featuring  of  Ladies'  Hand-Bags  by  Goodwin's,  Limited,  Montreal. 


umbrellas  should  not  be  added  as  well.  When  a  pair  of  rub- 
bers is  bought,  there  is  opened  up  an  excellent  chance  for 
an  umbrella  sale,  and,  as  with  the  hand-bags,  the  initial 
outlay  is  not  large,  varying,  of  course,  according  to  circum- 
stances. Intelligent  sorting  orders  will  always,  keep  the 
stock  up  to  par  without  any  trouble. 

Must  Be  Aggressive 

In  handling  side-lines  of  this  nature,  however,  the  same 
amount  of  hustle  that  brings  success  in  any  other  line,  must 
be  apparent.  Hand-bags  or  umbrellas  will  not  sell  them- 
selves. They  must  be  featured  early  and  cften,  and  there 
is  no  way  by  which  this  can  be  done  better  than  by  window 
displays. 

Here  is  a  case  in  point:  The  illustration  herewith  shows 
how  Goodwin's,  Limited,  of  Montreal,  featured  their  new 


the  handsome  lights,  which,  however,  are  not  in  evidence  in 
the  photo,  being  close  to  the  ceiling. 

Every  shoeman  can  imitate  such  a  display,  or  even  create 
one  from  his  own  ideas  at  slight  expense.  If  carefully 
planned,  and  developed,  it  will  mean  increased  business,  not 
only  in  the  trunk  department,  but  also  in  every  section  of 
the  shoe  store.  Now  is  the  time  to  try  it.  When  finished 
leave  the  window  lighted  at  night. 


The  man  who  prefaces  his  remarks  with  "Are  there 
any  ladies  around?"  is  a  man  whose  trade  can  be  spared. 
That  sort  of  talk  has  no  place  in  a  store. 


The  mail  order  houses  thrive  best  in  the  sections  where 
the  local  business  men  are  dead  ones. 


With  the  Members  of  the  Trade 

Breezy  News,  Notes  and  Happenings  Regarding  Retailers,  Manufacturers,  Tanners  and  Wholesalers — What  Is 
Going  On  During  September — Some  Paragraphs  of  Interest  and  Instruction. 


J.  Goodman  has  started  business  as  a  shoe 
retailer  in  Edmonton,  Alta. 

W.  B.  Lawson,  iqS  Dundas  Street,  Lon- 
don, is  retiring  from  the  shoe  business. 

Robert  Akers  has  embarked  in  the  shoe 
business  at  Grand  View,  Man. 

Xoel  O.  Rock  is  the  name  of  a  new 
boot  and  shoe  firm  in  Hazelton,  B.C. 

F  X.  Faucher  &  Co.,  shoe  dealers, 
Grand  Mere.  Quebec,  have  assigned. 

Fred  Daub,  of  Hespeler.  Ont.,  has  sold 
h i ^  shoe  business  to  O.  M.  Wachsmuth. 

Mr.  O'Keefe  has  started  in  the  shoe 
business  on  South  Main  Street,  Welland. 

The  Northern  Tannery  Co.  will  begin  the 
erection  of  a  new  plant  at  Edmonton. 

C.  F.  Hayes,  superintendent  of  the  Ayl- 
mcr  Boot  and  Shoe  Co.,  Aylmer.  Ontario, 
-pent  a  few  days  in  Toronto  last  week. 

W.  E.  Armstrong,  of  the  traveling  staff 
of  McLaren  &  Dallas,  Toronto,  who  has 
been  ill,  is  rapidly  improving. 

\V.  J.  Detweiler,  the  progressive  shoe 
man  of  Sault  Ste.  Marie,  Ont.,  was  in 
Toronto  last  week  on  business. 

F.  G.  Wilkinson,  of  Owen  Sound,  was 
in  Toronto  this  week,  calling  upon  the 
trade. 

H.  V.  Tillcy,  of  Chas.  Tilley  and  Son, 
Toronto,  was  in  Boston  last  week  on  a 
business  trip. 

C.  N.  Okc,  shoe  retailer,  St.  Catharines, 
Ont..  has  removed  from  61  St.  Paul  St.  to 
21  James  St.,  in  that  city. 

A.  L.  Dupont,  of  Dupont  &  Frere,  shoe 
manufacturers,  Maissoneuve,  was  in  To- 
ronto last  week  on  business. 

L.  A.  Schneider,  of  the  Barrie  Shoe 
Manufacturing  Co.,  Barrie,  spent  a  few 
days  in  Toronto  on  business  last  week. 

M.  Lcbser  has  started  business  in  the 
retail  shoe  Itusiness  at  i  St  Catherine  St. 
West,  Montreal. 

J.  W.  Colling,  shoe  retailer,  of  Moose 
Jaw,  Sask.,  lias  disposed  of  his  business 
to  J.  H.  Buffett. 

Walter  Smardon,  of  the  Smardon  Shoe 
Co.,  Montreal,  was  in  Toronto  last  week 
on  business. 

('.  F.  Hurlbut,  of  the  Murlbut  Shoe  Co.. 
Preston,  Ont,  was  in  Toronto,  for  several 
days  last  week  on  business. 

W.  F.  Martin,  sales  manager  of  the 
Kingsbury  Footwear  Co.,  Montreal,  was 
in  Toronto  this  week  on  business. 


Mr.  Anderson  of  the  Cook-Fitzgerald  Co., 
London,  was  an  interested  attendant  at  the 
Toronto  Exhibition. 

Mr.  Thorne  of  Thorne  Bros.,  of  Mitchell, 
Ont.,  was  a  visitor  to  Toronto  last  week,  and 
called  on  the  trade. 

G.  W.  Schierholtz,  shoeman  of  Elmira, 
Ont.,  is  retiring  from  business  owing  to  ill 
health. 

The  Standard  Shoe  Co.  have  begun  busi- 
ness as  boot  and  shoe  manufacturers  in 
Montreal. 

The  travelers  of  L.  H.  Packard  &  Co., 
Montreal,  are  now  out.  and  are  carrying 
some  particularly  attractive  new  lines  in 
children's  boots  and  shoes  for  spring,  1912. 

Bert  Deville,  representing  C.  Parsons  & 
Son,  wholesale  leather,  Toronto,  has  re- 
turned from  a  successful  business  trip  to 
the  Coast. 

J.  A.  Smith,  Western  Canada  represen- 
tative for  D.  D.  Hawthorne  &  Co.,  of  To- 
ronto, left  last  week  for  the  prairie  prov- 
inces on  an  extended  business  trip. 

The  ifriends  of  C.  F.  Tugman,  proprietor 
of  the  Royal  Shoe  Store,  Toronto,  are  con- 
gratulating him  on  the  advent  of  a  young 
shoe  man  in  his  family. 

Philip  Pocock,  president  of  the  London 
Shoe  Company,  London,  has  been  in 
Winnipeg  and  other  Western  points  on  a 
business  trip. 

M.  J.  Parsons  is  now  the  Western  On- 
tario representative  of  C.  Parsons  &  Son, 
Toronto.  He  is  covering  'the  territory 
with  good  results. 

A.  Hyfield,  Eastern  traveler  for  Beal 
Bros.,  Toronto,  who,  with  his  family, 
has  been  spending  some  time  at  Welling- 
ton, Ont.,  has  returned  to  his  ground. 

Jasper  Phillips  and  J.  H.  Erb  of  the  Solid 
Leather  Shoe  Company,  Preston,  Ontario, 
were  in  Toronto  last  week  attending  the 
Exhibition. 

James  Robinson,  of  Montreal,  who  has 
been  spending  several  months  in  Europe 
and  has  had  a  delightful  trip,  expects  to 
reach  home  about  October  1st. 

T .  J.  Mowat,  late  of  the  Neill  Shoe  Store, 
Peterboro,  Ontario,  has  been  appointed 
manager  of  the  Neill  Shoe  Store,  in  Gait, 
Ontario. 

The  market  for  fine  grades  of  Para 
rubber  has  shown  a  stronger  tone  for  a 
few  days.  The  quotation  on  the  15th  inst. 
was  $1.16. 


Ames-Holden  ,McCready,  Montreal,  have 
declared  a  quarterly  dividend  of  one  and 
three-quarter  per  cent,  on  the  preferred 
capital  stock  of  the  company. 

N.  J.  Bordeaux,  representing  Jackson  & 
Savage,  Montreal,  makers  of  the  Scout  shoe 
for  boys,  and  also  the  Regina  Shoe  Co., 
Montreal,  is  at  the  King  Edward  Hotel, 
Toronto,  with  representative  lines. 

The  shoe  last  factory  of  Armand  Boyer, 
33  Boucher  Street,  Montreal,  was  badly 
damaged  by  fire  last  week.  The  flames  had 
gained  great  headway  before  the  firemen 
arrived. 

Charles  Holden,  manager  of  the.  Canadi- 
an Consolidated  Rubber  Company's  branch 
at  Winnipeg,  has  been  appointed  assistant 
general  manager  of  the  company  for  West- 
ern Canada. 

The  shoe  stock  of  E.  A.  Lewis,  826 
Yonge  Street,  Toronto,  who  recently  made 
an  assignment,  has  been  sold  to  Thomas  H. 
Bigwood,  630  Queen  Street  West,  Toronto, 
at  72%  cents  on  the  dollar. 

A.  W.  Blachford,  president  of  Blachford, 
Davies  &  Co.,  Toronto,  who  has  been 
spending  the  past  few  months  at  his  sum- 
mer home,  Mazenga,  Muskoka,  has  return- 
ed to  Toronto  after  a  pleasant  outing. 

A.  Wellwood,  shoe  retailer,  1250  Bloor 
Street  West,  Toronto,  who  has  been  ill 
for  some  weeks  with  typhoid  fever,  is 
rapidly  recovering,  and  will  soon  be  able 
to  resume  his  duties  in  the  store. 

The  W.  B.  Hamilton  Shoe  Co.,  of  To- 
ronto, makers  of  the  Model  Shoe,  present- 
ed all  visitors  to  the  Exhibition  who  gave 
them  a  call  with  a  neat  pocket  knife  suit- 
ably inscribed. 

J.  K.  Lowry,  for  several  years  secretary 
to  Alfred  O.  Beardmore,  of  Beardmore  & 
Co.,  Toronto,  has  gone  to  Saskatoon, 
Sask.,  where  he  enters  the  real  estate  and 
insurance  business. 

C.  N.  Can  dee,  secr  etary  of  the  Gutta 
Percha  and  Rubber  Manufacturing  Co.. 
lias  been  on  an  extended  fishing  trip  to 
various  points  and  thoroughly  enjoyed  his 
holiday. 

Wm.  Chamberlain,  representing  Getty  & 
Scott,  of  Gait,  Ont.,  is  at  the  King  Ed- 
ward Hotel,  Toronto,  showing  a  splendid 
range  of  spring  and  summer  samples,  which 
are  appealing  strongly  to  the  trade. 

Mr.  Gibson,  of  Gibson  &  Ross,  shoe  re- 
tailers, Woodstock,  N.B.,  accompanied  by 
his  wife,  was  a  visitor  to  Toronto  Exhi- 
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tion.  He  ailso  visited  London  and  Niag-  wear  establishment  at  55  Hastings  Street,  it  is  growing  better  and  brighter  every 
ara  Falls.  have  opened  another  store  a  few  Mocks  year.    He  is  a  most  enthusiastic  shoeman. 

:  W.  G.  Downing,  of  Brandon,  Man.,  who  a'wa^  °"  fe  SamE  Street'  • and  *      A.    E.    Cudmore,  954  Gerrard  St.  East, 

for  the  last  ten  or  twelve  years  has  ably  br  tra  Toronto,    has    secured    the    lease    of  the 

represented  the  Williams  Shoe  Co.  of  r  j?  Young,  of  Stayner,  Ont,  who  con-  store  next  door  to  his  present  stand,  and 
Brampton,  Ont.,  in  the  West,  was  in  To-  ducts  a  successful  shoe  business  and  a  will  remove  next  month.  His  new  prem- 
ronto  for  several  days  last  week.  repair  shop,  was  in  Toronto  attending  the  ises  will  be  70  feet  deep  and  18  wide, 

The  Western  Leather  Goods  Co  To-  Exhibition.  Mr.  Young  is  police  magis-  with  double  show  case  windows.  He  in- 
ronto,  have  removed  from  tot  King  St.  trate  of  Stayner.  He  says  that  the  com-  tends  installing  a  complete  shoe  repair 
West  to  1 191  Bathurst  St.    The  sales  room  munity  is  a  law-abiding  one,  and  that  he  outfit. 

will  be  continued  in  the  old  premises  has  not  much  to  do  in  the  line  of  dispens-  Q  Q  9haWi  general  manager  0t  the 
until  the  end  of  the  year.  inS  justice.  Anglo-Canadian   Leather   Co.,   and  Frank 

Charles  Fice,  representing  J.  and  T.  Bell,  In  the  big  procession  on  Labor  Day  in  Mosbaugh,  the  c'hemist  of  the  company, 
Montreal,  is  in  Toronto,  with  a  complete  Toronto  the  Minister,  Myles  Shoe  Co.  had  came  down  from  Huntsville  and  spent  a 
range  of  spring  and  summer  samples,  which  a  float  which  attracted  considerable  atten-  few  days  at  the  Exhibition.  Messrs.  Barnes 
show  many  new  things  and  embrace  a  wide  tion  and  was  a  fine  feature  of  the  parade,  and  Forbes,  of  the  company's  tannery  at 
selection  of  the  latest  offerings  in  foot-  It  was  decorated  with  mottoes  bearing  the  Bracebridge,  were  also  in  Toronto  during 
wear,  names  of  the  brands  of  shoes  manufactur-  Fair  week. 

ed  by  the  Minister,  Myles  Co.,  and  also 


1 


G.  A.  Armstrong,  who  for  a  number  of  J     ,     „     ,   ,        .  ,  „  The  death  took  place   recently  at  the 

,  r     T         T  ■         c  the  words,     stnctlv  union  made.  *  _ 

years  was  on  the  road  for  James  Linton  &  home  of  his  son,    John   J.    Liblbs,  .bred- 

Co.,  and  James  Robinson,  Montreal,  'has  Robert  Rogers,  representing  P.  Jacobi,  ericton,  N.B.,  of  James  Gibbs,  who 
joined  the  staff  of  Blachford,  Davies  &  Toronto,  has  returned  from  an  extended  was  brought  there  recently  from  Presque 
Co.,  Toronto,  and  will  cover  the  territory  trip  through  the  Western  provinces  and  Isle,  Me.,  suffering  from  a  fatal  illness, 
from  Toronto  to  Port  Arthur.  British  Columbia.     He  reports  that  mer-  He  conducted   a   shoemaking  business  in 

T  B  Douo-las  of  Calgary,  who  sold  ont  chants  are  most  optimistic  over  the  future,  Presque  Isle  for  some  years,  and  was 
Ws  business  some  time  ago,  will  re-enter  and  are  buying  freely.  The  general  outlook  highly  respected.  Deceased  was  aged  68 
the  retail  shoe  line.     He  has  taken  pos-         a  big  fall  and  winter  business  is  en-  years. 

session  of  a  handsome  store  which  oeou-  couraging.  George  Warriner,  who  conducts  a  mod- 

pies  a  prominent  site  in  a  new  block  near  Thg  following  mquiry  was  among  the  ern  repair  shop  at  1243  Bloor  Street  West, 
the  post  office.  number   relating  to  Canadian  trade  recently  Toronto,  was  married  last  month  to  Miss 

Julius  O  Kuechler,  representing  the  received  at  the  Office  of  the  High  Commis-  Minnie,  daughter  of  Archie  McPherson,  of 
Moore  Shafer  Shoe  Manufacturing  Com-  sioner  for  Canada,  17  Victoria  Street,  London,  Acton,  Ont.  The  ceremony  took  place  in 
panv  oif  Brockport  N  Y.,  was  in  Toronto  S.W.  A  Canadian  firm  asks  for  the  names  Knox  Church,  Acton,  being  performed  by 
during  the  past  few  days,  showing  some  of  English  manufacturers  of  No.  1  Spanish  the  Rev.  J.  C.  Wilson.  Mr  Warriner  and 
superb  spring  and  summer  styles,  and  leather  made  from  horse  hide,  and  for  use  on  bride  spent  several  days  m  Rochester,  Bu.- 
booked  several  large  orders.  upholstered  work.  fab  and  other  points  before  returning  to 

.  Toronto. 

James  Sutherland,  representing  the  Cook-  F.  A.  Robinson,  of  Curne  Bros.,  Saska- 
Fitzgerald  Co,  London,  Ont.,  is  in  To-  toon,  Sask,  was  in  the  city  last  week  on  Wm.  G.  Damer,  representing  the  West- 
ronto  with  a  fine  assortment  of  spring  and  a  few  days'  visit.  He  also  spent  some  on  Shoe  Company,  of  Campbellford,  Ont. 
summer  samples,  which  are  favorites  with  time  in  Montreal.  Mr.  Robinson  has  left  last  week  on  a  trip  through  Western 
the  trade,  and  are  much  admired  for  their  been  a  reader  of  the  Shoe  and  Leather  Canada  to  the  Coast  with  spring  samples, 
craftmanship,  appearance  and  build.  Journal  for  twenty  years,  and  says  that  William  Bradfield  takes  the  Eastern  On- 

W.  H.  Jardiine,  formerly  city  traveler  for 
the  W.  B.  Hamilton  Shoe  Co.,  Toronto, 
has  been  appointed  Western  Canada  'repre- 
sentative, and  is  now  covering  that  ground. 
George  Nicholson,  .lately  in  charge  of  the 
show  room,  is  city  representative  of  the 
firm. 

J.  P.  Buchanan,  representing  the  Smar- 
don  Shoe  Company,  Montreal,  is  in  To- 
ronto with  a  fine  line  of  spring  and  sum- 
mer samples,  which  are  taking  well  wi'h 
the  trade.  Several  new  models  in  the 
offerings  presented  by  the  firm  are  greatly 
admired. 

Real  Bros.,  Limited,  of  Toronto  and  Ux- 
brid'ge,  recently  sent  out  the  following  an- 
nouncement to  their  friends  and  custo- 
mers :  "This  firm  is  opposed  to  reciprocity 
o>-  any  measure  that  will  injure  British  con- 
nection or  the  industries  and  farming  in- 
beresl  s  oif  Canada." 


The  C.  E.  McKeen  Shoe  Stores,  in  Van- 
couver, B.  C,  are  branching  out.  The 
company,  which  run  a  well  equipped  foot- 


SOME  SUCCESSFUL  SHOE  MEN 


H.  A.  MILLER, 
Of  the  firm  of  Campbell  &  Miller, 
Winnipeg,  Man. 


JOSEPH  McGILLIVRAY. 
Manager,  Shoe  Dept.  of  The  2  Barkers, 
Amherst,  N.S. 


56 


THE  SHOE  AND  LEATHER  JOURNAL 


tario  ground  for  the  company  this  season, 
\Y.  L  W  allace,  North  and  Western  On- 
tario: S.  G.  Best,  South-western  Ontario, 
and  D.  E.  French,  of  Winnipeg,  the  Pro- 
vince of  Manitoba. 

The  Canadian  Consolidated  Rubber  Co. 
are  erecting  a  large  addition  to  the  big- 
plant  of  the  Canadian  Rubber  Co.,  Mont- 
real, which  will  be  used  for  general  me- 
chanical purposes.  The  extension  is  six 
storeys  high,  and  in  dimensions  250x120 
feet.  It  is  well  under  way,  and  will  be 
completed  within  a  few  weeks,  adding 
greatly  to  the  facilities  of  the  factory. 

A  handsome  new  Regal  shoe  store  has 
just  been  opened  in  Montreal,  at  556  St. 
Catherine  Street  West.  A.  E.  Jones,  who 
for  twelve  years  has  been  connected  with 
the  Regal  stores  in  the  United  States — ten 
years  in  the  thirty-four  Regal  branches  in 
Greater  Xew  York,     and  two  years  as 


bis  active  connection  with  the  company,  Shoe  Dealers,  and  his  son  James  were  ser- 
and  his  fellow  officers  were  sorry  to  lose  iously  hurt  one  day  last  week,  when  their 
him.  Mr.  Congdon,  during  more  than  automobile  collided  with  a  King  Street 
thirty  years  spent  in  the  active  life  of  the  car  near  Jones  Avenue,  Toronto.    Mr.  Foy 

was  driving  the  auto  himself,  and  had  just 
turned  the  corner  of  Jones  Avenue  and 


West  contracted  the  "Western  fever,"  and, 
after  -a  stay  of  less  than  a  year  in  Mont- 


real, he  returns  to  his  old  home  in  Winni- 
peg. He  remains  a  director  of  the  company. 
Mr.  Louson  was  manager  of  the  footwear 
department  of  the  Canadian  Consolidated 
Rubber  Company,  and  is  widely  known 
through  his  connection  with  Consolidated, 
and  previously  with  the  Gran'by  Rubber 
Company,  both  manufacturing  and  sales  de- 
partments. 

Findings  Market  Good. 

The  shoe  findings  trade  has  been  re- 
markably good  in  Toronto  during  the  past 
month.  Much  heavier  orders  are  being 
filled  than  usual  at  this  season.  Leggings, 
tailor-made  gaiters,  and  soles  of  various 


manager  of  one  of  the  Boston  Regal  stores  kinds  are  being  shipped,  as  well  as  hockey 


will  have  full  charge  of  the  new  establish- 
ment in  Montreal. 

The  Provincial  Board  of  Health  have 
taken  a  hand  in  the  matter  of  the  dis- 
charge of  refuse  from  the  Hyman  tannery 
into  Carling's  Creek  at  London,  Ont,  and 
have  instructed  the  local  board  of  health 
to  take  immediate  action  to  prevent  the 
tannery  from  continuing  this  practice.  An 
interesting  feature  of  the  provincial  in- 
spector's report  is  the  attention  drawn  to 
the  discharge  of  refuse  from  nearly  every 
house  along  its  banks,  many  of  whose  resi- 
dents are  bitterly  complaining  at  the  un- 
sanitary condition. 

Ed.  Cook,  for  many  years  with  the  J.  P. 
Cook  Co.,  the  well-known  retailers  of  Lon- 
don, is  opening  a  fine  shop  at  123  Yonge 
Street,  Toronto.  He  is  making  many  im- 
provements to  the  place,  which  is  being 
handsomely  fitted  up,  and  will  be  known 
as  the  Owl  Shoe  Store.  H.  A.  Tanney,  for 
the  past  two  years  manager  of  the  Neill 
Shoe  Store,  in  Gait,  Ontario,  has  joined  the 
Staff  of  Mr.  Cook  as  head  salesman,  and 


requisites.  Some  houses  have  had  one  of 
the  best  months  in  their  history. 

A  Real  Friend  of  the  Trade. 

He  ht.s  dozens  of 
friends  among  the 
shoe  merchants  in 
his  territory,  and 
he  is  considered  a.- 
a  real  friend  and 
also  a  very  good 
fellow  in  all  parts 
of  Quebec,  where, 
for  the  past  several 
years  he  has  been  selling  footweai.  He  has 
a  nice  smile  and  he)  uses  it  freely,  which  may 
account  in  a  measure  for  his  popularity. 
But  it  is  because  he  is  a  good  business  man 
and  does  not  fail  to  make  good  in  his  prom- 
ises, and  because  he  sells  the  kind  of  shoes 
that  make  good,  that  he  has  a  "real  stand  in " 
with  the  trade.  Of  course,  every  shoe  mer- 
chant may  npt  know  this  traveling  salesman, 
but  his  clients  will  have  recognized  it  at  once. 
For  the  benefit  of  those  who  do  not  know  him, 
it  may  be  stated  that  he  travels  for  Kings- 


Queen  Street  when  the  -car  struck  the  ma- 
chine. The  car,  which  was  going  west, 
struck  the  auto  at  an  angle  and  carried  it 
for  a  distance  of  two  rods  down  the  wet 
street  before  it  was  stopped.  Had  the  auto 
not  skidded  both  occupants  would  certain- 
ly have  been  killed.  As  it  was.  the  son, 
who  was  in  the  back  seat  of  the  auto, 
was  hurled  over  the  front  seat  and 
had  his  collar-bone  broken.  His  father  was 
on  the  right  side  of  the  front  seat  and 
owes  his  life  to  this  fact,  as  the  left  side 
of  the  auto  was  crushed  in.  Mr.  Foy  was 
seriously  bruised  and  shaken  up.  He  is 
progressing  favorably.  The  car,  a  new 
one,  was  badly  damaged.  Mr.  Foy  was 
just  starting  out  for  Lindsay  to  visit  his 
shoe  store  in  that  town  when  the  collision 
occurred. 

Quebec  Business  Outlook. 

The  Quebec  correspondent  of  the  Shoe 
and  Leather  Journal  writes:  It  is  too 
early  yet  to  judge  how  fall  trade  is  likely 
to  be  with  the  retailer.  At  the  same  time 
there  are  indications  of  steadiness  that  can- 
not be  mistaken.  Stocks  are  pretty  well 
cleaned  up,  and  dealers  are  anxious  to  buy 
just  as  soon  as  they  can  see  their  way.  The 
uncertainty  with  regard  to  'he  crops,  and 
the  garnering  of  them,  is  so  occupying  the 
attention  of  the  large  majority  of  the  popu- 
lation that  selling  seems  largely  out  of  the 
question.  With  the  opening  of  the  schools 
there  has  been  a  little  activity  in  some  lines, 
and  as  soon  as  everything  settles  down 
for  fall  there  will  undoubtedly  be  increased 
activity.  Amongst  those  who  handle  staple 
lines,  especially  foodstuffs,  [here  is  a  feel- 
ing already  that  the  fall  season  will  be  a 
good  one.  In  drygoods,  shoes  and  similar 
lines  there  is  a  temporary  lull  on  account 


removed  to  Toronto.    The  establishme 

when  completed,  will  be  one  of  the  most 

attractive  footwear  enterprises  in  the 
Dominion. 

New  Firm  Opens  Out. 

I).  (,.  Hardie  and  J.  E.  Moore,  late  of  the 
George  E.  Boulter  Co.,  have  opened  an  office 
as  manufacturers'  agents  in  room  204 
Pacific  Building,  23  Scott  Street,  Toronto. 
The  firm  name  is  Hardie  &  Moore.  They 
will  handle  the  Fashion  Shoe,  manufac- 
tured by  the  Rowen-Ogg  Co.,  of  Guelph, 
looking  after  Toronto  and  Eastern  Ontario. 
They  also  represent  several  other  lines  and 
report  the  business  outlook  as  encouraging. 

Mr.  Congdon  Resigns. 

Arthur  Congdon,  vioe-oresid.nt  and 
sales  manager  of  the  Ames  Holden-Mc- 
Cready  Company,  Montreal,  has  resigned, 
and  is  succeeded  by  W.  S.  Louson.  It 
was  with  regre*  that  Mr.  Congdon  severed 


nt  bury  Footwear  Co.,  Montreal,  and  his  name  0f        peculiar  conditions  as  named.  With 


is  A.  J.  Pinsonnault. 

Detroit  Dealers  Have  Good  Scheme 

A  mutual  fire  insurance  company  was 
organized  recently  by  the  Michigan  Retail 
Shoe  Dealers  in  Detroit  under  the  recent  act 
of  the  legislature  empowering  associations 
to  organize  for  carrying  the  risks  of  its 
members.  The  opinion  expressed  by  the 
dealers  was  that  lower  rates  could  be  given 
than  is  charged  by  the  big  companies.  Of 
the  $100,000  capital  required  by  law,  $48,000 
was  subscribed  yesterday.  The  insurance 
company  was  launched  with  these  men  in 
office:  President,  Albert  Murray,  Charlotte; 
directors,  0.  D.  Allan,  Detroit;  John  Wehr, 


the  early  advent  of  cold  weather  there  will 
be  plenty  doing  in  all  lines  that  cover  win- 
tei  requirements. 

What  is  Selling  in  Toronto. 

Toronto  retailers  generally  report  a 
record  breaking  exhibition  business  and  all 
appear  well  pleased  with  the  volume  done. 
Fall  goods  are  now  in  big  demand,  and  the 
season,  owing  to  the  recent  cold  weather, 
has  opened  auspiciously.  For  men  tans 
and  gun  metals  are  in  strong  requisition, 
most  of  the  shoes  having  slip  soles.  The 
fall  run  on  tans  is  very  strong.  Some 
button   shoes  for   men    are    selling  and 


Ann  Arbor;  Jacob  Martin,  Monroe;  Charles  dealers  declare  that  the  number  of  sales 
Olson,  Cadillac;   John  Muffly,  Kalamazoo, 
and  George  Brode,  Fremont. 

Mr.  Foy's  Bad  Accident. 

J.  W.  Foy,  traveler  for  D  .D  .Haw- 
thorne &  Co.,  and  partner  in  the  United 


is  growing.  In  the  line  of  women's  pedal 
requirements  tan  button  and  bluchers,  as 
well  ais  gun  metals  are  having  a  large 
sale.  The  button  shoe,  having  sixteen  and 
even  eighteen  buttons,  is     welcomed  by 
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wearers.  Heavy  soles  are  the  favorites. 
The  new  fall  lines  are  all  moving  and  the 
trade  prospects  looming  up  well.  One  re- 
tailer stated  that  the  favoritism  of  button 
boots  reminded  him  of  old  times.  There 
is  the  usual  sale  of  patents,  but  they  are  not 
worn  as  much  on  the  street  as  a  year  or 
two  ago.  A  brisk  business  'has  been  done  in 
school  shoes,  and  the  offerings  for  boys 
and  girls  are  right  up  to  the  mark.  The 
most  expensive  shoes,  with  a  long  vamp, 
wide  flat  toe,  and  custom  last,  are,  accord- 
ing to  one  dealer,  who  sells  men's  and 
women's  footwear  at  seven,  eight,  and 
even  ten  dollars,  selling  freely  with  the 
very  best  trade. 

New  Factory  For  Brampton. 

The  ratepayers  of  Brampton,  Ont.,  will 
vote  on  a  by-law  on  Monday,  September 
25th,  to  grant  the  Brampton  Shoe  Co.  a 
loan  of  $12,000,  payable  in  20  equal  annual 
instalments  with  interest  at  five  per  cent; 
a  fixed  assessment  of  $5,000  and  water  for 
ten  years  at  the  rate  of  5  cents  per  1,000 
gallons.  The  Brampton  Shoe  Co.,  which 
is  being  formed  by  J.  W.  Williams,  agrees 
to  procure  a  site  and  erect  buildings  within 
the  corporation,  the  site  and  buildings  to 
cost  at  least  $6,000,  and  to  install  machinery 
and  plant  of  the  value  at  least  of  $8,000,  and 
to  have  the  industry  in  operation  not  later 
than  March  1st,  1912.  The  Brampton 
Shoe  Co.  must  employ  forty  hands  for  ten 
months  in  the  year,  with  an  annual  pay  roll 
of  $20,000  or  over. 

A  "Sporty"  Show  Shoe. 

A  freak  show  shoe,  which  was  exhibited 
in  the  window  of  the  Royal  shoe  store, 
Toronto,  during  the  past  few  days,  at- 
tracted considerable  attention.  It  was  loan- 
ed for  display  purposes  by  Philip  Sullivan, 
traveller  for  the  Williams,  Kneeland  Co., 
shoe  manufacturers,  of  South  Braintree, 
Mass.  In  size  it  was  number  22.  The  firm 
turned  out  only  six  of  these  "creations" 
for  their  road  staff  at  a  cost  of  one  hun- 
dred dollars  each.  Now  a  shoe  that  costs 
one  hundred  plunks  is  worth  staring  at, 
and  scores  gazed  upon  the  marvelous  but- 
ton production,  which  was  made  of  patent 
colt  with  a  green  felt  top.  It  has  an  ex- 
ceptionally high  toe,  with  an  extension  edge 
of  about  an  inch  and  a  quarter.  Around 
the  sole  were  several  ivory  dice,  interlard- 
ed with  the  four  small  aces  in  white  chrome 
calf,  simulating  rope  stitching.  The  square 
perforations  on  the  tip  all  had  miniature 
aces  showing  through  the  apertures.  On 
the  vamp  were  four  large  trump  cards, 
with  another  on  which  was  the  name 
"Kneeland,"    which    represented    the  fifth 

ce.  On  the  front  stay  was  the  word 
'Kneeland."     The   buttons   consisted  of 

uge  ivory  dice,  any  two  revealing  either 
seven  or  eleven,  and  reminded  the  crap 
shooting  small  boy  of  "Seven,  come 
eleven."  The  stitching  was  of  a  white  silk 
thread,  and  on  the  quarters  a  pipe  was  out- 
lined  with   remarkable  clearness. 


HOW  SOME  TANNERS  AND  Si 

Charles  Robson,  President  of  the  Robson 
Leather  Co.,  Oshawa,  Ont.,  who  are  large 
tanners  of  grain  finished  sidss,  splits,  patent 
and  glove  sides,  and  employ  nearly  200  per- 
sons, has  come  out  strongly  against  reci- 
procity. The  Robson  Leather  Co.'s  tannery 
was  founded  by  Charles  Robson's  father 
nearly  half  a  century  ago.  Mr.  Robson  was 
recently  asked  what  effect  reciprocity  would 
have  on  the  leather  industry,  and  in  an  inter- 
view said: — 

' '  The  beef  trust  of  Chicago  to-day  operates 
some  of  the  largest  tanneries  in  the  United 
States,"  added  Mr.  Robson.  "As  they  control 
seventy-five  per  cent,  of  the  total  hide  '  take- 
off,' or  total  hide  production  of  the  United 
States,  it  is  very  difficult  for  the  independent 
American  tanner  to  buy  hides  at  a  fair 
market  figure.  I  was  over  in  Chicago  not 
long  ago.  I  saw  some  hides  that  I  would 
like  to  have  shipped  to  Oshawa,  and  I  asked 
the  price  of  them.  They  named  a  price — 
their  own  price — and  it  was  intimated  to  me 
that  they  weren't  very  anxious  to  sell  them 
even  at  that  price,  because  they  wanted  them 
for  their  own  tanneries. 

' '  The  independent  tanner  must  necessarily 
purchase  most  cf  his  hides  from  the  beef 
trust,  and  the  beef  trust  is  holding  him  up  on 
these  hides,  just  as  it  is  holding  up  the  public 
on  the  price  of  meat.  This  holding-up  pro- 
cess, of  course,  is  reflected  in  higher  prices 
of  leather  goods — boots  and  so  on — to  the 
consumer. 

"The  reciprocity  pact  in  its  present  form 
provides  for  free  trade  in  cattle.  If  this 
reciprocity  agreement  goes  through,  then, 
it's  not  hard  to  see  what  the  result  will  be 
as  far  as  the  Canadian  leather  consumer  is 
concerned.  The  beef  trust  of  Chicago  will 
make  the  Canadian  price." 


Speaking  at  a  recent  political  gathering 
in  Acton,  Walter  D.  Beardmore,  of  Beard- 
more  &  Co.,  Toronto,  and  the  Acton  Tanning 
Co.,  Acton,  Ont.,  endorsed  reciprocity.  He 
said  that  he  had  been  asked  by  the  Tanners' 
Section  of  the  Canadian  Manufacturers' 
Association,  when  reciprocity  was  first  moot- 
ed, to  interview  the  Government  regarding 
its  probable  effect  on  their  industries.  He  had 
seen  Sir  Wilfrid  Laurier,  who  assured  him 
that  it  was  not  the  intention  of  the  Govern- 
ment to  do  anything  that  would  in  any  way 
be  a  detriment  to  Canadian  manufacturers. 
When  the  agreement  was  brought  down  in 
the  House,  Mr.  Beardmore  had  seen,  and  was 
convinced  that  it  was  even  as  the  Premier 
had  said. 

The  speaker  said  that  he  felt  reciprocity 
would  be  a  good  thing  for  his  business. 


"I  have  always  supported  the  Liberal 
Government,  but  I  can  do  so  no  longer 
on  this  question  of  reciprocity,"  said  Raoul 
Lanthier,  manager  of  the  Kingsbury  Foot- 
wear Company,  Montreal,  in  a  recent  in- 
terview. "I  do  not  care  in  the  least 
whether  the  Government  buiids  a  navy  or 


IOEMEN  VIEW  RECIPROCITY. 

buys  guns,  what  I  do  object  to  is  recipro- 
city. The  United  States  export  to  Canada 
over  $2,500,000  worth  of  shoes  every  year, 
while  our  exports  are  not  over  a  few  hun- 
dred thousand  dollars. 

"The  American  shoes  and  boots  have  all 
the  nice  appearance  and  the  shape,  but 
they  are  made  of  inferior  material,  paper 
and  pulp,  and  can  easily  compete  in  price 
with  our  products,  in  spite  of  a  30  per  cent, 
duty.  How  could  you  expect  honest  Can- 
adian manufacturers  to  meet  that  compe- 
tition?" 

Mr.  Lanthier  added  that  the  reduction 
of  duty  on  leathers  did  not  help  the  manu- 
facturers, and  many  tanneries  were  com- 
pelled to  cease  operations.  The  manufac- 
turer had  to  buy  months  and  months  in 
advance,  during  which  he  had  to  carry  the 
storage,  the  insurance  and  the  interest  on 
his  expenditure,  and  for  that  reason  the 
manufacturers  would  be  pleased  by  the 
re-establishment  of  the  old  tariff. 

"The  footwear  industry,"  said  Mr.  Lnn- 
thier,  "has  nothing;  to  gain  and  lots  to 
lose  by  the  Taft-Fielding  pact.  I  have  al- 
ways supported  the  Liberal  party,  and  1 
would  still  support  it,  were  it  not  for  reci- 
procity." 


The  Quebec  shoe  manufacturers  evidently 
are  not  admirers  of  the  reciprocity  pact. 
The  following  protest  has  been  signed: — 

"We,  the  undersigned  boot  and  shoe 
manufacturers  of  the  city  of  Quebec,  are 
opposed  to  the  proposed  reciprocity  treaty 
with,  the  United  States,  and  are  of  the 
opinion  that  the  said  treaty,  if  passed,  will 
result  in  the  ruin  of  the  boot  and  shoe 
industry  of  Quebec  and  of  Canada  in  gen- 
eral and  the  closing  up  of  all  the  factories." 
(Signed)  J.  A.  Duchaine,  president  of  the 
Boot  and  Shoe  Manufacturers'  Associa- 
tion ;  the  Wm.  A.  Marsh  Company,  Lim- 
ited, W.  A.  Marsh,  president;  Gale  Bros., 
J.  M.  Larochelle,  Picher  &  Co.,  J.  B.  Dro- 
let  &  Co.,  Elie  Jobin,  Limited,  Elie  Jobin, 
president ;  J.  M.  Stobo,  Eugene  Thivierge, 
per  J.  B.  Lamontagne ;  the  C.  E.  McKeen 
Company,  per  Frank  W.  McKeen;  the 
Louis  Gauthier  Company,  Limited,  per  J. 
E.  Plamondon ;  the  John  Ritchie  Com- 
pany, Limited,  per  John  Ritchie ;  J-  E. 
Samson,  secretary  of  the  Rock  Shoe  Manu- 
facturing Company;  the  James  Muir  Com- 
pany, the  Poirier  Shoe  Company,  O. 
Goulet,  P.  A.  C.  Lachance,  of  Lachance  & 
Tanguay;  the  Solid  Shoe  Company,  per 
J.  S.  Beaulieu. 

At  a  recent  meeting  in  Quebec  West, 
Wm.  Price,  the  former  member  and  Con- 
servative candidate,  read  a  letter  dealing 
with  the  leather  trades  condition  which 
was  signed  by  J.  A.  Scott.  The  communi- 
cation pointed  that  the  reduction  made  by 
Hon.  W.  E.  Fielding  after  the  Al- 
bany conference  in  the  .  early  part 
of  1910  was  2]/2  per  cent,  on  dongola.  Pro 
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tits  were  close  and  the  reduction  of  2l4 
per  cent,  meant  failure.  Mr.  Scott  said 
that  since  that  time,  five  firms  in  good 
standing  had  heen  forced  to  stop  manu- 
facturing dongola. 

Fisk  &  Co..  Montreal:  A.  Pion  &  Co., 
Quebec:  Dovvker  Mcintosh,  Montreal:  A. 
R.  Clarke.  Toronto:  Bonner  Leather  Co., 
Montreal.  A.  Pion  had  the  largest  tannery 
in  Canada  on  Caron  Street,  Quebec.  They 
closed  down,  and  sold  their  stock  at  a 
sacrifice. 


"I  have  been  a  Liberal  all  my  life,"  said 
Paul  GaMbert,  of  Montreal,  Que.,  "and  I 
consider  myself  a  Liberal  still,  but  I  will 
not  vote  for  reciprocity." 

Mr.  Galibert  is  a  large  manufacturer  of 
leather,  and  stated  that  the  reduction  made 
by  Hon.  Mr.  Fielding  at  his  Albany  con- 
ference with  President  Taft,  when  the  duty 
on  "upper"  leather  was  reduced  from  17M2 
to  15  per  cent,  has  had  the  effect  of  driv- 
ing out  of  business  almost  half  of  the 
manufacturers  of  that  article  in  Canada. 

"Two  and  a  half  per  cent.,"  said  Mr. 
Galibert,  "often  represents  the  entire  profit 
of  a  concern's  business,  and  the  concession 
made  by  Mr.  Fielding  to  the  United  States 
wiped  out  some  of  the  larsrest  manufactur- 
ers of  'upper'  leather  in  the  Dominion.  Why 
old  conditions  were  changed  no  one  seems 
to  know.  The  Finance  Minister  certainly 
was  not  considering  the  views  of  either 
the  leather  men  or  the  shoe  manufacturers 
of  Canada  and  the  consumer  was  not  ma- 
terially benefited.  The  only  logical  conclu- 
sion is  that  it  was  done  at  the  instigation  of 
the  United  States.  As  I  said  before,  how- 
ever. T  consider  myself  still  a  Liberal,  and 
when  the  party  throws  over  the  reciprocity 
proposals.  T  will  return  to  the  fold." 


Carry    Slippers    in   Your  Pocket. 

One  of  the  neatest  and  newest  things  is  the 
So  Cosy  Folding  Pocket  Slippers.  They 
come  in  chocolate,  red,  pink,  blue  and  other 
colors  of  kid,  or  in  black  chrome  leathers. 
They  are  provided  with  a  cushion  insole, 
welted  sole,  and  the  vamps  are  adorned  with 
pom-pons.  The  folder  or  case  is  made  of 
the  same  pliable  material  as  the  slippers,  and 
is  held  together  by  a  glove  fastener.  When 
traveling  the  slippers  can  be  very  conven- 
iently carried  in  a  pocket  or  grip,  as  they  are 
soft  and  flexible,  taking  up  little  or  no  room. 
On  a  sleeping  car  the  folder  may  be  hung  in 
one's  berth  by  two  glass  push  pins,  and  plac- 
ing the  loops  of  ribbon  over  the  pins.  This 
new  creation  in  slippers  is  made  by  the 
Hurlbut  Co.,  of  Preston,  Ont.,  for  both  men 
and  women.  They  arc  popular  and 
pleasing  holiday  gifts. 

Shoe    Factory   For  Camrose. 

A  despatch  from  Camrose,  Alberta,  says: — 
On  his  return  to  Camrose  this  week  from 
an  extensive  trip  through  eastern  Canada, 
Mr.  Francois  Adam  announced  that  the 
Camrose  tannery,  will  be  subjected  to  an 
entire  reorganization  and  will  nure  thn  ev3r 


lay  claim  to  being  the  largest  industry  of  its 
kind  in  the  province. 

Ever  since  the  industry  was  established 
about  three  years  ago,  it  has  steadily  been 
enlarged  until  it  now  represents  an  investment 
of  over  $25,000.  The  first  output  of  the 
tannery  was  leather  which  was  soon  recog- 
nized as  being  a  superior  quality  and  found 
a  ready  market  in  Calgary,  Edmonton  and 
other  Alberta  points. 

A  new  era  in  the  development  of  the  tan- 
nery was  apparent  last  spring  when  the 
Camrose  Harness  and  Collar  Company  was 
established.  In  the  first  month  of  operation 
this  concern  purchased  $300  worth  of  leather 
to  be  made  into  harness.  While  in  the  East 
Mr.  Adam  made  a  study  of  the  shoe  industry 
and  on  his  return  announced  that  he  had 
secured  the  necessary  machinery  for  the 
manufacture  of  shoe  packs  and  heavy  rail- 
roaders' boots  out  of  Camrose  leather.  An 
expert  cutter  has  been  engaged. 

Consolidated  Men  Convene. 

Over  twenty  attended  the  District  Man- 
agers' convention  held  by  the  Canadian 
Consolidated  Rubber  Co.,  Ltd..  in  Mont- 
real, and  Berlin,  August  23  to  Sept.  1.  It 
was  a:  most  interesting  conference  from 
every  standpoint,  and  the  selling  and  other 
problems  of  every  branch  of  Consolidated 
rubber  interests  were  discussed  at  length 
and  profit.  The  district  managers  were 
the  guests  of  the  company,  at  the  Place 
Viger,  while  the  business  sessions  held 
morning  and  afternoon  took  place  in  the 
(company's  general  offices.  Thursday, 
August  31,  the  party  left  for  Berlin,  in  a 
special  car,  guests  of  the  company,  on  a 
visit  to  the  Felt  centre  of  Canada. 

Arriving  in  Berlin  at  9.15  a.m.,  they 
were  at  once  taken  in  hand  toy  the  felt 
men,  who  entertained  them  in  excellent 
style.  A  visit  was  paid  to  the  plant  of  the 
Merchants'  Rubber  Company,  Ltd;,  and 
subsequently  to  the  factory  of  the  Berlin 
Felt  Boot  Co..  Ltd.  Then  luncheon  came, 
after  which  there  was  another  business  ses- 
sion, followed  by  a  trip  to  the  modern 
Kimmel  Felt  Co.  factory,  which  was  in- 
spected with  interest.  Subsequently  auto- 
mobiles were  supplied,  which  conveyed  the 
guests  on  a  tour  through  the  surrounding 
county  to  Conestogo,  where  a  real  Dutch 
dinner  was  served. 

In  Montreal  city  D.  Lome  McGibfoon 
addressed  the  gathering.  Those  in  attend- 
ance included :  A.  E.  Massie,  St.  John ;  V. 
LaChamtore,  Quebec;  Ed.  'M.  Zatvitz.  Ot- 
tawa; 'R.  E.  Jamieson,  Toronto;  J.  Con- 
nors, London;  Chas.  Holden,  R.  M.  M<c- 
•Gowan,  \r.  Douglas,  Winnipeg;  W.  A.  Al- 
len, Vancouver;  T.  H.  Rieder,  vice-presi- 
dent; F.  H.  Ward,  vice-president;  J.  H. 
.YlcKechnic,  vice-president;  W.  Binmore, 
secretary-treasurer;  R.  J.  Younge,  gen- 
eral sales  manager;  W.  S.  Louson,  man- 
ager footwear  department ;  J.  M.  S.  Car- 
roll and  O.  IT.  Hymen,  Montreal. 

Mr.  Younge,  general  sales  manager,  who 
acted  as  chairman,  filled  the  position  cap- 


ably, and  made  everyone  feel  good. 

Among  the  staff  from  the  Toronto 
branch,  who  accompanied  the  Consolidated 
Rubber  Company's  delegation  to  Berlin, 
were  R.  E.  Jamieson,  manager ;  C.  F. 
Veitch,  W.  G.  Martin,  and  R.  M.  Butler. 

Tanning  Materials  in  Canada. 

The  most  important  liquid  extract  is 
quebracho,  of  which  7,087,500  pounds  were 
used  in  19x39,  costing  $204,788;  oak  extract, 
4,101,500  pounds,  costing  $77,816;  hem- 
lock extract,  1,836,500  pounds,  at  a  cost  of 
$41,650;  chestnut  extract,  314,500  pounds, 
costing  $10,120,  says  Hide  and  Leather.  Of 
these,  hemlock  extract  is  the  only  one 
produced  in  Canada ;  all  others  are  im- 
ported, chiefly  from  the  United  States  and 
South  and  Central  America.  A  new  tan- 
ning material,  however,  is  being  manufac- 
tured in  small  quantities  as  a  by-product 
from  the  waste  liquor  of  spruce  pulp, 
which  may  come  into  more  general  use. 

The  value  of  liquid  extracts  varies  from 
2  to  3  cents  a  pound ;  the  cheapest,  in  1909, 
was  oak,  at  1.9  cents,  and  the  most  expens- 
ive was  chestnut,  at  3.2  cents ;  other  prices 
were,  hemlock,  2.3  cents,  and  quebracho, 
2.9  cents.  The  latter  was  the  only  material 
imported  in  large  quantities  in  1909, 
1,321,650  pounds  being  consumed,  costing 
$48,775,  an  average  of  3.7  cents  per  pound. 

Export  of  Hemlock  Bark 

Canada  formerly  did  quite  an  export 
trade  in  hemlock  bark  to  the  United 
States,  but  this  has  steadily  declined  since 
1877,  when  the  maximum  (81,991  cords, 
valued  at  $355,208)  was  reached.  During 
the  fiscal  year  1909-10,  the  export  of  hem- 
lock bark  amounted  to  19.659  cords,  val- 
ued at  $122,118.  All  of  the  bark  exported 
goes  to  the  United  States,  while  only  10 
per  cent,  of  the  exported  hemlock  bark 
extract  is  shipped  to  the  American  tan- 
neries, 90  per  cent,  going  to  the  United 
Kingdom.  The  amount  of  hemlock  bark 
extract  exported  during  1909  was  3,299,500, 
while  the  average  export  from  1875  to 
1884  was  11,777,000  pounds,  valued  at 
$234,432.  In  1909  the  forests  of  Canada 
produced  tanning  materials  to  the  value 
of  $889,894,  of  which  22.7  per  cent,  was 
exported. 

A  report  made  by  the  British  Columbia 
Forestry  Commission  says: 

"All  the  hemlock  bark  and  hemlock 
bark  extract  used  and  manufactured  in 
Canada  is  the  product  of  the  eastern  hem- 
lock. Though  the  bark  of  the  western 
hemlock,  of  which  22,736,000  feet  were  cut 
in  British  Columbia  in  1009,  contains  16 
per  cent,  of  tannin,  it  is  not  utilized  yet. 
Hemlock  forests,  to  the  extent  of  32,252 
acres,  have  been  leased  to  private  parties 
by  the  British  Columbia  government  at  an 
annual  rental  of  2  cents  per  acre,  with  the 
idea  that  the  bark  would  be  utilized  for 
the  manufacture  in  tannin,  but  there  have 
yet  been  no  developments.  These  leases 
were  granted  in  1905-6  and  are  for  a  period 
of  thirty  years." 
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MANY  VISITINQ  SHOE  BUYERS  DURING  THE  EXHIBITION 


Canadian  National  Exhibition  week  is 
always  a  busy  period  with  the  shoe  jobbers 
and  manufacturers  of  Toronto,  for  scores 
of  customers  and  friends  from  many  parts 
of  Canada  make  it  a  point  to  come  to  the 
oity  during  the  Fair.  They  visit  the  Ex- 
position, and  do  considerable  sorting  and 
buying  in  order  to  replenish  their  stocks 
at  home.  The  visitors  generally  report 
business  good,  and  the  outlook  for  fall 
trade  as  encouraging. 

A  few  of  those  who  called  on  the  trade 
during  the  last  few  days  of  the  Exhibition 
were : — ■ 

J.  A.  Greenwood,  Chippewa. 
S.  H.  Gidley,  Blythe. 

C.  A.  Elsley,  Campbellville. 
K.  F.  Schmidt,  Delhi. 

N.  C.  Cameron,  Goderich. 

R.  J.  Drysdale,  Hensall. 

Alex.  Michael,  Leamington. 

J.  Hunter,  Morriston. 

J.  F.  Humphrey,  Oakville. 

P.  Maitland,  St.  George. 

R.  J.  Goring,  Smithville. 

J.  H.  McCall,  Vittoria. 

A.  Berscht,  Wellesley. 

E.  Olmstead,  Wheatley. 

Wm.  Sharman  &  Son,  Goderich. 

W.  E.  Halpin,  Smith's  Falls. 

Jesse  Hockin,  Woodstock. 

Chas.  Jefferies,  Beamsville. 

Ed.  Brasford,  Welland. 

A.  E.  Alexander,  Hamilton. 
Moore  &  Wilson,  Vancouver. 
P.  J.  Hickey,  Peterborough. 
E.  J.  Vincent,  Parry  Sound. 
H.  L.  Carter,  Trenton. 

S.  Hayes,  Beeton. 
Bernard  Brown,  Crediton. 
John  Lennihan,  Ingersoll. 
E-  C.  Scarrow,  Owen  Sound. 
Jno.  Babcock,  Bowmanville. 
H.  M.  Garvin,  Renfrew. 

M.  Deverill,  of  Deverill  &  Sims,  Pt.  Arthur. 

O.  Henry,  Guelph. 

J.  Green,  Kingston. 

H.  M.  Garvie,  Renfrew. 

W.  A.  Bell  .Delta. 

D.  Hecht,  Westport. 
Miss  Hanley,  Read  . 

E.  Bibby,  Brighton. 
R.  Graham,  Lakefield. 

E.  C.  Pace,  Cordova  Mines. 
H.  Wing,  Havelock. 

D.  Morrison,  Tweed. 

E.  Trudeau.  Stoco. 

R.  R.  Wilson,  Perth. 
J.  E.  Beacock,  Myrtle. 
Hamilton  Bros.,  Ravenshoe. 
J.  R.  Newton,  Cavanville. 
W.  H.  Lever,  Bethesda. 
Wilson  Bros.,  Balsam. 

B.  Grennan,  Woodville. 
J.  C.  McGill,  Oshawa. 

Miss  M.  H.   Orr,  Bobcaygeon. 
Miss  Germyn,  Burnt  River. 
H.    SpofFord,  Almira. 
Ed.  Brown,  Victoria  Square. 
J.  W.   Shields,  Victoria  Road. 

D.  Simpson,  Pickering. 

Mr.   Sutherland,  of  Toronto     Jobbing  House. 

Newmarket. 
Mr.  Wilcox,  of  J.  Whimster  Co.,  Aurora. 

E.  Brown,  Magnetawan. 
L-  A.  Schneider,  Barrie. 
E.  De  Rosiers,  Sudbury. 
Wm.  Beatty,  Parry  Sound. 
H.  Koski,  Copper  Cliff. 

A.  D.  Palteil,  Porcupine. 

Mr.  Kelly,  Kelly  &  Anderson,  Genesee  Rapids. 

John  Angst,  McKellar. 

H.  Porter,  Porter  &  Co.,  Elk  Lake. 

D.  Korman,  Englehart. 

J.  McDermid,     of     Reamsbottom     &  Edwards, 
South  Porcupine. 

D.  Stewart,  Thistletown. 

A.  Summerfeldt,  Unionville. 

M.  Gleeson,  Greenwood. 

M.  N.   Stephens,  Glencairn. 

Mrs.  F.  Martin,  TJdney. 

A.  Lehman,  Stouffville. 

R.  H.  Corner,  Pefferlaw. 

W.  J.  Caven  &  wife,  Erindale. 

L.  M.  Switzer,  Sutton. 

A.  Durie,  Clarkson. 

Alexander  &  McPhail,  Uxbridge. 

Sam  Jeffrey,  Blackstock. 

E.  A.  Jaffary,  Bolton. 
Donnell  Bros.,  Keswick. 


J.  S.  Flumerfelt,  Brontt. 
Johnson  Bros.,  Pefferlaw. 
C.  A.  Plank,  Lorneville. 
J.  F.  Ardill,  Lefroy. 
F.  McDonald,  Sutton. 
C.  Purvis,  Orton. 
C.  Falconer,  Streetsville. 

Mr.  Mullen,  of  Shier  &  Mullen,  Cannington. 

W.  B.  Disher,  Ridgeway. 

J.  McManamy,  Thorold. 

F.  J.  Habgood,  Niagara  Falls  South. 

M.  P.  Frolick,  Niagara  Falls  South. 

F.    J.    Rowland,  Niagara-on-the-Lakc. 

J.  B.  Waller,  Tilsonburg. 

J.  Flaherty,  St.  Catherines. 

F.  Kinsman,  Fonthill. 
A.  Cameron,  Hamilton. 
J.  D.  Narrie,  Marmora. 

G.  E.  Reynolds,  Stirling. 

H.  S.  Sager,  Tweed. 
Thos.  Lang,  Millbrook. 
Jas.  Whimster,  Aurora. 
E.  J.  Kelly,  Brockville. 

E.  O.  Callaghan,  Cornwall. 

H.  Gilbooly,  Brockville. 

T.  F.  Maley.  Smith's  Falls. 

E.  D.  Osborne,  Arnprior. 

F.  C.  Sheppard,  Smith's  Falls. 

Wm.  Abernethy,  Abernethy  Shoe  Co.,  Kingston. 
John  Hellyar,  Bowmanville. 
W.  P.  Hourigan,  Guelph. 

G.  M.  Lawson,  Grand  Valley. 
J.  D.  McArthur,  Guelph. 

E.  E.  Yates,  Milton. 
S.  Ernest,  Berlin. 
Woolway  Bros.,  Stratford. 
T.  Faery,  Ayr. 

J.  Udow,  Winnipeg. 
Collins  Bros.,  Tweed. 
M.  E.   Frawley,  Sudbury. 
Jno.  Kylie,  Peterborough. 

F.  A.  Robinson,  Currie  Bros.,  Saskatoon. 
A.  W.  Burns,  Oshawa. 

Tohn  Babcock,  Bowmanville. 
J.  A.  Flett,  Owen  Sound. 
M.   J.   Ramsey,  Walkerton. 
Willis  &  Co.,  Wingham. 
C.  L.  Andrews,  Gorrie. 
R.  A.  Briscoe,  Gait. 

C.  Seigner,  Milverton. 
F.  Vallery,  Belwood. 

J.  B.  Cruickshank,  Chesley. 
Knechtel  &  Co.,  Stratford. 

E.  Paff,  Stratford. 

H.  Pfaff,  Paisley. 

Mr.  Deeves,  of  Deeves  &  Co.,  Brampton. 

F.  R.  Foley,  Bowmanville. 

Mr.  McMurtry,  of  McMurtry  Co.,  Bowmanville. 
A.  McPherson,  of  McPherson  &  Johnston,  Or- 

angeville. 
Teefy  Mulcahy,  Orillia. 

J.  W.  Foy,  of  the  Foy  Shoe  Co..  Lindsay  and 
Sudbury,  and  the  United  Shoe  Dealers. 
Owen  Sound. 

Wm.  Beatty  Co.,  Parry  Sound. 

F.  Witheridge. 

Mr.  Glover,  of  Glover,  Edey  &  McCallum,  Meta- 
gami  River. 

H.  Porter,  of  Porter  &  Co.,  Elk  Lake. 
William   Robson,   Fenelon  Falls. 

D.  Ruben,  Picton. 

D.  Frumkin,  South  Porcupine. 
J.  W.  Wilson,  Markham. 
Phillip  Adams,  North  Bay. 

C.  P.  Brown,  Colborne. 

I.  Caplan,  North  Bay. 

W.   O.   Franklin,   Port  Rowan. 
Fuller   Bros.,  Arcona. 

D.  Hecht,  Westport. 
Roland   Johnson,  Lakefield. 
D.  S.  Mallory,  Mallorytown. 
Joseph  Mills,  Norwood. 

T.  E.  Patterson,  Norwich. 

W.  J.  Ramsay,  Walkerton. 

W.   Siegel,  Mount  St.  Louis. 

Mr.  Steepes  of  Steepes  &  Dunn,  Mount  Albert. 

Toseph    Hill,  Thornton. 

W.  J.  Thurston,  Guelph. 

Bradley   Bros.,  Oshawa. 

W.   Brock,   Port  Perry. 

Krieger  Bros.,  Conn. 

Mr.  Martin  of  Martin  &  Kerr,  Tweed. 

R.  Newman,  Hamilton. 

Mrs.   Rosenstein,   Sault  Str.  Marie. 

W.  L.  Shields,  Coboconk. 

A.  Skitch,  Welland. 

Mrs.  B.  M.  Bartlett,  Brampton. 

Begg  Bros.,   North  Bay. 

T-  Ginsberg,  Brechin. 

A.  Rumford,  Thedford. 

Mr.   Galbraith  of  Galbraith  &  Co.,  Milton. 
L.  J.  Wright,  Leamington. 
W.  Bell,  Wooler. 

Mr.  Crossley  of  the  Crossley  Shoe  Co.,  Brace- 
bridge. 
J.  B.  Gould,  Port  Hope. 
C.  H.  Ludlow,  Brantford. 
Mrs.  McFarland,  Markdalc. 
M.  Rosner,  Schombcrg. 


H.    S.   Sager,  Tweed. 

L.    M.    Schinbein,  Listowel. 

W.   L.   Shields,  Coboconk. 

E.  Bender,  Blyth. 

J.  Coumans,  Chepstow. 
A.  W.  Crosby,  Goodwood. 
H.  L-  Harrison,  Fergus. 
J.   Hessenauer,  Berlin. 

F.  Sutherland,  St.  Thomas. 
N.  J.  Glass,  Richmond  Hill. 
T.    Parker,  Newcastle. 

J.  McCully,  Elora. 

Mr.    Hutchison     of     Hanna     and  Hutchison, 

Huntsville. 
C.  C.  Begg,  Collingwood. 

Mr.  Smith  of  Smith  &  Mclntyre,  Woodville. 
A.  Weseloh,  Berlin. 

A.  W.  Burns,  Oshawa. 

Mr.  Kay,  jr.,  of  Kay  &  Kay,  Otterville. 

Mrs.  Allen,  Rosemont. 

S.  J.  Cameron,  Wiarton. 

Mr.  Kidd  of  Kidd  &  Co.,  Athlone. 

J.  J.  McGill,  Cavanville. 

P.  Awad,  Byng  Inlet. 

T.   Hughes,  Newtonville. 

J.  B.  Perkins  Belleville. 

G.  O.  Wendt,  New  Hamburg. 
S.  Windsor,  Tottenham. 

W.   A.   Brunton,  Newmarket. 
P.  Dodds,  Watford. 

Mr.  Gunn  of  Tindale  &  Gunn,  New  Liskeard. 

C.  Southam,  Lakeport. 
J.   M.   Small,  Arthur. 

H.  E.  Isard,  Wingham. 

B.  W.  Hunter,  Newmarket. 

J.    D.    McCrimmon,  Stratford. 

W.  A.  Franklin,  Port  Rowan. 

J.  Reid,  Singhampton. 

L.   Green,    South  Porcupine. 

W.  J.  Detweiler,  Sault  Ste.  Marie. 

E.   Berwick,  Shelburne. 

John  Groskwitch,  Waldemar. 

J.  B.  Pearce,  Norwood. 

A.  W.  Caster,  Clifford. 

S.   Gorfinkle,  Alliston. 

M.  J.  Howzer,  Lindsay. 

John  Inksater,  Paris. 

H.  A.  Rutherford,  Bolton. 

Dobson  &  Crosby.  Uxbridge. 

W.   B.   Meyers,  Barrie. 

T.   H.   Shields,  Brampton. 

S.   E.   K.  Walker,   Port  Hope. 

J.  M.  Findlay.  Dromore. 

R.  Gray,  Weston. 

Kenny  Bros..  Acton. 

William  Kirkton,  Loring. 

William.    Moore,  Barrie. 

M.  J.  McClelland,  Colgrave. 

R.  Newman,  Dunnville. 

Miss  M.   H.   Orr,  Bobcaygeon. 

James  Clark,  Lucan. 

Hughes  Bros.,  Laurel. 

J.  &  J.   Hunter,  Durham. 

H.  Tennings,  Kingston. 

S.  S.  Joyce,  Havelock. 

Alex.   Michael,  Leamington. 

D.  O.  Scott,  Primrose. 

Mr.  Abraham  of  Abraham  &  Aboud,  Cobalt. 
Mr.  Carnahan,  Campbellford. 
R.  J.  Drysdale,  Hensall. 
J.  A.  Erskine,  Markdale. 
A.   B.   Gilbert,  Parkhill. 

C.  C.  Hockridge,  Cedarville. 
T.  A.  Keyes,  Colebrook. 

H.  King,  Oshawa. 

I.  Levine,  Hamilton. 

C.  N.   Oke,    St.  Catharines. 
J.  W.  Philp,  Metz. 

Wm.  Price,  Berkeley. 
W.  Shaw,  Caladonia. 
M.  J.  Walton,  Dungannon. 
M.   Walter,  Hamilton. 

D.  F.  Quinlan,  Trout  Creek. 
J.  Arnott,  Orangeville. 

Mr.  Bristow  of  Bristow  &  Claves.  Brighton. 
C.  McKenzie,  Stouffville. 
W.  N.  Palmer,  Claremont. 

C.  Rovensky,  Cobalt. 

D.  J.  Smith,  Welland. 
Stanley  Ross,  Lucan. 
R.  Stirrett,  Petrolia. 

G.  W.  Wilson,  Markham. 
W.  H.  Bruder,  Hanover. 
W.   E.   Crosby,   Mt.  Albert. 

E.  James,  Arthur. 

Jas.  O'Flynn.  Wallaceburg. 
Ben  Olver,  Port  Hope. 
A.   T.   Wells,  Coldwater. 
R.  R.  Wilson,  Perth. 
J.  Balady,  Leamington. 

F.  Forbert,  Lindsay. 

J.   E.  Harris,  Woodbridge. 

J.   McClelland,  Palgrave. 

R.  A.  Thompson,  Ethel. 

J.  H.  Fox,  Orillia. 

T.  W.  Hunt,  South  River. 

W.  E.  Swales,  Findland. 

Joseph  E.  Fraser,  Picton. 

C.  James,  Dundalk. 

J.   Kelly,   Spanish  River. 

John  Babcock,  Bowmanville. 

S.   S.   Schmess,  Spanish  Station. 

A.  Savlov,  Sutton  West. 
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Big  Volume  of  Business  Expected 

Quebec  Shoe  Manufacturers  are  Looking  for  Lively  Fall  Business— The  Tone  of 
Trade  Generally  Appears  to  be  Strengthening— Spring  Runs  in  the  Various 
Factories — Situation  Regarding  Hides,  Leathers  and  Commodities. 


Quebec,  Sept.   15th,  njn. 
Reports  are  in  the  main  most  satisfactory, 


predict  that  there  will  be  for  some  time 
much  fluctuation  one  way  or  the  other, 
although  some  dealers  think  that  better 
and  the  steady  improvement  noted  last  prices  may  obtain  shortly.  At  present  they 
week  continues.    There  is  activity  amongst  are  unchanged. 

the  manufacturers,  who  are  now  preparing      Canadian  pulled  wool    22 

their  fall  samples.       The  general  feeling     Washed  fleece    24 

Unwashed  fleece    16 


seems  to  be  that  a  steadily  increasing  vol- 
ume of  business  will  lie  done.  Many  manu- 
facturers have  already  men  on  the  road 
with  spring  samples.  A  few  travelers  have 
been  out  with  samples,  and  while,  of  course, 
there  is  a  general  indisposition  to  touch 
spring  goods  before  September  is  well  ad- 
vanced, some  fair  orders  are  reported.  The 
new  lines  show  greater  conciseness,  and  a 


24 
28 
18 

22 


Greasy  cape    18 

Medium  20  22 

FISH  OIL 

The  local  market  has  shown  a  firmer  tone 
than  it  was  last  month.  Although  new  ar- 
rivals of  fish  oils  were  registered  this 
week,  there  is  no  change  in  prices,  which 
remain  firm.    The  reason  is  that  fishing  is 


general  improvement  in  style,  construction  reported  to  have  been  unsatisfactory,  and 

that  supplies  are  very  light.    The  demand 


and  finish.  Each  season  witnesses  new 
touches  in  various  ways  to  our  shoe  pro- 
ductions. Black  seems  still  to  hold  the 
predominance,  and  a  great  range  of  calf 
and  dongola  in  dull  and  patent  is  being 
shown.  Retailers  arc  doing  a  fairly  good 
trade,  and  report  that  collections  are  quiet. 
Prices  are  well  maintained,  there  being  no 
cutting  going  on.  Jobbers'  trade  is  in  ex- 
cellent conditions.  Fall  orders  are  in  large 
receipt. 

HIDES 


is  yet  good,  and  we  quote: — 

Cod  oil,  Gaspe,  gal   23  40 

Sea-hog  oil   35  38 

Sea-wolf  oil,  refined   35  37 

Whale  oil,  No.  1,  ref.,  gal. .$1.80  $1.85 

Whale  oil,  No.  2,  ref.,  gal..  1.77  1-82 

Whale  oil,  No.  1,  ordinary  1.74  1.86* 

Whale  oil,  No.  2,  ordinary  1.72  1.78 

Cod  oil,  pure  Newfoundland  30  32 

Liverpool  salt    5°  60 

TALLOW 


change,  and  is  reported  satisfactory.  Large 
shipments  of  buffs  and  splits  leathers  were 
made  this  week.  Harness  leathers  are 
fairly  active.  The  latest  quotations  are  as 
follows : 

No.  1  U  0   36 

Rejected  33 

No.  2    32  39 

Kangaroo   15  16 

Splits,  senior,  per  lb   28 

Splits,  junior,  per  lb   27 

Splits,  senior,  per  foot   3  8 

Splits,  H  and  Mm,  per  foot.  .  8 

Splits,  M,  per  foot   6 

Splits,  Lm,  per  foot   SlA 

Splits,   junior,  per   foot   4 

Splits,  flexible,  per  lb   22 

Splits,  trimmed,  HM,  per  lb. .  32 
Splits,  trimmed,  M,  per  lb...  32 

Pebble,  A  L   15 

Pebble,  A  L  M    15H 

Pebble,  A  M    14 

Pebble,  A  H  M   16 

Buff,  A  M    16 

Buff,  AH    16 

Moccasin    leather,    red,  per 
stamp   weight,   lb   10 


Wa> 


The  market  is  featureless  at  present  writ 
ing,  only  a  current  demand  for  immediate  mar  et  ls  clulet 
needs.  Sales  have  not  been  as  numerous 
or  as  large  as  anticipated.  Xo  change  in 
prices  over  figures  ruling  a  week  ago.  The 
tanners  are  not  buying  heavily,  because  use  more  findings  than  ever,  so  the  pro- 
they  are  well  stocked.  However,  the  gen-  ducers  are  making  preparations  for  large 
era!  outlook  seems  to  be  improving,  and  rush  orders.  Prices  are  firmly  held.  We 
a  slight  advance  is  expected.    The  latest  quote:— 


There  is  nothing  of  special  importance  to 
report  for  the  past  weeks  in  tallow.  The 
with    prices  unchanged. 
Prices  hold  firm  for  extra  tallow,  which  is 
quoted  6^c  per  pound. 

It  is  stated  that  the  trade  this  fall  will 


quotations  are  as  follows : — 

Sheepskins  25  75 

Sheep  clip  skins                        10  35 

Lambskin-                              15  5° 

City  and  country  hides  quotations.  Prices 
to  butchers:  — 

No.  1  quoted   io*A 


No.  2  quoted. 
No.  3  quoted. 

Calfskins : — 


Leather,    friction    and  fibre 

board   6 

Union  leather    8  9 

Stiffncr's,  union    1  3 

Stiffner's  leather   board,  per 

100  pounds    75  $!  •  r5 

Insole  leather    7  8 

Leather  board,  per  lb   2  3 

LEATHER 


No  improvement  is  noted.  The  trade  is 
not  taking  hold  as  freely  as  could  be  de- 
sired, dealers  apparently  being  afraid  to 
buy  heavily  for  fear  of  being  caught  by  a 
decline,  although  prices  are  being  kept  well 
up,  and  will  probably  remain  firm,  be- 
Trade  is  slow,  and  local  buyers  are  not  cause  tanners  have  to  pay  very  high  sal- 
interested  in  offerings.    It  is  difficult    to  aries.  Export  trade  has  not  seen  any  radical 


City  and  country  prices : — 

No.  1  quoted   T4 

No.  2  quoted   12 

WOOL 


Glove 


Scotch  grain 
Dongola  kid 
Patent  kid  . 
White  alum 
Sumac  .  .  .  . 
Col.  'sheep 
Napa  sheep 
India  kid  . 
Patent  colt 


17 

18 

40 

42 

38 

44 

3 

15 

17 

15 

17 

2iy2 

23^ 

21 

23 

19 

2u  1 

19^ 

20K- 

20 

21 

14 

21 

•36 

46 

11 

15 

11 

10 

12 

9/2 

II 

.  11 

13 

•  36 

46 

.  40 

42 

.  40 

42 

•  94 

1.05 

•  55 

65 

61 

65 

■  70 

85 

80 

1 . 10 

I.65 

There  is  a  rather  weak  tone  to  the  mar- 
ket of  tanners'  materials.  Prices  remain 
unchanged,  and  we  quote : — 

Degras     3TA     7  | 

Sumac  $69.00 

Gambier   SJA 

Hemlock  extract    4/4 

Hemlock  bark,  per  cord  $8.00  $7-5° 

Oak  extract    4  4JA 

Mineral  tanners'  extract  ....  6  77A 
Scuith,  pound    4 


6V2 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


Established  Over  Half  a  Century 


BERLIN 


ONTARIO 


TANNERS  OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain   Leathers,  Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


Cable  "HIDES,"  Leicester. 


and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


>\  McKays 
Only 

When  we  put  all  our  lime,  all 
our  energy ,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

OUPONT  £  FRERE 

301  Aird  Ave. 
MONTREAL 


Bonner  Leather  Co. 


■  £%Camifacturersm 


GLAZED  KID 

{Black,  and  Colors) 

CHROME  LAMBS 

{Glazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 
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EYELETS 


T~)ETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
D  there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way— Fast  Color  eyelets  have  a  small 
diamond  ♦trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark— no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.   •     MONTREAL,  QUE. 


THE  SHOE  AND  LEATHER  JOURNAL 


63 


EVERY  BUSINESS 
EVERY  TRADE 
EVERY  LINE  IN 
EVE  R  Y  ISSUE 


When  You  Want  to 


Write  an  ad. 

start  a  sale 

dress  a  window 

get  up  a  circular 

lay  out  a  display-  ad. 

send  out  form  letters 

build  up  a  mailing  list 

arrange  a  mail  order  plan 

Know  just  what  or  when  or  How  to 

advertise  and   build  your  business 


You  Will  Want 

BRAINS 


FIVE  DOLLARS 
THE  YEAR, 
or  send  25  cents 
for  sample  copy 

BRAINS  Corporation, 
Scranton,  Pa. 


The  only  WeeKly  in  the  world 

of,  by  and  for  the  retail  advertiser. 


AGENTS  WANTED. 
WRITE  FOR  GOOD 
TERRITORY  NOW. 


JOHN  CLEMSON,  LTD. 


DERBY 


Telephone  :  No. 

Manufacturers  of  the 
Celebrated 

"VICTORY" 
Brand 

In  Rivetted,  Machine 
Sewn,  Welted,  Veldt- 
schoens  and  Turnshoes 

In  4  to  6,  7  to  10, 

11  to  1,   2  to  5. 
Endless  Varieties  in  Turn 

Boots  and  Shoes 
for  Children  and  Maids. 


Little  Gent's,  Children's,  and  Nursery 
-     Boot  and  Shoe  Manufacturers  - 


ESTABLISHED    OVER    HALF    A  CENTURY 


71. 

Telegrams :  ' 

SMART  SHAPES 

NEWEST 

EXQUISITE 

DESIGNS 

FINISH 

ENGLAND 


SPECIALITIES: 

LITTLE  GENT'S 
WELTED  AND 
MACHINE  SEWN. 

See  our  Ideal 
Boys'  "SCOUT"  Boot. 

J>pecial_facilities  for] 
Export'TradcJ 


We  want  our  goods  to  be  as  well  known  in  Canada  as  they  are  in  England,  South  Africa,  Australia,  New  Zealand,  India  and  Egypt 
CORRESPONDENCE  IS  SOLICITED  FROM  A  FEW  LEADING  CANADIAN 
JOBBERS  WITH  A  VIEW  TO  HANDLING  OUR  LINES  IN  THE  DOMINION. 
Goods  can  be  purchased  unbranded  or  branded  with  our  well  known  trade-mark  "VICTORY." 
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WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  In  Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"BOSTON"^VATERPROOF  POLISH.     A  black  liqt.id  for  men's  and  boys'  shoos.    Produces  .  patent  leather  sh,n,  wtthont 

brUShi,°„gd  ...t'c'.'.'.'r'S.W  inn  parMcalar.  .Ion,  other  Pol,....  to  WH.TTBMORE  «OS-*=«-  »"«"•  ««"■•  »■«■ 
Send  tor  circulars  Ziv.     pw  ga|j  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  ot  all  Canada. 

BUY  WHITTEMORE'S  SHOE  POLISHES  IE  VOW  WANT  THE  BEST  


WATCH  FOR  OUR  NEW 
COMPETITION  ANNOUNCEMENT 


"The  Best  Sale  I  Ever  Made" 


The 
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LINEN  THREADS 


For  AU  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  Mohair'  Leather, 

■  Mercerized.  Silk. 


FRANK  <&  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


THE   ACTON   GROUP  OF 
TRADE  NEWSPAPERS 

EACH    THE   LEADER    IN    ITS  FIELD. 


Name 

Date  of  Issue 

Sub.  Price 

Baker  and  Confectioner 

5th 

$1.00 

Dry  Goods  Record 

25  th  Preceding 

1.00 

Funeral  Director  and  Embal 

mer     1 5  th 

1.00 

Furniture  Journal 

15th 

1.00 

Men's  Wear 

1st 

1.00 

Painter  and  Decorator 

20th 

1.00 

Ready-to- Wear 

25  th  Preceding 

1.00 

Shoe  and  Leather  Journal 

1  st  and  1  5  th 

1.00 

Subscription  for  any  two  Papers,  $1.50;  any 
three  Papers,  $2.00.  Send  subscriptions,  requests 
for  samples  and  advertising  rates  to 

HEAD  OFFICE- 

Acton  Publishing  Co.,  Limited, 

59-61  JOHN  ST.,  TORONTO,  ONT. 

or  to 

Montreal  Office    -     13  Coristine  Building. 


London,  Eng. 


Byron  House,  Fleet  St.,  E.C. 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  ot  introduction  supplied  to 
bona  fide  traveling  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 


MEN'S  BOYS' 

YOUTHS'  AND 
LITTLE  GENTS' 


Best  quality  in 
Standard  Screws 
and  McKays. 

Spring  Samples 
now  being  shown. 


LUC  ROUTIER 

Shoe  Manufacturer 

56  Colomb  St.    -  QUEBEC 


BOOTS  AND  SHOES  THAT 
STAND  ROUGH  WEAR 


FOR 


PROSPECTORS,  SURVEYORS, 
CRUISERS,  RIVER  DRIVERS 


IN 


STANDARD  SCREW  AND  GOODYEAR  WELTS 

C.  B.  Dayfoot  (SL  Co. 

GEORGETOWN        -        -  ONTARIO 


66 


THE  SHOE  AND  LEATHER  JOURNAL 


22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

This  Outfit  renresents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
iL?nJ i  «f  mnderr ?  shoe repairing  It  embraces  all  the  essential  processes  for  making  new 
sho?s  f^  equipment  and  efficiency  in  the  minimum  space 

The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
[team Generator  which uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automa  ica  ly 
S/lnsSng  fuSform'hIat  for  keeping  the  wax  in  P-Per  condidon .  and ^umng  htg ^ttcndon 
from  the  nnerator.  The  Edge  Tr  mming  Machine  has  the  new  feature  ot  tne  two  *>"<»ib  uchi& 
operated byP  « 'single  belt  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:- 

2  Split  Bottom  Buffing  Rolls  /  5Mi,gre  ? 8 p  SS!11661 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 
A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  1 puffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 
At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 

and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  dri ve  P^V,  so  that  ^  ^wssary 
to  use  only  those  machines  which  the  operator  may  require-    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  ^^^^^ 
bearings  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 
LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS 


244  Adelaide  Street  West  TORONTO 


MONTREAL,  QUE. 

492  St.  Valier  Street,  QUEBEC 
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CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E.  3778 


__  Co. 

Makers  oi 

Men's,  Boys',  Youths'  and 
Little  Gents'  Medium 
and  Staple  Lines 


DUCL05  (SL  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Sh  oes 

Special  Attention  Given  To  Export  Trade 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (£L  CO., 

LYNN,  Mass.,  U.S.A. 


'ATE  INT  Si 


PROMPTLY  SECURED! 

We  solicit  the  business  of  Manufacturers, 
Engineers  and  others  who  realize  the  advisabil- 
ity of  having  their  Patent  business  transacted 
by  Experts.  Preliminary  advice  free.  Charges 
moderate.  Our  Inventor's  Adviser  sent  upoa 
request.  Marion  &  Marion,  New  York  Life  Bldg^ 
Montreal ;  and  Washington,  d.c,  U.S.A, 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Ask  for  prices  on 
Shoe  Racks  and  dieing  out  Blocks . 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 


Fred.  C.  A.  Mclndoe  &  Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


68 


THE  SHOE  AND  LEATHER  JOURNAL 


INDEX 


PAGE 

Acton  Trade  Papers    65 

Aird  &  Son    * 

Ames-Holden-McCready,  Limited,  20,  21 
Amherst  Boot  &  Shoe  Co.,  Limited  1 

Beal,  The  R.  M..  Leather  Co.,  Lim- 

  Gi 

Blouin,  F   24 

Bonner  Leather  Co   61 

Borne,  Lucien   ■  ■  •  24 

Brains   63 

Brandon  Shoe  Co.,  Limited    28 

Briethaupt  Leather  Co.,  Limited....  61 

Clemson,  John   . ....  63 

Corona  Kid  Co   2 


Cote.  J.  A.,  &  M. 

Davis  Leather  Co. 
Dayfoot.  C.  B.  .. 
Dominion  Die  Co. 
Du  los  &  Payan 
Dun,  R.  G..  &  Co. 
Dupont  &  Frere  . 

Eveleigh  &  Co.,  J. 


Limited 


14 

3 
65 
67 
67 
65 
61 


Frank  &  Bryce 


Gauthier,  The  Louis  Co.,  Limited..  31 

Guay,  Eugene   1 

Gutta  Percha  &  Rubber  Mfg.  Co.,  of 
Toronto   Outside  Back  Cover 

Kelly,  Thomas,  A.,  &  Co   67 

Kieffer  Bros   67 

Lachanee  &  Tanguay    28 

Linton,  Jas   10 

MacFarlane  Shoe  Co.,  Limited   5 

Marden,  Orth  &  Hastings   26 

McDermott  Shoe  Co   29 

Mclndoe,  F.  C.  A.  Co   67 

McLaren  &  Dallas    6,  7 

Minister  Myles  Shoe  Co.,  Ltd   15 

Moenus  Machine  Co  61,  68 

National  Leather    Co.,    of  Canada, 
Limited   1 


Packard,  L  H.  &  Co.,  Limited.. 
Phster  &  Vogel  Leather  Co.. 


Quaker  Shoe  Co. 


PACT?  PAGE 

.  65     Rideau  Shoe  Co.,  Limited    32 

Ritchie,  John,  Co   67 

Robinson,  James    8,  9 

Routier,  Luc.    05 

Rowen  &  Ogg  Co.,  Limited   18,  19 

Ruthstein,  N.  M  27 

Scholl  Mfg.  Co.,  Limited    25 

Slater  Shoe  Co..  Limited    r2 

Standard   Engineering   Co   26 

Star  Shoe  Co   16 

Staynes,  W.  H.,  &  Smith    61 

Tebbutt  Shoe  &  Leather  Co   17 

Tetrault  Shoe  Mfg.  Co  22,  23 

Tourigny  &  Marois    4 

United  Shoe  Machinery  Co.,  of  Can- 
ada   Inside  Front 

Cover,    62,    66,    Inside    Back  Cover 

28     Walpole  Rubber  Co   29 

30     Wihittemore    64 

Winn  Co.,  Limited    13 

63     Wood-Milne  Co.,  Limited    30 


2  x  7  =  14  Moenus  "Altera"  Embossing 
and  Ironing  Machines 


were  delivered  within 
the  last  few  years  to  two 
large  leather  factories. 

Other  Moenus  Ma- 
chines were  delivered 
in  proportionate  num- 
bers to  the  progressive 
firms  at  home  and 
abroad. 


We  supply  complete  plants 
for  Leather  Factories 


Moenus  Machine  Works,  Frankfurt  on  Main,  Germany 
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SHoe  Machinery 

For  Every  Department 

PROM 

Lasting:  to  Finishing 


TRADE 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL=C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,  Eyelets,   Shanks,   Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      MONTREAL,  QUE. 


TENNIS  SHOES 


We  are  getting  ready  to  make  the 
season  of  1911-12  a  record  one.  New 
stvles  have  been  added,  improve- 
ments have  been  made,  every  little 
detail  has  had  attention. 

By  this  time,  probably  everybodv  in 
the  shoe  trade  knows  the  Maltese 
Cross"  Tennis  line  and  the  qualitv 
that  it  stands  for.   Wait  and  see  it. 

Illustrated  Catalogues,  Price  Lists,  etc., 
will  be  ready  the  last  of  the  month. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,   Halifax,   Winnipeg,   Calgary,  Vancouver, 
Branches :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


POCXl  RBUMfgQfe- 

UKHID  HOKIRDHr 
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Black  Diamond  Chrome  Patent  Leather 
—is  being  produced  at  the  rate  of  3000 
sides  per  day.  Its  superior  quality  is  ac- 
countable for  such  a  demand. 
Tan  Gun  Metal  Ca//-^specially  adapted 
for  Men  s  and  Women's  Fine  Shoes.  We 
also  manufacture  this  finish  in  Blacks. 

OTHER  PRODUCTS 

Glove  Leather— A  wide  range  of  weights 
and  finishes. 

Weilda  Calf— In  twenty-two  shades. 
Sheep  Leather— In  every  good  tannage. 
Hub  Pigskin  and  Cut  Stock 
Hub  Gum  Soles. 

-A.  C.  LAWRENCE  LEATHER 

COMPANY 

95   SOUTH   STREET.  BOSTON 
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Arnold  (McKay)  Flex  Welt 

The  greatest  and  newest  thing  in  welt.  We  are  the 
exclusive  manufacturers  for  Canada  and  Great  Britain. 

Goodyear  Side  Welting 

We  make  only  from  our  own  side  leather.  Our  cus- 
tomers include  most  of  the  large  shoe  houses  of  Canada. 

Oil  Tan  Moccasin  Leather 

Heavy  for  oil  packs.     Light  for  prospectors'  boots. 

Combination  Shoe  Leathers 

Write  for  samples  and  further  information.     We  pay 
special  attention  to  prompt  deliveries. 

WICKETT  &  CRAIG  limited 

TORONTO         =  CANADA 


always  safe 

7 

Glove  Leathers 


THERE'S  safety  in  always 
buying  National  Glove 
Leathers.  You  don't  have 
to  keep  them  if  they  are  not  perfect 
—  just  send  them  back  and  get 
your  money.  But  you  always  do 
keep  them  because  there  has  been 
so  much  care  in  their  preparation 
that  they  are  always  "just  right" 
when  they  reach  you. 

That's  the  class  of  glove 
leather  to  buy.  You  never  have  to 
worry  as  to  whether  they'll  do  or 
not.    Try  them. 

NATIONAL  LEATHER  COMPANY 
OF  CANADA,  LIMITED,  TORONTO 


Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  Tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 
Exclusive  Selling  Agents: 

CHICAGO  TANNING  CO. 

MONTREAL,  QUE.,  59  St.  Peter  Street 
CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON.  MASS         GLOVERSV1LLE.  N.  Y.        ST.  LOUIS,  MO. 
128  Summer  St.  1 1  Cayadutta  St.  619  E.  Eighth  St. 


You  are 
in  buyiti 
National 


2 


THE  SHOE  AND  LEATHER  JOURNAL 


SUNSHINE  KID 

TRADE  MARK 
MADE  AND   SOLD  BY 

CORONA  KID  MFG.  CO. 
BOSTON 

MASS' 


(SUNSHINE  COLT] 

MADE  AND   SOLD  BY 

CORONA  KID  MFG.  CO.., 
BOSTON 
MASS- 


The  Combination 
That  Means  Success 


Satisfy  i  ng 
Your  Customer 

Every  successful  merchant  aims 
to  always  satisfy  his  customers. 
That's  why  he  is  successful. 

Now,  in  the  matter  of  patent 
leather  shoes,  it  is  admitted  to  be 
impossible  to  satisfy  the  wearer. 

Therefore  it  is  not  conducive  to 
success  to  handle  patent  leathers. 

Neither  is  it  a  necessary  evil  as 
it  once  was. 

For  now  you  can  obtam  shiny 
shoes  made  from  Sunshine  Colt 
or  Kid  that  will  give  satisfaction. 


Satisfying 
Yourself 

If  your  bank  account  doesn't  grow 
fast  enough  you  won't  be  satis- 
fied, that's  sure. 

And  it  won't  grow  unless  you  sell 
shoes  that  give  good  profits  and 
bring  repeat  orders. 
You   can't   depend    on  patent 
leathers  to  do  that. 
You  don't  need  to  depend  on  them 
for  you  can  specify  and  get  Sun- 
shine Colt  and  Sunshine  Kid  in 
your  shiny  shoes. 
They'll   satisfy  you   and  your 
customer  too. 


Sunshine  Colt  and  Sunshine  Kid  are  better  than  patent  leathers  for  they 
won't  crack  or  check  because  they  have  a  "  more-than-surface  finish. 


CORONA  RID  MFG.  COMPANY 

BOSTON.  MASSACHUSETTS 
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During  the  test  After  the  test 


1913  WATERPROOF  CALF 

(The  Leather  that's  ahead  of  its  time) 

AFTER  FOUR  DAYS 

Our  superintendent  has  a  strong  and  abiding  faith  in  1913.  He 
took  a  stock  skin  a  few  days  ago,  hung  it  oToer  a  packing  box, 
poured  in  a  pail  or  two  of  water  and  left  it  there  for  FOUR  DA  YS. 
He  did  that  to  assure  ourselves  and  to  prove  to  you  that  this  new 
process  calf  (that's  as  free  from  "greasy  look  or  feel"  as  any  Sum- 
mer leather)  is  as  absolutely  damp-proof  as  any  leather  made. 

And  number  1913  was  right  up  to  expectations.  Number  1913 
went  through  the  test  "smiling".  When  it  came  to  the  real  "show 
down'  1913  "had the  goods' '. 

After  the  test  the  water  poured  off  as  it  would  from  rubber,  lea  t  ing 
not  a  trace  of  wet  or  dampness.  It  was  on  both  sides  as  when  it 
left  the  stock  room. 

The  waterproofing  of  1913  is  thorough,  for  it  reaches  down  deep 
amongst  the  fibres.  It  is  on  the  surface,  too,  but  it  doesn't  show. 
With  1913  you  can  make  a  fine  dressy  shoe  of  Fifth  Avenue  class 
that  will  turn  water  like  a  wild  duck's  back. 

Send  in  your  name  for  a  sample 


DAVIS  LEATHER  COMP'Y  LIMITED 

NEWMARKET,  ONT. 
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ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way,  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond -♦•trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.   ■     MONTREAL,  QUE. 
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FROM  CRADLE 
TO  COLLEGE 


CLASSIC 

SHOES 


Have  made  a  reputation 
for  us  and  they  will  make 
one  for  you,  too,  if  but  given 
the  proper  opportunity. 

A  reputation  cannot  -be 
built  on  wind  and  bluff. 
It  requires  goods  of  quality 
and  sound  business  princi- 
ples. This  we  realized  from 
the  beginning  and  adopted 
our  policy  accordingly. 
That  our  policy  is  right  is 
proven  by  the  fact  that 
to-day  we  top  the  list  in 
shoes  for  the  younger  folks. 

Let  Classic  Shoes  do  for 
you  what  they  have  done 
for  us.  See  the  range  our 
salesmen  are  showing  for 
spring.  There  are  some 
wonderful  additions. 


GETTY  &  SCOTT 

LIMITED 

GALT    -  ONTARIO 
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The  Many  Advantages  of  Spep 

AMES  -  HOLDEJ 


BY  THE 


And  the  advantages  of  specialization  are  many.  If  not,  would  this  be  known  as  the  age  of  specialization? 
It  stands  to  reason  that  a  particular  style  can  be  produced  in  large  quantities  at  a  lower  cost  per  pair 
than  in  small  quantities  for  the  initial  cost  is  the  same.  And  it  is  just  our  ability,  by  devoting  each 
of  our  separate  factories  to  shoes  of  a  similar  nature,  that  enables  us  to  make  our  styles  in  large 
quantities.  This  reduction  in  cost,  so  caused,  permits  us  to  employ  only  most  modern! 
facilities,  the  best  materials,  and  the  most  skilled  workmanship,  and  thus  we  can  embody  in  ourj 
shoes,  a  higher  grade  of  quality  than  can  be  obtained,  from  the  producer  of  smaller  quantities 
for  the  same  or  even  greater  price.    Reasonable,  isn't  it? 

AMES  -  HOLDEll 

MAKERS  OF   RELIABLE  SHOES! 

MONTREAL,   TORONTO,    ST.  JOHN,  Wl 
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tion  are  Strongly  Accentuated 
:CREADY  LINES  for  spring 


A  reputation  gained  through  half  a  century  of  expert  shoemaking  is  not  to  be  tampered  with._  This 
We  realize  and  more — we  know  this  reputation  must  only  become  greater  and  better  and  it  will. 
During  the  many  years  Ames-Holden  and  McCready  salesmen  have  been  calling  on  the  Canadian 
Trade,  they  have  always  had  something  interesting  to  tell,  and  a  range  of  profit-making  shoe  styles 
lo  show.  But  this  year  their  story  is  much  more  interesting,  and  their  range  of  styles  of  greater 
profit-making  ability.  For  the  styles  are  made  on  new  and  especially  made  lasts  and  from  patterns 
the  products  of  the  best  skilled  men  in  America.  And  then  there  are  the  advantages  of  specialization  to 
be  taken  into  consideration.  In  justice  to  yourself,  listen  to  what  our  salesman  has  to  tell  you  and  see 
what  he  has  to  show.  We  have  one  of  the  most  unique  service  plans  for  you.  You  will  hear  of  it  shortly. 


cC  READY  LIMITED 

PEOPLE  AND  ALL  OCCASIONS 

J,   CALGARY,    EDMONTON,  VANCOUVER 
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Here's  a  Spring  Sto 


In  the  brand  new  stock  gathered  here 
for  Spring  1912  will  be  found  every 
shape  and  style  of  boots  and  shoes — that 
is,  every  shape  and  style  that  promises  to 
be  a  seller  this  coming  Spring. 

Great  care  was  taken  in  purchasing  this 
stock  that  no  "dead  wood"  might  be  put 
in.  Unless  a  shoe  appealed  to  the  buyer 
as  a  profit-maker  for  the  retailer  it  was 
left  severely  alone. 

And  so  there  is  no  danger  but  what  this 
stock  will  be  able  to  satisfy  all  your  wants 
for  Spring  trade. 


JAMES  ROBINSON,  182-186 
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iat  will  Satisfy  You= 


Price,  of  course,  is  always  a  prominent 
factor  in  your  buying.  And  in  the  placing 
of  this  stock,  that  fact  was  never  lost  sight 
of.  Only  good  goods  were  bought,  but 
they  were  bought  in  such  large  quantities 
that  the  price  was  greatly  reduced. 

There's  the  whole  secret  of  the  success  of 
this  house — buying  good  goods  in  enor- 
mous quantities  and  getting  the  best 
possible  price. 

Then  there  are  Rubbers  to  think  of.  But 
don't  worry.  You  can  purchase  here  the 
products  of  the  Independent  Rubber  Co., 
than  whose  goods  there  are  no  better. 


L  STREET,  MONTREAL,  P.Q 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator-  The  Edge  Trimming  Machine  hts  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 


2  Split  Bottom  Buffing  Rolls 

2  Flat  X-Ray  Heel  Scouring  Wheels 

2  "  C  "  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
russet  work  : — 


or 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 


OF  CANADA 
LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS 


MONTREAL,  QUE. 


244  Adelaide  Street  West  TORONTO 


492  St.  Valier  Street,  QUEBEC 
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•ITS  IT' 


"TICKLER" 


CANADA'S  SHOE 
SENSATIONS 


"ITS  IT"  and  "TICKLER" 

HAVE  TAKEN  THE  DOMINON 
BY  STORM 

^  Our  Tickler  last 
was  the  talk  of  the 
country  in  1910. 
An  expert  sized  up 
our  newest  creation 
recently  thus:  The 
Its  It  is  emphatically 
IT! 

^  See  them  on  the 
road  or  write  us. 


THE 


COOK-FITZGERALD  CO. 

LIMITED 

LONDON  ■  CANADA 
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Polishes 


A  GOOD  POLISH 

TO  RETAIL  AT  A  POPULAR  PRICE  AND 
PAY  A  GOOD  PROFIT  IS  A 

GOOD  INVESTMENT 

FOR  ANY  CANADIAN  SHOE  MERCHANT 

Wren's  polish  is  honest;  contains  all  the 
essential  elements  required  to  produce 
the  best ;  retails  at  a  popular  price,  gives 
the  merchant  a  good  profit  and  satisfies 
the  consumer.  It  is,  therefore,  an  extra 
good  investment. 

Mr.  Merchant,  get  in  touch  with  our 
Canadian  agents.    It's  worth  while. 

WILLIAM  WREN  &  COMP'Y 

NORTHAMPTON   -  ENGLAND 


CANADIAN 
AGENTS 

Sir  H.W. 
Trickett 

LIMITED 


Manchester 

Building 
Melinda  St. 

TORONTO 
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R.  L.  BORDEN  obtains  the 
leadership  of  the  Canadian 
Government,  but  SIR  HENRY 
W.  TRICKETT  still  is  and  will 
remain  "The  Slipper  King." 


R.  L.  BORDEN 
Premier  of  Canada 


FOR  fifteen  years  has  Mr. 
Borden  persistently  strived 
and  struggled  to  lead  his  party 
into  power  in  the  Great 
Dominion,  but  no  greater  nor 
more  persistent  have  his  efforts 
been  than  those  of  Sir  Henry 
W.  Trickett,  covering  the  same 
period,  to  produce  for  the  Can- 
adian People  a  brand  of  "Kosy" 
and  comfortable  slippers,  which 
would  meet  their  every  require- 
ment, and  for  which  they  would 
show  their  appreciation. 

And  that  he  has  met  with 
success  is  proven  by  the  appre- 
ciation shown,  the  evidence  of 
which  is  the  large  demand  in 
Canada  for  Trickett 's  Slippers. 

This  demand  is  rapidly  in- 
creasing, and  is  bound  to  become 
greater.  If  you  are  not  strong 
on  " Trickett 's",  get  in  touch 
with  your  jobber  right  away. 


SIR  H.  W.  TRICKETT 
The  Slipper  King 


SIR  H.  W.  TRICKETT,  LIMITED 

WATERFOOT  -  Near  MANCHESTER  -  ENGLAND 

CANADIAN  OFFICE 


MANCHESTER  BUILDING 


MELINDA  STREET 


TORONTO 


SOLE  CANADIAN   AGENTS   FOR  WREN'S  POLISHES. 


\ 
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Guarded 


If  the  eyelets  in  the  shoes  you  purchase  have  the  little  diamond 
Trade  Mark  on  the  surface,  as  shown  above,  they  are  the  genuine  Fast  Color, 
the  only  kind  (and  we  want  particularly  to  impress  this  fact)— the  only  kind 
that  can't  grow  brassy,  and  always  look  new. 

None  but  the  genuine  Fast  Color  Eyelets  have  the  diamond  Trade 
Mark.  They  have  been  placed  there  to  safeguard  the  shoe  wearer  as  well 
as  the  shoe  dealer  from  every  possibility  of  deception.  They  are  one  of  the 
most  prominent  earmarks  of  a  good  shoe.  Millions  of  magazine  readers  are 
learning  each  month  of  Fast  Coloi  Eyelets  and  the  method  of  distinguishing 
them.    We  will  gladly  mail  descriptive  booklet  and  samples  on  request. 


United  Shoe  Machinery 
Company  of  Canada 


Office  and  Factory: 

St.  Monique  Streets,  Montreal 
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KINGSBURY 
FOOTWEAR 

FOR 
WOMEN 
1911-12 


Such  Great  Satisfaction 

has  been  given  our  customers  by  the  goods  of  the 
Kingsbury  Footwear  Co.,  and  the  demand  for  them 
has  so  constantly  increased  with  each  successive 
year  that  we,  knowing  from  past  experience,  the 
call  will  be  greater  than  ever  for  the  season  of  191 1-12, 
have  selected  one  hundred  and  fifty  lines  of  their 
best  sellers. 

The  above  illustrations  show  a  few  of  the  well 
chosen  ones  we  have  to  offer  to  the  trade. 

Our  travelers  are  now  out  with  the  largest  selec- 
tion of  Kingsbury  Footwear  shown  by  any  jobbing 
house.  It  will  certainly  pay  to  see  this  range  and 
give  it  your  most  careful  attention.  Order  early  to 
ensure  good  delivery. 

We  always  carry,  for  immediate  shipment,  a  large 
stock  of  all  lines  in  season.  Trust  us  to  look  after 
your  sorting  orders  in  the  best  possible  manner. 


BLACHFORD  DAVIES  &  CO. 

LIMITED 

SPECIALTY  JOBBERS 

60-62  FRONT  STREET  WEST,   TORONTO,  CAN. 
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COLLEGE  GIRLS'  WELTS 


College  Girls'  Patent  Pump  "with 
the  strap  in  the  right  place". 


For  Style 
For  Durability 
For  Price 

You  can't  beat  them 


College  Girls  all  Dong.,  whole  fox  Butt., 
low  heel,  medium  toe 


Three  Swell  Lasts 

in  all  leathers  carrying  a  low  or 
medium  high  heel.  We  believe 
every  retailer  will  be  interested  in  this 
line,  as  it  fills  a  long  felt  want  in 
Canada. 


College  Girls'  Pat.  Butt.  Bool,  dull 
calf  top,  plain  toe,  short  vamp, 
carrying  a  14-8  heel. 


In  Stock 

Besides  the  College  Girls' 
Welts  and  Turns  we  carry 
a  hundred  other  styles  of 
infants',-  children's  and 
misses'  lines,  ready  to  ship 
at  once  . 


College  Girls'  Pat.  Blu.  Bal.,  dull  calf 
top  on  a  full  round  toe. 


The  Macfarlane  Shoe  Company  Limited 

Montreal 
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Boot  Laces  are  Profitable.   Feature  Them! 

Our  Branded  or  Identified  Lines  of  Boot  Laces  an  Assurance  of  Quality,  and  Value,  and  Steady  Trade  for  you. 

A  Shoe  Lace  for  every  purpose.                  Each  Line  a  Standard  one. 
You  are  judged  by  the  "little"  things.   Sell  Good  Boot  and  Shoe  Laces. 

Give  an  order  to  your  wholesaler  for  a  Sample  Gross  of  the  following  lines. 


SCHOOL  GIRL  (43  ins.)   SCHOOL  BOY  (36  ins.) 

3  pairs  banded  to  retail  with  big  profit 
10c.  a  bunch 

UNIVERSAL 

Ladies'  and  Gent's  Sizes 
Spiral  tagged,  each  pair  banded,  to  retail 
2  pairs  for  5c. 


ORIENT 

Ladies'  and  Gent's  Sizes. 
Silk  finish  laces,  banded  in  pairs,  beautifully 
soft  and  lustrous,  fast  color,  stay  tied  even  when 
new,  to  retail  at  5c,  many  stores  get  10c. 

EMPIRE 

Ladies'  and  Gent's  Sizes, 
Ordinary  tags,  strong,  will  not  cut,  to  retail  with 
big  profit  2  pairs  for  5c. 


i  ■  ■ 


Manufactured  in  England  by 


BROUGH,  NICHOLSON  &  HALL,  Limited 

Leek,  Staffs.  112  Wood  Street,  London,  E.C. 

Wholesale  Only  Supplied.  Leading   Lines  now  in  Stock  by  Canadian  Agents. 

WALTER  WILLIAMS  &  CO. 

517-525  St.  Paul  Street,  Montreal,    Tel.  M.  2724 
20  Wellington  Street  West,  Toronto,  Tel.  M.  2994 
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KINGSBURY  and  "\M 
Are  Profitable  Fi 


31  Last  High  Toe,  Short  Vamr>| 
A  natty  looking,  quick  sellirij 
Shoe  for  Women. 

No.  223  — Women's  Pater! 
Blucher  Oxford  on  New  32  Las! 
Sells  on  Sight. 

No.  388  — Women's  Dongo 
Waist  Line  Strap  on  31  Last. 

No.  275  — Women's  Dongoli 
Patent  Heel  Fox,  Blucher  Oxf  or< 
on  33  Last.    A  Stylish  Shoe. 


These  cuts  look  very 
classy  here.  The  originals 
would  look  even  better 
in  your  window  and 
"pull"  Women's  Trade 
at  that. 


KINGSBURY  FOG 


Specialist) 
MCIN 


No.  275 
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CA'S  BEAUTY  Shoes 
ou  To  Handle 


9  Short  Vamp,  Stage  Last.  A 
>utton  Shoe  that  is  very  popular 
rith  women. 

Jew  28  Pump— A  very  popular 
>atent  Leather  Style. 
Jo.  382— New  Growing  Girls'  30 
.ast  Ankle  Strap  Pump  in  Patent, 
ran  Calf,  and  Gun  Metal, 
slo.  126— New  30  last,  Growing 
Girls'  Dongola  Kid,  Patent,  Gun 
Vletal,  and  Tan  Calf,  Blucher  and 
3utton,  Round  Toe  and  Low  Heel 


29  Short  Vamp,  Stage  Last 


What  about  your  Grow- 
ing Girls'  Trade?  Can 
you  beat  No.  126  below 
as  a  stylish,  comfortable 
shoe  for  a  girl  of  about 
14  years? 


/EAR  CO.  Limited 


lies'  Footwear 
AL 


No.  126 
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Some  Things  You  Can't  Do 
With  Any  Other  Machine 

List  Groups  of  Items 
Print  Totals  of  Each  and  Grand  Totals 


If  Burroughs  ingenuity,  which  nineteen  years 
ago  first  fostered  and  made  possible  that  great- 
est of  all  business  aids,  the  adding  machine, 
and  which  has  since  blazed  the  way  and  en- 
couraged every  worthy  adding  machine  im- 
provement, is  the  skill  behind  this  NEW 
BURROUGHS  MACHINE — the  DUPLEX 
MODEL. 

1f  This  marvelous  invention  fills  a  niche  in  the 
business  man's  establishment  that  cannot  be 
filled  by  any  other  machine  or  machines. 

r   1 1  stands  alone  with  no  rival. 

You  can  list  groups  of  items,  printing  the 
total  of  each  group  and  the  grand  total,  with- 
out re-writing  a  single  figure.  You  can  add 
and  list  all  sales  tickets  and  after  securing  a 
total  for  each  department,  you  may  have  a 
grand  total  of  the  entire  day's  work  simply  by 
an  extra  pull  of  the  handle.  You  can  add  the 
d< bit  and  credit  side  of  your  ledger  in  one 
column. 

If  Each  kind  of  a  total  is  identified  with  a 


distinguishing  mark  so  that  every  item  can 
be  recognized  at  a  glance.  The  entire  opera- 
tion is  governed  by  a  little  thumb  lever  at  the 
left  of  the  keyboard.  Nothing  complicated — 
a  boy  can  run  it  with  ease.  The  Duplex  is 
literally  two  adding  machines  in  one.  And 
actually  does  two  sets  of  calculations  at  one 
operation,  in  the  same  column  and  in  the  same 
time.  It  has  two  sets  of  adding  wheels,  each 
of  which  is  independent  of  the  other  and  equal 
to  the  entire  capacity  of  the  machine. 

Tf  This  Duplex  feature  can  be  obtained  with 
practicall)'  any  one  of  the  78  models,  which 
range  in  price  according  to  the  work  they  will 
do  for  you,  from  $175  to  $850  (in  easy  instal- 
ments, if  desired). 

1f  Ask  us  to  show  you  how  the  Duplex  will 
wipe  out  a  large  percentage  of  time-eating  de- 
tails. And  ask  too,  for  our  books — "A  New 
Transit  System,"  for  bankers.  "Why  Don't 
You  Go  Home,"  for  retailers.  "Cost  Keeping 
Short  Cuts,"  for  cost  keeping  departments. 
Mail  request  on  your  letterhead  to-day. 


<J  It  you  have  an  old  style  adding  machine  of  any  kind  it  will  pay  you  to  let 
u*  show  you  how  the  Duplex  will  lave  you  more  time  and  do  the  work  better 


Burroughs  Adding  Machine  Company 

146  Bay  Street,  Toronto,  Canada 


Keyboard 

View 

Burroughs 

Duplex 

Model 
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Don't  place  your  Spring  Order 
before  you  have  inspected 
our  1912  samples 

Our  salesmen  are  on  their  way  to  you. 
You  know  these  men.  You  also  know 
LINTON  shoes— favorably.  All  that 
the  name  LINTON  has  meant  in  the 
past  is  embodied  in  every  shoe  of  our 
Spring,  191 2,  line.  We  stand  behind 
them. 

Several  new  ultra-modern  lasts,  the  re- 
suit  of  expert  designing,  are  shown.  We 
cannot  buy  better  leather  than  we  incor- 
porate in  these  shoes,  and  specialized 
workmanship  is  evident  at  a  glance. 

If  you  want  stylish,  money-making  foot- 
wear that  will  win  and  hold  customers, 
see  our  salesmen  before  you  order. 


JAS.  LINTON  &  CO. 

MONTREAL 
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No.  L0342R 
$2.75 

Ladies'  R.  Russia  Calf,  seven-inch, 
fourteen  button  boot.  %  fox,  Bronx 
last.  tip.  perforated  vamp.  i%  inch 
heel.  welt.  A  3  to  7:  B,  C  and 
D  2%  to  7. 


No.  L0382M 
$2.75 

Ladies'  white  Nubuck  boot,  %  fox, 
short  vamp,  Bronx  last,  tip,  1%  inch 
heel,  welt.  A  3  to  7;  B,  C  and 
D  2%  to  7. 


No.  L0327B 
$2.60 


Ladies'  mat  kid  top,  dull  calf,  %  fox, 
button  boot,  seven  -  inch,  fourteen 
button  height,  perforated  vamp,  tip, 
Derby  last,  1%  inch  heel,  welt.  A  3  to 
7;  B,  C,  D  and  E  z<6  to  7. 


THREE  BEAUTIES  IN  STOCK 

Tans,  whites  and  dull  leathers,  in  the  order  named,  have  the  call  for  fall 
and  early  winter  selling. 

We  know  that  a  great  many  dealers  at  the  present  time  are  having  calls  for 
these  goods  and  losing  sales  because  they  lack  these  styles. 

Because  of  the  enormous  demand,  we  have  stocked  these  three  boots, 
introducing  two  of  our  new  and  popular  lasts — the  Bronx  and  the  Derby. 
Both  will  be  winners. 

We  can  ship  immediately  on  receipt  of  orders — 
and  better  values  at  the  prices  cannot  be  obtained. 

Get  acquainted  with  our  stock  department.  You  will  find  it  profitable. 
Orders  for  cases,  dozens  or  singles  given  equal  attention  and  care. 

Terms:  Three  Per  Cent.  Thirty  Days. 
Complete  Stock  Catalogue  on  Request. 


UTZ  &  DUNN  COMPANY 

71  CANAL  STREET       -       -       ROCHESTER,  N.  Y. 

For  THIRTY  YEARS  maker*  of  HIGH-GRADE  FOOTWEAR  for  WOMEN,  MISSES  and  CHILDREN 
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"Rideau  Shoes 
Are  Attractive 
In  Appearance 


Quality  alone  is  not  enough.  A 
shoe  may  be  carefully  made  of  Ai 
leather  and  yet  not  attract  a 
second  glance  when  exhibited  in 
your  show  window. 

You  must  have  a  stylish,  snappy- 
looking  shoe  in  order  to  bring  the 
customer  within  reach  of  the  sell- 
ing arguments  of  your  salesmen. 
Note  the 

Two  Appealing  Styles 

herewith  shown.  These  are  exact 
representations  of  the  originals, 
and  a  glance  will  show  why 
"Rideau"  lines  for  Spring  19 12  are 
sure  to  be  big  sellers. 

The  high  toes  and  heels,  unique 
perforations  and  skilful  workman- 
ship everywhere  apparent  are 
powerful  sales  arguments. 

Sell  "Rideau"  shoes— reap  profits 
Get  into  line  today — Drop  us  a  card 

Rideau  Shoe  Co. 

LIMITED 

MONTREAL     -     -  CANADA 


THE  SHOE  AND  LEATHER  JOURNAL 


No  wet  feet— no 
cold  feet  when 
Wearing  Doctors 
Anti-septic  Shoes 


It's  mighty  good  business  to  sell 
a  man  a  pair  of  shoes  that  are 
absolutely  cold  and  moisture 
proof.  He'll  appreciate  the  shoes 
and  remember  you.  You  will  have 
made  a  staunch  friend  for  your 
store. 

Every  time  you  sell  a  pair  of 
Doctors  Anti-septic  Shoes  you 
guarantee  your  customer  dry  feet. 
The  special  process  by  which 
both  the  outer  sole  and  the  uppers 
are  waterproofed  and  the  special 
construction  of  the  inner  and 
centre  soles  insure  absolute  pro- 
tection from  cold  and  wet. 

You  will  want  a  supply  of  these 
purposeful  shoes  for  Spring  1912. 
You  would  do  well  to  order  now. 


THE  TEBBUTT  SHOl 

THREE 
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THER  CO.  LIMITED 

QUEBEC 


This  is  the  shoe 
that  has  never  made 
a  corn  but  has 
relieved  many 

Made  anatomically  correct  of 
softest  kid  which  yields  to  every 
movement  of  the  foot  there  is  no 
possibility  of  the  coming  of  corns 
to  the  foot  encased  in  the  Pro- 
fessor Gold  Cross  Shoe.  Rather 
it  is  a  reliever  of  corns,  for  it 
does  not  irritate  them  as  other 
shoes  would.  Its  soft  cushion- 
etted,  medicated  inner  sole  pre- 
vents the  forming  of  callouses  on 
the  foot  and  gives  besides  a  soft, 
easy  tread. 

You'll  find  that  there  are  many 
men  ready  to  buy  the  Professor 
Shoe  as  soon  as  you  stock  up. 
Here's  profit  you've  been  missing. 
Start  in  on  it  this  Spring. 
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THE  SLATER  BOYS  ARE 
"on  the  road" 


Our  travelers  are  out,  and  if  you  want  to  reach 
one  of  the  most  enthusiastic  boys  you  ever  met, 
just  drop  us  a  line  and  we  will  put  you  in  touch. 

The  spring  samples  mark  an  "  Excelsior  "  point 
in  the  upward  and  onward  march  of  the  Slater 
Shoe — more  new  models  than  we  have  shown  in 
many  a  season — and  at  prices  that  give  you 
more  profits.  Mark  those  two  words  "more 
profit."    An  inquiry  to  call  does  not  intimate 

any  obligation  to  buy— none  whatever.  But  we  just  don't  want  you  to  miss  seeing 
the  best  and  thus  perhaps  buying  under  a  handicap. 


SOME  GOOD  TOWNS 

There  are  some  good  towns  where  we 
are  not  properly  represented.  We  want 
one  good  customer  for  each  town — and 
you  can  only  tell  by  seeing  for  yourself 
the  advantages  of  the  Slater  Shoe 
Agency. 


READY-TO-SHIP  ORDERS 

We  have  some  ready-to-ship  orders  on 
hand  for  quick  supply.  These  are  in 
quantities:  No.  I — 144  pairs,  $4.00, 
$5.00  and  $6.00  shoes — 12  assorted 
styles.  No.  2 — 288  pairs,  24  assorted 
styles — $4.00,  $5.00  and  $6.00  shoes. 


We  have  an  agency  open  in  one  city — a  big  city 
of  75,000  people,  where  a  man  with  a  $5,000.00 
investment  can  make  $5,000.00  a  year. 

Write  Us  To-day 


THE  SLATER  SHOE  CO.,  LIMITED 

MONTREAL 
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Williams  Shoes  for  Spring  1912 

The  Williams  travelers  are  now  on  the  road  displaying  a  full  line  of  up-to-date  solid 
leather  boots  and  shoes.  It  will  pay  you  to  look  over  their  samples  very  closely  for 
you  are  going  to  miss  sales  this  Spring  if  you  fail  to  stock  these  good  shoes. 

All  the  Williams  styles  are  good  sellers  for  they  give  so  much  genuine  satisfaction  that 
their  reputation  is  spreading  all  over  the  Dominion. 

Don't  fail  to  wait  for  that  Williams  man. 

THE  WILLIAMS  SHOE  COMPANY,  BRAMPTON,  ONT. 
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When  you  order  your  Spring  stock  con- 
sider your  customer — Buy  shoes  that  will 
give  him  as  much  profit  as  they  give  you 

Getting  all  the  profit  possible  without  considering  your  customer 
is  not  good  business.  Don't  forget  there  are  other  merchants 
only  too  anxious  to  please  him,  and  he  knows  it.  He  will 
stay  with  you  just  so  long  as  you  look  after  his  interests. 

Selling  Surpass  Shoes  is  a  profitable  way  of  looking  after  your 
customers'  interests.  For  there's  a  fine  margin  on  every  pair 
and  they're  certain  to  please  and  thereby  create  more  sales. 
Surpass  Shoes  are  right  in  style,  fit,  leather  and  price — a 
combination  that  spells  big  sales  for  the  wide-awake  dealer. 

The  samples  for  Spring  1912  are  now  being  shown. 
They  are  a  goodly  bunch  of  trade-winners  and  will 
repay   you    for    any    time    spent    in    looking    them  over. 


THE  LOUIS  GAUTHIER  CO.  LIMITED,  QUEBEC 
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.  C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


No.  3  "STANDARD"  COMBINED  FINISHING  MACHINE 

(FOR  POWER) 


12 


The  most  popular  machine  for 
large  Boot  Repairers. 


f  There  is  RIGIDITY  in  this 
machine. 

There  is  EVERYTHING  in  the 
design. 

The  Fan  is  large  and  powerful 
and  fitted  with  shut-off  valve. 

The  Bearings  are  self-oiling  and 
made  of  Phosphor  Bronze. 

The  Practical  Man  will  appre- 
ciate these  points,  put  in  simple, 
unglossed  phrasing. 

Price,  $200 

Duty  and  Freight  Paid  to  Montreal 

A pprox.  Weight.  io  cwts.         Space  5-fi.  q-in.  x  i-ft.         Speed  750.         Pulley  6-in.         Packed.  05  cub.  It        EVERY  MACHINE  GUARANTEED 

THE  STANDARD  ENGINEERING  COMPANY,  LIMITED 

EVINGTON  VALLEY  ROAD  ....  LEICESTER,  ENGLAND 
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If  you  don't  want  to  have  a  bunch  of  "  freaks  " 
left  on  your  shelves  at  the  finish  of  the  Spring 
season,  go  easy  on  the  "freaks"  now  when  you 
are  placing  your  Spring  order. 

You  may  not  make  such  a  "  sporty"  showing  in 
your  window  but  you'll  make  more  money  if  you 
order  your  Spring  stock  from  F.  Blouin. 

You'll  get  good  leather,  good  workmanship,  good 
style,  good  price — and  that  combination  means 
good  sales.    And  sales  are  what  you're  after. 

If  you  try  a  small  order  this  spring  you  will  soon 
be  sending  for  more.  So  don't  be  afraid  to  make 
the  try. 

F.   BLOUIN,  QUEBEC 

MANUFACTURER  OF   BOOTS,  SHOES  and  MOCCASINS 


THAT  P-V  MULE! 

If  you  cut  "Split"  Gloves  and    Mittens  use  the 
P.   &  V.  Lines. 

Largest   Tanners,    widest    range   of   colors,  most 

uniformly  selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens. 


Get 

Sensible 
Shoes 
This 
Spring 


PFISIER  &  fOGEL  LEATHER  CO. 

MILWAUKEE      -  WIS. 

Distributors  : 

BOSTON  ST.  LOUIS  SAN  FRANCISCO  LONDON,  England 

NEW  YORK  ST.  PAUL  NEW  ORLEANS  FRANKFURT,  O-M.,  Germany 

CHICAGO  CINCINNATI  GLOVERSVILLE  PARIS,  FRANCE 

Address  all  correspondence  to  Boston  Office,  85-89  South  Street,   BOSTON,  MASS. 
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MARDEN,  QRTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Qambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 
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Specially 


English 


WATERPROOF  DUBBIN 


DIRECTIONS, 


.APPLY  WITH  THE  HAND  OR  SMALL  BRUSH,  RUBBING 
IT  WELL  INTO  THE  LEATHER 

MANUFACTURED  BY 

PHILIP  UACOBI 


PHILIP  JACOBI 


SHOE 
DRESSINGS 

Order  now  your  winter  supply. 
Have  it  come  in  one  shipment. 

WE  KEEP  ALL  KINDS 

Seasonable  Goods — 

Over  Gaiters 
Leggings 
Skate  Straps 
Hockey  Laces 
Leather  Laces 
Porpoise  Laces 
Boudoir  Slippers 
Cork  Soles 
Yukon  Sox 
Felt  Sox 

Reindeer  Hair  Soles 
Ankle  Supports 

5  Wellington  St.  East 
TORONTO 


The  A.  P.  Cimon  Shoe  Manufacturing  Co. 

LIMITED 

Keep  Your  Feet  Dry 

Supremacy  in  Material,  in  Workmanship,  in  Appearance,  in  Service,  in  Water  Resistance 

And  if  you  are  open  to  conviction 
wait  until  our  salesmen  call  on  you 
with  our  280  different  styles  of 
MEN'S  WELT  and  WOMEN'S 
WELT  and  MACKAY.  280  styles, 
no  more,  no  less. 

No  matter  what  your  position  is  in 
life,  we  make  shoes  to 

KEEP  YOUR  FEET  DRY 

Our  salesmen  are  now  on  the  road 
from  coast  to  coast. 

OUR  PRICES  ARE  RIGHT 
OUR  SHOES  ARE  PERFECT 

The  A.  P.  Cimon  Shoe  Manufacturing  Co.  Limited 

322  Papineau  Avenue      -  Montreal 
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"Just  a  Little  Bit  Better" 


That's  Our  Watchword 

You  will  find  McDermott's  Shoes  a  strong 
line  to  tie  to,  if  you  are  open  for  a  line 
"  that's  just  a  little  better." 

Look  over  our  Spring  Samples.  Salesmen 
on  their  way. 


THE  McDERMOTT  SHOE  COMPANY 

WOMEN'S   SHOE  SPECIALISTS 

MONTREAL 


LEGGINGS  -  SPORTING  BOOTS 
OIL  TAN  MOCCASINS 

These  three  lines,  like  all  our  productions,  can  be  absolutely  depended 
upon.  In  their  manufacture  are  employed  only  the  best  workmanship 
and  materials,  the  leather  used  being  tanned  by  our  own  special 
process.  This  and  other  excellent  features  embodied  in  the  making, 
have  put  our  lines  foremost  in  their  respective  classes. 

The  heavy  season  for  these  goods  is  close  at  hand— be  ready.  We 
are  in  a  position  to  supply  you  immediately. 


No.  400.    Men's  Oil  Tan. 
6  Inch  Leg. 


WE  ALSO  HAVE  ON  HAND  FOR  IMME- 
DIATE SHIPMENT,  A  GOOD  STOCK  OF 
HOCKEY  LACES,  ANKLE  SUPPORTS 
and  CUSTOM  BOOT  and  SHOE  UPPERS 


■ 

..Hs.t.*. 


4 


No.  104.  Best  Heavy 
Grain,  laced  or  spring 
with  bell  front. 


BEAL  BROS.  LIMITED 

52  WELLINGTON  ST.  EAST  -  TORONTO 


PAT"  19 
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ST.  HYACINTHE, 

CANADA. 


WILL 
THEY 
SELL 

• 

That's  the  great  point  to  con- 
sider when  placing  your 
spring  order.  For  after  all 
salability  is  the  best  test  of 
the  worth  of  any  line  of 
shoes.  Tis  certain  that  un- 
less a  line  of  shoes  be  worthy 
their  sale  will  not  continue 
strong. 

M er chants  who  handled 
"  The  Yamaska  Brand  "  last 
season  are  placing  orders  for 
the  Spring  of  iqi2.  These 
are  the  men  who  know 
"  Yamaska  Brand,"  and  are 
always  ready  to  boost  this 
good  line  of  staples. 

If  you  lay  in  a  good  repre- 
sentative stock  of  "  Yamaska 
Brand"  Footwear  you  will 
not  be  behindhand  in  the 
matter  of  sales  and  profits. 

LA  COMPAGNIE 

J.     A.    &    M.  COTE 

ST.  HYACINTHE,     -  QUEBEC 


PACKARD'S 

"SPECIAL" 

Shoe  Dressings 

IN  ALL  COLORS 

Our  travelers  are  now  on 
the  road.  Now  is  the 
time  to  place  your  early 
Spring  order. 

Have  goods  shipped  now. 

Remember,  Shoe  Dress- 
ings cannot  be  shipped  during 
the  Winter. 


O'Sullivan's 

SAFTY  CUSHION 

Rubber  Heels 

THE  OLD  RELIABLE  QUALITY  HEEL 
All  sizes  for  men  and  women 


Overgaiters 
and  Leggings 

If  there  are  any  lines  you  have  not 
placed  your  order  for — NOW  IS 
THE  TIME. 

Shoe  Laces  of  every  description. 
Shoe  Store  Supplies  of  every  kind. 

Have  you  one  of  our  large  illus- 
trated Catalogues  ?  If  not,  drop 
us  a  postal  and  we  will  be  pleased 
to  send  you  one  by  return  mail. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 
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Our  Graceful  Models 
for  Women  are  the  pro- 
ducts of  Exclusive  De- 
signing for  the  Season. 


Smardon  Shoe  Co. 

533-535  VISITATION  STREET 

Montreal 


IF  hitherto  you  have  not  been 
particular  as  to  the  quality  of 
the  Glazed  Kid  used  in  the 
shoes  you  sell  make  sure  of  getting 
away  to  a  good  start  in  19 12. 

Now,  when  you  are  ordering  your 
shoes  for  next  Spring  stipulate  that 
all  Glazed  Kid  used  must  be  Maple 
Leaf  Glazed  Kid. 

You  will  then  have  no  doubts  or 
misgivings  as  to  the  quality  of  your 
shoes.  You  will  know  that  the  best 
Glazed  Kid  in  Canada  has  been 
used  in  their  manufacture — a  kid 
that  hasn't  been  injured  during  the 
making  of  the  shoe,  and  is,  there- 
fore, in  A 1  condition  to  stand  the 
wear  and  tear  of  use. 


LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street     -  MONTREAL 
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Black 
Mennonite 

q  DAVIS  BLACK  MEN- 
NONITE leads  the  proces- 
sion. Then  Mr.  Manufacturer 
cut  our  line  and  be  in  the 
front   rank.      You   will  have 

cause  to  be  proud  of  every 

shoe  because : — 

It  is  well  tanned  leather. 

It  will  turn  the  water. 

It  has  the  appearance. 

It  gives  to  the  shoe  that  feel 
so  desirable. 

It  will  stand  the  rough  usage 
and  wear  to  which  this  line 
of  footwear  is  subjected. 

Lastly  you  will  have  bought 
the  leather  at  a  price  which, 
coupled  with  its  superior 
cutting  qualities,  will  en- 
able a  profit  to  be  shown 
on   each  of  those  shoes. 

We  make  it  in  three  substances. 
Let  us  quote  you  prices  when 
next  in  the  market. 

A.  DAVIS  &  SON 

LIMITED 

Kingston     -     -  Canada 


OOOOOOOOOOOOOOOOOOOOOOOOO 


Where 

Amherst 


make 

EXCELS 


7PO/NTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


Sell  Them  to 
Football  Players 


As  worn 
by  hockey, 
lacrosse,  football, 
baseball  and  cricket 
players.  Made  without 
protector  for  everyday  use. 


Now  that  the  football  season  is  on  you  should  be 
making  a  nice  little  "extra  profit"  selling  the 
Lachance  Ankle  Brace  and  Protector.  It  doesn't 
require  much  exertion  to  dispose  of  them  to  foot- 
ball players  who  are  only  too  anxious  to  protect 
their  ankles.  Good  sound  ankles  mean  much  to 
football  players,  and  the  Lachance  Ankle  Brace 
is  the  right  article  to  keep  ankles  sound  and  strong. 

Better  write  to-day  for  your  sample  pair. 

LACHANCE  &  TANGUAY 

Shoe  Manufacturers  QUEBEC 
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MANUFACTURERS 
WHAT  DO  YOUR 
COUNTERS  COST? 

IF  you  use  Guay's  "New  Patent" 
Counter  you  save  3  cents  a  pair. 

This  counter  is  superior  to  any  other 
on  the  market,  and  is  guaranteed  to 
outwear  the  shoe. 

A  solid  leather  counter,  strongly  stitch- 
ed—expertly made  in  every  respect. 

Get  a  Free  Sample 

EUGENE  GUAY 

230  St.  Marguerite  Street 
MONTREAL 


SCHOLL'S 

BUNION  REDUCER 

Made  of  Pure  Gum  Rubber 


Fits  Any  Foot  and  Stays  in  Place 

More  practical,  convenient  and  economical 
than  felt,  chamois  or  leather  pads  and  pro- 
tectors. Made  in  three  sizes;  small,  medium 
and  large.  A  perfect  and  close  fit  is  had  in 
every  case.  Thoroughly  sanitary  and  hygienic. 
Can  be  cleansed  and  used  indefinitely. 
Get  this  new  bunion  shield  and  increase  your 
sales  and  profits. 

Wholesale  $7.50  Per  Dozen  Pairs 
ORDER  A  DOZEN  ASSORTED  SIZES  QUICK 
Send  for  samples  and  Dr.  Scholl's  new  book  on  feet 

THE  SCHOLL  MFG.  CO.  LIMITED 

Largest  Manufacturers  of  Foot  Specialties  in  the  world 
472  KING  ST.  WEST      -  TORONTO 

5  Manchester  Ave  E.C.,  London,  Eng. 


Patent  Leather 
that  can  stand 
the  Real  test 


The  real  test  of 
a  patent  leather 
comes  when  as  a 
shoe  it  is  on  the  foot 
of   your  customer. 

If  it  passes  that 
test  creditably — if  it 
preserves  its  finish 
without  check  or 
crack — it  is  a  safe 
leather  to  specify 
when  you  orde 
shiny  shoes. 

Fisk  Patent 
Leather  has  stood 
that  test  for  years. 
Besides  this,  shoes 
made  of  it  have  such 
an  unusually  silky 
feel  that  it  puts  them 
in  a  distinctive  class, 
one  that  commands 
respect,  and  justifies 
an  extra  price  being 
charged  for  them, 
although  they  cost 
no  more. 


FISK,  LIMITED 

6  St.  Helen  St. 
MONTREAL 
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"GET  A  RECEIPT" 


D  0.1  FEB28 
0  *-0  .75. 


F.R  LDCKELTT 

KINGSTON 

BOOTS  Be  SHOES 
This  Is  Your  Receipt 


A  National  Cash 
Register  Receipt 


PUTTING  A  RECEIPT  IN  EVERY  PARCEL 
BENEFITS  THE  CUSTOMER 

It  prevents  disputes.    Prevents  overcharging. 

Prevents  mistakes  in  change  Stops  mistakes  in  charge 
accounts. 

Insures  a  proper  record  of  money  paid  on  account. 

c.ives  information  about  special  sales  and  new  lines  of  goods 
handled  by  the  merchant. 

Protects  children  and  servants  by  giving  them  a  receipt  to 
take  home. 

Shows  which  clerk  waits  on  each  customer,  and  in  case 
goods  are  exchanged  proves  the  price  paid  and  date 
purchased. 


PUTTING  A  RECEIPT  IN  EVERY  PARCEL 
BENEFITS  THE  MERCHANT 

It  stops  mistakes.  Stops  losses.  Removes  temptation. 
Increases  trade.      Increases  profits. 

BECAUSE    It  enforces  a  correct  record  of 
All  cash  sales.     All  credit  sales. 
All  money  received  on  account  and  all  money 
paid  out. 

It  wins  the  confidence  of  the  public.    Makes  every  sale  ad- 
vertise your  business.    Satisfies  customers. 

Makes  each  clerk  responsible  for  the  way  he  serves  customers. 

Every  merchant's  success  depends  on  whether  his  methods 
of  handling  his  business  give  the  above  results. 


National  Cash  Register 
Receipts  Protect  millions  of 
customers  daily  against 
mistakes  and  carelessness 


Considering  the  material,  workmanship, 
and  what  they  do,  National  Cash  Registers 
are  the  lowest  priced  machinery  made. 
They  sell  from  $13.00  to  $870.00. 


National  Cash  Register 
Receipts  protect  hundreds 
of  thousands  of  merchants 
daily  


ASK  FOR  COMPLETE  INFORMATION  ABOUT  THE  "GET  A  RECEIPT"  PLAN.  WRITE 

THE  NATIONAL  CASH  REGISTER  CO. 


F.  E.  MUTTON,  Manager  for  Canada, 


285  YONGE  STREET  TORONTO  i36 
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Cash  or  Credit— Which  System  Do  You  Follow? 

Retail  Shoemen  Speak  of  Their  Experiences  and  Tell  Why  They  Prefer  the  Cash  Basis— In  Certain  Centres 
Credit  Possesses  Some  Advantages— Savings  That  Can  Be  Effected  by  Having  Ready  Money. 


There  is  perhaps  not  a  single  shoe  dealer  from  one 
end  of  Canada  to  the  other  who  would  not  prefer  doing 
entirely  a  cash  business.  Such  a  state  of  affairs  would 
be  ideal,  but  it  is  not  always  possible  to  attain  the  ideal. 
Several  have  done  so,  however,  and  report  that  they 
would  not  revert  to  the  former  system  of  credit  under 
any  consideration.  It  does  not  seem  practical  that  every 
retailer  can  transact  a  strictly  cash  trade  as  much  de- 
pends on  the  centre  where  he  is  located,  the  class  of  custom 
he  caters  to,  the  habits  and  association  of  the  com- 
munity and  other  determining  factors.  There  are  some 
merchants  doing  a  credit  business  who  regard  this 
method  as  satisfactory  as  the  cash  system  and  defend 
its  advantages,  but  the  number  is  limited. 


"No,  I  do  not  do  an  entirely  cash  business,"  says  L.  S. 
Shaffner,  Middleton,  N.'S.  "I  consider  that  granting  credit  to 
certain  parties  possesses  its  advantages.  I  have  accounts  as 
good  as  gold  with  many  farmers,  who  do  not  have  much  money 
•  hiring  the  summer,  but  pay  their  bills  promptly  in  the  fall. 
My  losses  on  $12,000  worth  of  business  do  not  amount  to  more 
than  $100  or  $200  annually.  My  accounts  run  from  three  to 
six  months.  If  I  started  a  strictly  cash  trade  I  would  lose 
customers,  as  others  would  be  glad  to  give  them  credit.  I  am 
in  hopes,  though,  that  the  time  is  not  far  distant  when  we  will 
he  doing  a  cash  business." 

Five  Dollars  Loss  in  Seven  Years. 

Thomas  Mulcahy,  Limited,  Orillia.  Ont,  remarks:  "For 
nearly  fifty  years  we  have  done  a  strictly  cash  business.  We 
never  had  the  credit  system  and  we  do  not  think  that  it  can 
boast  oif  any  advantages.  Cash  and  one  price  is  the  motto  of 
our  store  and  we  would  not  change  it.  We  have  to  do  a  lim- 
ited approval  business,  but  never  allow  the  time  to  extend  over 
a  month.  As  to  our  losses  we  find  in  the  shoe  department  that 
t'hey  have  amounted  to  only  five  dollars  in  seven  years.  We 
thoroughly  believe  in  and  practise  the  cash  basis." 

How  He  Started  Cash  Trade. 

F.  P.  Carney,  Belleville,  Ont.,  says  that  he  has  done  a 
strictly  cash  business  since  August  rst,  1905.  "About  two 
months  before  I  inaugurated  the  method  I  notified  the  public, 
through  the  press  and  at  my  place  of  business,  that,  after  a 


certain  date,  I  would  give  no  credit.  By  granting  lime  to  cer- 
tain patrons  a  distinction  is  made  and  injury  is  done  to  the 
cash  system.  I  do  not  consider  extending  credit  possesses  any 
advantages.  I  have  lost  certain  callers  whose  trade  was  not 
very  desirable,  and  with  whom  it  was  not  a  pleasure  to  do 
business.  In  doing  cash  there  are  no  accounts  to  keep  with 
customers,  and,  therefore,  there  is  a  saving  of  both  time  and 
expense.  There  are  no  losses  by  bad  debts,  and  relations  with 
patrons  are  more  amicable." 

Cash  the  Thing  for  City  Trade. 

C.  A.  Dunkley,  Ridgetown,  Ont.,  grants  credit  to  certain 
parties,  and  says  that  his  yearly  loss  is  not  over  one  per  cent. 
He  never  allows  accounts  to  stand  uncollected  for  over  three 
months.  He  considers  that  the  credit  system  with  a  retailer 
in  a  country  town  has  some  advantages.  Forecasting  the 
future,  Mr.  Dunkley  remarks :  "A  strictly  cash  business  is  the 
thing  for  city  trade,  while,  in  the  smaller  place,  where  merchant 
and  customer  are  personal  friends  or  acquaintances,  a  limited 
credit  business  is  easier  conducted.  At  the  same  time  I  think 
that  a  cash  business  is  coming  to  us  all." 

The  Fogarty  Co.,  Limited,  Montreal,  have  an  all  cash  trade 
and  do  not  find  any  difficulty  in  adhering  to  it  when  once  the 
system  is  established.  They  started  on  a  cash  foundation  and 
have  kept  on  it  ever  since.  They  have  no  losses  and  say, 
"Ready  money  is  the  chief  factor  in  business  to-day." 

Escapes  Burdens  and  Worries. 

F.  Daub,  Hespeler,  Ontario,  observes :  "We  do  a 
cash  business  and  grant  credit  only  to  those  that  pay  within  a 
few  days.  Any  customers  that  we  have  lost  would  have  been 
a  burden  to  us  anyway.  Our  losses  are  very  small.  I  came 
a  stranger  here  and  started  a  cash  shoe  store  and  am  keeping  it 
up.  I  did  a  credit  business  at  Baden,  Ontario,  for  twenty-one 
years,  and,  while  I  never  lost  very  much,  the  method  was 
always  a  burden  and  a  worry  to  me.  I  have  been  in  Hespeler 
now  for  nearly  a  year,  and  by  strictly  cash  relations,  find  that 
I  can  conduct  business  here  with  the  same  amount  of  capital, 
while  I  have  more  than  double  the  turnover." 

Just  as  Easy  to  Pay  Cash. 

Hugh  MacKaiy,  Trenton,  N.S.,  says:  "There  is  no  doubt 
that  the  cash  system  is  by  far  the  better  way,  and.  in  my 
opinion,  it  is  easy  for  the  majority  of  customers,  after  they  get 
fairly  under  way.  It  is  just  as  easy  to  pay  in  advance  as  it 
is  to  settle  for  old  aceo'iuits.    I  lose  probably    five    per  cent. 
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ih rough  granting  credit,  but  the  cash  system  would  scarcely 
suit  here,  as  the  employees  in  the  different  industries  are  paid 
fortnightly.  I  have  no  special  system  of  collecting,  and  some- 
times allow  accounts  to  go  three  months  or  even  longer." 

H.  Megginson.  Sault  Ste.  Marie,  'Ont.,  remarks:  "I  do 
not  transact  a  strictly  cash  business,  as  I  consider  that  grant- 
ing credit  to  certain  customers  has  its  advantages.  My  losses 
arc  not  more  than  a  quarter  of  one  per  cent.  I  have  no  special 
system  of  making  collections,  but  am  governed  largely  by  indi- 
vidual circumstances." 

Maritime  Merchant's  Views. 

"At  present  I  do  a  cash  business  with  one  price  to  all.  I 
do  not  think  there  is  much  advantage  in  giving  credit  to  even 
ui lt-edge  customers.  My  annual  loss  was  about  fifteen  per 
cent,  under  the  credit  plan,"  writes  William  Coiiroy,  Charlotte- 
town,  P.E.I.  "I  lost  quite  a  number  of  patrons  when  I  first 
instituted  the  cash  system,  but  the  most  of  them  are  back  again 
dealing  with  me.  A  number  were  offended  at  first.  The  bene- 
►f  cash  are  two-fold — you  have  the  money  at  once  in  your 
possession  to  replace  the  goods  sold,  and,  in  the  second  place, 
you  escape  the  worry  and  trouble  caused  by  the  misfortune  or 
death  o>f  customers,  often  having  to  bear  their  troubles  as  well 
as  your  own." 

Harry  C.  Clarke.  Dundas,  Ontario,  doubts  if  there  are  any 
advantages  to  be  gained  in  extending  credit  to  paitrons.  He 
says  that  he  does  practically  a  cash  business  and  that  no  or- 
dinary account,  of  which  he  has  very  few,  is  allowed  to  stand 
unsettled  more  than  two  months.  "I  have  not  had  a,  year's 
experience  yet,  but  I  am  strongly  in  favor  of  the  cash  basis." 

J.  N.  McArthur,  Swift  'Current,  Sask.,  reports  that  he  does 
a  strictly  cash  business  and  does  not  think  very  favorably  of 
the  credit  plan.  He  has  no  losses.  He  found  that  a  few  of  his 
customers,  who  asked  for  credit  and  were  refused,  would  go 
to  a  merchant  who  did  a  credit  business,  but  that  when  such 
persons  had  or  could  get  the  money  they  came  back  and  did 
their  trading  with  him. 

Will  Change  His  Selling  System. 

"Through  my  career,  now  extending  over  a  period  of  forty 
years,  I  have  lost  a  large  amount  of  money  by  the  credit  plan," 
says  James  Brown,  Mount  Forest,  Ontario.  "I  have  not  as  yet 
adopted  a  strictly  cash  business,  but  I  think  that  I  would  not 
lose  many  customers  if  1  did.  Based  on  my  experience,  I  feel 
safe  in  saying  that  I  have  lost,  at  least,  five  per  cent  on  all  that 
T  have  done.  I  have  not  tried  a  strictly  cash  basis,  but  I  think 
that  I  will.  I  have  no  special  system  of  collecting,  but,  after 
a  reasonable  time,  say  three,  four  or  five  months,  I  send  out 
accounts.  In  numerous  cases,  I  do  not  get  replies.  The  credit 
system  is  largely  indulged  in  here.  I  do  not  think  there  is  the 
need  of  credit  to-day  that  there  was  some  years  ago,  and  I 
believe  that  cash  would  prove  the  best  paying  method.  I  think 
T  would  do  as  much  business  under  it,  and,  as  I  have  already 
said.  I  have  about  decided  to  give  it  a  trial." 

Where  Dealers  Stand  Together. 

W.  II.  Adams,  Belleville,  Ontario,  writes:  "By  a  mutual 
combination  of  the  dealers  here,  we  all  do  a  cash  business 
and  stick  to  it.  I  consider  that  credit  possesses  no  features 
whatever  over  cash.  If  you  give  certain  people  credit  they 
will  take  their  time  in  paying  you,  and  hand  over  their  money 
to  some  one  else  while  they  awe  you.  By  starting  the  cash 
system  and  sticking  strictly  to  it  you  may  lose  custom  for  a 
while,  but.  if  you  deliver  the  goods,  persons  will  come  back  and 
be  better  satisfied,  after  they  pay  cash,  as  they  will  not  have 
any  complaints.  The  advantages  of  cash  are:  No  bad  debts; 
you  have  either  the  goods  or  the  money  and  can  do  business 
on  a  mailer  stock.  Some  people  used  to  run  up  big  accounts 
with  me  and  consequently  buy  more  than  they  could  afford  to 
sfttlc  for.    The  result  was  that  Stock,  which  represented  so  much 


cash,  was  on  the  books,  and,  in  many  cases,  worthless.  Ready 
coin  coming  in  makes  easier  financing,  as  with  credit  you 
depend  on  certain  persons  to  help  you  out,  and  they  often  fail 
to  do  so." 

Expect  Too  Much  of  Retailer. 

W.  H.  Floyd,  Cobourg,  Ontario,  replies:  "I  cannot  say  that 
I  do  a  strictly  cash  trade,  as  I  have  some  contra  and  some 
family  accounts.  I  consider  my  trade  practically  cash,  and  my 
losses  do  not  amount  to  over  one-half  of  one  per  cent.  I  began 
by  sending  my  accounts  out  the  first  of  every  month,  and  now 
twenty-five  cents  per  month  will  cover  my  postage.  I  gradu- 
ally acquainted  my  customers  with  the  fact  that  the  correct 
method  was  cash,  and  now  credit  is  seldom  asked.  With 
respect  to  collecting  accounts,  I  have  no  special  system,  except 
going  personally  to  see  delinquents,  which  is  a  thousand  times 
more  merciful  than  sending  the  Division  Court  bailiff." 

Mr.  Floyd  concludes :  "The  way  the  whole  world  is  act- 
ing, a  retail  merchant  cannot  give  credit,  as  the  short  dating 
on  goods  prohibits  him  from  doing  any  extended  credit  busi- 
ness. Cash,  in  my  opinion,  is  the  best  system,  but  to  have  a 
fair  cash  business  the  whole  world  would  require  to  be  able  to 
deliver  on  demand,  and  not  ask  a  retailer  to  buy  six  months 
or  a  year  ahead.  Why  should  the  burden  be  thrown  on  the  re- 
tailer? There  should  be  reciprocal  trade  relations  between  the 
wholesaler  and  the  retailer.  The  retailer  should  have  his 
wants  attended  to  as  required,  and,  if  the  wholesale  man  can- 
not deliver  on  demand,  he  should  go  at  some  other  business. 
A  retail  shoe  dealer  should  be  able  to  take  the  goods  off  his 
shelves  and  deliver  to  his  customer,  and  a  jobber  should  be  in 
a  position  to  do  the  same.  When  the  latter  arrives  at  that 
state  of  perfection  be  is  up-to-date.  When  the  conditions  out- 
lined above  are  in  force  then  cash  is  the  only  system." 

Where  Mutual  Interests  Count. 

"For  seven  years  we  have  all  been  doing  a  cash  business 
in  shoes,"  writes  a  Kingston  dealer,  "so  that  my  experience  here 
is  the  same  as  the  others.  We  have  no  association,  in  the  or- 
dinary meaning  of  the  word,  but  we  have  learned  to  trust  one 
another.  Seven  years  ago  all  the  boot  and  shoe  merchants 
decided  to  cut  out  the  credit  system,  and,  upon  the  honor  of 
each  man,  has  business  been  since  conducted.  There  are  seven 
or  eight  retailers  here,  and,  as  for  ourselves,  we  have  never 
heard  of  any  very  glaring  violations  of  the  mutual  understanding 
arrived  at  some  years  ago.  I  do  not  see  why  the  dealers  in 
any  centre  where  the  people  are  well-to-do,  selling  their  pro- 
duct on  the  market  for  cash,  cannot  get  together  and  have  suffi- 
cient confidence  in  one  another  to  obviate  the  abuse  of  credit. 
It  is  largely  a  matter  of  decision,  and  united  action  will  accom- 
plish the  desired  end.  The  business  man,  who  has  not  the 
money  to  take  advantage  of  all  the  cash  discounts  that  come 
his  way  nowadays,  must  have  a  difficult  time  keeping  up  with 
the  procession.  My  own  opinion  is  that  no  dealer  can  give 
credit  to  any  extent  and  not  lose  from  five  to  ten  per  cent,  of 
his  total  turnover  each  year.  There  is  not  much  comfort  in 
writing  down  on,  the  credit  side  of  your  ledger,  "By  loss,  — .' 
The  words  do  not  look  well,  and  the  experience  is  still  more 
painful." 

Cash  System  For  Many  Years. 

The  J.  P.  Cook  Co.,  of  London,  Ont.,  have  done  a  cash 
business  since  1897,  and  would  not  revert  to  any  other  system. 
They  state  that  it  is  necessary  to  give  a  few  persons  approba- 
tion, but  that  any  shoes  going  out  are  settled  for  in  a  few  days. 
They  keep  no  books  and  refuse  all  requests  for  credit.  All 
persons  are  treated  alike  in  this  regard,  and  there  are,  therefore, 
no  losses.  By  doing  a  cash  business  they  are  not  subject  to 
expense  of  bookkeeping,  collections,  delayed  payments,  and  other 
drawbacks.    It  is  learned  that  practically    all    the  footwear 

(Continued  on  page  44) 
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New  Ideas  in  Displaying  Fall  Footwear 

How  the  Woodpile  May  Be  Resorted  To  and  Various  Window  Trims  Presented — Scheme  is  Inexpensive  and  Readily 
Lends  Itself  to  a  Variety  of  Groupings — Some  Novel  and  Inviting  Effects  in  Showing  Goods. 


The  science  of  retailing-,  it  has  been  well  said,  is  in  realiz- 
ing the  demand  and  filling  it.  With  equal  truth  it  might  be 
added,  "Get  the  public  to  realize  that  demand  as  well." 

Many  a  man  in  life  has  achieved  success  in  his  endeavors 
by  making  ready  use  of  the  means  at  hand  rather  than  looking 

afar  off  for  opportuni- 
ties which  sometimes 
never  come.  The 
weapons  right  at  home 
•all  have  their  uses  in 
the  scheme  of  things  if 
they  are  profitably  em- 
ployed. 

The  shoe  retailer  in 
the  city  and  country 
might  use  a  packing 
box  with  good  effect 
in  a  window  deco ra- 
tion, just  as  a  clever 
and  ingenious  woman 
will  employ  such  an 
article,  and,  .by  cover- 
ing it  with  .some  dainty 
material,  or  draping  it. 
in.  a)  way  known  only 
to  the  feminine  mind, 
will  transform  a,  room 
from  a  plain  and  unadorned  apartment  into  one  of  real  beauty 
and  coziness. 

How  many  shoe  retailers  throughout  the  country  have 
thought  they  could  utilize  their  own  wood  pile  at  this  partic- 
ular season  of  the  year  for  the  suitable  display  of  footwear? 
It  is  safe  to  say  not  one  in  a  score.  A  town  or  village  shoe 
man,  who  is  without  a  wood  pile,  has  indeed  a  bleak  and  bare 
outlook  for  the  coming  winter.  It  is  a  slang  expression  that 
you  must  saw  wood  if  you  want  to  make  things  go,  and  the 
good  old  fashioned  wood  pile  has  been  the  butt  of  more  jokes 
than  even  the  stone  heap.  If  there  is  no  wood  pile  near  at  hand, 
visit  a  saw  mill  and  procure  a  few  ends  of  logs  or  some  'bark, 
and  then  get  to  work  at  your  windows.  Oh,  you  say,  the  scheme 
i.>  one  that  I  never  heard  of.  Right  there  is  wherein  lies  its 
effectiveness  and  originality. 

Oak,  elm,  maple,  or  any  other  kind  of  timber  lends  itself 
accommodatingly  to  putting  in  a  rustic  window.  What  is  more 
appropriate  and  emblematic  at  the  fall  season  when  the  brown 
leaves  aire  dropping  to  Mother  Earth  and  you  are  actively  en- 
gaged in  the  sale  of  fall  shoes,  which  you  desire  to  display  dis- 
tinctively and  in  a  manner  that  will  impress  the  passer-by. 

The  accompanying  cuts  reveal  simple  and  easy  methods  in 
which  bark  and  short  pieces  of  logs,  or  even  cordwood,  may 
be  employed.  After  the  window  'has  been  in  a  week  or  two 
the  material  may  be  economically  used  in  the  store  stove  or 
furnace.  Not  one  of  the  figures  presented  requires  any  ex- 
tended explanation  for  the  shoe  man  to  carry  out.  They  are 
self-explanatory. 

There  is  one  thing  for  the  ■  shoe  retailer  to  remember, 
whether  he  owns  or  rents  his  premises,  and  that  is  its 
value  is  ba.sed  on  so  much  a  foot  frontage  'and  location.  Now, 
your  windows  represent  the  available  space  at  the  front,  on 
which  the  rent  or  assessment  of  your  shop  is  made.  'See  that 
you  make  advantageous  use  of  every  inch.  Window  displays, 
ir  properly  attended  to  and  supervised,  sell  indirectly  more 
goods  that  the  best  salesman  or  saleswoman    in    vour  house. 


Styles  and  arrangement  strikingly  presented,  when  coupled  with 
artistic  price  tickets,  arouse  interest  and  stimulate  a  desire  to 
purchase.  It  has  been  said  that  the  space  occupied  by  a  mer- 
chant's windows  represent  about  eighty  per  cent,  of  what  he 
pays  rent  for,  and  this  area  should,  therefore,  be  given  as  close 
and  persistent  attention  as  the  buying,  the  stock  keeping,  and 
other  mercantile  problems. 

Once  more  it  is  necessary  to  drive  home  the  truth  that  it 
is  undesirable  to  crowd  a  window  full  of  all  sorts  and  condi- 
tions of  shoes,  for  then  passers-by  carry  aiway  no  individual  or 
distinct  impression.  The  pictures  on  this  page  show  that  two 
or  three  outstanding  patterns  or  leading  models  are  all  that  is 
required  to  create  something  entirely  different  from  the  regula- 
tion and  stereotyped  method  of  window  trimming.  Such  a 
window  may  be  called  a  rustic  window,  and  for  the  flooring  a 
few  rustic  leaves  may  be  secured.  Two  shoes  are  represented 
in  one  picture  as  sitting  on  a  small  block  or  end  of  a  log.  In 
another  a  long  piece  of  bark  has  been  secured  and  four  shoes 
repose  upon  its  slanting  surface. 

In  another  illustration,  a  long  piece  of  bark  is  laid  across 
a  log  reminding  the  reader  of  the  old  fashioned  teeter  in  which 
such  delight  was  taken  in  youthful  days,  and  on  this  slab  rest 
six  shoes,  not  stiffly  arranged  but  placed  with  the  idea  of  catch- 
ing the  eye.  Naturally,  'when  only  a  few  pairs  may  be  shown, 
they  should  be  your  leading  offerings  for  fall — what  you  judge 
will  sell  the  best.  Let  them  be  the  first  quality  and  values  that 
you  have  in  stock  or  what  the  public  is  clamoring  for.  The 
three  accessories  already  referred  to  may  be  used  individually 
and  at  various  times,  or  all  three  may  be  employed  on  one 
occasion.    It  depends  upon  the  size  of  your  window. 

In  the  complete  win- 
dow display  where  the 
rustic  shoe  stands  are 
shown,  the  variety  of 
groupings  is  unlimited. 
Some  rural  scene, 
reminiscent  of  bill  or 
dale,  timbered  or  open 
country,  'should  con- 
stitute the  background. 
The  sylvan  pillars 
should  be  ornamented 
with  tinted  leaves, 
either  natural  or  arti- 
ficial. The  panel  effect 
at  either  side  may  be 
made  of  plain  colored 
felts,  and,  as  tan  foot- 
wear is  selling  well, 
this  color  would  be 
appropriate  foi  an 
autumnal  t ni m .  This 
scenic  investiture  is 
not  expensive  and  af- 
fords the  resourceful 
window  dresser  prac- 
tically unlimited  scope. 
He  gets  away  from 
regulation  and  beaten 
paths  and  has  an  op- 
portunity afforded  to  do  something  characteristic  and  different. 
No  more  fitting  display  of  fall  footwear  can  be  made,  and  no 
more  suggestive  setting  obtained  than  by  resorting  to  the  wood 
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pile  or  i he  bush  and  carrying  out  a  scheme  along  the  lines 
indicated. 

There  are  some  bright  energetic  window  trimmers  across 
the  line  who  make  a  business  of  looking  after  at  least  seven 
small  stores  within  a 
small  radius.  In  this 
way  they  supply  a  real 
need  in  these  stores^ 
and  earn  a  good  salary 
besides.  This  co-oper- 
ative window  trimming 
makes  possible  good 
work  for  small  stores 
that  could  not  afford  to 
keep  a  window  trim- 
mer. 

This  has  been  found 
an  improvement  over 
an  inefficient  employe 
looking  after  the  win- 
dow in  spare  time. 

Speaking  generally  of 
fall  window  decora- 
tions an  authority  says : 
"We  take  it  for  grant- 
ed that  every  man  who 
builds  a  window  dis- 
play does  so  for  the 
importance  it  gives  to 

his  advertising  methods.  If  he  cannot  advertise  his  merchandise 
to  a  good  advantage  by  the  display,  his  work  in  building  it  is  to 
no  purpose.  If,  on  the  other  hand,  he  regards  his  display  as  a 
means  to  have  himself  talked  about,  apart  from  the  idea  of  in- 
teresting the  people  in  what  he  has  to  sell,  any  sort,  of  display, 
diffused  and  elaborate,  will  accomplish  its  purpose. 

There  are, 
generally  speak- 
ing, two  classes 
of  window  trim- 
mers. The  lirst 
labors  to  produce 
the  btst  effort 
as  an  advertis- 
ing medium ;  the 
second  aims  to 
produce  an  elab- 
orate show.  In 
the  first  case, 
ever  ything  i  s 
studiously  kept 
out  of  the  win- 
dow that  would 
detract  from  the 
purpose  in  view. 
In  the  second 
case  everything 
is  put  into  the 
window  to  pro- 
duce a  show. 
People  stop  10 
admire  the  folly 
of  the  trimmer, 
not  to  praise  his 
good  taste,  for 
the  taste  display- 
ed is  abominable ; 

the  art  is  primitive,  and  the  conception  of  beauty  barbaric.  He- 
did  not  know  that  the  taste  of  the  people  for  the  beautiful  is 
higher  than  his  own,  and  in  not  knowing  that,  be  unfolded  to 
thf-m  unconsciously  his  own  low  standard  of  artistic  display. 


People  like  to  look  upward,  not  downward,  and  hence  any 
piece  of  art  below  their  level  will  meet  with  ridicule.  In  that 
case  the  window  display  not  only  suffers,  but  the  reputation  of 
the  retailer  as  a  man  of  taste  and  refinement  will  be  placed 

on  the  same  level.  This 
being  true,  it  is  of  first 
importance  to  make 
your  window  display 
not  only  a  thing  use- 
ful, but  a  thing  of 
beauty. 

Do  not  attempt  too 
much,  but  everything 
placed  in  the  window 
should  be  tastefully 
arranged,  keeping  in 
view  the  requirements 
the  taste  of  the  people 
seem  to  demand.  When 
men  and  women  are 
of  good  cheer,  the 
effectiveness  of  a  fine 
window  display  is  in- 
stantaneous. A  man 
whose  mind  is  burden- 
ed with  the  cares  of 
the  world  is  hard  to 
entertain,  even  by  the 
most  brilliant  window 
effects,  but  take  him  when  his  burden  has  been  laid  aside  and 
his  mind  will  be  all  attention  for  the  things  that  enhance  his 
pleasure  and  comfort. 

A  beautiful  picture,  though  presenting  in  perfection  a  natural 
scene,  brings  forth  the  highest  feelings  of  pleasure  when  its 
spirit  suggests  to  the  mind  no  traces  of  any  of  the  practical 

utilities  the 
scenery  might 
otherwise  pos- 
sess. 

The  window 
display  is  a 
scene — a  work  of 
art,  but  not  a 
painting.  1 1  i  s 
purely  a  window- 
scene,  and  differs 
from  the  oil 
painting  by  giv- 
ing rise  to  a  dif- 
ferent train  of 
pleasurable  feel- 
ings. The  oil 
painting  lifts  the 
mind  above  the 
practical  in  na- 
ture. The  win- 
dow scene  holds 
the  mind  to  the 
practical  in  art. 
The  one  is  spirit- 
ual in  its  mani- 
festations, the 
other  practical  in 
its  workings.  The 
one  attracts  for 
the    pleasure  it 

affords,  the  other  for  the  practical  effects  of  the  material.  The 
window  trimmer,  therefore,  produces  a  window  scene  so  as  to 
arouse  the  highest  degree  of  pleasurable  feelings  for  the  material 
composing  his  work. 
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The  Ability  to  Sell  Some  Shoe  Customers 

September  Competition  in  Salesmanship  Contest  Results  in  the  Presentation  of  Several  Bright  and  Successful  Experiences 
— Confidence  and  Satisfaction  Capture  Custom  Every  Time — Interest  Growing  Stronger  Each  Month. 


WINNERS  OF  AWARDS. 

i st  Prize — F.  A.  Robinson   (Currie  Bros.),  Saskatoon, 
Sask. 

2nd  Prize— A.  L.  Wright  (Morris  &  Co.),  Glace  Bay,  C.B. 

3rd  Prize — W.  H.  Plummer  (Sussex  Mercantile  Co.), 
Sussex,  N.  B. 

4th  Prize— L.  Wichefsky  (Sol  Magder)  Sudbury,  Ont. 


The  September  salesmanship  competition  among  retail  shoe 
clerks  conducted  by  the  Shoe  and  Leather  Journal  brought 
forth  experiences  from  all  parts  of  Canada. 

The  interest  in  these  monthly  contests  is  growing  steadily, 
and  the  number  of  entries  shows  a  gratifying  gain. 

The  judges  have  had  considerable  difficulty  in  arriving  at  their 
conclusions  owing  to  the  numerous  bright  and  clever  selling  ex- 
periences that  have  been  submitted.  These  show  that  the  efforts  of 
saleswomen  and  salesmen  in  the  various  footwear  establishments 
throughout  the  Dominion  are  toward  disposing  of  a  better  and 
higher  grade  class  of  goods,  and  that  rightly  directed  "talks" 
along  with  a  knowledge  of  the  respective  merits  of  the  various 
lines  of  shoes,  tally  every  time 

The  November  competition  will  close  on  October  20th. 
Four  awards  will  Ibe  made:  $5.00  for  first  place;  $3.00  for 
second;  $2.00  for  third;  and  $1.50  for  the  fourth.  In  addition, 
the  Shoe;  Journal  will  pay  $1.00  for  each  selling  experience  that 
it  deems  worthy  of  publication.  Sit  down  and  narrate  an 
experience.  You  have  had  any  number  of  "stunts"  in  your 
career  behind  the  counter  and  in  serving  the  public. 

"Nothing  ventured,  nothing  won,"  is  an  old  maxim.  Do  not 
be  afraid  to  enter.  We  desire  ideas,  and  are  not  particular  as 
to  the  literary  merits  of  your  contribution.  We  will  attend  to 
that  feature,  and  put  your  experience  in  readable  shape.  Join 
with  the  others,  and  you  stand  an  excellent  chance  of  capturing 
a  little  pocket  money  as  well  as  improving  and  developing  your 
talent  and  efficiency  in  salesmanship. 

DO  NOT  DESTROY  CUSTOMERS'  CONFIDENCE. 

(By  F.  A.  Robinson,  Saskatoon,  Sask.) 

I  have  been  reading  with  a  good  deal  of  interest  in  the  Shoe 
and  Leather  Journal  the  results  of  your  salesmanship  contest. 
1  have  been  wondering  while  reading  the  different  experiences, 
which  motive  was  uppermost  in  the  minds  of  the  salesmen. 

First  motive— "Can  I  win  this  customer's  confidence  ?" 

Second  motive — "Can  I  get  this  customer's  money?" 

Both  are  important,  and  should  be  gained  wherever  possible. 
But  there  seems  to  be  a  tendency  to  place  too  much  importance 
on  the  money,  and  not  enough  on  the  confidence.  The  most  desir- 
able end  to  be  attained  in  selling  is  to  win  the  customer's  con- 
fidence, so  that  you  have  not  only  sold,  but  have  sent  your 
customer  away  feeling  that  he  or  she  would  like  to  come  back 
again.  If  I  must  sacrifice  a  customer's  confidence  in  order  to 
get  his  or  her  money,  the  sale  has  cost  too  much. 

No  permanent  success  can  be  looked  for  when  confidence  is 
dealt  with  lightly.  The  average  buyer  can  fairly  scent  anything 
that  savors  of  insincerity,  at  long  distance. 

Now  this  leads  up  to  an  experience  that  happened  in  our 
shoe  department  last  spring.  In  this  case  I  had  to  lead,  win  and 
retain  the  confidence  of  two  people,    who  were    both  thinking 


along  lines  that  made  the  sale  impossible.  The  money,  important 
as  it  was,  was  the  secondary  consideration.  If  the  psychological 
setting  of  this  sale  could  be  given,  it  would  give  the  story  in 
brief,  but  since  that  cannot  be  done,  bere  are  the  main  points : 

A  railroad  man  asked  to  see  a  pair  of  ladies'  patent  leather 
blucher  with  dull  top,  size  2^2,  and  they  must  have  toe  caps.  Now 
it  so  happened  that  most  of  our  lines  were  made  plain  (no  toe 
caps),  to  all  of  which  he  just  shook  his  head  and  looked  impa- 
tient. Now  it  happened  that  we  had  a  shoe  just  like  what  he 
asked  for,  but  I  hesitated  showing  this  because  we  had  only  sizes 
2^2  and  7  in  stock,  and  thought  I  might  be  laying  a  trap  for 
myself.  At  last  I  brought  these  out,  and  his  face  brightened  up 
and  I  thought  I  had  won  out.  He  said,  "My  wife  is  up  in  the 
dry  goods  department,  I'll  go  and  bring  her  down  and  see  if  she 
likes  them,  and  if  she  does,  I  will  have  her  try  them  on."  While 
he  was  away,  I  was  fairly  counting  the  money  (in  my  mind). 
When  I  came  to  try  them  on  the  lady,  I  found  to  my  surprise 
that  although  she  was  just  a  small  woman,  very  doll-like  and 
faultlessly  dressed,  that  she  wore  size  4,  and  had  an  unusually 
high  instep.  In  a  minute  he  was  ready  to  go.  He  had  seen 
everything  else  we  had,  and  knew  that  we  did  not  have  size 
4  in  the  shoe  they  both  liked.  I  tried  not  to  show  any  signs  of 
alarm,  nor  yet  notice  their  attitude,  but  cleared  the  deck  and 
brought  out  my  reserve  forces  as  best  I  could,  and  proceeded 
to  win  these  two  people. 

One  at  a  time  would  have  been  easy,  but  to  do  the  two  at 
once  was  to  say  the  least,  hard.  I  had  no  great  trouble  win- 
ning the  lady  over  to  wearing  plain  toe  patent  leather  blucher, 
but  I  had  to  keep  the  man's  mind  (busy,  and  gain  his  confidence. 
While  I  was  fitting  the  lady,  I  kept  showing  him  some  of  our 
best  Slater  shoes  as  nearly  like  what  he  was  then  wearing  as 
possible,  and  also  showed  him  a  set  of  samples  of  the  various 
leathers  and  got  him  finally  interested  in  a  sample  of  kangaroo, 
in  which  I  had  a  slit  cut  and  let  him  try  his  strength  on  this. 
As  I  bad  them  sitting  side  by  side,  this  was  accomplished  quite 
easily  once  I  began  to  get  his  confidence. 

Now  let  us  sum  up  the  results.  The  lady  bought  a  pair  of 
our  best  patent  leather  bluchers  (no  toe  cap)  for  herself,  and 
was  so  pleased  that  she  also  bought  a  pair  just  like  them  for  her 
sister,  a  pair  of  rubbers  for  herself,  and  a  pair  for  her  sister, 
and  left  her  old  shoes  to  be  repaired,  and  since  then  there  have 
been  other  results  which  have  worked  out  pleasantly  and  easily. 
The  most  important  thing  of  all  was  leading  these  people  away 
from  their  set  notion,  and  winning  their  confidence  and  keeping  it. 


A  LITTLE  ATTENTION  AND  WHAT  CAME  OF  IT. 

(By  A.  L.  Wright,  Glace  Bay,  C.B.) 

Mr.  Mc         is  a  well-to-do  resident  living  a  couple  of  miles 

out  of  town,  and  head  of  a  numerous  family,  and  whose  ac- 
quaintance I  have  enjoyed  for  some  years  back.  If  there  is  any 
one  thing  that  promotes  healthy  expansion  and  assured  prosperity 
for  the  shoe  retailer,  it  is  the  regular  satisfied  patronage  of  whole 

families.    Having  this  in  mind,  I  (knowing  Mr.  Mc  to  be  a 

regular  parton  of  one  of  our  competitors),  often  wondered  how 
to  get  him  interested  in  our  lines.  During  the  dull  days  of  July 
I  had  (among  other  specials)  marked  a  lady's  gun  metal  pump 

from  $2.50  to  $1.08.    Late  one  Friday  evening  Mr.  Mc  and 

his  wife  came  in  and  asked  to  see  this  $1.98  pump  advertised. 
The  chief  reason  for  cutting  the  price  of  this  line  was  that  the 
maker  had  made  the  straps  ridiculously  "short,"  and  when,  in 
most  every  case,  you  had  the  proper  size  fitted,  the  straps  would 
not  meet. 
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Mrs.  Mc  .  being  much  pleased  with  the  pump,  expressed 

regret  that  the  straps  were  of  insufficient  length. 

"Now,  Mrs.  Mc  ,'*  said  I,  "if  you  can  call  for  these  in 

ten  minutes'  time.  I'll  have  the  straps  lengthened  and  made  sat- 
isfactory." She  seemed  pleased  and  agreed  to  call  for  them 
later. 

1  immediately  took  the  pumps  around  the  corner  to  the  shoe- 
maker, and  had  additional  lengths  sewed  on  the  straps. 

Mr.  and    Mrs.  Mc  came    in  again  shortly,    and  while 

wrapping  up  the  pumps  I    noticed  Mr.  Mc  examining  an 

"arch  support"  displayed  on  the  counter. 

"What's  this  new-fangled  arrangement  used  for?"  he  asked. 

I  thereupon  explained  the  advantages  of  an  arch  support  in 
cases  of  strained  muscles  and  rheumatism  of  the  feet. 

"Why,  do  you  know,"  he  says,  "that's  just  the  matter  with 
my  feet.  Last  week  I  was  out  to  Louisburg,  and  my  feet  pained 
so  badly  I  could  hardly  reach  home." 

"Well,  Mr.  Mc  ,"  said  I,  "these  will  give  you  relief  at 

once.    Suppose  I  fit  one  in  your  shoe?  " 

He  sat  down,  and  instead  of  fitting  the  support  in  his  old 
shoe,  I  took  down  a  broad-fitting  lace  boot  (price  $5-50)  say- 
ing, "It  is  better  to  begin  wearing  the  supports  in  a  new  shoe." 

I  laced  them  up  with  the  supports  inside,  and  upon  standing 
.in  them  he  concluded  they  were  comfortable  and  would  take  the 
outfit. 

Mrs.  Mc  then  remarked,  "What  a  nice  stock  of  shoes 

you  carry,  Mr.  Wright." 

"Yes,  Mrs.  Mc  ,"  said  I,  "we  carry  a  number    of  novel 

lines,  such  as  velvets,  cravenettes,  etc.,"  and,  taking  down  a 
brown  velvet  button  boot,  I  showed  her  same. 

"Oh.  isn't  that  handsome,  William?  I  must  tell  my  younger 
sister  about  them.    She  intends  getting  shoes  to-morrow." 

Sure  enough,  next  morning  Mrs.  Mc  's  sister  called  and 

asked  to  see  the  brown  velvet  boot,  and  being  very  pleased  with 
them  decided  to  take  them.  I  had  also  shown  a  plain  toe  patent 
oxford  on  new  stage  last,  and  suggested  they  would  go  well  to- 
gether. 

"Very  well,  Mr.   ,"  said  she,  "I'll  take  them  both." 

So  you  see,  the  result  of  my  taking  the  trouble  to  lengthen 
the  pump  straps  (cost  five  cents),  combined  with  the  determin- 
ation to  interest  and  pler.se  this  family,  was  goods  sold  to  the 
total  of  $17.98,  also  the  prospect  of  continued  patronage  in  the 
frture. 


BE  TACTFUL  AND  EXPLAIN  THE  STRONG  POINTS. 

(By  W.  H.  Plummer,  Sussex,  N.B.) 
Regarding  the  sale  of  better  shoes,  the  average  customer  can 
be  induced  to  buy  a  good  article  if  the  salesman  is  tactful  and 
explains  the  difference  in  the  construction  of  a  MacKay  stitched 
shoe  and  a  Goodyear  welt,  and  many  other  things  in  a  good 
-hoe  that  a  caller  would  probably  know  nothing  about.  I 
am  finding  this  out  more  every  day,  and  it  makes  shoe  selling  an 
interesting  business.  Just  the  other  day  a  young  woman  enquired 
for  a  pair  of  laced  boots,  and  said  that  she  did  not  want  to  "go 
too  high."  I  did  not  think  it  wise  to  begin  above  $1.75.  so  showed 
her  a  pair  at  this  price,  and  two  others  at  $2.25  and  $2.75.  She 
liked  the  $2.75  pair  best,  and  soon  forgot  the  cheaper  ones.  I 
felt  that  she  had  an  eye  for  the  beautiful,  and  could  be  induced 
1.,  boy  something  better,  so  showed  her  a  good  Mackay  at  $3-25, 
and  a  welt  at  $3.75.  She  examined  them  for  a  little  while,  and 
I  could  see  that  she  was  having  a  little  battle  with  herself.  She 
did  not  seem  to  know  just  which  style  she  preferred.  I  explained 
the  process  of  the  Goodyear  welt,  how  that  the  stitching  of  the 
lOlc  was  all  done  on  the  outside,  so  as  to  insure  a  perfectly 
smooth  indole  which  was  always  of  the  best  stock;  that  it 
would  bend  with  the  foot  and  keep  its  shape.  She  seemed  quite 
interested,  and  said  she  wondered  what  made  the  difference  in 
price,  as  the  two  looked  much  the  same  to  her.  Without  further 
th'.utrht  she  decided  on  the  $375  P™r- 


Sometimes  a  salesman  is  too  apt  to  think  that  "seeing  is  be- 
lieving," and  merely  shows  the  goods  and  quotes  prices.  As  there 
are  many  things  about  a  shoe  that  the  average  individual  cannot 
"see,"  the  customer  cannot  be  expected  to  buy  better  goods  that 
don't  look  better  until  good  reasons  are  given  why  it  will  pay 
him.  Another  way  to  sell  higher-priced  goods  is  to  get  your 
customers  to  try  the  shoes  on  in  the  store,  then  they  are  influ- 
enced more  by  the  feeling  of  the  shoe  than  by  the  price.  This 
gives  a  salesman  a  chance  to  make  a  steady  customer  by  properly 
fitting  the  foot.    How  often  we  hear  the  remark,  "I  always  go 

to  Mr  because  he  seems  to  know  just  what  I  want  "  Once 

customers  get  confidence  in  you  it  is  no  trouble  to  sell  them 
good  shoes. 


GIVE  THE  CUSTOMER  PROPER  SATISFACTION. 

(By  L.  Wichefsky,  Sudbury,  Ont.) 

Last  month  a  prospector  entered  our  store  and  asked  to  be 
shown  some  shoes.  I  produced  three  or  four  pairs,  and  after 
trying  them  on,  he  purchased  a  pair  at  $3.50.  He  also  bought  a 
suit  of  underwear,  a  hat,  necktie,  shirt,  collar,  etc.,  all  amount- 
ing to  $8.50.  His  attire  was  rather  shabby,  so  I  asked  him  if  he 
wanted  to  buy  a  suit  of  clothes,  telling  him  that  we  carried  an 
extensive  range  of  all  colors  and  cloths.  He  answered  in  the 
negative,  saying  that  he  had  always  been  accustomed  to  wear- 
ing tailor-made  clothes.  However,  I  told  him  to  wait  a  few 
minutes.  I  took  three  suits  down  from  the  rack.  I  called  his 
attention  to  the  workmanship  of  them  and  informed  him  that  an 
up-to-date  ready-made  suit  was  as  good  as  a  tailor-made  one  in 
fit  and  finish.  Holding  up  the  coat,  I  told  him  to  try  it  on  and 
judge  for  himself.  It  fitted  him  to  a  "T,"  as  he  himself  admitted, 
but  he  entertained  some  doubts  as  to  it  retaining  its  shape.  This 
I  guaranteed,  showing  him  the  high-class  lining  used  in  it.  At 
length  he  was  thoroughly  convinced  that  he  could  not  get 
a  better  fit.  or  as  good  a  cloth  near  the  price  tailor-made,  and 
he  purchased  it  at  $16.50. 

The  day  before  yesterday  the  same  gentleman  came  into  the 
store  again,  thoroughly  satisfied  with  his  purchase  of  a  month 
ago,  and  bought  a  new  complete  prospecting  outfit  amounting 
to  $22.80.  This  is  an  example  where  giving  a  customer  proper 
satisfaction  is  the  best  policy,  for.  if  he  was  not  satisfied  with 
his  former  purchase,  the  chances  are  that  he  would  not  have 
come  back. 


Cash  or  Credit— Which  System  Do  You  Follow? 

(Continued  from  page  40) 

establishments  in  'London  do  a  cash  trade.  The  retailers  have 
an  association  which,  while  of  a  local  nature,  is  doing  good 
work  and  getting  rid  of  many  abuses  that  creep  up  from  time 
to  time  in  the  shoe  line. 

Only  One  Real  Business. 
W.  E.  Lord,  Red  Deer,  Alberta,  declares:  "There  is  only 
one  real  'business,  and  that  is  a  cash  business.  You  cannot 
grant  credit  to  certain  customers  if  you  do  a  cash  trade  as  we 
are  doing.  There  cam  be  no  half-way  measure  in  a  business 
of  any  size.  It  must  be  either  cash  or  credit.  We  are  serving 
more  customers  now,  since  we  inaugurated  the  cash  system, 
than  we  did  under  credit.  We  started  the  new  method  by  adver- 
tising it  in  advance  and  we  made  no  exceptions  when  abolish- 
ing credit.  We  allowed  our  collections  to  go  by  default  for  a 
couple  of  months  to  enable  our  customers  to  conform  to  the 
new  system.  Our  patron's  appear  to  know  that  "we  need  the 
money.'  We  have  never  placed  an  account  for  collection.  Since 
January  1st,  when  we  started  the  strictly  cash  operations,  over 
$15,000  has  been  paid  out  of  $18,000  or  $19,000,  and  the  balance 
is  coming  in  nicely  from  day  to  day." 
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Instructing  the  Koreans  How  to  Make  Shoes 

Former  Toronto  Man  Trained  in  Local  Factory  is  Making  Splendid  Progress  in  the  Y.M.C.A.  Trade  School  in  Seoul 
— Has  Twenty-three  Students  Under  Him — Output  Sold  Direct  to  Consumer  from  Street  Sample  Room. 


The  work  of  the  Y.M.C.A.  is  known  the  world  over,  but  amid 
the  varied  activities  of  the  organization  there  is  not  one  making 
greater  progress  at  present  than  in  the  shoemaking  department 
of  the  industrial  school  conducted  at  Seoul,  Korea.  There  the 
Association  has  a  flourishing  establishment,  and  the  Koreans 
are  making  splendid  advancement  in  the  art  under  the  direction 
of  Mr.  Hinder,  late  of  Toronto. 

Shoemaking  has  been  carried  on  at  the  industrial  school  in 
Seoul  for  some  time,  but  recently  a  complete  McKay  plant  was 
installed.  The  output  is  now  much  enlarged,  and  more  students 
are  engaged.  Korea  is  a  peninsular  kingdom,  separated  from 
Japan  by  the  Strait  of  Korea,  and  the  capital  is  Seoul.  The  area 
of  the  country  is  about  80,000  square  miles,  and  the  population 
twelve  million.  The  Y.M.C.A  in  the  capital  city  is  under  the 
direction  of  George  A.  Gregg,  who  is  a  brother  of  A.  H.  Gregg, 
of  the  firm  of  Wickson  &  Gregg,  architects,  Toronto. 

George  A.  Gregg  was  in  Canada  and  the  United  States  some 
months  ago,  and  visited  several  shoe  centres  for  the  purpose  of 
adding  considerably  to  the  equipment  of  the  shoe  school  at 
Seoul.    He  came  by  Toronto,  and  inserted  an  advertisement  in 


edge  burnisher,  buffing  machine,  etc.,  and  a  number  of  lasts  and 
patterns,  which  he  obtained  in  the  United  States.  Mr.  Hinder 
proved  a  ready  pupil,  and  departed  for  Korea  a  few  months  ago 


Trade  school  shoemaking  department  of  the  Y.M.C.A., 
in  Seoul,  Korea. 

the  papers  for  a  man  to  go  to  that  far  eastern  centre  to  take 
charge  of  the  operations.  Among  those  who  answered  was 
Mr.  Hinder,  an  Englishman,  who  has  been  spending  some  time 
in  Toronto,  and  was  employed  in  the  cutting  room  of  a  local 
factory.  His  knowledge  in  other  lines  of  the  business  was  not 
extensive,  but  he  thought  that  he  would  like  to  go  abroad.  He 
believed  he  could  soon  master  the  details,  and  accordingly 
arrangements  were  made  for  him  to  enter  the  factory  of  the  W. 
B.  Hamilton  Shoe  Company,  Toronto.  Chester  B.  Hamilton, 
the  superintendent,  took  a  personal  interest  in  him,  and  allowed 
him  to  get  a  thorough  insight  in  the  running  of  a  McKay 
stitcher,  McKay  ohanneler,  heel  and  edge  trimmer,  heel  and  edge 
setter,  heel  scourer,  buffer  and  finishing  wheel,  as  well  as  in 
the  fitting  department.  Mr.  Hinder  spent  some  days  at  the 
factory,  and  under  Mr.  Hamilton's  direction,  assisted  'by  the 
factory  foreman,  he  soon  gained  knowledge  enough  to  instruct 
green  hands.  He  made  two  shoes  complete  while  here,  and  one 
of  these  was  sent  to  Seoul  some  time  ago.  George  A.  Gregg  had 
m  the  meantime,  after  effecting  arrangements  through  his 
brother,  A.  H.  Gregg,  for  Mr.  Hinder's  instructions,  returned 
to  Korea,  taking  back  with  him  a  McKay  sewer,  edge  trimmer, 


Cutting  department  of  Y.M.C.A.  trade  school  of  shoemaking 
in  Seoul,  Korea. 

to  take  charge  of  instructing  green  hands  in  the  shoemaking 
school. 

A  letter  received  recently  by  Chester  B.  Hamilton  tells  of 
his  progress,  and  that  of  the  Koreans  with  the  new  and  well- 
equipped  plant,  while  the  accompanying  pictures  illustrating  the 


Hand  lasting  department.  .  The  instructor  is  seen  standing 
near  the  clock. 

workrooms  and  presenting  a  view  of  the  class  are  interesting. 

Writing  from  the  Y.M.C.A.  at  Seoul,  Mr.  Gregg  says:  "It 
is  now  over  three  months  since  Mr.  Hinder  arrived  at  Seoul, 
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while  the  machinery  which  was  held  up  for  a  long  time  at 
Kobe,  came  some  weeks  later,  so  that  it  was  a  little  late  in  May 
before  we  were  in  running  shape.  As  you  took  so  much  trouble 
in  the  matter  of  trying  out  Mr.  Hinder  before  he  was  engaged, 
I  feel  sure  that  you  will  be  glad  to  learn  that  he  is  making- 
good,  and  that  our  shoemaking  department  has  already  enrolled 
twenty-three  students,  and  is  the  most  popular  of  any  of  our 
industrial  classes.  To  assist  Hinder  we  have  taken  on  two 
expert  Korean  custom  shoemakers,  and  an  interpreter  as  well. 
Considering  the  fact  that  we  have  so  recently  started,  it  is 
astonishing  to  me  how  creditable  is  the  work  turned  out.  I  am 
sending  you  a  few  photograhps  of  the  class  at  work.  They  now 
occupy  three  rooms,  including  one  on  the  street,  which  is  used 
as  a  salesroom  as  well.  There  is  no  law  of  business  here  which 
prevents  us  from  selling  "direct  to  the  consumer."  Allow  me 
to  thank  you  once  more  for  all  the  help  you  gave  me  in  this 
matter.  If  at  any  time  you  have  any  further  suggestions  to 
make  they  will  be  gratefully  received." 


The  Fame  of  Canadian  Shoe  Making 

And  they  say,  up  to  the  last  few  years,  that  Canadians  have 
been  backward  in  shoemaking. 

Do  you  know  that  shoemaking  in  Canada  led  the  world 
not  so  many  years  ago,  and  that  to-day  in  all  the  chief  factories 
it  equals  the  best  efforts  of  other  countries. 

Alex  Sutherland  began  business  as  a  dealer  and  maker  of 
custom  shoes  in  the  ancient  city  of  Kingston  in  the  early  fifties, 
and  to-day  the  same  firm  still  holds  sway.    The  founder  died 
nineteen  years  ago,  but  the  sons  carry  on  the  enterprise  under 
the  name  of  J.  H.  Sutherland  atnd  Brother.      Alex  Sutherland 
was  an  enthusiastic  and  expert  shoemaker.    At  the  time  of  the 
Centennial  Exhibition  in  Philadelphia,  in  1876 — just  thirty-five 
years  ago,  he  sent    a  display  of  fine    shoes,  both  men's  and 
women's,   representing    Canadian    custom    shoemaking.  The 
exhibit  was  greatly  admired,  and  appealed  so  strongly  to  John 
Wanamaker,  the  millionaire  departmental  store  man,  that  he 
bought  the  entire  collection  at  eighteen  dollars  per  pair.    In  1879 
at  a  big  Canadian  fair  held  in  Ottawa,  when  the  Marquis  of 
Lome  (now  the  Duke    of  Argyll)   and  the  Princess  Louise 
occupied  the  gubernatorial  position  at  Rideau  Hall,  Mr.  Suther- 
land made  another  showing  of  custom  boots,  and  was  honored 
with  a  gold  medal,  the  award  being  presented  by  the  Princess 
Louise,  the  only  case  on  record  in  the  Dominion  where  Royalty 
has  so  honored  a  devotee  of  the  art  of  St.  Crispin.    Her  husband 
was  so  well  pleased  with  the  superiority  of  the  work  that  he 
added  a  beautiful  silver  medal.    At  the  New  York  State  Fair 
in    Buffalo,  a   few  years  later,   Mr.   Sutherland  captured  the 
highest  honors.    The  products  of  this  skilled  shoemaker  carried 
off,    during    a    number   of   years,  some    400  first  prize  tickets 
and  medals.     He  also  made  the  shoes  for  the  cadets  of  the 
Royal  Military  College,  Kingston,  for  twenty-three  years.  Five 
-in*  still  keep  close  to  the  trade.    They  are  Fred,  with  the  Win. 
Eastwood  Sons  Co.,  Rochester,  X.Y. ;  Samuel  G.,  a  large  share- 
holder in  a  wholesale  house  in  St.  Louis,  Mo. ;  John  H.,  in  the 
retail  line  in  Kingston:  Robert,  in  charge  of  the  custom  depart- 
ment of  the  business:  and  James  T.,  traveler  for  the  Cook-Fitz- 
gerald Co.,  of  London,  Out.    The  latter  is  quite  a  hockey  enthu- 
siast, and  manages  the  champion  Frontenacs  in  Kingston.  He 
used  to  think  that  he  was  a  ball  player,  and,  in  looking  over  the 
fdes  of  the  Kingston  Standard  ("then  the  News)  the  other  day, 
a  representative  of  the  Shoe  AND  Lkathkr  Journal  came  across 
a  report  of  a  baseball  match    played  between  the  tailors  and 
shoe  men  some  twenty-five  years  ago.    The  latter  won  by  the 
modest  score  of  58  to  50  in  an  eight-innings  tussle.    In  the 
seventh  the  leather  dispensers  made  a  grand  rally  and  tallied  no 
lest  than  20  runs.    James  T.  Sutherland,  then  a  lad  in  his  teens, 
performed  in  left  pasture,  and  had  five  runs  to  his  credit.  Talk 
about  modern  ball ;  there  is  nothing  of  the  present  day,  in  even 


the  big  American  Leagues,  to  equal  that  struggle  of  1886  in 
the  Limestone  City.  So  many  balls  were  knocked  over  the  fence 
that  the  scorer  evidently  ran  out  of  paper,  and  the  fray  had  to 
terminate  in  the  eighth  innings.    Just  look  at  the  record. 

Shoemen   6    2    8    3  10    7  20    2 — 58 

Tailors  .    9    2    6    7   415    4    3 — 50 


The  Lot  of  the  Traveling  Man 

The  life  of  a  traveling  salesman,  particularly  in  some  of 
the  new  towns  of  the  West,  is  not  always  as  comfortable  and 
inviting  as  it  might  be.  The  foregoing  picture  shows  F.  M. 
Logan,  a  representative  of  Ames,  Holden,  McCready,  Limited, 
Montreal,  exhibiting  his  line  of  samples  in  a  Western  Canada 
town  in  the  dead  of  winter.  There  were  two  or  three  buildings 
in  the  place  when  Mr.  Logan  appeared  on  the  scene.    No  suit- 


Selling  footwear  in  zero  temperature 


able  spot  being  available  for  him  to  display  his  range,  he  chose 
the  open  air,  and  managed  to  book  a  good  order.  The  man  at 
the  front  of  the  "  table  "  is  a  retail  dealer,  viewing  the 
various  offerings  in  footwear.  It  is  not  often  that  a  traveler 
has  to  use  the  open  for  the  purpose  of  showing  his  goods,  but 
Mr.  Logan  was  equal  to  the  occasion,  and  recalls  the  experience 
with  interest.  No  difficulty  is  too  great  for  the  commercial  man 
when  he  thinks  he  can  corrall  an  order. 


No  Love  for  System  of  Approbation 

To  the  Editor  of  the  Shoe  and  Leather  Journal. 

Sir:— I  have  read  with  a  great  deal  of  interest  the  remarks 
of  various  shoe  men  on  the  practice  of  approbation.  I  may 
say  that,  so  far  as  we  are  concerned,  we  do  not  send  goods 
on  approval  except  to  persons  whom  we  know  will  not 
abuse  the  privilege.  If  we  consider  the  parties  making  the 
request  are  not  reliable  we  allow  only  one  shoe  of  each  pair 
to  go  out,  and  find  this  a  good  plan.  Women  are  the  chief 
persons  who  ask  for  the  privilege.  We  may  say  there  should 
be  no  such  a  thing  as  approbation,  except  in  a  very  few  cases 
where  they  seem  reasonable.  The  worst  feature  of  store 
troubles  that  we  have  to  contend  with  is  giving  money  back 
and  putting  goods  back  on  the  shelves.  This  could  he  avoided 
if  all  customers  would  allow  themselves  to  be  fitted  properly  on 
the  premises,  where  we  have  the  facilities  and  experienced  clerks, 
who  understand  the  art. 

Sincerely  yours, 
J.  C.  Mills. 

Sydney,  N.S.,  Sepi.  20th,  191  t  . 


GOOD  BUSINESS  OUTLOOK. 

Reports  from  the  principal  centres  indicate  trade  condi- 
tions as  good,  particularly  since  the  election  excitement  sub- 
sided. For  two  or  three  weeks  during  the  campaign  there  was 
comparatively  little  doing,  not  because  of  any  real  uncertainty 
involved  by  a  possible  change  of  parties,  but  everybody  was 
thinking  and  talking  politics,  and  the  excuse  was  pretty  gener- 
ally seized  for  'holding  'business  in  abeyance.  .Some  orders  were 
held  balek  conditional  upon  the  turn  of  the  elections,  enthusiastic 
party  men  sometimes  .making  themselves  believe  that  they  might 
influence  the  results  to  some  degree  in  this  way.  But  now  that 
the  matter  has  been  decided  there  will  doubtless  be  the  usual 
effort  to  get  all  the  trade  that  is  coming,  no  matter  what 
opinions  or  parties  prevail. 


THE  GENERAL  ELECTION  SURPRISE. 

It  is  generally  admitted  that  the  contest  was  the  keenest 
and  in  some  respects  the  most  bitter  that  has  been  waged  in  this 
country  in  a  generation,  and  that  the  result  has  been  a  genuine 
surprise  to  both  sides.  The  most  sanguine  of  the  victors  did 
not  express  the  hope  for  the  realization  that  was  actually  reached, 
and,  as  for  the  government,  the  blow  was  most  unexpected. 
Everybody,  however,  seems  to  feel  that  'Canada's  future  is  so 
secure  that  no  change  in  the  management  of  its  affairs  can 
affect  it  materially  one  way  or  the  other.  The  next  ten  years 
will  undoubtedly  prove  the  crucial  time  in  our  history  and  it  is 
well  perhaps  that  we  have  a  chance  to  work  out  alone  some 
Of  the  problems  that  are  pressing  for  settlement.  We  are  young, 
with  the  whole  century  before  us,  and  can  afford  to  go  a  little 
slowly  first  until  we  find  just  where  we  are. 


THE  FUTURE,  WHAT  OF  IT? 

Wi'hin  the  next  decade  will  practically  be  decided  the 
future  of  this  country,  whether  it  'will  be  drawn  into  closer 
alliance  with  the  Mother  Land,  make  up  its  mind  to  be  an  inde- 
pendent factor  in  Anglo -'Saxon  supremacy,  or  be  converted  to 
continentalism.  In  giving  its  mandate  for  the  deferring  of 
closer  commercial  arrangements  with  the  American  republic 
Canada  has  'but  expressed  the  desire  to  be  left  alone  until  she 
has  had  an  opportunity  to  give  sober  thought  to  the  question  oif 
her  destiny.  There  can  be  no  doubt  that  this  Dominion  is 
destined  to  be  a  great  commonwealth.  Whether  her  destiny 
will  lie  forever  interlocked  with  that  of  Britain  depends  largely 
upon  the  immediate  attitude  of  British  statesmanship. 


BIG    ORDERS    FOR    SPRING  GOODS. 

Business  was  largely  at  a  standstill  while  the  elections  were 
on.  With  or  without  reason  buyers  were  holding  off  with  the 
excuse  that  they  would  wait  to  see  which  way  the  "cat  jumped." 
Now  that  this  feat  has  been  accomplished,  interest  in  buying 
and  selling  is  gradually  being  restored.  Orders  for  spring  goods 
have  more  than  doubled  'within  the  past  two  weeks.  Manufac- 
turers claim  that  up  to  the  first  of  September  conditions  were 
anything  but  encouraging.  Many  of  the  jobbers  claim  that 
exhibition  business  was  not  what  it  should  have  been,  and  attri- 
bute this  to  the  unsettling  tendency  of  the  elections.  The  con- 
census of  opinion  seems  to  be,  however,  that  business  prospects 
are  good  and  spring  trade  will  be  the  largest  for  several  seasons. 


ACTIVITY    OF    RUBBER  BUSINESS. 

Manufacturing  has  been  in  full  swing  for  some  time.  The 
various  companies  seem  to  have  plenty  of  orders  and  only  com- 
plain of  the  close  prices.  Some  have  found  it  difficult  to  secure 
adequate  help,  especially  girls,  who  seem  to  be  in  good  demand 
for  other  lines  which  appeal  to  them  more  forcibly  than  shoe 
making.  The  volume  of  trade  seems  to  promise  an  increase  on 
last  year,  although  it  is  thought  that  in  lumbermen's  and  some 
other  staple  lines  there  has  been  a  tendency  to  go  slow.  Tan 
rubbers  seem  to  have  taken  on  an  accelerated  demand  and  at- 
tempts are  being  made  to  introduce  colors,  such  as  greens  and 
browns,  but  the  experiment  is  regarded  with  some  doubt.  Ten- 
nis samples  are  being  prepared  and  the  question  of  price  is 
agitating  the  minds  of  producers.  Will  there  be  any  change  in 
prices  or  policy  ? 


LOOKING    AHEAD    FOR  TRADE. 

Some  of  the  departmental  stores  are  now  pushing  Christ- 
mas goods.  Almost  any  day  you  will  find  on  the  top  floor  or 
in  the  basement  people  looking  at  toys  or  overhauling  holiday 
goods  of  some  sort.  The  fact  has  been  demonstrated  in  regu- 
lar lines  that  you  can  anticipate  trade,  as  witness  white  goods 
and  furniture  sold  months  before  people  are  supposed  to  have 
actual  need  for  them.  It  proves  that  trade  may  be  directed  out 
of  natural  channels  by  enterprising  forethought.  In  most  lines 
of  regular  retailing  the  tendency  is  to  be  held  down  by  tradi- 
tion or  custom.  The  man  who  gets  up  and  swings  things  in  the 
way  he  wants  them  is  the  one  who  counts  in  business  to-day. 
Do  all  you  can  to  make  the  fall  fair  a  business  booster,  but 
don't  wait  for  things  of  that  kind  to  come  along  to  keep  your 
store  on  the  move. 


REVISING    SHOE  PRICES. 

With  the  advance  being  asked  on  leather  by  tanners,  shoe 
men  are  placed  in  an  awkward  position  who  have  not  covered 
themselves  for  the  season's  output.  Already  some  concerns 
have  had  to  call  in  samples,  and  revise  prices,  and  it  looks  as 
tin  .ugh  the  process  might  have  to  be  repeated.  Within  the 
past  week  or  two  staple  upper  leathers,  as  well  as  calf  and  light 
stock,  have  advanced  materially.  Tanners  who  have  talked 
enhanced  values  for  some  time  have  been  forced  to  make  the 
jump  which  is  unfortunately  embarrassing  for  the  shoe  trade. 
Of  course  those  who  have  adequate  supplies,  and  they  are  not 
numerous,  are  not  in  the  mix-up,  but  most  of  the  trade  have 
ahead  of  them  the  problem  of  varying  prices  for  their  lines. 


STAGNATION    CONDITIONS    ACROSS  LINE. 

The  shoe  and  leather  trades  are  in  rather  bad  shape  across 
the  border.  The  stagnation  in  leather  is  only  equaled  by  the 
lack  of  orders  for  spring  that  has  marked  the  season's  shoe 
business  so  far.  Manufacturers  claim  that  there  are  signs  of 
improvement,  but  the  fact  remains  that  the  whole  of  September 
has  passed  without  any  material  change  in  the  situation.  By  the 
first  of  October  shoe  manufacturing  for  spring  ought  to  be  well 
under  way,  whereas  barely  enough  orders  have  been  turned  in 
to  make  a  decent  start.  The  shoe  trade,  of  course,  is  simply 
feeling  the  general  stagnation  that  has  made  itself  fell  within 
the  past  four  months. 
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An  Inviting  Autumn  Display  of  Footwear 

It  Takes  Something  Classy  to  Cause  a  Hurrying  Shopper  to  Stop  and  Gaze  in  a  Crowded  City  Street — Here  It  Is — 
They  Stopped  in  Droves,  and  Bought  Shoes  Because  They  Could  Not  Help  It. 


There  is  always  a  large  floating  trade  done  in  the  average 
shoe  store  situated  on  one  of  the  main  streets  of  any  city.  To 
attract  this  element  and  also  the  particular  customers  who  al- 
ways demand  the  latest  footwear,  there  is  nothing  like  strong, 
artistic  window  displays.  It  is  possible  to  reach  the  regular 
customer  by  means  of  the  printed  page,  but  the  transient  nearly 


always  buys  on  impulse,  because  some  particular  article  of  foot- 
wear has  caught  his  eye  and  tickled  his  fancy. 

The  window  display  reproduced  here  was  planned  by  A.  A. 
Daoust,  of  G.  G.  Gales  &  Co.,  in  order  to  acquaint  this  transient 
element  with  the  new  fall  styles  the  firm  has  in  stock.  To  at- 
tract special  attention  on  a  crowded  street  in  a  large  city  like 
Montreal  something  unique  is  required.  The  artificial  border 
of  maple  leaves  and  the  overhanging  bunches  of  grapes  form 
a  pretty  and  effective  background,    and    turn    '.he  onlooker's 


•thoughts  to  fall  weather  and  new  footwear. 

The  show  card  of  heavy  cardboard,  made  to  imitate  a  dark 
wood  finish,  and  the  raised  gilt  letters  of  the  words  thereon 
make  a  rich  appearance  perfectly  in  keeping  with  the  rest  of 
the  display. 

Few  fixtures  are  used.     The  two  columns  in  the  central 


I 


background  upon  which  the  grapes  rest  are  made  of  wood,  and 
several  small  individual  stands  are  used.  As  will  be  noticed, 
the  shoes  are  mostly  arranged  in  pairs  with  one  transparent 
electric-lighted  hosiery  form  in  the  centre.  The  small  show 
cards  are  very  dainty  and  attractive. 

Mr.  Daoust  says  that  the  selling  power  of  these  displays  is 
proven  every  day  by  buyers  who  come  into  the  store  and  state 
that  they  want  footwear  like  that  in  the  windows.  This  is 
certain  proof  that  they  sell  goods. 
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Young  Men  Can  Talk  You  "Silly"  on  Leathers 

"Anglo-Canadian"  Surprised  That  Mere  Youths  in  Canada  Take  Such  Active  Part  in  the  Shoe  Selling 
Game—Tribute  to  the  Canadian  Banker  and  How  He  Helps  Along  the  Merchant. 


"Anglo-Canadian,"  who  has  been  writing  a  series  of  inter- 
esting and  frankly  expressed  letters  on  "Business  Conditions  in 
Canada,"  in  the  "Shoe  and  Leather  Record,"  has  concluded 
his  contributions.  While  all  may  not  agree  with  his  observa- 
tions and  believe  that,  in  some  instances,  he  has  allowed  preju- 
dice or  bias  to  overcome  him,  still  his  views  on  shoe  trade  con- 
ditions are  refreshing,  even  if  Canadians  do  not  always  do 
things  exactly  as  "at  'ome."    His  final  letter  reads:— 

I  have  now  arrived  at  the  close  of  my  observations  on 
business  conditions  in  Canada.  Xo  doubt  I  have  left  a  great 
deal  unsaid.  There  are  many  features  of  our  trade  which, 
while  interesting  in  themselves,  cannot  very  well  be  brought  into 
an  article  dealing  generally  with  the  possibilities  of  business 
in  this  great  Dominion.  The  ordinary  trivial  matters  of  every- 
day life  cannot  be  of  great  interest  to  communities  so  far  apart. 
The  personal  experience  of  one  who,  like  myself,  spent  seven 
years  surrounded  by  a  condition  of  things  entirely  unlike  any- 
thing I  had  been  accustomed  to,  must  therefore  be  passed  over 
as  matter  of  little  public  interest.  What  I  have  endeavored  to 
put  before  my  friends  at  home  (amongst  whom  I  prefer  to  end 
my  days)  is  a  simple  story  of  how  the  shoe  trade  appeals  to 
an  Old  Country  man  brought  up  and  schooled  under  condi- 
tions foreign  to  what  may  be  termed  the  new  order  of  things. 

A  Comparison  of  Conditions. 

When  one's  mind  reverts  to  the  generally  accepted  condi- 
tions considered  essential  to  a  proper  knowledge  of  the  shoe 
trade  as  conducted  in  England  and  Scotland  thirty  or  forty 
years  ago,  and  compares  it  with  what  is  generally  accepted  as 
sufficient  to-day,  it  sets  one  thinking.  No  longer  does  it  seem 
essential  that  a  lad  should  begin  with  a  leather  apron  and  the 
clams.  We  do  not  consider  it  necessary  that  he  should  sit  down 
on  a  wooden  seat  and  hammer  out  a  pair  of  half  soles.  No 
longer  are  the  rudiments  of  the  craft  implanted  with  a  free 
use  of  the  stirrup  after  a  moment's  immersion  in  the  shop  tub. 
These  things  are  past,  and  we  may  be  excused  a  feeling  of  sur- 
prise, if  not  sadness,  to  find  that  in  a  country  like  Canada  any 
young  man  out  of  a  job  can  turn  to  and  sell  shoes  at  a  moment's 
notice,  can  learn  the  ins  and  outs  of  shoe  manufacturing  in  a 
few  hours,  and  can  talk  you  silly  on  the  merits  of  sheep  or  goat 
skin  versus  kid  or  calf  in  ten  minutes. 

The  Stepping-Stone  to  Success. 

Canada  is  indeed  a  wonderful  country,  and  contains  some 
wonderful  people.  The  whole  condition  of  things,  beginning  with 
banks  and  ending  with  the  trade  papers,  has  little  in  common 
with  everyday  shoe  life  as  we  know  it  at  home.  I  have  always 
maintained  that  within  the  banking  system  of  Canada  lay  the  sec- 
ret of  whatever  good  or  evil  existed  in  Canadian  commercial 
life.  It  differs,  perhaps,  more  from  the  British  system  than  any 
other  institution.  Far  be  it  from  me  to  suggest  that  it  is  a  bad 
one.  It  is  peculiarly  suited  to  the  necessities  of  the  country,  and 
provides  the  stepping-stone  to  which  the  success  of  the  average 
Canadian  of  intelligence  is  due.  I  refer  to  it  here  mainly  in 
relation  to  the  doubts  and  fears  which  possess  Old  Country  men 
who  hesitate  to  be  drawn  into  the  vortex  which  has  been  so 
graphically  described  to  him  by  his  friends  or  would-be  friends. 
The  shoe  man  is  so  conscious  of  the  all-important  part  that  his 
bankers  play  in  his  everyday  commercial  experience  that  it  is 
difficult  for  him  to  realise  a  smiling  and  extremely  courteous 
gentleman  seated  within  that  awe-inspiring  chamber  marked 
"Manager,"  into  whose  car  he  can  pour  his  inmost  aspirations— 
a  sort  of  Father  Confessorr    He  doubts  his  very  existence  in 


this  world  of  woe,  and  believes  in  his  inmost  soul  it  is  just  one 
more  effort  of  the  Evil  One  to  compass  his  destruction. 

Such  a  Contrast. 

I  have  personally  had  a  wonderful  lot  to  do  with  bankers,  in 
my  time,  and  I  know  just  to  a  turn  how  far  an  Old  Country  bank 
manager  can  be  lured  to  slide  on  thin  ice.  Personally,  I  never 
could  get  him  further  than  the  edge  of  the  bank.  I  have  to  admit 
that  he  falls  far  short  of  his  Canadian  confrere  in  what  might 
be  termed  financial  sport.  He  is  either  too  old  or  too  stiff.  He 
knows,  or  believes,  that  once  he  gets  his  heel  through  the  chances 
are  particularly  favorable  for  a  cold  bath.  Now,  herein  lies  the 
difference  between  the  old  and  the  new.  A  man  may  go  out 
to  Canada  armed  with  little  but  an  untarnished  reputation,  and 
wherever  he  may  settle  my  belief  and  experience  is  that  he  will 
find  a  helping  hand  in  a  direction  impossible  in  the  Old  Land. 
I  don't  suggest  that  Canadian  bankers,  are  less  careful  in  part- 
ing with  their  shareholders'  money,  but  they  are  undoubtedly 
more  ready  to  look  into  a  reasonable  business  proposition  than 
their  Old  Country  confreres.  As  a  rule  the  manager  is  a  young 
man,  and  brings  a  more  sanguine  temperament  to  bear  upon  the 
proposals  put  before  him.  He  knows  the  remarkable  possibilities 
that  lie  open  to  the  shrewd,  respectable  business  man  in  the  great 
Dominion.  He  is  apparently  armed  with  a  power  unusual  at 
home,  and  the  spirit  which  animates  his  superiors  is  imparted  to 
him.  Banking  in  Canada  is  more  like  a  business  than  the  insti- 
tution we  know.  It  supplies  the  great  driving  powers  which 
stimulate  and  animate  men.  surrounded  as  they  are  with  immense 
possibilities. 

Easy  Money. 

The  bank  manager  is  a  friend  with  his  hand  on  the  lever 
ready  and  willing  to  second  a  something  which,  though  untried, 
appeals  to  his  business  instincts.  He  is  influenced  and  guided 
by  his  impressions  of  your  experience  and  ability  as  a  commer- 
cial man,  and  you,  on  the  other  hand,  are  encouraged  by  the 
interest  he  manifests  in  a  project  which  may  mean  advantage  to 
both.  I  have,  for  example,  known  a  man  purchase  a  home  to 
live  in  with  no  assets  but  the  good  opinion  of  his  banker,  who 
considered  it  a  very  commendable  scheme.  It  interested  him; 
but  what  would  the  British  bank  manager  say  to  such  a  request? 
I  have  known  men  obtain  without  any  trouble  advances  to  pay 
duty  and  sight  drafts  with  no  security  other  than  the  assurance 
that  50  per  cent,  of  the  goods  were  sold.  I  have  known  of  drafts 
on  London  readily  given  on  the  simple  promise  that  good  ac- 
ceptances would  cover  the  amount  on  arrival  of  goods  a  month 
hence.  The  banking  system  enables  respectable  merchants  to 
cash  drafts  on  dispatch  of  goods  without  waiting  acceptance  or, 
in  other  words,  completion.  It  may  appear  risky  business  to 
some,  but  it  is  surprising  how  the  element  of  risk  is  lessened  when 
an  advantage  accrues  to  the  two  parties  to  a  bargain.  Goods  are 
considered  an  asset  worth  the  invoice  price  any  day,  unless  per- 
ishable, and  the  bank  manager  appreciates  the  fact  that  goods 
once  on  the  spot  are  worth  $4.85  in  the  £  if  in  the  hands  of  a 
business  man.  Of  course,  it  takes  time  to  secure  confidence,  but, 
once  established,  the  business  man  rarely  finds  the  financial  side 
of  his  affairs  that  which  worries  him  most. 

Covered  all  the  Ground. 

I  hope  the  little  information  it  has  been  my  pleasure  to  offer 
on  the  general  conditions  of  business  in  Canada  has  been  of  some 
help.  I  have  every  reason  to  believe  it  has.  The  subject  is  full 
of  interest  to  me,  but  my  story  has  taken  longer  to  tell  than  I 
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anticipated  in  January  last.  I  found  it  difficult  to  touch  upon 
every  side  of  our  trade  in  a  few  words,  but  I  am  now  of  opinion 
that  I  have  touched  every  phase  of  the  shoe  trade  from  repair- 
ing to  finance.  I  have  referred  to  the  prospects  for  the  mechanic, 
the  salesman,  the  retailer,  the  commercial  traveler,  the  whole- 
sale jobbing  trade,  production  both  in  Canada  and  England,  and, 
last,  the  social  and  domestic  conditions  of  Canadian  life.  Only 
one  thing  I  have  hesitated  to  discuss,  namely,  politics.  I  recog- 
nise that  this  is  not  the  office  of  a  trade  paper — or,  shall  I  rather 
say.  a  contributor  to  it— although  I  may  say  I  have  often  been 
sorely  tried,  like  the  Scotch  farmer  who  said:  "If  it  hadna  been 
the  Lord's  Day  I  wid  be  speerin"  what  price  veer  pittin'  a  heed 
on  the  sheep." 

Is  It  a  Danger? 

I  long,  however,  for  the  day  when  stronger  ties  than  pat- 
riotism will  bind  our  Empire  together.  Canada  is  loyal,  in  my 
opinion,  only  up  to  a  point,  but  England  cannot  reckon  upon  her 
sons  beating  back  the  ever-rising  tide  of  foreign  immigration 
for  long.    A  study  of  the  Blue  Book  lately  issued  shows  the  aver- 


age intelligent  man  where  danger  iies.  Every  year  America  is 
pouring  in  her  tens  of  thousands  faster  than  we  can  keep  in 
touch  with.  The  immigration  of  English,  Scotch,  and  Irish  into 
Canada  in  the  year  1908-9  was  52,000.  America  sent  60,000,  and 
other  nationalities  sent  nearly  30,000.  Add  to  this  the  commer- 
cial results  likely  to  flow  from  reciprocity  with  the  States,  and 
you  have  a  problem  hard  to  solve  without  some  interest  other 
than  the  flag.  To  say  that  you  can  make  an  American  a  good 
Canadian  is  sheer  nonsense.  No  man  in  all  the  world  shouts 
louder  over  his  flag  than  our  cousin  on  the  other  side  of  the 
line,  and  you  may  Ibet  if  there  is  going  to  be  any  process  of 
assimilating  or  absorbing,  he  only  knows  one  way.  After  all,  it 
is  numbers  that  tell,  and  if  the  progress  shown  in  1908-9  goes 
merrily  on,  and  perhaps  becomes  more  accentuated  to  our  dis- 
advantage, it  is  very  hard  to  say  under  present  conditions  how 
it  is  all  going  to  end.  However,  this  is  a  subject  which  perhaps 
does  not  fairly  come  under  the  heading  of  business  conditions 
in  Canada,  and  it  only  remains  for  me  to  express  the  hope  that 
our  short  discussion  of  these  conditions  will  not  be  barren  of 
results. 


What  is  Selling  in  Spring  Footwear  Lines 

ore  Canadian  Manufacturers  Tell  What  They  Are  Offering  the  Public— Big  Demand  for  Buttons— Some  New  Shades 
in  Tans— Will  it  be  Good  Season  for  Whites?— Other  Interesting  Opinions. 


The  bookings  for  spring  and  summer  goods  are  large,  and 
the  prospects  are  that  shoe  manufacturers  will  be  very  busy 
for  some  months. 

Several  factories  are  now  working  to  capacity,  and  reports 
from  various  quarters  indicate  that  retail  trade  is  good. 

The  comprehensive  ranges  are  more  up-to-date  in  st}dc, 
build,  workmanship  and  material  than  ever  before  presented. 
The  lines  are  most  complete,  finished  and  elegant,  with  selections 
to  suit  every  taste,  desire  and  purse.  In  no  industrial  exploit 
has  greater  progress  or  more  efficiency  in  detail  and  expression 
been  evidenced  than  among  Canadian  shoe  makers.  In  lasts 
and  patterns  they  are  right  up  to  the  minute.  The  best  materials 
are  used,  and  skilled,  specialized  workmen  employed. 

Good  Season  for  Strapless  Pumps. 

The  Smardon  Shoe  Company,  of  Montreal,  report  that  their 
!ines  were  never  as  complete  in  welts  and  turns  as  they  are  this 
season.  They  say  that  the  high,  full  toe,  short  vamp,  close 
edges  with  more  medium  heels,  will  prove  favorites.  They  are 
going  largely  in  for  buttons — from  12  to  16 — in  tans,  gun 
metal  and  velours.  Pumps  without  straps  in  patent,  gun  metal 
and  tans  with  satin  and  silk  bows  and  combinations,  and  leather 
and  metal  buckles,  are  featured.  Very  few  oxfords  are  shown, 
but  the  company  are  strong  on  colonials.  The  white  nubuk  is  a 
dainty  offering,  and  is  selling  readily.  Queen  cloth  pumps  and 
colonials  are  talcing  very  well.  More  button  than  lace  shoes  are 
shown  in  the  fine  range  of  spring  samples.  Beaded  pumps  and 
slippers  in  a  variety  of  styles  are  exhibited.  The  firm  manufac- 
ture welts  as  low  as  six  in  size,  and  turns  up  to  two.  Mr.  Bee. 
an  experienced  shoemaker,  is  the  new  superintendent  of  the 
factory,  arul  as  he  has  had  a  wide  insight  in  the  Old  Country, 
the  superiority  of  the  work  under  his  direction  is  seen  in  this 
spring* s  creations,  which  are  up  to  the  highest  standard  of 
excellence,  craftsmanship  and  style.  The  company  have  four 
new  lasts  for  women,  one  for  misses,  and  one  for  children. 

Some  Juvenile  Specialities. 

Getty  &  Scott,  of  Gait,  have  four  new  lasts  which 
they  arc  showing.  In  this  spring's  offerings  of  infants', 
children's,  girls',  misses',  growing  girls',  little  gents' 
and    youths'    they    are    displaying    nearly     seven  hundred 


samples  of  the  "Classic"  lines.  One  novelty  is  an  in  - 
fants'  patent  leather  colonial  with  ankle  strap  and  buckle  on  a 
culture  last.  Another  in  white  buck  with  buckle  filled  with  the 
same  material  is  a  favorite.  A  child's  hobble  sandal,  all  patent, 
with  cross  straps,  a  button  on  each  side  and  a  combination  silk 
and  patent  bow,  is  very  pretty.  The  firm  are  turning  out 
colonials  in  all  leathers  in  McKays,  turns  and  welts,  and  expect 
a  big  demand  for  them.  Another  novelty  is  a  white  elk  barefoot 
sandal,  with  elk  sole.  Goodyear  welts  on  orthopedic  lasts  are 
a  strong  feature  in  this  spring's  ranges  which  Getty  &  Scott 
report  are  the  largest  and  most  representative  that  they  have 
ever  offered.  They  are  also  showing  to  the  trade  several  strap- 
less pumps  in  gun  metal,  tan  calf  and  other  leathers.  A  large 
proportion  of  this  spring's  creations  are  buttons,  for  which  there 
is  a  rapidly  developing  demand.  A  misses'  patent  colonial  turn 
and  a  little  gents'  patent  button  welt  are  taking  well.  An  in- 
fants' Napoleon,  button,  with  patent  vamp,  white  calf  quarters 
and  patent  collar  is  a  specialty.  This  line  is  also  made  in  kid 
leathers  of  various  colors.  An  all  patent  blucher  with  white 
collar  is  interesting.  In  youths'  and  little  gentlemen's  the  ortho- 
pedic toe  is  to  the  front.  The  creations  are  full,  wide  and 
round,  known  as  the  culture  shape.  They  come  in  patent, 
velours,  gun  metal,  box  calf  and  tan  calf. 

Engraved  Shoes — The  Lock  Stitch. 

The  Hartt  Boot  and  Shoe  Company,  of  Fredericton,  N.B.. 
have  five  new  lasts,  one  of  which  the  "Big  Noiz"  is  rightly  named, 
for  it  is  proving  a  howling  success.  Three  of  the  lasts  are  for 
young  men  who  like  smart,  dressy  and  fetching  shapes,  and  the 
remaining  two  are  for  lovers  of  the  more  sedate  and  conserva- 
tive order  of  things.  The  Hartt  spring  samples  are  made  on 
fourteen  different  lasts.  One  shoe  selling  well  is  the  New  York- 
custom  last  effect  with  nature  arch  for  those  suffering  from 
broken-down  arches.  The  heel  is  very  low  and  broad,  carrying 
the  weight  of  the  body  on  the  heel,  the  outside  tread  and  shank, 
with  absolutely  flexible  sole.  A  real  novelty  is  an  engraved  shoe,  the 
first  that  has  been  turned  out  in  Canada.  The  pattern  is  engraved 
on  the  quarters  and  on  the  tip,  and  is  very  effective.  Another 
innovation  is  a  lock  stitch  between  the  two  rows  of  stitching  on 
the  eyelet  row,  the  foxing  and  the  vamps.  The  three-row  com- 
blnation  adds  strength  to  the  shoe,  and  is  seen  on  both  oxfords 
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and  high  cuts.  About  forty  per  cent,  of  the  samples  are  tan 
calf,  and  about  forty  gun  metal  and  velours,  while  the  remainder 
are 'patents.  Button  oxf  ords  are  selling  well,  and  many  orders 
are  being  booked.  About  twenty  per  cent,  of  the  high  cuts  are 
button.  Five  shades  of  tan  are  being  shown  with  the  light  shades 
the  leaders. 

Some  Classy  Sandals. 

The  Star  Shoe  Company,  of  Montreal,  in  their  spring  offer- 
ings are  showing  a  large  number  of  Roman  sandals  with  six 
and  nine  straps,  in  patent,  tan,  gun  metal  and  tan  goat,  which 
are  taking  admirably.  In  infants'  and  misses'  sandals  there  is 
a  fine  range  in  patent,  tan,  kid,  tan  goat,  gun  metal  calf,  and  tan 
dongola.  The  firm  manufacture  youths',  misses',  children's  and 
infants'  McKays  and  turns.  A  olassy  line  in  their  1912  creations 
is  10,  12  and  14-button  high  outs,  with  cuffs,  in  various  leathers. 
These  are  offered  in  tan  goat,  tan  dongola,  tan  calf,  patent  and 
gun  metal,  and  are  fascinating  and  inviting.  A  new  thing  is 
the  two-piece  cut  pump,  which  has  a  braid  button  on  the  hind 
part  of  the  toe,  in  place  of  a  buckle,  and  gold  braid  with  black 
interlaced  around  the  top  of  the  upper.  It  is  unique  and  attract- 
ive, and  comes  in  all  the  leading  leathers.  Jt  has  apparently 
caught  on  with  the  trade. 

Strap  or  Strapless  Pumps. 

The  Adams  Shoe  Company,  Toronto,  are  featuring  for 
spring  a  pump  which  can  be  worn  with  or  without  a  strap.  Two 
buttons  and  an  instep  strap  are  enclosed  in  an  envelope  in  each 
pump,  and  the  dealer  can  attach  the  buttons  at  a  moment's  notice 
if  the  buyer  so  desires.  These  are  made  in  all  leathers,  but 
principally  in  tans  and  patent,  and  come  in  sizes  from  four  to 
two.  Pumps  have  a  fuller  toe  than  last  season.  Another  offering  is 
a  child's  drab  canvas  turn  with  chocolate  tip  and  back  strap,  which 
is  taking  with  the  trade.  A  large  and  representative  range  of 
misses'  and  children's  McKays  and  turns  is  being  made  for 
spring  and  summer,  the  new  extension  edge  turn  being  a  feat- 
ure. A  two-eyelet  tie,  patent,  with  collar,  is  among  the  new 
productions.  The  tops  on  misses'  buttons  are  slightly  lower 
than  last  season,  and  many  have  the  slant  cut.  The  firm  are 
going  strong  on  buttons,  and  believe  that  patents  and  tans  will 
enjoy  about  the  same  proportion  of  favor  for  the  coming  year. 
The  prospects  for  spring  business  are  reported  very  bright. 

New  Leather  in  Tan  Calf. 

The  Tetrault  Shoe  Company,  of  Montreal,  remark  that  the 
popular  leather  for  men  this  spring  will  be  tan  Russia  calf  and 
gun  metal  calf— with  a  fair  demand  for  patent.  Buttons  will 
be  a  favorite,  particularly  button  oxfords,  which  are  com- 
ing in  vigorously.  The  firm  have  four  new  lasts,  all 
of  the  full  high  toe,  and  several  oxfords  and  bluchers 
for  spring  have  slip  soles.  The  creations  of  the  Tetrault 
Company  have  some  artistic  perforations,  entirely  new,  and  on 
the  edges  is  seen  wave  fudging.  There  is  also  considerable  rope 
stitching.  In  tan  leathers,  they  are  directing  attention  to  their 
new  madero  calf.  All  styles  are  made  in  this  leather  which 
besides  being  a  beautiful  shade  of  tan,  possesses  the  feature  that 
no  matter  how  stained  or  soiled  it  becomes,  all  trace  of  discolor 
can  be  speedily  washed  off.  The  firm  are  also  making  some  fine 
styles  in  women's  McKays  and  Goodyear  welts.  Their  presenta- 
tions for  spring  and  summer  of  1912  are  the  most  stylish  and 
distinctive  they  have  ever  attempted.  A  full  range  of  samples 
of  the  Tetrault  Shoe  Manufacturing  Co.  is  carried  in  Toronto 
in  Room  709  ljumsden  Building,  by  J.  Heffering,  the  aggressive 
local  representative  of  the  firm,  who  is  booking  some  heavy 
spring  deliveries. 

Distinctive  Lines  for  Men. 

If  there  is  one  branch  of  the  shoe  business  where  Canadian 
manufacturers  are  cutting  in  on  the  American  invasion  of  this 
market  it  is  in  the  men's  fine  shoe  branch.    Canada  can  now 


boast  of  an  equality  of  lasts,  patterns  and  smooth  workmanship, 
with  any  of  the  best  American  productions.  The  new  line  of  the 
Cook-Fitzgerald  Company,  of  London,  Ontario,  embraces  five 
new  lasts,  and  a  multiple  of  new  patterns  recently  secured  by  Sup- 
erintendent E.  E.  Donovan  while  on  a  visit  to  his  former  home 
in  Brockton,  Mass.  Chief  among  the  new  lasts  is  the  "ltsit," 
■which  is  a  high  toe  one  of  nobby  design,  intended  for  the 
gentlemen  of  style,  who  wish  for  something  new,  but  not  too 
extreme.  The  "Cinch"  is  another  of  the  neat  high  toe  lasts 
which  carries  a  high  roll  on  the  outside  of  toes,  intended  to 
embrace  style  and  comfort,  as  with  this  last  it  is  impossible  for 
the  joints  of  the  to'es  to  rub  against  the  upper,  and  irritate  the 
foot.  The  "Sport"  is  another  snappy  last,  intended  for  young 
men's  trade.  The  "Whale"  is  a  big  "full-fitting'  last  for  heavy 
men,  and  embraces  a  nice  degree  of  style  with  comfort.  A  new 
straight  last  has  also  been  added,  which  rounds  out  nicely  the 
thirty  other  lasts  now  used  by  the  Cook-Fitzgerald  Company.  The 
past  season's  great  favorites,  including  the  famous  "Tickler"  and 
"Teazer"  lasts,  are  still  to  the  front.  In  materials  this  firm  are 
showing  about  equal  quantities  of  tans,  gun  metal  calf  and  patent 
colt.  Some  striking  effects  in  new  patterns  have  been  worked 
in  which  should  prove  particularly  attractive  to  the  young 
men's  trade.  One  gun  metal  calf  button  boot  has  a  collar  run- 
ning around  the  top  overlapping  the  regular  button  piece  and 
carrying  an  additional  button  on  the  side.  This  is  new  and 
sporty  looking.  The  Cook-Fitzgerald  Company  show  a  nice 
range  of  the  more  subdued  lines  intended  for  the  business  man 
who  prefers  clean,  snappy  footwear  without  any  particular 
amount  of  gingerbread  work.  The  line  as  a  whole  is  one  of  the 
strongest  aggregations  of  men's  footwear  ever  produced. 

Some  New  Things  for  Boys. 

Jackson  &  Savage,  Montreal,  are  showing  the  Scout  shoe 
for  boys  and  youths  in  imitation  Goodyear  and  McKay  stitch- 
ing. They  have  three  new  lasts  for  boys  and  two  for  youths. 
The  famous  Scout  shoes  for  spring  and  summer  come  in  tan 
calf,  patent  colt,  gun  metal  calf,  gun  metal  veal,  velours  veal, 
box  calf  and  box  kip,  in  button  and  blucher,  as  well  as  oxford 
ties.  They  are  built  on  strong,  durable  and  natural  lines.  The 
.firm  are  also  making  the  Girls'  Guide  shoe  as  well  as  girls' 
misses'  and  growing  girls'  footwear,  ail  the  way  iiom  1 
sixes  in  size,  in  dongola,  patent,  tan  and  dull  calf  leathers.  They 
also  report  a  splendid  showing  in  strap  slippers,  oxford  ties,  and 
high  cuts,  which  embody  a  wide  range  of  styles  and  are  pleas- 
ing in  appearance. 

A  Button-Lace  Infant's. 

The  J.  W.  Hewetson  Company,  Toronto,  have  recently  ' 
taken  in  another  flat  of  the  building  in  which  they  are  located, 
giving  them  double  floor  space,  and  they  are  installing  a  duplicate 
plant,  which  will  add  greatly  to  their  output.  They  have  recently 
gone  into  the  manufacture  of  college  girls'  shoes,  2^  to  6,  and 
report  a  big  run  on  them  in  patent,  gun  metal  calf,  velours  calf 
and  tan.  They  are  also  showing  a  fine  line  for  spring  of  youths' 
oxfords.  Ankle-strap  pumps  are  being  made  from  2  to  2  in 
size.  Little  gents'  and  youths'  in  patent,  tan  calf  and  box  call 
are  a  big  offering  for  next  season.  Two-strap  slippers  and 
Roman  sandals  bid  fair  to  be  worn  a  great  deal  by  children 
and  girls.  The  demand  for  buttons,  the  firm  say,  is  very  good 
in  all  lines,  while  many  orders  are  being  received  for  spring 
in  colonial  ties  in  different  leathers.  A  decided  novelty  is  an  in- 
fants' blucher  button,  one  half  lace  and  the  other  portion  of  the 
fly  button.  These  come  in  a  variety  of  leathers  or  combination 
effects.  The  demand  for  canvas  footwear  for  children  is  re- 
ported as  declining.  The  Hewetson  Company  are  showing  about 
125  spring  and  summer  lines. 

Many  Offerings  in  White. 

The  Regina  Shoe    Company,  Montreal,    are  displaying  a 
splendid  line  for  spring  and  fall  of  women's  flexible  McKays. 
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Their  showing  of  colonials  in  patent,  gun  metal  and  tan  leather 
is  distinctive,  and  the  white  canvas  lines  are  attractive.  They 
are  exhibiting  a  large  number  of  white  pumps  and  colonials, 
which  they  believe  will  take  well,  as  the  company  are  looking 
for  a  remarkably  active  white  season.  The  ornaments  on  their 
pumps  and  colonial  ties  are  silk  and  leather  bows,  and 
metal  buckles.  In  pumps  the  leading  materials  are  cravenette, 
velvet,  suede,  satin,  patent,  gun  metal,  tan  and  white,  with  high 
full  toes,  close  edges  and  short  vamps.  Nearly  all  the  pumps 
and  white  goods  offerings  are  shown  without  straps,  which  are 
guaranteed  to  stay  on  and  ifit  the  foot.  A  large  selection  of  button 
shoes  is  also  shown,  and  the  coming  season  promises  to  see  this 
class  of  footwear  in  strong  favor. 

Striking,  Snappy  Lines. 

The  Rideau  Shoe  Company,  of  Montreal,  are  making  a 
specialty  of  the  new  Trooper  last  in  three  different .  widths  for 
men,  and  on  it  are  made  some  stylish,  comfortable  and  distinct- 
ive shoes  that  are  right  up  to  the  mark  in  every  feature.  The 
toe  is  high  and  of  medium  width.  The  company  are  displaying 
a  splendid  range  in  men's  button  and  bluchers  in  tan  and  gun 
metal  calf,  with  a  fair  representation  of  patent  leather.  One 
novelty  is  a  gun  metal  oxford  with  tan  stitching  and  tan  inser- 
tion on  the  quarters.  The  new  perforations  are  fetching,  and 
win  admiration,  being  in  diamond,  triangle,  circle  and  various 
other  designs.  The  firm  are  also  manufacturing  a  smart  line  of 
no-strap  pumps  for  women  in  satin,  kid,  patent,  silk,  tan  and 
dull  calf.  Silk  bows  are  used  principally  for  ornamental  effect. 
Colonials  are  shown  in  the  same  materials  and  on  classy  lines. 
The  majority  of  the  pumps  and  colonials  have  a  braid  collar  or 
are  decorated  with  corded  trimming  around  the  top.  Heels, 
generally  speaking,  are  a  little  lower  on  both  men's  and  women's 
goods  than  last  year.  The  cushion  sole  line  for  men  has  resulted 
in  considerable  business  for  these  goods,  while  the  flexible 
women's  welts  are  much  sought  after  by  the  trade.  Several  tan 
and  patent  button  and  lace  shoes  for  women  with  fabric  tops 
are  being  presented.  The  company  declare  that  their  models 
for  the  coming  season  are  the  most  catchy  and  imposing  and 
comprehensive  that  the  factory  has  ever  turned  out. 

Fancy  Scolloped  Tips. 

The  W.  B.  Hamilton  Shoe  Company,  Toronto,  report  that 
for  men  the  best  sellers  are  likely  to  be  in  tans,  gun  metals  and 
patents,  all  of  which  are  going  well.  They  are  showing  four 
new  high  toe  lasts  'for  men.  The  fancy  scolloped  effect  on  the 
tips  and  several  new  perforations  are  decidedly  attractive,  while 
on  'the  edges  new  wheel  effect  fudging  is  very  pleasing  on  both 
button  and  blucher.  The  firm  are  also  making  a  number  of 
women's  button  oxford  and  high  cuts,  and  expect  a  good  demand 
for  them.  In  women's  a  full  high  toe  with  a  short  vamp  is 
one  of  the  choicest  from  the  new  lasts  added  this  season.  The 
majority  of  these  productions  are  in  patent,  with  dull  tops.  A 
snappy  button  on  this  last  with  overlapping  square  top  is  a 
novelty.  Most  of  the  offerings  of  the  firm  where  tips  are  em- 
ployed have  creased  vamps.  The  heels  on  all  women's  goods  run 
from  one  and  three-eighths  inches  to  two  inches  in  height.  The 
smart  samples  sbow  a  large  representation  in  buttons,  nearly 
all  having  the  knob  toe.  Edges  are  closely  trimmed,  and  arches 
are  high.  The  company  report  that  they  have  never  had  such 
an  attractive  line  of  catchy  lasts  and  patterns  as  they  are  pre- 
senting for  next  season. 

Some  Effective  Low  Cuts. 

The  Walker,  Parker  Company,  Toronto,  are  making  a  large 
number  of  button  oxfords  and  high-cuts  for  women  in  patent, 
tan,  gun  metal  and  other  leathers.  They  have  put  in  several 
new  lasts,  all  up-to-date.  A  new  pump  last  with  high  toe,  rather 
narrow  and  square  in  effect,  is  taking  well.  Pumps  on  this  last, 
which  was  specially  designed  by  Mr.  Walker,  are  made  without 
straps,  will  not  come  off.  gap  at  the  sides,  or  slip  on  the  foot. 
A  two-button  low-cut  with  gypsy  seam  and  modified  wing  tip  in 


patent,  tan  and  other  materials,  is  a  pleasing  production,  and 
quite  unique.  Another  offering,  equally  attractive,  is  a  pump  with 
two  leather-covered  flat  buttons  at  the  side,  and  double  row  of 
stitching  on  the  forepart,  to  give  the  impression  of  a  vamp, 
looking  very  much  like  a  two-button  oxford.  A  patent  button 
oxford  with  'black  and  white  cloth  top  is  fascinating,  and  taking 
splendidly  with  the  trade.  Some  low  and  high  cuts  with  a  modi- 
fied French  heel  of  celluloid,  and  wide  tread  top  lift  are  original. 
For  early  spring  the  firm  are  showing  some  high  shoes  in 
patent,  tan  and  gun  metal  with  fourteen  to  sixteen  buttons,  and 
full  double  soles,  which  bid  to  be  popular  for  street  wear.  They 
expect  button  footwear  to  sell  well  during  the  coming  spring.  A 
number  of  their  samples  have  satin  and  fabric  tops  with  patent 
and  dull  vamps.  Glazed  kid,  patent,  gun  metal  and  tans  are  the 
principal  leathers  used  in  all  the  spring  ranges. 

Some  Shapely  Samples. 

The  Minister  Myles  Shoe  Co.,  Toronto,  are  presenting  sev- 
eral natty  pumps,  without  straps,  colonials  and  button  oxfords 
for  women,  in  patent,  tan,  and  gunmetal  leathers.  They  have 
four  new  lasts  for  women,  of  high  toe  and  smart  shape.  A 
pump  in  black  and  white  corded  silk  is  taking  immensely  with 
the  trade.  About  thirty  per  cent,  of  the  spring  ssijaples  in 
women's  footwear  is  in  button.  There  are  a  few  "xtreme  high 
cuts.  Ornaments  on  pumps  and  colonials  consist  chiefly  of 
corded  silk  bows  and  metal  buckles.  Some  nubuk  pumps  are 
such  admired.  Heels  generally  are  slightly  lower  than  last  sea- 
son. In  men's  footwear  there  is  a.  wide  range  of  button  oxfords 
and  high  cuts  in  patent,  dull  calf  and  tan.  Some  pumps  are 
also  shown  and  the  lasts  are  on  attractive  lines.  Four  new  ones 
have  been  added  to  the  men's  department,  and  they  are  modern 
in  every  respect.  The  high  arch,  full  elevated  toe  and  swing 
effect  appeal  to  all  lovers  of  graceful  and  shapely  footwear.  In 
several  instances  soles  are  a  little  heavier  than  a  year  ago.  The 
great  majority  of  the  offerings  are  well  within  the  dictates  of 
average  taste,  and  there  are  no  freaks.  The  company  have  gone 
out  of  McKay  work  entirely  and  their  entire  output  now  consists 
of  welts  and  turns. 

Will  Be  Good  White  Season. 

The  Eagle  Shoe  'Co.,  Montreal,  say  that  in  their  costlier 
lines  they  are  eliminating  the  extreme  toe  as  much  as  possible 
and  fancy  perforations  are  disappearing.  Their  showings  in 
men's  are  built  on  plain,  pointed  lasts.  Gunmetal  and  tan  models 
of  a  conservative  character  are  selling  well.  'Several  samples 
have  blind  eyelets  and  rather  low  heels.  Button  shoes  are  mov- 
ing freely,  but  the  company  report  that  button  oxford  demand 
so  far  is  limited.  Gununetals  and  tans  are  the  leading  leathers 
in  buttons.  A  men's  cushion  sole  is  going  excellently  for  spring 
trade.  All  the  productions  are  welts.  The  Eagle  Shoe  Co.  be- 
lieve that  next  season  will  be  a  strong  one  on  women's  white 
goods.  White  canvas  and  buckskin,  in  both  high  and  low  cuts, 
will  be  presented  in  generous  numbers.  There  is  also  quite  a 
run  on  tans,  and  shoes  with  fourteen  and  fifteen  buttons  are 
winners.  A  button  high  cut  made  on  a  pump  last  with  plain  toe, 
in  both  tan  and  gunmetal,  is  selling.  The  outlook  for  colored 
goods  and  women's  oxfords  is  quiet.  The  spring  samples  of 
the  company  are  decidedly  attractive. 

Special  Feature  of  Boys'  Lines. 

A.  W.  Ault  &  Co.,  Ottawa,  advise  that  they  are  showing  a 
complete  range  for  spring,  tci<T2.  Miner  and  prospector  boots 
are  being  specially  shown  for  Northern  trade.  The  modern 
last  with  the  high  toe  will  doubtless  lie  popular  with  all  classes 
of  trade.  This  concern  is  handling  Palmer's  drawstring  packs 
in  all  sizes  from  the  6  in.  up  to  the  high  cut  Strathcona.  A 
special  feature  this  year  will  he  the  company's  showing  of  boys' 
lines,  which  has  never  been  better.  The  youths'  requirements 
will  also  be  met,  a  full  range  being  shown.  They  further  advise 
that  they  arc  featuring  findings  as  much  as  usual. 


Some  Stray  Shots  from  "Solomon" 


There  are  men  who  are  not  satisfied  with  the  amount  of 
dirt  that  is  lying  about  loose,  but  have  to  go  and  dig  up  more. 

If  people  were  as  anxious  to  find  good  as  they 
DIGGING  are  to  stir  up  evil  this  would  be  ai  grand  world 

IT  UP  to  live  in.    "An  ungodly  man  diggeth  up  evil." 

He  can't  help  it.  Like  turns  to  like.  You 
might  as  well  expect  a  pig  to  thrive  in  a  parlor  or  a  crow  in 
a  berry  patch  as  an  evil-minded  man  to  be  happy  amid  good 
surroundings.  When  you  find  a  man  digging  up  evil  you  are 
justified  in  the  Levite's  plan  of  passing  by  on  the  other  side. 
Give  him  the  width  of  the  street. 

\\  hen  you  find  a  man  making  excuses  for  sin  see  that  your 
ney  is  in  your  other  pocket  and   that  the   pocket   is  well 
buttoned.     The  fellow  who  takes  a  brief  for 
EXCUSING       sin  will  do  what  he  excuses  and  often  a  great 
EVIL  deal  worse.    The  man  with  the  excuse  has  the 

goods  on  him.  There  are  a  lot  of  apologizers 
ai  these  days  and  a  search  warrant  would  reveal  there  are 
more  rogues  at  large  than  are  in  the  prisons.  If  you  want  to 
keep  your  reputation  don't  put  in  pleas  for  crookedness.  "He 
•hat  justifieth  the  wicked  is  an  abomination  to  the  Lord,"  and 
is  also  a  fit  subject  for  suspicion  of  men. 

Some  people  do  their  talking  first  and  their  thinking  after- 
wards. They  have  the  •faculty  of  setting  their  mouths  going  and 
running  off  and  leaving  them.  This  kind  usu- 
\\  AGGIXG  ally  do  more  harm  in  an  hour  than  can  be 
TONGUES  patched  up  in  a  month  by  trouble  doctors.  "Be- 
hold how  great  a  matter  a  little  fire  kindleth." 
What  a  curse  a  tongue  can  be  that  is  not  held  in  -check  by  a 
wise  heart!  The  man  whose  mouth  only  moves  at  the  bidding  of 
a  sound  heart  is  a  wholesome  influence  in  the  community.  "The 
heart  of  the  wise  teacheth  his  mouth."  If  your  mouth  has  not 
been  trained  to  keep  at  the  heels  of  your  heart  you  stand  a  poor 
chance  of  being  known  as  a  wise,  safe  man. 

It'>  good  to  know  that  there  is  a  Sunreme  Intelligence  run- 
ning this  universe,  or  things  would  lool-  pretty  blue  at  times. 

.Men  are  fond  of  counting  God  out  and  there 
NO  arc  pious  people  who  affirm  that  the  Devil  has 

(  H'ANCE  pretty  much  his  own    way    in    this  mundane 

sphere.  If  this  were  true  things  would  have 
been  in  a  horrible  mess  long  ago,  and  the  'Creator  would  have 
had  to  begin  all  over  again.  But  there  is  no  such  thing  as 
chance  dominating,  not  to  speak  of  downright  purposeful  evil. 
The  true  man  says,  "The  lot  is  cast  in*o  the  lap,  but  the  whole 
disposing  thereof  is  of  the  Lord."  That  this  is  true  of  the 
ballot  will  be  comforting  to  many  good  people  who  cast  theirs 
for  the  wrong  party  at  the  recent  election,  as  it  ought  to  be  a 
warning  to  those  who  are  too  apt  to  crow  over  the  success 
of  their  particular  faction.    "The  disposing  is  of  the  Lord." 

The  man  who  wastes  his  labor  is  as  bad  as  the  one  who 
throws  away  his  money.    He  is,  if  anything,  worse,  for  the 

spend  thrift,  as  a  rule,  wastes  his  own  money, 
SLOWNESS  while  the  shuffler  steals  other  people's  money. 
AND  WASTE  There  are  plenty  of  men  who  would  hesitate 

to  thrust  their  hands  into  their  neighbors' 
pockets  who  are  shameless  in  the  matter  of  robbing  their  em- 
ployers or  their  families  in  the  matter  of  loafing.    There  are 


families  in  needy  circumstances  who  might  have  been  comfort- 
ably off  iif  the  head  of  the  house  had  given  more  attention  to 
work  than  to  play;  there  are  men  working  for  their  day's  pay 
who  might  have  been  employers  or  at  least  directors  of  labor 
had  they  given  more  thought  to  doing  a  good  job  than  getting 
their  envelope  at  the  end  of  the  week.  "He  that  is  slothful 
in  his-  work  is  brother  to  him  that  is  a  great  waster."  What 
you  do  with  your  time  will  decide  your  "prospects." 

In  every  meeting  it  is  the  blatherskite  whom  nobody  wants 
to  hear  who  takes  up  time.    In  parliament,    public  meeting, 
church   conference   and   society  conclave  it  is 
SMITING         hard  to  choke  off  the  fellow  who  has  some- 
SILEN'GE  thing  to  say  and  must  say  it.    Nine  times  out 

of  ten  you  have  to  drag  men  to  the  floor  who 
know  'what  they  are  talking  about.  An  election  campaign  is 
a  good  illustration  of  the  preponderating  proportion  of  words 
to  brains.  After  a  recent  meeting  a  gentleman  referring  to  a 
long-winded  speech  said  that  it  only  lacked  one  thing — ideas, 
which  is  true  of  most  of  the  efforts  of  these  "silence  smiters." 
"He  that  hath  knowledge  spareth  his  words,"  but  the  blather- 
skite imagines  vainly  that  he  will  be  "heard  for  his  much  speak- 
ing." Don't  let  your  mouth  or  your  pen  betray  your  head.  If 
you  have  something  to  say,  don't ! 

Blood  is  thicker  than  water,  and  a  brother  will  usually 
stand  with  his  kin  through  thick  and  thin.    But  "  there  is  a 

friend  that  stkketh  closer  than  a  brother," 
FRIENDS  though   such  friends   are  about   as   scarce  as 

THAT  STICK  hens'  teeth.    Most  of  us  have  friends  who,  as 

friends  go,  are  all  that  could  be  desired,  but 
how  many  of  them  would  "stick"  if  trouble  or  disgrace  should 
come?  "A  friend  loveth  at  all  times,"  and  this  kind  of  a  friend 
is  worth  all  the  treasure  of  the  Bank  of  England.  But  to  have 
a  friend  of  that  sort  means  treasure  in  us  to  command  it.  Most 
of  us  lack  such  friendship  because  we  haven't  in  us  that  which 
will  procure  it.  When  you  see  a  Jonathan  and  David  friend- 
ship you  can  put  it  down  that  both  parties  are  in  w?ys  extra- 
ordinary men. 

The  mem  who  is  fond  of  a  fght  has  a  bad  streak  in  him. 
"He  loves  a  fight."  is  not  a  good  recommendation.    Love  of 
fight  has  been  the  curse  of  man  from  the  da}'S 
GOOD  of  savagery  to  this  day  of  grace,   when  the 

FIGHTERS  weapons  of  carnal  warfare  are,  to  an  extent, 
no  longer  powder  and  shell,  but  bank  accounts 
and  "business."  "He  that  hateth  his  brother  is  a  murderer."  and 
he  whose  aim  is  to  "get"  his  competitor  in  business  is  in  the 
same  category.  "He  loveth  transgression  that  loveth  strife." 
The  fighter  loses  sight  of  moral  principles  in  his  lust  of  conquest. 
Everything  is  fair  to  him.  It  is  a  small  step  from  strife  to 
crookedness,  and  men  take  it  when  it  comes  to  a  mrtter  of 
winning  out.  Don't  be  so  fond  of  boasting  of  your  fighting 
qualities.    It  may  mean  weakness  instead  of  strength. 
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How  Several  Retail  Shoemen  Advertise 

Specific  Examples  Reproduced  Herewith— Good  Illustrations  Important— Copy  Should  Bristle  With  Suggestive  Talking 
Points — Slurs  at  Competitors  are  in  Bad  Taste,  and  Act  Like  Boomerangs. 


J"^fei/Ve  Making 

$3-Famous 


this 


Empire 
Shoe 


>9 


This  ad.  of  Agnew's  is  well-displayed,  and  certainly  would 
attract  notice,  no  matter  in  what  position  or  surroundings  it 
might  be  placed.  However,  it  is  not  very  economical  of  space. 
Two  changes  might  be  suggested — either  to  cut  down  the  space 
occupied  by  the  printed  copy  and  to  use  a  fair-sized  line  cut  at 
the  top  of  the  space,  or  to  cut  down  the  depth  about  three  inches, 
and  make  the  display  lines  smaller  all  round.  The  former  would 
probably  be  the  best  method  in  this  instance,  as  space  in  such  a 
paper  as  the  one  in  which  this  ad.  appears  is  not  too  expensive 
to  warrant  its  free  use.  A  good  line  cut  of  the  shoe  in  ques- 
tion is  O'ften  worth  reams  of  copy.  The  heading  is  racy,  and 
leads  to  big  expectations  which  the  copy  hardly  satisfies.  More 

specific  selling  points 
should  be  given.  To  say 
that  any  line  of  shoes  is 
the  best  wearing  line  ever 
sold  in  Canada  at  $3.00, 
is  making  the  statement  a 
trifle  broad.  It  rather 
spoils  an  otherwise  at- 
tractive ad.  The  ar- 
rangement of  the  parallel 
rule  border,  and  the  ar- 
rows in  the  two  corners 
make  a  striking  display. 

Just  to  show  how  at- 
tractive an  ad,  can  be 
made  with  the  co-oper- 
ation of  a  good  artist,  an 
ad.  of  the  Hartt  Boot  & 
Shoe  Co.,  is  reproduced 
■herewith. 

Of  course,  it  should  be 
understood  that  an  ad.  of 
this  style  would  hardly  be 
economical  enough  for  the 
average  shoe  merchant  to 
use.  It  is  what  is  tech- 
nically called  a  "plate." 
The  border  is  engraved, 
and  a  depression  on  the 
face  of  it  is  made,  into 
which  the  type  and  illus- 
tration can  be  fitted ;  or 
perhaps  the  whole  plate  is 
made  together.  Both 
methods  are  used.  It  might  cost  more  than  the  space  in  which 
it  is  used,  but  as  the  ad.  is  reproduced  in  many  papers,  electros 
are  made  from  it  and  distributed  where  necessary,  thus  conserv- 
ing the  idea  of  the  advertiser,  and  not  trusting  its  execution  to 
the  tender  mercies  of  any  unskilled  printer — and  there  are  many 
such  outside  the  cities.  The  ad.,  however,  shows  how  a  striking 
border  can  be  made  to  command  instant  attention,  and  this  prin- 
ciple can  be  used  in  a  less  expensive  way  to  bring  increased  sales 
to  the  advertising  retailer.  Needless  to  say,  however,  the  copy 
must  be  strong  and  pointed. 

The  Roberts  &  Van  Lane  Shoe  Company's  ad.  is  good  in 
some  ways,  and  in  others  it  might  be  criticized.  The  cut  is  an 
excellent  one,  and  shows  many  of  the  finer  points  of  workman- 
ship at  a  glance.  It  also  gives  a  very  accurate  idea  of  the  shape, 
the  leather,  and  the  general  appearance  of  a  representative 
women's  shoe  of  this  make.  For  the  size  of  the  ad.,  the  cut  is 
rather  large,  but  it  is  refreshing  to  see  a  retail  shoeman  err  in 


For  women  Yes.  (V  new  shoe  of 
ours  is  domp  just  wnat  we  expected 
it  would  do — that  is 

First— Making  a  Claim 
on  beauty. 

Second— Making  Three- 
Dollar  Famous. 

and  more — they  are  in  step  with 
FASHION.  Funhermore,  they  are 
by  all  odds  the  BEST  WEARING 
WOMEN'S  SHOES  ever  sold  in 
Canada,  at 

$3.00 

SOLD  ONLY  AT 


Agnew's  Stores 


Three  Stores: 
Brandon/,  Stratford  and  Woodstock 
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A  9-in.  d.c.  Brantford  ad. 
Well  displayed. 


An  agency  ad.  for  general  publicity. 
Shows  value  of  striking 
display. 


this  direction.  Generally  cuts  are  too  small  or  wanting 
altogether 

This  firm  evidently  makes  a  practice  of  placing  the  firm 
name  both  at  the  top  and  bottom  of  all  ads.  In  this  case,  the 
name  of  the  shoe  as  shown,  is  quite  sufficient.  The  copy  be- 
neath the  shoe  looks  detached,  owing  to  the  fact  that  there  is  no 

border,  and  heavy 
type  is  used,  instead 
of  a  type  that  con- 
trasts with  the  dis- 
play lines.  There  is 
no  necessity  for  the 
panel  in  the  centre. 
The  ad.  looks  better 
without  it;  but  the 
sentence  inside  the 
panel  is  a  very  neat 
play  on  words.  That 
"mourning"  rule  at 
top  and  bottom  looks 
out  of  place. 

A.  D.  Ingraham's 
ad.  stands  out  boldly, 
and  could  hardly  be 
missed.  However, 
there  are  a  few  unnecessary  rules  used  in  its  make-up.  There 
is  no  good  purpose  served  in  separating  the  cut  of  the  shoe 
arbitrarily  from  the  copy  itself.  The  critic  hazards  the  opinion 
that  it  would  look  better  in  the  top  corner  of  the  ad.,  and  the 
space  beneath  it  could  be  used  for  more  selling  points — there 
are  a  lot  of  them  in  the  ordinary  wet-weather  boot,  and  the  cut 
is  not  very  expressive.    Of  course,  no  cut  should  be  buried  in 

borders  and  type,  and 

The  Roberts  &  Van-Lane  Shoe  Co-    if  this  change  were 

made,  sufficient  white 
would  be  left  around 
it  to  make  a  decided 
contrast.  A  round- 
cornered  border 
would  look  more  at- 
tractive, and  should 
be  in  every  printing 
office.  There  are  too 
many  square-cornered 
ads.  in  every  paper. 

The  rules  beneath 
the  heading  should  be 
cut  out,  and,  as  said 
before,  a  better  elec- 
tro could  be  used 
with  profit,  together 
with  more  strong 
copy. 

Rubber  season  will 
soon  be  here,  and 
therefore  the  Greer  & 
Willis  ads.  are  of 
interest  at  this  junc- 
ture. The  illustra- 
tion used  in  the  form- 
er is  a  cheap  stock 
cut,  and  is  not  in  the 
least  pertinent  to  the 


THE 


Made  in  Boston  by  the  largest  manufacturers 
of  Shoes  In  the  world- 


It  would  hardly  be  right  to'say  the  Shoe  Is  in  the  style 
—RATHER  IT  IS  THE  STYLE 


Pumps,  Ties,  Oxfords,  High  Shoes 

$3.50,  $4  and  $5 

Will  the  lad ic*  M«W  call  add  look-No  obligation  to  buy 

Roberts  &  Van-Lane  Shoe  Co. 


Brantford,  Pbon«  1 188 


Pari*,  Phone  260 


An  8-in.  d.c.  Brantford  ad.      Too  dis- 
connected for  good  display. 
Fine  cut  used. 
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THE  SHOE  AND  LEATHER  JOURNAL 


subject.  The  object  the  girl  holds  in  her  hand  is  an  oxford 
shoe,  not  :i  rubber,  so  wherein  lies  the  motive  for  the  cut?  A 


Wet  Weather 

Boots  for  Men 

BO  D. 

r  or  a  ii  lenu  tnat  Will 
stand  by  you  during  wet 
stormy  weather,  preval- 
ent at  this  season,  get  a 
pair  of  these: 

Gold  Bond,  high 
cut,  absolutely 
water-  Cft 
proof  «PO.OU 

-Wear  Ihem  In  Iheweland  slfllbedry" 

A.  D.  INGRAHAM 

-Vgenl  lor  Uie  Slater  Sfioe  lor  Men  &  Women 

An  8-in.  3-col.  Sydney,  C.B.  ad.     Good  display,  but 
not  enough  specific  selling-points  in  copy. 

good  rubber  cut — these  are  easily  procured— would  be  infinitely 
better,  and  would  take  no  more  space. 


More  Rubber  Talk 


Rubbers 
Of 
All 
Kinds 


Last  week  we  menli.ir.ed  in  ihis  paper  tlie  facl  thai 
although  Rubbers  had  advanced  considerably  in  price 
that  we  we  are  actually  selling  th'.-m  at  prices  fully  as  low 
and  in  some  cases  lower  than  last  year 

We  wish  to  emphasise  that  we  are  not  quoting 
prices  or  referring  to  old  or  ji  b  rubbers  but  brand  new 
goods  direct  from  the  feeler)  uilhih  the  last  few  weeks 

FOR  INSTANCE 

Women  s  Plain  Rubbi  i-a  el  gooi  quality  in  three 
different  shapes— wiih  mtdium  low  heel— mtdium  high 
heel  and  high  hetl 

For    50c    Per  Pair. 


Pa 


Men's  Plain  Rubb.-is,  good  qualit)       For  75c 


WILLIS   &  CO. 


THE   SHOE  STORE 


A  10-in.  d.c.  ad.,  showing  good  copy  but  a 
poor  illustration. 

Grcer'l  heading  is  definite  and  brief.  The  copy  is  chatty, 
but  the  second  paragraph  might  better  be  omitted.  Casting  slurs 


Rubb 


ers 


on  others  in  the  same  trade  is  "bad  business,"  and  should  never 
be  indulged  in.  It  reacts,  boomerang-like,  on  the  user.  The  last 
paragraph  is  excellent,  and  gives  a  fine  reason  for  purchasing 
rubber  at  Greer's,  viz:  service.  It  is  very  important.  This  ad. 
specializes  on  rubbers — an  excellent  point. 

Willis  &  Co.'s  ad.  occupies  large 
space,  and  some  of  it  is  not  used  to  the 
best  advantage.  That  out  is  rather  fan- 
tastic, and  would  not  help  to  sell  a  rub- 
ber. It  is  an  eye-catcher  only.  Surely 
some  better  illustration  could  be  found. 
A  good  line  cut  of  a  rubber  would  be 
infinitely  better— and  would  sell  rubbers, 
too.  The  copy  is  very  good,  and  hits 
the  nail  on  the  head  with  specific  facts. 
It  also  gives  prices— a  very  necessary 
point  in  selling  most  retail  lines.  This 
ad.  emphasizes  quality  as  well— also  im- 
portant The  rules  across  the  ad.  should 
be  eliminated.  If  the  border  were  slight- 
ly heavier  and  the  copy  set  in  narrower 
measure  the  display  would  be  more 
striking. 

Probaibly  the  best  definition  that  has 
ever  been  given  of  retail  advertising- 
is  that  it  is  salesmanship  in  print.  The 
average  shoe  man  in  his  business  an- 
nouncements in  the  daily  or  weekly 
press  should  not  seek  to  say  too  much. 
He  should  be  definite,  clear  and  courte- 
ous in  his  statements.  Startling  phrases, 
bombastic  expressions,  and  literary  cli- 
maxes never  win  or  convince  customers. 

They  do  not  attract  patronage  or  direct  A  Q_in.  s.c.  ad.  that 
the  desired  attention  to  the  goods  border  would  im- 
which  the  retailer  has  to  offer.    Word  prove.  Cut 

your  advertisement  much  as  you  would  irrevelant. 
talk  to  persons  whose  custom  you  wish  to  secure.  There  is 
nothing  mysterious  or  weird  about  advertising.  It  is  plain, 
direct  common  sense,  thoughtful  endeavor,  timely  suggestion  and 
business  insight— the  same  as  the  progressive  merchant  displays 
in  his  selling  and  buying  methods  every  day  of  his  life. 


ALL  our  Rubbers  are  new, 
fre»h  and  perfect  They 
rame  10  us  direct  from  the 
Factory 

We  never  offer  our  trade 
i  he  cheap,  inferior  sort  of 
Rubbers,  advertised  as  "bar 
'gains,"  by  so  many  stores. 

Our  Rubbers  give  lasting 
and  satisfactory  service. 
We've  Rubbers  for  Men, 
Women  and  Children 

Everybody's  Rubbers. 

Storm  Robbers,  Toe  Robbers, 
Sanrlala,  K.'otbold*.  -School  Hub 
bers,  etc.,  etc.  Uiw  o.-  Cuboc 
Heel3  Every  shape  of  Rabbsr 
ti<  fit  every  3tyle  of  Shoe 

50c,  75c  to  $1.00 

To  insure  goo  i  Rubber 
Service,  every  pair  of  Rub- 
bers should  be  fined  tp  .the 
Shoe — fittedi  as  we  know  how 
to  fit  them ! 

W.  J.  GREER 

THE  BHOEIt 


HAS  GET  UP  AND  PUSH. 

"I  may  say  that  I  am  more  than  pleased  with  the 
get-up  and  push  of  the  SHOE  AND  LEATHER  JOUR- 
NAL—so  much  so  that  it  would  be  difficult  for  me  to  get 
along  without  it.  It  certainly  is  a  great  help  to  the  re- 
tailer and  his  staff." 

F.  C.  SHEPPARD. 
Smith's  Falls,  Ont,  Sept.  14th,  1011. 


THE  JOURNAL  FILLS  THE  BILL. 

After  reading  through  the  current  number  of  the 
Journal  (for  I  find  it  profitable  to  read  practically  all  of  it) 
I  feel  that  I  must  congratulate  you  on  what  you  have 
attained  in  issuing  a  magazine  of  such  a  class  twice  a 
month.  I  hope  you  will  keep  at  it  on  the  same  lines, 
"Stray  Shots",  Selling  and  Advertising  Hints,  and  all  the 
rest.  Your  article  on  "buying"  in  your  last  was  especially 
good. 

Yours  very  truly, 

ROWLAND  HILL. 

London,  Ont.,  Sept.  nth  191 1. 


be  borne  in  mind  when  placing  orders  for 
next  season. 
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The  Retailer,  the  Tanner  and  the  Manufacturer 

They  Will  All  Find  These  Pages  of  News  Jottings  Interesting  and  Instructive— What  is  Transpiring  Behind  the 
Counter,  in  the  Factory,  and  Amid  the  Warehouses — Personal  News  and  Views. 

iA.  Linton,  of  Jas.  Linton  &  Co.,  Mont-      The  Regina  Shoe  Company,    Montreal,  stock  of  the  Canadian  Consolidated  Felt 

real,  is  in  Winnipeg  on  a  business  trip.      have  added  to  their  plant,  and  are  now  Co.,  Limited,  has  been  declared  for  the  past 

^  „  „  .,        r  „,      ,      manufacturing  women's  Goodyear  welts.  quarter. 

Downey  &  Co.,  shoe  retailers  of  Okotoks, 

Alberta,  have  sold  out.  Henry   Blair,   merchant,   of    St.   John's,      Mr.    LeSueur,  of  the    firm    of  Callum 

„,.„',       ,         ,  -n,  Nfld.,  is  adding  a  line  of  boots  and  shoes  &  LeSueur,  shoe  merchants,  Sarnia,  who 

Martm   Sanr,   shoemaker,     of     Plumas,  ,  „    ^    „    ,      .     ...       T  , 

'  to  his  stock.  opposed  b.  b.  bardee  m   West  Lambton, 

an.,    le    r    e    y.  ,    was  not  successful  in  the  recent  election. 

r  t       i  Tvr             111  Buckler  &  Locke,  shoe  retailers,  VVinm-  TT  _  .  . 

The  assets  of  Joseph  Morency,  shoe  deal-  ,  ,  ,  ,  ,     ^    .  ,  He  ran  m  the  Conservative  interest. 

O    1   c  have  be"n  sold  *>e**'  been  succeeded  by  Buckler  & 

e  '  «        '             *"          '  g,on_  It  is  interesting  for  many  travelers  and 

A.  C.  Todd,  tanner,  of  Meaford,  Ont,  is      „  ....              ,  retailers  to  remember  that  Easter  Sunday 

f             r    i            Ihe  boot  and  shoe  business  conducted  .  r  ,,         .     ..  „.  .    .  , 

embarking  into  the  manufacture  ot  shoes.  ,  m  1912  falls  on  April  7th.    This  fact  should 

by  the  estate  ot  Robert  Willis,  Seaforth 

Kalie  Bros,  are  new  shoe    retailers   in  Ont.,  has  been  sold. 

Blairmore,  Alta.  Ralph  Locke!  of     Dufresne     &  Locke 

,  ,  ,,  .  „    ,  ...       Zmk  Bros.,  who  have  been  m  the  retail 

Kefoury  Bros,  have  started  business    as  Maisonneuve,  Quebec,  spent  a  few  davs  in    .      ,     .         .  ...    ,  ,  ... 

..  „  „  „  „  .         .  ,     ,  shoe  business  m  the  West  for  thirtv  vears 

shoe  retailers  at  Baynes  Lake,  B.C.  loronto  recently,  and  reports  the  business  ,  .  ,  .    ...    .  . 

outlook  a    v       .  r     j  [ncr  or  more'  have  sold  out  their  'big  business 

W.  F.  Martin,  of  Kingsbury  Footwear  °U  00    aS  Very  Pr0rrnslno-  jn  Brandon,  Man.,  to  Knowlton,  Downing 

Co.,  Montreal,  was  on  a  business  trip  to      N.  Macfarlane,  of  the  Macfarlane  Shoe  &  McKinnon. 

the  Maritime  Provinces.  Company,  Montreal,  was  among  the  large      A    R   Kaufman,  manager  of  the  Kauf- 

Mr.   Perkins,  of  Duchaine     &  Perkins,  number  of  shoe  manufacturers  in  Toronto  rnan  Ruhber  C0;j  Berlin,  and  bride,  who 

Quebec,  spent  some  time  recently  in  Win-  ^or  a  ^ew  days  recently,  have  been  spending  six  weeks  in  the  Mari- 

nipeg  on  business.  Samuel  Cleland,  who  conducted  two  shoe  time  provinces  and  New  York  City,  have 

A.  E.  Saucier  Shoe  Co.,  have  started  a  stores  011  Yonge  Street,  Toronto,  has  moved  returned  home, 

retail  shoe  business  at  36  St.  Vincent  St..  his  s'tock  from  the  lower  store>  816  Yon«e      John  Bauslaugh,  of  Woodstock,  vice-pre- 

Montreal.  t0  Il62>  havmg  combmed  the  stocks-  sident,  and  Frank  Bauslaugh,  of  Brantford, 

E.  J.  Ranton  has  begun  business    as    a      Donald  Fisher'  of  the  Canadian    Co»"  M*ry  °f  Joh"  AgnfW'  limited,    have  ' 

shoe   retailer   m   the   Norwood     building,  solidated  Rubber  Company,  Montreal,  has  been  spending  a  few  days  m  New  York, 

Edmonton  ^een  sPend'ng  a  lew  days  m  Berlin    and  Boston  and  other  eastern  cities. 

_   _                         ,               t  _    .       Port  Dalhousie  on  business.  q  j    g,ettle  of  Westmount,  Quebec,  re- 

O.  Goulet,  shoe  manufacturer  of  Quebec,            „  .       .     TT        _           ,           '  , 

has  returned  from  a  business  trip  to  Chi-      W"  S"  L™'  the  newly-appointed  sales  presenting-  the  Hartt  Boot  and  Shoe  Co., 

manager  of  Ames,     Holden,     McCready,  of  Fredericton,  N.B.,  was  in  Toronto  last 

CcLfifO 

Limited,  Montreal,  was  a  visitor  to  Toronto  week  wlth  spring  and  summer  samples. 

George  E.  Boulter,  Toronto,  has  return-  during  the  past  few  days.  He  reports  some  large  bookings, 
ed  from  a  business  trip  to  Montreal  and 

other  points  east.                                                      Wing,  of  the  Kaufman  Rubber  H.  W.  Gibberd,  representing  the  Pingree 

Co.,  Berlin,  Ont.,  spent  a  few  days  in  town  Company,  shoe  manufacturers,  of  Detroit, 

R.  C.  Brumpton,  of  Nanaimo,  B.C.,  was  ]ast  week  with  L.  B.  Hutchison,  manager  who  covers  all  the  large  cities  in  Canada 

in  Toronto  last  week  calling  upon     the  0f  the  Toronto  branch.  in  the  interest  of  his  firm,  was  in  Toronto 

trade'    .  .  The  Hurlbut  Co.,  of  Preston,  Ont.,  have  last  week  011  business- 

J.  Reid,  of  Reid  Bros.,  Red  Deer,  Alta.,  recently  put  in  several  Goodyear  machines,  The  St.  Leger  Shoe  Co.,  who  run  several 
was  in  Toronto  for  a  few  days  recently  on  including  a  stitcher  for  work  on  children's  retail  stores  in  Toronto,  have  opened  up 
a  buying  trip.  goods.  a   new   footwear     establishment     at  542 

W.   O.   Davis,  traveler  for  Garside     &      g.  H.  Parker,  of  the  W.  A.  Marsh  Co    Queen   Street   West.     The   company  also 
White,  Toronto,  who  has  been  ill  for  a  few  Quebec,  spent  a  few  days  in  Toronto  last  °'Per:aite  a  nne  store  at  370  Yonge  Street, 
days,  is  able  to  be  around  again.  week  on  business,  and  called  upon    many      Frank  P.  Slater,  of  the  Eagle  Shoe  Co., 

Brown,  Rochette,  Limited,    jobbers    in  members  of  the  trade.  Montreal,  was  in  Toronto  last  week  with 

shoes  and  rubbers,  Quebec,  have  been  in-  S.  E.  K.  Walker,  who  has  taken  over  the  a  ful1  li,le  of  tlle  sPrin!§  and  summer 
corporated.  business  of  Walker  Bros.,  in  Port  Hope   styles  of  the  comPany,  which  are  right  up- 

The  assets  of  J.  A.  Gauthier,  dealer  in  Ont.,  has  made  a  number  of  improvements  t0"date  in  appearance  and    build.  He 

shoes,  Shawinigan  Falls,  Quebec,  were  sold  to  this  progressive  shoe  store.  rePorts  dolnS  a  ^od  business, 

this  week.  Campbell  &  Miller,  dealers  in  shoes  and      "What   do   you  think     of  reciprocity?" 

Mrs.  Maggie  Butterworth,  proprietress  men's  furnishings,  Winnipeg,  have  disposed  asked  a  tra,el'f  of  a  certai.i  Western  On- 
of  the  Regal  Glove  and  Mitt  Works,  Lon-  of  their  business  to  McNeal,  McLean  &  f«10  s'boc  dealer'  No  f°°d>  hf  rc»,,ed: 
don,  Ontario,  died  last  week.  Garland.  they  have  U  °™  »»  Gait,  and  it  don  t 

amount  to  much.      I  lie  retailer  was  evi- 

H.  V.  Gale,  of  Gale  Bros.,  shoe  manufac-      A-  McKillop,  Calgary, _  Alberta,  was  in  dently  thinkjns  0f  local  option,  and  got 
turers,  Quebec,  was  in  Toronto  last  week    Toronto  last  week  on  business.    He  reports  slightly  muddled.- 
on  business  prospects  in  the  shoe  line  throughout  the 

"  .    ^  West  as  being  exceptionally  bright.  J.  D.  Palmer,  president  of  the  Hart;  Boot 

Mr.  Wilson,  of  the  Louis  Gauthier  Co..  and  Shoe  Company,  Fredericton,  Nr.B.,  was 

Quebec,  was  in  Toronto,  calling  upon  the  A  dividend  of  one  and  three-quarters  per  in  Toronto  last  week  on  his  way  home 
wbola^lers  last  week.  cent,  on  the  preferred  shares  of  the  capital  from  a  successful  business  trip  to  British 
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Columbia.  He  called  on  a  large  number  of 
the  firm's  customers,  and  was  much  pleased 
with  the  result  of  his  tour. 

A  Canadian  firm  make  enquiry  at  the 
office  of  the  High  Commissioner  in  Lon- 
don for  the  names  of  English  manufactur- 
ers of  Xo.  i  Spanish  leather  made  from 
horse  hide,  and  for  use  on  upholstered 
work. 

The  McCall  Shoe  Co.,  Toronto,  who 
conduct  two  retail  stores  on  Queen  Street 
\\  est.  are  having  the  one  located  at  No. 
100  doubled  in  size.  An  addition  is  being 
erected  at  the  rear,  new  shelving  will  be 
installed,  and  other  improvements  carried 
out. 

Thomas  Powell,  father  of  W.  Powell, 
shoeman,  1682  Dundas  Street,  Toronto, 
passed  away  this  week.  Air.  Powell  was 
formerly  in  the  retail  shoe  business  in 
West  Toronto,  but  retired.  He  was  a  man 
who  was  highly  respected,  and  many  friends 
in  the  trade  will  regret  to  learn  of  Tiis 
death. 

I.  A.  Adams,  managing  director  of  the 
Rideau  Shoe  Company,  Montreal,  was  in 
Toronto  for  several  days  last  week. 
Frank  Powers,  of  the  traveling  staff  of 
the  company,  was  also  at  the  King  Ed- 
ward Hotel,  with  a  fine  range  of  spring 
and  summer  samples,  which  were  much 
admired.    He  reports  a  good  business. 

Joseph  Broadbent,  who  some  time  ago 
bought  the  men's  furnishing  and  shoe  busi- 
ness of  Caldbeck  &  Barber,  Brantford, 
Out.,  is  doing  a  fine  trade,  and  reports  that 
fall  prospects  are  looming  up  exceptionally 
well.  E.  Slattery,  who  was  for  ten  years 
with  the  old  firm,  continues  with  the  new 
proprietor  as  head  of  the  shoe  department. 

"Bert"  Geene,  who  has  been  seriously 
ill  for  some  months,  is  now  able  to  be 
around  again,  and  to  meet  Tiis  many  old 
friends  in  the  retail  trade.  Mr.  Geene, 
who  -has  been  with  Garside  &  White,  To- 
ronto, for  fifteen  years,  covers  Eastern 
Ontario,  and  is  one  of  the  most  popular 
and  widely  known  travelers  on  the  road. 

II.  B.  Ames,  who  was  the  Conservative 
candidate  in  the  St,  Antoine  division, 
Montreal,  in  the  Dominion  elections,  was 
re-elected  by  a  very  large  majority.  Mr. 
Ames  is  a  director  of  Ames-Holden-Mc- 
Cready,  and  is  freely  spoken  of  as  a  likely 
member  of  the  new  Cabinet  of  Premier 
Borden. 

The  annual  convention  of  the  Canadian 
Manufacturers'  Association  will  be  held  at 
the  King  Edward  Hotel,  Toronto,  on  Tues- 
day, Wednesday  and  Thursday,  October 
10th,  nth  and  12th.  The  railways  have 
granted  single  first-class  rates  for  the 
round  trip,  and  it  is  expected  that  a  large 
number  of  manufacturers  from  all  parts 
of  the  Dominion  will  be  in  attendance.  It 
is  the  intention  of  many  tanners  and  shoe 


manufacturers  from  outside  points  to  visit 
Toronto  and  attend  the  gathering. 

L.  O.  Turgeon,  of  the  firm  of  Elie  Tur- 
geon,  tanners,  who  lived  in  St.  Rooh's,  died 
last  week  at  his  country  residence,  L'Ange 
Gardien,  Quebec.  He  had  been  ailing  for 
about  two  years.  He  was  a  son  of  the  late 
Elie  Turgeon,  proprietor  of  the  leather  in- 
dustry at  St.  Roch's,  and  after  the  death 
of  his  father,  continued  the  business,  in 
partnership  with  his  eldest  brother,  Zotique. 
He  leaves  a  wife,  a  son,  and  three  daugh- 
ters. Mr.  Turgeon  was  highly  respected, 
and  his  demise  will  be  learned  with  regret 
by  many  members  of  the  tanning  trade. 


Noted  Shoemaking  Family. 

E.  E.  Donovan,  manager  of  the  Cook- 
Fitzgerald  Co.,  London,  is  on  his  semi-an- 
nual scouting  expedition  to  the  big  shoe 
factories  of  Brockton,  Rockland,  Boston 
and  other  leading  centres.    He  is  on  the 


E.  E.  Donovan,  London,  Ont. 


lookout  for  new  lasts  and  patterns  for 
next  season,  and  will  pick  up  any  of  the 
latest  features  in  men's  fine  footwear.  Mr. 
Donovan  comes  of  a  widely  known  family 
in  the  manufacture  of  shoes.  He  is  a  bro- 
ther of  A.  W.  Donovan,  president  of  E.  T. 
Wright  &  Co.,  Rockland,  Mass.,  and  also 
president  of  the  Boston  Boot  &  Shoe  Club, 
which  will  hold  a  meeting  in  that  city  on 
October  j8th,  to  discuss  the  proposal  to 
place  shoes  and  leather  on  the  free  list. 
The  Brockton  Daily  Enterprise  says:  "It 
is  proposed  to  strike  the  keynote  of  the 
campaign  in  opposition  to  this  threatened 
blow  to  the  shoe  industry  in  the  United 
States." 


A  Vancouver  despatch  says:  An  inter- 
ested visitor  to  Vancouver  is  Mr.  J.  D. 
Palmer,  of  the  Hartt  Boot  &  Shoe  Co., 
of  Fredericton,  N.B.,  who  is  on  a  trip 
through  the  North- West  and  British  Co- 
lumbia, in  company  with   Mr.   George  'II. 


Ferguson,  the  company's  B.C.  representa- 
tive. Mr.  Palmer's  last  visit  here  was  in 
1898,  and  the  change  that  has  come  over 
the  appearance  of  things  in  Vancouver 
strikes  him  with  all  the  force  of  a  ro- 
mance. Speaking  of  affairs  in  the  East, 
Mr.  Palmer  expressed  himself  as  well  sat- 
isfied with  business  conditions  there,  and 
his  own  company's  in  particular.  This  has 
been  a  banner  year  for  the  Hartt  Boot  & 
Shoe  Company,  their  business  showing  a 
very  large  increase  all  over  Canada. 

Quarterly  Dividend  Declared. 

A  quarterly  dividend  of  one  and  three- 
quarter  per  cent,  on  the  preferred  shares  of 
the  capital  stock  of  the  Canadian  Consolid- 
ated Rubber  Co.,  Limited,  has  been  de- 
clared. Quarterly  dividend  of  one  per  cent, 
on  the  common  shares  of  the  capital  stock 
of  the  same  company  has  also  been  de- 
clared. 

Holding  a  Big  Sale. 

The  Brandon  Times  says:  The  important 
business  change  announced  some  days  ago, 
affecting  the  Zink  shoe  business,  has  been 
■concluded,  and  on  Thursday  and  Friday 
the  store  was  closed  for  an  extensive 
change  of  ownership  sale  which  began  on 
Saturday.  The  new  proprietors,  Messrs. 
Knowlton,  Downing  &  McKinnon,  aspire 
to  be  known  as  enterprising  and  energetic 
business  men,  and  they  will  undoubtedly 
make  the  Zink  shoe  store  more  popular 
than  ever. 

Still  Another  Leather. 

A  new  leather  has  appeared  in  Montreal 
this  year— the  product  of  the  A.  C.  Law- 
rence Leather  Co.,  Boston,  Mass.  It  is 
called  Imperial  Nubuck,  and  in  color  is 
between  a  coffee  brown  and  a  champagne 
shade.  It  is  claimed  to  have  all  the  good 
qualities  of  calfskin  and  buckskin  com- 
bined. It  it  tanned  by  the  chrome  process, 
and  it  is  asserted  that  it  is  easily  kept  in 
good  condition,  and  is  a  good  wearer.  The 
Smardon  Shoe  Co.  and  the  McDermott 
Shoe  Co.  have  made  several  styles  of  wo- 
men's shoes  from  this  leather,  and  a  good 
sale  is  confidently  expected. 

Life  Spent  in  Leather  Trade. 

Will  iam  Peters,  of  St.  John,  N.B.,  passed 
away  recently  in  that  city  at  the  advanced 
age  of  90  years,  after  an  illness  lasting 
since  July  1st.  On  May  27th  he  cele- 
brated the  64th  anniversary  of  his  wed- 
ding. He  leaves  a  wife,  who  at  present  is 
in  a  rather  precarious  state  of  health,  four 
daughters  and  two  sons.  The  late  Mr. 
Peters  was  an  alderman  for  seven  years 
in  St.  John,  and  was  a  highly  respected 
citizen.  During  his  long  career  he  was 
always  connected  with  the  leather  business. 
Many  years  ago  he  operated  a  tannery  in 
St.  John.  Later  he  erected  the  large  brick 
building  in  St.  John,  now  occupied  by 
Ganong  candy  factory,  and  carried  on  a 
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commission  business  there.  Of  late  years 
he  occupied  an  office  on  Union  Street,  St. 
John,  and  up  to  within  a  short  time  of  his 
death  attended  to  his  business  there. 

Canadian  Shoes  in  U.S. 

An  interesting  instance  showing  the 
growing  popularity  of  Canadian  footwear 
is  furnished  by  an  American  retailer,  who 
this  summer  bought  a  pair  of  tan  calf 
shoes  from  a  retailer  in  Quebec,  while 
there  on  pleasure  bent. 

He  later  wrote  the  manufacturer — a 
Montreal  firm — complimenting  him  on  his 
product,  and  stating  that  if  duty  were 
favorable,  he  would  buy  from  him,  as 
nowhere  in  the  States  could  he  obtain  shoes 
so  satisfactory  in  every  way.  The  sizes, 
he  said,  were  larger,  but  the  shoes  looked 
neater  and  more  compact. 

The  Campbell  Stock  Sold. 

The  sale  of  the  stock  and  fixtures  of  the 
liquidated  firm  of  the  Campbell  Shoe  Co., 
took  place  recently  in  Quebec,  and  on  the 


whole,  prices  realized  were  fair.  The 
stock  consisted  of  boots  and  shoes,  and 
was  valued  at  $42,356.43,  and  was  purchased 
by  Brown,  Rochette,  Limited,  Quebec,  at 
6sJ^  cents  on  the  dollar.  The  furniture 
and  fixtures,  valued  at  $319.75,  were  sold 
to  I,.  H.  Higgins,  of  Moncton,  N.B.,  at 
52  cents  on  the  dollar,  and  the  safe,  valued 
at  $400,  was  sold  to  James  Muir,  of  Que- 
bec, for  $180.  There  was  a  large  attend- 
ance at  the  sale,  which  was  conducted  by 
G.  R.  Grenier  &  Co.,  and  bidding  was  spir- 
ited. 

The  Gideons  in  Winnipeg. 

Camp  No.  3  of  the  "Gideons,"  the  Chris- 
tian Commercial  Travelers'  Association,  has 
been  organized  at  Winnipeg,  with  a  mem- 
bership to  start  of  forty  men.  General 
Secretary  Frank  A.  Douglas,  who  has  just 
returned  from  that  city  to  the  head  office 
in  Toronto,  says  that  the  outlook  for  the 
new  camp  is  good.  The  Bible  distribution 
in  hotels  has  been  started,  and  will  be 
completed  by  the  Winnipeg  men.  Among 


Lace  that  Sells  for  One  Dollar  the  Pair. 


The  latest  novelty  in  the  way  of  men's 
shoe  tie  laces  has  arrived  in  Toronto  from 
Paris.  They  are  over  three  inches  in  width, 
and  come  in  corded  silk,  black  and  tan.  P 
Jacobi,  5  Wellington  Street  West,  Toronto, 
is  showing  them  to  the  trade,  having  or- 
dered several  gross.  The  accompanying  cut 
affords  but  little  idea  of  the  expansive  ap- 
pearance of  the  lace  when  tied.    The  effect 


is  surely  startling  enough  to  satisfy  the 
whim  oif  any  man,  young  or  old,  who  de- 
sires something  either  distinctive  or  freak- 
ish. The  laces,  which  retail  at  a  dollar  a 
pair,  are  worn  by  some  of  the  smart  Paris- 
ian dressers.  Several  large  stores  in  Can- 
ada are  now  showing  one  and  two-hole 
ties  and  oxfords  with  these  laces,  which, 
needless  to  say,  are  attracting  attention. 


those  who  were  present  at  the  initiation  of 
the  new  camp  was  the  founder  of  the 
Gideons,  Mr.  John  H.  Nicholson,  of  Beloit, 
Wisconsin.  Mr.  M.  M.  Sanderson,  of  Buf- 
falo, was  also  one  of  those  who  helped 
in  the  formation  of  the  Winnipeg  organiz- 
ation. 

Montreal  Shoe  Section  of  C.M.A. 

A  meeting  of  Montreal  shoe  manufac- 
turers was  held  for  organization  in  the  sec- 
retary's office,  Board  of  Trade  Building, 
Montreal,  on  Sept.  28th.  As  the  notice  of 
meeting  was  given  to  the  manufacturers 
rather  late  in  the  day,  only  some  ten  or 
twelve  were  present.  An  informal  discus- 
sion took  place,  and  it  was  unanimously 
decided  to  take  immediate  steps  to  form  a 
Montreal  shoe  section  of  the  Canadian 
Manufacturers'  Association.  The  following 
were  appointed  as  a  committee  to  draft 
by-laws,  and  to  reduce  the  feeling  of  the 
meeting  to  more  concrete  form:  Walter 
Swardon,  C.  F.  Smith,  J.  I.  Chouinard, 
George  A.  Slater,  Nap.  Tetrault,  and  Jos. 
Daoust.  It  was  decided  that  this  com- 
mittee report  the  result  of  their  deliber- 
ations to  a  general  meeting  to  be  called 
about  a  fortnight  hence,  the  definite  date 
at  present  being  undecided.  All  the  shoe 
manufacturers  spoken  to  seem  heartily  in 
favor  of  the  idea,  and  it  is  confidently  ex- 
pected that  the  next  meeting  will  be  a  very 
representative  one. 

New  Factory  for  Milton. 

The  by-law  to  grant  a  loan  of  $12,000  to 
J.  W.  Williams,  shoe  manufacturer,  of 
Brampton,  Ont,  was  voted  upon  by  the 
ratepayers  of  that  town  on  Sept.  25th. 
Owing  to  the  voting  following  so  closely 
after  the  political  contest,  there  was  not 
a  sufficient  number  of  ballots  cast  to  pass 
the  measure,  although  practically  all  the 
votes  polled  were  in  favor  of  the  by-law. 
As  it  is,  Mr.  Williams  will  remove  his 
plant  to  Milton  during  the  next  few  weeks 
where  a  by-law  granting  the  industry  a 
loan  of  $12,000,  payable  in  twenty  annual 
instalments,  with  interest  at  five  per  cent., 
and  also  extending  free  water  and  ex- 
emption from  taxes  was  passed  last  April, 
but  has  been  lying  in  abeyance.  This  pro- 
position still  holds  good,  and  in  a  few 
weeks  Mr.  Williams  (formerly  the  Durgin- 
Williams  Co.),  expects  to  be  running  in 
a  full  blast  in  Milton. 

What  is  Selling  Readily. 

Retail  shoe  trade  is  reported  steady 
throughout  the  country,  and  paper  is  be- 
ing met  very  satisfactorily  in  business 
circles.  Toronto  stores  report  the  sale  of 
a  large  number  of  slip  sole  shoes,  blucher 
and  button  for  men,  principally  in  tan  calf 
and  gun  metal.  The  women  are  buying 
tans  freely,  those  with  fifteen  and  sixteen 
buttons,  but  not  of  extreme  height,  being 
worn  by  the  best  dressers.  There  have 
been  numerous  enquiries  for  white  buck 
button,  but  the  supply  is  limited,  and  many 
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demands  have  had  to  go  unsatisfied.  Gun 
metal  shoes  are  having  a  ready  sale,  but 
the  requisitions  for  patent  leather,  while 
normal,  are  not  as  general  as  in  some  pre- 
vious seasons.  Footwear  with  slightly  wid- 
er toes  is  in  good  demand  among  women. 

Wooden  Shoes  Bar  Hookworms. 

According  to  W.  P.  Arnold,  M.D.,  late 
surgeon  in  t'.ie  United  States  navy,  writing 
in  the  Medical  Record,  the  hookworm  lar 
vae.  because  of  the  activity  of  their  move- 
ment:", can  penetrate  into  any  crevice  of  a 
shoe  that  will  admit  water,  and  he  believes 
it  is  probable  that  the  larvae  may  be  able 
to  penetrate  crevices  between  sole  and 
upper  which  will  not  admit  water.  Ordin- 
ary shoes  with  machine  sewed  welts  will  not 
keep  one  immune  from  the  hookworm. 
The  wooden  sole  is  necessary,  he  says. 

He  First  Introduced  Lady  Clerks. 

Benjamin  Franklin  Hamilton,  the  first 
merchant  in  North  America  to  employ  girls 
as  saleswomen  in  a  store,  died  recently  at 
Saco,  Maine,  at  the  age  of  92.  Hamilton's 
store  in  1855  was  one  of  the  largest  dry 
goods  houses  in  the  east.  He  created  a 
tremendous  sensation  in  that  year  by  em- 
ploying comely  young  women  as  clerks, 
and  the  women  of  Saco  showed  their  dis- 
approval by  boycotting  the  store. 

The  idea  eventually  "took,"  however,  and 
Hamilton  opened  similar  stores  in  Biclde- 
ford  and  Portland,  where  the  novelty  of 
women  clerks  made  both  enterprises  tre- 
mendous successes. 

Canadian  Shoes  in  South  Africa. 

A  recent  issue  of  the  Weekly  Report  of 
the.  Trade  and  Commerce  Department  at 
Ottawa  says:  Eminently  satisfactory  results 
have  followed  the  offer  of  Messrs.  Elder, 
Dempster  &  Co..  to  grant  free  transporta- 
tion to  commercial  travelers  representing 
Canadian  houses  who  desire  to  open  busi- 
ness in  South  Africa.  Last  year  a  gen- 
tleman visited  that  colony  in  the  interests 
of  one  or  two  of  the  largest  manufacturers 
in  Canada.  After  he  had  been  there  a 
short  time  a  few  small  shipments  resulted, 
but  on  the  last  sailing  from  Canada  no  less 
than  i2]/t  carloads  of  goods  were  shipped 
from  two  Canadian  houses  alone.  This  is 
a  direct  result  of  the  enterprise  shown,  not 
only  by  the  steamship  company  referred  to, 
but  by  the  two  Canadian  firms  which  saw 
fit  to  avail  themselves  of  the  offer  of  that 
company. 

Road  Men  Congratulate  Mr.  Borden. 

On  the  night  of  the  Federal  elections 
tin-  following  telegram  was  sent  by  several 
shoe  travelers,  who  were  staying  at  the 
King  Edward  Hotel,  Toronto,  to  R.  L> 
Borden : 

H.  L.  Borden,  Esq., 

I'remicr-elcct  of  Canada : 
The  shoe  travelers  of  Canada  wish  to 
extend  to  you  our  hearty  congratulations 
for  the  success  vou  have  achieved  ( which 


we  undoubtedly  expected),  and  rest  as- 
sured, with  your  guidance,  our  interests  will 
be  safeguarded.  Your  past  perseverance 
has  placed  in  us  a  confidence  which  we  be- 
lieve has  been  extended  throughout  the  en- 
tire Dominion  by  ninety  per  cent,  of  our 
colleagues. 

(•Signed)  G.  J.  Settle, 
Hartt  Boot  &  Shoe  Co.,  Limited 
C.  E.  Fice, 

J.  &  T.  Bell,  Limited. 
W.  Chamberlain, 
Getty  &  Scott,  Limited. 


moment,  may  be  disappointed  in  getting 
their  goods.  Crude  rubber  has,  of  late,  been 
ascending,  and  last  week  was  quoted  at 
$1.17.  The  highest  point  touched  has  been 
$1.20,  and  the  lowest  was  in  May  last, 
when  the  figure  was  93  cents.  Orders  will 
soon  be  taken  for  tennis  goods.  The  de- 
mand this  season  for  all  lines  of  sporting 
footwear  was  greater  than  any  of  the  fac- 
tories could  attempt  to  meet.  Some  price 
lists  for  tennis  shoes  are  now  out,  and 
while  one  firm  has  lowered  prices  about  ten 
per   cent.,   others   declare  that  they  will 


Attractive  Booth  of  the  Nugget  Polish  Co.,  at  the  Central  Canada 
Exhibition,  Ottawa. 


The  Shoe  Trade  in  Bermuda. 

The  Weekly  Report  of  the  Trade  and 
Commerce  Department  recently  contained 
the  following  reference  to  hoots  and  shoes 
in  the  West  Indies:  Boots  and  shoes  are 
not  in  classification  in  the  returns  of  cus- 
toms, so  that  no  definite  information  can 
be  given  as  to  the  amount  imported.  Judg- 
ing from  the  large  and  well-assorted  stocks 
shown  in  the  stores,  the  sale  must  be  con- 
siderable. The  styles  appear  to  be  all 
American,  and  the  stock  imported  from 
that  country.  On  enquiring  it  was  found 
that  English  and  Canadian  makes  were  not 
in  demand,  and  that  public  taste  had  been 
influenced  in  the  direction  of  United  States 
patterns.  No  Canadian  samples,  it  was 
stated,  have  been  shown  in  Bermuda  for 
some  time. 

Rubber  Factories  Rushed  to  Limit. 

Deliveries  of  rubbers  are  now  being  made 
by  jobber',  and  manufacturers,  and  the  fac- 
tories are  all  busy.  In  fact,  some  are  away 
behind  with  their  work,  and  retailers  who 
have  held  off  .'giving  orders  until  the  last 


raise  them  by  ten  and  fifteen  per  cent.  A 
leading  authority  remarked  that  there  might 
be  a  war  in  prices  between  the  Canadian 
Consolidated  and  the  Independent  com- 
panies. The  quotations  on  the  Daisy  and 
Merchants'  brands  of  long  rubber  boots 
were  advanced  by  the  Canadian  Consoli- 
dated Rubber  Company  by  five,  ten,  and  in 
a  few  cases,  fifteen  cents  per  pair  during 
the  past  few  days. 

Jobbers  in  Toronto  are  sending  felt 
goods  and  oil  tan  boots  to  the  West  in 
large  numbers,  while  shipments  to  the 
northern  towns,  lumber  camps  and  mining 
centres  of  larrigans  and  moccasins  are  going 
on.  The  sale  of  wannigans  and  felt  shoes 
has  been  heavy. 

Shoe  Machinery  Case  in  Court. 

Argument  on  the  writ  of  prohibition 
sought  by  the  United  Shoe  Machinery  Co. 
against  the  Investigation  Commission  ap- 
pointed under  the  Industrial  Investigation 
Act,  was  started  in  Montreal  last  week  be- 
fore Mr.  Justice  Saint-Pierre.  The  appli- 
cation had  been  made  by  the  United  Shoe 
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Machinery , Co.  after  a  decision  of  the  Court 
of  Appeal,  stating  that  the  judgment  of 
Mr.  Justice  Cannon,  granting  the'  applica- 
tion for  the  institution  of  a  commission 
was  well  founded,  and  the  company  is  now 
claiming  that  judgment  of  Mr.  Justice 
Cannon  should  be  reversed. 

The  petition  for  a  writ  of  prohibition 
was  presented  in  the  Practice  Court,  in 
July  last,  and  an  interim  writ  issued,  by 
which  the  Commission  of  the  United  Shoe 
Machinery  Co.  had  been  argued  on  its 
merits.  T.  Chase  Casgrain,  K.C.,  repre- 
senting the  United  Shoe  Machinery  Co., 
argued  that  prohibition  should  be  granted 
because  the  board  of  investigation  was 
illegally  constituted,  and  without  jurisdic- 
tion for  two  reasons :  because,  before  issu- 
ing the  order  for  the  creation  of  the  com- 
mission, Judge  Cannon  should  have  heard 
the  respondent,  which  he  refused  to  do; 
and  because  the  applicants  for  the  investi- 
gation were  not  qualified  to  act  as  such 
under  the  statutes. 

The  session  was  occupied  by  the  argu- 
ment of  Mr.  Casgrain.  He  was  followed 
by  Mr.  Falconer,  who  represents  the  ap- 
plicants, and  Mr.  A.  Geoffrion,  who  repre- 
sents the  Department  of  Labor. 

Mr.  Justice  St.  Pierre  ordered  that  the 
board  would  not  proceed  until  October  5th, 
when  it  is  expected  that  judgment  will  be 
rendered  in  the  actual  contest. 

Notes  from  Winnipeg. 

William  Brown,  of  the  Ryan,  Devlin 
Shoe  Co.,  spent  his  holidays  in  Toronto. 

Mr.  Miller,  of  Snowflake,  spent  this  week 
in  the  city  buying  goods  for  spring. 

James  Agnew  is.  doing  a  big  trade  this 
season  on  Notre  Dame  Street. 

Mr.  Thompson,  Jr.,  of  H.  Stark's  Portage 
Avenu2  store,  spent  his  holidays  in  the 
West. 

Mr.  Crdnk,  who  came  West  to  work  for 
Buckler  &  Locke,  is  now  with  Mr.  Locke 
at  the  corner  of  Edmonton  and  Portage 
Avenue. 

Tans  are  strong  here  in  button,  both  for 
women  and  men.  and  also  children's  foot- 
wear. The  old  favorite  gun  metal  in  but- 
ton is  still  a  leader.    Fall  business  is  good. 

Mr.  Wilson,  formerly  of  Eaton's,  has 
taken  L.  W.  Kitley's  place  at  the  Yale 
shoe  store.  Mr.  Kitley  is  covering  the  West 
for  J.  B.  Drolet  &  Co.,  shoe  manufacturers, 
Quebec. 

E.  Almas,  who  has  been  with  the  Yale 
shoe  store,  has  left  for  California,  owing 
to  the  ill  health  of  his  wife.  D.  Ilyman, 
of  the  same  store,  is  at  present  on  his 
holidays. 

Among  the  Canadian  and  American  trav- 
elers who  visited  Winnipeg  last  week  were 
J.  McDiarmid,  of  the  Cook-Fitzgerald  Co., 
London ;   James  Ross,   of  the  John  Mc- 


Death  of  Noted  Canadian  Shoe  Manufacturer 


Another  progressive  and  highly-esteemed 
Canadian  shoe  manufacturer  passed  away 
in  the  person  of  Charles  F.  Smith,  who 
died  rather  suddenly  on  Saturday,  Sept. 
30th,  in  the  Royal  Victoria  Hospital,  Mont- 
real, at  the  age  of  71  years.  Mr.  Smith 
received  his  early  'business  training  in 
England,  coming  to  Canada  in  1861,  and 
locating  in  Montreal. 

In  the  departure  of  Charles  S.  Smith 
the  shoe  trade  of  Canada  loses  one  of  its 
most  outstanding"  figures.  For  half  a 
century  identified  with  the  shoe  industry 
he  did  not  seem  to  lose  his  identity,  even 
when  he  dropped  his  active  connection  with 
the  firm  of  James  McCready  &  Co.  a  few 
years  ago,  and  turned  over  the  management 
to  his  son,  Clarence  F.  Smith.  Early  this 
spring  the  Ames,  Holden  Co.  and  the  James 
MoCready  Co.  were  amalgamated  under  the 
style  of  Ames,  Hodden,  MoCready,  Lim- 
ited, of  which  D.  Lome  McGibbon  is 
president,  and  Clarence  F.  Smith,  vice- 
president  and  general  manager. 

The  late  Mr.  Smith  was  considered  with- 
out a  peer  as  a  buyer  and  business  organ- 
izer, and  with  practically  little  previous 
experience  as  a  shoe  manufacturer,  he  took 
hold  of  the  business  management  of  the 
firm  of  James  McCready  &  Co.,  and  made 
it  the  foremost  and  most  successful  indi- 
vidual concern  in  the  trade. 

The  charm  of  Mr.  Smith's  personality 
has  no  little  to  do  with  his  business  suc- 
cess, and  was  acknowledged  by  all  who 
were  brought  in  contact  with  him.  Courte- 
ous, unassuming,  simple  and  direct  in  his 
business  dealings,  it  was  a  matter  of  con- 
stant comment  that  to  do  business  with 
him  was  as  pleasant  as  it  was  satisfactory. 
His  word  was  accepted  more  readily  in  a 
business  deal,  perhaps,  than  the  written 
order  of  many  concerns,  and  it  was  often 
said  that  the  merest  tyro  would  receive  at 


his  hands  the  same  open,  fair  treatment  as 
the  most  astute  seller.  With  large  business 
interests  on  his  hands,  outside  his  own 
concern,  he  never  showed  the  slightest  im- 
patience or  hurry  when  called  upon,  and 
earned  among  leather  and  machinery  men 
a  reputation  for  being  probably  the  most 
accessible  man  in  the  shoe  trade,  as  he  was 
undoubtedly  the  shrewdest  and  most  exact- 
ing buyer. 

A  remarkable  characteristic  was  his 
willingness  to  place  at  the  disposal  of  his 
confreres  or  others  interested,  the  result 
of  his  life  experience,  and  many  a  strug- 
gling shoe  concern  has  owed  a  lift  to  the 
kind-hearted  advice  of  this  princely  man. 

He  was  an  uncompromising  foe  to  chi- 
canery of  ever\-  sort,  and  that  is  why  his 
career  in  the  Montreal  City  Council  was 
so  short.  He  found  it  absolutely  impossible 
to  develop  good  business  methods  or  even 
common  honesty  in  civic  business,  and  he 
dropped  out  .  in  disgust. 

For  many  years  the  deceased  was  one 
of  the  best  known  members  of  the  Board 
of  Trade,  which  he  joined  at  the  time  of 
its  amalgamation  with  the  Corn  Exchange 
in  1887,  and  after  serving  on  the  council 
for  several  years,  held  various  offices  in 
succession,  amongst  them  being  those  of 
second  vice-president,  first  vice-president 
and  secretary.  He  was  unanimously  elect- 
ed to  the  presidency  of  the  Board  in  180,9. 
and  had  a  very  successful  term  of  office. 

Though  he  retired  from  business  life- 
some  time  ago,  Mr.  Smith  retained  an 
office  in  the  Merchants  Bank  building  on 
St.  James  Street,  Montreal,  and  was  in 
almost  daily  attendance  there,  until  he 
was  stricken  down  with  the  illness  from 
which  he  has  now  succumbed. 

The  deceased  gentleman,  who  had  been 
married  twice,  is  survived  by  his  second 
wife,  and  several  children. 


Pherson  Co.,  Hamilton ;  F.  J.  Lashbrook, 
of  Getty  &  Scott,  Gait.  Mr.  Smith,  of 
Hanan  &  Son,  Brooklyn,  N.Y.,  who  was 
accompanied  by  his  wife. 

James  Newton,  who  was  in  business  in 
Toronto,  came  West,  and  took  a  position 
with  the  T.  Faton  Co..  but  only  remained 
a  short  time  when  Mr.  Rannard  saw  his 
worth.  Mr.  Newton  is  now  in  charge  of 
Mr.  Rannard's  Main  Street  store. 

G.  C  Locke,  who  has  lately  withdrawn 
from  the  firm  of  Buckler  &  Locke,  has 
purchased  the  Adie  shoe  stock,  corner  Port- 
age Avenue  and  Edmonton  Streets,  Winni- 
peg. It  is  his  intention  to  make  this  one 
of  the  busiest  shoe  centres  in  Winnipeg,  and 
with  bis  ability,  no  doubt  be  will  make  a 
decided  success.  He  has  made  many  friends 
in  the  past,  and  with  bis  courteous  and 
genial  manner  toward  the  public  should 
n.ake  good. 


Do  High  Heels  Cause  Accidents  ? 

Women  of  all  classes  are  wrought  up 
recently,  says  a  despatch  from  New  York, 
over  the  sweeping  indictment  found  against 
high  heels  and  hobble  skirts  by  the  Penn- 
sylvania Railroad  Company,  which  charges 
these  feminine  accessories  with  being  re- 
sponsible for  seventy-three  accidents  in  the 
last  three  months.  Members  of  the  weak- 
er sex  who  are  partial  to  leather  pedestals 
and  ingrowing  flounces,  were  indignant 
over  the  charge  and  kicked,  just  as  far  as 
their  skirts  would  permit.  Their  common- 
sense  sisters,  who  are  going  through  life  on 
flat  heels,  were  surprised  that  the  atrocious 
styles  had  not  caused  more  disasters. 

Nap.  Boudreau,  representing  Jackson  & 
Savage  and  the  Regina  Shoe  Co.,  Montreal, 
who  has  been  spending  the  past  two  weeks 
in  Toronto,  is  now  covering  western  On- 
tario. 
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The  Substantial  Home  of  Big  Leather  Firm 


Often  symposiums  are  invited  and  pub- 
lished, and  are  very  instructive  and  profit- 
able. We  may  safely  say  that  the  modern 
business  man  or  woman  who  fails  to  read 
the  publications  relating  to  his  or  her  line 
of  trade  is,  or  will  very  soon  become,  a 
fossil  or  a  back  number.  These  thoughts 
are  just  now  inspired  by  the  arrival  of  the 
Shoe  and  Leather  Journal  for  Septem- 
ber, published  by  the  Acton  Publishing  Co., 
Toronto,,  $1.00  a  year,  issued  twice  a  month. 

AH  trade  publications  should  be  issued 
not  less  frequently  than  semi-monthly.  We 
could  not  help  but  notice  'first  the  attract- 
ive cover,  then  the  typographical  excel- 
lence of  the  display  advertising.  The  art- 
istic skill  of  the  designers,  emphasized  by 
the  taste  and  skill  of  the  compositors,  has 
produced  exceedingly  attractive  and  effect- 
ive advertising  pages.  The  literary  con- 
tents are  of  the  up-to-the-minute  character, 
practical  and  educative.  Such  subjects  are 
discussed  as  "Live  Methods  of  Shoe 
Houses,"  "Sending  Goods  Out  on  Appro- 
bation," "Bright  Stunts  of  Alert  Shoe 
Clerks,"  (the  last  being  two  symposiums), 
"  Latest  Ideals  in  Spring  Footwear," 
"Solomon's    'Wise    Sayings"    and  others 

Some  Successful  Shoemen. 


The  handsome  Beardmore  Building,  in 
Montreal,  which  has  recently  been  under- 
going some  extensive  alterations,  is  eight 
stories  high,  with  basement.  It  has  a  front- 
age of  40  feet  on  St.  Peter's  Street,  and 
1 10  feet  on  Lemoine  Street.  It  is  con- 
structed of  white  stone,  and  is  a  remark- 
ably well-lighted  and  thoroughly-ventilated 
edifice.  The  ceilings  are  high,  and  the  vari- 
ous offices  on  the  different  floors  are  very 
comfortably  fitted  up.       The  Beardmore 


Leather  Co.  occupy  the  entire  top  flat  with 
offices,  and  have  the  basement  for  their 
large  stock  of  leathers.  G.  S.  Hubbell, 
agent  for  Clarke  &  Clarke,  of  Toronto,  and 
the  Chicago  Tanning  Co.,  also  have  offices 
in  the  building.  The  building  is  right  in 
the  centre  of  the  leather  district,  and  it  is 
only  a  step  along  Lemoine  Street  to  many 
of  the  principal  leather  firms.  From  top 
to  bottom  the  structure  is  a  credit  to  the 
enterprise  of  the  Beardmore  Co. 


Alleged  Restraint  of  Trade. 

A  Boston  despatch  says :  An  indictment 
was  returned  against  the  officers  of  the 
United  Shoe  Machinery  Co.,  and  a  second 
indictment  was  found  against  the  company 
itself  by  the  United  States  Grand  Jury  to- 
day. The  defendents  are  charged  with 
conducting  business  in  restraint  of  trade. 

The  individuals  inflicted  are  President 
Sidney  W.  Winslow,  Edward  H.  Hurd, 
George  W.  Brown,  James  J.  Storrow,  Wil- 
liam Barlxjur  and  Elmer  P.  Howe,  direc- 
tors. 

Both  indictments  charge  the  defendants 
with  working  through  the  instrumentality 
of  the  company  in  a  way  to  make  them  as 
individuals  criminally  liable  under  the 
Sherman  Act. 

The  United  Shoe  Machinery  Co.  has 
auxiliary  companies  in  Canada,  Great  Brit- 
ain, France  and  Germany.  It  now  employs 
4.000  hands,  who  turn  out  20,000  shoe  ma- 
chines yearly. 


The  royalty  system,  by  which  the  cor- 
poration disposes  of  its  machines,  allows 
a  shoe  manufacturer  to  lease  machines, 
paying  rentals  in  royalties  on  every  shoe 
made.  A  manufacturer  may  buy  machinery 
if  he  gets  it  from  the  company,  providing 
he  buys  his  "findings,"  such  as  wire  nails 
and  eyelets,  from  the  company.  It  is 
claimed  that  the  royalty  paid  the  company 
is  about  2  2-3  cents  per  pair  of  shoes. 

Study  Your  Trade  Paper. 

Our  advice  to  every  live  business  man 
is  to  subscribe  to  every  trade  journal  pub- 
lished in  the  interest  of  his  own  line  of 
business,  says  the  Statesman,  of  Bowman- 
ville,  Ont.  No  trade  journal  can  exist  to- 
day that  is  not  worth  its  subscription 
price.  Xew  ideas  in  all  branches  of  indus- 
try are  constantly  appearing,  and  trade 
journals  are  the  first  mediums  to  present 
them.  Their  travelers  find  them  in  the 
shops  they  visit,  and  they  are  discussed. 


E.  G.  McCOLOUGH. 
Slater  Shoe  Store,  St.  John,  N.B. 


CHAS.  S.  TRICK 
Of  E.  G.  Trick  &  Bro.,  Winnipeg,  Man. 
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Bright  Prospects  in  Shoe  Business 

Sorting  is  Active  and  Orders  for  Spring  are  Promising  —  Leather  Prices  Continue  Firm 
— Hide  Quotations  are  Well  Maintained  Owing  to  Scarcity  of  Supply— Tanners 
Declare  Figures  for  Leather  Are  Too  Low. 


Toronto,  Sept.  30  th,  1911. 
The  past  few  weeks  have  been  busy  with 
wholesale  men  and  factories.  There  were 
many  buyers  in  during  the  Fair,  and  ware- 
houses were  thronged  with  visitors.  The 
volume  of  business  done  was  very  good, 
while  many  odd  lines  and  special  snaps 
were  offered  and  cleared  out.  There  is  a 
fair  sorting  trade  being  done,  and  the  re- 
mainder of  fall  goods,  which  have  been 
going  out  for  the  past  six  weeks,  are  now 
on  their  way.  Rubber  shoes  and  felt  goods 
are  being  shipped.  Payments  are  reported 
fair,  and  there  is  some  improvement  in  the 
way  Western  paper  is  being  met.  Shoe 
factories  now  have  all  their  travelers  out 
with  spring  and  fall  samples,  and  some  fine 
bookings  are  reported.  Jobbers  who  cover 
Western  Canada  have  all  despatched  their 
men  to  the  Prairie  Provinces,  and  encour- 
aging reports  of  the  harvest  yield  come 
to  hand.  Retailers  throughout  Ontario  who 
have  been  holding  August  sales  now  have 
their  shelves  rid  of  "warmers,"  and  are 
catering  to  the  school  trade  and  early  fall 
orders.  In  some  lines  of  boots  and  shoes 
an  advance  of  from  three  to  five  per  cent, 
over  the  prices  charged  last  year  are  re- 
ported. This  is  accounted  for  on  the  ground 
of  the  stiff  prices  for  leathers  and  better 
workmanship  in  the  goods.  Every  man  in 
the  business  is  looking  for  a  good  fall  sea- 
son. 

WOOL. 

There  is  very  little  coming  in  at  present, 
practically  none,  according  to  local  dealers, 
and  the  situation  is  quiet.  Prices  are  un- 
changed. In  Chicago  there  is  a  fair  healthy 
business,  and  considerable  strength  is  dis- 
played by  holders  who  seem  in  less  hurry 
to  dispose  of  their  accumulations  than  a 
month  ago.    Local  prices  are : 

Washed  fleece    18  20 

Unwashed  fleece    12  14 

Rejects  .  .   15 

TALLOW. 

The  situation  in  Toronto  is  quiet.  There 
is  only  the  usual  amount  offering. 

No.  1  cake    6Y2 

No.  2  cake   .    4Y2  51^ 

No.  1  solid    554 

No.  2  solid    4  5 

HIDES. 

The  situation  is  steady  and  prices  rule 
unchanged.  Tanners  are  talking  about 
lower  prices,  while  dealers  in  Toronto 
maintain  that  quotations  are  liable  to  go 
the  other  way.  There  is  a  scarcity  of  raw 
hides,  and  this  is  reported  to  be  keeping 
the  prices  up.  The  hides  now  coming  in 
are  in  the  best  of  condition,  and  if  there 
was  a  plentiful  supply  the  figures  would 


descend.  The  situation  in  calfskins  is 
easier,  and  there  has  been  a  reduction  of 
one  cent.  The  season  for  lambskins  is 
about  over.  Shearlings  are  improving 
steadily,  but  the  offerings  are  light.  The 
general  tone  in  the  Chicago  packer  hides 
continues  firm,  although  trading  last  week 
was  less  active,  the  stocks  being  pretty  well 
cleaned  up. 

No.  1  insp.  steers  and  cows..  i2l/2 
No.  2  insp.  steers  and  cows..  ny2 
No.  3  insp.  steers  and  bulls..  10% 
Country  hides   (green)  fiat..  ..       10', 2 
Country  hides  (cured)  flat..  ..  '  ny2 

Calfskins   12  14 

Lambskins   35  50 

Shearlings   40  50 

Horse  hides,  No.   1   3.00 

Horse  hides,  No.  2   2.00 

LEATHER. 

The  shoe  factories  are  now  beginning 
their  spring  runs,  and  buying  of  both  upper 
and  bottom  stock  is  expected  to  be  more 
active.  Shoe  manufacturers  report  that 
there  is  a  good  outlook  for  business,  and 
orders  are  beginning  to  come  in  freely.  The 
situation  is  opening  better  than  it  did  this 
spring.  Tanneries  are  fairly  busy,  although 
there  is  a  general  complaint  from  some  that 
they  are  not  making  money,  owing  to  the 
high  prices  of  supplies.  The  prices  in  har- 
ness leather  are  very  stiff,  and  there  is 
talk  of  an  advance  of  another  cent  a  pound 
on  the  part  of  some  who  have  had  an  ex- 
ceptionally busy  season.  Velours  and  gun 
metal  oalf  and  tan  'Russian  leathers  are  in 
strong  demand,  and  tanners  of  patent  colt 
report  that  there  is  no  likelihood  of  any 
falling  off.    The  following  prices  prevail : — 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing)  27  30 

No.  2  Spanish  sole  (for  job- 
bing)  26  29 

No.  1  Span,  sole  (for  mfg.)  27  28 

No.  2  Span,  sole   (for  mfg.) 26  27 

No.  3  Span,  sole  (for  mfg.)  24  25 

No.  1  oak  sole   34  39 

No.  2  oak  sole   31  35 

No.  1  oak  sole  bends   48  53 

No.  1  slaughter  sole,  heavy.  .31  32 

No.  1  slaughter  sole,  medium  31  32 

No.  1  slaughter  sole,  light..  31  32 
Harness  leather — ■ 

No.  1  U.  0  38  39 

Rejected  U.  0  37  38 

'No.  2  U.  0   35  37 

Hemlock  Country  Harness — 

No.  1   33  34 

No.  2   32  33 

Upper,   heavy   48  50 

Upper,  light  and  medium  ....  50  55 


■  19 

21 

Kip  skins,  French   

i-i'S 

1.28 

Calf  skins,  French  1 

•43 

1.28 

Veal  kips,  Canadian   

•  75 

80 

Hemlock  calf  

•  75 

90 

Imitation  calf   

■  85 

95 

Splits,  light  and  medium   .  . 

.  20 

22 

Splits,  heavy   

22 

24 

Splits,  junior   

.  18 

20 

Patent  colt,  per  foot   

30 

40 

Pat.  chrome  sides,  per  ft 

28 

31 

Enamel  cow,  per  ft.  . ,  

20 

22 

17 

19 

Buff   

18 

20 

Colored  buff   

20 

22 

Russets,  extra  hvy.,  per  doz. 

$10 

$12 

Shoe  russets,  per  lb  

45 

50 

CUT  SOLES. 

Shoe  factories  are  buying  a  little  more 
freely,  and  prices  are  firm.  Tanneries  of 
bottom  stock  are  fairly  busy.  They  are 
closing  their  summer  runs  and  getting  in 
shape  for  their  fall  and  winter  operations. 
OUTSOLES 
Oak—  Gauge  Price 

Men's,  No.  1   7-12    30  45 

Men's,  No.  2   7-12    27  42 

Women's,  No.  1          5-8     17Y2  27 

Women's,  No.  2   5-8     15^  25 

Boys',  No.  1   6-10    21  29 

Boys',  No.  2   6-10    19  27 

Spanish— 

Men's,  No.  1   7-12    26  41 

Men's,  No.  2   7-12   23  38 

Women's,  No.  1          5-8     17Y2  27 

Women's,  No.  2   5-8     15^4  25 

Boys',  No.  1   6-10    19  27 

Boys',  No.  2   6-10    17  25 

TAP  SOLES 

Height     Price  Height 
Men's  XXX....  6     $4.10— $2.75  4 

Men's  XX    6      3.70—  2.10  4 

Men's  X    2.25—  1.85  4Y2 

Women's  XXX..  5      2.40—  1.95  4 
Women's  XX  ..  5       2.05 —  1.45  3*4 

Women's  X  4       1.20—  1.10  4 

Boys'  XXX   51/,    2.90—  2.35  4Y2 

Boys'  XX    $y>    2.65—  2.20  4Y2 

Boys'  X    $y2    1.60—  1.35  4V2 

TOP  LIFTS   6.9 

Men's  XXX  ...  5^  $1.35-    -75  4lA 

Men's  XX    5^/2    1.15—    .70  4Y2 

Men's  X    5        .65-    .55  5 

Women's   XXX.  5         .55—    .50  4Y2 

Women's  XX        5         .45—    .40  4Y2 

Boys'  XXX           5        .70—    .60  4Y2 

Boys'  XX    5        .60—    .50  4l/2 

SHAPED  HEELS. 

Size  Price 

Men's  5-8—10-8   8— 15c  pr 

Women's  5-8 — 13-8    7— nc  pr 

BOX  TOES. 

Men's   ZYA— S  pr 

Women's   2^—314  pr 

COUNTERS-Either  flat,  clammed  or 
moulded. 

Men's   7%—8  pr 

Women's   sM—^Ya  pr 
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Looking  for  Good  Fall  Business 

Travelers  Are  Getting  Good  Orders  for  Spring  Lines — The  Outlook  is  Encouraging — 
Demand  for  Gun  Metal  Calf  is  Good — Hide  Prices  are  Firm — Leather 
Purchases  Holding  Aloof  for  the  Presenrt. 

Montreal,  Sept.  30.  19 11.  Quotations  below  are  the  result  of  care- 

Every  manufacturer  has    now    all    his  ful  investigation,  and  are  as  near  an  aver- 

travelers  out.  even  the  most  dilatory  going  age  as  can  be  obtained  from  the  various 

out  some  time  ago.    Some  have  now  been  figures  given  by  reliable  firms,  as  the  re- 

011  the  road  for  six  weeks  past,  and  these  suit  of  inquiries. 

men  have  turned  in  good  orders  right  up  Nq    r  insp    steers  and  CQWS   I3y2 

to  the  last  few  days.    There  was    quite  No.  2  insp.  steers  and  cows......  12% 

a  slackness  apparent,  doubtless  due  to  the  No.  3  insp.  steers  and  cows   il-j-S 

elections,   and.   doubtless,   some     of     the  Country  hides  (green)  flat   10 

■„   ,  Country  hides  (cured)  flat   11 

ground  now  being  gone  over,   will  have  ,                    .  . 

Calfskins,  Govt,  inspected    13M2 

to  be  visited  again.  Lambskins   50  60 

There  is  a  feeling  of  optimism  apparent  Horsehides,  No.  1    $2.50  up 

among  manufacturers  and    jobbers    alike.  Horsehides,  No.  2    2.25  up 

One  of  the  former  made  the  statement  a 

few  day?  ago  that  if  the  orders  kept  on  TALLOW. 

rolling  in  as  they  had  the  past  few  weeks  .       .       _  .. 

s  ■  The  situation  is  quiet.    Supplies  are  nor- 

he  would  have  to  begin  his  fall  run  much  jl  -  1    1  1 

=  ma^  k.ut         demand  is  rather  backward 

earlier  than  usual.  ,  ,  , 

and  prices  remain  unchanged. 

Fall  runs  are  now  showing    signs  of 

completion  in  many  quarters  but  as  spring      No.  1  cake    7 

  ,.       .  •  ,  No.  2  cake   4ZA  5 

runs   will  begin   earlier  than   usual  there 

No.  1  solid    5/2 

will  be  little  inactivity  apparent.    Sorting      Nq  2  so];d    4  ^ 

orders  will  pretty  well  fill  the  gap. 

Retailer-    expect    a    good    fall    season's  LEATHER 

business,  and  indeed  all  the  signs  point  that 

.,      ,       •  ,  1    j     <,„_   cet.      The  situation  has  not  changed  materially 

way.     Already  with  many  trade  has  set 

in  'with  a  rush,  and  shows  little  sign  of  ™  *e  last  two  weeks.  The  majority  of 
abatement.  The  present  cool  but  bright  Canadian  shoe  makers  are  contracting  for 
weather  is  a  big  help  in  this  direction.         Pr«ent  requirements  only,  hence  the  tanner 

Gun  metals  and  patents  are  both  in  big  &«  to  do  the  financing,  as  usual.  Sole 
demand,  the  former  especially.  High  toes  leather  is  firm,  and  stocks  none  too  plenti- 
and  a  great  deal  of  perforation  are  in  evi-  ful.  Upper  leather  is  fairly  active,  as  shoe 
dence.  The  era  of  freak  styles  still  shows  manu.faGtur.ers  are  coming  into  the  market 
little  sign  of  abatement,  and  retailers  state  for  supplies.  Splits  are  also  looking  up, 
that  several  of  the  extreme  styles  are  most  and  the  same  may  be  said  of  glazed  kid. 
in  demand  among  the  young  people.  The  P^ent  leather  is  not  so  much  in  demand 
majority  of  the  spring,  lines,  as  shown  by  as  last  season,  but  calfskins  are  quite  firm, 
sample,  indicate  the  same  characteristics,  dull  finish  being  more  prominent.  Colors 

are  also  in  demand.    Sheepskins  are  being 
HIDES.  brought   only   according   to  requirements, 

There  is  little  life  in  the  hide  market  and  in  them  the  situation  is  practically  un- 
at  present.  Inspected  stock  is  firm  at  changed.  Locally,  the  situation  has  its 
former  figures,  some  buyers  even  demand-  brighter  side,  and  renewed  life  is  looked 
ing  15  cent-  for  the  best  stock,  witli  few  for  now  that  spring  runs  will  soon  be  un- 
takers,  however.  Tanners  do  not  feci  that  der  way. 
the  present  firmness  in  hides  is  warranted 

by  tiie  prices  offered  for  the  finished  pro-  SOLE  LEATHER, 
duct,  and  are  chary  about  making  pur-  So.  1  Spanish  sole  (for  job- 
chases.    Thev  claim  either  that  hides  must        bing)   27  29 

go  down  or 'the  finished  product  go  up  in      N'*-  2  Spanish  sole  (for  job- 

*  .  '  bing   25  28 

price,  and  th.s  the  manufacturers  are  ap-      ^  g  ^  ( £of  m£g-)  6  2? 

parcmiy  loath  »  accede  to.  The  tone  of  x0.  2  Spanish  sole  (formfg.)  25  26 
the  market  is  not  likely  to  change  for  the  *f0  3  Spanish  sole  (for  mfg.)  22  24 
present.  No.  1  hemlock  sole    26  27 


No.  2  hemlock  sole                   25  26 

No.  3  hemlock  sole                   23  24 

No.  1  oak  sole                       34  38 

No.  2  oak  sole                          32  36 

No.  3  oak  sole                         30  33 

No.  1  slaughter  sole                 30  31 

No.  2  slaughter  sole                 29  30 

No.  3  slaughter  sole                 28  29 

Light  and  medium  at  ic.  to  2c.  less. 

UPPER  LEATHER. 

No.  1  U.  O.  harness                 38  40 

Rejected  U.  O.  harness             37  39 

No.  2  U.  O.  harness                 34  36 

Chrome  glazed  kid.— 

Tampico,  in  color                    10  26 

Patnas,  black                            10  26 

European                                8  20 

Chinese                                   12  20 

South  American                       10  26 

In  the  space  at  disposal,  it  is  impossible 
to  quote  on  the  many  varieties  of  glazed 

kid.  An  average  synopsis  is  given  under 
the  above  heads. 

Calfskins. — 

Chrome  patent                         30  40 

Chrome  enamel                         30  40 

Chrome  box                            22  27 

Chrome  dull  smooth                 23  28 

Chrome  wax                            22  27 

Ooze  calf                               24  29 

Grain  leather. — 

Chrome  boxed                         12  19 

Glazed  smooth                          12  18 

Oil  grain                               n  19 

Finished  splits. — 

Light  and  medium                    18  21 

Heavy                                   18  22 

Juniors                                  20  25 

Flexibles. — 

Light                                     6  8 

•Medium  '                  7  9 

Heavy                                     8  12 

Patent  and  enamel  leather. — 

Chrome  kid                             30  4° 

Chrome  calf                            30  40 

Chrome  oolt                             30  40 

Chrome  cow                             18  24 

Light                                       12  14 

Pebble  .' .  12  14 

Glove                                   12  14 

Sheepskins. — 

Glazed  back                               6  7 

Dull  black                                7  8 

Colors,  No.  1  beading    7^2  8 

Colors,  No.  1  lining   7K  8 

Ooze,  black  and  colors                8  8}4 

Skivers   iVz  8 

Chrome  glazed                          5  8 

Chrome  dull    7 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


Established  Over  Half  a  Century 


BERLIN 


ONTARIO 


TANNERS   OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain  Leathers,  Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR  ORDERS   WILL   BE  APPRECIATED 


Address :  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


F  G  CLARKE,  President.  C.  E.  CLARKE,  Vice-Prkb.  and  Trbas. 

CLARKE  &  CLARKE,  Limited      Established  mz. 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works — Christie  Street,  TQRONTO 
City  Office  and  Warehouse — 52  Bay  Street, 
BRANCHES— 59  St.  Peter  St.,  MONTREAL.   G.  8.  Hbbbell,  Agent  553  St.  Valier  St.,  QUEBEC.   Richard  Freres,  Agents- 


W.H.Staynes&  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS 


(    and  at  Kettering,  Northampton 
Frankfort  on -Maine. 


Cable  "HIDES,"  Leicester. 


KANGAROO 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


DO 
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®*«  Bonner  Leather  Co. 

^ *  tJXCanufacturers 

GLAZED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

{Qlazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


Fred.  C.  A.  Mclndoe  &  Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breilhaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


THE   ACTON   GROUP  OF 
TARDE  NEWSPAPERS 


EACH    THE    LEADER    IN    ITS  FIELD. 


Name 

Date  of  Issue 

Sub.  Price 

Baker  and  Confectioner 

5  th 

$1.00 

Dry  Goods  Record 

25  th  Preceding 

1.00 

Funeral  Director  and  Emb 

aimer  15th 

1.00 

Furniture  Journal 

15th 

1.00 

Men's  Wear 

1st 

1.00 

Painter  and  Decorator 

20th 

1.00 

Ready-to- Wear 

25th  Preceding 

1.00 

Shoe  and  Leather  Journal 

1st  and  15th 

1.00 

Subscription   for  any 

two   Papers,  $1.50; 

any 

three  Papers,  $2  00.     Send  subscriptions,  requests 
for  samples  and  advertising  rates  to 

HEAD  OFFICE- 

Acton  Publishing  Co.,  Limited, 

59-61  JOHN  ST.,  TORONTO,  ONT. 

or  to 

Montreal  Office    -     13  Coristine  Buildirg. 
London,  Eng.       -    Byron  House,  Fleet  St.,  E.C. 


DUCLO*  <&  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling'. 

Office  and  Factory,       Store,  224  Lemoine  St. 

ST.  HYACINTHE.  MONTREAL. 


TRAVELER'S  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  books 
will  receive  prompt  attention. 
Letters  of  introduction  supplied  to 
bona  fide  traveling  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency-  -R.  G.  DUN  &  CO. 


G.  Parsons  &  Son 

LIMITED 

TORONTO 

AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(  C.  F.  Brand  ) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

G.  Parsons  &  Son 

LEATHER  FINDINGS  limited 

79  Front  St.  East       Toronto,  Ont. 
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^  McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


The  campaign  which  we  have  been  conducting  on 

GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers— among  them  some  of  the  biggest 
in  the  country— have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  <&  CO., 

LYNN,  Mass.,  U.S.A. 


ATE NTS 


f^MPTLY  SECURED] 

We  solicit  the  business  of  Manufacturers, 
Engineers  and  others  who  realize  the  advisabil- 
ity  of  having  their  Patent  business  transacted 
by  Experts.  Preliminary  advice  free.  Charges 
moderate.  Our  Inventor's  Adviser  sent  upon 
(request.  Marion  &  Marion,  New  York  I,ife  Blda 
Montreal ;  and  Washington,  d.C,  U.S.A. 


Satisfaction  guaranteed 
by  factories  using 


Ullath 


orne  s 


ENGLISH-MADE 

Shoe  Thread 


Stocked  by   all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 


F.  E.  Atteaux  &  Co. 

Boston     :-:     :-:     :-:     :-•  Montreal 

Specialists  to  Tanners 
Dyestuffs  Colors  &  Chemicals 
For  Leather 

EGG  YOLK 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


(ompanu. 


BERLIN,  ONT. 

 Manufacturers  of  

vSolid  Leather  5hoes 

All  Lines,  All  Sizes,  from  Children's 
to  Men's 

FINE.  LINES  OF  SLIPPERS  ^ 


Everything  in  bows,  buckles,  beaded  ornaments,  etc.  Latest  French 
and  English  novelties,  from  3c.  doz.  to  $12  a  pair. 

Enquiries  Solicited. 

SOLOMON     CSL  SPIELMANN 

22  St.  John  Street      ...  MONTREAL 
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Young,  Rich  


AN  UP  TO  DATE  MANUFACTURER 

Cannot  afford  buying  cheap  machines,  because 
they  are  too  expensive. 


More  than  600  MOENUS  Band  Knife 
Splitting  Machines 

Were  delivered  to  all  parts 
of  the  world.  More  than 
30  machines  were  delivered 
to  America; 

Write  for  our  prices 


Present  Yearly  Output  Over  100  Machines 


OENUS  MACHINE  WORKS 

FRANKFURT-ON-MAIN,  GERMANY 
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WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the         trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  aod  St.  Monique      -     -     MONTREAL,  QUE. 


TENNIS  SHOES 


Season  1911-1912 

The  Maltese  Cross  Tennis  line 
for  this  year  is  the  most  com- 
plete that  has  ever  been  offered. 

If  you  want  to  make  a  feature  of 
Sporting  Shoes,  you  can  get  help 
from  it.   Wait  and  see  it. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
I  TORONTO,  CANADA 

Branches:         Montreal,   Halifax,   Winnipeg:,   Calgary,  Vancouver, 

Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST) 


CTOBER  15th 


TORONTO 


1911 
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WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the  <^^>  trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      -      MONTREAL,  QUE. 
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Guay's  "New  Patent" 
Counter 


This  Counter  is  cheaper  than  most  others,  but  it 
is  well  constructed  and  GUARANTEED  TO 
OUTWEAR  THE  SHOE.  Note  that  strong 
stitch  that  binds  together  two  pieces  of  solid  leather. 

GET  SAMPLES  OF  THIS  COUNTER 
BEFORE  YOU  ORDER 

We  make  "STANDARD  BOARD"  and 
UNION  COUNTERS 

EUGENE  GUAY 

230  St.  Marguerite  St.,  Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 

!  Where  j 

!  Amherst  i 

MAKE  ° 

EXCELS 


ALL 

LEATHERHEELS 


TOU6H  SOLID  LEA  THE  ft 
OUT  AND  INSOLES 


SDOUBLB  o 
TIPS  o 


7  POINTS 

OUR  GUARANTEE 
ON  EVERY  PA/R 


Tone  Up  That 
Bank  Account 
of  Yours 


Tickling  the  fancy  of  a  few 
with  ultra-fashionable  styles  is 
not  going  to  move  you  farther 
along  the  road  to  prosperity. 
It  may  bring  your  store  into 
the  limelight  for  a  few  minutes 
but  you  can't  discount  lime- 
light at  the  bank. 

What  you  need  to  put  you  on 
Easy  Street  is  a  good,  steady 
trade  in  reliable,  sensible 
shoes.  Instead  of  buying  a  line 
that's  got  you  guessing  as  to 
whether  it'll  go  out  with  a 
jump  or  camp  on  your  shelves 
for  all  time,  get  a  good  stock  of 
Blouin's  Shoes  that  you  know 
will  bring  home  the  bacon. 

Blouin's  Shoes  have  always 
made  good,  and  will  continue 
to  do  so,  because  they  have  to 
be  O.K.  to  pass  inspection  at 
the  factory. 

Try  them  in  your  stock  this 
spring.  They'll  tone  up  your 
bank  account. 


F.  BLOUIN 

BOOTS,   SHOES,  MOCCASINS 
QUEBEC 


THE  SHOE  AND  LEATHER  JOURNAL 


HIS  is  the  age  of 


The  man  who  does 
anything  better  than 
his  fellows  earns  the 
high  dollar. 

Astoria  and  Liberty 
Shoes  are  made  by 
specialists,  in  a  factory 
where  only  high-grade 
welts  are  fashioned. 
We  make  but  one  line. 
Ask  to  see  them.  They 
speak  for  themselves. 


speci  alization. 


"  THE   IT'S  IT, 


COOK 

FITZGERALD 

COMPANY 

LIMITED 


LONDON 
CANADA 
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Oh,  you  maker  of  tan 
leather  shoes,  are  you  wise  ? 
Do  you  know  Chrome  Russia 
No.  22?  It  is  that  deep,  rich, 
unfadeable  tan  that  requires 
no  laborious  profit-killing  matching, 
the  colored  leather  that  shows  an 
even  color  throughout  the  whole 
skin.  It  is  a  profitable  cutter  as 
sure  as  you  live,  for  the  skirts, 
shoulders  and  shanks  are  exactly 
and  always,  the  same  shade  as  the 
body.  And  every  skin  you  buy  is 
just  the  same. 

And  No.^.  22  Russia  has  that 
famous  washable  finish  of  ours  you 
know  about.  Use  a  little  castile  soap 
wash  after  the  shoes  are  made  then 
rag  'em  up  a  little  and  you  have 
them  absolutely  clean  and  stain-free. 

Said  a  man  the  other  day:  "the 
tan  shoes  that  are  now  coming 
through  our  factory,  out  of  the  No. 
22  Russia  are  the  best  that  I  have 
ever  seen.  Under  no  circumstances 
try  to  make  any  improvement.'''' 

Would  you  like  to  secure  this 
same  perfect  satisfaction  for  your 
Spring  Lines  ?)  A  little  postal  will 
start  some  of  this  good  leather 
your  way.   Write  now. 

DAVIS  LEATHER 
CO.  LIMITED 

NEWMARKET,  ONTARIO 
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I  have  some  "good 
things "  here 


Buying  in  large  quantities  means  buying 
at  small  prices. 

Wouldn't  you  consider  it  a  mighty  good 
thing  if  you  could  get  those  small  prices 
without  taking  the  large  quantities? 

Well,  you  can  do  it.  That's  why  I'm  here. 
I  buy  in  larger  quantities  and  sell  at 
smaller  prices  because  there  are  so  many 
dealers  who  entrust  their  orders  to  me. 
They  help  me  buy  at  smaller  prices  and  I 
help  them  buy  at  smaller  prices.  Just  a 
fair  deal — that's  all. 

Remember,  I  never  buy  a  line  of  shoes 
simply  because  I  get  a  good  price.  I  buy 
because  of  quality.  I  get  the  good  price 
because  of  the  large  quantities  I  buy. 

If  you  want  to  make  the  most  of  your  oppor- 
tunities for  profit  send  your  orders  to  me. 


it 

RO 


Mc 


M  O 
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When  Spiring  comes 
'round  again 

What  have  you  in  mind  for  your  next 
Spring's  business. 

Something  better  than  last  year,  I  guess. 

Bigger  sales,  bigger  profits. 

You'll  need  an  extra  well-chosen  stock  to 
do  it — a  mighty  close-priced  stock. 

I  have  a  stock  like  that.    Choose  from  it. 

Welts,  McKays,  Turns,  Standard  screwed 
Boots  and  Shoes,  Rubbers,  Larrigans, 
Shoepacks,  everything  you'll  need  to  sup- 
ply the  footwear  needs  of  your  patrons. 

I  bought  them  right  in  large  quantities. 
You  can  buy  them  right  in  small  quantities. 

There's  a  big  range  of  styles,  leathers, 
makes  and  prices — and  they're  all  saleable. 
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How  your  window  will  look 
with  our  help. 


Here's  the  Way  4 
To  Increase  Yd 


We  are  out  for  a  50  per  cent,  sales  increase.  But  to  get  it 
we  must  first  increase  your  sales  by  the  same  ratio. 


To-  do  this  we  have  perfected  the  most  complete  and  com- 
prehensive advertising  campaign  ever  undertaken  in  Canada.    It  is  bound  to  be 

wonderfully  successful. 

Every  medium  for  stimulating  public  demand  will  be  used,  even  to  posters  and 
street  car  cards. 

Every  appeal  will  be  strong  and  trade- winning. 

The  display  designs  and  material  we  will  forward  to  you  will  make  your  window 
a  powerful  magnet.  v 

We  will  supply  electros  of  snappy,  impelling,   reason-why  ads.  for  your  local 

papers. ;  -   •  : 

To  a  list  of  local  names  selected  by  you,  will  be  forwarded  copies  of  our  elegant 
16-page  color  booklet  with  your  name  inscribed  on  the  cover. 


AMES  -  HOLDEN 

MONTREAL,  TORONTO,  ST.  JOHN,  WI> 

Sole   Selling  Ag 
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?  Spending  Thousands 
oe  Sales  50% 


Pointed,  artistic  show  cards  for  interior  and  window  use  com- 
plete the  list  of  mediums. 


TDR5tf  WALK  IH1K( 


dm 

TO 


.ISM  P 

IVfCEA 


DAY. 


— 


77ie  poster  that  everyone  will  see 
— in  your  town  and  elsewhere. 


Thus,  you  will  see  that  we  are  leaving  no  stone  unturned  to 

better  acquaint  the  public  with  the  many  features  that  have  made  Ames-Holden 
and  McCready  shoes  noted  in  trade  circles. 

For  you  this  means  quick  sales  at  slight  expense. 

And  remember  that  by  specialized  workmanship  in  our  three  modern  factories 
you  are  assured  of  profit-making,  stylish  footwear — and  reliability. 

Our  new  Spring,  1912,  lines  include  exclusive  lasts  and  a  wide  range  in  styles. 

Are  you  prepared  for  this  50  per  cent,  increase  in  demand?  Our  travelers  are  now 
with  you.    Be  optimistic  now  when  ordering — rather  than  sorry  later. 


cC  READY  LIMITED 

CALGARY,  EDMONTON,  VANCOUVER 

RAN  BY  Rubbers 
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THE  ESSENCE   OF  QUALITY 


scientifically  embodied  in  a  woman's  shoe  in  such  a  way  as  to  allow 
the  retailer  to  sell  it  at  a  popular  price.  That's  the  FASHION 
SHOE,  Mr.  Merchant,  and  the  shoe  that  will  help  build  your 
business  of  good  material  on  a  foundation  of  satisfaction. 

We  know  for  a  fact  the  Fashion  Shoe  is  worthy  of  your  confidence 
for  all  the  goodness  required  to  make  it  so  is  built  right  in  by  scien- 
tific methods  of  expert  workmen.  Put  it  to  the  test.  You  and 
your  customers  will  be  pleased  with  the  result. 


ROW  EN  (&  OGG  COMPANY 

LIMITED 

GUELPH  -  ONTARIO 
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AND  THEN  THERE'S  THE  GROWING 
GENERATION 

It's  really  wonderful  the  advancement  which  has  been  made  in 
footwear  for  this  portion  of  the  Canadian  people.  But  why  not  ? 
Aren't  their  demands  almost  on  a  par  with  those  of  the  "  Grown 
Ups."  And  so  there  are  two  great  reasons  WHY  this  class  of  foot- 
wear should  receive  special  attention  for  there  are  at  least  two 
parties  to  satisfy — the  wearer  and  the  one  who  foots  the  bill.  That's 
now  we  figured  it  out  anyway,  and  are  therefore  showing  the  Fashion 
Shoe,  excellently  made  and  in  the  finest  selection  of  styles  for 
misses  and  children. 


ROWEN        OGG  COMPANY 

LIMITED 

GUELPH  -  -  -  ONTARIO 
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Royal      Bull  Dog 

The  two  brands  of  Rubber  Footwear  that 
are  bound  to  become  strong  with  the  consumer. 
This  is  their  first  season.  Already  retail  shoe 
merchants  have  manifested  their  confidence 
in  these  lines,  the  evidence  of  which  is  the 
large  orders  they  have  placed  for  them.  Now 
that  your  selling  season  is  at  hand,  put  Royal 
and  Bulldog  up  to  your  customers.  Give  them 
an  opportunity  to  appreciate  the  good  qualities 
of  these  two  brands.  You  will  benefit  by  doing 
so  for  these  goods  are  made  not  alone  to  make 
profits  for  you,  but  also  to  make  satisfied 
customers  for  your  store — and  they  will. 

INDEPENDENT  RU 

MERRI 


SOLD  BY 


Amherst  Boot  ®  Shoe  Co. 
James  Robinson 
Garside  ®  White 
McLaren  ®  Dallas 
London  Shoe  Co.  Limited 
Kilgour  Rimer  Co.  Limited 


Amherst,  N.  S. 
Montreal,  P.  Q. 
Toronto,  Ont. 
Toronto,  Ont. 
London,  Ont. 
Winnipeg,  Man. 


THE  SHOE  AND  LEATHER  JOURNAL 


11 


Kant  KracR"  -  Dainty  Mode' 

brands  of  Rubber  Footwear  for  a  number  of 
years,  have  been  symbolic  of  style,  fit  and 
durability  at  a  reasonable  price.  But  this  year 
they  will  prove  more  so  than  ever  for  the 
conditions  under  which  they  are  manufactured 
are  such  as  to  allow  for  the  embodiment  of 
the  best  there  is  in  rubber  footwear,  and  you 
can  therefore  see,  Mr.  Merchant,  that  by 
pushing  those  brands  during  the  heavy  selling 
season,  which  is  close  at  hand,  you  are  making 
the  best  move  you  can  make  towards  building 
a  greater  and  better  rubber  business. 

COMPT  LIMITED 

FTARIO 


SOLD  BY 


James  Robinson 
McLaren  *8L  Dallas 
London  Shoe  Co.  Limited 
Kilgour  Rimer  Co.  Limited 


Montreal,  P.  Q. 
Toronto,  Ont. 
London,  Ont. 
Winnipeg,  Man. 
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Make  a  Friend 

of  the 
Workingman 


N.  M.  RUTHSTEIN,  The  Steel  Shoe  Man. 


It's  worth  your  while  to  keep  "solid"  with  the  workingman.  He's 
the  man  who  buys  from  your  staple  stock— the  stock  that  makes  your 
best  profits.  You  can  make  a  friend  of  him  if  you  sell  him  work  shoes 
that  can  stand  up  under  rough  usage. 

Ruthstein's  Steel  Shoes  are  built  for  the  workingman — built  to  give 
him  real  value  for  his  money  and  service  away  in  excess  of  any  all- 
leather  shoe.  "Steel  Shoes"  will  please  the  workingman  better  than 
any  shoes  made. 

There  is  a  big  advertising  campaign  now  on  in  Canada  that  will  help 
you  sell  "Steel  Shoes"  if  you  stock  up  now.  Pick  this  plum  while  it's 
ripe.    Order  your  "Steel'Shoes"  at  once. 

There's  a  very  interesting  little  booklet  you  can  have  for  the  asking. 
Do  you  want  it? 


STEEL  SHOES  "  PRICE  LIST — Terms  Net  Cash 


No. 

03 
04 
07 
08 

'  OQ 
OIO 
OI  I 
OI2 
OIO3 
OI07 
OIO8 


Description 

Men's 


Boys ' 


6  in.  black 
6  in.  tan 
q  in.  black 
q  in.  tan 
1 2  in.  black 
1 2  in.  tan 
16  in.  black 
16  in.  tan- 
6  in.  black 
q  in.  black 
q  in.  tan 


Quality 

No.  1 


Cost 

Retail 

Sizes 

Price 

Price 

5X12 

$2.65 

$3.50 

2.65 

3.50 

3-75 

5.00 

3-75 

5.00 

4.50 

6.00 

4.5c 

6.00 

5.00 

7.00 

5.00 

7.00 

I  X  4 

i.qo 

2.50 

2.65 

3.50 

2.65 

3.JO 

N.  M.  RUTHSTEIN,  Maker  of  Modern  Shoes 

Canadian  Factory,  TORONTO 
Great  Britain  Factory,  NORTHAMPTON,  ENG. 
United  States  Factory,  RACINE,  WIS. 


These  Canadian  Jobbers  can  supply  you 

BLACHFORD,  DAVIES  &  CO.,  60-62  Front  St.,TORONTO 

LIMITED 

GEO.  G.  LENNOX,  87  King  St.,  WINNIPEG 
J.  LECKIE  CO.,  Limited,  VANCOUVER 
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The  business  in  which  Classic  Shoes 
play  a  prominent  part  is  the  business 
that  is  being  built  of  good  sound  ma- 
terial. How  about  you,  Mr.  Retailer  ? 
Are  you  giving  the  Classic  Lines  for 
the  younger  folks  the  consideration  they 
warrant?  If  not,  begin  now  and  go 
strong.  This  advice  we  wouldn't  offer 
if  we  didn't  have  absolute  faith  in  our 
productions.  And  we  have  that  faith 
for  we  know  our  goods  are  honest  and 
of  such  a  nature  as  to  give  lasting 
satisfaction.  .  


GETTV  and  SCOTT 

LIMITED 

GAL  T       =  ONT, 


L4 
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STOCK  DEPARTMENT 


No.  393  — Child's  all  Patent 
Ankle  strap,  wedge  heel, 
sizes  8  to  io'A  90c. 

No.  392  —  Infant's  sizes  3  to 
7>£  80c» 

No.  129  Babies'  sizes  1  to  5 
 65c. 


No.  418  — Misses'  Pat.  Pump, 
strap,  low  heel,  sizes  1 1  to 
2  $1.15 

No.  419  — Infants'  Pat.  Pump, 
strap,  wedge  heel,  sizes  3 
to  7  l/z  85c. 

No.  420 -Child's  Pat.  Pump, 
strap,  wedge  heel,  sizes  8 
to  10  95c. 


No.  720  -  College  Girls'  Gun 
Metal  Calf  Pump,  strap, 
turn  sole,  low  heel.  1  to  7, 
D.  and  E.  width  $1.50 


Ready  to 
Ship 

All  the  styles  here  illus- 
trated and  a  hundred 
others  in 

WELTS 

AND 

TURNS 

FOR 

College  Girls 
Misses 
Children 
Infants 

and 

Little  Gents 

"OUR  MOTTO" 
Prompt  Delivery 


No.  179— Infant's  Choc.  Dong, 
blu.  bal.,  wedge  heel,  3  to 
7V7.   85c. 

No.  445— Infant's  Black  Dong, 
blu.  bal.,  wedge  heel,  pat. 
tip,  3  to  7  Yi  80c. 


No.  999— Litttle  Gent's  all  Box 
Calf,  blu.  bal.,  slip  sole,  8 

to  io#  $1.90 

11  to  2  2.10 


No.  1164— College  Girl's  Dong,, 
whole  fox,  button,  pat.  tip, 
low  heel,  Goodyear  welt,  1 
to  7  $2.25 


The  MacFarlane  Shoe  Company,  Limited 

MONTREAL 
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It  is  easy  to  make  general  claims ; 
here  are  some  concrete  facts  for 
your  consideration;  you  can  sat- 
isfy yourself  by  actual  test. 


Why  Our  Goodyear  Welts 
Are  Superior 


They  are  made  to  wear.  Nothing  but  the  heaviest  and 
most  expensive  stock  is  used  in  every  part.  The  unseen 
materials  are  fully  equal  to  the  leather  in  plain  sight. 

Don't  take  our  word  for  it.  We  invite  comparison. 
Put  any  pair  onyOur  scales.  Weigh  them.  You'll  never 
find  Linton  Welts  on  the  high  side  of  the  balance. 

They  are  absolutely  of  uniform  and  lasting  color. 
This  we  guarantee. 

And  we  are  rushed  with  repeat  orders.  Pretty  con- 
clusive evidence,  is  it  not  ? 

We  are  waiting  to  hear  from  you.  Write  TO-DAY. 


JAS.  LINTON  &  COMPANY 

MONTREAL 
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When  you  see  that  stamp  on  the  soles  in 
Men's  Shoes  you  know  you  have  the  new 
"Trooper"  toe — the  feature  of  the  season. 


Why  Tie  Up  Capital 
Needlessly  ? 


All  our  men's  shoes  for  Spring,  19 12,  are  made  on  our  new  and  exclusive 
"Trooper"  last.    Three  different  widths-  narrow,  medium  and  wide  toe. 

Many  different  styles  and  leathers  are  made  on  this  last,  comprising  all 
the  latest  features  that  will  be  in  demand  in  men's  footwear  next  spring. 
Workmanship  and  materials  are  the  very  best. 

What  This  Means  To  You 

You  expend  much  less  capital  at  the  outset,  yet  secure  a  complete  range  of 
stylish,  reliable  men's   footwear — no  more  "just-out-of-your-size"  excuses. 

Your  turnover  is  quick  and  regular.  You  save  space,  and  you  have  more 
working  capital — formerly  tied  up  in  dead  stock. 

You  also  lessen  correspondence,  bookkeeping  and  trouble,  by  handling  one 
line  instead  of  a  dozen. 

Remember  our  flexible  Women's  Welts  for  your  $3.50  trade — not  made  on 
the  "Trooper"  last,  but  very  chic. 

Don't  put  it  off.    Write  us  for  information  to-da$. 


Yours  for  a  quick  turnover 

RIDEAU  SHOE  COMPANY 

LIMITED 

MONTREAL         -         -         -  CANADA 


THE  SHOE  AND  LEATHER  JOURNAL 


17 


No.  381 
New  Growing  Girls'  30  Last 
Ankle  Strap  Pump  in  Patent, 
Tan  Calf  and  Gun  Metal. 


"America's  Beauty" 

Shoes  Will  Cinch 
Your  Hold  on 
Particular 


Women's  Dongola  Waist 
Line  Strap  on   31  Last 


No.  126 

New  30  Last,  Growing  Girls'  Dongola  Kid, 
Patent,  Gun  Metal  and  Tan  Calf,  Blu.  and 
Butt.,  Round  Toe  and  Low  Heel 


INGSBURY 

FOOTWEAR  CO. 

LIMITED 
Ladies'  Footwear  Specialists 
MONTREAL 


No.  223 
Women's  Patent  Blu.  Oxford 
on  new  32  Last. 
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Taylor-made  Interchangeable  Window  Fixtures 


$15.00-THE  TRADE  WINNER-$  15.00 

Note  the  Slotted  Card  Holder 


Brighten 
Up 
Your 
Windows 


ADJUSTABLE 


4-4-hJ  I 

TradcWmwb   ft 


ADJUSTABLE 
TOP 


ILXX-* 


Show 
Your 
Goods  to 
Advantage 


23  GUARANTEED  FIXTURES  $15.00 

Made  from  selected  genuine  oak,  golden  oak  finish;  ten  individual  stands,  different  heights;  twelve  two- 
position  heel  rests;  will  display  29  single  shoes  or  58  shoes  in  pairs.    Right  for  any  store. 

PROMPT  SHIPMENT  SEND  US  YOUR  ORDER 

82  Queen  Street  North 

Hamilton,  Ontario 


The  Taylor  Manufacturing  Co. 


Have  You  Good  Stock- 
Keeping  System? 

SO  MANY  INQUIRIES  have  reached  the  Shoe  and  Leather  Journal 
for  a  simple,  effective  and  practical  stock-keeping  system  applicable 
to  the  average  retail  store  that  arrangements  have  been  made  for  the 
publication  of  one  that  will  be  welcomed  by  the  trade. 

<J  Mr.  A.  E.  Edgar,  shoe  retailer  of  Windsor,  Ontario,  author  of  "  How  To 
Advertise  a  Retail  Store,"  and  other  timely  subjects,  has  examined  the  stock- 
keeping  and  accounting  methods  of  over  fifty  different  stores,  large  and 
small,  and  has  produced  a  system  so  elastic  that  it  can  be  adopted  in  any 
footwear  establishment.  This  will  be  printed  in  three  issues  of  the  Shoe 
and  Leather  Journal,  starting  in  November  1st  edition. 

Read  the  Shoe  and  Leather  Journal 

Don't  Miss  This  Splendid  Feature 


THE  SHOE  AND  LEATHER  JOURNAL 


FOREMOST  QUALITY 
IN  FINE  FOOTWEAR 

For  Men  and  Women. 

And  not  in  quality  alone  are  our  lines 
foremost.  They  are  right  to  the  front 
in  Style,  Comfort,  General  appearance, 
and  other  elements  so  necessary  to 
make  them  all  that  a  merchant  could 
wish — profitable  and  satisfactory  lines 
to  handle. 

The  new  lasts  we  are  showing  have 
made  a  great  hit  with  those  who  have 
seen  them,  and  their  popularity  with 
the  general  public  is  assured. 

Be  sure  you  get  them  for  your  Spring 
Selling  of  Nineteen  Twelve. 

MINISTER  MYLES  SHOE  CO. 

LIMITED 

CORNER  PEARL  AND  SIMCOE  STREETS 
TORONTO,  CANADA 
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Leading  Shoe  Merchaill 

Selling  Cii 


The  old  fable  of  the  fox  and  the  grapes,  < 
body's  property  but  his  own,  points  the  moral  in  a  : 
Slater  Shoe. 

The  business  policy  of  the  Slater  Shoe,  wi 
letters  from  a  hundred  Slater  shoe  dealers  in  Canac 
We  can  prove  that  the  Slater  standard  quality  and  the  stamped  price  are  advantages  1 
was  bedevilled  by  price  cutters  and  was  by  way  of  being  hanged  by  the  questionable  methods  of 
Every  bargain  shoe  made  and  sold  in  Canada  fifteen  years  ago  was  made  with  less  an 
every  shoe  manufacturer  was  being  driven  into  deceit  and  ruin  by  that  mad  rush  for  cheap  and  cl 
shoe  leather  and  slatternly  shoe  making.  It  has  taken  years  to  retrieve  the  harm  done  in  these 
The  Slater  shoe  protects  the  honest  shoe  dealer  against  unfair  competitors,  against  de< 
will  accruing  to  the  man  who  builds  on  the  one  lasting  business  foundation  of  Quality. 

No  man  who  believes  in  cajolery,  in  trickery,  in  deception,  can  hold  nor  can  he  get  the  coi 
Read  the  recent  testimony  of  a  few  of  the  Slater  shoe  dealers  who  have  won  success  th 
as  the  Slater  shoe  stands  for.    Nor  are  we  egotistic  enough  to  claim  the  credit  for  their  success.  I 
belief  in  the  policy  that  every  buyer  is  entitled  to  the  same  square  deal. 

Superficial  thought,  nor  conservative  adherence  to  broken  tradition  cannot  circumvent 
The  fixed  standard  price,  with  the  manufacturer's  name  and  guarantee  insures  a  bettei 
and  prestige  are  at  stake  on  every  shoe  he  makes,  and  that  should  he  make  a  single  pair  of  bad 


Re  these  expressions  of  opinions  from  prominent 
shoe  merchants  all  over  Canada: 

THOS.  MULCAHY,  ORILLIA:  "The  Slater  shoe  is  known 
throughout  the  length  and  breadth  of  Canada  as  being  a  one- 
priced  shoe  on  which  the  manufacturer  would  not  countenance 
any  cut  in  price,  and  we  think  this  is  in  the  best  interests  of  the 
shoe  and  of  the  dealer.  We  have  found  throughout  our  many- 
years  of  experience  that  the  Slater  shoe  line  is  the  easiest  on 
which  to  make  a  sale.  .  .  .  We  have  never  found  it  necessary 
in  all  the  twelve  years  we  have  had  your  agency,  to  cut  the 
price,  and  we  have  not  to-day  6  pairs  of  obsolete  Slater  shoe 
styles.  We  are  glad  of  the  opportunity  of  expressing  our 
opinion." 

SMITH  BROS,  GORE  BAY:  "We  would  strongly  object 
to  any  cutting  of  price  on  Slater  shoe;.  In  time  it  would  ruin 
the  splendid  idea  first  started  with." 

THE  CHAMBERS  CO.,  LIMITED,  HAMIOTA,  MAN.: 
"Stick  to  the  set  standard  price." 

E.  HOLSTEIN,  FT.  COULONGE,  QUE.:  "I  am  very  de- 
sirous of  getting  rid  of  boots  and  shoes  that  are  not  in  this  season's 
style,  but  I  am  afraid  that  if  the  price  was  once  reduced  it 
would  be  harder  to  sell  at  the  marked  price  again,  and  I  may  say 
I  have  already  had  a  hard  enough  time  to  accustom  the  majority 
of  the  people  to  pay  the  marked  price  without  dickering.  Now 
everything  is  running  smoothly." 

HUSTON  &  CO.,  MANITOU:  "The  fact  that  the  price 
of  Slater  shoes  is  fixed  is  an  inducement  to  us  to  handle  them; 
and  so  far  we  have  not,  as  far  as  we  know,  missed  a  single  sale 
on  account  of  the  price." 

MAX  SCHELLENBERG,  DRY  DEN,  ONT.:  "A  good 
article  can  always  command  its  price." 


R.  E.  WHITE,  VICTORIA,  B.C.:  "In  my  experience  of 
Slater  shoes,  and  I  have  had  considerable,  I  have  never  seen  the 
necessity  of  price-cutting;  it  is  only  a  resort  of  reckless  buyers 
and  of  poor  salesmen  who  will  not  take  the  trouble  to  push  a 
slow  style.  .  .  .  The  one-price  system  has  been  extensively 
advertised,  and  it  is  one  of  our  best  talking  points  in  selling 
Slater  shoes.  .  .  the  profit  in  Slater  shoes  is  lower  than  in  other 
lines,  but  it  is  made  up  by  the  full  standard  profit  on  every  pair." 

H.  D.  CROWE,  VIRDEN,  MAN.:  "City  sales  would 
ruin  the  country  dealers.  To  upset  the  Slater  method,  which 
is  a  good  one,  to  reduce  prices,  is  no  good  to  me." 

L.  T.  BLAIR,  KAMLOOPS,  B.C.:  "The  Slater  standard 
prices  had  better  stand  as  they  have  been." 

G.  M.  ELLIOTT,  GODERICH,  ONT. :  "We  have  no 
surplus  stock  nor  obsolete  styles  in  Slater  shoes." 

W.  A.  UPTON,  ELMVALE,  ONT.:  "I  am  against  price 
cutting.  The  Slater  contract  covers  the  ground  completely 
in  regard  to  obsolete  lines,  by  having  all  markings  removed. 
The  people  are  educated  to  the  fact  that  Slater  shoes  are  sold 
at  one  price,  and  they  do  not  look  for  anything  different.  To 
cut  the  price  would  mean  the  people  would  lose  confidence 
in  what  I  have  told  them  regarding  the  one  selling  price  of 
Slater  shoes,  and  I  believe  would  be  detrimental  to  the  sale 
of  other  lines.    My  trade  for  Slater  shoes  is  alwavs  increasing." 

'  ROBINS  &  REID,  KINDERSLEY,  SASK.:  "We  have 
heard  many  men  remark  that  Slater  shoes  could  only  be  bought 
at  the  stamped  price." 

CALGARY  CLOTHING  CO.,  CALGARY,  ALTA.  "When 
a  customer  asks  for  a  cut  on  the  Slater  shoe,  our  strongest 
argument  is  that  we  are  not  allowed  to  cut  the  price.  The 
buying  public  now  have  the  confidence  that  when  they  pay 
stamped  prices  they  are  getting  Slater  shoes  as  cheaply  as  they 
can  be  bought." 


If  you  are  in  a  town  where  Slater  shoes  are  not  properly  represented,  send  for  the  excj 
tiofl  of  styles  and  values  on  which  you  can  give  the  Slater  shoe  a  trial — before  you  decide  finally 
taking  whirh  will  not  appeal  to  your  keen  business  sense. 


THE   SLATER   SHOE  COMPA 
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phold  The  Exclusive 
ict  System 

story  of  the  Socialist  who  would  divide  up  every- 
k  on  the  exclusive  Selling  Contract  System  of  the 

Iped  and  standard  price  was  upheld  this  year  in 
United  States  and  Greater  Britain, 
uner  and  a  protection  for  the  dealer.    Before  the  advent  of  the  Slater  shoe  in  Canada,  the  trade 
hants  who  sold  shoes  as  a  side  line. 

ty,  with  poor  and  poorer  leather,  and  with  only  an  outward  semblance  of  real  shoemaking.  And 
.  Quality  was  not  sought,  and  the  name  of  Canadian  shoes  was  being  dragged  in  the  tub  of  sloppy 
aster. 

cutting,  and  accords  to  the  holder  of  the  Slater  Shoe  franchise  the  full  100%  of  prestige  and  good- 
ti  gives  him  the  sole  selling  rights  of  Slater  shoes. 

j  faith  and  their  belief  in  the  straight  business  policy,  through  adherence  to  such  business  ethics 
ve  proud  to  be  found  in  alliance  with  men  who  uniformly  believe,  and  who  frankly  avow  their 

ons. 

he  money,  and  a  closer,  smaller  manufacturing  profit,  for  the  maker  realizes  that  his  reputation 
ses  the  profit  on  ten  pairs  of  shoes,  perhaps  more. 

LOCKETT  SHOE  STORE,  KINGSTON,  ONT.:  "We 
have  never  sold  Slater  shoes  at  cut  price  and  do  not  intend  to. 
We  have  handled  a  good  many  Slater  shoes  and  to-day  we  have 
not  $15.00  worth  of  goods  that  would  have  to  be  reduced  to  get 
rid  of  them.  If  the  proprietor  and  clerks  in  any  store  will  keep 
in  a  prominent  place  the  old  stock,  and  also  keep  it  well  in  mind, 
the  old  shoes  will  go." 

R.  K.  HELLYAR,  KEMPTVILLE ,  ONT.:  "I  find  the 
backing  that  your-  contract  gives  me  makes  selling  easier,  and 
I  am  never  asked  for  cut  prices  on  Slater  shoes." 

KELLY  &  MOORE,  EDMONTON,  ALTA.:  "We  like 
the  one  price  for  the  Slater  shoe.  Stay  with  the  plan.  Cutting 
prices  would  have  a  bad  effect  on  the  good  work  you  have  done 
in  the  past  years  by  advertising  one  price  for  Slater  shoes.  There 
is  hardly  a  day  goes  by  without  having  the  remark,  "The  Slater 
people  stay  with  the  one  price."  We  have  every  reason  to 
believe  that  it  as  been  a  great  help  in  selling  Slater  shoes." 

J.  C.  PARRELL,  GRIMSBY,  ONT.:  "I  am  still  of  the 
same  opinion  that  your  standard  prices  are  right  and  that  the 
sale  game  is  a  losing  game." 

EDWARD  STARK,  VANCOUVER,  B.C.:  "We  do  not 
want  to  hold  sales  or  reduce  prices  any." 

WM.  CURRY,  OMEMEE,  ONT.:  "We  do  not  experience 
any  difficulty  in  getting  the  stamped  prices  on  Slater  shoes." 

J.  HUSTON  &  SON,  ST.  THOMAS,  ONT.:  "Our  policy 
has  always  been  in  opposition  to  slaughter  sales  on  high-class 
goods." 

CROSSLEY  SHOE  CO.,  BRACEBRIDGE,  ONT.:  "There 
is  not  a  dead  one  on  our  shelves  of  Slater  shoes." 

J.  WILSON,  VANKLEEK  HILL,  ONT.:  "The  reason 
I  asked  for  the  Slater  shoe  contract  was  to  get  away  from  harmful 
price  cutting." 

jig  contract  for  Slater  shoes.  Or,  better  still,  let  us  send  you  one  of  our  "Sample  Orders,"  a  selec- 
l  want  the  rights  as  keenly  as  we  think  you  will.    Our  contract  does  not  obligate  you  to  any  under- 

1IMITED   -   MONTREAL,  CANADA 


C.  H.  REILLY,  WELLAND,  ONT.:  "Slater  prices  are 
firmly  established.  Customers  feel  that  they  are  getting  value 
for  their  money  and  do  not  look  for  cut  prices  on  Slater  shoes. 
Your  liberal  offer  to  remove  name  and  price  on  obsolete  styles 
so  that  they  may  be  sacrificed  without  future  trouble,  seems 
to  me  sufficient  to  meet  the  needs  of  customers." 

CURRIE  BROS.,  SASKATOON,  SASK:  "The  fixed  price 
was  one  thing  that  gave  our  people  confidence  in  the  Slater  shoe 
above  all  other  makes ;  it  is  one  thing  that  makes  the  shoe  worth 
while:  and  once  a  break  was  made  no  amount  of  talking  or 
persuasion  would  satisfy  a  lot  of  people  that  we  cannot  always 
and  at  any  time  pursue  the  same  policy  at  will.  .  .  We  think 
that  obsolete  styles  or  odds  and  ends  should  never  be  sold 
J  as  Slater  shoes,  and  we  think  your  present  arrangement  to  take 
back  all  such  lines  take  off  the  brands  and  return  them,  should 
cover  all  requirements  in  the  matter." 

J.  &  W.  BOYD,  FLESHERTON,  ONT.:  "We  would  not 
be  agreeable  to  any  change  in  the  marked  prices  on  Slater  shoes. " 

S.  L.  GUILLETT,  DUNHAM,  QUE:  "The  contract  agree- 
ment we  have  is  alright." 

F.  S.  EVANSON,  PRESCOTT,  ONT.:  "I  am  perfectly 
satisfied  with  the  wording  of  your  contract.  At  any  time  I 
wish  to  cut  prices  it  is  an  easy  matter  to  remove  the  name 
and  price  from  the  shoe.  But  cut  prices  would  tend  to  lower 
the  high  standing  of  Slater  shoes." 

BETTS  &  CO.,  WAINWRIGHT,  ALTA.:  "The  Slater  is 
a  good  shoe,  but  apart  from  this,  the  set  price  appealed  to  us 
greatly,  as  here  in  the  West  people  kick  about  prices  a  great 
deal,  and  say  that  they  can  get  things  cheaper  in  the  East  or 
somewhere  else.  That  this  could  not  be  said  about  the  Slater 
shoe  was  what  we  liked." 

G.  E.  MONROE,  WESTVILLE,  N.S.:  "I  am  not  in 
favor  of  price  cutting." 
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TKaDE  mas.* 


How  About  Your 
Spring  Stock  of 
Young  Folks'  Shoes  ? 


Don't  underestimate  the  value  of 
an  up-to-date  stock  of  young 
people's  shoes  for  Spring,  1912. 
The  average  parent  of  to-day  is 
alive  to  the  fact  that  something 
besides  wearing  qualities  is  ne- 
cessary in  his  children's  shoes. 
Besides  the  boy  or  girl  must 
be  suited. 

"The  Winner"  Shoe  for  infants, 
children,  young  girls,  growing 
girls,  boys  and  youths  is  more 
than  merely  up-to-date.  It  com- 
bines up-to-date  lasts  and  styles 
with  honest  and  reliable  con- 
struction, and  is  not  one  whit 
behind  its  less  comely  competi- 
tors in  service. 

The  styles  for  Spring,  19 12  are 
worthy  a  closed  inspection  by 
you.  Wait  for  "The  Winner" 
samples. 


THE 

Winn  Company 

LIMITED 
PERTH      -      -      -  ONTARIO 
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We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


B£  


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.  MONTREAL,  QUE. 
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PACKARD'S 

"SPECIAL" 

Shoe  Dressings 

IN  ALL  COLORS 

Our  travelers  are  now  on 
the  road.  Now  is  the 
time  to  place  your  early 
Spring  order. 

Have  goods  shipped  now. 

Remember,  Shoe  Dress- 
ings cannot  be  shipped  during 
the  Winter. 


O'Sullivan's 

SAFETY  CUSHION 

Rubber  Heels 

THE  OLD  RELIABLE  QUALITY  HEEL 
All  sizes  for  men  and  women 


Overgaiters 
and  Leggings 

If  there  are  any  lines  you  have  not 
placed  your  order  for — NOW  IS 
THE  TIME. 


Shoe  Laces  of  every  description. 
Shoe  Store  Supplies  of  every  kind. 


Have  you  one  of  our  large  illus- 
trated Catalogues?  If  not,  drop 
us  a  postal  and  we  will  be  pleased 
to  send  you  one  by  return  mail. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 


In  the  Forefront 
of  Civilization 

On  the  feet  of  surveyors,  prospec- 
tors, miners,  river  drivers  and 
contractors — up  in  the  van  of 
civilization  where  leather  and 
shoemaking  are  put  to  the  sever- 
est test — Dayfoot  boots  are 
making  a  name  for  durability  and 
service. 

Only  the  best  of  leather  and  the 
most  careful  shoemaking  could 
stand  the  strain  these  boots  are 
being  put  to  every  day,  and 
no  boot  could  stand  it  so  well 
as  a  Dayfoot. 

C.  B.  DAYFOOT  ®  CO. 

GEORGETOWN,  ONT. 
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A  Special  Line 
of  Small  Cases 


These  little  cases  are  meant  for 
sample  cases,  or  for  children's  use. 


Made  of  Brown  grained  rubber 
cloth,  on  steel  frame  and  valance. 
Finished  with  brass  lock  and  bolts, 
neat  leather  handle  and  leather 
corners.    Lined  with  cotton. 


Made  in  two  sizes  14  and  16  inch, 
prices  $1.40  and  $1.60  less  usual 
discounts.  Also  another  line  at 
$1.10  and  $1.20  list. 


1/ 


MONTREAL 

"The  Big  Baggage  Makers" 


&HOE 


We  make  precisely  the 
shoes  you  need  to  draw 
to  your  store  the  trade 
of  the  most  critical. 

The  Lad  les  say,  instinc- 
tively, "Just  what  I  want." 


Smardon  Shoe  Co. 

533-535  VISITATION  STREET 
MONTREAL 
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Stock  Shoes  you  know  will  sell 

You  never  hear  a  shoe  merchant  say:  "I  wonder 

if  Surpass  styles  for  spring  1912  will  'take'  as  well 

as  last  year's  styles." 

Because  he  knows  that  they  will. 

Every  season  sees  an  improvement  in  the  sales  of 

Surpass  Shoes. 

For,  you  know,  Surpass  Shoes  sell  on  quality — on 

ability  to  wear,  and  to  satisfy — more  than  on  style. 

So  there  is  no  need  of  advanced  styles  to  help  sell 

them.    Their  reputation  is  a  better  help. 

When  you  stock  Surpass  Shoes  you  can  sit  down 

and  figure  out  your  season's  profit — and  you  needn't 

figure  on  having  much  stock  left. 

That's  the  brand  of  shoes  to  handle — one  that  you 

know  will  give  you  a  profit — one  that  you're  not 

gambling  on — Surpass  Shoes. 

Try  it  this  season. 

The  LOUIS  GAUTHIER  CO.  Limited 

QUEBEC 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  In  Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.  Imparts 

a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity .  Finest  quality .  Polishes  without  rubbing.  Retails25c. 
"BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes,  softens  and 

preserves.  Contain  oils  and  waxes  to  polish  and  preserve  the  leather.  Also  Rusfet  Bally  Shine  for  tan  leathers.  Largetva. 

boxes.  Boxes  open  with  a  key.  Retails  10c. 
"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10c. 

"  DANDY"  COMBINATION.  For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 

"ELITE"  COMBINATION.  For  those  who  take  pride  in  having  their  shoes  look  Al.  Restores  color  and  lustre  to  all  black 
tea.  Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 

"BOSTON"  WATERPROOF  POLISH.  A  black  liquid  for  men's  and  boys'  shoes.  Produces  a  patent  leather  shine  without 
brushing.     Retails  25c. 

Send  for  circulars  giving  full  particular*  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 

BUY   WHITTEMORE'S  SHOE  POLISHES  IF  YOU   WANT  THE  BEST 
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The  Process  of  Manufacture  Hasn't 

Injured  it  at  all 


When  you  specify 
Maple  Leaf  leathers  in 
your  Dongola  Shoes 
you  may  rest  assured 
that  when  they  reach 
you  the  leather  in  them 
will  be  just  as  smooth 
and  good  to  look  on  as 
when  it  left  the  factory. 
Maple  Leaf  leathers  are 
so  finished  that  they 
pass  through  the  differ- 
ent processes  of  manu- 
facture without  injury. 


It  is  certainly  to  your 
advantage  to  sell  shoes 
of  such  perfect  leather. 
They  don't  cost  any 
more  because  the  price 
of  this  good  leather  is 
as  low  as  any,  but  they 
give  a  great  deal  more 
satisfaction.  Just  say 
to  the  shoe  traveler: 
"See  that  I  get  Maple 
Leaf  leathers  in  those 
Dongolas."  That's  your 
safeguard. 


LUCIEN  BORNE,  QUEBEC 

Western  Agents— MALLETTE  &  ROY,  225  Lemoinc  Street,  Montreal 


CATVS  PAW 


CUSHION 


HEELS 


THAT  PLU6 
PREVENTS 

At  all  Dealers  pHiiHBll  At  a11  Dealers 

50  cents  attached  JJBJ*jgjg~j}g£3|  50  cents  attacned 

During  the  month  of  March,  1911,  a  canvass  of  the  rubber  heel  situation 
was  made  in  eighteen  cities,  which  showed  65%  Cat's  Paw  Heels 
being  sold  against  35%  of  all  other  makes.  This  proves  conclusively 
that  the  MERIT  of  the  Cat's  Paw  Heel  is  winning  out  rapidly. 

INSIST  UPON  CAT'S  PAW  RUBBER  HEELS.  13g 
V    WALPOLE  RUBBER.  CO.,  LIMITED.     -  MONTREAL. 
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Our  Range  of  Spring  Styles  is  Popular 

Every  Mail  Brings  a  Batch  of  Orders 

You  will  find  McDermott's  Shoes 
a  strong  line  to  tie  to,  if  you  are 
open  for  a  line  "  that's  just  a 
little  better." 

Look  over  our  Spring  Samples. 
Salesmen  on  their  way. 

THE  McDERMOTT  SHOE  COMPANY 

WOHEN'S  SHOE  SPECIALISTS 

MONTREAL 


Get 

Ready  for  the 

"  Sprucing-Up  "  Season 

In  the  Spring  every  man's  fancy  turns 
to  thoughts  of  "sprucing  up."  Be  ready 
lor  the  men  of  your  locality  with  a  bright 
and  breezy  stock  of  the  popular  priced 
Monarch  and  Brandon  Oxfords.  They'll 
catch  the  eye  and  the  coin  of  most  of 
them.     Place  your  order  now. 

THE 

BRANDON  SHOE  CO.,  LIMITED 

IM<  ANTFORD,  ONTARIO 


The  Lachance 
Ankle  Brace 
and  Protector 
as  Used  on 
Sporting  Boot. 


"""THE  Lachance  Ankle  Brace  (without 
*■  protector  shown  above)  will  look 
mighty  good  to  skaters  and  dancers 
this  winter  season.  It  is  so  neat  and 
inconspicuous,  and  yet  such  a  support 
to  the  ankle  that  its  benefits  will  be 
readily  acknowledged  by  all. 

If  you  have  not  as  yet  received 
your  sample  pair  write  for  it  to-day. 

LACHANCE  &  TANGUAY 

Shoe  Manufacturers        -  QUEBEC 
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Star  Pumps  are  Sellers 


Do  see  our  classy  range  of 
pumps.  Very  latest  models  that 
will  look  well,  feel  comfortable 
and  wear  satisfactorily— dainty 
pumps  THAT  WILL  SELL. 
Obtainable  in  Patent,  Tan,  Calf, 
Gunmetal  Calf,  Tan  Kid,  Tan 
Goat  and  Tan  Dongola. 
See  our  newest  idea,  a  two- 
piece  pump  with  braid  button 
in  place  of  usual  button ;  upper 
is  interlaced  with  black  and 
gold  braid.  It  is  something 
unique  for  the  ladies. 

STAR  SHOE,  LIMITED 

MONTREAL 

Sample   Room,   La    Patrie  Building,  M.  Gauthier 


Sporting  Goods 
Leggings 
Oil  Tan  Moccasins 


/^REAT  preparations  are  being 
made  for  the  hunting  season. 
The  huntsmen  are  getting  busy,  and 
somebody  is  going  to  reap  the^benefit. 

Are  you  ready  to  take  your  por- 
tion, Mr.  Merchant?  Look  over 
your  stock  of  sporting  boots,  leg- 
gings and  oil  tan  moccasins.  If  you 
haven't  a  good  supply  get  in  com- 
munication with  us,  Get  what  you 
require  and  push  them. 

The  quality  we  give  you  means 
good  satisfaction  to  every  customer. 

A  good  stock  of  Hockey  Laces, 
Ankle  Supports,  Custom  Boot 
and  Shoe  Uppers,  on  hand  for 
immediate  shipment 


Beal  Bros. 

Limited 

52  Wellington  St.  East,  Toronto 
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MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Qambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

r8-88  Wall  Street,  NEW  YORK,  U.S.A. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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/■Fisk  Patent  Leather 


Something  new,  Something 
different,  Something  better 
than  we  have  ever  made  or 
seen — we  are  now  making. 

 GET  A  SAMPLE  


FISK  LIMITED 


6  ST.  HELEN  ST. 


MONTREAL 


BOOT  REPAIRERS 


Every  Machine  Guaranteed 


One  of  the  Most  Popular 
Combined  Boot  Repairers' 
Finishing  Machines  in 
Great  Britain. 

The    Bearings  are   made  of  Gun-metal,  and 
are  Self-oiling. 

Our  Popular  No.  2  Cotn= 
bined  Finishing:  flachine 

which  has  won  an  unparalleled  reputation,  having 
a  Vertical  Naumkeag  Scourer  with  Dust  Collector 
attached,  thus  preventing  the  dust  from  flying 
on  to  the  polishing  pads  and  brushes.  The  bear- 
ings are  gun-metal  brushed  and  automatic  ring- 
oiling. 

This  riachine  is  RIGID- 
NO  VIBRATION.    NO  NOISE. 

Quite  complete,  Including  Fan  and  Cyclone  Dust  Separator, 
Table  in  front  for  Tools,  etc.,  and  Table  on  top  for  Boots  In  process 
of  finish.   Cheapest  machine  on  the  market. 

Further  Particulars  on  Application. 

In  every  point  which  makes  for  a  high-class 
built  Machine,  the  Supremacy  of  the  "Stand- 
ard" Machines  is  absolutely  unquestioned. 
Price  (with  Vertical  Naumkeag  Attachment)  $140, 

Duty  and  Freight  Paid  to  Hontreal. 

Approx  Weight,  7  cwts,     Space,  5  ft.  8  in.  x  3  ft.    Speed,  1200. 
Pulley  6  in. 


THE  STANDARD  ENGINEERING  CO.,  Ltd.,  Evington  Valley  Rd.,  Leicester,  Eng. 
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This  trade  mark 


-ANTI-SEPf/C 
^  5HOE_ 

ir  1906  1909  £eRsp\?$>, 


means  dry  feet 


This  trade  mark  will  not  of 
itself  keep  out  the  wet — but 
it  is  a  guarantee  that  the 
shoe  on  which  it  appears  has 
been  built  to  exclude  all 
mariner  of  moisture. 

This  mark  has  become  a  real 
guarantee  of  dry  feet,  because 
every  Doctors  Shoe  has  stood 
the  test.  Lack  of  complaints 
shows  lack  of  faults. 


The 

Gibson 

Last 


The 

Orthopedic 
Last 


A  shoe  that  is  strong  on  good 
qualities  and  weak  on  faults  is  the 
shoe  of  general  satisfaction.  It's 
a  shoe  that  you  can  with  clear 
conscience  sell  to  your  customer 
knowing  all  the  while  that  the 
customer  will  be  entirely  satisfied 
and  be  back  for  more. 

In  your  Spring  order  include  a 
good  assortment  of  Doctors  Anti- 
septic Shoes  and  learn  what  a  nice 
profit  can  be  had  from  handling 
real  sensible  shoes. 


The  Tebbutt  Shoe  <&  Leather  Co.,  Limited 

Three  Rivers*  Quebec 
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Dealers  Like  New  Features  in  Selling  Rubbers 

The  Cartoning  of  All  Brands,  Prepayment  of  Freight,  and  Net  Price  Terms  Appeal  to  the  Majority  —  Some  Retailers 
Will  Reduce  Prices  to  the  Public,  but  Others  Declare  Last  Season's  Figures  Should  Prevail. 


During  the  past  few  weeks  shipments  of  rubber  foot- 
wear have  been  sent  out  by  the  various  rubber  manufac- 
turers and  distributing  agencies  to'retailers  in  all  parts 
of  Canada.  In  connection  with  the  sale  of  rubber  shoes 
this  season  new  features  were  introduced  by  some  of  the 
companies,  such  as  the  prepayment  of  freight  on  all 
shipments,  net  price  list  system,  cartoning  the  various 
brands  of  shoes,  and,  in  the  event  of  early  placing  orders, 
assuring  the  retailer  of  any  subsequent  reduction  in  price. 
How  these  features  have  appealed  to  the  retail  trade  is  an 
interesting  problem  just  now,  and  the  views  of  various 
dealers  will  be  read  with  interest. 


Nearly  all  the  companies  this  year  adopted  the  net  price 
system  with  the  usual  discount  of  two  per  cent.,  dating  pay- 
ment, on  all  July,  August,  September  and  'October  shipments  on 
November  ioth;  one  per  cent,  discount  if  paid  on  November 
30th  (and  net  sixty  days  from  first  of  month  following  ship- 
ment, with  darings  given  above). 

The  quotations  on  rubbers  this  season  were,  generally 
speaking,  from  ten  to  fifteen  per  cent,  lower  than  last  year,  and 
it  would  appear  that  several  retail  dealers  will  make  a  reduc- 
tion of  about  ten  per  cent,  in  price  to  the  consumer,  or,  in  other 
words,  that  men's  fine  plain  over,  first  quality,  which  the  pur- 
chaser paid  $i  or  more  for  last  season,  will  be  sold  for  ninety 
cents,  while  second  grades  will  be  retailed  all  the  way  from 
seventy  to  eighty-five  cents.  Women  for  good  croquets  will  pay 
seventy-five  or  eighty  cents,  and  for  second  quality,  sixty-five 
cents,  whereas  figures  last  year  were  from  five  to  fifteen  cents 
higher.  Of  course,  in  various  localities  prices  may  be  lower  or 
higher,  according  to  what  the  people  have  been  accustomed  to 
or  the  conditions  of  competition.  Fine  plain  overs,  that  sold 
last  year  to  the  'retailer  at  seventy-four'  to  seventy-six  cents, 
this  year  were  bought  at  sixty-three  to  sixty-six,  and  women's 
fine  croquets,  which  brought  fifty-seven  and  fifty-eight  cents, 
were  disposed  of  this  season  to  the  dealers  at  forty-eight  and 
fifty  cents.   Corresponding  reductions  were  made  in  oither  grades. 

Sell  Goods  at  a  Profit. 

In  various  cities  of  the  United  'States,  as  well  as  in  Can- 
ada, the  complaint  has  been  made  that  there  is  no  profit  in 
handling  rubbers,  or,  as  one  Ontario  shoe  man  expressed  it,  "On 


the  whole  they  are  a  dead  loss,  without  any  compensation,  for 
selling."  It  would  now  appear  that  :as  the  rubber  season  is  fast 
drawing  near,  and  is  an  important  factor  in  the  leather  shoe 
business  the  retailer  should  receive  a  fair  profit  and  not  handle 
or  invest  his  money  in  goods  without  an  adequate  return.  In 
Rochester,  N.Y.,  where  the  shoe  dealers  have  a  vigorous  asso- 
ciation, they  have  decided  on  a  rubber  price  list  that  will  give 
them  an  average  profit  of  forty  per  cent.  This  may,  perhaps, 
be  a  little  high,  but  the  general  opinion  is  that  rubber  footwear 
should  yield  at  least  thirty  per  cent.,  and  now  that  the  figures 
at  which  retailers  receive  the  goods  are  lower  than  for  some 
years,  shoe  men  throughout  Ontario  and  other  provinces  should 
keep  up  prices  to  what  they  formerly  were,  as,  once  lowered,  it 
will  be  found  extremely  difficult  to  raise  them,  again. 

Every  merchant  should  do  business  on  a  profitable  basis. 
The  public  will  not  thank  him  for  eliminating  his  profits  and 
selling  his  stock  at  little  or  no  margin.  In  Kingston  and  other 
cities  in  Ontario  the  retail  dealers  have  come  to  an  amicable 
understanding  regarding  the  selling  of  rubbers,  and  prices  are 
reasonable  and  uniform.  There  is  no  sense  in  the  slaughter  or 
cut-throat  game.  It  is  short-sighted  and  never  results  in  creat- 
ing a  permanent,  constant  patronage,  which  the  average  retailer 
should  seek  to  strengthen  and  cultivate. 

Looking  for  Big  Business. 

The  J.  S.  Richardson  Co.,  Limited,  Tilbury,  Ont.,  do  not  con- 
sider that  the  general  quality  of  rubber  footwear  this  year 
is  superior  to  that  of  last  season.  They  believe  that  it  is  an 
advantage  to  have  all  grades  cartoned,  and  say  that  the  pre- 
payment of  freight  saves  them  considerable  money.  They  con- 
sider that  the  method  of  the  net  price  list  is  preferable  to  the 
system  of  discounts,  which  formerly  prevailed  and  was  changed 
frequently.  They  add,  "We  believe  it  is  desirable  to  give  early 
placing  orders.  With  respect  to  the  handling  of  one  well-known 
brand  of  tennis  goods,  instead  of  stocking  two  or  three  brands, 
it  makes  practically  no  difference,  only  that  the  stock  looks 
cleaner  with  one  brand.  We  will  lower  the  price  on  rubber 
shoes  this  season,  and  are  looking  forward  to  doing  a  large  busi- 
ness. The  newspapers  made  so  much  of  increased  rubber  prices 
last  year  that  it  had  an  influence  in  curtailing  the  sale." 

Lower  in  Some  Lines  Only. 

Richardson  &  Scott,  of  Seaforth,  Ont.,  declare  that  they 
cannot  tell  whether  the  general  quality  of  this  year's  goods  is 
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up  to  last  year's  until  they  are  worn.  They  do  not  think  it  an 
advantage  to  Have  all  grades  cartoned.  They  favor  the  net 
price  list  system  and  also  early  placing  orders,  providing  they 
are  assured'  of  the  benefit  of  any  subsequent  reduction  in  price. 
They  consider  the  prepayment  of  freight  on  all  shipments  as 
being  a  commendable  feature.  As  to  the  handling  of  one  brand 
of  sporting  goods  instead  of  stocking  several  they  regard  it  as 
an  advantage.  The  Seaforth  dealers  add  that  there  will  be  a 
reduction  in  prices  only  in  some  cases. 

General  Quality  Is  Better. 

Anderson  &  Skinner.  Keene,  Ont.,  say  they  are  selling  some 
rubber  shoes  at  a  lower  price  this  fall,  but  on  the  better  class 
of  -oods  they  are  holding  the  prices  up.  They  think  the  gen- 
eral quality  ahead  of  that  of  last  season,  and  are  decidedly  in 
favor  of  ail  grades  of  rubbers  being  cartoned.  With  respect  to 
the  net  price  list  svstem.  they  say  it  is  easier  work  for  the  mer- 
chant to  mark  his  goods  properly  than  it  was  when  the  plan  of 
discounts  prevailed.  In  conclusion  they  say.  "We  certainly 
think  it  advisable  to  give  early  placing  orders,  and  to  handle 
only  one  well  known  brand  of  tennis  goods." 

Think  Companies  Should  Keep  Stocks. 

Wils  n  &  Bro.  of  Xaoanee,  Ont,  write:  'We  do  not  see 
anv  difference  in  the  general  quality  of  this  year's  rubbers  from 
those  of  lan  vear  and  we  do  not  believe  it  an  advantage  to  have 
all  grades  nrtoncd.  if  it  adds  to  the  cos*.  The  prepayment  of 
-■rei-ht  has  saved  us  money,  and  we  cannot  tell  yet  to  what 
extent  The  net  price  list  system  is  preferable  to  the  method 
of  di>coun*.  as  it  does  not  give  so  much  chance  for  double  deal- 
in-  Respecting  early  placing  orders  we  would  prefer  that  the 
different  rubber  companies  should  keep  a  stock  on  hand,  so  that 
we  could  get  them  as  we  needed  them.  While  prices  have  been 
reduced,  so  that,  in  some  instances,  the  retailer  buys  his  stock 
from  ten  ro  fifteen  per  cent,  cheaper,  we  have  made  a  corre- 
sponding reduction  in  prices  to  the  public.  Finally,  we  may  say 
that  we  have  found  the  handling  of  one  brand  of  tennis,  lacrosse, 
and  other  sporting  shoes  has  its  advantages  over  stocking  two 
or  three  brands.'" 

A  Question  of  Practical  Interest. 

J  McCullv.  of  Elora,  Ont.,  replies:  "I  am  glad  that  you 
are  taking  up  so  many  practical  subjects  and  questions,  and 
cor.skler  that  they  are  very  important  to  the  trade.  1  consider 
that  a  retailer  is  very  foolish  to  drop  the  price  on  rubber  foot- 
wear this  season,  as  lie  may  have  to  raise  it  again,  and  it  is  much 
easier  to  keep  up  the  figure  now.  as  customers  are  not  looking 
for  goods  at  any  lower  price.  I  like  to  place  my  order  for 
rubbers  early,  as  you  know  better  what  you  want  in  this  line  in 
March  than  you  do  in  mid-summer,  and,  with  an  early  placing 
order,  you  generally  get  better  consideration.  I  believe  that 
the  quality  in  this  year's  product  is  superior  to  that  of  last,  but 
I  do  not  deem  it  an  advantage  to  have  all  grades  cartoned.  I 
would  rather  have  them  the  old  way,  with  the  second  grade  in 
bulk.  The  goods  in  cartons  take  up  too  much  room. 
I  had  my  rubbers  sent  this  season  the  old  way,  and 
saved  two  cents  a  pair  on  them.  I  think  I  will  save 
about  five  or  six  dollars  by  having  the  freight  on  all 
shipments  prepaid.  Regarding  prices,  I  would  rather  have  the 
net  price  than  the  discount  system,  as  it  makes  a  more  uniform 
quotation.  I  favor  handling  one  brand  of  sporting  footwear  to 
dabbling  in  two  or  three." 

Likes  Cartoning  of  All  Brands. 

J.  T.  Stenson  &  Sons,  Peterborough,  remark:  "We  will 
sell  plain  overs  and  croquets  at  the  same  figure  as  last  season, 
so  long  as  our  competitors  will  do  the  same,  but  as  soon  as 
there  is  a  cut,  we  will  be  compelled  to  make  it.  We  do  not 
know  whether  there  is  an  improvement  generally  in  this  year's 


goods,  as  we  have  had  only  a  few  shipped  so  far.  We  admire 
the  system  of  cartoning  all  grades,  and  with  respect  to  the  pre- 
payment of  freight,  we  might  say  that  we  have  had  our  freight 
paid  for  years.  We  regard  the  net  price  system,  which  was 
instituted  this  spring,  favorably,  but  do  not  see  that  it  is  much 
of  an  advantage  to  give  placing  orders  in  'March,  (April  or  May, 
for,  if  you  keep  your  stock  fully  insured,  it  takes  all  discounts 
to  pay  your  insurance  on  such  orders.  We  may  add  that  we 
find  the  handling  of  one  brand  of  tennis  goods  as  the  most 
desirable." 

Lower  Figures  in  Stratford. 

Knechtel  &  Co.,  Stratford,  Ont.,  say  that  prices  will  no  doubt 
be  lower  on  men's-  and  women's  first  grade  rubber  shoes  this 
season,  owing  to  reduction  in  price  on  the  part  of  the  factories 
early  this  year.  They  think  it  a  benefit  to  the  dealer  to  have 
all  grades  cartoned,  and  that  the  prepayment  of  freight  feature 
will  save  them  money.  This  firm  also  endorse  the  net  price 
system,  the  early  placing  order  plan,  and  the  handling  of  only 
one  brand  of  sporting  goods,  providing  they  are  well  advertised. 

W.  J.  Thurston,  of  Guelph,  Ont.,  says  :  "I  have  not  received 
my  rubbers  yet  and  therefore  cannot  speak  as  to  quality.  1 
do  not  think  it  is  an  advantage  to  have  all  grades  cartoned.  I 
prefer  net  prices.  I  handle  only  one  brand  of  lacrosse  goods. 
With  respect  to  the  selling  of  rubber  shoes,  the  public  will  re- 
ceive them  at  a  less  figure. 

Prefer  the  Net  Price  System. 

John  Agnew,  Ltd.,  writing  from  Woodstock,  Ont.,  observe 
that  they  have  not  received  enough  of  this  fall's  goods  to  say 
whether  or  not  there  is  an  improvement  in  quality.  They  are 
in  favor  of  placing  all  grades  of  rubbers  in  cartons  and  also 
endorse  the  net  price  system  as  well  as  early  placing  business. 
As  to  whether  they  will  sell  men's  and  women's  goods  at  a  less 
figure  than  last  season  they  say  it  depends  upon  what  others  do. 
They  handle  only  one  brand  of  sporting  shoes. 

H.  Ashplant,  and  Sons,  of  London,  Ont.,  say  they  have  not 
yet  bad  an  opportunity  to  decide  with  respect  to  the  merit  of  this 
year's  rubber  footwear  as  compared  with  that  of  last  year.  The 
placing  of  all  lines  in  cartons  is  favored  by  them,  but  the  pre- 
payment of  freight  has  not  saved  them  any  money,  as  London 
has  always  been  quoted  F.O.B.,  and,  therefore,  shipments  have 
been  so  delivered.  The  net  price  list  is  preferable  to  discount, 
and  early  placing  orders  are  desirable.  They  handle  only  one 
brand  of  sporting  footwear.  The  price  of  rubbers  will  be  lower 
this  winter. 

Must  Try  Them  Out  First. 

C.  J.  Clapp',  Picton,  Ont.,  sends  the  following  communica- 
tion :  "We  cannot  say  yet  what  the  general  quality  of  the  goods 
is  as  they  have  not  been  tried  out.  I  like  the  cartoning  of  all 
rubbers,  and,  while  the  prepayment  of  freight  is  being  borne  by 
the  companies  I  suppose  they  have  added  it  to  the  cost  of  the 
goods.  I  like  the  net  price  list  system.  The  biggest  evil  in 
selling  rubbers  is  that  we  have  not  any  assurance  of  weather 
conditions.  I  do  not  consider  that  it  is  any  advantage  to  handle 
one  well-known  brand  of  tennis  shoes  in  preference  to  stocking 
two  or  three  brands.  Regarding  prices,  we  will  be  governed 
by  what  our  competitors  do." 

Ten  Cents  Less  Per  Week. 

John  C.  Farrell,  of  Grimsby,  contributes  an  interesting 
opinion  on  the  question  of  rubber  selling.  He  says :  "The  goods 
look  about  the  same  as  they  did  last  year,  but  we  have  not  had 
a  chance  to  test  them.  We  believe  that  it  is  desirable  that  all 
grades  of  rubbers  should  be  cartoned,  providing  the  man  has 
the  space  in  his  store.  If  not,  they  are  in  the  way,  and  the 
whole  question  must  depend  upon  circumstances.  The  prepay- 
(Continued  on  page  48) 
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Some  Original  Methods  in  Running  a  Shoe  Store 

Brantford  Retailer  Tells  How  He  Gave  His  Repair  Department  a  Boost— Displays  Nearly  250  Shoes  in  One  Window— A 
Staunch  Opponent  of  Approbation — His  Advice  on  How  to  Buy  Stock  and  Select  Different  Lines. 


There  was  opened  in  the  handsome  Temple  Building  on  Dal- 
housie  Street,  Brantford,  early  this  spring,  a  shoe  store  by  A.  C. 
Clark  under  the  name  of  the  Clark  Shoe  Company.  Before  coming 
to  Canada  Mr.  Clarke  had  a  thorough  and  extensive  experience 
in  the  Old  Country,  where  he  held  many  important  positions  in 
the  largest  boot  establishments  of  London  and  other  leading  centres. 
He  learned  the  business  in  all  its  details,  and  in  his  new  quarters 
he  has  struck  out  on  original  lines  which,  he  declares,  are  meeting 
with  encouraging  success.  Some  of  his  methods  might  be  almost 
described  as  radical,  but  he  is  sticking  to  the  principles  laid  down 
and  they  are  capturing  trade  from  far  and  near. 

The  decorative  scheme  in  the  store  is  white  and  green,  the 


It  is  a  combination  affair — a  show  case  forming  the  front,  which 
is  dressed  from  the  inside  of  the  desk.  The  latter  stands  over 
six  feet  high,  the  same  height  as  the  fixtures  at  the  back  of  the  store, 
but  it  has  glass  all  around  the  top  so  that  it  does  not  obscure  the 
view.  The  moulding  on  the  top  of  the  desk  and  partitions  is 
similar  to  that  on  the  other  woodwork.  The  desk  being  at  the  front 
of  the  store,  and  not  at  the  back,  as  is  usually  the  custom  in  many 
footwear  premises,  insures  every  person  entering  being  attended 
to  promptly,  as  the  cashier  calls  "forward"  at  once,  if  a  clerk  is 
not  at  hand,  and  pleasantly  passes  the  time  of  day. 

The  general  remark  of  the  stranger  on  entering  is  "You  have 
a  fine  store  here."     The  effect  is  certainly  inviting,  and  the 


An  interior  view  of  the  Clark  shoe  store,  Brantford,  Ont. 


depth  of  the  premises  being  140  feet.  All  the  woodwork  is  of  white 
enamel  except  the  top  of  the  counters,  the  back  of  the  windows, 
the  chairs,  tables  and  ladders,  and  these  are  all  of  polished  oak. 
The  floor  is  covered  with  green  velvet  pile  rugs,  and  the  wall  paper 
above  the  fixtures  is  of  green  to  correspond.  The  chairs  in  the 
men's  department  are  of  the  turn-up  seat  kind,  and  are  arranged 
back  to  back  down  the  middle  of  the  store.  In  the  women's  de- 
partment they  are  upholstered  in  leather.  The  fittings  are  arranged 
to  take  two  cartons  and  five  across,  and  at  every  fifth  section  there 
is  a  plate  glass  mirror,  seven  feet  high  and  two  and  a  half  feet  wide, 
placed  exactly  opposite  each  other.  About  thirty  feet  from  the  rear 
of  the  store  the  counters  abut  out  from  the  fittings  to  the  middle, 
and  on  top  of  each  is  a  mirror  coming  up  with  the  level  of  the  eye. 
A  brass  rail  runs  across  from  the  top  of  each  of  these  and  carries 
a  green  plush  curtain  to  match  the  carpet.  Behind  this  the  shipping 
is  done. 

Right  up  at  the  front  of  the  establishment  is  a  large  desk. 


decorations  simple  but  restful  and  pleasing. 

Reading  Matter  for  Repair  Patrons. 

From  the  centre  of  the  store  a  broad  stairway  leads  down  to 
the  basement  where  an  up-to-date  complete  repair  department 
is  maintained.  Over  the  staircase  there  is  a  sign,  "Repairs  by 
electricity  by  factory  method:  Inspection  invited."  The  opera- 
tion of  the  Goodyear  stitcher  and  finishing  outfit  may  be  seen  from 
the  street  through  the  windows  below  the  plate  glass  front.  The 
Clark  Shoe  Co.  emphasize  the  fact  that  repairs  are  made  while 
you  wait.  There  are  several  chairs  and  tables  in  the  basement 
with  papers  and  magazines  for  customers  to  read  while  their  foot- 
wear is  being  attended  to. 

"Does  your  repair  department  pay?"  was  asked,  and  "  How 
do  you  make  known  its  possibilities?" 

"Well,"  answered  Mr.  Clark,  "when  I  started  I  had  a  half 
page  advertisement  in  the  Brantford  daily  papers,  and  then  we  sent 
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out  over  five  thousand  typewritten  letters.  The  first  week  after 
our  machines  were  installed  our  receipts  were  over  forty  dollars 
in  the  repair  department,  and  the  income  has  been  jumping  up 
ever  since.  Our  only  advertising  now  for  this  branch  is  good  work 
and  attention  to  detail.  Repairing  is  worth  while  if  you  have  the 
space  and  the  will  to  make  it  a  success.  I  may  mention  in  the 
circulars  or  letters  which  I  sent  out,  there  was  a  private  post  card. 
Here  is  one  of  them.  You  can  see  what  was  said."  On  one  side 
which  bore  the  address  of  the  company  was  the  cut  of  a  modern 
shoe  repairing  outfit  and  the  words,  "We  want  your  trade."    "  Mod- 


The  repair  department  of  the  Clark  store. 

era  Shoe  Repairing,"  "Why  buy  new?    We  make  old  shoes  new  at 
a  low  figure."    On  the  reverse  side  was  the  following: 
To  the  Clark  Shoe  Co. 
Gentlemen : — 

Please  instruct  your  porter  to  call  at  

for  shoes  to  be  repaired. 

X.B. — Please  put  x  in  front  of  what  you  require  done  to  them, 
thus,  half  soles,  sewn— X — 85c,  and  please  deliver  them  at  same 


address  by  ■  and  oblige, 

Signed  

Price  List. 

Men's  Half  Soles,  sewn   85c 

Men's  Half  Soles,  Nailed   65c 

Men's  Leather  Heels   2SC 

Men's  Military  Heels   35c 

Men's  Rubber  Heels   ,  5<>c 

Woman's  Half  Soles,  sewn   65c 

Woman's  Half  Soles,  nailed   45c 

Woman's  Leather  Heels   2°c 

Woman's  Military  Heels   5°c 

Woman's  Rubber  Heels   4oc 

Girl's  sizes,  from  10 — 2,  nailed   50c 

Boy's  Soles  and  Heels,  nailed  ".   65c 


Patches  from  10  cents  up,  according  to  size. 

All  Cash — No  Approbation. 

"Do  you  do  a  strictly  cash  business?"  was  the  next  question 
asked,  "and  what  have  you  to  say  of  approbation?" 

"We  do  not  give  credit  of  any  kind"  was  the  reply,  "there- 
fore we  cannot  grant  any  approbation  trade  as  it  leads  to  credit 
very  frequently.  You  cannot  get  everything  and  as  we  only  expect 
a  share  of  the  business  in  our  city,  we  are  quite  satisfied  to  let  the 
other  fellow  have  the  approbation  trade  and  credit  patronage, 
if  there  is  any.  Since  we  have  been  in  business  we  have  not  lost 
any  trade  through  not  giving  credit  or  sending  out  goods  on  appro- 
bation.   Occasionally,  being  new,  we  have  been  'tapped,'  as  it 

.  but  we  have  usually  been  able  to  get  along  without  much 
explanation.  If  the  worst  comes  to  the  worst,  we  explain  why 
we  cannot  yield  to  requests  for  goods  on  approval.  That  is,  we  could 
not  sell  at  the  prices  we  do.  We  would  have  to  charge  more  to 
make  up  for  the  parties  who  do  not  pay,  and  as  999  out  of  every 


1 ,000  people  can  tell  how  many  loaves  make  five.  They  show  their 
appreciation  by  sitting  down  and  being  fitted,  and  pay  their  cash. 
Look  at  those  mottoes:  'Goods  not  approved  of  will  be  exchanged 
or  money  returned.'  and  'Inspection  respectfully  solicited;  no 
obligation  to  buy.'  " 

236  Shoes  Displayed  in  a  Window. 

"Your  windows  are  very  much  crowded.  I  suppose  in  one  of 
them  alone  there  must  be  about  250  odd  shoes  shown.  I  would 
really  not  know  which  pair  to  select  in  such  a  bewildering  assort- 
ment. Why  do  you  not  exhibit  fewer  lines,"  inquired  the  Shoe 
and  Leather  Journal. 

"You  are  a  fairly  accurate  guesser.  Perhaps  you  counted 
those  shoes  before  coming  in,"  rejoined  Mr.  Clark.  "As  a  matter 
of  fact  there  are  236  odd  shoes  displayed  in  that  window — no  two 
alike — and  what  is  more,  every  one  has  a  price  ticket  on  it." 

"What  is  your  idea — trying  to  make  a  stock  room  of  your 
window?  " 

"Not  a  bit  of  it,  and  I  do  not  agree  with  some  of  the  articles 
appearing  in  your  paper  on  window  dressing.  I  do  not  think 
that  the  maxim  of  showing  only  a  few  shoes  is  good  advice  for  the 
average  small  retailer." 

"Why!  You  differ  in  your  views  from  the  great  majority 
of  window  trimmers  that  I  have  met.    You  must  have  a  reason." 

How  Displays  are  Arranged. 

"I  have,  and  now  that  you  have  me  going  on  the  subject 
of  window  decoration,  to  which  I  have  devoted  considerable  study, 
I  will  tell  you.  I  am  in  favor  of  a  large  display.  I  think  nothing 
of  showing  from  200  to  300  different  styles  in  one  window,  and  every 
shoe  can  be  seen  all  round.  I  do  not  believe  in  jamming  shoes 
together  so  that  only  a  part  of  the  shoe  is  seen.    If  windows  are 


At  work  in  the  shipping  department. 

any  good  for  drawing  trade,  one  shoe  is  likely  to  suit  only  one  man 
out  of  twenty  who  look;  the  other  nineteen  go  to  the  next  store 
to  see  if  they  have  on  show  what  they  want,  (perhaps  this  applies 
more  to  ladies).  Sometimes  I  may  vary  my  window  by  showing 
all  oxfords,  or  all  slippers,  and  even  all  one  line,  or  perhaps  three  lines. 
I  change  my  windows  once  every  two  weeks,  and  I  never  dress  them 
twice  alike. 

"I  have  seen  windows  of  smart  up-to-date  stores  with  expert 
window  dressers,  and  you  could  look  at  these  windows  for  twelve 
months  and  never  know  they  had  been  changed.    The  exploded 
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idea  of  showing  a  few  shoes  in  the  bottom  of  the  window, — say 
twenty — all  on  a  last  suitable  for  the  'young  fellow'  is,  I  think, 
a  mistake.  This  window  appeals  only  to  a  certain  class ;  you  must 
dress  your  window  to  catch  everybody.  I  have  proved  it  over  and 
over  again  that  a  plain  toe,  no  cap  bal.  is  more  likely  to  draw  a 
customer  than  a  dozen  nifty  lines." 

Proper  Way  to  Show  Shoes. 

"Every  shoe  in  the  window  should  be  shown  in  the  same 
position  as  a  cut  is  printed,  showing  the  outside  of  the  shoe,  and,  if 
on  a  shelf,  one  or  two  feet  above  the  level  of  the  eye,  the  shoe 
should  be  raised  at  the  back  to  bring  it  within  focus  of  the  eye.  The 
human  optic  has  a  very  wide  lens,  and  there  is  no  need  to  put  every 
shoe  on  a  level  with  it  (only  for  near  sighted  people)  .Every  shoe  should 


Imposing  front  of  the  Clark  shoe  store. 


be  properly  padded  out  to  look  as  if  it  had  a  last  in,  but  the  leg 
and  ankle  should  be  quite  flat,  not  round  as  when  the  foot  is  in, 
because  directly  the  human  foot  gets  into  a  shoe,  it  is  pushed  out 
of  shape.  The  idea  is  to  make  it  look  as  the  customer  would  like 
it  to  look, — not  as  it  will  look. 

"Asking  a  retailer  to  show  twenty  styles  when  he  perhaps 
has  three  or  four  hundred,  which  he  has  bought,  thinking  they  are 
good  value  and  likely  to  be  wanted  by  the  public,  is  like  asking 
a  traveler  to  leave  130  of  his  samples  at  home  and  bring  down 
six  in  his  grip;  therefore,  I  thoroughly  believe  you  cannot  show 
too  many  lines — that  is,  if  you  do  it  without  jamming  them  all 
up  together  so  that  nothing  can  be  seen.  Get  all  you  can  in  your 
display  window;  that  is  what  it  is  for,  providing  you  get  every 
shoe  displayed  so  that  it  can  be  seen  without  the  chance  customer 
having  to  crane  his  neck,  or  look  round  a  corner  to  see  what  is  there. 

"  In  your  desire  to  make  your  display  look  attractive  and  pretty, 
do  not  think  that  every  pedestrian  is  an  art  critic.      My  remarks 


are  for  the  small  retailers'  requirements.  For  a  large  department 
store  the  requirements  are  different,  and  what  suits  one  store 
does  not  suit  another.  It  is  hard  to  say  which  is  best,  but  it  should 
not  be  difficult  for  a  good  window  dresser  with  taste  and  the  proper 
fittings  to  display  200  different  styles  in  a  window  10  feet  slope 
and  4  feet  front,  or  vice  versa,  and  then  not  have  it  crowded.  Why 
waste  room  showing  the  pair  of  shoes?  Everybody  knows  they  get 
two  shoes  for  a  pair.  How  a  window  of  this  size  with  about 
twenty  pairs  of  shoes  stood  in  like  soldiers  without  a  price  ticket 
on,  and  a  few  cards  boosting  some  manufacturer's  lines  can  draw 
customers  beats  me." 

Buying  Ranges  of  Goods. 

"What  are  your  views  on  buying?  Do  you  believe  in  handling 
the  makes  of  several  firms,  or  as  few  as  possible?" 

"Well,  your  article  in  a  recent  edition  headed,  'Buying  Piece- 
meal,' contained  some  good  advice,  which  should  be  useful  to 
many  retail  merchants,  although  a  small  man  cannot  always  keep 
to  this  rule,  even  if  he  has  a  mind  to,  for  various  reasons.  I  cer- 
tainly believe  in  buying  from  as  few  people  as  possible,  and  if 
I  can  cut  a  firm  out,  I  look  upon  it  as  good  business  done,  always, 
of  course,  being  sure  that  I  do  not  'graze  my  knuckles'  in  doing 
so.  Now,  experience  teaches  me  that  it  is  almost  impossible 
to  do  a  good  business  in  small  towns  with  buying,  as  you  say,  all 
men's  oxfords  from  one  man.  My  idea  is  to  buy  a  range  of  stuff 
from  one  firm,  the  firm  that  experience  teaches  is  the  best  on  that 
particular  range.  For  instance,  I  would  not  buy  my  $3.50  and 
$4.00  shoes  from  the  same  firm  that  I  would  buy  my  $5.00  shoes  from, 
for  you  must  get  out  of  one  factory  into  another  to  get  a  different 
style.  When  a  man  handles  any  firm's  goods  he  does  not  want 
to  be  told  who  makes  it.  Nearly  every  manufacturer  has  his 
style  stamped  on  every  shoe  he  makes,  no  matter  what  price,  and 
no  manufacturer  in  the  world  can  excel  on  all  kinds  and  all  prices, 
and  in  women's  and  children's  goods,  as  some  try  to  do.  With 
careful  study  you  can  find  where  a  manufacturer  excels." 

The  Clark  Shoe  Co.  do  a  wholesale  business,  being  sole  distribut- 
ing agents  in  Canada  for  the  Arthur  A.  Williams  (Holliston,  Mass.) 
shoes  for  working  men,  handling  in  all  eighty  different  lines  which 
are  represented  by  travelers  in  every  province.  No  other  lines 
are  wholesaled  by  the  firm.  Mr.  Clark  is  a  liberal  advertiser, 
both  in  the  daily  press  and  by  means  of  dodgers.  Prices  are  given 
in  the  reading  matter,  which  is  characterized  by  vim  and  snap, 
and  the  fact  laid  down  that  callers  are  always  welcome  and  under 
no  obligaticn  to  buy. 


Just  Take  Stock  of  Yourself 

You  may  think  that  you  will  never  amount  to  mu:h  and  at 
times  grow  discouraged  a,s  a  shoe  clerk.  All  men  get  or  have 
had  that  feeling  at  times,  and  the  chief  thing  to  remember  is,  do 
not  let  this  uncomfortable  conviction  overcome  you.  Banish  it 
by  action,  thought,  energy  and  initiative.  Be  on  the  lookout, 
study  your  customers,  learn  all  you  can  about  the  shoes  you 
sell,  the  way  the  stock  is  kept,  the  tastes  of  the  public,  and  the 
reading  of  'human  nature,  which,  after  all,  is  a  great  study. 
Nearly  all  of  us  get  the  blues  at  times.  Many  things  affect 
them.  Prove  yourself  a  man  by  throwing  them  off.  Do  not 
let  the  dump's  haunt  or  down  you.  Which  is  master — you  or 
your  feelings?  Be  more  than  a  clerk  or  server.  Be  a  salesman 
and  demonstrate  the  'fact  that  you  are  one.  Do  not  take  it  out 
in  merely  thinking.  It  has  been  well  said  that  the  ability  of  a 
clerk  to  make  sales  above  the  actual  demand  is  the  gauge  for  the 
size  of  his  pay  'envelope.  Remuneration  in  all  large  estab- 
lishments is  generally  based  on  this,  and  the  test  seems  a  fair 
one.  In  homely  phraseology,  the  man  who  gets  in  the  money 
or  imiakes  it  for  the  firm,  is  the  one  who  should  corrall  the  big- 
gest salary.  You  may  be  low  in  the  scale  to-day,  but  brace  up. 
There  is  no  reason  why  you  should  not  become  a  top  notcher. 
Use  your  head  and  your  will  power.  Instead  of  supplying  only 
the  shoes  asked  for,  make  an  effort  to  dispose  of  other  lines. 
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Employing  Lady  Clerks  in  the  Shoe  Store 

Are  They  More  Efficient  and  Painstaking  in  Selling  Female  Goods  Than  Men? — Some  Women  Insist  on  Being 
Served  by  Salesmen— Retailers  Seem  Generally  to  Prefer  Male  Help  in  All  Branches. 


"Yes,  I  find  that  lady  clerks  in  the  shoe  store  have  their 
advantages,  but.  if  I  had  to  make  a  choice  between  saleswomen 
and  salesmen.  I  would  give  preference  to  the  latter  every  time." 
So  spoke  a  Hamilton  retailer  die  other  day,  when  discussing, 
with  a  representative  of  the  Shoe  and  Leather  Journal,  the 
question  of  help  in  the  average  store. 

'"Now,"  he  proceeded,  "why  do  you  not  take  up  that  topic 
in  your  paper.  I  see  that  you  are  devoting  considerable  atten^ 
tion  to  other  themes  and  from  them  I  have  derived  many 
pointers.  I  have  no  prejudice  against  ladies  in  a  shoe  store, 
but  I  know  some  dealers  who  have,  and  they  say  that  they 
■would  not  engage  a  woman  even  if  they  had  to  do  without 
help.  They  give  various  reasons,  but  I  do1  not  agree  with  their 
conclusions.  I  have  always  had — at  least,  for  a  number  of  years 
— the  assistance  of  competent  women  in  my  ladies'  department. 
I  recognize  there  are  many  things  which  a  man  does  around 
the  premises  that  you  could  not  ask  a  female  to  do,  and,  as  1 
said  before,  men  are  the  more  serviceable  and  useful.  But  two 
or  three  ladies  are  the  complement  of  an  efficient,  bright,  sell- 
ing force." 

Winners  in  Salesmanship  Contests. 

A  progressive  firm  in  Stratford,  who  employ  ladies  in  their 
establishment,  are  well  satisfied  with  the  experience.  "I  do,  not 
see  why  you  are  inquiring  into  this  question  so  minutely,"  re- 
marked the  proprietor.  "All  you  have  to  do  is  to  look  over  the 
salesmanship  contests,  which  your  journal  is  conducting  from 
month  to  month,  for  the  best  selling  stunts,  and  you  will  notice 
that  a  fair  sh^re  of  the  awards  have  gone  to  women,  showing 
conclusively  that  they  possess  ability,  resource,  tact  and  talent." 

Some  large  Brantford  houses  employ  lady  clerks,  and  find 
that  the  result  is  satisfactory.  "Of  course,"  said  one  retailer, 
"we  do  not  expect  them  to  wait  on  men,  but,  in  looking  after 
the  footwear  requirements  of  women,  they  give  good  service, 
and  some  arc  experts  in  analyzing  and  explaining  the  makes  and 
different  kinds  of  shoes,  and  they  are  also  skilled  fitters.  Our 
women's  department,  as  well  as  our  children's,  is  practically 
managed  by  our  female  help." 

Men  the  Best  for  All  Purposes. 

"It  i-  all  a  matter  of  taste  and  what  you  have  been  accus- 
tomed to,"  asserted  the  manager  of  a  big  Toronto  house  which 
does  a  high  class  trade.  "We  would  employ  female  help  if 
we  had  bargain  tables  or  special  sales  of  jobs  where  women 
could  hand  out  the  goods,  but,  with  us,  we  prefer  men,  as  we 
consider  they  are  better  salesmen,  and  most  women  rely  more 
on  the  judgment  and  the  opinion  of  a  man  in  costly  footwear 
thj.»i  they  do  on  one  of  their  own  sex.  We  have  no  feeling  in 
the  matter,  but  our  policy  has  never  been  to  hire  women.  We 
engage  men  and  pay  them  a  liberal  salary,  and  we  think  that 
we  attain  better  results." 

In  the  departmental  stores  in  Toronto,  Hamilton,  Montreal 
and  other  large  cities,  lady  shoe  clerks  are  seen  in  large  numbers, 
and  a  departmental  manager  observed  that  he  could  find  no 
faul;  with  them.  "To  be  sure  we  secure  some  very  inefficient 
help  in  rhe  women's  department,  but  even  men  who  say  they 
have  years  of  experience,  when  applying  to  us  for  a  job,  turn 
out  no  better  in  many  inslances." 

The  Freaks  of  Some  People. 

Prom  inquiries  made  from  travelers  it  is  learned  that  only 
about  one  quarter  of  the  retail  shoe  sVircs  of  Canada  engage 
•  m  n  as  clerks.    "Now,  there  is  a  reason  for  this,"  said  a 


Kingston  merchant  when  discussing  the  proposition.  "Every 
retailer  likes  to  make  all  the  money  he  can.  In  these  days 
of  close  prices  and  keen  competition  it  is  necessary  to  keep  ex- 
penses down  to  the  lowest  notch  in  the  shoe'  line  as  well  as 
every  other.  I  can  afford  to  pay  only  four  clerks,  and  they 
a,re  men.  I  can  use  their  services,  in  many  ways  which  I  could 
not  those  of  women.  They  will,  in  an  emergency,  help  to  hustle 
packing  boxes,  unpack  goods,  and  sweep  out  if  necessary.  They 
dust  and  perform  many  other  tasks  which  you  could  not  ask 
a  woman  to  do.  I  think  men  are  better  stock  keepers  and  are 
steadier  ,  and  more  reliable.-  I  have  never  known  a  woman  cus- 
tomer refuse  to  allow  a  man  to  wait  on  her,  but,  when  I  em- 
ployed ia  lady  clerk  or  two,  I  have  known  many  women  to  wait 
until  a  male  clerk  was  disengaged,  as  they  said  that  they  pre- 
ferred to  have  a  man  serve  them.  They  valued  his  decision 
more  and  thought  he  understood  the  art  of  fitting  to  a  greater 
degree  and  was  not  so  fussy  and  talkative." 

Men  Are  More  Serious. 

A  shoe  man  in  another  city  of  Western  Ontario,  when  asked 
for  his  views,  was  not  afraid  to  express  them,  although  he  re- 
quested, like  nearly  all  the  others,  when  talking  over  this  deli- 
cate subject,  that  his  name  and  not  even  his  city  be  mentioned. 
It  may  be  remarked  that  this  deader  is  a  confirmed  bachelor, 
and  some  of  the  young  ladies  of  the  place  intimate  that  he  is 
a  woman  hater.  Be  this  as  it  may,  his  views  against  the  em- 
ployment of  female  help  in  his  store  are  emphatic.  "I  have 
no  prejudice  against  women,"  he  added,  "but  a  shoe  store  is 
no  place  for'  them.  They  have  just  as  legitimate  a  right  to  make 
a  living,  and  a  good  one  too,  as  men  have,  but  here  is  no  arena 
for  them  any  more  than  a  hardware  store.  A  shoe  establish- 
ment is  not  a  dry  goods  or  notion  store ;  neither  is  it  a  millinery 
nor  ice  cream  shop.  What  would  you  think  of  a  man  who  at- 
tempted to  tell  women  what  they  should  wear  in  the  line  of 
head  gear  and  sought  to  satisfy  the  freaks  and  whims  of  femin- 
inity? 

"A  lady  never  seems  to  grasp  the  details  of  the  shoe  busi- 
ness any  more  than  a  man  can  fathom  the  shapes,  styles,  mater- 
ials and  fabrics  that  enter  into  those  wonderful  creations  with 
which  women  adorn  (?)  their  heads.  They  will  not  learn  about 
lasts,  leathers,  patterns,  welts,  turns,  insoles,  and  the  inner 
workmanship  of  a  shoe  like  an  enterprising  and  enthusiastic 
salesman.  They  have  not  the  same  patience  with  a  customer, 
and  will  go  only  to  a  certain  point;  then,  if  too  many  questions 
are  asked  or  caprices  given  vent  to  on  the  part  of  a  female  pat- 
ron, they  will  seek  to  impress  the  caller  with  that  feeling,  Well, 
I  am  just  as  good  as  you  are.  You  needn't  put  on  airs.  You 
were  just  a  saleswoman,  yourself  before  you  married  that  dub 
of  a  husband  of  yours,  who  happened  to  have  a  little  money.' 

"Then  a,  lady  clerk  will  get  chummy  with  some  of  the  boys 
in  the  store  and  idle  away  time  in  gossip  or  flirtation.  Perhaps 
she  is  not  able  to  reach  a  shoe  on  one  of  the  higher  shelves, 
and  she  will  look  around  and  exclaim,  ''Mr.  K— ,  will  you  please 
get  me  down  that  pair  of  patent  oxfords,  No.  876.  I  really  can- 
not reach  them.'  Then,  Mr.  K — ,  anxious  to  oblige,  is  perhaps 
waiting  on  the  lady  friend  where  he  should  be  waiting  on  the 
public.  You  cannot  control  women  assistants  like  you  can  men. 
They  take  too  much  time  for  dinner,  often  get  down  late,  and 
are  poor1  stock  keepers.  That  has  been  my  experience.  As  for 
me,  give  me  men  every  time — in  the  shoe  store." 

Salesladies  Please  Mothers. 

"Oh,  yes,  we  employ  several  ladies  or  'business  girls,'  as 
they  call  themselves,"  remarked  another  merchant,  when  asked 
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for  his  ideas.  "I  think  in  a  children's,  department  they  are 
perhaps  superior  to  men,  as  they  know  how  to  humor  and  amuse 
the  little  ones,  and  this  pleases  the  mother.  If  Johnny  is  asked 
how  old  he  is  and  told  he  is  a  fine  big  boy  for1  his  age,  and 
Susie  informed  that  she  has  pretty  curls  and  such  a  sweet  smile, 
that  wins  the  'way  to  the  mama's  heart  at  once.  But  .outside  of 
this  branch  of  the  business,  I  prefer  men.  I  know  here  that  a 
lalrge  number  of  our  women  patrons  will  ask  to  be  served  by  a 
man,  probably  one-third.  Others  would  juis't  as  soon  be  at- 
tended to  by  one  of  their  own  sex.  But,  a  man  will  not  have 
a  woman  wait  on  him.  The  other  day  a  young  fellow  who 
buys  six  and  seven  dollar  .shoes,  entered  the  door,  and,  all  the 
other  clerks  being  busy,  a  lady  stepped  up.  He  excused  him- 
self a  moment,  saying  that  he  wanted  to  speak  to  ime.  When 
he  caught  me  in  the  back  of  the  shop,  he  remarked  rather  irri- 
tably, 'I  want  a  man  to  look  after  my  wants.  I  desire  to.  see 
some  of  your  button  oxfords  in  .gunmetal.  I  will  have  no 
woman  fussing  around  my  feet.'  On  the  other  hand,  I  have 
never  known  a  woman  to  insist  thait  a  woman  wait  on  her." 

The  Fastidious  All  Alike. 

"Which  would  I  rather  sell — a  woman  or'  a  man?  Well,  to 
tell  you  the  truth,  there  is  not  much  difference.  When  you  get  a 
fussy,  pernickety,  know-it-all,  supercilious  individual  of  the  male 
type,  he  is  a  'pippin.'  Excuse  the  slang,  but  he  is  harder  to 
please  and  .fit  than  even  the  most  peevish  or  haughty  woman. 
To  tell  you  the  truth,  there  is  not  much  difference  in  the  fas- 
tidious class.  The  most  tantalizing  customer  is  one  who  has 
no  decided  or  definite  opinion  of  what  he  or  she  wants.  You 
cannot  satisfy  such  a  person,  and  it  severely  tries  both  your 
patience  and  temper.  On  the  other  hand,  sales  folk  have  their 
faults.  A  great  mistake  is  for  them  to  seek  toi  convey  the  im- 
pression that  they  know  it  all.  It  is  a  prudent  policy  to  lead 
the  customer,  and.  to  give  him  or  her  credit  for  a  certain 
amount  of  knowledge,  judgment,  and  common  sense.  This 
trying  to  foist  your  views  down  tlhe  throat  of  another  will  not 
answer.  You  cannot  force  people  to  do  just  what  you  want 
them  to  do.  You  know  the  old  aphorism,  'You  can  lead  a 
horse  to  water,  but  you  cannot  make  him  drink.'  Lead  or 
direct  the  customer ;  do  not  drive  or  stampede." 

Are  Women  Too  Talkative. 

"The  reason  that  I  do.  not  employ  lady  clerks  in  the 
women's  department,"  quoth  an  Ottawa  shoe  man,  "is  because 
they  take  too  much  time  in  small  chatter.  They  will  often 
switch  from  the  subject  in  hand  and  get  talking  on  gowns,  hats, 
teas,  and  operas.  While  this  is  not  an  objectionable  topic  if 
you  sell  hosiery,  it  does  not.  count  materially  in  disposing  of 
shoes.  If  you  conduct  a  hosiery  branch  well  and  good,  employ 
lady  helpers  by  all  means;  but  if  you  do  not,  then  the  average 
retailer  should  not  engage  them.  You  may  get  women  clerks 
a  little  cheaper  than  .men,  but,  in  the  end,  I  doubt  if  they  will 
make  as  many  sales,  and  sales  are  what  count." 

A  retailer  in  Perth,  Out,  says  that  he  employs  only  one 
clerk,  and  that  he  can  use  him  in  both  the  men  and'  women's 
footwear,  whereas,  if  he  had  only  a  lady  assistant,  she  would 
not  be  able  to  attend  to  laborers,  who  desire  heavy  boots. 
"Thus  the  value  oif  her  services  would  be  discounted  in  my 
business  almost  fifty  per  cent.  I  think  this  is  the  real  reason 
why  more  women  aire  not  found  inside  shoe  stores.  If  you  have 
counters  it  is  different.  Very  few  retail  stores  have,  and  women 
are  at  a  disadvantage.  In  a  general  store  or  dry  goods  em- 
porium, where  they  stay  behind  the  counter,  it  is  all  right  to 
hire  women  as  shop  help,  but  things  and  conditions  are  not 
the  same  in  an  average  shoe  shop." 

Girls  are  Good  Buyers. 

"Selling  shoes  is  a  man's  work  and  not  intended  for 
women,"  writes  a  Guelph  merchant.    Another  business  man  in 


the  same  city,  who  conducts  a  woman's  department,  never  has 
had  a  man  in  charge.  The  young  lady  who  has  been  with  him 
for  years  'does  all  the  buying,  and,  with  one  or  two  girls,  makes 
the  department  pay  handsomely. 

Thus  opinions  differ,  and  this  is  a  question  which  will  largely 
have  to  be  determined  by  individual  circumstances  and  the 
respective  requirements  of  each  store.  As  a  Portage  Avenue 
dealer  in  Winnipeg  remarks  :  "The  'help  problem  is  one  that 
you  must  govern  yourself.  You  can  doubtless  find  capable 
clerks,  both  male  and  female — persons  who  take  their  vocation 
seriously,  seek  to  improve  themselves,  and  establish  a  strong 
personal  relationship  with  your  trade.  It  requires  as  much 
tact,  talent,  study,  and  cultivation  to  become  an  alert  and 
aggressive  retail  shoe  clerk  as  it  does  in  any  other  line.  You 
must  recognize  this  fact  before  condemning  lady  assistants,  that 
it  is  the  woman  in  every  house  who  does  three-fourths  of  the 
buying  of  •footwear,  and  seek  to  please  her.  The  two  mon- 
strosities that  a  retailer  has  to  encounter  is  the  man  who  wants 
to  buy  the  shoes  for  his  wife,  and  the  wife  who  thinks  she  is 
the  only  person  entitled  to  purchase  the  footiwiear  for  her 
spouse.  We  often  would  like  to  see  such  callers  go  by  the  door, 
as  they  ask  for  approbation,  every  sort  of  question,  etc.  Most 
persons  can  buy  to  suit  themselves,  but  they  cannot  satisfy 
others.  They  are  foolish  to  attempt  it.  In  certain  cases  it  may 
be  imperative,  but  in  the  vast  majority,  it  is  not.  If  you  think 
it  is  easy  just  you  try  the  simple  experiment  of  putting  another 
man's  hat  on  his  head.  You  cannot  do  it  to  satisfy  him.  He 
will  have  to  give  it  a  little  twist,  pitch  or  tilt  before  it  feels 
comfortable  and  sets  right.  How,  then,  .can  one  adult  buy 
suitable  and  satisfying  footwear  for  another?" 


My  Lady  and  Her  Footwear  Ideas 

"Yes!  the  shoe  business,  like  all  other  lines,  has  its  draw- 
backs," remarked  a  retailer  in  an  Ontario  town  when  discussing 
things  in  general.  "I  wish  to  give  voice  to  a  complaint  through 
your  paper.  I  do  not  know  whether  or  not  the  same  fault  can  be 
attributed  to  women  in  other  places  as  here.  There  is  a  sort  of 
mania  prevalent  among  the  feminine  residents  of  this  town  for 
cheap  shoes.  Now  a  shoe  is  subject  to  greater  strain  than  any  other 
article  of  apparel,  yet  how  many  persons  forget  this.  They  wear 
shoes  fully  fourteen  or  fifteen  hours  a  day  in  all  kinds  of  weather 
and  subject  them  to  much  tension  and  stress.  I  find  that  here  the 
average  female  does  not  want  to  give  over  two  and  a  half  or  three 
dollars  for  a  pair  of  shoes.  She  thinks  that  she  should  get  excep- 
tional value  and  quality  at  this  figure.  She  cannot  do  it.  She  will 
pay  all  the  way  from  twenty  to  fifty  dollars  for  a  new  fall  suit 
and  from  seven  to  fifteen  dollars  or  more  for  a  stylish  hat.  The 
last  thing  she  thinks  of  procuring  is  footwear.  Her  money,  call  it 
her  allowance  if  you  will,has  by  this  time  been  pretty  well  exhausted. 
She  comes  in  the  store  and,  if  we  show  her  goods  at  four,  five  and 
six  dollars,  that  we  know  will  meet  every  requirement,  she  com- 
plains about  the  high  quotation  and  wants  the  most  attractive 
and  dainty  creations  at  about  half  this  price.  If  the  shoes  do  not 
wear  then  we  generally  hear  about  it.  Now,  shoddy  footwear  will 
give  fairly  good  satisfaction  in  the  summer  time  when  everything 
is  dry,  but  with  the  fall  rains  coming  on,  a  boot  of  the  cheaper  var- 
iety soon  goes  to  pieces  under  the  trying  exposure,  and  she  cannot 
understand  it.  People  forget  that  a  shoe  has  to  do  more,  is  worn 
more,  and  expected  to  last  longer  than  any  other  portion  of  their 
habilatory  outfit,  yet  they  are  not  willing  to  pay  a  decent  price  in  this 
town.  It  would,  perhaps,  be  well  for  the  retailers  to  point  this 
out  plainly  to  some  of  their  lady  customers  who  are  too  prone  to 
kick  and  blame  the  shoeman  for  many  shortcomings.  Yes,  sir, 
a  lot  of  education  is  required  to  make  some  women  understand 
the  points  and  construction  of  a  shoe  and  wherein  the  difference 
lies  in  value,  material  and  workmanship." 


Quality  the  One  Foundation  on  Which  to  Build 

How  Stocking  Only  Cheap  Lines  of  Shoes  Nearly  Ruined  a  Dealer's  Trade — Prices  May  Attract  for  a  While 
but  Not  for  Long  if  Value  is  Lacking — Some  Valuable  Pointers  For  Retailers. 

By  WM.  BRYANS 


I  propose  to  tell  how  I  built  up  a  nice  trade  in 
boots  and  shoes,  my  method  of  procedure,  the  diffi- 
culties with  which  I  had  to  contend,  and  how  I  attempted 
to  overcome  them.  I  might  say  right  at  the  very  start 
that  a  substantial  trade  in  boots  and  shoes  is  built  up 
as  every  business  is,  only  by  genuine  determined  effort. 
I  would  also  like  to  lay  emphasis  on  another  phase  of 
the  trade,  that  quality  goods  are  essentials  if  the  dealer 
hopes  to  build  up  a  trade  that  will  last. 


I  was  conducting  a  general  store  in  a  railway  town  in 
Eastern  Ontario,  but  had  never  carried  boots  and  shoes.  I  had 
always  had  the  belief  that  dead  stock  from  frequently  changing 
styles  and  the  varied  desires  of  customers  cut  away  the  best 
portion  of  the  profit.  This  I  have  since  found  to  be  true  unless 
the  business  is  properly  conducted. 

One  day  a  shoe  traveler,  a  top-notcher  in  salesmanship, 
struck  the  town.  I  turned  him  down  as  I  had  others,  with  "We 
don't  carry  boots."  He  did  not  take  it  as  a  turn-down,  but  as 
an  opportunity  to  make  a  good  sale.  He  started  in  to  convince 
me  that  I  should  put  in  a  stock.  He  quoted  the  experiences  of 
other  dealers,  gave  me  a  regular  lesson  on  shoe  selling,  pointed 
out  how  the  trade  could  be  made  profitable  as  well  as  an 
attraction  for  other  business.  I  was  convinced,  and  decided  to  put 
in  a  stock,  but  to  make  a  start  in  a  conservative  manner.  I  had 
ideas  of  my  own,  too,  as  to  how  to  proceed.  I  had  heard  many 
complaints  about  the  high  price  of  boots.  I  would  put  in  the 
cheap  variety,  and  thus  attract  trade. 

So  I  cleared  out  one  corner  of  my  store,  got  my  stock  in 
order,  and  started  in  to  sell.  I  decided  to  make  it  a  special  feature 
for  a  time.  I  arranged  a  window  display,  devoted  my  entire 
advertising  space  to  the  same  purpose,  and  used  my  personal  talks 
to  customers  to  -the  best  advantage  in  making  sales.  Trade  in 
this  line  began  to  hum.  I  studied  the  different  kinds  and  pre- 
pared good  strong  talking  points  for  each.  I  was  well  satisfied. 
Things  were  going  merrily.  My  prices  seemed  lower  than  else- 
where in  the  town,  and  I  was  securing  the  business. 

The  Smile  Flitted  Away. 

W  hen  two  months  had  passed,  my  smile  when  I  looked  at 
the  shoe  stock  was  not  quite  so  broad.  Clouds  were  beginning 
to  form  where  before  there  had  been  siunshine.  Trade  began  to 
slacken.  There  began  to  be  trouble  a-plenty.  Numerous  com- 
plaints 1  egan  to  be  made  by  customers  regarding  shoes  they 
had  purchased.  Now  it  would  be  patent  leathers  cracking, 
tongues  pulling  out,  heels  coming  off,  or  rips  in  some  parts  of 
the  sewing  or  general  worn-out  conditions.  Customers  did  not 
come  back  to  purchase  the  second  pair.  I  was  unable  to  make 
sales. 

Your  Boots  Are  No  Darn  Good. 

I  sat  at  my  desk  one  evening  after  the  store  had  been  closed 
up.  Something  would  have  to  be  done.  I  was  not  to  be  beaten 
in  this  manner.  I  had  always  made  a  success  of  everything  1 
stocked,  and  why  not  in  this  case?  There  must  be  a  solution, 
and  I  must  find  it.  Next  day  I  went  to  three  or  four  of  my 
customers  who  had  bought  one  pair,  but  no  more,  and  enquired 
why  I  could  not  sell  them  some  more.  I  asked  the  first  man  for 
a  candid  opinion,  and  I  got  it.    "Your  boots  are  no  darn  good," 


he  said.  The  next  fellow  said,  "Your  goods  are  cheaper,  but 
they  won't  wear."    I  went  home  to  consider  and  plan. 

Stocking  Quality  Goods  Only. 

I  did  not  have  to  think  long  to  realize  what  was  wrong.  1 
had  not  followed  out  my  old  plan  of  "quality  goods"  in  buying 
my  shoe  stock.  The  more  I  thought  of  it,  the  more  I  was  con- 
vinced. I  was  not  selling  shoes,  while  I  was  losing  my  general 
reputation.  I  decided  to  put  in  a  stock  of  "quality"  boots  and 
shoes. 

I  went  to  the  city  with  that  in  view.  I  approached  one  of 
the  well-known  retail  firms,  and  secured  the  name  of  a  reliable 
manufacturer,  from  which  to  buy.  I  ordered  a  good  line  and 
came  home  determined  to  get  and  hold  the  trade  in  footwear. 

Beginning  a  New  Experience.1^;         P  |3 

So  I  commenced  my  second  shoe-selling  campaign,  and 
although  I  followed  identically  the  same  methods  that  had 
boomed  trade  before,  I  did  not  find  it  nearly  so  easy  as  the 
first  time.  I  realized  that  I  had  lost  the  confidence  of  customers 
to  a  certain  extent,  and  that  it  would  take  some  time  to  regain 
it.  I  emphasized  the  fact  that  I  had  put  in  quality  shoes,  and 
that  they  could  be  depended  on.  I  charged  a  good  price,  too. 
When  a  customer  considered  the  price  too  high,  I  showed  them 
something  out  of  my  first  stock,  pointed  out  that  they  were 
cheaper,  but  lacked  the  quality  and  I  could  not  recommend  them. 

Made  Them  Come  Back. 

I  can  say  that  I  succeeded  in  building  up  a  good  substan- 
tial trade.  Customers  continued  to  come  back,  because  they  were 
pleased  and  satisfied  with  the  goods  they  were  getting.  My  early 
experience  has  always  been  a  good  hammer  with  which  to  drive 
home  my  arguments  about  quality  goods.  When  a  patron 
thought  the  price  was  too  high  I  would  say,  "I  can  buy  cheaper 
boots,  but  I  don't  want  to  sell  them  to  you.  When  I  first  started 
in  the  shoe  business,  I  stocked  the  cheaper  grades,  and  they 
nearly  drove  me  out  of  business  because  people  were  not  satis- 
fied. My  advice  is  to  buy  better  quality.  They  are  the  cheapei 
and  most  satisfactory  in  the  end." 

That  is  exactly  the  point  which  I  want  to  impress  on  the 
retailer.  No  matter  in  what  line  of  business  he  may  be  engaged 
in,  quality  is  the  foundation  on  which  to  build.  Quality  is  the 
support  of  every  successful  business.  Price  may  attract  for  a 
while,  but  not  for  long,  if  quality  is  lacking.  Build  your  business 
on  a  quality  foundation. 


SELLING  STUNTS  OF  SHOE  SALESMEN. 

Cash  Prizes  offered  by  SHOE  AND  LEATHER 
JOURNAL  for  the  best  examples  of  good  salesmanship 
furnished  by  retail  clerks. 

ist  Prize  -  -  $5  Cash 
2nd  Prize        -  -          $3  Cash 

3rd  Prize         -  -  $2  Cash 

4th  Prize         -  $1  50  Cash 

In  addition  to  this  we  will  pay  $1  for  every  selling 
experience  not  among  the  prize-winners  that  we  consider 
worth  publishing. 

The  November  competition  closes  Oct.  25th.  Send 
in  your  experiences.    Don't  delay. 
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A  Good  Window  Display  Is  Always  a  Magnet 

Here  Is  an  Instance  in  Point — How  a  Montreal  Shoeman  "Pulls"  Business — Not  Afraid  to  Spend  a  Little 
to  Make  More— You  Can  Do  the  Same— Why  Don't  You  Try  at  Any  Rate? 


There  is  a  widespread  conviction  among  shoe  men  in  both 
large  and  small  towns  that  the  time  necessary  to  dress  a  window 
satisfactorily  is  practically  wasted.  Allied  to  this  conviction  is 
a  lack  of  confidence  in  their  own  ability  that  is  positively  painful. 
Whence  has  sprung  this  almost  universal  belief  that  only  a  skilled 
window  trimmer  can  plan  and  carry  out  a  sales-getting  dis- 
play?   It  is  not  borne  out  by  facts,  as  live  shoe  retailers  have 


be  seen  in  the  average  town  shoe  store ;  second,  the  deceptively 
rich  effect  of  the  display  is  secured  at  very  little  actual  cost,  and 
with  the  use  of  odds1  and  ends  of  spare  time. 

Description  of  the  Framework. 

The  two  centre  columns  of  the  framework  are  round  poles 
fastened  to  a.  bottom  stand  and  secured  from  the  centre  of  oil- 


Wouldn't  you  stop  here  to  make  inquiries,  too?    Scores  of  people  did— and  bought  shoes. 
Nor  is  the  expense  of  a  strong,  artistic 


proven  time  and  again 
display  prohibitive. 

A  specific  instance  of  this  is  shown  in  the  photo  reproduced 
herewith.  This  window  display  was  planned  and  arranged  by 
A.  'Lecompte,  a  retail  shoe  man  doing  business  at  241  St.  Cath- 
erine Street  East,  Montreal.  There  are  two  things  especially 
worthy  of  note  about  this  trim;  first,  there  is  nothing  elaborate 
about  the  window  itself — it  is  exactly  the  type  of  window  to 


cloth  rolls  in  a  near-by  drygoods  store— cost,  nil.  Around  these 
white  canvas  was  tacked.  The  curved  top  was  turned  by  a 
carpenter  at  very  little  expense,  and  the  crossbars  beneath  this 
top  are  home  made.  The  cost  of  the  whole  framework  was 
practically  a  negligible,  quantity.  The  object  of  the  crossbars 
is  to  provide  supports  upon  which  to  hang  the  artificial  dec- 
orations. 

For  lighting  purposes  there  are  five  Tungsten  bulbs  in  this 
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window  close  to  the  ceiling,  but  one  socket  is  used  for  the  wire 
necessary  for  carrying  current  to  the  two  lights  directly  beneath 
the  canopy,  which  illuminate  the  floor  display  proper.  This 
arrangement  gives  a  brilliantly-lighted  window,  which  multiplies 
the  attractive  power  of  the  display  at  night.  Mr.  Lecompte  did 
the  necessary  wiring  himself,  as  he  states  it  is  a  simple  matter. 

Only  Decorations  Cost  Money. 

Now  for  the  decorations.  The  artificial  grapes  and  vines, 
as  well  as  the  imitation  maple  leaves  of  all  colors,  and  the  wheat 
sheaf  near  the  top  of  the  window,  were  secured  from  a  firm 
which  makes  a  specialty  of  such  work.  The  two  oxidized  bronze 
figures  standing,  one  on  each  side  of  the  pillars  in  the  back- 
ground, were  secured  from  a  neighboring  jeweler's,  gratis,  and 
added  much  to  the  effectiveness  of  the  display.  The  whole 
window  had  a  touch  of  the  fall  spirit  about  it  that  could  not 
help  but  focus  attention  upon  the  tempting  array  of  fall  shoes 
shown. 

It  will  be  noted  that  these  shoes  are  not  crowded,  and  that 
where  stands  are  used,  they  are  of  the  individual  variety.  This 
window  is  devoted  entirely  to  women's  shoes,  its  mate  on  the 
opposite  side  of  the  door  being  given  over  to  men's  shoes.  The 
floor  was  covered  with  a  harmoniously-colored  felt,  and  the  rear 
window  was  curtained  over  for  two-thirds  of  its  height  with 
a  handsome  plush  curtain. 

The  Importance  of  Suggestion. 

The  resulting  effect  is  rich,  but  no*  so  elaborate  as  to  detract 
attention  from  the  shoes  displayed — which  is  all-important.  Every 
part  of  the  display  fitted  in  harmoniously  with  its  fellow;  as  a 
result,  while  the  shoes  might  be  no  better  than  those  in  a  poor 
display,  they  appear  to  be  better,  and  this  has  a  powerful  influ- 
ence on  possible  buyers.  The  power  of  suggestion  is  very 
strong.  Here  is  one  of  the  strongest  points  in  .favor  of  care 
and  the  right  sort  of  materials  being  used  in  dressing  a  window. 
It  is  too  often  underestimated. 

They  Cost  Very  Little. 

So  much  for  the  component  parts  of  this  display.  What 
about  the  cost?  you  ask.  Well,  Mr.  Lecompte  spent  $35  about 
two  months  ago  in  artificial  grapes,  vines,  leaves,  sheaves,  and 
50  forth.  He  has  been  using  these  in  varying  combinations  ever 
since.  With  the  help  of  home-made  contrivances  the  displays 
can  be  changed  regularly,  and  all  similarity  or  staleness  is 
avoided.  Every  month  or  six  'weeks  this  shoe  man  spends  about 
$10  on  an  average  in  new  display  ideas;  when  he  desires  to 
renew  absolutely  he  spends  $35  or  $40  to  do  so.  Not  an  exor- 
bitant result,  is  it? 

It  does  not  matter  about  the  amount,  anyway.  If  you  spend 
a  dollar  to  gain  five  the  expense  never  bothers  you.  The  day 
after  this  display  was  put  in  was  one  of  the  best  days  in  cash 
tales  Mr.  Lecompte  has  bad  in  a  long  time,  and  it  was  a  mid- 
week day  also.  He  gives  'he  window  entire  credit  for  it,  as  it 
was  the  lines  in  the  window  that  were  selling.  For  fifteen 
minutes  the  writer  watched  the  effect  of  this  display  on  the 
passers4)y  at  a  very  busy  hour,  and  he  saw  several  stop,  look, 
then  enter  the  store  to  make  enquiries.  And  that  is  all  any 
window  can  he  expected  to  do — the  actual  sale  is  up  to  the  sales- 
man inside. 

This  window  was  dressed  in  spare  time.  The  materials 
were  prepared  between  sales,  and  the  display  put  in  quickly 
when  everything  was  ready.  Just  thought  and  work  in  other- 
wise wasted  time. 

Get  Ideas  Everywhere. 

Whence  the  idea?  Mr.  Lecomplc  is  looking  for  ideas  all 
the  time.  Whenever  he  sees  anything  he  can  adapt  to  his  own 
di-j»1ay  purposes  in  the  Shoe  and  Lkathkr  Journal — he  says  this 
is  frequently — or  in  the  daily  paper,  on  the  street,  anywhere  in 


fact,  he  jots  it  down,  and  from  the  accumulated  notes  thus 
secured  he  works  out  a  display.  Nothing  hard  about  that,  is 
there?    Just  an  alert  mind  and  a  seeing  eye,  that's  all. 

Mr.  Lecompte  says  every  shoe  man  everywhere  can  make 
a  little  success,  and  can  fairly  "pull"  trade  into  his  front  door. 
If  you  are  sceptical,  work  a  while ;  sweat  over  it,  if  necessary. 
A  better  display  will  be  the  result  after  •  each  attempt.  And 
don't  forget  to  put  a  neat,  briefly-worded  show  card  in  the  win- 
dow as  well.    In  this  case  it  was  omitted. 


Dealers  Like  New  Features  in  Selling  Rubbers 

{Continued  from  page  34). 

ment  of  freight  has  saved  me  some  money,  but  not  a  great 
amount.  I  prefer  the  net  prices  to  the  sliding  scale  of  discounts, 
but  am  not  a  staunch  advocate  of  early  placing  orders.  In  the 
matter  of  tennis  goods,  we  pref  er  one  brand,  as  you  can  do  with 
considerable  less  stock.  We  expect  to  sell  rubber  footwear  at 
about  ten  cents  less  per  pair  than  last  season.  There. will  be 
reductions  on  men's  and  boys'  of  ten  cents  and  on  women's 
from  five  to  ten  cents." 

J.  F.  McCarthy,  of  Hastings,  says  that  he  cannot  see  much 
of  a  difference  of  quality  in  this  season's  goods  as  compared 
with  last  year.  He  thinks  it  advantageous  to  have  all  grades 
cartoned,  and  that  the  prepayment  of  freight  on  all  shipments 
was  a  step  forward.  He  favors  the  net  terms  and  early  plac- 
ing orders  as  well  as  handling  only  one  make  of  tennis  goods. 
"I  intend,"  he  adds,  "retailing  all  men's  heavy  rubbers  at  the 
same  price  as  last  year,  and  all  lines  of  men's,  women's  and 
children's  light  rubbers  at  about  ten  per  cent,  less." 

Likes  Their  General  Appearance. 

J.  F.  Finn-erton  &  Co.,  Innisfail,  Alberta,  say  that  the  gen- 
eral appearance  of  this  year's  rubber  footwear  goods  is  better 
than  that  of  last  season.  While  it  takes  more  room  to  store 
rubbers  in  cartons,  they  have  a  much  better  appearance,  and 
the  firm  favor  this  new  departure  on  the  part  of  manufacturers. 
They  say :  "We  prefer  the  prepayment  of  freight,  as  it  has  re- 
sulted in  a  considerable  saving  to  us,  and  we  regard  net  terms 
as  the  most  satisfactory  to  both  dealer  and  manufacturer.  Relat- 
ing to  early  placing  orders,  we  think  by  giving  the  manufacturer 
the  business  in  March  or  Aoril,  providing  you  are  assured  of 
the  benefit  of  any  subsequent  reduction,  you  can  buy  them  more 
intelligently.  You  are  protected  if  rubber  prices  go  up,  while, 
in  the  event  of  their  descending,  you  reap  the  benefit.  We  will 
sell  men's,  women's  and  children's  rubbers  very  close  to  last 
year's  prices." 

"Will  Save  $25.00  in  Freight. 

W.  J.  Greer,  Wingham,  Ont.,  says :  '"I  cannot  tell  you  very 
much  with  respect  to  quality,  as  my  goods  are  not  to  hand  as 
yet.  Cartoning  all  rubbers  is  certainly  an  advantage,  and  the 
prepayment  of  freight  will  save  me  about  $25.00  for  the  whole 
season.  I  favor  the  net  price  system  which  was  started  this 
spring,  but  T  am  not  an  advocate  of  early  spring  orders.  In 
fact,  I  would  prefer  to  buy  rubbers  when  needed.  Selling  only 
one  brand  of  tennis  goods,  which  are  widely  advertised,  is  best. 
[  intended  retailing  rubbers  at  the  same  figure  as  last  sea- 
son, but  another  firm  in  town  has  tried  to  make  a  hit  by  adver- 
tising cut  prices  in  rubbers,  so  we  will  have  to  reduce  quotations 
also." 

G.  B.  Farmer,  Perth,  Ont.,  writes  that  he  has  nothing  to 
say  at  present  on  the  quality  of  this  year's  rubber  footwear,  and 
what  the  selling  prices  will  be. 

Lumbermen's  Goods  in  Bulk. 

II.  L,  Canter,  Trenton,  Ont.,  replies:  "I  do  not  think  it  is 
better  to  have  all  goods  cartoned.    Lumbermen's  rubbers  should 
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come  in  bulk,  for  they  then  take  up  less  shelf  room.  Manufac- 
turers formerly  paid  freight  only  to  the  distributing  point,  but 
now  they  share  this  expense  for  the  whole  distance,  and  it  re- 
sults in  a  saving  to  the  retailer.  We  favor  early  placing  orders, 
so  long  as  the  retailer  is- given  an  extra  discount.  We  find  the 
discount  list  the  best  way  of  buying  when  it  amounted  to  the 
profits ;  and  we  retailed  at  list  prices.  Customers  should  never 
know  the  cost  of  your  goods.  I  do  not  think  it  any  advantage 
to  handle  only  one  brand  of  tennis  goods.  Retail  prices  on  all 
rubber  footwear  were  reduced  here  last  spring,  and  we  will  sell 
this  season  at  the  same  figure.  During  our  thirty-two  years  in 
business  we  have  bought  rubbers  on  different  terms,  and  we 
found  the  best  way  to  sell  was  at  catalogue  prices,  as  custo- 
mers could  then  see  the  figures  listed,  while  we  got  the  dis- 
count for  our  profit." 

Likes  All  the  New  Departures. 

H.  J.  Col  well,  Arthur,  Ont.,  says  that  rubbers  in  his  town 
will  sell  ten  per  cent,  less  to  the  consumer  than  last  season.  The 
prepayment  of  freight  will  save  him  about  $15.00  on  this  year's 
purchases.  He  considers  the  general  quality  of  rubber  shoes 
as  better  than  last  year,  and  that  it  is  beneficial  to  the  dealer 
to  have  all  brands  cartoned.  Mr.  Colwell  generally  endorses 
the  net  price  list,  early  placing  orders,  and  -selling  only  one 
brand  of  sporting  goods. 

J.  C.  Irving  &'  Co.,  Manitowaning,  Ont.,  declare  that  it  is 
too  early  to  decide  regarding  the  quality  of  this  year's  footwear 
in  the  rubber  line.  They  do  not  think  it  any  advantage  to  have 
lumbermen's  goods  cartoned,  but  they  are  in  favor  of  having  all 
other  grades  placed  in  boxes.  Prepayment  of  freight,  the  net 
price  system,  and  the  selling  of  only  one  brand  of  tennis  goods, 
when  you  have  control  of  that  brand  in  your  town,,  are  all  en- 
dorsed. 'Continuing,  Mr.  Irving  remarks :  "I  do  not  see  any 
objection  to  giving  an  early  placing  order.  The  retailer  can 
just  as  well  give  his  order  then  as  later  on.  There  is  no  par- 
ticular object  to  be  gained  here  in  reducing  retail  prices  as  the 
margin  in  the  past  has  been  too  small." 

Believes  in  Early  Placing. 

George  Morrison,  Callander,  Ont.,  declares  that  he  will  try 
and  get  a  reasonable  price  on  all  rubbers,  but  he  does  not  think 
there  is  any  improvement  in  qualify  this  year.  Cartoning  all 
grades  is  an  admirable  feature.  "I  do  not  suppose,"  he  adds, 
"that  the  prepayment  of  freight  has  saved  me  any  money,  as  if 
I  did  not  pay  it  out  in  freight  I  would  probably  pay  it  out  for 
the  goods.  I  always  think  that  net  prices  are  more  equitable. 
Regarding  early  placing  orders  they  are,  no  doubt,  an  advan- 
tage to  the  manufacturer  and  make  no  difference  to  the  retailer. 
I  do  not  think  handling  one  brand  of  tennis  goods  any  particular 
advantage,  as  I  do  not  believe  any  one  firm  has  the  monopoly 
of  all  the  good  qualities." 

The  Best  Time  to  Place  Orders. 

The  Joynt  Shoe  Store,  of  Ducknow,  Ont.,  says :  "We  favor 
spring  placing,  as  then  you  have  in  mind  just  what  rubbers  you 
have  in  stock,  that  is,  providing  we  get  any  reduction  in  price 
that  may  be  made  subsequently.  We  favor  the  discount  method 
of  prices,  as  we  think  with  it  the  retail  men  sell  more  at  the 
same  figure.  We  intend  reducing  some  of  our  lines  a  little  in 
price,  but  several  of  them  we  will  sell  at  the  same  figure  as 
last  year.  We  are  glad  that  the  Independent  Rubber  Companies 
are  able  to  compete  with  the  Canadian  Consolidated  Company, 
as  rubber  footwear  is  now  sold  to  the  dealer  at  about  what  we 
think  it  is  worth.  We  have  not  sold  enough  of  this  season's 
goods  to  judge  yet  in  the  matter  of  quality,  but  so  far  as  ap- 
pearances go,  they  are  much  the  same.  We  appreciate  the  car- 
toning of  all  qualities,  as  it  keeps  the  rubbers  in  better  shape 
and  keeps  the  .stock  clean.  We  favor  the  prepayment  of  freight, 
as  it  saves  us  money.    The  cost  to  us  in  freight  this  season 


would  otherwise  be  five  or  six  dollars.  We  find  it  well  to  stick 
to  one  brand  in  sporting  goods." 

A  Suggestion  for  Shoe  Manufacturers. 

D.  W.  Downey,  of  Brockville,  reports -that  the  prepayment 
or  freight  will  save  him  about  three-quarters  per  cent,  on  all 
his  rubber  purchases,  and  suggests  that  it  would  be  advisable 
to  have  all  manufacturers  of  leather  shoes  make  the  cases  free, 
and,  if  necessary,  add  the  cost  of  same  to  their  shoes.  He  likes 
the  discount  system  in  preference  to  net  prices,  and  considers 
it  an  advantage  to  have  all  grades  put  up  in  cartons.  Mr. 
Downey  does  not  see  any  material  difference  in  the  quality  of 
this  year's  rubber  footwear,  as  compared  with  last  year.  He 
also  endorses  early  placing  orders,  because  he  thinks  it  secures 
earlier  shipment  of  goods.  Mr.  Downey  deems  it  an  advantage 
to  handle  only  one  brand  of  sporting  goods,  providing  that  brand 
is  well  advertised.  Speaking  of  the  selling  price  of  rubbers  to 
the  consumer  he  says  that  he  will  retail  them  at  the  same  figure 
as  last  year  with  some  little  changes  on  a  few  lines. 

The  Cut  Price  Disposition. 

D.  J.  Goodwin,  of  Picton  Ont. :  'T  do  not  think  the  retailer 
will  benefit  much  by  the  ten  or  fifteen  per  cent,  reduction  that 
has  been  made  by  the  manufacturer  in  the  various  lines  of  rub- 
bers, as  we  have  some  parties  in  our  town  who  are  bound  to  try 
to  sell  just  a  little  cheaper  than  others,  and,  consequently,  all 
will  be  forced  to  reduce  prices.  The  quality  of  this  year's  goods 
seems  about  the  same  in  the  various  places.  Cartoning  all  grades 
is  no  doubt  an  advance,  and  the  prepayment  of  freight  will  save 
us  from  five  to  ten  dollars  this  season.  The  net  price  list  system 
is  preferable  to  the  former  one  of  various  discounts.  Early  plac- 
ing is  an  advantage.  I  think  that  probably  one  brand  of  tennis, 
lacrosse  and  other  sporting  goods,  when  you  have  enough  var- 
ieties, is  as  well  or  better  than  to  have  to  buy  from  two  or  more 
houses." 

Should  Make  Money  Now. 

"I  have  just  started  to  sell  rubbers,  so  cannot  yet  judge  of 
their  superior  quality,  if  any,"  writes  A.  J.  Hall,  of  Chatham, 
Ont.  "By  all  means  I  consider  it  an  advantage  to  have  every 
kind  of  rubber  cartoned,  but  the  prepayment  of  freight  is  imma- 
terial. I  prefer  the  discount  method  in  buying,  as  it  gives  a 
more  uniform  price  for  the  merchants  to  go  by,  and  less  chance 
of  cutting  prices.  I  am  trying  to  get  the  same  price  as  I  did 
last  season,  although  in  some  lines  I  have  made  a  cut  of  five 
cents,  but,  on  the  whole,  I  will  not  be  the  first  to  reduce  the 
figure.  We  have  sold  them  at  too  close  a  margin  for  the  last 
two  seasons,  and  we  want  to  make  a  little  money  now.  I  do 
not  consider  spring  placing  of  any  great  benefit,  but  I  do  think 
that  handling  one  brand  of  tennis  and  other  sporting  goods  is 
an  advantage,  as  you  do  not  have  to  carry  so  many  sizes." 

Blows  the  Retailer  Some  Good. 

Fred  Jackson,  of  Clinton,  Ont.,  will  sell  rubbers  to  the  con- 
sumer at  the  same  figure  as  last  year,  unless  neighbors  force 
lower  prices,  in  which  event  he  will  be  compelled  to  meet  them. 
He  adds  that  he  looks  upon  the  reduction  in  this  year's  quotation 
as  a  result  of  the  keen  opposition  between  the  merger  and  the 
independent  concerns,  which  is  an  advan+age  not  to  be  handed 
out  to  the  public.  If  present  figures  do  not  represent  a  fair 
value,  increased  prices  will  be  harder  to  get.  Mr.  Jackson  goes 
on  to  state  that  he  does  not  consider  that  there  is  any  difference 
in  quality  in  this  year's  goods  from  last  year.  He  prefers  that 
second  grade  rubbers  should  be  sold  in  bulk,  as  this  saves  space. 
The  prepayment  of  freight  has  saved  him  some  money.  The  dis- 
count system  which  formerly  prevailed,  he  opines,  is  preferable 
bo  the  net  price  list,  and  he  favors  early  placing  orders  in  March 
or  April,  as  well  as  the  handling  of  only  one  brand  of  tennis 
goods. 

Further  views  will  be  presented  in  the  next  issue. 
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GENERAL  BUSINESS. 

There  has  been  a  marked  recuperation  during  the  past  two 
weeks,  owing  to  the  elections  being  over  and  done  with,  and 
everybody  being  able  to  concentrate  attention  on  business. 
Although  the  verdict  at  the  polls  came  as  a  surprise  to  every- 
body, the  after  effect  upon  business  was  practically  nil.  Lib- 
erals as  well  as  Conservatives  were  found  next  day  hard  at  work, 
endeavoring  to  make  up  for  lost  time.  Undoubtedly,  the  coun- 
try is  to  enjoy  the  results  of  a  year  of  plenty,  and  if  we  only 
have  seasonable  weather  between  now  and  Christmas  the  com- 
mercial interests  of  Canada  will  reap  their  share  of  the  bene- 
fits. Trade  is  reported  all  along  the  line  as  encouraging  and  the 
ou* look  bright. 


THE  ELECTION. 

Both  parties  have  been  asking  themselves  how  it  happened. 
It  was  as  surprising  to  the  one  as  it  was  shocking  to  the  other. 
There  is  no  explanation  but  the  one  that  the  voice  of  the  people 
is  not  in  the  tempest  nor  in  the  storm;  it  is  the  "still  small 
voice"  that  comes  after  the  "noise  of  the  tumult."  The  people 
have  said,  "We  want  more  time  to  think;  it  matters  little  to 
us  what  party  is  in  power,  we  dislike  being  rushed."  In  the 
next  ten  years  this  country,  as  well  as  the  United  States,  will 
have  up  for  settlement  problems  that  are  better  fought  out  single 
handed.  The  recent  verdict  of  the  polls  is  no  slsp  at  any  party 
and  no  insult  ;o  a  friendly  neighbor.  It  means  Canada  is  hardly 
ready  to  commit  herself  to  radical  changes  in  even  her  com- 
mercial policy.  We  are  in  the  midst  of  growing  pains,  that  make 
the  undertaking  of  serious  outside  adventures  hazardous. 


LEATHER  TRADE. 

Business  is  fairly  good  in  Canada  just  now,  and,  thanks  to  a 
very  conservative  policy  on  the  part  of  tanners,  the  market  prom- 
ises better  things.  Leather  quotations  are  much  firmer  than  they 
were  a  month  ago,  and  buyers  who  were  then  holding  off  are 
now  placing  orders.  They  did  not  take  any  stock  in  the  predic- 
tion that  higher  prices  would  rule  and  are  now  paying  quite  a 
substantial  advance  in  what  they  might  have  closed  at  a  few 
weeks  ago.  Trade  across  the  border  is  at  a  low  ebb  and  this  is 
bringing  into  this  market  a  larger  proportion  than  usual  of  Am- 
erican stock.  Nevertheless,  leather  manufacturers  claim  to  be 
well  satisfied  with  conditions.  With  a  change  in  government, 
no  doubt  an  effort  will  be  made  to  get  the  duty  in  upper  leather 
put  back  where  it  was  before,  if  not  indeed  advanced  to  a  parity 
with  other  leathers. 


SHOE  SITUATION. 

Sorting  trade  has  been  very  good  within  the  past  few  weeks, 
owing  to  the  seasonable  weather  that  has  prevailed.  It  is  re- 
markable what  a  difference  a  few  days  of  rain  and  cold  at  the 
close  of  September  or  beginning  of  October  will  do  for  fall 
trade.  In  spring  people  will  buy  rubbers,  while  in  autumn  they 
will  discard  their  light  footwear  and  protect  themselves  against 
the  weather.  Orders  for  spring  goods  are  now  coming  in  well, 
and  if  the  present  gait  is  only  kept  up  for  another  month  there 
will  be  no  slackness  ahead  of  shoe  factories  before  stocktaking. 


Prices  have  had  to  be  revised  on  some  lines  on  account  of  the 
advance  in  leather,  and  it  looks  as  though  further  revisions  would 
be  necessary.  Dealers  who  held  back  on  spring  orders  find  them- 
selves considerably  at  a  disadvantage  and  a  good  deal  of  fum- 
ing and  fussing  is  the  result. 


RUBBER  OUTLOOK. 

Conditions  are  in  the  main  unsatisfactory  to  both  whole- 
saler and  retailer,  and  the  future  is  regarded  with  more  or  less 
uncertainty  and  distrust.  'Most  of  the  factories  have  turned  out 
less  goods  than  last  season  notwithstanding  the  lower  prices. 
Of  course,  they  claim  they  have  done  just  as  much  business, 
but  those  who  are  on  the  inside  know  that  this  is  not  the  case. 
Retailer's  have  their  goods,  and  some  of  them  do  not  know  yet 
what  they  are  going  to  pay  for  them,  although  they  have  hon- 
ored drafts  for  the  bills  sent  them.  But  it  is  the  selling  season 
that  the  dealer  awaits  with  fear  and  trembling.  The  demoraliza- 
tion was  bad  enough  last  season;  what  will  the  coming  one  bring? 
Goods  were  sold  retail  in  some  places  last  winter  at  lower  prices 
than  the  jobber  quotes  them  to  the  retail  trade. 


MANUFACTURING  COSTS. 

It  is  antonishing  the  difference  that  will  occur  in  figuring 
out  the  cost  of  the  same  shoe.  Hardly  any  two  shoe  manufac- 
turers will  agree  in  the  net  cost  of  a  staple  line.  To  a  certain 
extent,  as  overhead  costs  often  vary,  there  may  be  a  slight  ad- 
vantage one  way  or  the  other,  but  where  this  difference  is  three 
or  four  cents  on  a  shoe  worth  ninety  cents  a  pair  wholesale 
there  is  a  screw  loose  somewhere.  Taking  one  of  the  simplest 
operations  in  shoe  making,  the  cutting  of  sole  stock,  how  many 
manufacturers  have  an  absolute  system  of  recording  the  cost 
of  the  preparation  of  soles  and  heels  for  the  shoemaking  room? 
A  prominent  shoe  manufacturer  claimed  the  other  day  that  this 
was  one  of  the  worst  sink  holes  in  the  business,  and  it-  was 
only  after  the  most  painstaking  investigation  and  systematic 
effort  that  he  secured  relief.  In  other  departments  careless, 
slip-shod  methods  eat  up  cost  almost  as  rapidly.  As  a  rule,  the 
smaller  the  factory  the  greater  the  waste,  but  there  are  some 
large  factories  that  have  nothing  to  boast  about. 


THE  MERGER  EVIL. 

There  is  nothing  wrong  with  mergers,  it  is  the  method  of 
swinging  them  that  constitutes  such  a  menace  to  business  and 
to  the  community.  It  is  the  uncapitalizing  and  melon-cutting 
that  are  wrong.  If  a  concern  survives  dividend  paying  upon 
three  times  the  capital  necessary  to  run  it  there  is  injury  done 
to  the  public  somewhere.  In  England,  when  an  amalgamation 
takes  place  and  the  public  are  invited  to  subscribe  for  stock,  the 
law  makes  it  imperative  that  the  actual  cash  value  of  the  assets 
shall  be  stated  clearly.  This  does  away  with  the  temptation  to 
water  the  stock  abnormally.  There  is  talk  just  now  of  inves- 
tigating mergers  in  this  country.  That  is  .locking  the  door  after 
the  horse  has  been  stolen.  They  are  doing  that  just  now  in  the 
United  States,  with  serious  results  to  business  caused  by  the 
unsettling  that  this  process  occasions.  Let  the  investigation 
take  place  before  the  mereer  is  floated. 
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Be  a  Foot  Fitter,  Not  a  Mere  Shoe  Seller 

Art  of  Suiting  Footwear  to  Individual  Needs  is  One  of  the  Highest  Attainments  on  Road  to  Permanent  Success- 
Emphasize  Necessity  of  Comfort  and  Ease— One  Branch  of  the  Business  in  Which  It  Pays  to  be  "a  Crank." 


"  Tis  fit  that  we  should  fit  your  feet,  a  feat  in  which  we 
excel."  So  runs  the  sign  that  decorates  the  wall  of  an  Eastern 
Ontario  shoe  house,  and  it  is  'an  expressive  and  timely  ome. 

I  was  talking  with  one  of  the  most  successful  shoe  men  in 
a  Western  city  the  other  day,  and  he  told  me  that  'he  consid- 
ered the  most  important  element  in  a  retail  shoe  man's  prestige 
and  the  permanence  of  his  patronage  depended,  first,  upon  never 
knowingly  misrepresenting  goods,  telling  the  truth,  the  whole 
truth,  and  nothing  'but  the  truth,  and  after  that  'making  every 
effort  to  give  a  patron  a  proper  fit. 

"This  is  often  easier  said  than  done,"  he  continued.  "I  tell 
a  person  who  comes  in  some  facts  that  they  perhaps  have 
never  known.  The  main  thing  is  to  let  size  go  hang,  and  get 
a  shoe  that  does>  not  cramp,  pinch  or  squeeze  the  foot  at  any 
point.  This  does  not  mean  a  too  large  or  spacious  area  of 
leather,  as  loose  fitting  .shoes,  which  look  like  a  bag  on  the  pedal 
extremities,  are  just  as  annoying  as  those  which  compress  or 
distort  the  .foot. 

"I  am  an  ardent  advocate  of  the  measuring  stick.  I  think 
its  use  creates  a  good  impression,  and  most  people  who  pur- 
chase good  footwear  like  to  be  fitted.  One  of  my  clerks  ap- 
proached a  lady  the  other  day.  She  wanted  a  pair  of  pumps, 
and  he,  forgetting  his  instructions,  asked  'What  size,  please?' 
Looking  at  'him  keenly,  she  remarked  in  an  icy  tone,  yet  full 
of  meaning,  T  came  in  here,  sir,  to  be  fitted.' " 

Take  Thought  Away  From  Size. 

"Now,  that  is  the  feeling  of  most  people.  Keep  their  mind 
away  from  dimensions.  I  know  that  it  is  .difficult  to  do  it.  A 
man  entered  recently  and  told  me  that  he  liked  a  certain  high 
toe  blucher,  tan  Russia  calf  shoe.  'But,'  he  added,  'I  do  not 
think  that  I  will  take  them,  as  they  are  eight  and  a  half  in  size 
and  E  width.  I  have  never  worn  over  eight  in  size,  and  D  is 
my  Tegular  width.'  I  informed  him  that  the  last  on  which  a 
shoe  was  made,  as  well  as  the  pattern,  had  much  to  do  with 
the  variation.  I  took  down  two  or  three  other  cartons  where 
the  model  was  different.  Here  is  a  pair  of  seven  and  a  half, 
C  width.  .He  tried  them  on  and  found  them  large  enough.  I 
then  asked  him  to  try  on  another  pair  that  were  D  in  width 
and  nine  in  size,  and  he  actually  found  them  too  snug.  I  soon 
convinced  him  that  lasts  and  different  makes  had  more  to  do 
with  size  than  he  had  ever  dreamed  of.  He  concluded  that  he 
would  take  the  pair  of  eight  and  a  half,  E  width.  Now,  the  shoe 
business  differs  from  most  others.  A  yard  is  a  y^rd  in  lineal 
length,  the  world  over,  and  straight  edges  of  thirty-six,  or  twelve, 
or  a  hundred  inches  possess  the  same  unit  of  measurement,  but 
when  it  comes  to  shoes,  there  is  a  difference. 

A  Mistake  of  the  Past. 

"The  old  idea  was  that  a  shoe  should  stretch  or  that  it 
could  be  broken  in  with  a  certain  amount  of  wear,  and,  in  the 
meantime,  the  owner  had  to  grin  and  bear  it  all.  This  is  a 
huge  mistake,  and,  while  perhaps  there  is  naturally  a  little 
stiffness  about  a  new  shoe,  the  same  as  there  is  about  a  new 
piece  of  machinery,  there  should  be  no  suffering  or  discomfort 
on  the  part  of  the  wearer,  if  the  shoe  is  suited  perfectly  to  the 
foot.  There  is  no  reason  for  an  ill-fitting  boot.  Never  make  a 
sale  for  the  sole  purpose  of  getting  in  the  cash.  It  never  pays. 
You  will  drive  away  more  business  by  this  means  than  you  will 
ever  corrall.  The  permanent,  returning,  pleased  custom,  the 
family  trade,  is  what  counts  and  tallies  the  most  in  construct- 
ing the  business  of  the  average  retailer." 

One  progressive  retailer  in  Manitoba  has  adopted  the  desig- 


nation of  the  "Foot  Fitter,"  and  he  attributes  his  happy  choice 
of  a.  term  to  the  reputation  he  has  established  through  expert 
and  experienced  fitting.  He  writes  that  he  is  endeavoring  to 
live  up  in  both  word  and  deed  as  well  as  in  act  and  spirit  to 
all  that  the  name  implies.  "In  selling  shoes,"  he  says,  "I  always 
emphasize  fit  first,  then  quality,  and  next  style.  You  would  not 
buy  a  suit  of  clothes  that  did  not  fit  you,  no  matter  how  much 
you  admired  the  fabric.  Then  insist  the  same  with  your  cloth- 
ing for  the  pedal  extremities." 

Some  Things  That  Count. 

"It  may  not  be  very  great,  but  the  toe,  the  arch,  the  heel 
seat,  the  vamp,  the  insole  and  many  other  things  count  for  a 
great  deal.  If  I  measure  a  man  or  woman  for  six  size  of 
a  shoe,  I  never  show  the  exact  size,  but  from  one  to  one  and 
a  half  larger,  as  the  foot  must  have  room  for  the  toes  and  rest 
in  its  natural  position.  In  a  low-cut,  for  instance,  no  one  wants 
to  wear  something  that  gaps  and  bags  at  the  side.  Fitting  is 
as  much  of  an  art  as  proper  cutting  in  tailor-made  garments  or 
keeping  a  wall  plumb  by  a  spirit  level  and  plumb  line. 

Some  Specific  Directions. 

A  few  general  directions  in  fitting  may  not  be  amiss.  In 
the  first  place,  the  foot  must  have  ball  room  enough.    The  insole 


SOME  POINTS  TO  OBSERVE  IN  FITTING. 
Ample  room  for  the  ball  of  the  foot. 
Sufficient  length  for  the  foot. 
Slim  fit  over  the  instep  or  heel  measure. 
No  wrinkles  over  the  arch  or  around  the  instep. 
Consider  well  all  pedal  peculiarities. 
No  jamming  forward  into  the  toe  of  the  shoe  when 
walking. 

See  that  weight  of  body  is  evenly  distributed. 
Allow  for  stretching  of  leather  in  lacing  and  after 
wearing. 


must  not  be  too  narrow,  so  that  the  foot  projects  over  it,  and 
causes  the  weight  of  the  body  to  rest  on  the  stitches  of  edge. 
On  the  other  hand,  there  should  not  be  too  much  looseness.  No 
shoe,  even  a  bal.,  should  be  laced  together  at  the  facing  or  fly 
All  leather  stretches  to  a  certain  extent,  and  if  the  shoe  laces 
together  it  will  in  time  become  too  loose,  and  slip  and  slide  at 
the  heel.  Generally  a  blucher  cut  fits  better  than  a  bal.,  as 
there  is  play  for  the  elasticity  in  the  leather.  There  should  he 
no  looseness  above  the  arch.  A  shoe  should  also  be  slim  enough 
in  what  is  known  as  the  heel  measure.  It  should  have  only 
enough  spring  in  the  instep,  and  no  more,  to  suit  the  foot.  A 
shoe  breaking  down  or  being  too  low  in  the  arch  is  the  cause 
of  much  of  the  foot  trouble  of  the  present  day.  If  a  person  is 
desirous  of  wearing  a  shoe  that  comes  together,  he  or  she 
should  purchase  a  button  boot.  Then  in  fitting  there  should,  as 
I  said  before,  be  the  proper  length.  A  shoe  that  is  too  long  is 
preferable  to  one  that  is  too  narrow. 

Construction  of  the  Foot. 

Some  knowledge  of  the  bones  that  constitute  the  framework 
of  the  foot  is  a  great  help.  There  are  the  long,  thin,  narrow 
foot,  the  wide,  stubby  one,  the  high  arch,  the  thick  ankle,  the 
full  instep,  and  many  other  things  to  be  taken  into  consider- 
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ation.  I  venture  one  opinion,  and  that  is,  the  majority 
of  corns  and  bunions,  as  well  as  other  ills  are  caused  by  the 
shoe  rubbing  or  irritating  the  tissues  of  the  foot.  Of  course, 
freak  heels  may  have  something  to  do  with  pedal  ailments  by 
throwing  the  weight  of  the  body  too  far  forward  instead  of 
allowing  it  to  rest  on  the  heel.  People  know  little  or  nothing 
about  fitting  themselves,  and  this  is  what  they  frequently  try 
to  do  when  they  ask  for  goods  on  approbation.  Foot  comfort 
is  an  anatomical  necessity,  and  when  I  refer  to  proper  fitting, 
I  am  not  remedying  such  defects  as  flat  foot,  fallen  arches, 
broken  down  instep,  etc.,  most  of  which  have  to  be  corrected 
by  mechanical  contrivances  such  as  braces,  supports,  foot- 
easers,  etc.,  but  for  persons  who  have  normal,  regular  feet  there 
should  be  no  sliding  forward,  no  cramped  position,  and  the  shoe 


should  fit  the  foot  as  neatly  and  naturally  ais  a  hat  does  the 
head  or  a  glove  the  hand.  When  it  comes  to  covering,  so  to 
speak,  for  the  head  or  the  hand,  people  are  able  to  judge  for 
thems elves,  but  in  the  matter  of  suitably  dressing  the  foot  I 
fear  that  we  have  very  much  to  learn.  A  customer  should 
insist  first  and  foremost  on  a  proper,  comfortable,  natural  fit, 
with  plenty  of  space  for  the  toes.  There  should  not  be  the 
slightest  irritation  or  distress.  All  persons  should  treat  their 
feet  well.  ,  If  they  go  back  on  you  it  is  the  same  as  with  lost 
health — often  hard  to  regain.  Any  person  may  soon  learn  to 
sell  shoes,  but  efficient  fitting  is  a  different  problem.  Retailers 
generally  should  give  the  subject  the  best  possible  attention. 
When  they  do  the  corn  doctor  and  the  bunion  physician  may 
take  a  prolonged  holiday." 


The  Brush  Stroke  Roman  Alphabet 

Fifth  Lesson  in  the  "Writing  of  Attractive  Show  Cards — The  Advantage  of  the  Slanting 
Style — The  Use  of  Roman  Letters  to  Card  Writers — Working  Out  the 
Details— The  Student  Should  Give  a  Certain  Time  to 
Practice  Every  Day. 


&y  R.  T.  D.  Edwards,  The  Robert  Simpson  Co.,  Toronto. 

(Copyright  by  Acton  Publishing  Company,  Limited.) 


The  alphabet  to  be  dealt  with  in  this  lesson  is  known  as  a 
"Brush  Stroke  Roman,"  and  is  written  in  italics  (Fig.  i).  This 
slanting  style  has  been  chosen  because  it  is  much  more  easily 
learned  than  the  vertical.  The  majority  of  people  write  a  slant- 
ing hand  and  for  that  reason  this  style  will  come  more  readily 
to  the  beginner.  Experience  has  taught  that  it  is  easier  to  get 
the  horizontal  lines  parallel  in  this  than  in  the  vertical,  which 
is  in  itself  a  very  important  factor  in  the  general  appearance  of 
the  finished  alphabet. 


Systematic  Practice  Work. 

This  lesson  will  necessitate  a  great  deal  more  practice  than 
any  of  the  previous  ones.  The  movement  required  in  its  execu- 
tion will  be  more  difficult  to  master  than  any  other  of  the  brush 
strokes.  It  would  be  advisable  to  g've  a  stated  time  to  prac- 
tice work  every  day  until  each  of  the  strokes,  curves  and  details 
of  the  letters  are  acquired.  We  would  suggest  that  the  student 
take,  say,  half  an  hour  or  longer  eoch  day  to  devote  to  this 
work.    Greater  results  are  attained  from  regular  practice  work 
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than  can  ever  be  possible  from  spasmodic  efforts.  It  is  better 
to  spend  a  half-hour  every  day  than  to  do  three  hours'  work  one 
day  and  no  more  for  two  or  three  days. 

We  desire  to  emphasize  the  fact  that  this  alphabet  is  by 
far  the  most  difficult  taught  so  far,  and  it  will  be  necessary  for 
the  student  to  concentrate  his  best  efforts  on  it. 

The  Roman  Alphabet. 

The  Roman  alphabet  is  one  of  the  most  useful  of  those 
employed  by  show  card  writers  at  the  present  time.  The  uses 
of  it  were  dealt  with  in  'Lesson  No.  3  of  this  course,  under  the 
title  of  "'Modernized  Roman,"  which  was  a  pen-outlined  filled- 
in  alphabet.    The  advantages  of  the  brush  stroke  alphabet  over 


the  brush  are  of  a  very  different  character  to  the  previous  les- 
sons, so  that  , the  methods  followed  in  their  construction  cannot 
be  adapted  in  this  case.  For  instance,  in  the  last  lesson  the  flat 
side  of  the  brush  alone  was  used ;  here.,  the  narrow  side  of  it 
is  required  to  make  the  thin  part  of  the  stroke. 

Work  your  brush  into  a  chisel-pointed  shape  as  instructed 
in  the  preceding  lesson,  using  the  smallest  sized  brush  illustrated 
in  this  department  last  month.  Then  proceed  first,  as  in  other 
lessons,  with  the  exercises  (Fig.  2).  Do  not  let  the  brush  turn 
in  the  fingers.  Hold  it  perfectly  firm  in  drawing  the  curved 
strokes,  so  that  the  line  will  graduate  nicely  from  the  narrow 
stroke  at  the  top  to  its  full  width  in  the  centre,  and  in  the  same 
proportions  back  to  the  narrow  width  at  the  bottom. 


We  mix  brains 
inourbuying 
II shows  m  our 
selling. 


Fig.  4 

the  filled-in  one  for  general  purposes  are  quite  obvious.  The 
chief  among  these  is  the  great  saving  of  time.  Only  about  one- 
third  or  even  less  time  is  required  and  the  same  effect  is  obtained. 
Of  course,  the  brush  stroke  cannot  entirely  displace  the  other, 
as  it  is  necessary  for  a  certain  amount  of  particular  work.  A 
remarkable  speed  can  be  gotten  by  continuous  practice.  One 
who  is  proficient  can  easily  write  a  half-sheet  card  (14  by  22 
inches)  with  two  lines  of  lettering  and  a  price  in  from  four  to 
six  minutes. 

The  Formation  and  Brush  Work. 

The  principle  of  letter  formation  and  the  manipulating  of 


The  Details  of  Lettering. 

In  beginning  work  on  the  alphabet  itself  it  would  be  well 
to  do  a  full  line  of  each  letter  separately.  It  will  be  of  assist- 
ance in  getting  .the  proper  proportions  to*  sketch  them  out 
roughly  with  a  lead  pencil  before  beginning  the  brush  work. 
The  ball  of  the  lower  case  a  is  made  with  two  strokes  of  the 
brush  as  indicated  by  the  arrows  in  Fig.  1.  The  dots  of  i 
and  j  and  the  ball  on  the  curve  of  r  are  done  in  like  man- 
ner. In  the  latter  a  and  others  where  a  curved  stroke  in  its 
full  width  joins  the  straight  or  upright  stroke,  it  is  made  with 
the  narrow  side  of  the  brush.  The  loop  on  this  letter  is  made 
with  one  stroke  of  the  brush.  The  spurs  on  all  letters  are  made 
with  two  small  strokes  and  in  making  them  do  not  have  too 
much  paint  on  the  brush  or  a  fine  point  cannot  be  obtained. 
Other  details  of  the  lower  case  letters  can  be  gathered  readily 
from  Fig.  1. 

A  few  words  of  explanation  may  be  necessary  about  the 
capitals  or  upper  case.  The  narrow  side  of  the  brush  is  more 
frequently  used  and  enters  into  the  making  of  straight  strokes 
in  A,E,F,H,M,N,.T,U,V,W,X,Y  and  Z.  Practice  will  be 
necessary  to  produce  a  clean-cut  line. 

Figs.  3  and  4  illustrate  uses  of  the  alphabet  in  finished  cards, 
and  Fig.  5  shows  some  common  mistakes  which  are  to  be 
guarded  against. 
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Some  Stray  Shots  from  "Solomon" 


You  can't  expect  to  keep  your  thoughts  out  of  the  muck 
unless  you  keep  your  eyes  ahead  and  your  hands  and  feet  busy. 

The  Devil  has  a  snap  with  some  people,  be- 
THOUGHTS  cause  they  haven't  enough  to  do  to  keep  them 
AND  W  AYS       out  of  his  way.    The  fellow  who  is  working 

hard  all  day  with  body  or  brain  doesn't  have 
much  leaning  towards  the  saloon  or  the  brothel ;  the  man  whose 
mind  is  occupied  with  the  welfare  of  those  about  him  will  not 
have  a  hard  job  keeping  his  mind  clean.  It  is  the  fellow  with 
time  on  his  hands  who  has  filth  on  his  mind.  Get  busy  if  you 
want  to  be  clean.  "Commit  thy  works  unto  the  Lord  and  thy 
thoughts  shall  be  established."  Set  your  mind  on  making  the 
world  you  live  in  better  for  someone  else  than  if  you  had  not 
lived,  and  you  will  have  thoughts  that  will  establish  a  character 
that  will  stand  the  test  of  ages. 

We  can't  see  much  farther  than  our  noses.    We  have  only 
to  look  back  a  little  way  to  realize  what  stupid  things  we  did  to 
get  what  we  thought  was  best  for  us  and  we 
WAYS  AXD       can  thank  heaven  a  dozen  times  a  day  we  didn't 
STEPS  get  some  of  them.  We  are  creatures  of  feel- 

ing. We  are  constantly  led  astray  by  our 
emotions.  "A  man's  heart  deviseth  his  way,  but  the  Lord  direct- 
eth  his  steps."  We  plan  it  all  out  and  kick  like  steers  when 
things  don't  go  the  way  we  want  them;  but  the  Providence  that 
orders  the  steps  one  at  a  time  without  respect  to  the  beautiful 
way  we  have  mapped  things  out,  that  is  our  salvation.  We  set 
great  store  on  our  "judgment,"  but  there  isn't  one  of  us  fit  to 
run  a  "one  horse  shay"  without  Providence  going  ahead  to  pre- 
vent a  spill. 

"What  has  the  Lord  got  to  do  with  business?"  is  the  ques- 
tion that  meets  you  when  you  attempt  to  mix  religion  with  trade, 
Well,  some  kinds  of  religion  are  not  fit  to 
BALANCES  mix  with  anything,  much  less  business,  but  the 
AND  WEIGHTS  man  who  counts  the  Almighty  out'in  his  busi- 
ness dealings  with  his  fellows  will  land  in 
the  penitentiary  or  the  poorhouse.  The  Lord  has  everything  to 
do  with  l.usiness,  and  if  men  only  saw  this  it  would  save  many 
a  commercial  mix-up.  "A  just  weight  and  balance  are  the 
Lord's;  all  the  weights  of  the  bag  are  His  work."  You  can't 
leave  Him  out  of  the  count.  If  you  do  you  will  lose  your  busi- 
ness or  your  character.  The  balances  and  weights  every  time 
they  go  up  or  down  say,  "Thou  shalt  not  steal,"  on  the  one  hand, 
and  on  the  other  repeat  the  warning,  "Thou  shalt  have  no  other 
gods  before  Me." 

The  old  Greek  legend  about  the  Sirens  comes  home  to-day 
with  greater  force  than  ever  to  the  business  man.  There  was 
a  man  who  commenced  business  in  a  small 
THE  CALL  way  and  who  divided  his  interest  between  his 
OP  RICHES  lawful  occupation  and  doing  good  to  those 
who  were  not  so  well  fixed  as  himself.  Men 
and  women  in  the  community  rose  up  and  called  him  blessed. 
Young  men  and  young  women  developed  amid  surroundings  that 
were  unpromising,  to  say  the  least,  and  took  positions  of  respect 
and  usefulness.  This  man  was  a  blessing  to  the  town  as  well 
as  those  individuals.  But  he  was  making  money,  and  was  in- 
duced to  join  other  money-makers  in  promoting  enterprises.  He 
became  rich.  His  interests  became  so  extended  that  he  had  no 
time  for  personal  work  amongst  the  unfortunate.  He  now  gives 
money,  but  withholds  himself.    If  he  were  asked,  however,  he 


might  be  willing  to  admit,  "Better  is  it  to  be  of  an  humble  spirit 
with  the  lowly  than  to  divide  the  spoil  with  the  proud." 

•  The  way  people  are  getting  after  the  dollar  these  days  you 
would  think  the  wise  man's  dictum  read,  "Money  is  the  principal 
thing,  therefore  -get  money."    Men  are  to-day 
MONEY  AND      more  interested  in  stock  market  reports  or 
WISDOM  real  estate  deals  than  in  wisdom,  religion  or 

anything  else.  If  you  were  to  hold  out  the 
"Wisdom  of  Solomon"  on  the  one  hand  and  the  "Riches  of 
Croesus"  on  the  other,  it  is  not  'hard  to  say  which  would  be 
grabbed  first.  People  for  fashion's  sake  take  an  interest  in  both 
religion  and  wisdom,  but  at  heart  the  crowd,  high  and  low,  bow 
down  to  the  "Golden  Calf."  The  idolatry  of  covetousness  was 
never  as  general  as  it  is  to-day.  How  much  of  this  truth  gets 
you?  "How  much  better  is  it  to  get  wisdom  than  gold,  and 
to  get  understanding  rather  to  be  chosen  than  silver." 

The  colleges  turn  out  plenty  of  fools,  and  certainly  more 
ninnies  than  Solons.    Wisdom  isn't  a  matter  of  "education,"  as 

the  word  is  understood.  There  are  wise  men 
HEART  who  can  barely  write  their  names,  there  are 

WISDOM  asses  with  strings  of  letters  to  their  names 

that  we  wouldn't  think  of  going  to  for  advice 
when  we  get  stuck  at  some  of  life's  real  problems.  This  age 
seems  to  have  lost  its  relish  for  the  wisdom  that  has  it  foundation 
in  character.  The  wisdom  of  colleges  seems  to  be  the  product 
of  overtrained  mental  athletics;  the  wisdom  of  the  street  is  cen- 
tred on  money  and  place  grabbing.  We  want  more  and  more 
the  wisdom  of  the  heart,  of  character.  "The  heart  of  the  wise 
teaeheth  (maketh  wise)  his  mouth,  and  addeth  learning  to  his 
lips."  After  all,  wisdom  is  a  matter  of  the  heart,  and  not  of 
the  head. 

Some  men  are  so  thick  in  the  hide  that  nothing  anybody 
could  say  would  reach  their  sluggish  souls.  There  are  some  so 
thin-skinned  that  they  are  always  getting  blis- 
ANGER  AND  tered.  You  can  tell  what  kind  of  a  man  a 
STRENGTH  fellow  is  by  how  he  gets  angry.  Things  make 
some  men  angry  that  only  make  others  laugh. 
The  strong  man  is  the  one  who  does  not  let  every  whipper- 
snapper  make  him  dance.  "He  that  is  slow  to  anger  is  better 
than  the  mighty."  He  that  keeps  his  hand  not  only  upon  his 
lips,  but  his  very  soul,  is  mightier  far  than  he  who  commands  an 
army  of  soldiers  ready  to  climb  walls  at  his  command.  It  is  the 
man,  too,  with  the  capacity  for  just  anger  who  knows  how  to 
handle  himself. 

It  depends  on  how  you  take  trouble  what  it  can  do  to  you. 
If  you  take  it  lying  down  like  some  good  people,  who  think  sub- 
mission means  going  to  the  bottom,  it  will  be 
MEN  AND  all  day  with  you.    If  you  fight,  fuss  and  fume 

TROUBLE  you  will  come  out  of  it  disappointed  and 

beaten.  But  if  you  stand  up  to  it  and  meet 
it  as  something  upon  which  to  expend  mental  and  physical 
muscle  and  to  develop  moral  character  you  will  get  something 
out  of  it  worth  while.  There  are  men  who  have  been  made  great 
by  trouble  just  as  it  has  taught  them  to  be  resourceful,  hopeful 
and  patient  on  the  one  hand,  and  thoughtful,  sympathetic  and 
helpful  on  the  other.  "The  fining  pot  is  for  silver  and  the  fur- 
nace for  gold,  but  the  Lord  trieth  the  heart."  Have  you  been 
through  the  trial? 
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Some  Catchy  Spring 
Samples 
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Tan  Oxford.             Military  Heel. 
By  Tetrault  Shoe  Mfg.  Co. 

Illustrations  by  Art  Department  of 

SHOE  &  LEATHER  JOURNAL 

Fifteen  ButtonJSTan.  High  Cut. 

By  The  Murray  Shoe  Co. 


Men's  Tan  Blucher.     On  New  Last. 
By  The  Cook-Fitzgerald  Co. 
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Attracting  the  Fall  Vacation  Trade 

How  Some  Retailers  Sell  Trunks  and  Leather  Goods— Good  Illustrations  Essential— Plenty  of  Travelers  During 
October  and  November  Who  Will  Buy  if  Properly  Approached— Advertise  to  Catch  Them. 


Vacation  Time  Is  At  Hand 

and  we  arc*  showing  the 
largest  stock  and  best  val 
uei  tn  Trunks.  Suit£ates 
and  Bags,-  we  have  ever 
done,  most  of  ojr  regular 
lines  have  been  greatly 
improved,  and  new  lines 
bate  been  added  to  our 
Itock,  making  a  very  com- 
plete range  to  select  from. 

Suitcases  in  leatherette,  madeover  steel  fram  es 
jrith  brass  locks  and  bolts,  prices  $i;i5,  $1.25,  $1.50 
lo  $2.00. 

Suit-cases  m  Karatoj.,  strongly  made  in  every 
way.  with  double  locks  and  lest  liftings  and  trimmings: 
Prices  $2.25,  '$2.50  to  $3.50. 

Leather  Sott-cSses  $5.00  to  $9.00. 

Traveling  Bags  large  sizes  $2.25,  $2.50,  $7,00  to 
$12.00. 

Trunks,  canvas  covered 
$2.?0,  $3.00  and  $:3.50 

Trunks  vvitn  strap?,  p*-w 
and  up-to-date  styles,  $4.00 
to  $9.00 


Though  the  vacation  season  is  now  practically  closed, 
the  Raven's  Shoes  ad.  is  reproduced  here  as  a  good  example 
of  timely  summer  publicity,  showing  what  can  be  done 

during  the  present 
fall  season,  along 
seasonable  lines.  Of 
course,  there  will  be 
considerable  travel- 
ing done  during  Oc- 
tober and  November 
as  many  people  con- 
sider these  two 
months  the  finest  in 
the  year  for  the  pur- 
pose. A  consider- 
able stimulus  can 
be  given  to  trunk 
and  leather  goods 
sales,  by  snappy  well 
illustrated  retail  ads. 
during  this  period, 
through  featuring 
the  delights  of  fall 
travel  without  the 
annoyance  of  hot 
weather,  and  by  per- 


An  8-in  d.  c.  St.  Thomas  ad.  with  the 
vacation  spirit  to  the  fore. 


sistent  window  dressing  and  merchandizing  effort. 

This  ad.  in  question  is  good  copy,  and  Ai  selling  points 
are  adduced.  The  articles  are  briefly  but  thoroughly  de- 
scribed, and  the  reader  knows  just  about  what  he  is  going 
for,  before  he  starts.  Prices  are  also  liberally  quoted— 
another  good  feature.  The  ad.  mentions  a  good  many  lines, 
but  as  the  retailer  is  primarily  a  shoe  man,  he  doubtless 
prefers  not  to  use  too  much  space  on  his  trunk  department. 
The  heading  is  very  pertinent;  the  cut  at  the  top  shows  some 
of  the  articles  advertised;  and  the  cut  of  the  firm  name  is 
neat  and  unusual. 

The  ad.  of  Lamontagne  Limited,  is  an  exceptionally 
well-displayed  trunk  ad.,  and  is  a  strong  combination.  The 
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strong,  and  shows  the  articles  in  question  in  use,  the  lady 
having  evidently  just  left  the  receding  train.  True  to  life 
and  likely  to  favorably  impress  anyone  with  the  traveling 
spirit.  From  just  such  details  does  the  desire  to  purchase 
receive  strong  impetus. 

The  Hamilton  Leather 
Goods  Co.,  have  specialized 
on  suit  cases,  and  although 
no  illustration  is  used,  the  copy 
speaks  for  itself.  The  arrange- 
ment of  the  border  attracts 
attention  at  once,  and  gives 
the  copy  its  opportunity  to 
impress  itself  upon  the  reader. 
One  exception  may  be  taken 
to  this  copy,  and  that  lies  in  the 
use  of  the  phrase,  "the  largest 
assortment  in  Canada  to  choose 
from."  This  may  be  a  fact, 
but  it  is  rather  unlikely,  and 
anyway,  it  only  detracts  from 
the  earlier  sentences.  "Hot-air" 
is  never  in  good  taste,  nor  does 
it  sell  goods.  The  first  sentences 
are   to   the  point,  and  tell  the 

story  concisely.  A  little  too  much  space  is  used  for  the 
firm  name  and  address. 


All  Sizes  and  Colors 

Made  in  leather;  Japanese 
mattjng,  woven  cane,  leather-' 
ette  and  enameled  duct,  atsd  at 
prices  to  meet  any  sire  purses, 
ranging  from  $1.00  ^-and  •  up- 
wards.- The  largest  assortment 
in,  Canada  to  choose'  from,  at 
the  exclusive  leather  goods 
storev 

HAMILTON 
LEATHER  GOODS  CO. 

86  JAMES  ST.  N. 

Opposite  Hotel  Royal 

Repairing  a  specialty.  Open 
evenings. 


A  6-in.  s.c.  Hamilton  ad. 
well  displayed. 


Geo.  W.  Cowan's  ad.  is  well  displayed,  but  the  cut 
would  be  more  effective  if  the  border  were  not  run  round  it. 
As  sporting  boots  of  hip  length  are  given  special  mention,  it 
would  be  preferable  to  show  a  boot  of  this  class  in  the  cut, 
instead  of  the  knee  boot.  The  border  is  rather  heavy  for  the 
rest  of  the  ad.    Two  parallel  rules  would  be  sufficient. 

The  headline  might  be  made  more  definite,  thus:  "Rub- 
ber Boots  in  Every  Length,"  and  the  body  matter  might 


In  Regard  To  Boots 

Especially  sporting  boots  of  hip  length,  we 
wish  to  give  you  some  pointers.  The  line  of 
boots  we  handle  arc  of  the  best  gum  rubber 
stock  and  are  constructed  in  a  manner  that  as- 
sures both  wn-.fort  and  durability.  Wc  have 
the  short  or  llie  heavy  Rubber  Boot  here  too. 
and  a  line  that  will  aopeal  to  the  Fisherman. 
You  will  always  find  the  prices  ]ust  right  here 
for  it  is  our  endeavor  to  fit  your  purse  as  well 
as  your  feet.   


GEO.   W.  COWAN 


A  5-in.  3-col.  Montreal  ad.  well-written  and  displayed. 

copy,  written  in  French,  is  strong,  and  features  good  selling 
points.  The  heading  gives  the  gist  of  the  ad.  at  once,  and 
the  cut  helps  to  carry  out  the  idea.    The  cut  is  unusually 


A  3-in.  3-col.  ad.,  well-written  and  displayed. 

start:  "Are  our  specialty.  The  sporting  boots  of  hip 
length  that  we  handle  are,"  and  so  on.  Here's  another  shoe- 
man  who  states  that  his  prices  are  "just  right."  Why  in 
the  name  of  common  sense  should  he  not  hit  the  nail  on  the 
head  by  quoting  specific  prices?  This  is  what  gives  point 
to  an  ad.  every  time.  It  is  better  to  give  an  address,  even 
in  a  small  place.  It  takes  no  added  time,  and  adds  efficiency. 
As  a  whole,  the  copy  in  this  ad.  is  strong,  and  gives  good 
reasons  for  purchasing  from  the  firm. 
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Among  the  Shoe  and  Leather  Exponents 

What  Is  Going  On  in  Various  Centres  of  Activity — Personal  Notes  and  Views  That  Will  Be  Found  Instructive  and 

Timely — Interesting  News  of  the  Trade  in  Short,  Readable  Shape. 


G.  H.  Brampton  is  a  new  shoe  retailer 
in  Nanaimo,  B.C. 

John  W.  McLeod,  of  Westvil'le,  N.S.,  has 
started  business  as  a  shoe  retailer. 

G.  GaJcom'bach,  shoemaker,  of  rMorden, 
Man.,  has  discontinued  business. 

Gooder  &  Davis,  shoe  retailers,  of 
Troohu,  Alta.,  have  assigned. 

W.  B.  Lawson,  shoe  dealer,  of  (London, 
Ont.,  is  selling  out. 

S.  R.  Gorman,  Belleville,  Ont.,  was  call- 
ing on  the  Toronto  shoe  trade  last  week. 

H.  A.  Graham,  of  Burlington,  was  a 
caller  on  the  trade  in  Toronto  last  week. 

Albert  Linton,  Montreal,  has  returned 
from  Winnipeg,  where  he  spent  two  weeks. 

George  Golightly,  shoe  dealer,  of  Monk- 
fon,  Ont.,  has  disposed  of  his  business. 

Oaspell  &  Wablo,  Letbbridge,  Alta.,  have 
sold  out  their  shoe  business. 

■Horton  Bros.,  of  Owen  Sound,  Ont., 
have  gone  out  of  business. 

W.  C.  Forman  has  begun  business  as  a 
boot  and  shoe  retailer  in  Embro,  Ont. 

Robert  Pedlow,  of  Delhi,  Ont.,  is  selling 
out  his  boot  and  shoe  business. 

L.  B.  Julien  has  started  in  the  retail  boot 
and  shoe  line  in  Stettler,  Alta, 

John  E.  Zinn,  boot  and  shoe  retailer,  of 
Baden,  Ont.,  has  sold  out. 

Philias  Hamel,  shoe  dealer,  of  Roberval, 
Que.,  has  assigned. 

George  Hardy,  of  Tbamesville,  Ont.,  is 
succeeded  by  the  firm  of  Hardy  &  Me- 
Gaffey. 

Aubrey  Davis,  of  the  Davis  Leather  Com- 
pany, Newmarket,  Ont.,  has  returned  'from 
a  business  trip  to  Montreal  and  Quebec. 

Henry  O'sthoff  has  opened  a  fine  and  well- 
stocked  new  shoe  store  in  Hanover,  Ont., 
and  is  doing  a  good  business. 

The  shoe  store  of  M.  IH.  Chamberlain,  of 
Wheatley,  Ont.,  was  badly  damaged  by  fire 
last  week. 

The  Hub  Clothing  Co.,  of  Okotoks,  Alta., 
has  embarked  in  business  and  will  handle 
boots  and  shoes. 

E.  O.  Weston,  of  F.  J.  Weston  &  Sons, 
Toronto,  is  spending  a  few  days  in  Mont- 
real and  Quebec  on  business. 

J.  A.  Vaehon,  shoe  dealer  of  Prince  Al- 
bert, Sask.,  has  sold  out  to'  William  Green- 
side. 

Mr.  Lessard,  of  the  Tetrault  'Shoe  Co., 
Montreal,  'has  gone  on  a  hunting  trip  for 
a  fortnight. 

H.  V.  Moles,  general  manager  of  J.  &  T. 
Bell,  Limited,  Montreal,  spent  a  few  days 
recently  on  a  hunting  expedition. 

A.  E.  Medealf,  of  the  Nursery  Shoe  Co., 
Si.  Thomas,  Ont.,  was  in  Toronto  and 
Montreal  last  week  on  business. 

P.  G.  Knoll,  of  the  Humberstone  Shoe 
Co.,  Humberstone,  Ont.,  was  in  Toronto 
last  week  on  business. 

W.  F.  D.  Jarvis,  of  C.  S>.  Hymam  and 
Co.,  tanners,  London,  Ont.,  was  in  Mont- 
real last  week  on  business. 

Mr.  Pickles,  of  the  J.  O.  and  C.  .Eyelet 
Co.,  Ansonia,  Conn.,  was  in  Montreal  and 
Toronto  this  week  on  a  business  trip. 


E.  E.  Donovan,  manager  of  the  Cook- 
Fitzgerald  Co.,  London,  Ontario,  was  in 
Toronto  last  week  on  business. 

S.  W.  Vermilyea,  of  the  Belleville  Shoe 
Co.,  Belleville,  Ont.,  was  in  Toronto  for 
a  few  days  last  week. 

'Mr.  Wooten,  of  Bancroft,  Ont.,  spent  a 
few  days  in  Toronto  last  week  and  cir- 
culated among  the  trade. 

Siderick  Read,  of  London,  Ont.,  has  taken 
his  son,  Clifford,  into  partnership:,  and  the 
firm  name  is  now  known  as  S.  Read  &  Son. 

A.  Macfarlane,  of  the  Macfarlane  Shoe 
Co.,  Montreal,  spent  a  few  days  last  week 
in  Boston  on  business. 

W.  F.  Martin,  of  Kingsbury  Footwear 
Co.,  Montreal,  was  in  Winnipeg  recently 
on  a  business  trip. 

H.  C.  Knox,  of  Jas  Linton  &  Co.,  Mont- 
real, spent  Thursday  last  in  Toronto  on 
business. 

M.  P.  Fralick  has  started  business  as  a 
boot  and  shoe  retailer  at  61  St.  Paul  St., 
Montreal. 

Auger  &  Dagenais,  dealers  in  leather 
goods,  Montreal,  have  dissolved  partner- 
ship. 

George  J.  Jupp,  merchant,  of  Fleming, 
Sask.,  has  added  boots  and  shoes  to  his 
line. 

James  Reid,  of  the  Amherst  Boot  &  Shoe 
Co.,  Amherst,  N.S.,  spent  an  enjoyable 
vacation  recently  in  Prince  Edward  Island. 

John  'Sinclair,  manager  of  the  Barrie 
Tanning  Co.,  Barrie,  Ont.,  was  in  Toronto 
last  week. 

George  McQuay,  president  of  the  Me- 
Quay  Tanning  Co.,  Owen  Sound.,  was  in 
Toronto  this  week  calling  on  the  trade. 

P.  Nolan,  shoe  retailer,  of  North  Battle- 
ford,  Sask.,  'has  been  succeeded  by  Nolan, 
Flaherty  &  Co. 

W.  A.  Hamilton,  of  the  W.  B.  Hamilton 
Shoe  Company,  Toronto,  has  returned  from 
a  business  and  holiday  trip  to  Boston,  Que- 
bec and  Montreal. 

J.  E.  Wilson,  of  Blind  River,  Ont.,  is 
a  new  merchant  in  that  place  who  is  hand- 
ling a  full  line  of  boots  and  shoes,  as  well 
as  groceries. 

S.  H.  Parker,  sales  manager  of  the  Wm. 
A.  Marsh  Co.,  Quebec,  has  been  spending 
some  time  in  Toronto,  Hamilton  and  Lon- 
don ion  business. 

C.  0.  Shaw,  general  manager  of  the 
Anglo-Canadian  Leather  Co.,  Huntsville, 
Ont.,  was  in  Toronto  last  week  on  busi- 
ness. 

George  'St.  Leger,  Jr.,  of  the  St.  Leger 
Shoe  Co.,  Toronto,  has  been  spending  a 
few  days  in  Boston,  Lynn,  Brockton,  and 
other  shoe  centres. 

Arthur  Foster,  representing  the  G.  V. 
Oberholtzer  Co.,  Berlin,  Ont.,  was  in  To- 
ronto last  week  on  business  and  booking 
orders  for  spring  goods. 

C.  F.  Hayes,  superintendent  of  the  Ayl- 
mer  Boot  and  'Shoe  Co.,  Aylmer,  Ont., 
was  calling  on  the  trade  last  week  in  To- 
ronto. 

George  Midgley,  Sr.,  is  seriously  ill  in 
Woodstock,  Ont.   He  is  a  well  known  shoe 


merchant,  and  was  at  one  time  eng 
in  the  retail  line  in  Hamilton. 

W.  E.  Woelfle,  sales  manager  of  the 
Kaufman  Rubber  Co.,  Berlin,  was  in  Mont- 
real and  Ottawa  last  week  on  a  business 
trip. 

A.  Wellwood,  shoe  retailer,  1250  Bloor 
Street  West,  Toronto,  is  extending  his  store 
and  making  several  improvements  to  the 
interior. 

Mr.  Ashplant,  of  London,  Toronto  and 
Western  Ontario  representative  of  Jas.  Lin- 
ton &  Co.,  spent  a  few  days  in  Montreal 
recently. 

Handfield  Bros.,  dealers  in  shoes  and 
men's  furnishings,  Montreal,  have  dis- 
solved partnership.  J.  D.  Handfield  con- 
tinues under  the  same  title. 

The  Brockton  Stay  Co.,  Brockton,  have 
just  moved  into  fine  new  quarters,  a  fac- 
tory 250  feet  by  30  feet,  and  four  storeys 
high. 

Charles  Blum,  shoe  merchant,  of  Pres- 
ton, Ont.,  has  made  an  'assignment  to  H. 
C.  Edgar.  A  meeting  of  the  creditors  will 
be  held  on  Oct.  23rd. 

W.  J.  Heaven,  manager  of  the  Toronto 
warehouse  of  the  Anglo-Canadian  Leather 
Co.,  who  has  been  living  in  Oakville  for 
the  summer  months,  has  again  taken  up  his 
residence  in  the  city. 

Samuel  Sterling,  of  'Sterling  Bros.,  shoe 
manufacturers,  London,  Ont.,  intends  leav- 
ing shortly  on  an  extended  trip  to  Europe 
and  other  countries.  It  is  understood  he 
will  be  absent  several  months. 

B.  H.  Turner,  of  Little  Current,  Ont.,  is 
erecting  a  neat  new  store  in  .that  enter- 
prising town  and  expects  to  move  into  his 
enlarged  and  excellently  equipped  business 
home  about  the  middle  of  next  month. 

W.  S.  Louson,  general  sales  manager  of 
Ames,  Holden,  MdCready,  Limited,  Mont- 
real, is  on  a  business  trip  to  Winnipeg, 
Calgary,  Vancouver,  and  other  Western 
cities. 

Alfred  Bawden,  who,  for  the  past  six 
years,  has  been  in  the  warehouse  of  Gar- 
side  and  White,  Toronto,  has  been  ap- 
pointed city  traveler,  taking  the  place  of 
the  late  Edwin  Davis. 

Downing,  Knowlton  &  McKinnon,  who 
recently  bought  out  the  big  shoe  business 
of  Zink  Bros.,  of  Brandon,  Man.,  expect 
to  make  extensive  interior  improvements  to 
the  premises  at  an  early  date. 

J.  W.  Foy,  traveler  for  D.  D.  Hawthorne 
and  Co.,  Toronto,  who  was  injured  some 
time  ago,  when  his  automobile  collided 
with  a  street  car  in  Toronto,  is  able  to  be 
around,  hut  he  is  still  feeling  rather  stiff 
and  weak. 

The  Western  Shoe  Co.,  of  Berlin,  Ont., 
have  just  completed  a  large  three-storey 
addition  to  their  factory,  which  will  prac- 
tically double  their  capacity.  The  exten- 
sion affords  much  needed  room  and  the  firm 
report  business  as  brisk. 

A  despatch  from  Lynn,  Mass.,  says  :  In 
accordance  with  the  announcement  of  their 
plans  made  several  days  ago,  a  majority 
of  the  1,500  Knights  of  Labor  shoe  cut- 
ters left  their  benches  in  the   shoe  fac- 


52 


THE  SHOE  AND  LEATHER  JOURNAL 


tories  of  the  city,  after  having  completed 
eight  hours'  work.    Should  a  lockout  occur 
18.000  shoe  workers  will  in  a  few  days  be 
made  idle. 

Mrs.  Vivian,  of  Sault  Ste.  Marie.,  is 
building  a  handsome  new  store,  which  she 
expects  to  occupy  before  Christmas.  The 
premises  are  modern  and  complete  in  every 
respect  and  a  credit  to  the  business  estab- 
lishments of  the  Soo. 

S.  Woodley,  shoe  retailer,  James  Street, 
Hamilton,  has  sold  out  to  C  M.  Haist,  city 
traveler  of  the  John  McPherson  Co.,  Ham- 
ilton, who  has  taken  hold  of  matters  in 
earnest  and  will  doubtless  do  a  splendid 
trade. 

The  new  factory  of  the  Winn  Co..,  at 
Perth,  Ont.,  is  rushed  with  orders.  The 
firm  are  now  giving  employment  to  ninety 
persons,  and  are  looking  for  twenty-five 
more,  as  they  have  work  ahead  for  sev- 
eral months. 

Mrs.  Foley,  wife  of  Fred  R.  Foley,  shoe 
retailer,  Bowmanville,  Ont.,  underwent  an 
operation  recently  in  Grace  Hospital,  To- 
ronto. Her  condition  is  reported  to  be 
serious.  iMt.  Foley's  many  friends  in  the 
trade  will  extend  their  sympathy. 

The  Walk-Over  shoe  store,  in  Montreal, 
on  St.  Catherine  Street  West,  is  rapidly 
approaching  completion,  and  before  Novem- 


ber 1  st,  will  be  open  for  business.  This 
street  certainly  does  not  lack  for  modern 
shoe  stores  at  present. 

The  Fogarty  Company,  Montreal,  have 
just  completed  two  handsome  new  open- 
backed  windows — one  on  each  side  of  the 
main  entrance.  The  improvement  is  very 
marked,  both  ito  the  store  and  to  the  corner 
itself. 

T.  King,  of  the  firm  of  King  Bros.,  Co., 
tanners,  Whitby,  Ont.,  has  been  spending 
a-  few  days  in  Montreal  on  business.  The 
firm  do  a  large  foreign  business  in  leather, 
the  volume  increasing  to  heavy  proportions 
in  the  last  few  years. 

John  Fry  died  suddenly  in  Thorold,  Ont., 
on  Monday.  He  was  eating  his  dinner 
when  he  dropped  dead.  Mr.  Fry,  who  is 
survived  by  five  sons  and  two  daughters, 
was  a  highly  respected  resident  of  Thorold, 
and  was  engaged  in  the  boot  and  shoe 
business  for  many  years. 

The  Kaufman  Rubber  Co.,  oif  Berlin, 
Ont.,  have  recently  opened  a  branch  in 
Vancouver,  B.C.,  under  the  management 
of  F.  F.  Henderson.  Another  branch  has 
also  been  established  in  Fredericton,  N.B. 
The  Company  are  rushed  to  the  full  capa- 
city of  the  factory  with  orders. 

Malcolm  Stewart,  the  popular  St.  James 
Street,  Montreal,  shoe  man  has  removed 


to  his  new  quarters,  just  across  the  street 
— formerly  Paquette's  barber  shop.  Ex- 
tensive improvements  have  been  made,  and 
Mr.  Stewart  is  now  ready  to  welcome  both 
old  and  new  friends  in  a  handsome  store, 
and  with  a  complete  'Stock  of  fall  goods. 

George  and  J.  T.  Allen,  shoe  dealers,  of 
Mount  Forest,  Ont.,  who  have  been  in 
business  for  many  years,  under  the  style 
of  Allen  Bros.,  have  dissolved  partner- 
ship. J.  T.  Allen  continues.  George  Allen 
has  gone  into  the  real  estate  and  loan 
business. 

A  fire  broke  out  recently  in  some  rooms 
over  the  H.  E.  Liesemer's  store,  in  Car- 
stairs,  Alta.  The  stock  of  boots  and 
shoes  and  clothing  was  removed  in  a  more 
or  less  damaged  condition.  Mr.  Liesemer's 
loss  was  fully  covered  by  an  insurance  of 
$4,500  on  the  stock  and  $1,000  on  the 
building. 

F.  J.  Boyd,  a  popular  shoe  retailer,  of 
Merrickville,  Ont.,  was  married  on  Sept. 
27  to  Miss  Gertrude  A.  Beamish,  at  the 
Rectory  in  Merrickville.  Rev.  J.  H.  Cole- 
man, of  Trinity  Church,  performed  the 
ceremony.  Mr.  Boyd's  many  friends  in 
the  trade  will  extend  cordial  congratula- 
tions. 

Damage  to  the  extent  of  about  $S,ooo 
was  done  by  a  blaze  that  broke  out  on  the 
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third  floor  of  the  building  at  1466  East 
St.  Catherine  Street,  Montreal,  occupied 
iby  the  .Star  Shoe  Company.  While  the  fire- 
men succeeded  in  confining  the  flames  to 
the  third  floor,  the  second  floor,  also  occu- 
pied by  the  Star  Shoe  Company,  and  the 
ground  floor,  suffered  considerably  by  the 
water  used  by  the  fire  fighters  running  down 
from  the  floor  above. 

C.  S.  .Sutherland,  general  manager  of 
the  Amherst  Boot  and  Shoe  Co.,  Amherst, 
N.S.,  has  returned  from  a  business  trip  to 
Winnipeg,  Calgary,  Vancouver,  and  other 
cities.  The  company  has  opened  a  new 
distributing  warehouse  in  Calgary. 

S.  Morley  Wickett,  (managing  director  of 
the  firm  of  Wickett  &  Craig,  tanners,  To- 
ronto, this  week  celebrated  his  39th  birth- 
day, and  was  extended  congratulations  by 
many  members  of  the  trade.  Proif.  Wickett 
has  taken  a  high  place,  not  only  in  the 
manufacturing  world,  but  as  an  author  and 
sociologist. 

A  new  shoe  manufacturing  firm  has  been 
granted  a  charter  under  the  name  of  Wil- 
liams and  Son,  .Limited,  with  a  capital 
of  $40,000.  The  company  will  shortly  be- 
gin operations  in  new  premises  at  Milton, 
Ontario,  removing  from  Brampton,  where 
the  old  firm  was  known  as  Durgin- Wil- 
liams Co. 

George  H.  Grills,  of  Ottawa,  has  joined 
the  traveling  'Staff  of  the  Relindo  Shoe  Co., 
Toronto,  and  is  covering  Western  On- 
tario, taking  the  territory  of  Frank  E. 
Rousseaux,  who  met  with  such  a  distress- 
ing accident  at  Blyth,  Ontario,  a  few  days 
ago,  when  he  was  run  over  by  a  train  and 
so  'severely  injured  that  it  was  found  ne- 
cessary to  amputate  both  his  legs. 

Percy  Reynolds,  a  shoemaker.,  of  Wind- 
sor, Ont,  was  held  up  and  robbed  of  $12 
by  two  highwaymen  at  the  C.  P.  R._  bridge 
in  that  city.  Reynolds  was  on  his  way 
home  when  the  men  grabbed  him  as  he 
was  crossing  the  bridge.  While  the  first 
man  held  his  hands,  his  companion  rifled 
Reynold's  pockets.  They  threatened  vio- 
lence if  Reynolds  attempted  to  call  for 
help.  After  securing  the  cash  the  rob- 
bers disappeared. 

The  Regal  Shoe  Store,  Toronto,  had  an 
interesting  and  instructive  window  recently, 
when  several  fall  lines  made  by  the  Can- 
adian factory  were  exhibited  and  various 
stages  of  manufacture  shown.  The  display 
attracted  considerable  attention.  The 
leather,  the  counters,  the  box  toes,  the  in- 
soles, the  welting,  the  linings,  etc.,  were 
exhibited  in  connection  with  fall  and  win- 
ter footwear.  In  one  day  recently  the  store 
received  from  the  factory  ait  Whitman, 
Mass.,  a  shipment  of  seventy-eight  cases, 
forty-eight  pairs  to  the  case,  making  nearly 
a  carload  of  shoes.  The  new  Canadian  fac- 
tory of  the  Regal  company  is  being  rushed 
to  its  fullest  capacity. 

Dividends  on  Rubber  Stock. 

After  many  false  alarms,  the  U.  S.  Rub- 
ber directors  have  declared  a  quarterly 
dividend  of  1  p.c.  on  the  common  stock. 
This  is  the  first  dividend  since  1900,  when 
2  p.c.  was  paid.  Previous  to  that  2%  p.c. 
was  paid  in  1895,  2  p.c.  in  1897,  and  2  p.c. 
in  1899.  Regular  quarterly  dividends  of  2 
p.c.  on  the  first  preferred  and  il/z  p.c  on 
the  second  preferred  were  also  declared. 
The  dividends  are  payable  October  31st  to 
holders.  A  despatch  says :  "Notwithstand- 
ing the  fact  that  for  some  years  past  sur- 
plus net  earnings  of  United  States  Rubber 
have  been  considerably  in  excess  O'f  sum 
required  for    dividends    upon  preferred 


stock,  directors  have  felt  it  for  the  best 
interests  of  the  company,  for  reasons  from 
time  to  time  stated,  to  defer  payment  of 
dividends  on  common  stock.  While  thus 
far  in  our  present  fiscal  year  there  has  been 
a  falling  off  in  certain  lines  of  business  of 
the  company,  other  lines  show  substantial 
gain,  thus  ensuring  from  the  entire  busi- 
ness of  the  United  States  Rubber  Co.  and 
its  subsidiary  companies  not  less  than  an 
average  'product  and  profit  for  the  year. 
This  being  so,  the  directors  have  felt  justi- 
fied in  resuming  at  this  time  the  quarterly 
dividends  upon  the  common  stock." 

London  Dealers  Up  and  Doing. 

The  Retail  Shoe  Dealers'  Association,  of 
London,  Ont.,  held  an  important  meeting 
on  October  3rd,  when  Ward  A.  Cassel- 
man  was  elected  president,  owing  to  the 
removal  of  Ed.  Cook,  the  retiring  head  of 
the  organization  to  Toronto,  where  he  has 
opened  the  Owl  Shoe  Store.  The  resigna- 
tion of  Mr.  Cook  was  received  with  regret 
and  a  resolution  of  appreciation  of  his  ser- 
vices passed.  Rowland  Hill  was  elected 
first  vice-president,  taking  the  place  of  Mr. 
Casselman.  Wm.  Roomie  is  the  new 
second  vice-president.    W.  J.  Ashplant  is 


Ward  A.  Casselman 
The  new  President  of  the  London  Shoe 
Retailers'  Association. 


the  secretary  of  the  association,  which  is 
a  live  one  and  meets  on  the  first  Tuesday 
of  each  month.  Several  new  members 
were  received  at  the  last  gathering,  mak- 
ing practically  all  in  the  retail  shoe  line 
in  the  city.  An  understanding  was  reached 
to  prevent  undue  price-cutting  in  rubbers, 
as  the  London  men  do  not  believe  in  do- 
ing business  at  a  loss,  but  at  a  fair,  reason- 
able profit.  The  shoe  dealers  have  decided 
to  close  their  places  of  business  every  night 
at  6.15  o'clock,  and  on  Saturday  nights  at 
10  p.m..  The  trade  in.  London  believe  in 
getting  together,  and  Secretary  Ashplant, 
whom,  one  member  describes  as  the  "main 
push,"  is  making  a  success  of  the  asso- 
ciation. 

Booming  Sale  of  Findings. 

The  J.  P.  Cook  Co.,  of  London,  Ont., 
devote  particular  attention  to  their  find- 
ings department,  and  find  that  it  pays  big 
returns.  If  a  customer  buys  only  a  pair  of 
five-cent  shoe  laces  they  are  handed  out 
in  a  neat  narrow  envelope  about  the  width 
and  length  of  an  ordinary-sized  comb.  The 
purchaser  is  impressed  at  this  stroke  of 
enterprise,  and  the  wording  is  catchy,  the 
type  arrangement    being    excellent.  The 


notice  reads  in  part  as  follows,  the  various 
items  being  well  displayed : 

"In  our  findings  department  we  carry  a 
complete  variety  of  shoe  needs,  as  follows : 
Laces  in  all  lengths  and  colors,  in  pure  silk, 
china  silk  and  mohair;  polishes  for  tan, 
black  and  all  colored  leathers ;  also  prepar- 
ations for  preserving  and  waterproofing 
leather;  polishing  brushes,  rubber  heels, 
shoe  trees,  instep  supports,  wool  soles,  in- 
soles, heel  cushions,  heel  pads,  foot  pow- 
ders, corn  cures,  overgaiters,  spats,  leg- 
gings." 

Tribute  to  Mr.  Watson. 

Speaking  of  the  dea^h  of  John  Watson, 
shoe  retailer,  the  Petrolea  Topic  says : 
"'He  was  one  of  the  oldest  and  most  re- 
spected residents  of  Petrolea.  The  end  was 
ciaused  by  heart  failure.  The  late  John 
Watson  was  born  in  Tyrone,  Ireland,  in 
1837,  but  came  to  Canada  when  fourteen 
years  of  age.  'He  has  been  a  resident  of 
Petrolea  for  the  past  forty  years.  John 
Watson,  in  1881,  married  Miss  Jessie 
Stewart.  Two  children  were  born,  both 
of  whom  survive.  They  are  Mrs.  R.  Kettle, 
of  Petrolea,  and  John  S.,  of  Detroit. 

Why  Does  Not  Stock  Go  Up? 

A  Montreal  despatch  says :  Big  blocks 
of  U.  S.  Rubber  stock  are  held  in  'Mont- 
real, and  mow  that  a  4  p.c.  dividend  is  be- 
ing paid  the  holders  are  wondering  why  the 
stock,  which  sells  under  44  and  yields  9*4 
p.c.  on  the  investment,  does  not  go  up.  The 
real  reason,  mo  doubt,  is  that  there  are 
fears  the  company  may  figure  in  the  at- 
tacks upon  the  trusts.  If  the  company  is 
left  unmolested,  it  should  have  a  bright 
future.  In  three  years'  time  it  will  be  get- 
ting 25  per  cent,  of  its  rubber  from  its  own 
plantations.  In  five  years  it  will  be  get- 
ting 75  per  cent.,  and  untimately  all  at  a 
cost  of  not  much  over  25  cents  per  pound. 

Value  of  Shoemaker's  Leg. 

John  Duncan,  shoemaker,  aged  65,  who 
resides  ait  Wycbwood  Park,  Toronto,  was 
an  interested  spectator  in  the  hearing  be- 
fore Judge  Morgan,  who  is  acting  as  ref- 
eree in  the  matter  of  damages  between  Mr. 
Duncan  and  the  Toronto  Street  Railway 
'Company.  In  September  Mr.  Duncan  had 
his  leg  broken  in  a  street  car  accident  at 
College  and  Spadina  Avenue,  Toronto,  and 
as  the  street  railway  does  not  wish  to  ad- 
mit any  liability,  and  Mr.  Duncan  is  not 
anxious  to  make  the  company  poor  carry- 
ing the  case  through  the  courts,  it  was 
agreed  to  leave  the  matter  to  Judge  Mor- 
gan, who  will  decree  how  much  it  is  worth 
to  have  your  leg  broken  by  a  street  car. 

Packing  Houses  Form  Merger. 

It  is  announced  that  three  of  the  large 
Canadian  packing  houses  had  formed  a 
merger,  under  the  name  of  Matthews, 
Laing,  Limited,  with  a  capital  of  $5,000,- 
000.  The  companies  included  in  the  merger 
are  George  Matthews,  Limited,  with  plants 
at  Hull,  Peterborough  and  Brantford ;  the 
Laing  Packing  &  Provision  Co.,  Ltd.,  of 
Montreal,  and  the  Park-Blackwel!  Com- 
pany, of  Toronto.  Mr.  W.  E.  Matthews 
will  be  president  of  the  merger,  while  the 
board  of  directors  will  be  chosen  from  the 
officers  of  the  various  companies,  whose 
business  will  be  carried  on  as  before.  It  is 
thought  that  the  capital  of  the  three  com- 
panies in  the  merger  is  about  $2,000,000, 
and  that  after  the  consolidation  is  effected 
there  will  be  a  flotation  of  common  and 
preferred  stock,  which  will  afford  ample 
scope  for  improving  their  plants,  it  being 
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Stated  that  the  intention  of  the  new  com-  and  porpoise  laces,  reindeer  hair  soles,  'felt  rounds  with  a  horse  and  buggy.    He  cov- 

pany  is  to  extend  its  business  in  all  lines,  insoles,  cork  soles,  felt  socks,  tailor-made  ered  ground  rapidly  and  was  a  splendid 

and'  to  totally  increase  its  plant  and  equip-  over-gaiters,  and  leggings  in  felt,  beaver  salesman.     William   Garside,   with  whom 

ment   to  meet  the  growing  trade  of  the  melton,  corduroy,  and  jersey  knit.    The  sale  Mr.  Davis  was  closely  connected  for  the 

country     Several  nronsr  companies  remain  of   viscol,    waterproof   dubbin    and   other  greater  portion  of  a  quarter  of  a  century, 

outside  the  merger     It^is  pointed  out  that  preparations   has  been   satisfactory.     The  speaking  of  his  death  said:    "He  was  a 

the  merger  may  have  some  effect  on  the  outlook  for  a  big  business  is  good.    Bou-  faithful,  earnest  and  reliable  man,  of  ster- 

hide   situation,  "as  it  will  strengthen  the  doir  slippers  are  having  a  favorable  run,  ling  character  and  worth.    He  lived  up  to 

position  of  the  company  and  place  it  in  and,  during  the  fall  and  winter  season,  live  the  highest  ideals,  both  in  his  secular  call- 

i  better  position  to  compete  with  Chicago  retailers  are  devoting  more  and  more  at-  mg  and  m  the  promotion  of  the  interests 


packers. 


tendon  to  their  findings  department.   They  of  humanity.    He  could  be  trusted  impli- 


"Y 


Should  Have  Bought  Earlier. 

5,  sir,  some  of  those  9hoe  retailers 


discover  that  if  they  give  it  proper  atten- 
tion there  is  money  and  a  good  deal  of  it 
to  be  made  in  this  branch  of  the  trade. 


citly  in  any  relation  of  life  to  do  his  duty." 


A  Progressive  Easterner. 

Clifford  S 


the 


Pace, 
manager  of 


who  hung  back  and  would  not  give  an 
early  placing  order  for  rubbers  because 
they  were  not  given  five  per  cent,  extra 
discount  this  season  have  discovered  that 
they  made  a  mistake.-'  remarked  a  well 
known  rubber  representative  this  week. 
"Now  that  the  cold,  wet  weather  is  at 
,hand.  several  dilatory  dealers  have  be- 
come sort  of  panic  stricken  and  want  full 
sizes  in  many  lines  at  once.  This  they 
cannot  get,  and  will  have  to  wait  for 
some  time.  They  are  getting  a  few  cases 
of  rubber  shoes,  but  are  not  able  to  secure 
as  many  sizes  and  styles  as  desired.  There 
is  a  big  advantage  in  early  placing,  as  some 
of  the  lagging  ones  are  now  discovering." 

Pushing  Repair  Department. 

The  Roberts  &  Van  Lane  Co.,  of  Brant- 
ford,  Ont.,  believe  in  advertising  their  re- 
pair deoartment.    In  each  carton  or  parcel  stock  should  be  turned  over 
sent  from  the  store  the  following  slip  is  a  year,  and  three  times  if  possible,  and  that 
inserted : 


Advance  in  Buttoning  Machines. 

Canadian  findings  houses,    who  handle 
both  hand  and  foot  power  buttoning  ma- 
chines and  fasteners,  have  been  advised  of 
a  new  price  list.    It  is  said  that  four  manu- 
the  large  retail  shoe  facturing  firms  on  the    other    side  have 
store  of  L.  Higgins  formed  a  merger  and  will  market  all  the 
&  Co.,  at  Moncton,   output  in  these  lines.    The  prices,  it  is  ex- 
N.   B.,  is  an  alert  pected,  will  show  an  increase  on  machines 
shoeman,  and  is  an  and   fasteners,   whether  in   the  shape  of 
enthusiast  on  styles,  staples  or  wire  coils,  of  about  fifty  per 
leather,  stock  keep-  (Cen,t     There   is   a  big  demand  now  for 
keeping    and    store  button  shoes,  and  retailers  who  have  not 
system  and  manage-  buttoning  machines  and  desire    to  place 
ment.    He  does  not  t'nem  jn  sltock,  will  have  to  pay  considerably 
_  think  that  it  pays  more  for  fbe  OUffcfits_    The  fasteners  will 

to  have  a  repair  shop  on  the  premises  of  a]sQ  much  hJ  her     ^  win  not  foe 

the  average  retailer  m  a  large  town  or  city,  ,  °      ,     .     ,     ,    .  r 

made  for  free  work  ve,ry  'welcome  news  to  the  trade,  but  Can- 


as  too  many  requests  are  umuc  >ui  ,.-     r                                          ,  , 

which  cannot  always  be  conveniently  declined  adran  firms  are  in  no  way  responsible  for 

Mr.  Pace  is  of  the  opinion  that  a  retail  the  advance.    The  revised  price  lists  are 

at  least  twice  not  veit  to  hand,  but  are  expected  any  day. 


"When  the  goods  in  this  box  require  re- 
pairing you  will  find  it  to  your  advantage 
to  send  them  to  us.  They  will  then  be 
carefully  repaired  with  well  seasoned 
leather,  by  experienced  workmen,  on  lasts 
similar  to  those  on  which  they  were  made. 

"An  important  feature  of  our  repairing  is 
that  we  now  sew  not  only  hand-made,  but 
also  (in  almost  all  cases)  machine-sewn 
goods. 

"If  you  approve  of  the  accompanying 
boots  they  can  be  repeated  at  any  time  by 
le.ting  us  know  the  stock  number." 

"Jim"  Robinson's  Enjoyable  Trip. 

Aid.  James  Robinson,  wholesale  boots, 
shoes  and  rubbers,  has  returned  to  Mont- 
real after  a  four  months'  trip  in  Europe, 
during  which  time,  in  company  with  his 
two  daughters,  he  visited  the  Azores,  Mad- 
eira, Gibraltar,  Italy,  France,    and  Great 


all  odds  and  ends  should  be  cleaned  out 
semi-annually.  He  is  always  on  the  look-out 
for  new  ideas  and  his  successful  manage- 
ment of  the  "big  corner  shoe  store"  in  the 
railway  hub  of  New  Brumswick  reflects  the 
highest  credit  upon  him  and  his  staff. 

Veteran  Shoe  Traveler  Expires. 

A  veteran  shoe 
traveler  passed 
away  on  October  g, 
when,  after  an  ill- 
ness   of    only  two 


e:ra,  Oibraitar,  naiy,  r ranee,    anu    vjicdi  ^  .  ■  ~ 

Britain.    In  England  he  was  for  three  weeks  ago.    He  then  joined  the 

the  guest  of  Sir  Henry  Trickett.  the  noted  Garside  &  White,  and  after  m 


guc-^t  or  ^>ir  Henry 
slipper  manufacturer,  who  recently  opened 
a  Canadian  headquarters  in  Toronto,  at 
St.  Anne-by-the-Sea. 

There  was  great  interest  in  England  in 
the  recent  election  in  Canada,  Aid.  Rob- 
inson remarked,  and  he  added  that  he  felt 
sure  the  result  had  strengthened  Canada's 
credit  in  England,  for  there  was  a  feeling 
that  if  the  Government  were  sustained  it 
meant  a  driving  away  from  the  Old  Coun- 
try and  closer  connections  wirh  the  people 
to  the  south.  . 

One  conviction  that  Aid.  Robinson  ex- 
presses, on  seeing  Montreal  after  the 
numerous  well-kept  cities  of  Europe,  is  that 

rather  untidy, 


Some  Rubbers  Advance  in  Price. 

All  the  rubber  factories  are  busy  and 
shipments  are  going  forward  rapidly  to  re- 
tailers.    There  has  lately  been  some  re- 
vision in  prices  on  the  part  of  some  of  the 
companies.      The     Consolidated  Rubber 
Company  has  issued  a  revised  list  to  the 
retail  trade  on  the  Merchants  and  Daisy 
brands,  making,  the    prices     even  with 
Jacques  Cartier,  Granby  and  Maple  Leaf. 
The  company  publish  a  neat  booklet  en- 
titled "Foot  Prints,"  announcing  that  the 
new  prices  went  into  effect  on  October  3rd 
weeks,  ■Edwin' Davis  last-    I*  is  learned  that  the  Ames,  Holden, 
joined    the    [silent  McCready  Co.  will  have  the  exclusive  hand- 
majority.     He  was  ling,  after  March  1st  next,  of  the  Maple 
sixty-six  years  old  Leaf  brand,  as  well  as  Granby,  for  which 
and  had  a  wide  con-  they  were  the  sole  agents  this  year.  Price 
nection.  He  was  city  lists  for  tennis  goods  are  now  being  pre- 
traveler    for   L.   J.  pared  and  in  some  instances  there  has  been 
Beemer  &  Co.,  when  a  reduction  of  five  and  ten  per  cent.,  while 
that  firm  was  in  the  jobbing  line' many  others  declare  their  figures  will  be  higher. 

1  '      1  Visiting  Shoemen  at  the  C.M.A. 

The  annual  meeting  of  the  Canadian 
Manufacturers'  Association  was  held  in 
Toronto  last  week,  and  was  attended  by 
over  five  hundred  delegates,  the  largest  in 
the  history  of  the  organization,  which  has 
a  membership  of  2,750.  N.  Curry,  of  Mont- 
real, was  elected  president,  to  succeed  W. 
H.  Rowley,  of  Hull,  the  retiring  president. 
■In  his  address,  Mr.  Curry  made  a  strong 
plea  for  the  reciprocity  between  the  prov- 
inces composing  the  Dominion,  and  for  a 
better  understanding  of  the  farmers  of  the 
West  and  the  manufacturers  of  the  East. 


many  years 

service  with  them,  was  engaged  with  the 
George  E.  Boulter  Co.  for  about  four  years. 
Me  recently  rejoined  the  force  of  Garside 
&  White.  Kindly,  considerate,  and  quiet 
in  manner,  he  made  lifelong  friends  with 
a  large  number  of  the  retailers  of  Toronto, 
and  his  funeral,  which  took  place  on  Oc- 
tober u  from  his  late  residence,  75  Birch 
Street,  was  largely  attended,  scores  of  shoe 
representatives  being  present.  He  was  one 
of  the  best  known  residents  of  the  north 
end  of  Toronto  and  was  an  assiduous 
worker  in  connection    with    the  Century 

Baptist  Church.    It  -was  in  the  parlor  of  One  of  the  most  important  reports  was 


his  residence  thai  the  first  mission  service 
was  held  by  workers  from  Bloor  Street 
Church.     Mr.  Davis  was  born  in  Aanber- 


ihc  Canadian  metropolis  is 

and  that  the  poles  and  overhead  wires  are  ,111  (  ■  ,  ,1 

a  peal  dMfiguremeirt,  which  would  not  be  ley,  Sussex,  England,  and  came  to  Canada 

allowed  in  Europe. 


Good  Demand  for  Findings. 

Shipments  for  fall  have  gone  forward 
from  the  various  findings  houses  and  busi- 
ness is  reported  good.  Retailers  in  various 
parts  of  the  country  have  bought  large- 
quantities  of  hotkey  supplies,  such  as  ankle 
supports,  hockey  laces,  skate  straps,  leather 


in  1869.  For  a  few  years  he  resided  in 
Norwich  and  then  came  to  Toronto.  He 
is  survived  by  the  widow  and  five  mar- 
ried children.  They  are:  E.  J.  Davis,  To- 
ronto; Frank,  Todmorden;  Arthur,  Van- 
couver; Mrs.  Dowling  and  Mrs.  Woods, 
Toronto. 

The  late  Mr.  Davis  was  a  familiar  figure 
on  the  streets  of  Toronto,  and  made  his 


that  presented  by  the  tariff  committee,  which 
contained,  among  other  announcements,  the 
following  of  interest : 

"The  Government,  desirous  of  carrying 
out  the  reciprocity  pledge  given  to  the 
United  States,  endeavored  to  force  the 
measure  through  Parliament,  while  on  the 
other  hand  the  Opposition  maintained  with 
equal  determination  that  the  agreement 
should  not  become  law  without  the  approval 
of  the  people.  As  the  members  of  the 
association  are  sufficiently  acquainted  with 
the  result  that  followed,  further  comment 
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from  your  Tariff  Committee  would  seem 
to  be  unnecessary.  *  *  *  *  Your  com- 
mittee desires  ;to  note  that  it  is  the  in- 
tention of  the  new  Government  to  appoint 
a  jpermanent  Tariff  Commission.  As  there 
are  many  inconsistencies  and  inequalities 
in  .the  tariff  which  should  be  rectified,  the 
members  of  this  association  are  requested 
to  render  the  commission  every  possible  as- 
sistance in  order  that  a  scientific  tariff  may 
be  obtained." 

The  three  days'  proceeding's  wound  up  on 
Thursday  night  with  a  successful  banquet. 
Among  the  shoe  and  leather  men  in  attend- 
ance at  the  sessions  were :  J.  A.  Adams,  of 
the  Rideau  Shoe  Co.,  Montreal ;  J.  iH. 
Goyer,  of  the  Bonner  Leather  Co.,  Mont- 
real ;  J.  I.  Chouinard,  of  the  Regina  Shoe 
Co.,  Montreal;  R.  Lanthier,  of  the  Kings- 
bury Footwear  Co.,  (Montreal ;  N.  Tetrault, 
of  the  Tetrault  Shoe  Manufacturing  Co., 
Montreal ;  L.  iH.  Packard,  of  L.  H.  Packard 
&  Co.,  Montreal;  G.  C.  H.  Lang,  of  the 
Lang  Tanning  Co.,  Berlin,  Ont. ;  R.  J. 
Younge  and  R.  E.  Jamieson,  of  the  Can- 
adian Consolidated  Rubber  Co. ;  S.  J. 
Grosch,  of  the  Grosch  Felt  Shoe  Co.,  Mil- 
verton,  Ont. ;  L.  J.  Breithaupt,  of  the 
Breithaupt  Leather  Co.,  Berlin,  Ont. ;  A. 
Brandon,  of  the  Brandon  Shoe  Co.,  Brant- 
ford,  Ont. ;  Theodore  King,  of  King  Bros. 
Co.,  Whitby;  A.  R.  Clarke  and  Griffith  B. 
Clarke,  Toronto;  G.  P.  Beal,  of  Beal  Bros., 
Toronto;  'S.  Morley  Wickett,  of  Wickett  & 
Craig,  Toronto;  W.  H.  Alderson,  of  the 
Gutta  Percba  and  Rubber  Manufacturing 
Co.,  Toronto,  and  others. 

Buying  Valuable  Montreal  Property. 

Aid.  James  Robinson,  of  'Montreal,  who 
conducts  one  of  the  largest  wholesale  boot 
and  shoe  businesses  in  Canada,  is  invest- 
ing heavily  in  real  estate  in  the  commer- 
cial metropolis.  Last  week  he  bought  the 
north-west  corner  of  St.  Catherine  and 
Guy  Streets  in  that  city  for  $500,000.  The 
property  has  a  frontage  of  175  feet  on  St. 
Catherine  Street  by  a  depth  of  no  feet 
on  Guy  treet,  and  contains  on  or  about 
20,000  square  feet,  making  the  price  paid 
about  $25  per  square  foot.  By  the  ac- 
quisition of  this  property  Alderman  James 
Robinson  now  owns  the  entire  frontage 
between  Mackay  and  Guy  Streets,  contain- 
ing 300  feet.  The  entire  property  contains 
40,000  square  feet,  and  is  one  of  the  best 
locations  on  West  St.  Catherine  Street, 
for  the  reason  that  Guy  Street  is  the  only 
street  from  Bleury  that  crosses  over  the 
Mountain  to  the  rapidly  growing  territory 
beyond. 

Business  Failures  Show  Increase. 

Commercial  failures  in  the  Dominion  of 
Canada,  as  reported  by  iR.  G.  Dunn  &  Co., 
during  the  third  quarter  of  191 1  numbered 
268,  with  liabilities  amounting  to  $3,514,- 
345,  a  somewhat  indifferent  comparison 
with  the  277  last  year,  when  $2,246,071  was 
involved,  or  the  370  of  the  same  period 
two  year's  ago,  for  $2,170,515.  Much  of  the 
most  unfavorable  comparison  is  made  by 
the  manufacturing  division,  with  75  sus- 
pensions owing  $1,686,883,  as  against  69 
last  year  for  $775,438,  and  69  in  1909  for 
$475,973-  The  majority  of  the  15  classes 
into  which  these  failures  are  divided  make 
a  fairly  satisfactory  showing,  especially 
lumber,  with  11  for  $87,649  against  12  last 
year  for  $227,800,  and  clothing  with  15  for 
$78,776  against  24  for  $213,202. 

Most  of  this  expansion  is  due  to  the  sus- 
pension of  four  concerns  with  obligations 
aggregating  upwards  of  $750,000.  In  the 
trading  division  207  defaults  make  a  fairly 
close  comparison  with  the  203  last  year,  but 


the  amount  involved  shows  considerable  in- 
crease, $1,684,443  against  $1,379,990.  There 
is  a  notable  improvement  over  1909,  233 
failures  being  reported  during  the  corre- 
sponding period  of  that  year,  with  defaulted 
indebtedness  of  $1,694,541. 

Among  the  classes  showing  improvement 
over  last  year  are  general  stores,  with  33 
for  $193,763,  against  44  for  $274,541 ;  gro- 
ceries, with  48  for  $115,985  against  57  for 
$211,670;  and  dry  goods,  with  18  for  $142,- 
050  against  57  for  $304,564.  On  the  other 
hand,  there  was  increase  in  hotels,  13  for 
$111,889,  comparing  with  n  for  $62,063 
last  year;  boots  and  shoes,  17  for  $264,966 
against  10  for  $47,235 ;  furniture,  4  for 
$93,600  against  2  for  $5,800;  jewelry,  5  for 
$267,585,  against  2  for  $14,609;  and  bats, 
caps  and  furs,  5  for  $152,058  against  2  for 
$23,200. 

Meeting  With  Success  in  West. 

A  former  Toronto 
man  in  the  person 
of  G.  C.  Locke,  seems 
to  be  coming  rapidly 
to  the  front  as  a 
shoeman  in  the  thriv- 
\  ing  city  of  Winnipeg. 

After  going  West  he 
i  I  \  \.  was  on  the  staff  of 
k  J^bfe  W.  A.  Moyer  for  a 
wk  BB  '-If^B  H  couple  of  years.  He 
B  Hi  /»4jj  UK  then  became  a  part- 
ner in  the  firm  of 
Buckler  &  Locke, 
and  very  recently  purchased  the  stock  of 
J.  M.  Adie  at  the  corner  of  Portage  Avenue 
and  Edmonton  Street.  It  is  the  intention 
of  the  new  proprietor  to  make  this  one  of  the 
liveliest  shoe  centres  in  Winnipeg,  and,  with 
his  ability  and  courteous  manner  toward 
the  public,  he  will  in  all  likelihood  succeed. 
Mr.  Locke  is  a  bright,  energetic  and  pro- 
gressive retailer  and  a  first  class  stockkeeper. 
Many  Eastern  friends  will  wish  him  every 
prosperity  in  his  venture. 

Awful  Mishap  to  a  Traveler. 

Francis  E.  Rous- 
seau, of  20  Herrick 
Street,  Toronto,  trav- 
eler for  the  Relindo 
Shoe  Co.,  met  with  a 
terrible  accident  at 
Blyth,  Ont.,  on  Ooto- 
ber  4.  He  was  out 
with  spring  samples 
for  the  firm  and  had 
taken  the  train  at 
Goderich  to  go  to  Wingham.  At  Blyth  it 
stopped  for  a  minute  or  two,  and  Mr. 
Rousseau,  who  had .  been  conversing  with 
some  fellow-passengers,  thinking  that  he 
had  reached  his  destination,  made  rather 
hurriedly  for  the  door.  In  alighting  from 
the  steps  he  fell  against  a  large  bread 
basket.  He  was  thrown  off  the  platform 
directly  between  it  and  the  last  coach.  The 
train  had  started  to  move  and  the  rear 
trucks  passed  over  Mr.  Rousseau's  limbs, 
as  the  force  of  the  fall  caused  him  to  roll 
over.  It  all  happened  so  quickly  that  no 
one  realized  the  imminent  danger  that  he 
was  in  or  was  able  to  render  any  assist- 
ance. The  unfortunate  man  was  conveyed 
to  Wingham  Hospital,  where  it  was  found 
necessary  to  amputate  his  right  foot  at 
the  ankle,  his  left  one  having  been  severed 
just  below  the  knee  by  the  train.  The 
station  agent  at  Wingham  advised  the  Re- 
lindo Shoe  Co.  of  the  accident,  and  H.  M. 
Brown  left  at  once  for  that  town,  accom- 
panied by  a  nurse.  Mr.  Rousseau,  who 
is  a  married  man,  is  progressing  as  fav- 
orably as  could  be  expected  under  the  dis- 
tressing circumstances,  and  is  quite  cheer- 


ful. His  room  is  one  mass  of  flowers  sent 
by  fellow  travelers  from  all  over  the  prov- 
ince, many  of  whom  left  their  routes  and 
journeyed  to  Wingham  to  make  personal 
inquiries  regarding  his  condition.  Mr. 
Rousseau,  who  is  thirty-four  years  old, 
entered  the  service  of  the  J.  D.  King  Co. 
as  a  boy,  and  later  was  promoted  to  a 
position  on  the  road.  He  remained  with 
the  firm  as  long  as  it  was  in  business.  He 
then  joined  the  traveling  staff  of  the  Sov- 
ereign Shoe  Co.,  Toronto,  and  next  went 
to  the  Merchants'  Rubber  Co.,  Berlin.  He 
became  connected  with  the  Relindo  Shoe 
Co.  two  years  ago,  and  covered  Northern 
and  Western  Ontario.  He  is  a  general  fav- 
orite with  the  representatives  on  the  road 
and  as  a  salesman  has  few  superiors.  The 
Relindo  Shoe  Co.  speak  of  him  and  his 
services  in  the  highest  terms. 

Some  Attractive  Spring  Styles. 

Ames,  Holden,  McCready,  Limited, 
Montreal  are  showing  a  large  number  of 
men's  and  women's  new  lasts  for  spring, 
several  of  which  possess  the  full  high  toe 
characteristic,  while  others  are  more 
modest  in  design.  The  range  is  a  complete 
one  and  reveals  a  high  standard  of  shoe 
making  in  all  lines.  Heels  are  slightly 
wider  than  a  year  ago.  The  company  are 
looking  for  a  good  demand  in  buttons. 
Tans,  velours,  gunmetal  and  patent  will 
have  a  large  call.  In  button  shoes  for  men 
two  particularly  attractive  samples  are  seen 
in  tan  and  gunmetal.  This  offering  has 
five  buttons  and  is  rather  low  cut,  one  but- 
ton coming  just  over  the  ankle.  A  gun- 
metal production  has  five  steel  buttons  and 
high  toe.  Another  having  gold  buttons  and 
yellow  stitching  on  the  scolloped  fly  is  de- 
cidedly snappy.  Tans  are  of  a  darker  shade 
generally  than  last  year.  In  men's  bluchers 
there  is  a  representative  line  which  are 
strongly  .appealing  to  the  trade  for  their 
graceful  appearance  and  stylish  build.  In 
women's,  the  twelve-button  shoe  with  slant 
top  is  a  feature.  These  come  in  tan,  gun- 
metal and  other  dull  leathers.  There  is 
also  a  good  showing  in  women's  oxfords 
and  one  and  two-hole  ties,  in  welts,  Mc- 
Kays, and  turns.  The  majority  of  the  lines 
for  spring  have  high  toes  and  short  vamps, 
with  heels  of  graded  height.  The  company 
expect  ithere  will  be  a  good  season  for  tans 
and  also  a  fair  measure  of  favor  for  white 
goods.  A  tan  pump,  without  strap,  corded 
silk  bow,  and  Cuban  heel  is  a  winner  with 
the  trade.  The  same  is  also  made  in  gun 
metal,  velours,  and  patent  colt.  The  ex- 
hibit in  oxfords  of  neat  type  and  on  digni- 
fied lasts  is  captivating,  and  the  belief  is 
entertained  that  the  coming  season  will  be 
a  good  one  for  oxfords.  In  the  heavier 
lines  the  firm  are  right  to  the  front  with  a 
splendid  collection  of  samples,  and  declare 
that  they  were  never  in  a  position  to  offer 
such  inducements  to  the  trade  as,  owing  to 
the  advantages  of  specialization,  they  are 
enabled  to  make  their  styles  in  larger  quan- 
tities and  embody  more  skill  and  better 
workmanship  than  they  have  ever  been  in 
the  long  history  of  the  allied  companies. 

News  Notes  from  the  East. 

Percy  J.  Steel,  who  has  been  for  some 
years  conducting  a  first  class  shoe  busi- 
ness in  Main  Street,  north  end,  St.  John, 
N.B.,  is  closing  out  his  Union  Street  store, 
which  he  only  opened  in  November  of  last 
year.  Mr.  Steel  may  take  a  trip  to  the 
West  in  January,  and  should  he  do  so  it  is 
not  unlikely  that  he  will  decide  to  establish 
himself  there.  There  have  been  a  number 
of  offers  for  the  Union  Street  store  by 
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dealers  desirous  of  continuing    the  shoe 
business. 

Richard  J.  Walsh,  for  Waterbury  &  Ris- 
ing, reports  a  good  month.  I*  is  noticeable 
that  women  are  wearing  a  heavier  class  of 
goods,  low  cuts  having  fallen  off  altogether 
In  women's  wear  tan  and  dull  leathers  are 
preferred,  these  having  been  preferable  to 
the  erstwhile  popular  patent.  The  out- 
standing feature  has  been  the  steady  de- 
mand for  a  heavier  grade  of  women's  foot- 
wear. A  reason  given  for  this  is  that  women 
are  copying  the  English  style  of  heavy 
walking  boots  and  also  that  they  are  be- 
coming averse  to  wearing  rubbers. 

Satisfaction  seems  to  be  the  keynote  of 
the  statements  of  the  dealers  in  St.  John 
regarding  their  September  business.  The 
month  was  anything  but  a  pleasant  one 
from  a  weather  standpoint,  but  one  large 
dealer  seems  to  gloat  over  this  as  more  of 
q  "life  saver"  than  anything  else.  Messrs. 
Francis  &  Vaughan.  through  Mr.  John  <H. 
Vaughan.  tell  of  a  particularly  good  month. 
The  tendency  has  been  to  buy  better  goods. 
Men's  and  women's  calf  are  selling  strong, 
and  the  dull  tops  are  proving  popular.  The 
prediction  by  Mr.  Vaughan— that  high-cut 
button  boots  were  to  be  popular^has  come 
true.  The  wet  weather  had  made  a  de- 
mand for  heavier  goods,  as  the  low  shoes 
have  become  most  uncomfortable. 

Saturdav,  the  14th.  marked  the  thirty- 
third  anniversary  of  Messrs.  Waterbury  & 
Rising.  Limited,  St.  John,  N.B.  One  of 
the  oldest  and  most  stable  firms  in  Eastern 
Canada,  their  career  has  been  a  worthy 
one.  Starting  in  fhe  smallest  possible  way, 
thev  now  stand  high  ?s  a  wholesale  and  re- 
tail'house.  The  firm  have  in  St.  John  three 
retail  stores,  their  King  Street  establish- 
ment, a  marvel  of  beauty  and  an  up-to-date 
choe  parlor:  at  Union  Street  and  Main 
Street,  north  end  store,  and  their  whole- 
sale denartment  in  Prince  Willi?™  Street. 
The  Union  Street  store  was  the  birthplace, 
so  to  sneak,  of  the  firm's  business,  having 
established  themselves  'here  in  1878.  In 
1881  thev  purchased  the  King  Street  busi- 
ness of  J.  E.  Ballentine  Co.,  and  in  1890 
they  removed  to  the  store  in  King  Street, 
at  present  occupied.  The  firm  established 
their  wholesale  branch  in  1894.  and  this 
proved  so  successful  that  they  were  obliged 
to  seek  larger  quarters,  and  secured  their 
present  building,  68  Prince  William  Street. 
Seven  travelers  represent  the  firm  in  the 
Maritime  provinces.  Three  years  ago 
George  II.  Waterbury  retired  from  the 
firm,  and  the  business  was  continued  by 
Edward  L.  Rising,  until  last  year,  when  the 
concern  was  made  an  incorporated  com- 
pany, with  the  following  officers:  Edward 
L  Rising,  president  and  general  manager; 
William  C.  Rising,  vice-president;  H?rold 
W  Rising,  treasurer;  Richard  J.  Walsh,  C. 
S  Smythe,  and  Percy  M.  Rising,  directors. 
Messrs.  C.  H.  Smythe  and  Richard  J.  Walsh 
are  the  firm's  oldest  employees,  the  former 
having  been  with  them  for  thirty-three 
and  Mr.  Walsh  for  thirty  years,  Mr.  Smythe 
being  the  first  boy  engaged  as  messenger. 
He  is  now  manager  of  the  Union  Street 
re,  and  Mr.  Walsh  is  the  manager  of  the 
King  Street  establishment  and  head  of  the 
Publicity  Department.  And  these  are  not 
the  only  men  who  have  spent  a  long  period 
with  the  house.  J.  C.  Fetherstone  has  been 
with  them  twenty  years,  A.  W.  Sulis 
twenty-eight  years,  O.  W.  Chesley  eighteen 
years,  F.  <H.  J.  Jones  seventeen  years,  and 
R  C.Thomas  a  like  number. 


Are  You  Preparing  a  Thanksgiving  Day  Window? 


Thanksgiving  Day  will  be  observed  in 
Canada  on  Monday,  October  30th.  Perhaps 
some  .shoe  merchants  are  contemplating 
putting  in  a  typical  thank  offering  window. 
The  accompanying  sketch  affords  an  idea 
for  one.  The  uprights  on  either  side  are 
bound  in  oats  or  wheat,  or  grain  of  any 
kind  ior  that  matter.  From  the  crossbar 
on  each  pillar  may  be  seen  apples  depen- 
dent from  ribbons,  while  .small  pumpkins, 
squashes,  melons,  or  citrons  rest  on  the 
wide  cross  pieces.  The  background  at  the 
top  is  arranged  with  straw  or  grain,  or  h. 
painted  effect  will  answer.  The  scroll  is 
made  of  a  board  covered  with  white  felt. 


The  letters  in  the  word  "Thanksgiving" 
are  formed  with  ears  of  corn  fastened  or 
sewed  to  the  .felt.  From  the  centre  of  the 
scroll  streamers  hang  and  the  horn  of 
plenty  is  made  of  hoops  of  various  sizes 
covered  with  cheese  cloth,  the  outside  sur- 
face being  a  coating  of  plaster  pans  to  add 
to  the  smooth  effect.  From  the  opening 
of  the  horn  grapes,  peaches,  apples,  and 
even  potatoes  or  cucumbers  may  be  appro- 
priately employed.  Anything  suggestive  of 
the  harvest,  garden,  orchard,  or  vineyard 
may  be  used  in  putting  in  this  window, 
which  will  attract  much  attention  when  a 
few  lines  of  fall  footwear  are  displayed. 


A  Wide-awake  Winnipeger. 

Louis  Gunn  is  the 
directing  genius  of 
the  Union  Shoe  Com- 
pany of  Winnipeg. 
He  conducts  a  live 
and  aggressive  foot- 
wear establishment 
at  590  Main  Street, 
and  his  store  slogan 
is  "Retailers  of  Hon- 
est Footwear  for  the 
Family."  Mr.  Gunn, 
does  a  thriving  busi- 
ness under  the  style  of  the  Union  Shoe 
Company,  and  is  popular  with  the  public 
and  his  employes.  He  approaches  every 
subject  with  an  open  mind  and  is  not  slow 
in  introducing  any  new  features  which  he 
believes  will  result  in  the  building  up  of 
trade.  His  stock  is  well  kept,  his  store  is 
attractive  and  he  lives  strictly  up  to  the  motto 
of  ' '  honest  footwear. "  He  is  well  known  and 
liked  by  the  trade. 

In  Memory  of  Mr.  Davis. 

At  a  meeting  of  the  wholesale  and  retail 
shoe  men  and  travelers  of  Toronto,  held 
this  week,  the  following  resolution  of  ap- 
preciation was  adopted  in  memory  of  Ed- 
win Davis,  whose  death  is  referred  to  on 
another  page  of  the  .Shoe  and  Leather 
Journal.  The  resolution  will  be  forwarded 
to  the  wife  and  family  of  the  veteran  city 
salesman. 

"We  deeply  regret  the  loss  sustained 
by  the  members  of  the  trade  in  the 
death  of  Edwin  Davis,  whose  many 
years  of  association  and  kindly  rela- 
tions with  us  will  long  be  remembered. 
He  always  cherished  the  highest  ideals 
in  life  and  his  integrity,  cheerful  dis- 
position and  sterling  character  en- 
deared him  to  all. 

"We  extend  to  you  our  sincere  sym- 
pathy in  the  passing  of  one  whom  we 
had  learned,  through  a  quarter  of  a 
century  of  social  and  business  inter- 


course, to  esteem  as  a  faithful  friend, 
a  warm-hearted  brother,  and  a  true 
Christian  gentleman." 

Additional  Jottings. 

Joseph  Laroux,  shoe  maker  of  Fort  William, 
has  removed  his  shoD  to  the  new  town  of 
Graham,  on  the  National  Transcontinental 
railway. 

J.  A.  Lavoie,  who  for  some  years  has 
traveled  for  Poliquin  and  Gagnon,  Mont- 
real, has  been  admitted  as  a  member  of 
the  firm. 

H.  E.  Wettlaufer  is  covering  the  Western 
provinces  in  the  interests  of  Charles 
Ahrens  &  Co.,  of  Berlin,  Out.,  and  is  book- 
ing some  big  business  for  spring. 

Edmonton  will  shortly  have  a  new  tan- 
nery, as  it  is  the  intention  of  the  Northern 
Tannery  'Company  to  erect  a  large  plant. 
Work  will  be  started  at  an  early  date. 

The  new  factory  of  the  Plessissville 
Shoe  and  Leather  Company,  at  Plessissville. 
Que.,  has  been  completed.  E.  Founder  is 
general  manager  of  the  company,  which  is 
now  turning  out  chrome,  velours  and 
other  leathers  and  making  shoes. 

D.  Lome  MeGibbon,  of  Montreal,  presi- 
dent of  Ames  Holden,  McCready  Limited 
and  the  Canadian  Consolidated  Rubber 
Co.,  has  lost  the  good  mare  Ganogue,  win- 
ner o  f  the  Derby  Cup  at  Blue  Bonnets, 
Montreal,  and  the  Seagram  Cup  at  the 
Woodbine,  Toronto.  .She  died  of  fever  at 
Baltimore.  Ganogue  looked  like  the  best 
racehorse  owned  in  the  province  of  Quebec. 

The  new  shoe  factory  of  the  A.  A.  Dur- 
kee  Co.  has  been  completed  at  Truro,  N.S. 
It  is  a  fine  three-storey  structure,  125  feet 
long,  and  has  a  capacity  of  one  thousand 
pairs  a  day.  All  this  has  been  accomplished 
in  a  few  weeks.  The  travelers  of  the  firm 
are  now  out  with  samples,  the  staff  con- 
sisting of  O.  J.  Killam,  D.  M.  Burchill,  G. 
L   Cann,  and  C.  McLure. 
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Looking  for  Big  Autumn  Business 

Sorting  Is  Rather  Quiet  at  Present  With  Jobbers— Spring  Orders  Not  as  Good  as  Ex- 
pected In  Some  Quarters — Cold,  Wet  Weather  Would  Liven  Up  the  Retail 
Trade — Hide  Prices  Are  Stiff,  and  Buying  in  Leather  is  Not  Heavy. 


Toronto,  Oct.  14th. 
The  past  few  weeks  have  been  generally 
good  with  jobbers,  although,  at  present, 
the  sorting  business  is  rather  light.  Re- 
tailers are  not  disposing  of"  as  many  fall 
goods  as  they  would  were  the  weather  not 
of  such  a  summery  character  as  the  past 
fortnight  has  been.  Wet,  cold,  stormy 
days  increase  trade  in  fall  footwear,  as 
people  do  not  generally  buy  shoes  to  any 
large  extent  until  they  are  actually  needed. 
Then  enough  stock  has  not  been  disposed 
of  to  break  lines  yet,  and  consequently 
sorting  is  quiet.  Jobbers  report  that  the 
volume  of  business  for  the  first  nine  months 
of  191 1  has  shown  a  gratifying  gain  over 
the  corresponding  period  of  last  year.  In 
some  instances  orders  for  spring  and  sum- 
mer lines  have  been  a  little  slow  in  de- 
veloping. There  is,  however,  not  a  man 
in  the  trade  but  believes  that  he  is  going 
to  have  the  best  season  that  he  has  en- 
joyed for  some  years.  Travelers  for  job- 
bing houses  have  just  started  on  their  fall 
trips,  as  in  some  instances  samples  were 
late  in  arriving  and  salesmen  have  been 
busy  marking  them  up.  Payments  gener- 
ally are  reported  good  and  there  appears 
to  be  no  cloud  on  the  leather  horizon. 
Practically  all  fall  goods  have  been  -shipped, 
and  rubbers,  felt  shoes  and  heavy  stock 
for  miners,  campers,  lumbermen  and  others 
are  now  going  forth.  Many  retailers  are 
looking  forward  to  a  huge  Thanksgiving 
trade,  providing  the  weather  helps  along 
the  desire  of  +he  people  for  winter  and 
fall  footwear.  Tans  and  gunmetals  are  hav- 
ing the  largest  call.  Many  buttons  for  both 
men  and  women  are  being  sold,  all  with  slip 
soles  or  full  double  soles. 

WOOL. 

There  is  very  little  wool  in  the  hands 
of  producers  at  present,  and  all  supplies 
have  been  pretty  well  bought  up  by  the 
country  dealer,  who  is  holding  the  com- 
modity for  a  higher  market  price.  No 
business  of  any  consequence  is  being  done 
on  the  local  market.  It  is  reported  that 
an  active  trade  could  be  done  if  the 
holders  would  only  reduce  prices  a  little 
to  meet  the  ideas  of  the  consumer. 

Washed   fleece    19  2T 

Unwashed  fleece    13  r4 

Rejects    15 

TALLOW. 

Trade  in  tallow  is  fair  and  steady  with 
a  normal  amount  coming  on.  The  de- 
mand is  good.  There  are  no  changes  in 
prices  to  record. 

No.  1  cake    6^ 

No.  2  cake    4rA  5*A 

No.  1  solid    5lA 

No.  2  solid    4  5 

HIDES. 

The  hide  situation  is  firm  with  a  nor- 
mal amount  of  business  being  done  at  high 
prices.  There  has  been  an  advance  of 
half  a  cent  in  country  hides  cured.  The 
season  for  shearlings  is  over  and  the  quo- 
tations for  sheepskins  is  from  40  to  70 
cents,  but  the  number  coming  on  the 
market  is  not  large.  All  hides  arriving  are 
in  good  condition.  Tanners  are  buying  for 
present  needs  only,  but  are    paying  the 


prices  asked.    It  is  said  that  if  the  supply 
of  hides  was  more  liberal  the  present  high 
figures  would  not  rule  on  the  local  market. 
There  appears  to  be  no  easing  off  in  the 
situation  at  present,  and  dealers  look  for 
the  state  of  affairs  now  prevailing  to  last 
for   some  time.     Trading  on  the  packer 
hide  market  in  Chicago  is  active  and,  ac- 
cording to  latest  advices,  seems  to  indicate 
the  already  strong  position  of  packer  stock. 
It  is  predicted  that  it  will  stimulate  higher 
prices  for  finished  leathers.     Stocks  have 
been  cleaned  up  pretty  well,  and,  on  some 
selections,  trading  has  taken  the  kill  con- 
siderably ahead.    Large  interests  are  still 
sounding  the  Chicago  market  and  buying 
is  restricted  owing  to  lack  of  stock. 
No.  1  insp.  steers  and  cows . .  I2j4 
No  2  insp.  steers  and  cows..  11^ 
No.  3  insp.  steers  and  bulls . .  10^ 
Country  hides  (green)  flat..  ..  ioz/2 
Country  hides  (cured)  flat.,  nyi  12 

Calfskins   12  14 

Lambskins    50  70 

Sheepskins  40  70 

Horse  hides,  No.  1    3.00 

Horse  hides,  No.  2    2.00 

LEATHER. 

The  market  shows  not  much  change 
from  last  report,  except  that  there  is  a 
strong  tendency  to  advance  prices  owing 
to  the  high  figure  for  and  scarcity  of  hides. 
Tanners  claim  they  will  have  to  have 
greater  increases  to  make  a  fair  profit. 
Shoe  factories  are  now  starting  on  their 
fall  runs,  and,  while  some  are  very  busy, 
others  find  that  spring  orders  have  not 
come  in  as  freely  as  expected,  but  a  change 
is  looked  for  any  time.  There  is  not  a 
shoe  plant  but  expects  to  have  a  big  win- 
ter season.  The  stocks  of  hides  with  a 
number  of  tanners  are  reported  to  be  low 
and  they  have  entered  the  market,  but  are 
not  buying  heavily — only  as  circumstances 
require.  On  the  whole  tanners  are  fairly 
active  and  harness  leather  men  are  kept  on 
the  rush.  This  has  been  a  particularly  busy 
season  for  them.  Some  have  withdrawn 
their  open  price  lists  and  supply  quotations 
only  on  demand.  There  is  reported  to  be 
some  slackening  in  the  demand  for  patent 
leathers,  but  all  kinds  of  dull  calf  and  tan 
leathers  are  being  inquired  for.  The 
market  may  generally  be  described  as  stiff, 
so  far  as  prices  are  concerned,  and  it  is 
expected  that  a  good  business  will  be  done 
all  winter  by  the  tanners  now  that  the 
political  situation  has  cleared  and  business 
conditions  generally  are  brisk. 

LEATHER  WHOLESALE. 
No.  1  Spanish  sole  (for  job- 
bing) .  .   . . . .  27  30 

No.  2  Spanish  sole  (for  job- 
bing)  26  29 

No.  1  Span,  sole  (for  mfg.)  27  28 
No.  2  Span,  sole  (for  mfg.)  26  27 
No.  3  Span,  sole  (for  mfg.)  24  25 

No.  1  oak  sole    34  39 

No.  2  oak  sole    31  35 

No.  1  oak  sole  bends    48  53 

No.  1  slaughter  sole,  heavy..  31  32 
No.  1  slaughter  sole,  medium  31  32 
No.  1  slaughter  sole,  light...  31  32 
Harness  leather — 

No.  1  U.  0  38  39 

Rejected  U.  0  37  38 


No.  2  U.  0   35  37 

Hemlock  Country  Harness — 

N'°-  1                                       33  34 

No.  2                                     32  33 

Upper,  heavy                            48  50 

Upper,  light  and  medium  ....  50  55 

Upper,  grained                          19  21 

Kip  skins,  French   1.15  1.28 

Calf  skins,  French   1.43  1.55 

Veal  kips,  Canadian                  75  80 

Hemlock  calf                           75  90 

Imitation  calf                           85  95 

Splits,  light  and  medium  ...  20  25 

Splits,  heavy                            22  24 

Splits,  junior                          18  20 

Patent  colt,  per  foot                30  60 

Pat.  chrome  sides,  per  ft          28  31 

Enamel  cow,  per  ft                  20  24 

Pebble  grain                             17  19 

Colored  sides                           20  22 

Russets,  extra  hvy.,  per  doz.  $10  $13 

Shoe  russets,  per  lb                 50  60 

CUT  SOLES. 

'Shoe  factories  are  hanging  back  a  little 
in  the  matter  of  purchasing  bottoming 
stock  and  the  outlook  for  business  is  not 
quite  as  encouraging  as  it  was  a  few  weeks 
ago.  Buying  is  expected  to  increase  short- 
ly and  the  cut  sole  business  take  on  fresh 
activity. 


The  Outlook  in  Quebec 

Quebec,  Oct.  14th. 
Very  little  change  is  seen  in  the  boot  and 
shoe  trade  of  the  city  since  the  last  re- 
port. Manufacturers  consider  that  busi- 
ness is  in  a  satisfactory  'condition.  Mail 
orders  are  coming  in  freely.  Sorting  trade 
is  very  good.  It  is  remarked  that  patents 
and  gunmetals  are  in  good  demand.  It 
seems  as  if  high  toes  will  be  large  sellers. 
Jobbers  are  now  on  the  road,  doing  fairly 
good  business.  They  are  looking  forward 
with  well-founded,  hopes  to  a  good  fall 
trade.  Nothing  of  special  interest  has 
come  to  the  surface  in  retailers'  trade. 
Business  is  much  more  active  than  it  was 
at  the  end  of  'September.  Owing  to  the 
cold  and  rainy  weather  at  the  beginning  of 
the  month,  warm  stuff  and  slippers  have 
been  in  good  demand.  Prices  are  well 
maintained,  there  being  no  cutting  go- 
ing on. 

HIDES. 

The  hide  market  has  remained  quiet  and 
not  many  are  coming  in.  On  account  of 
this,  it  is  said  that  some  dealers  have  been 
obliged  to  import  from  Europe.  The  out- 
look is  favorable,  but  stocks  at  dealers  are 
not  large.  It  is  a  fact  that  tanners  are  not 
too  well  supplied  and  will  be  compelled 
to  come  into  the  market  soon.  As  there 
are  no  accumulations,  it  is  probable  that 
prices  will  remain  without  change  for  a 
time.    The  latest  quotations  are : 

Sheepskins  25  75 

Sheep  clip  skins    10  35 

Lambskins   15  5° 

City  and  country  hides  quotations.  Prices 
to  butchers : 

No.  1  quoted    13 

No.  2  quoted    12 

No.  3  quoted    11 

Calfskins : 

City  and  country  prices : 

No.   1  quoted    14 

No.  2  quoted    12 

WOOL. 

The  market  is  very  quiet  and  local 
buyers  are  not  interested  in  offerings.  Re- 
ceipts  have   decreased,   as   stocks   in  the 
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market  are  more  than  sufficient  for  the 
moment.  It  is  expected  that  trade  will 
become  better  in  November,  but  this  is  only 


orobable.    Prices  are : 

Canadian  milled  wool    22  24 

Washed  fleece    24  28 

Unwashed  fleece    16  18 

Greasv  carae    *°  22 

Medium  ."  20  22 


FISH  OILS. 

The  supply  of  fish  oils  on  the  market  is 
barelv  up  to"  the  demand,  and  prices,  prin- 
cipally for  cod  oils.,  are  very  firm.  A  few 
good  "sales  have  been  made  within  the  past 
few  weeks.  buf,  in  general,  there  is  actually 
little  activity  in  this  trade  on  account  of 
the  scarcity' of  supplv.    We  quote: 

Cod  oil,  Gaspe,  gal    32  35 

Sea-hog  oil    35  38 

Sea-wolf  oil.  refined    35  37 

Whale  oil.  No.  i,  ret,  gal.. $1.80  $1.85 
Whale  oil,  No.  2,  ref..  gal..  1.77  182 
Whale  oil,  No.  1.  ordinary  1.74  1.80 
Whale  oil,  No.  2.  ordinary  1.72  1.78 
Cod  oil.  pure  Newfoundland    33  36 

Liverpool  salt    50  60 

TALLOW. 

The  demand  for  tallow  is  satisfactory. 
Several  deliveries  were  made,  but  no  new 
business  of  importance  is  reported.  Extra 
tallow  6l/2c.  per  pound. 

SHOE  FINDINGS. 

There  is  some  activity  in  the  local  mar- 
ket. As  a  general  thing,  prices  are  firmer 
than  thev  were  since  the  last  report,  on  ac- 
count of"  the  outlook,  which  is  pretty  good. 
The  latest  quotations  are: 

Leather,    friction    and  fibre 


board    3V2  6 

Union  leather    8  9 

Stiffner's.  union    1  3 

Stiffner's   leather  board,  per 

100  pounds    75  $I-I5 

Insole  leather    7  ° 

Leather  board,  per  lb   2  3 


LEATHERS. 

A  noted  activity  is  registered  in  the 
leather  market  which  has  been  experienced 
in  nearly  all  lines  and  in  all  quarters. 
Manufacturers  are  buying  more  freely,  as 
they  are  not  as  afraid  as  they  were  of  a 
decline  in  prices.  No  increase  is  expected 
for  the  present  and  prices  will  remain  firm. 
Dealers  report  that  splits  are  on  larger 
quantities  on  the  market,  but  sell  well. 
Fancy  leathers  are  in  much  better  demand. 
Harness  leathers  are  active.    The  actual 


quotations  are: 

No.  1  U  O    36 

Rejected    33 

No.  2    32  39 

Kangaroo   15  K> 

Splits,  senior,  per  lb   28 

Splits,  junior,  per  lb  27 

Split s,  senior,  per  foot    3  8 

Splits,  II  and  Mm.,  per  foot..  8 

Splits,  M,  per  foot    6 

Splits,  Lm,  per  foot    5lA 

Splits,  junior,  per  foot    4 

Splits,  flexible,  per  lb  22 

Spli's.  trimmed,  HM,  per  lb..  32 
Splits,  trimmed,  M,  per  lb  . .  32 

Pebble.  A  L    IS 

Pebble,  A  L  M    iS'A 

Pebble,  A  M    14 

Pebble,  A  H  M    16 

Buff.  A  M    16 

Buff,  A  H    16 


Moccasin    leather,    red,  per 

stamp  weight,  lb   10 

Oil  grain  ( Quebec)  per  foot. .  17  '8 

Wax  upper,  heavy    40  42 

Wax  upper,  light  and  med . .  38  44 

Horse-hides    3 


15 

17 

15 

17 

2Tl/2 

23^ 

21 

23 

19 

20 

I9V2 

 r  / 

2oy2 

20 

21 

14 

21 

46 

White  alum   

II 

15 

11 

IO 

12 

9lA 

11 

II 

13 

•  36 

46 

•  40 

42 

•  94 

I  OS 

English  kip  skins   

•  55 

65 

61 

65 

.  70 

85 

•  70 

80 

1.65 

TANNERS'  MATERIALS. 

The  market  still  continues 

quiet. 

with 

about  the  usual  sales  taking  place.  Prices 


have    remained    unchanged    during  the 


month. 

Degras                                     2lA  7 

Sumac   $69.00 

Gambier                                  5A  6H 

Hemlock  extract                        4/4  5 

Hemlock  bard,  per  cord  ...  .$8.00  $7-5° 

Oak  extract                              4  AlA 

Mineral  tanners'  extract  ....    6  7% 

Scuth,  pound    4 


Conditions  in  Montreal 

Montreal,  Oct.  14th. 
In  some  cases  manufacturers  have  already 
started  manufacturing  to  fill  spring  orders, 
due  to  the  fact  that  the  latter  have  been 
exceedingly  heavy.  This  is  good  evidence 
that  the  spring  season  is  starting  earlier 
every  year  in  the  factories.  Manufacturers 
generally  will  soon  begin  to  cut  leather. 
Large  orders  are  reported  from  all  sides* — 
it  is  the  exception  to  find  a  manufacturer 
that  is  not  busy.  Since  the  elections  have 
resulted  so  favorably  from  the  manufac- 
turers' standpoint,  the  shoe  trade  has  shown 
much  more  life,  and  a  greater  feeling  of 
confidence  has  been  the  result. 

A  good  sorting  trade  is  also  being  done, 
h'6  fall  lines  have  been  selling  very  well 
with  the  retailers.  Travelers  both  for  job- 
bers and  manufacturers  are  busily  engaged 
in  calling  on  the  trade,  some  of  them  being 
pretty  well  finished.  Of  course,  the  jobbers 
did  not  send  salesmen  out  until  after  the 
elections,  and  these  are  now  working  hard 
to  make  up  for  a  delayed  start. 

Rubbers  and  felts  are  now  being  shipped, 
and  these  lines  will  soon  be  in  big  demand. 

Payments  are  reported  very  good,  paper 
being  met  on  demand  in  most  cases. 

Retailers  are  very  busy,  and  all  lines  in 
fall  goods  are  going  well.  Gunmetsls  and 
patents  are  in  demand,  and  even  tans  are 
popular,  although  it  is  drawing  near  to 
winter  now. 

HIDES. 

Hide-,  are  firm.  Supplies  are  coming  in 
plentifully,  and  the  quality  is  of  the  best. 
The  quantities  will  be  larger  still  in  two  or 
three  weeks'  more,  as  with  the  approach 
of  winter,  slaughtering  will  be  on  the  in- 
crease, niea'  being  more  in  demand.  Tan- 
ners are  buying  more  freely,  as  the  quality 
is  SO  good.  Grubby  skins  are  little  seen  at 
present.  T;,nners  do,  however,  claim  that 
shoe  manufacturers  are  not  paying  enough 
for  the  finished  product,  and  that  leather 
prices  must  go  up  or  hide  prices  must  go 


down.  Quotations  given  below  are  an 
average  taken  of  the  reports  received  as  the 


result  of  careful  enquiries : 

No.  1  insp.  steers  and  cows   i3l/2 

No.  2  insp.  steers  and  cows   12% 

No.  3  insp.  steers  and  cows   nl/2 

Country  hides  (green)  flat   10 

(Country  hides  (cured)  flat   11 

Calfskins,  Govt,  inspected   . .  13  14 

Lambskins    60 

■Horsehides,  No.   1    $2.50  up 

'Horsehideis,  No.  2    2.25  up 

TALLOW. 

Quietness  rules  in  the  market.  Supplies 


and   demand   are   about   normal.  Prices 

ar  e : 

■No.  1  cake    6!/2  7 

No.  2  cake    aY2  5 

No.  1  solid    5Y2  6 

No.  2  solid    4  AV2 

WOOL. 

'Supplies  are  scarce,  and  the  trade  is  quiet 
locally.    Prices  remain  at  a  standstill. 

Washed  fleece    17  20 

Unwashed  fleece    13  14 

'Rejects    15 


LEATHER. 

Business  is  looking  up,  as  shoe  factories 
are  now  buying  strongly  in  anticipation  of 
spring  runs.  Patent  colt  is  going  strong, 
as  are  gunmetal  and  tan  calf.  Glazed  kid 
is  still  quiet,  though  considerably  improved 
over  a  while  ago.  Splits  are  fair,  while 
sole  leather  is  firm.  Sheepskins  share  in 
the  general  upward  trend  of  the  market. 
In  fact,  all  the  leather  men  seem  quite  sat- 
isfied with  the  outlook  for  the  next 
season's  business. 
Average  prices  in  many  lines  are  quoted 


below : 

SOLE  LEATHER. 
No.  1  Spanish  sole  (for  job- 
bing)                                  27  29 

No.  2  Spanish  sole  (for  job- 
bing  25  28 

No.  2  Spanish  sole  (for  mfg.)    6  27 

No.  2  Spanish  sole  (for  mfg.)  25  26 

No.  3  Spanish  sole  (for  mfg.)  22  24 

No.  1  hemlock  sole                  26  27 

No.  2  hemlock  sole                   25  26 

No.  3  hemlock  sole                   23  24 

No.  1  oak  sole                       34  38 

No.  2  oak  sole                         32  36 

No.  3  oak  sole                        30  33 

No.  1  slaughter  sole                  30  31 

No.  2  slaughter  sole                  29  30 

No.  3  slaughter  sole                 28  29 

Light  and  medium  at  ic.  to  2c.  less. 
UPPER  LEATHER 

No.  1  U.  O.  harness                 38  40 

Rejected  U.  O.  harness   37  39 

No.  2  U.  O.  harness                 34  36 

Chrome  glazed  kid. — 

Tampico,  in  color                     ro  26 

Patnas,  black                          10  26 

European                                8  20 

Chinese                                 12  20 

South  American                        10  26 


In  the  space  at  disposal,  it  is  impossible 
to  quote  on  the  many  varieties  of  glazed 
kid.    An  average  synopsis  is  given  under 


the  above  heads. 

Calfskins — 

Chrome  patent                         30  4° 

Ohrome  enamel                        3°  40 

Chrome  box                             22  27 

Chrome  dull  smooth                 23  28 

Chrome  wax                            22  27 

Ooze  calf   24  29 

Grain  Leather — 

Chrome  boxed                          12  19 

Glazed  smooth                          12  18 

Oil  grain                               "  *9 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


Established  Over  Half  a  Century 


BERLIN 


ONTARIO 


TANNERS  OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel" — all  as  good  as  ever. 
Grain  Leathers,  Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given  To  Export  Trade 


DUCL05  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,      Store,  224  Lemoine  St, 
ST.  HYACINTHE.  MONTREAL. 


W.H.StaynesS  Smith, 

Leicester,  ILng. 


HIDE  and  LEATHER 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDES,"  Leicester. 


"MOENUS"  MEASURING  MACHINE 


m-»-  ,  pjj  is  the  WORLD'S  STANDARD  Machine 

jp^tB#&  -J      M0[N[JS  MACH|N[  ^  Fran|[fl)rt  ^  6grmany 


oO 
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SHED- 


SUNSHINE  KID 

TRAOe  MARK 
MAOE  AND   SOLO  BY 

CORONA  KID  MFG.  CO. 
BOSTON 

MASS  • 


SHED- 


[SUNSHINE  COLT] 

MADE   AND   SOLO  BY 

CORONA  KID  MFC  ■  CO. 
BOSTON 
MASS- 


The  Combination 
That  Means  Success 


Satisfying; 
Your  Customer 

Every  successful  merchant  aims 
to  always  satisfy  his  customers. 
That's  why  he  is  successful. 

Now,  in  the  matter  of  patent 
leather  shoes,  it  is  admitted  to  be 
impossible  to  satisfy  the  wearer. 

Therefore  it  is  not  conducive  to 
success  to  handle  patent  leathers. 

Neither  is  it  a  necessary  evil  as 
it  once  was. 

For  now  you  can  obtain  shiny 
shoes  made  from  Sunshine  Colt 
or  Kid  that  will  give  satisfaction. 


Satisfying' 
Yourself 

If  your  bank  account  doesn't  grow 
fast  enough  you  won't  be  satis- 
fied, that's  sure. 

And  it  won't  grow  unless  you  sell 
shoes  that  give  good  profits  and 
bring  repeat  orders. 
You   can't   depend   on  patent 
leathers  to  do  that. 
You  don't  need  to  depend  on  them 
for  you  can  specify  and  get  Sun- 
shine Colt  and  Sunshine  Kid  in 
your  shiny  shoes. 
They'll   satisfy  you   and  your 
customer  too. 


Sunshine  Colt  and  Sunshine  Kid  are  better  than  patent  leathers  for  they 
won't  crack  or  check  because  they  have  a  "  more-than-surface  finish. 


CORONA  RID  MFG.  COMPANY 

BOSTON.  MASSACHUSETTS 
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Bonner  Leather  Co. 


•  £%Canufacturersm 


GLAZED  KID 

{Black  and  Colors) 

chrome:  lambs 

(Glazed  and  Dull) 

Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOTER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  Work  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E.  3778 


Dr.  SCHOLL'S 


PATt>. 


Big 
Profit 
Producer 


Dr.  Scholl's  '-BUNION  RIGHT"  is  a  soft,  pliable  device  so  construc- 
ted that  by  placing  it  between  the  great  and  second  toe,  just  suffi- 
cient outward  pressure  is  produced  to  bring  the  toe  to  its  natural 
and  true  position. 

All  up-to-date  shoe  dealers  are  handling  this  wonderful  little  device 
which  is  bringing  them  big  profits.   It  is  a  practical  invention  that 
instantly  and  permanently  rights  bunion  troubles. 
Wholesale  $4.00  per  doz.   Retail  50c  each.    Attractive  window  feet 
with  each  doz.   Order  quick. 

Dr.  SCHOLL'S 

For  crookcu     over-lapping  toes  and  soft  corns 
between  the  toes. 

Wholesale  $3.00  per  dozen.    Retail  35c  each. 

Send  for  sample  of  Scholl's  Bunion  Reducer,  a  new  rubber 
shield  that  fills  out  the  crooked  places 

THE  SCHOLL  MFG.  CO.  Limited 

Largest  Manufacturers  of  Foot  Specialties  in  the  World 
472  KING  ST.  WEST      -  TORONTO 
5  Manchester  Ave.  E.C.,  London,  Eng. 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  (£L  CO., 

LYNN,  Mass.,  U.S.A. 


__  Co. 

Makers  of 

Men's,  Boys',  Youths'  and 
Little  Gents'  Medium 
and  Staple  Lines 


F.  E.  Atteaux  &  Co. 

Boston     :-:     :-;     :-;     :-;  Montreal 

Specialists  to  Tanners 
Dyestuffs  Colors  &  Chemicals 
For  Leather 

EGG  YOLK 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  of  introduction  supplied  to 
bona  fide  traveling-  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 
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Shoe  Machinery 


For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 


MARK 


GOODYEAR 
WELT  and  TURN 
SYSTEMS 


Consolidated 
HAND  METHOD 
Lasting  Machines 


MODEL=C 
IDEAL  CLICKING 
MACHINES 


RAPID  STANDARD 
SCREW 
MACHINES 


DAVEY 
HORN  PEGGING 
MACHINES 


Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Buffing 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,  Eyelets,   Shanks,   Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique       =       MONTREAL,  QUE. 
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LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines — all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  ™ohair:  L?at**r> 

  Mercerized,  Silk. 


FRANK  &  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


With  this  line  you  can 
outfit  the  whole  family 

To  sell  a  pair  of  Oberholtzer  Shoes 
to  one  member  of  a  family  is  to 
gain  the  custom  of  the  rest. 
There  is  satisfaction  in  Ober- 
holtzer Shoes — the  satisfaction  that 
gets  talked  of- and  it's  in  every 
Oberholtzer  shoe — men's,  wom- 
en's, boys',  girls'  or  infants.  The 
father  gets  the  same  satisfaction 
as  his  son  and  the  mother  the 
same  as  her  daughter. 

Stock  Oberholtzer 's  and  get  the 
family  trade. 

The  G.  B.  Oberholtzer  Company 

LIMITED 

BERLIN,  CANADA 


Surely  the  best  Glove 
Leathers  are  not  too 
good  for  your  business 


It's  quality  that  is  winning  glove 
business  nowadays. 

And  quality  can't  all  go  in  in  the 
making. 

It  must  be  in  the  leathers. 

If  you  care  for  quality  in  your  gloves — 
if  you  care  for  a  big  business — use  the 
best  leathers — National. 

They're  better  than  others  for  several 
reasons,  but  mainly  because  they  are  aged 
differently — better. 

They  are  stronger  in  the  glove — more 
pliable — smoother — look  better  —  there- 
fore the  glove  sells  easier. 

Try  them  atonce.   You'll  not  regret  it. 


NATIONAL  LEATHER  COMPANY 
OF  CANADA,  LIMITED,  TORONTO 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Ask  for  prices  on 
Shoe  Racks  and  dieing  out  Blocks . 


McKay  Sewing 
Machine 


96  Prince  St. 


Montreal. 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy ,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 
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Limited  63 
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Smardon  Shoe  Co   25 

Standard  Engineering  Co  31 

Star  Shoe  Co   29 

Staynes,  W.  PL,  &  Smith    59 

Taylor  Mfg.  Co   18 
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If  you  wish  a  deep  and  bold  embossing 
effect  and  a  fast  working 
Machine,  take  the 

Moenus  "Altera' 


TYPE  1910 

Beware  of  weak  imitations. 
Yearly  Output  200  Altera  Machines. 


Write  for  the  prices  to  the 

MOENUS  MACHINE  WORKS 

FRANKFURT  ON  MAIN,  GERMANY 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  IM 


THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft,  inis 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 


2  Split  Bottom  Buffing  Rolls 
2  Flat  X-Ray  Heel  Scouring  Wheels 
2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 


TENNIS 


SHOES 


Season  1911-1912 

The  Maltese  Cross  Tennis  line 
for  this  year  is  the  most  com- 
plete that  has  ever  been  offered. 

If  you  want  to  make  a  feature  of 
Sporting  Shoes,  you  can  get  help 
from  it.   Wait  and  see  it. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Branches:         Montreal,   Halifax,   Winnipeg:,   Calgary,  Vancouver, 

Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


NOVEMBER  1st 


TORONTO 


1911 


JOURNAL 


1     A  Simple  System  1 
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I      Keeping  Stock  I 
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NUBUCK— Washable,  Durable,  Economical 

The  most  popular  leather  for  next  season's  white 
shoes. 

IMPERIAL  NUBUCK 

A  remarkable  production  in  Upper  Leather,  having 
all  the  good  qualities  of  Calfskin  and  Buckskin 
combined.  Its  color,  a  beautiful  shade  something 
between  a  coffee  brown  and  champagne,  which 
harmonises  with  any  colored  garment  and  suitable 
for  most  all  occasions. 

BLACK  DIAMOND— Chrome  Patent 

The  leader  of  all  patent  leathers. 

TAN  GUN  METAL  CALF 

The  correct  shade  of  tan  for  men's  and  women's 
fine  shoes.  We  also  manufacture  this  leather  in 
blacks. 

OTHER  PRODUCTS 


GLOVE  LEATHER 

A  wide  range  of  grades 
and  finishes. 

WIELDA  CALF 


SHEEP  LEATHER 

In  every  good  tannage. 

HUB  PIGSKIN  AND 


In  twenty-two  shades.  CUT  STOCK. 

HUBGUM  SOLES 


-A.  C.  LAWRENCE  LEATHER 

COMPANY 

95    SOUTH    STREET.  BOSTON 


NEW  YORK  CITYi    621  Broad-wax 
ST.  LOUIS,  Mo. i    705  Lucti  Ave. 
ROCHESTER,  N.Y.t    605  Powers  Bldg. 


CHICAGO,  Ills   ISO  No.  Franklin  Street 
CINCINNATI,  O.:    632  Sycamore  Street 
GLOVERSVU  LE,  N.Y.t  SO  So.  Main  Street 
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FEATHERWEIGHT 

ICE  CREEPER 


LIGHT 


SIMPLE 


DURABLE 


In  Men's  and  Women's  Sizes 
To  Fit  Any  Shoe  or  Rubber 

(SEE  ILLUSTRATIONS) 

Here  is  just  the  line  you 
require  to  boost  your 
findings  sales. 

Every  pair  means  a  big 
profit  to  you — and  this 
is  the  time  to  prepare 
for  the  regular  demand 
for  ice  creepers. 

If  your  jobber  cannot 
supply  you  I  can — drop 
me  a  line. 

P.  E.  BOIVIN 

PATENTEE    AND  MANUFACTURER 

GRANBY,  QUE. 

ALSO  TROY,  N.Y. 


Fig.  I  Fig.  2 

Fig.  i  shows  creeper  pushed  up  from  heel 
when  not  in  use.    Fig  2  shows  creeper  in  use. 


Shoe  Manufacturers ! 

We  are  the 

Exclusive  Makers  for  Canada 

—  of- 

Arnold  (McKay)  Flex 
Welt 

 Our  


Goodyear  Welt 

is  made  only  from 

Prime  Side  Leather 

And  goes  to  most  of  the  best 
shoe  houses  of  Canada. 


Other  specialties  for  shoe  trade: — 

Tan  Cowhide  Shoe 

Oil  Tan  and  Combination 


Russet  and  black  shoe  leathers 

Oil  Tan  Moccasin 

made  from  select  extra  stout  stock. 
WRITE  FOR  SAMPLES. 


WICHETT  (EL  CRAIG 

LIMITED 

TORONTO 

Controlling  also  Newton  Tanning  Co.  Limited, 
Elgin  Mills,  Ontario 
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STYLE-COMFORT-WEAR 
The  Ideal  Combination 

We  are  spending  thousands  on  advertising,  but 
we  are  taking  especial  care  to  turn  out  shoes  that 
will  confirm  every  claim  made  in  this  advertising. 

You  can  sell  the  first  pair  of  shoes,  even  though 
faulty,  by  strong  advertising;  but  you  can't  hold 
the  customer  unless  the  shoes  are  as  represented. 

This  is  the  reason  for  our  success.  We're  looking 
not  only  for  initial  orders,  but  for  repeats  as  well. 
And  before  we  get  these  repeats,  you  must  get  them. 

Therefore  all  our  energies  are  concentrated  on 
making  better  shoes  than  ever  before— and  that 
says  a  lot. 

They  combine  STYLE,  COMFORT,  WEAR- 
the  combination  that  will  win  and  hold  trade 
for  you  and  for  us. 

Our  Travelers  Are  Among  You 

AMES-HOLDEN-McCREADY  LIMITED 

Makers  of  Fine  Shoes  for  ALL  People  and  ALL  Occasions 
MONTREAL,  TORONTO,  ST.  JOHN,  WINNIPEG,   CALGARY,  EDMONTON, 

VANCOUVER. 

Sole  Selling  Agents  for  GRANBY  Rubbers. 
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CHROME  RUSSIA  No.  22 

A  BEAUTIFUL  TAN  SPRING  CALF 

It  'will  not  fade. 

It  is  even  in  color  from  head  to  butt 
and  from  skirt  to  skirt.    Every  skin  ex- 
actly the  same.    No  matching  required. 

It  therefore  cuts  profitably. 

It  is  a  washable  yet  open- grained 
leather.  A  washing  with  castile  soap 
removes  all  trace  of  dirt  or  stain  ac- 
quired while  the  shoe  is  in  the  making. 

Write  now  for  sample  with  price 
ticket  on. 

DAVIS   LEATHER  CO.,  LIMITED 

NEWMARKET,  ONTARIO 
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You  can  buy  close 
because  I  can 
buy  close 

Mine  is  a  sort  of  cooperative  business. 

I  give  you  a  good  price  because  I  get  a 
good  price  myself. 

But  I  wouldn't  be  able  to  get  that  good 
price  if  there  weren't  so  many  of  you  merchants 
buying  from  me. 

Still,  you  don't  stay  with  me  because  of  a 
good  price.  It's  because  of  quality — because 
your  customers  come  back  for  more  of  the 
shoes  you  bought  from  me. 

You  see,  I  always  buy  for  quality.  It's 
business.  It's  up  to  me  to  see  that  your 
customers  as  well  as  yourself  are  satisfied. 
Otherwise  you  would  not  buy  from  me  very  long. 
On  the  other  hand  everytime  a  pair  of  shoes  that 
I  sell  you  pleases  a  customer  of  yours  it  increases 
my  business  and  thereby  helps  me  to  get  a  still 
better  price.  And  with  that  better  price  I  will 
get  new  customers. 

That's  why  it  is  that  you  can  always  rest 
assured  of  getting  the  best  quality  and  the  best 
price  from  me. 


JAMES  ROBINSON 

1  82-1  86    McGILL  STREET 
MONTREAL  QUEBEC 
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Children's  Goodyear  Welts 


Every  Shoe  Dealer  knows  that  Goodyear  Welts  are 
the  only  shoes,  in  heavy  soles,  to  give  satisfaction. 

If  you  have  never  tried  Macfarlane's  Line  send  in 
a  sample  order  and  you  will  never  be  without  them. 
We  also  carry  "  in  stock"  a  complete  range  of 
Children's  Turns. 


1164 — College  Girls' All  Dongola 
Whole  Fox  Button,  welt,  in 
D  and  E  width,  2  to  7  $2.25 

1 1 60 — Same  as  above  in  Blucher 
Bal.  $2.25 


988— Misses'  Pat.  Whole  Fox 
Button,  dull  calf  top,  low 
heel,  welt,  11  to  2    -  $2.00 


1188— College  Girls'  Pat.  Blucher 
Bal,  dull  calf  top,  low  heel 
welt,  D  and  E  width,  2  to  7, 
 $2.50 


THE  MACFARLANE  SHOE  CO.  LIMITED 

MONTREAL 


THE  SHOE  AND  LEATHER  JOURNAL 

In  a  Class  By  Themselves 
—Our  Spring  Oxfords 


Don't  they  look  the  part? 


We  have  always  turned  out  good  Oxfords,  but  our 
Spring,  1 9 1 2,  line  has  all  previous  records  beaten  easily. 
Both  women's  and  men's  lines. 

They  are  Goodyear  Welt — and  you  know  the  quality  of 
our  Welts. 

They  are  very  stylish — all  the  latest  lasts  and  seasonable 
shapes  are  shown. 

They  are  well-made — our  workmen  are  expert;  our 
supervision  is  strict. 

They  are  the  Oxfords  that  will  win  new,  and  hold 
old,  customers. 


Write  Us  Without  Delay 

JAMES  LINTON  &  COT 

MONTREAL 
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ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way.  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non-corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monique  Sts.    -     MONTREAL,  QUE. 
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Your  Best  Interests  Sss&^&ss  Boot  and  Shoe  Laces 

Our  goods  bear  definite  quality  names,  which  we  advertize,  and  are  well  known.  We  are  therefore  com- 
pelled to  always  furnish  standard  quality  to  keep  these  brands  well  thought  of.  Besides,  you  can  get 
more  profit  selling  these  laces  than  ordinary  cheap  package  goods,  at  the  same  time  giving  your  customer 
better  value  and  goods  really  wanted.  Why  not  try  this  out  at  once?  Order  a  sample  lot  of  one  or 
more  of  these  lines  from  any  wholesaler  or  write  us  direct  for  information. 
Handsome  show  cards  furnished  on  application. 


The  "ROYAL"  Lace 

Ladies'  45-inch,  gents'  36-inch,  spiral  tagged;  a  good,  low- 
priced  line,  exceptionally  well  made  and  good  value.  Can 
sell  5c  pair  at  300  per  cent,  profit. 

The  "  FOOTBALLERS'  "  Lace 

60  inches  long,  strong  and  supple;  every  Old  Country 
player  wears  them.  To  tie  over  instep  and  round  ankle 
for  support;  can  sell  10c  pair  and  thundering  good  profit. 


The  "CITY"  Lace 

Gents'  36-inch,  ladies'  45-inch;  ordinary  tags,  put  on  to 
stay  on;  very  fine  polished  cotton;  a  real  good  lace;  one 
of  best  values  to  sell  at  5c. 

The  "WHITE  HEATHER"  Lace 

45  or  54  inches  long;  ^-inch  wide;  flat,  soft  silk  finish; 
stylish  lace:  fast  color,  black  or  brown;  well  tagged;  for 
"MY  LADY'S  "  best  boots;  a  very  profitable  line  indeed. 


All  qualities  banded  in  pairs.    Put  up  in  one  gross  dainty  colored  box;  fancy  labels; 

wrapped  in  oiled  tissue  paper. 


1 

,Ra|SK 

Sums*  BiiititeAH 

p-j  A 

Manufactured  in  England  by 

BROUGH,  NICHOLSON  &  HALL,  Limited 

112  Wood  Street,  London,  E.C. 

All  Qualities  now  in  stock  by  Canadian  Agents 


Leek,  Staffs 

Wholesale  Only  Supplied 


WALTER  WILLIAMS  &  CO. 

517-525  St.  Paul  Street,  Montreal,    Tel.  M.  2724 
20  Wellington  Street  West,  Toronto,  Tel.  M.  2994 
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FOOT-FITTING  FASHIONABLE  FOOTWEAR 

OF  STRENGTH  AND  DURABILITY 

Here  is  one  line  made  in  four  leathers  that  is 
proving  interesting  to  many  wide-awake  shoe 
merchants  and  should  appeal  to  you. 

No.  620 — Same  as  illustration,  made 
in  Patent  Leather,  Tan  Calf,  Velour 
and  Gun  Metal,  Goodyear  welt  soles, 
short  vamp,  stage  effect  last,  sizes 
%y2toj   $2.35 

These  goods  are  made  up  to  a  standard  and 
not  down  to  a  price,  but  just  the  same,  through 
our  exclusive  methods  we  get  them  down  to 
interesting  prices  without  infringing  on  our 
standard.  Try  them  out,  Mr.  Merchant,  their 
selling  powers  will  surprise  you. 


ROWEN  &  OGG  COMPANY  LIMITED 

GUELPH,  ONTARIO 
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ALL  OUR  SHOES  ARE  GOODYEAR  WELTED 


THE 
SLATER 
SHOE 


There  are  some  radical  changes  in  shoe  styles — more  changes  this  year  than 
for  many  seasons  past. 

"Our  Boys"  are  on  the  road  with  the  new  models  and  the  staple  styles. 
They  are  filled  with  enthusiasm,  and  whether  you  want  to  buy  Slater  Shoes 
or  not,  it  is  good  business  to  be  well  informed  about  what  the  other  fellow 
is  doing — always. 

When  you  ask  to  see — or  ask  any  information  about  the  Slater  Shoe  and  the 
exclusive  selling  rights  for  your  territory,  we  do  not  esteem  you  under  any 
obligation  to  buy.    It  is  we  who  feel  much  obliged. 

We  know  we  make  good  shoes.  We  know  we  have  the  good-will  of  the  shoe 
wearer.  And  we  offer  all  the  prestige  and  reputation  of  the  Slater  Shoe  and 
the  "Sign  of  the  Slate"  to  one  good  merchant  in  every  market  where  we  are 
not  now  represented. 


LOOK  FOR  THE  SIGN  OF  THE  SLATE 


Write  us  to-day 
for  a  sample 
Standard  Order, 
which  will  be  a 
test  of  Slater 
shoe  business 
building. 


.  .  .  THE  .  .  . 


SLATER  SHOE 


CO. 


LIMITED 


MONTREAL 
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You  may  use 
a  Burroughs 
Free — during  the 
Holiday  rush 
and  to  figure  your  Inventory 


Y 


Burroughs 
Adding 
Machine  Co. 

D.  W.  SAXE,  Sales  Manager 

146  Bay  Street 
Toronto,  Canada 


ES  SIR — free  at  our  expense  and 
no  risk — no  obligation  on  your 
part. 

There's  no  philanthropy  about 
it — just  the  best  kind  of  advertising 
for  the 

B  mi  r  if  (D)  mi  i 

{Nine  out  of  every  ten  aiding  and,  listing  machines  sold  are  Burroughs) 

Bookkeeping  Machine 

We  want  you  to  know  from  actual  experi- 
ence during  the  hardest  period  of  the 
year  how  much  time,  work  and  worry 
a  Burroughs  will  save  in  your  accounting. 
Some  day  you  may  feel  the  need  of  a 
bookkeeping  machine  in  your  work. 
You  and  your  clerks  will  then  remember 
the  Burroughs. 

You  know  the  story  of  the  early  bird 
and  the  worm.  We  may  not  have  enough 
machines  to  go  round. 
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WHY 
DIAMOND 
FAST  COLOR 

Nothing  so  cheapens  a  shoe  as  a  brassy  eyelet.  In  most  in- 
stances it  is  more  conspicuous  than  a  break  in  the  leather  and 
even  more  difficult  to  remedy.  But  there  is  a  sure  way  to 
protect  your  patrons  from  any  annoyance  in  this  connection. 
Diamond  Fast  Color  Eyelets  cannot  wear  brassy,  they  always 
look  new  and  help  to  preserve  the  appearance  of  shoes 
throughout  the  longest  wear.  There  is  also  a  positive  way 
to  tell  whether  the  shoes  you  purchase  are  fitted  with  them. 
Just  look  for  the  little  diamond  trade  mark  raised  on 
the  surface  of  each.  It  is  inconspicuous  but  very  important. 
Your  customers  realize  it.  It  is  your  guarantee  that  the 
eyelets  are  genuine  Fast  Color,  for  only  the  genuine  Fast 
Color  have  the  «^^>  trade  mark. 

UNITED  FAST 
COLOR  EYELET  COMPANY 

205  LINCOLN  STREET,  BOSTON 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      -      MONTREAL,  QUE. 
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SUNSHINE  KID 

•"HADE  MARK 
MADE  AND  SOLD  BY 

CORONA  KID  MFG.  CO. 

BOSTON 

MASS- 


(SUNSHINE  COLT] 

MADE  AND  SOLD  BY 

CORONA  KID  MFC  CO. 

BOSTON 
MASS- 


The  Combination 
That  Means  Success 


Satisfying' 
Your  Customer 

Every  successful  merchant  aims 
to  always  satisfy  his  customers. 
That's  why  he  is  successful. 

Now,  in  the  matter  of  patent 
leather  shoes,  it  is  admitted  to  be 
impossible  to  satisfy  the  wearer. 

Therefore  it  is  not  conducive  to 
success  to  handle  patent  leathers. 

Neither  is  it  a  necessary  evil  as 
it  once  was. 

For  now  you  can  obtain  shiny 
shoes  made  from  Sunshine  Colt 
or  Kid  that  will  give  satisfaction. 


Satisfying' 
Yourself 

If  your  bank  account  doesn't  grow 
fast  enough  you  won't  be  satis- 
fied, that's  sure. 

And  it  won't  grow  unless  you  sell 
shoes  that  give  good  profits  and 
bring  repeat  orders. 
You   can't   depend   on  patent 
leathers  to  do  that. 
You  don't  need  to  depend  on  them 
for  you  can  specify  and  get  Sun- 
shine Colt  and  Sunshine  Kid  in 
your  shiny  shoes. 
They'll   satisfy  you   and  your 
customer  too. 


Sunshine  Colt  and  Sunshine  Kid  are  better  than  patent  leathers  for  they 
won't  crack  or  check  because  they  have  a  "  more-than-surface  finish." 


CORONA  RID  MFG.  COMPANY 

BOSTON,  MASSACHUSETTS 
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Cold  Weather  Comfort 


ANTI-SEPT/C 

-906  .909  fi£R5ptf&, 


DECAUSE  the  Doctors  Anti- 
septic Shoe  is  a  mighty  com- 
fortable shoe  for  Winter  wear  is 
good  reason  why  you  should  push 
its  sale  during  the  Winter  months. 

At  the  beginning  and  ending  of 
the  winter,  when  sleet  and  rain  and 
slush  prevail,  its  waterproofed  soles 
and  uppers  will  be  found  effectual 
barriers  to  the  wet.  Then  in  the 
middle  of  the  cold  weather  when 
the  thermometer  is  hovering  around 
the  zero  mark,  the  Doctors  Shoe 
will  keep  out  the  cold,  and  at  the 
same  time  prevent  the  loss  of  the 
natural  warmth  of  the  foot. 

These  points  of  superiority  will 
surely  appeal  to  your  patrons  and 
result  in  increased  sales  to  you. 
Push  the  sale  of  the  Doctors  Shoe 
this  Winter. 


THE  TEBBUTT  SHOE  $ 
LEATHER  CO.,  LIMITED 

THREE  RIVERS      -      -  QUEBEC 
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CANADIAN  MADE  SHOES 

FOR  YOUNG  CANADIANS 


There  are  just  as  good  children's  shoes  made  in 
Canada  as  elsewhere,  and  Classic  Shoes  of  to-day  will 
bear  out  this  statement.  Why  shouldn't  they  ?  We 
have  just  as  good  materials,  just  as  good  workmen,  and 
just  as  good  facilities  to  be  found  anywhere. 


The  excellent  showing  we  are  making  for  Spring 
is  really  beyond  imagination.  It  must  be  seen  to  be 
appreciated.  If  one  of  our  salesmen  hasn't  already 
called  he  soon  will  and  you  will  have  the  opportun- 
itv  to  look  over  the  line.    If  you  cannot  wait,  write. 


GETTV  &  SCOTT 

LIMITED 

GALT,      -  ONT. 
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MODEL  N 


THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment: — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require-    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAG AUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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"IT'S  IT" 


INSTINCTIVE  shoemaking 
characteristics  as  embodied 
in  ASTORIA  and  LIBERTY 
lines  attract  the  attention  of  the 
observant. 

There  is  a  reason  for  the  phe- 
nominal  growth  of  this  organiza- 
tion.   Let  us  show  you. 


Cook-Fitzgerald  Company 

UM1TED 

LONDON  ONTARIO 
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See  to  your  bread  and  butter  first 


As  the  dessert  comes  at  the  end  of  the  meal  so  should  the  ' '  fancy ' ' 
shoe  come  at  the  end  of  your  buying  list.  For  you've  got  to  depend 
for  business  life  on  the  staple  or  "bread  and  butter"  line.  The  fancy 
lines  are  like  the  dessert — a  little  flourish  to  add  spice  to  the  meal. 

Make  sure  of  your  bread  and  butter  by  stocking  a  line  that  is  bound 
to  sell — a  line  made  right,  of  good  material  and  sold  at  prices 
that  mean  profit  to  you.  Stock  Blouin's  Shoes.  They'll  supply 
the  bread  and  butter  and  some  of  the  dessert  too. 


F.  B  LOU  IN   boots,  shoes,  moccasins  QUEBEC 


ior  goods.  It  is  a  sure  sign  that  the  shoe  has  been  made  in  a  modern  way 
by  up-to-date  workmen.  It  is  a  sure  sign  that  nothing  but  good  leather  was 
used  and  that  it  was  constructed  on  improved  machinery. 

Yamaska  wearers  get  the  Yamaska  habit — they  keep  coming  back  for  more. 
That's  because  Yamaska  workmen  have  got  the  habit  of  putting  into 
Yamaska  shoes  the  best  value  possible. 


LA  COMPAGNIE    J.  A.  &  M.  COTE,  ST.  HYACINTHE,  P.Q. 


When  you 
see  this 
brand  on 
a  shoe 


ST.  HYACINTHE, 

CANADA. 


The  Yamaska  Brand 
on  a  shoe  is  your  safe- 
guard [against  infer- 


ST.  HYACINTHE, 
CANADA. 
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THE  EVERYDAY  SHOE  GIVES 
AN  EVERY-DAY  PROFIT 


MANUFACTURED  BY 

THE 

T.  SISMAN  SHOE  COMPANY  Limited 

AURORA  ONTARIO 


MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


The 

Stanlock 
Stitcher 


This  is  the 
finest  machine 
ever  built, 
and  has  unique 
advantages 
for  heavy 
work 


Price:  Duty  and 
carriage  paid  to 
Montreal,  $1,000 


WRITE  FOR  PARTICULARS  OF  THIS  MACHINE 

The  Standard  Engineering  Company  Limited 

Evlington  Valley  Road  Leicester,  England 
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Give  Ml  value  in  leather 
as  well  as  in  style 

By  all  means  try  to  please  your  custom- 
er's eye.    That's  the  best  way  to  get 

him.  <I  But— don't 
imagine  it's  the 
way  to  hold  him. 
It  isn't.  You've 


got  to  please  his  feet,  and  the  best  way  to  do 
that  is  to  sell  him  solid  leather,  wear-resisting 
shoes.  flSell  him  Williams  shoes.  They 
combine  solid  leather,  good  workmanship  and 
style.    They're  priced  right,  too. 

THE  WILLIAMS  SHOE  CO. 

BRAMPTON,  ONTARIO 


A  WATERPROOF 
TAP  SOLE 

That  is  Wear  Proof  as  well  has  been  hard 
to  find.  Here,  however,  you  have  it  in  our 
"Star  Brand."  To  make  our  service  complete 


we  enclose  a 
nails  for  each 
which  are  put 
in  d  i  v  i  dual 
further,  will 
dealers  that 


package  of 
pair  of  soles, 
up  in  tasty 
cartons,  and 
supply  all 
handle  these 


WATERPROOF 

soles  a  series  of  electros  with  which  to 
advertise  them. 


THAT  MOONLIGHT 
ON  THE  FARM 

Will  contain  nothing  but 
pleasant  memories  if  dur- 
ggj  ing  the  days  of  hard  work 
[you  have^had  &Sr 

ABSOLUTELY  DRY 
FEET 


You  can  be  sure  of  comfort  if  you  let 
us  put  a  pair  of  "  Star  Brand  "  Water- 
proof and  Wearproof  Soles  on  those 
worn  shoes  of  yours, 

JAMES  SMITH  &  CO. 

DAYTON  ONTARIO 


We  will  gladly  supply  this  electro  and  series  of  12  ads. 
to  you  if  you  write  in  for  them. 


BEARDMORE  &  COMPANY 


TORONTO 


ACTON 


MONTREAL 
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Combination  Leather 

It  is  a  comparatively  new  line  with  us,  but  our  pro- 
duction already  places  us  in  the  veteran  class 

Have  you  tried  Davis'  Combination? 

If  not,  do  so  now.  It  will  compare  favorably  with 
and  cut  to  better  advantage  than  any  on  the  market 

We  can  supply  it 

Colored  or  Black 
Grained  or  Smooth 

And  in  weights  suitable  for 
all  lines 

Drop  us  a  line  that  we  may  send  you  samples  or  have  our  representative  call 


A.  Davis  &  Son  Limited 


Kingston,  Canada 
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All  Athletes  Need 
This  Ankle  Brace 


The  cooler  weather  brings  in  its  train  the 
strenuous  games  of  football,  basketball 
and  later,  hockey.  Athletes  engaged  in 
these  sports  need  the  Lachance  Ankle 
Brace  and  will  find  it  a  great  help  in 
strengthening  and  protecting  their  ankles. 
Let  the  athletes  of  your  town  know  that 
you  sell  this  goodly  ankle  protector  and 
you  will  make  quite  a  neat  sum  on  the  side. 

Have  you  received  your  sample  pair  yet  ? 

LACHANCE  & TANGUAY 

Shoe  Manufacturers  QUEBEC 


COUNTERS 

Costing  3k  to  4c  Pair 


GUAY'S  "NEW  PATENT" 

Made  of  solid  leather,  and  so  well  made 
that  we  will  guarantee  the  counter  to  out- 
wear the  shoe. 

See  samples  before  you  order  elsewhere. 
You  can  save  money  by  using  Guay's  "  New 
Patent." 

Also  make  Standard  Board  and  Union 
Counters. 


Eugene  Guay 


230  St.  Marguerite  St. 
Montreal 


THE  Surpass  trade 
mark  stands  for 
what  the  Surpass 
Shoe  has  proved  to 
be — an  honest  shoe. 

So  many  mer- 
chants have  come, 
through  experience, 
to  rely  on  the  shoe 
bearing  this  mark 
that  it  has  engender- 
ed in  us  a  pride  that 
will  not  allow  of  the 
slighting  of  that 
shoe. 

We  feel  that  it  is 
up  to  us  to  preserve 
and  build  up  the 
reputation  already 
acquired  by  Surpass 
shoes. 

This  means  keep- 
ing up  quality  with- 
out boosting  the 
price.  It's  quite  a 
problem,  but  our 
sales  show  we  are 
succeeding. 


THE  LOUIS  GAUTHIER 
COMPANY  LIMITED 

QUEBEC 
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Nearly  everyone  is  talking  about  the 

Ottoman  and  Romaine 

Silk  Pumps 

Made  on  our  67  Last 


These  are  just  a  few  of  the  hot  ones  from  the  home  of 
advanced  shoe  styles  which  our  travelers  are  showing 

in  our  spring  line. 
Why  not  have  a  look  at  the  complete  range? 

A  Card  Will  Bring  one  of  Our  Salesmen 

The  McDermott  Shoe  Co.,  Montreal 


A  Goodyear  Inner  Soling' 
That  Holds  Tight 

If  your  aim  is  to  build  shoes  that  will  wear  right 
down  to  the  inner  soles  you  must  use  inner 
soling  that  has  the  strength  to  hold  tight. 
Barrie  Goodyear  Inner  Soles  will  stick  with  the 
shoe  as  long  as  there's  a  shoe  to  stick  with. 

There's  none  better  made  in  Canada. 
THE.    BARRIE    TANNING    CO.,  LIMITED 

Mailers  of  Bookbinders'  Leathers,  Bag  Leather*. 
Colored  Shoe  Leather*,  Goodyear  Inner  Soling. 

FACTORY  AND  HEAD  OFFICE:  BARRIE,  ONT. 

Warehouse  and  Salesroom :    5    Front    St.    E.,  Toronto 
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^Fisk  Patent  Leather 


Something  new,  Something  differ- 
ent,   Something  better   than  we 
have  ever  made  or  seen — we  are 
now  making. 

Assuredly  it  is  in  your  best  inter- 
ests to  compare  this  with  what  you 
are  now  using.    Do  so. 


FISK  LIMITED 

6  ST.  HELEN  STREET  MONTREAL 

V.  / 
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THAT  P-V  MULE! 

If  you  cut  "Split"  Gloves  and    Mittens  use  the 
P.  &  V.  Lines. 

Largest   Tanners,    widest   range   of   colors,  most 
uniformly  selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens. 


PHSIffi 


YOGEt  LEATHER 

MILWAUKEE 


BOSTON 
NEW  YORK 
CHICAGO 


ST.  LOUIS 
ST.  PAUL 
CINCINNATI 


Distributors  : 
SAN  FRANCISCO 
NEW  ORLEANS 
GLOVERSVILLE 


LONDON,  England 
FRANKFURT,  O-M.,  Germany 
PARIS,  FRANCE 


Address  all  correspondence  to  Boston  Office,  85-89  South  Street,  BOSTON,  MASS. 


Taylor-made  Interchangeable  Window  Fixtures 


$15.00-THE  TRADE  WINNER-$  15.00 

Note  the  Slotted  Card  Holder 


Brighten 
Up 
Your 
Windows 


ADJUSTABLE 
TOP 


i^mmmmm  TraocWinneh  ■■■■■■» 


ADJUSTABLE. 


Show 
Your 
Goods  to 
Advantage 


23  GUARANTEED  FIXTURES  $15.00 

Made  from  selected  genuine  oak,  golden  oak  finish;  ten  individual  stands,  different  heights;  twelve  two- 
position  heel  rests;  will  display  29  single  shoes  or  58  shoes  in  pairs.    Right  for  any  store. 

PROMPT  SHIPMENT  SEND  US  YOUR  ORDER 

TV        TIR/I  Cm.*  i**  82   Queen  Street  North 

Ihe  laylor  Manufacturing  Lo.      Hamilton,  Ontario 
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PACKARD'S 

"SPECIAL" 

Shoe  Dressings 

IN  ALL  COLORS 

Our  travelers  are  now  on 
the  road.  Now  is  the 
time  to  place  your  early 
Spring  order. 

Have  goods  shipped  now. 

Remember,  Shoe  Dress- 
ings cannot  be  shipped  during 
the  Winter. 


O'Sullivan's 

SAFETY  CUSHION 

Rubber  Heels 


THE  OLD  RELIABLE  QUALITY  HEEL 
All  sizes  for  men  and  women 


Overgaiters 
and  Leggings 

If  there  are  any  lines  you  have  not 
placed  your  order  for — NOW  IS 
THE  TIME. 


Shoe  Laces  of  every  description. 
Shoe  Store  Supplies  of  every  kind. 


Have  you  one  of  our  large  illus- 
trated Catalogues?  If  not,  drop 
us  a  postal  and  we  will  be  pleased 
to  send  you  one  by  return  mail. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 


In  conservative  elegance 
of  style,  fine  quality  and 
fit,  no  shoes  have  more 
to  recommend  them. 


Smardon  Shoe  Co. 

533-535  VISITATION  STREET 
MONTREAL 
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Style  Wise 
and  Leather 
Foolish 

YOU  take  time  and 
trouble  to  choose  the 
styles  best  suited  to  your 
business. 

You '  re  wise .  Styles  cer- 
tainly  have  a  great  deal  to 
do  with  the  gaining  of 
new  customers. 

But  you  want  to  hold  those 
new  customers.  It'll  take  some- 
thing more  than  styles  to  do  that . 

If  they're  dongola  shoes  it'll 
take  Maple  Leaf  Leather — the 
leather  that  goes  through  the 
manufacturing  process  without 
injury — the  leather  that  is  in  the 
best  of  shape  to  stand  wear  and 
tear  when  it  reaches  you  as 
a  shoe. 

You  be  as  wise  in  leather  as 
in  style  and  see  that  you  get 
Maple  Leaf  Leather  in  your 
Dongola  Shoes. 


LUCIEN  BORNE 

QUEBEC 

Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street    -  MONTREAL 


No.  400.   Men's  Oil  Tan. 
6  Inch  Leg. 

Get  the  first 

profits  on 
sporting  goods 

The  Harvest  season  in 
sporting  boots,  moccasins, 
leggings,  etc.,  is  now  at  hand. 
Get  ready  to  gather  in  the 
first  profits.  €fl  No  one  will 
get  ahead  of  you  if  you 
order  NOW  from  BEAL 
BROS.,  Limited.  For  you'll 
have  the  best  possible  goods 
and  you'll  have  them  in 
good  time  for  the  big  rush. 

Hockey  Laces,  Ankle 
Supports,  Custom  Boot 
and  Shoe  Uppers  always 
on  hand  for  prompt  ship- 
ment. 

GET  PRICES  TO-DAY 

BEAL  BROS. 

LIMITED 

52  Wellington  St.  East 
TORONTO,  ONT. 
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Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Dark  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  Tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 


Exclusive  Selling  Agents: 

CHICAGO  TANNING  CO. 

MONTREAL.  QUE.,  59  St.  Peter  Street 

CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON,  MASS        GLOVERSV1LLE.  N.  Y.        ST.  LOUIS,  MO. 
128  Summer  St.  1 1  Cayadutta  St.  619  E.  Eighth  St. 


C  Parsons  &  Son 

TORONTO 


LIMITED 


AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

G.  Parsons  &  Son 

LEATHER  FINDINGS  limited 

79  Front  St.  East       Toronto,  Ont. 
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ALL 

LEATHER  HEELS 


T0U6H  SOLID  LEATHER 
OUT  AND  INSOLES 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PA/R 


THE   ACTON   GROUP  OF 
TRADE  NEWSPAPERS 

EACH    THE   LEADER    IN    ITS  FIELD. 


Name 

Date  of  Issue 

Sub.  Price 

Baker  and  Confectioner 

5th 

$1.00 

Dry  Goods  Record 

25  th  Preceding 

1.00 

Funeral  Director  and  Embal 

mer     15  th 

1.00 

Furniture  Journal 

15th 

1.00 

Men's  Wear 

1st 

1.00 

Painter  and  Decorator 

20th 

1.00 

Ready-to- Wear 

25  th  Preceding 

1.00 

Shoe  and  Leather  Journal 

1st  and  15th 

1.00 

Subscription  (or  any  two  Papers,  $1.50;  any 
three  Papers,  $2.00.  Send  subscriptions,  requests 
(or  samples  and  advertising  rates  to 

HEAD  OFFICE- 

Acton  Publishing  Co.,  Limited, 

59-61  JOHN  ST.,  TORONTO,  ONT. 

or  to 

Montreal  Office    -     13  Coristine  Building. 
London,  Eng.      -    Byron  House,  Fleet  St.,  E.C. 
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Some  Clerk  May  Have  Forgotten  to  Charge  the 
Goods  (this}  Customer  Bought 


Successful  Merchants 

Put  a  Receipt  in 
Every  Parcel 
because  it  is  the  only  way  to 

Protect  the  Merchant 
Protect  the  Clerk,  and 
Protect  the  Customer 

against  the  mistakes,  carelessness,  forget- 
fulness  or  dishonesty  which  cause  con- 
stant disputes,  loss  of  trade,  loss  of  profits, 
and  all-round  dissatisfaction. 

The  only  method  of  issuing  a  receipt  that 
cannot  be  altered,  automatically  as  each 
sale  is  recorded,  is  with  the  National  Cash 
Register. 


of 

this  sort  happen, 
not  once  but  many 
times  each  day  in  your 
store,  unless  you  are 
using  a  National  Cash  Register 

YOU  go  to  considerable  expense  to  draw  customers,  maintain  an 
attractive  store  and  hire  clerks.    Each  sale  you  make  represents 
an  actual  profit  to  you — it  is  placed  right  within  your  grasp — on 
your  counter.  And  then  it  may  be  turned  into  a  dead  loss  in  one  second ! 

You  can  prevent  that — you  can  be  sure  that  you  get  every  cent  that 
belongs  to  you,  and  hold  and  protect  it  when  once  it  is  in  your  hands 
with  a  National  Cash  Register. 

The  National  Cash  Register  will  also  tell  you  at  a  glance  at  any  time 
exactly  how  many  sales  have  been  made  up  to  the  minute,  the  actual 
money  received,  the  number  of  charge  accounts  and  the  amount  charged. 
It  will  tell  you  which  of  your  clerks  makes  the  most  sales — which  clerks 
make  mistakes,  so  that  you  make  them  all  more  careful  and  useful. 

A  National  Cash  Register  is  as  Necessary  to  You  as  Your  Bank 

For  each  protects  the  money,  the  profits  you  have  worked  so  hard  to  fret.  A  million  storekeepers 
who  are  using  National  Cash  Registers  tell  us  that  they  would  not  do  business  without  them — 
could  not  in  fact.  A  National  Cash  Register  combines  the  ever  watchful  eye  of  the  proprietor 
with  the  machine  like  accuracy  in  attending  to  details.  It  will  help  you  to  serve  more  customers 
in  less  time  and  do  away  with  the  delays  that  sap  profits. 

WRITE  FOR  BOOKLET  AND  NEW  PRICE  LIST 

The  National  Cash  Register  Co. 


Head  Office  and  Factory  for  Canada,  at  Toronto, 
F.  E.  MUTTON,  Canadian  Manager. 


We  manufacture  Cash  Register*  in  various  styles  and  prices  to  suit  every  pocket  and  every  business  from  $13 
to  $870.    We  guarantee  to  supply  a  better  Cash  Register  for  less  money  than  any  other  concern  in  the  world. 
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How  Do  You  Manage  to  Keep  Tab  on  Your  Stock? 

A  Simple  and  Practical  System  Which  Economizes  Time,  Labor  and  Expense — It  Will  Well  Repay  Any 
Dealer  to  Follow  This  Plan  Closely — Elastic  Enough  to  be  Adopted  in  Any  Establishment. 

(By  A.  E.  EDGAR,  Windsor,  Ontario.     Author  of  "How  to  Advertise  a  Retail  Store,"  and  other  business  methods.) 


A  thorough  knowledge  of  one's  business  is  absolutely 
necessary  if  one  is  to  cope  with  one's  competitors  who  have 
that  knowledge.  In  this  day  of  great  industries  a  thorough 
knowledge  of  the  smallest  details  of  a  business  could  not 
be  secured  in  the  old  way  of  knowing  simply  through  doing. 
There  are  too  many  details.  The  business  man  to-day  must 
have  facilities  by  which  knowledge  of  them  will  come  to  him 
automatically.  Well-directed  effort  means  more  than  mere 
industry  and  hard  work.  It  means  that  the  worker  must 
know  how  and  when  to  apply  his  labor  so  as  to  attain  the  best 
and  most  satisfactory  results.  The  success  of  any  business 
depends  largely  upon  its  organization.  Its  organization 
rests  entirely  upon  the  systematic  carrying  out  of  its  fixed 
rules. 


The  tendency  of  modern  retail  accounting  methods  is  to  simplify 
every  detail  of  the  work.  This  means  neither  too  much  recording 
of  details  nor  too  little;  it  means  the  happy  medium  that  produces 
the  greatest  returns  from  the  least  outlay  of  time  or  money. 

"System  is  a  necessary  servant  but  a  bad  master."  System 
must  be  operated,  it  will  not  operate  itself.  System  economizes 
time,  labor,  expense,  and  the  best  system  is  that  which  effects  the 
greatest  economy  of  all  three. 

To  render  a  system  effective  there  should  be  no  deviations  from 
its  rules.  The  slightest  departure  from  the  established  system  will 
render  the  whole  inoperative.  To  be  serviceable  and  successful 
it  must  be  carefully  and  faithfully  carried  out  to  the  letter. 

Convinced  of  its  Necessity. 

Every  member  of  the  staff  operating  the  system  must  be  con- 
vinced of  the  actual  necessity  for  it.  They  must  have  a  thorough 
knowledge  of  how  the  system  is  to  be  carried  out,  even  to  the  small- 
est details,  and  at  the  same  time  have  absolute  confidence  that  it 
will  produce  the  results  expected.  The  understanding  of  the  results 
to  be  accomplished  reduces  the  amount  of  mechanical  observance 
of  the  rule  for  the  rule's  sake  to  a  minimum  and  increases  the  effi- 
ciency of  the  system.  Each  member  of  the  staff  then  realizes  the 
importance  of  avoiding  errors  and  at  the  same  time  his  loyalty  to 
the  firm  urges  him  to  see  that  his  duties  are  faithfully  discharged. 

Examined  Over  Fifty  Systems. 

In  preparing  for  the  Shoe  and  Leather  Journal  the  following 
stock  keeping  and  accounting  system,  the  writer  has  examined  the 
systems  in  use  in  over  fifty  different  stores,  some  doing  a  larg  e 


business,  some  not  so  large.  It  has  been  his  aim  to  produce  a  system 
so  elastic  that  it  could  be  adapted  to  use  in  any  establishment. 

While  it  is  based  upon  a  system  put  into  use  by  him  some  years 
ago  there  has  been  grafted  into  it  many  little  improvements,  the 
products  of  time  and  experience,  that  makes  it  more  complete. 
Every  part  of  the  system  is  in  actual  use  by  one  or  more  stores, 
proving  beyond  a  doubt  the  practicability  of  the  whole. 

Loose  Leaf  System  is  Easiest. 

The  stock  book,  or  its  equivalent  is  the  basis  of  any  satisfactory 
system  of  stock  keeping.  A  loose  leaf  system  is  by  far  the  easiest 
to  handle.  It  offers  facilities  for  handling  of  records  that  a  bound 
book  does  not.  It  is  elastic,  in  so  far  as  when  "dead,"  or  discarded, 
lines  are  cleared  out  the  cards,  or  leaves,  may  be  easily  removed  from 
the  drawer,  or  box,  and  filed  away  for  reference.  At  the  same  time 
as  many  new  cards  may  be  added  as  are  found  necessary  from 
time  to  time. 

If  a  bound  book  is  used  there  is  always  considerable  useless 
data  covering  its  pages,  and  as  records  become  complete  and  lines 
are  sold  out  the  pages  containing  these  records,  while  of  no  further 
value  except  for  reference,  must  remain  in  the  book  and  be  thumbed 
over  every  time  the  book  is  used.  When  a  book  becomes  so  filled 
that  a  new  one  is  necessary,  another  must  be  written  up  and  a 
great  many  hours  spent  in  useless  copying. 

It  is  desirable  that  all  the  records  of  lines  from  any  one  firm 
should  at  times  be  examined  together.  This  is  almost  impossible, 
except  at  an  enormous  expenditure  of  time,  if  a  bound  book  is  used. 
The  number  of  pages  that  might  be  necessary  can  be  estimated  in 
opening  the  records  but  no  one  can  estimate  closely  enough  so  that 
there  will  be  no  running  over  the  estimate,  or  under  it,  which  means 
must  waste  space. 

The  Records  in  Detail. 

Then  again,  it  is  very  often  advisable  to  examine  the  records 
of  certain  parts  of  the  stock  in  detail.  Supposing  it  be  a  certain 
priced  shoe  from  either  the  men's  or  women's  stock.  To  get  these 
records  from  a  bound  book  would  take  hours  and  much  copying. 
It  is  true  that  a  cross  index  could  be  kept  up  but  that  takes  up 
almost  as  much  time  as  the  rest  of  the  system  and  is,  therefore,  an 
undesirable  part  of  it. 

Because  the  loose  leaf  system  is  much  to  be  preferred  in  the 
stock  keeping  system  outlined  here,  we  will  only  illustrate  its  use 
in  that  way,  but  it  can  be  followed  out  just  as  closely  by  using  a 
bound  book  if  anyone  thinks  that  way  of  keeping  the  records  is 
desirable. 

A  loose  leaf  system  is  apt  to  appear  clumsy  to  one  who  has  never 
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used  one,  but  it  is  robbed  of  all  its  terrors  upon  a  very  short  ac- 
quaintance with  it. 

Ruling  of  the  Stock  Sheets. 

In  exhibit  "A,"  we  show  a  form  of  ruling  the  stock  sheets. 
There  are  many  forms  that  might  be  used.  This  one  seems  to  be 
the  nearest  perfect  as  it  has  space  for  a  complete  record  of  the  line 
through  a  number  of  recorders.  If  a  line  is  ordered  more  than 
five  times  a  new  card  can  be  used,  the  new  and  the  old  being  kept 
together  by  the  use  of  pinclips,  or,  as  is  very  often  the  case,  where 
some  of  the  widths  printed  on  the  card  are  not  handled  the  space 
alloted  to  them  may  be  used  for  the  continuation  of  the  record. 
For  instance,  it  is  a  rare  case  where  all  widths  from  A  to  EE  are 
handled  in  any  one  line  of  shoes.  The  chances  are  that  the  widths 
handled  in  any  shoe  will  be  either  medium,  extremely  narrow  or 


C2  2003 


a  considerable  number  of  departments.  In  the  system  outlined 
here  we  merely  use  four  divisions.  But  remember  this,  no  matter 
how  many  different  departments  there  are  the  stock  sheets  for  each 
should  be  printed  on  paper  of  a  different  color,  or  tint.  This  is 
absolutely  necessary  if  time  is  to  be  saved  in  handling  records. 
The  paper  stock  should  be  strong  and  tough  as  the  sheets  will  be 
frequently  handled. 

The  first  use  to  be  made  of  the  stock  sheet  is  to  make  a  record 
of  goods  ordered.  This,  of  course,  can  be  made  during  spare  time 
from  the  copy  of  the  order  left  by  the  traveling  salesman,  or  from 
the  letter  order  when  sizing  orders  are  sent  in  by  mail. 

Complete  Copies  of  Order. 

It  is  absolutely  necessary  that  the  copy  of  the  order  be  complete 
in  every  detail.    Some  of  the  copies  left  by  some  salesmen  are  about 
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Exhibit  "A,"  showing  form  of  ruling  of  the  stock  sheets. 


extremely  wide.  All  that  is  necessary  is  to  change  the  record  by 
erasing  the  printed  letters  and  writing  in  the  width  desired. 

The  Range  of  Sizes  Kept. 

It  will  be  seen  that  in  this  stock  sheet  there  is  a  range  of  sizes 
running  from  2>£  to  8,  these  being  the  regular  sizes  for  Women's 
shoes.  The  sheets  used  for  men's  shoes  will  show  sizes  ranging 
from  5  to  IS,  that  for  Boys'  from  8  to  5*4,  which  range  includes  those 
for  Little  Gents',  Youths',  and  Boys',  and  the  Girls'  sheet  will 
show  the  range  of  sizes  from  1  to  13K.  as  this  includes  Infants', 
Childs',  Girls'  and  Misses'  sizes.  In  cases  where  the  cost  of  printing 
special  sheets  for  each  department  is  likely  to  prove  a  burden  the 
cards  can  all  be  printed  with  the  last  range  of  sizes,  viz.,  from  1  to 
13^.  As  all  ranges  of  sizes  for  any  line  are  contained  in  these 
figures,  the  same  form  can  be  used  for  all.  The  only  object  in  having 
sheets  printed  with  the  different  ruling  is  to  allow  more  space  for  the 
records.    The  same  sheets  may  be  used  for  rubbers  as  for  shoes. 

Use  Paper  of  Different  Color. 

In  some  stores  it  will  be  found  desirable  to  divide  the  stock  into 


as  comprehensive  as  Chinese  to  most  shoe  merchants, 
something  like  this: 


They  read 


2003 

30 

Vici  Blu. 

Pat.  Tip 

reg. 

$2.00 

A  month  later  the  merchant  may  read  over  this  copy  and  not 
comprehend  it.  In  a  properly  filled  out  copy  there  will  appear: 
1.  Sample  number;  2.  Quantity;  3.  Description  in  full,  including 
(a)  leather;  (b)  cut;  (c)  tip  or  not;  (d)  sole;  (e)  toe;  (f)  heel; 
(g)  last,  etc.;  4  widths  and  sizes  of  each  pair  ordered;  5.  Price. 
Besides  this  will  appear  time  when  shipment  is  to  be  made  and  terms 
of  payment.  Lacking  any  of  these  details  the  copy  of  the  order  is 
incomplete. 

Right  now  some  merchants  will  begin  to  complain  that  this 
system  is  going  to  be  too  complicated;  too  exact.  Business  should 
be  conducted  on  exact  lines.  The  merchant  who  is  too  busy(?) 
or  too  lazy  to  figure  out  the  sizes  he  is  likely  to  require  will  never  be 
classed  among  the  "big"  merchants.  It  has  been  demonstrated 
over  and  over  again  that  the  range  of  sizes  that  are  proper  for  one 
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locality  are  all  wrong  for  another.  The  wholesaler  or  manufacturer 
tries  to  guess  right,  but  often  fails  despite  all  his  experience. 

Saleable  Sizes  of  Shoes. 

If  the  merchant  does  not  know  what  the  regular  assortment 
of  sizes  for  his  business  should  be  so  that  his  stock  will  contain  a 
maximum  of  saleable  sizes  he  requires  some  method  of  stock-keeping 
that  will  teach  him.  This  one  will  do  that  for  him  as  will  be  seen 
as  it  is  worked  out. 

Example. — 36  pairs  of  Wos.  Kid  Blu.  Cir.  Vamp,  Dull  Top, 
Pat.  Tip,  M.  S.,  F.  S.,  Essex  Last,  Military  Heel,  sample  number 
2003,  shoes  are  bought  from  Jones  Bros.,  Toronto,  Ontario,  in  the 
sizes  shown  on  the  stock  sheet.  This  is  a  new  line  for  spring  and 
was  bought  in  October  9th,  1910,  to  be  delivered  March  1st,  191 1. 
A  pink  stock  sheet  is  selected,  pink  having  been  decided  upon  as  the 
color  for  use  in  the  record  of  women's  shoes,  and  the  whole  record 
is  written  in  as  shown  in  Exhibit  "A." 

The  sizes  ordered  are  entered  by  making  a  short  dash  for  each 
pair.    If  there  are  two  pairs  of  3's  ordered  there  are  two  dashes 

made  side  by  side,  thus  (  ),  if  five  pairs  of  4's  are  ordered  there 

are  five  dashes  made,  thus  ( — ■  ),  and  so  on  throughout 

the  whole  list. 

The  Various  Stock  Numbers. 

Many  systems  are  successfully  used  by  shoe  merchants  in  which 
stock  numbers  other  than  those  of  the  manufacturer  are  given. 
For  instance,  all  men's  lines  will  have  stock  numbers  ranging  from 
1  to  200,  all  women's  lines  will  be  given  stock  numbers  from  201  to 
400,  etc.  This  plan  of  numbering  is  not  only  unnecessary,  but  more 
than  likely  to  prove  complicated  when  the  number  of  lines  is 
increased,  or  when  radical  changes  are  made  in  styles  and  leather. 

In  this  system  a  very  simple  expedient  is  used  to  obtain  the 
store's  own  stock  numbers.  First  the  manufacturer's  own  sample 
number  is  used  as  the  basis  of  the  number.  To  this  is  prefixed 
a  department  number  and  an  index  letter.  The  department  number 
is  obtained  by  numbering  the  departments  from  one  up,  giving  each 
division  a  number.  As  before  stated,  this  system  is  being  worked 
out  by  using  only  four  divisions.  The  women's  department  is 
number  two.  Therefore  the  figure  "2"  is  placed  before  the  sample 
number  2003  making  22003. 

Index  Letter  Indicates  Purchase. 

The  index  letter  is  used  to  designate  the  firm  from  whom  the 
line  was  ordered.  In  this  case  the  letter  "  C  "  indicates  the  purchase 
as  being  made  from  Jones  Bros.  All  lines  from  this  firm  have  this 
letter  to  indicate  that  fact  at  a  glance.  Should  there  be  more  than 
twenty-six  firms  from  whom  shoes  are  purchased  and  the  letters  of 
the  alphabet  have  all  been  used,  we  extend  the  use  of  the  index 
letter  by  prefixing  figures,  as,  iA,  iB,  iC,  etc.,  until  the  alphabet 
has  again  been  used,  when  we  continue  thus,  2A,  2B,  2C,  etc.  In 
this  manner  we  are  able  to  provide  for  any  number  of  firms.  The 
stock  number  of  this  line  is  now  C22003,  and  tells  at  a  glance  three 
things.  The  manufacturer  or  wholesaler  from  whom  they  were 
purchased,  their  sample  number  and  to  what  department  it  belongs. 
This  is  written  in  plain,  bold  figures  in  the  space  alloted  for  that 
purpose  on  the  stock  sheet  at  the  upper  left  hand  corner. 

(Note. — It  is  better  when  filling  out  the  stock  sheet  from  the 
order  to  enter  this  sample  number  in  lead  pencil  instead  of  ink. 
Sometimes  through  one  cause  or  another  the  manufacturer  changes 
his  sample  numbers  between  the  time  of  ordering  and  shipping. 
In  this  case  the  goods  shipped  are  sure  to  have  a  different  sample 
number  to  that  given  by  the  traveler.  This  occurs  often  enough 
to  make  it  advisable  to  use  this  precaution). 

Filing  the  Sheets  Away. 

The  system  used  in  filing  these  stock  sheets  away  is  most 
important.  In  the  first  place,  there  should  be  as  many  drawers 
or  boxes  as  there  are  departments,  so  that  each  department  may  have 
a  compartment  to  itself.  In  some  cases  two  departments  may  be 
filed  in  the  one  section,  one  back  of  the  other,  but  care  must  be  taken 
not  to  mix  the  cards  of  the  different  departments. 

Unless  a  merchant  cares  to  go  to  the  expense  of  buying  a  regular 


filing  system  he  can  make  one  that  will  serve  his  purpose.  Boxes 
should  be  made  about  9  x  12  x  24  inches  inside  measurements  for 
each  department.    Index  cards  should  be  purchased  for  each  box 

Place  Them  in  Rotation. 

The  stock  sheets  should  be  filed  in  rotation  according  to  the 
index  letters,  all  the  "A's"  behind  the  "A"  index  card,  all  the 
"B's"  behind  the  "B"  index  card,  etc.  Each  of  these  sections 
should  also  be  arranged  in  regular  order  according  to  number. 
Every  card  for  any  department  can  then  be  readily  found.  .Sup- 
posing we  are  looking  for  the  card  illustrated,  C22003.  We  first 
go  to  number  two  department  file,  and  take  out  all  the  C  cards. 
Then  holding  them  in  our  right  hand  we  place  our  left  thumb  at 
the  upper  left  hand  corner  where  the  sample  numbers  are  and  slowly 
allow  the  sheets  to  slip  off  the  thumb  until  we  come  to  the  number 
C22003.  If  properly  arranged  all  the  smaller  numbers  will  appear 
}n  regular  order  in  front  of  this  card,  and  the  larger  ones  behind  it 
in  the  same  order. 

Showing  Selling  Price. 

The  selling  price  is  similarly  shown  in  the  upper  right  hand 
corner  to  facilitate  the  finding  of  all  stock  sheets  at  any  one  price, 
should  it  be  found  necessary  to  take  sizes  of  any  particular  priced 
shoe,  as  often  is  the  case. 

The  cards  that  contain  records  of  orders  only  are  filed  with  the 
cards  showing  records  of  goods  received  as  they  are  as  easily  found 
there  as  anywhere  else  and  they  really  form  a  part  of  the  records 
of  the  establishment. 

Keeping  Tab  on  Goods  Received. 

On  March  2nd,  191 1,  among  other  goods  we  received  line 
number  2003.  These  are  first  checked  with  the  invoice  for  quantity. 
This  proving  correct  the  price  shown  on  the  invoice  is  compared 
with  that  on  the  order.  The  sizes  are  then  taken  and  are  placed 
on  the  stock  sheet  as  follows:  each  pair  received  is  shown  by  making 
a  downward  stroke.  These,  of  course,  are  made  through  the 
dashes  making  of  it  a  plus  mark  (+).  Naturally,  one  would  expect 
that  there  should  be  as  many  of  these  signs  on  the  sheet  after  this 
operation  as  there  were  dashes  before.  There  will  be  if  the  sizes 
ordered  have  been  shipped.  When  this  is  not  the  case  the  strokes 
are  entered  just  the  same.  In  fact,  this  should  be  an  arbitrary 
rule,  all  pairs  ordered  must  be  shown  by  horizontal  dashes  and  all 
goods  received  by  downward  strokes.  If  in  entering  the  shoes 
received,  there  are  more  downward  strokes  than  there  are  hori- 
zontal strokes  under  some  sizes,  there  are  seen  to  be  more  horizontal 
strokes  than  upright  ones  under  some  other  size.  Your  stock 
sheet  now  shows  you,  1,  sizes  ordered;  2,  sizes  received;  3,  sizes 
ordered  but  not  received;  4,  sizes  received  but  not  ordered.  If 
the  sizes  do  not  correspond  you  can  either  return  surplus  sizes  or 
all.  If  you  do  you  will  enter  on  your  stock  sheet  that  fact  as  follows : 
using  red  ink,  place  a  small  circle  around  each  size  received  that  is 
returned.  You  can  also  draw  a  circle  around  the  dashes  that  show 
sizes  ordered  and  not  filled  if  you  accept  the  shipment  as  received. 
You  will  then  run  a  dash  through  the  upright  strokes  that  do  not 
cross  a  dash,  still  using  red  ink. 

In  this  process  there  is  shown  a  complete  record  of  how  carefully 
the  wholesale  houses  fill  their  orders. 

Examining  for  Imperfections. 

Having  checked  the  sizes  the  shoes  are  next  examined  for 
imperfections  and  for  quality  of  materials  and  workmanship.  If 
any  are  found  undesirable  and  have  to  be  returned,  the  sizes  thus 
returned  are  checked  from  the  record  by  making  a  cross  (X)  over 
and  through  the  sizes  indicated  as  received,  using  red  ink  for  that 
purpose,  as  all  red  ink  entries  have  to  do  with  the  wrongdoings 
of  the  manufacturer  or  wholesaler. 

As  the  shoes  are  being  examined  they  are  wiped  off  if  necessary, 
laced  up  four  eyelets  and  the  strings  tucked  inside,  if  lace  shoes, 
and  made  ready  for  stock  in  every  way.  Every  pair  of  shoes  is 
given  a  mate  number,  which  in  itself  tells  two  things.  1,  The 
number  on  the  mate  and  the  season  when  the  shoes  were  received. 
This  later  can  be  indicated  in  a  great  many  ways,  the  simplest 
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being  in  adding  to  the  number  a  "season"  letter.  The  year  is 
divided  into  two  periods  from  January  first  to  June  thirtieth,  and 
frc  m  July  first  to  December  thirty-first. 

Using  a  "  Season  "  Letter. 

The  first  season  the  letter  is  used  all  shoes  received  during  that 
season  are  given  the  same  letter,  the  next  season  another  letter. 
The  cbiect  of  using  a  season  letter  is  easily  seen,  but  it  is  used  chiefly 
to  indicate  to  the  salesman  that  oldest  shoes  should  be  sold  first. 

The  mate  number  is  placed  at  the  toe  of  each  shoe.  When  this 
cannot  be  written  on  the  sole  with  pen  and  ink  a  "scratcher"  must 


Exhibit  "B,"  showing  mates  and  the  season  when  received. 


be  used,  for  the  numbering  should  be  quite  plain  and  easily  read. 
The  mate  number  is  placed  at  the  toe  because  it  is  the  most  pro- 
minent part  of  the  sole. 

The  price  is  placed  below  the  mate  number  and  its  use  there 
will  be  explained  later. 

The  sample  number  is  placed  at  the  inside  ball  of  the  right 
shoe  only.  The  size  is  also  put  there  below  the  sample  number. 
It  is  customary  to  use  blind  or  code  numbers  here.  In  the  illustra- 
tion the  following  system  is  used. 

The  first  two  figures  will  give  the  size  when  thirty-two  is  deducted 
from  them.  The  next  figure  indicates  whether  a  full  size  or  a  half 
size,  when  "O"  is  used  it  is  a  full  size,  when  "5"  a  half  size.  The 
last  figure  shows  width.    The  size  3503  represents  size  3,  C  width. 

Attractiveness  of  Uniform  Labels. 

Even  if  stock  boxes  are  not  used  every  store  can  have  a  uniform 
label.  There  is  nothing  that  adds  tone  and  beauty  to  a  store  so 
much  as  a  uniformity  in  the  color  and  form  of  each  label.  Empty 
cartons  that  are  worth  saving  can  be  stored  and  labeled  ready  for 
toe  which  will  save  some  time  when  large  shipments  are  received. 

The  label  may  contain  on  one  side  the  name  of  the  firm  and  an 
advertisement  while  on  the  other  appears  the  necessary  information 
about  its  contents.    Exhibit  C  is  a  suggestion  along  this  line. 

Mate  Number  on  the  Label. 

The  mate  number  should  be  placed  on  the  label  in  prominent 
figures.  A  rubber  stamping  outfit  can  be  used  for  this  purpose 
as  well  as  for  marking  the  size  and  sample  number.  The  descrip- 
tion should  Vie  as  brief  as  possible,  yet  sufficiently  full  to  indicate 
the  style  of  shoes  in  the  carton,  so  as  to  avoid  confusion.  The  sample 
number  is  placed  at  the  bottom  of  the  label  towards  the  left  while 
the  cost  and  selling  price  are  found  in  the  right  hand  lower  corner. 

It  is  not  necessary  to  place  the  cost  price  on  the  shoe  or  carton 
in  this  system  except  for  some  special  reason  as  that  can  always 
be  found  by  consulting  the  stock  sheet  of  that  sample  number. 

The  Offering  of  Commissions. 

P.  M's.  or  commissions  are  offered  on  certain  lines  to  hasten.  In 


their  sale  this  fact  and  the  amount  may  be  indicated  by  using  smal 
"X's"  stamped  on  the  label  in  any  convenient  spot.  The  lining 
of  the  right  shoe  should  be  similarly  marked.  An  "X"  is  found 
in  every  set  of  rubber  stamps  and  is  about  as  convenient  a  symbol 
to  use  as  any.  As  it  is  customary  to  offer  P.  M.'s  in  "tens,"  "quar- 
ters" and  "halves"  they  can  be  indicated  as  follows:  X  for  ten 
cents;  XX  for  twenty  cents;  XXX  for  twenty-five  cents;  XXXX 
for  thirty;  XXXXX  for  forty  cents;  XXXXXX  for  fifty  cents. 

The  salesman  will  indicate  a  P.  M.  on  his  sales  slip  by  using 
the  "X"  as  used  on  the  carton. 

After  the  shoes  are  approved  and  marked  the  next  move  will 
be  to  arrange  them  on  the  shelves  in  such  a  way  as  to  facilitate 
finding  and  handling  them.  The  style  and  height  of  the  shelving, 
as  well  as  the  nature  of  the  stock,  will  largely  determine  the  system 
to  be  used.  Any  method  that  has  been  adapted  and  found  satis- 
factory will  serve.  It  is  not  necessary  to  make  any  change  in  the 
arrangement  to  adopt  this  system  of  stock  keeping. 

The  Different  Divisions. 

The  following  arrangement  has  been  found  satisfactory  in  many 
stores.  First  the  stock  is  divided  according  to  lines,  men's,  women's, 
boys',  misses',  etc.,  down  to  infants'.  Then  each  division  is  again 
divided  according  to  style  as,  lace  and  blucher,  button,  low  cuts, 
etc.  These  are  again  subdivided  according  to  leathers,  as,  patents, 
calf  and  kid,  and  finally  as  to  price.  On  one  side  of  the  store  are 
placed  the  men's,  boys'  a.nd  youths',  on  the  other  side  women's, 
misses',  girls',  etc. 

According  to  the  Sizes. 

Take  the  women's  lace  and  blucher  kid  section  and  start  with 
the  lowest  price  lines  nearest  the  door.  Put  all  the  2}4's  on  the 
shelves  one  above  the  other.  If  this  fills  more  than  one  line  start 
from  the  top  and  come  down.  All  goods  are  to  be  arranged  according 
to  size,  up  and  down.  After  the  2}4's  are  all  on  the  shelves  then 
have  the  3's  follow,  then  the  3>£'s  following  the  up  and  down 
arrangement.  When  the  lowest  priced  lines  are  all  on  the  shelves 
the  next  higher  priced  lines  follow  starting  with  the  smallest  size, 
which  will  follow  the  largest  size  of  the  lower  priced  line  and  con- 
tinue in  the  up  and  down  style  until  these  are  all  shelved.  Continue 
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the  prices  with  all  lines  until  the  stock  is  all  on  the  shelves.  It 
will  prove  but  a  moment's  time  to  find  any  size  of  any  line  if  it  is 
in  stock.  This  arrangement  makes  it  necessary  to  keep  the  stock 
moving  and  work  may  be  avoided  by  filling  vacant  spacss  with 
"empties"  until  such  time  as  new  goods  arrive  to  fill  the  sections 
up  again. 

The  Stock  on  the  Shelves. 

We  now  have  our  stock  on  the  shelves  and  everything  ready  for 
the  selling  of  the  shoes,  and  keeping  track  each  day  of  the  sizes 
and  quantities  sold  so  that  at  any  time  we  may  know  exactly  what 
we  have  already  sold  and  what  we  have  on  hand. 

In  the  next  issue  of  the  Shoe  and  Leather  Journal  will 
appear  part  II.  of  this  simple  system  of  stock-keeping  and  accounting 
in  which  will  be  shown  the  method  of  keeping  track  of  sales  and 
handling  the  records. 
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"Veterans"  and  travelers  of  staff  of  Waterbury  and  Rising,  St.  John,  N.B.,  which  firm  recently  celebrated  its  33rd  business  birthday. 
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It  Will  Never  Pay  You  To  Dodge  Duty 

How  the  Shoe  Salesman  Should  Accommodate  Himself  to  His  Customers— Face  Squarely  All  Unpleasant  and 
Disagreeable  Tasks — Making  a  Friend  of  Regular  Patrons  of  the  Store. 


"No!  I  had  no  time  to  fool  with  her.  She  is  an  old-fashioned 
crank  and  a  'crow.'  I  have  rarely  known  her  to  buy  anything 
here.  When  she  came  in  this  morning  and  asked  for  a  pair  of  shoes 
of  the  same  style  and  build  as  those  that  she  bought  and  we  carried 
in  stock  about  three  years  ago,  I  promptly  told  her  that  we  did  not 
have  them.  She  wanted  size  five,  E  width.  I  think  there  may  be 
a  couple  of  pairs  left  over  in  the  basement  amid  a  motley  collection 
there,  but  I  was  not  going  to  conduct  a  rummage  sale  and  get  my 
clothes  all  covered  with  dust  and  dirt.  I  told  her  we  did  not  have 
them  in  stock  and  had  been  out  for  some  time." 

So  spoke  a  young  salesman  to  two  or  three  of  his  fellows  in  a 
Western  Ontario  city  the  other  day.  The  "boss"  was  down  East 
on  a  buying  trip  and  things  were  moving  along  all  right,  but  this  was 
just  an  instance  of  what  occured  now  and  then. 

There  are  unpleasant  duties  to  discharge  in  every  business,  and 
the  employe  who  attends  faithfully  to  the  little  things,  is  the  one 
who  is  honest  with  himself  and  scores  in  the  long  run.  You  know 
that  you  like  the  courteous,  agreeable  and  obliging  clerk  to  wait 
on  you — the  one  who  finds  it  no  apparent  trouble  to  show  goods  and 
fit  you  properly  in  footwear.  The  personal  element  counts  largely 
in  selling.  It  yields  big  dividends  to  be  accommodating,  and, 
while  many  would  like  to  put  off  disagreeable  requests,  and  tell 
cantankerous  customers  their  frank  opinion  of  them,  it  is  neither 
advisable  nor  prudent. 

May  Dub  You  An  Easy  One. 

Perhaps  some  of  your  associates  may  call  you  a  mark  for  going 
to  so  much  fuss  and  trouble  but  it  pays  in  the  long  run.  One  dis- 
satisfied customer  in  a  small  city  or  town  can  do  a  deal  of  harm. 

Another  quality  that  pays  in  the  retail  line  is  being  thoroughly 
honest  and  frank.  If  you  deceive  it  does  not  take  people  long  to 
find  it  out.  You  may  think  that  you  have  successfully  covered 
up  your  tracks,  but  your  assumed  "cleverness"  will  in  the  end  often 
result  to  your  disadvantage  or  chagrin. 

No  Tinge  of  Smartness. 

Don't  try  to  dodge  work,  especially  if  you  want  to  amount 
to  something  and  make  the  most  of  your  opportunities.  The  cus- 
tomer who  is  passed  up  to-day  very  easily  and  which  act  relieves 
you  of  something  you  do  not  like  to  do  paves  the  way  for  lying  to 
another  patron  to-morrow,  and  getting  out  of  doing  something  else 
that  you  know  as  well  as  anyone  you  ought  to  do  but  which  is  easier 
put  aside  than  acted  upon.  You  fail  to  see  that  you  have  lost 
anything  in  particular — you  find  enough  else  to  keep  you  busy. 
You  think  there  is  also  a  tinge  of  smartness  and  sharp  business 
connected  with  the  ability  to  let  a  customer  "drop"  easily  without 
that  customer  knowing  what  you  are  doing. 

Often  Guyed  This  Salesman. 

Speaking  of  some  experiences  along  this  line,  a  prosperous 
shoe  retailer,  who  now  conducts  a  business  of  between  $75,000  and 
$90,000  a  year  in  the  city  of  Calgary,  recently  said:  "I  remember 
it  as  well  as  if  it  occurred  yesterday.  I  was  second  call  man  in  a  city 
then  of  some  40,000  population  in  Ontario.  We  had  about  six 
clerks  in  the  establishment.  I  had  a  farmer  friend  at  whose  house 
I  had  once  called  to  get  a  drink  and  thereby  had  an  opportunity 
to  visit  him.  He  often  stopped  at  our  store  sometimes  for  just  a 
pair  of  shoe  strings  or  a  box  of  polish  so  he  might  talk  with  me.  He 
was  an  inveterate  visitor  and  the  other  clerks  often  guyed  me  about 
him.  Nevertheless  I  sold  him  a  good  many  shoes  in  the  course 
of  a  year.  The  shipping  cases  in  which  we  received  our  goods 
seemed  to  be  in  great  demand  and  we  had  many  of  our  customers 
coming  in  and  asking  for  a  small  box.  One  day  when  we  were 
very  busy,  my  friend  came  in  and  asked  one  of  the  other  clerks, 


after  he  found  me  busy  with  a  customer,  for  a  wooden  shoe  box. 
He  was  in  a  hurry  that  time  and  did  not  want  to  wait  for  me.  The 
other  clerk  told  him  that  we  had  just  sold  the  last  of  them,  told  him 
that  because  he  did  not  want  to  go  down  in  the  dirty  cellar  and  dig 
them  out.  The  old  man  looked  at  him  sharply  and  turned  and  left 
the  store.  He  knew  he  had  been  lied  to  in  order  to  save  a  little 
diasgreeable  work. 

Customer  Had  His  Ire  Up. 

The  farmer  didn't  come  into  the  store  for  three  weeks.  Then 
I  met  him  on  the  street  one  noon  and  asked  if  he  had  been  sick  or 
away  from  home.  He  explained  the  matter  to  me  and  the  more 
he  talked  the  hotter  he  got.  His  anger  was  something  surprising, 
because  I  had  always  thought  him  to  be  of  most  mild  manner  and 
even  temper.  It  was  not  the  failure  to  get  the  box,  but  the  fact 
that  he  had  been  trifled  with  that  angered  him.  He  swore  that  he 
nor  his  family  should  never  have  another  thing  to  do  with  that 
store.  I  had  a  long  job  to  pacify  the  fellow  and  it  was  weeks  before 
they  finally  came  back  to  us  to  trade,  and  then  with  the  understand- 
ing that  the  offending  clerk  should  never  attempt  to  wait  upon  them. 
Maybe  he  was  unreasonable,  but  it  proves  how  little  a  clerk  knows 
what  he  is  running  into  when  he  attempts  to  play  a  trick  or  dodge 
something. 

The  Simple  Spirit  of  Accommodation. 

Do  not  attempt  to  "put  off  "  a  customer  because  that  customer 
may  ask  for  something  which  you  don't  want  to  take  the  trouble 
to  find.  The  unwillingness  to  take  trouble,  to  put  yourself  out  of 
your  way,  to  make  use  of  the  simple  spirit  of  accommodation,  to 
be  reasonably  decent  at  all  times,  brings  more  trouble  to  clerks  and 
more  loss  to  their  stores  than  the  guilty  ones  have  any  conception  of. 
You  should  understand  that  the  work  which  you  are  doing  as  a 
retail  shoe  salesman  is  a  work  of  accommodation  and  service  at 
all  times  and  that  you  are  getting  your  pay  for  the  accommodating 
things  you  do  for  people  in  order  that  the  proprietor  may  make  a 
profit  on  the  goods  he  has  for  sale.  It  is  not  smart  or  shrewd,  much 
less  is  it  businesslike  to  dodge  the  things  that  come  your  way  in  the 
course  of  each  day  of  work.  There  are  scores  of  customers  with 
more  or  less  unpleasant  requests,  but  there  are  clerks  who  haven't 
the  wit  to  understand  that  answering  questions  and  acceding  to 
unusual  or  unpleasant  demands  of  customers  is  a  part  of  business. 
You  can  no  more  stand  behind  the  counter  and  compel  people  to 
talk  and  buy  as  you  wish  than  you  can  stand  on  the  street  corner 
and  order  people  to  pass  to  right  and  left  as  you  may  order.  The 
world  and  its  inhabitants  are  not  built  and  ordered  on  your  plan, 
nor  will  they  do  as  you  may  be  pleased  to  desire. 


A  Story  With  Some  Point 

"They  tell  a  story  about  a  woman  from  Brandon,  who 
went  into  a  men's  wear  establishment  to  buy  a  collar  for  her 
husband. 

"  'Oh,'  remarked  the  lady,  'that  is  a  very  pretty  style,  but, 
really,  I  do  not  remember  the  size  that  John  takes.  I  forget 
whether  it  is  fourteen  or  sixteen.' 

"  'I  know,'  replied  the  dapper,  yet  disgusted,  young  sales- 
man, 'it  is  eleven  and  a  half.' 

''Why,  how  do  you  know?'  inquired  the  fussy  and  loqua- 
cious caller. 

"  'Oh,  that's  easy,'  answered  the  haberdashery  salesman. 
'Men  who  allow  their  wives  to  buy  their  collars  and  shoes 
usually  have  a  neck  about  as  meagre  as  an  ostrich.'  " 
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Do  Not  Underrate  Your  Show  Windows 

Possibly  the  Greatest  Agency  for  the  Building  Up  of  a  Healthy  Business  is  the  Window  Display — Often  Totally 
Neglected  in  the  Smaller  Towns — Reasons  Therefor — The  Proper  View  Point. 


This  is  a  straight  talk  to  shoe  retailers  in  towns  and  villages, 
though  much  of  the  matter  herein  set  down  applies  with  almost 
the  same  force  to  many  city  shoe  men.  Time  and  again  the  fact 
has  been  forced  upon  the  attention  of  the  writer,  both  by  ob- 
servation and  conversation,  that  the  average  shoe  man  in  such 
places  is  not  alive  to  the  realization  of  what  his  windows  might 
mean  to  him-,  provided  they  were  used  intelligently. 

Value  of  Window  Dressing  Indisputable. 

No  keen  business  man  disputes  the  fact  that  careful  win- 
dow dressing  "pulls"  new  custom  into  the  store,  and  is  often 
instrumental  in  holding  the  old.  When  a  man  is  ready  to 
argue  on  this  point,  he  is  standing  in  his  own  light.  Why  does 
such  an  immense  retail  concern  as  the  United  Cigar  Stores  Com- 
pany, of  New  York  and  elsewhere,  pay  men  to  stand  at  different 
business  corners  in  large  cities  with  automatic  counting 
machines,  to  keep  tally  of  the  number  of  men  passing  that  cor- 
ner within  certain  hours?  The  answer  is  obvious.  Simply  to 
see  how  many  possible  customers  would  be  within  the  scope  of 
appeal  of  a  strong  window  display,  backed  by  Ai  service  at 
that  point.  But  the  show  window  is  counted  on  to  turn  possi- 
bilities into  actualities,  hence  it  must  have  the  material  to 
work  on. 

The  Possible  Field. 

Now,  it  is  not  necessary  to  be  on  a  city  street  to  realize 
on  the  possibilities  of  good  window  displays.  Did  you  ever  try 
to  estimate,  no  matter  how  roughly,  the  number  of  people  pass- 
ing your  door  in  a  week?  A  little  offhand  calculation  would 
be  surprising.  This  is  especially  the  case  when  one  considers 
market  days,  Saturdays,  and  other  occasions  when  the  farmers 
and  their  families  are  wont  to  flock  into  town.  Human  nature 
is  the  same  the  world  over.  A  good  shoe,  whether  of  the 
patent  leather  variety,  or  of  good  heavy  leather  for  work  pur- 
poses, will  make  a  strong  appeal  to  the  onlooker,  if  given  the 
chance. 

Every  man,  woman  and  child  that  passes  your  store  front 
daily  is  a  possible  customer.  That  is  beyond  dispute.  Perhaps 
many  of  them  are  actual  customers.  If  so,  do  you  reason  that 
they  can  always  be  suited  by  you,  that  they  know  your  stock 
without  any  such  frills,  that  you  hold  them  because  of  personal 
reasons,  and  so  on  ?  Well,  perhaps.  But  you  can  count  on  these 
facts  operating  in  your  favor,  just  so  long  as  all  your  competi- 
tors look  on  things  from  the  same  standpoint  as  yourself.  The 
minute  some  one  of  them  suddenly  comes  alive  to  the  oppor- 
tunities he  has  been  missing,  and  starts  in  to  make  up  for  lost 
time  by  employing  modern  methods,  the  human  nature  in  your 
supposedly  steadfast  circle  of  customers  will  begin  to  assert 
itself,  and  your  trade  will  be  cut  in  upon  here,  there,  and 
elsewhere. 

This  explains  the  reason  why  the  mail-order  houses  have 
made  big  inroads  upon  the  country  trade,  even  in  selling  shoes — 
a  line  in  which  the  retailer  has  everything  in  his  favor  to  start 
with.  There  is  altogether  too  much  of  a  tendency  to  "let  things 
slide"  among  shoe  merchants  to-day— that  is  generally  at  the 
root  of  the  "dull  business"  trouble. 

How  It  Works  Out. 

As  a  possible  example,  do  any  of  your  farmer  customers 
know  that  you  have  recently  received  a  high-class  workboot 
with  a  flexible  sole,  that  not  only  gives  increased  wearing  quali- 
ties, but  foot  ease  in  use?    They  will  know,  if  they  see  it  in  your 


window  carefully  displayed  with  a  neat  show  card — such  as  the 
show  card  writing  course  now  running  in  the  Shoe  and  Leather 
Journal  will,  with  practice,  enable  any  bright  clerk  to  make — 
giving  the  main  selling  points  in  a  brief,  snappy  manner.  Yes, 
and  they  will  buy  as  well,  if  they  are  likely  to  need  such  an 
article  in  the  near  future.  If  not  needed  at  once,  they  will 
remember  where  they  saw  it,  when  next  they  want  it.  The 
impression  sinks  in,  and  this  is  what  is  of  importance  to  you. 

The  Window  a  By-Product. 

As  to  expense,  do  you  ever  consider  your  windows  in  the 
light  of  a  by-product ?  When  you  use  space  in  the  newspapers 
or  other  mediums  to  acquaint  the  public  with  your  goods,  you 
pay  extra  for  the  privilege.  Bit  the  use  of  your  windows  is 
covered  by  store  rent,  consequently  all  the  business  that  is 
secured  from  such  a.  source  is  net  profit.  If  the  shoe  man  would 
look  at  the  matter  from  this  point  oif  view,  more  active  interest 
would  be  taken  in  window  dressing. 

Objection  is  frequently  made  to  the  statement  that  the 
return  from  window  dressing  is  net  profit.    Time,  trouble  and 


The  interior  of  W.  H.  Adams'  progressive  shoe  store  in 
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material  are  supposed  to  weigh  heavily  on  the  debit  side.  Why? 
The  time  used  is  also  a  by-product — the  odd  minutes  snatched 
between  sales  or  in  dull  periods,  that  imighit  be  spent  in  talking 
politics.  As  for  trouble,  it  is  a  pleasure  to  the  man  on  the  keen 
lookout  for  anything  that  will  make  his  business  more  produc- 
tive. The  material  used  is  a  negligible  quantity.  A  few  yards' 
of  tissue  paper  -or  of  ribbon  at  times,  and  the  requisite  number 
of  plain  stands  constitute  the  whole  expenditure.  Elaborate  and 
costly  backgrounds  are  not  needed,  nor  desired,  in  the  smaller 
places,  as  their  very  novelty  detracts  attention  from  the  goods 
on  display.  It  is  well  to  remember  that  window  displays  are 
primarily  for  the  purpose  of  selling  goods,  not  to  cause 
comment. 

A  Thorough  Trial  Sufficient  Proof. 

Why  not  determine  to  give  your  windows  a  thorough  trial  ? 
Put  your  best  ideas  into  the  arrangement  of  specimens  of  your 
best  stock ;  use  in  your  displays  attractive  show  cards  and  price 
tickets,  and  the  result  cannot  be  long  in  doubt. 

The  Shob  and  Leather  Journal  is  anxious  to  secure  the 
opinions  of  shoe  merchants  in  the  smaller  towns  as  to  the  diffi- 
culties standing  in  the  way  of  obtaining  results  from  this 
medium.  In  free  discussion,  pro  and  con,  there  is  enlighten- 
ment.   Who  will  be  the  first? 


]  The  Editorial  View  Point  £ 


CONFIDENCE  IN  SHOE  CONDITIONS. 

Sorting  trade  has  been  very  brisk  during  the  month,  although 
the  weather  lias  been  altogether  too  fine  for  anything  like  an 
active  movement  in  footwear.  But  October  has  nevertheless 
been  very  considerably  ahead  of  September  in  shoe  sales,  both 
with  the  wholesaler  and  retailer.  Sales  of  spring  goods  have 
also  caught  up  and  now  represent  a  most  respectable  volume, 
with  promise  of  totalling  an  amount  considerably  ahead 
of  last  season.  The  keynote  to  the  situation  seems  to  be  confi- 
dence in  the  future,  which,  notwithstanding  some  discouraging 
features  of  the  recent  census,  obtains  to  a  remarkable  degree. 
Everybody  is  anticipating  a  good  retail  season,  and,  with  a 
couple  of  months  of  good  seasonable  weather,  there  ought  to  be 
a  most  satisfactory  showing  by  the  first  of  January.  There  has 
been  some  uncertainty  and  dissatisfaction  over  changing  prices 
in  footwear,  but  this  seems  to  have  spurred  dealers  somewhat 
in  anticipating  their  requirements. 


DIFFICULTIES  OF  THE  TANNERS. 

Tanners  continue  to  find  it  difficult  to  secure  raw  stock  at 
anything  like  prices  to  produce  remunerative  results  at  present 
market  quotations  for  leather.  In  most  staple  and  fancy  lines 
prices  'have  been  advanced  somewhat,  and  tanners  claim  they 
are  getting  what  they  are  asking,  although  there  are  the  usual 
rumors  of  concessions.  Stocks  of  leather  are  much  smaller  than 
they  have  been  known  to  be  at  this  season  and  in  some  lines  it 
is  quite  difficult  to  get  selections.  The  large  buyers,  of  course, 
have  made  arrangements  to  carry  them  through  the  season,  but 
many  of  the  smaller  ones,  it  is  said,  are  inadequately  supplied, 
and  will  have  to  pay  the  advance.  Manufacturers  have  been 
buying  more  readily  during  the  past  couple  of  weeks,  as  needs 
have  become  more  pressing. 


THE  GENERAL  OUTLOOK. 

The  weather  has  been  decidedly  too  much  like  summer  'for 
successful  merchandizing,  and,  although  retailers  do  not  com- 
plain to  any  extent,  fall  stocks  have  been  languishing  without 
doubt  for  lack  of  good  seasonable  weather.  The  small  snow 
flurries  that  occurred  early  in  October  were  followed  by  about 
as  fine  weather  as  ever  prevailed  during  that  month,  and  there 
has  consequently  been  little  movement  in  requisites  for  fall  use. 
Dry  goods  people  and  handlers  of  footwear  complain  that  people 
have  been  all  along  buying  summer  goods  and  are  inclined  to  go 
slow  on  heavy  lines.  With  the  advent,  however,  of  frost,  rain 
and  snow,  there  will  be  an  acceleration  of  demand  that  will  clean 
up  stocks.  In  the  meantime,  as  has  been  already  stated,  trade 
has  been  fairly  good  and  money  plentiful,  although  it  is  early 
yet  to  expect  much  from  agricultural  communities. 

THE  EARLY  SHOWING  SEASONS. 

There  was  a  time  when  shoe  samples  for  spring  trade  were 
not  sent  out  until  the  first  of  January,  but  for  twenty  years  or 
more  the  clock  has  been  gradually  advanced  until,  to-day,  there 
are  some  instances  when  lines  are  shown  six  months  in  advance 
of  the  former  standard  time.  The  advantages  of  early  showing 
are,  perhaps,  altogether  upon  the  side  of  the  manufacturer,  who 
finds  it  much  better  to  know  well  in  advance  what  his  establish- 
ment is  to  turn  out.  Not  only  is  he  able  to  arrange  for  lasts, 
patterns  and  materials,  but  to  so  order  his  equipment  as  to  con- 
siderably enhance  its  efficiency.  There  are  drawbacks,  however, 
even  with  regard  to  the  manufacturer  in  placing  hi:,  samples  so 
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early,  as  is  now  frequently  the  case,  upon  the  market.  Dealers 
have  to  be  seen  several  times  where  once  used  to  be  sufficient. 
Competitors  are  able  to  copy  his  lines  and  sorting  trade  is  ser- 
iously interfered  with. 


RETURN  "FIEND"  IS  DISAPPEARING. 

As  a  manufacturer  put  it  in  a  conversation  the  other  day, 
the  "return  fiend"  is  becoming  obsolete.  The  men  who  habitu- 
ally return  goods  with  no  apparent  reason  other  than  the  alleged 
"fun  of  the  thing"  are  happily  dying  off,  and 'the  new  generation 
of  shoe  dealers  and  wholesale  distributors  will  soon  regard  them 
as  a  curiosity.  There  is  a  good  deal  of  returning,  nevertheless, 
and  no  little  of  it  is  to  be  attributed  to  the  overlapping  of  the 
seasons  referred  to  above.  A  dealer  sees  a  new  toe  that  appeals 
to  him  and  he  is  immediately  seized  with  the  idea  that  some  of 
this  innovation  would  be  desirable  for  fall  trade.  A  shipment 
of  sorting  goods  comes  in  and  he  early  convinces  himself  that 
some  of  the  toes  are  "wrong"  and  returns  the  goods  with  a 
statement  that  he  "wanted"  such-and-such  a  toe.  The  house  finds 
controversy  unprofitable,  and  therefore  undesirable,  and  he  is 
accommodated,  at  the  expense  and  annoyance  of  the  manufac- 
turer, of  course.  It  is  obvious  that  this  kind  of  thing  cannot  be 
called  good  business  and  must  reflect  to  a  considerable  extent 
upon  the  character  of  the  dealer. 


THE  EVIL  OF  SUBSTITUTION. 

There  are  wholesale  houses  that  are  notorious  for  their 
practice  of  substituting  lines  for  those  called  for  by  the  orders 
sent  in.  It  is  not  always  the  fault  of  the  house,  but  oftener  may 
be  traced  to  the  indifference  or  impudence  of  some  shipping 
clerk,  who,  finding  stock  lacking  in  certain  toes  or  styles,  sub- 
stitutes others  in  order  to  make  the  shipment.  Where  there  may 
be  found  one  dealer  who  unjustly  returns  goods,  there  are 
fully  twenty  who,  from  season  to  season,  suffer  from  tactics  like 
the  above  without  a  wo.rd  of  complaint  being  heard.  Taking  it 
by  and  all,  it  is  safe  to  say  more  "returns"  regularly  occur 
through  carelessness,  stupidity  and  deliberate  substitution  than 
from  any  crookedness  and  chicanery  of  retailers.  One  will  find 
inevitably  that  amongst  houses  that  are  known  for  the  carefulness 
and  uprightness  of  their  business  methods  there  is  very  little 
complaint  on  this  score,  while  amongst  those  that  are  known 
for  haphazard  ideals  there  is  perennial  grumbling. 


ENGLISH  SHOES  IN  CANADA. 

While  undoubtedly  English  shoe  manufacturers  have  "car- 
ried the  war  into  Africa,"  and  not  only  almost  driven  American 
shoes  out  of  the  English  market,  but  opened  up  a  large  and 
profitable  trade  in  shoes  in  the  large  centres  of  the  United 
States,  they  do  not  seem  to  have  made  much  impression  upon 
Canada.  This  is  not  without  having  made  faithful  attempts  upon 
the  market.  Their  staple  lines  seem  to  lack  the  "snap"  that  the 
trade  here  appears  to  expect,  and,  although  in  the  matter  of 
price  they  show  some  wonderful  values,  they  seem  to  give  more 
attention  to  quality  and  wear  than  to  the  finish  of  their  coarse 
grade  goods.  In  welt  goods  where  their  styles  are  right  their 
prices  are  too  high,  and  vice  versa.  Undoubtedly,  the  British 
shoe  manufacturer  has  tremendous  odds  in  his  favor  with 
respect  to  labor,  which  costs  him  on  an  average  one-third  of  that 
of  manufacturers  on  this  side  of  the  water.  If  persistence  and 
adaptation,  coupled  with  cheap  labor,  mean  anything,  and  the 
British  manufacturer  gets  after  this  market,  it  will  give  our 
Canadian  shoe  producers  a  little  to  think  about. 
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Making  An  Effective  Yet  Simple  Shoe  Display 

It  Is  Not  Necessary  to  Expend  a  Lot  of  Mor»ey  to  Attract  Passers-by — One  Example  of  an  Inexpensive, 
Yet  Sales-Getting  Trim — Every  Shoeman  Can  Duplicate  This  Window. 


Here  is  a  window  display  that  any  shoe  retailer  in  any  stand 
can  easily  emulate.  It  is  an  excellent  selling  window,  but  it 
is  very  simply  gotten  up.  There  is  no  part  of  it  except  the 
background  that  requires  any  previous  work  to  prepare,  and  the 
background  is  really  a  simple  bit  of  carpenter  work  that  any 
wideawake  clerk  can  complete  in  a  couple    of    spare  hours. 


is  gradually  becoming  the  approved  method,  especially  in  smaller 
stores.  The  price  tickets  are  rectangular,  of  small  size  and  uni- 
form both  in  dimensions  and  lettering — a  decided  advantage. 
The  background  is  made  of  one-inch  softwood  strips  painted 
white.  The  design  is  simple  and  apparent  without  further 
description.    The  veriest  amateur  can  duplicate  it,  though  a  man 


How  a  live  Montreal  shoeman  attracts  shoe  buyers. 


Although  the  display  is  very  simple,  it  is  strong  by  reason 
of  its  very  simplicity  of  design.  The  window  is  not  crowded. 
Every  shoe  stands  out  in  such  a  manner  that  its  fine  points  are 
easily  distinguished.  In  the  ordinary  crowded  window  this  is 
impossible — the  eye  becomes  so  tired  gazing  at  the  pot  pourri 
of  shoes  inside  that  the  onlooker  gives  up  in  disgust.  The  floor 
is  left  bare.  Individual  stands  are  used  to  excellent  advantage 
throughout,  but  they  are  of  different  styles  and  height.  This 


not  handy  with  tools  will  consume  more  time  than  a  skilled 
carpenter.  Around  this  frame  is  twined  a  few  artificial  grape 
vines  and  clusters — also  inexpensive,  and  to  be  obtained  from 
houses  making  a  specialty  of  such  forms  of  decoration.  The 
sides  of  the  window  are  of  mirrored  glass,  making  the  display 
look  wider  than  it  really  is.  Note  how  the  old-fashioned  lan- 
terns lighted  by  electricity  and  the  handsome  lettering  of  the 
name  improve  the  appearance  of  the  display  as  a  whole. 


Some  Stray  Shots  from  "Solomon" 


We  eat  too  much.  It  is  as  bad,  in  a  way,  as  drinking,  for, 
although  it  doesn't  make  a  man  thrash  his  wife  and  abuse  his 

children,  k  makes  him  as  selfish  and  useless  for 
EAT  brain  work  as  a  pig.    You  wouldn't  feel  half 

LESS  as  "tired"  nor  talk  half  so  much  about  your 

health  if  you  would  eat  less.  It  keeps  the  sys- 
tem so  busy  getting  rid  of  surplus  fuel  that  it  hasn't  time  for 
tissue  building.  Plain  food  in  moderation  spells  the  highway 
to  health  and  the  way  also  to  vigorous,  successful  brain  work. 
Instead  of  calling  in  a  doctor  or  taking  the  rest  cure  try  a  little 
starving.  It's  cheaper  and  better.  "Put  a  knife  to  thy  throat  if 
thou  be  a  man  given  to  appetite." 

Don't  chase  up  wealth.     The  meanest  business  on  God's 
green  earth  is  the  breathless  running  after  money.    The  worst 
of  it  is  that  those  who  get  much  want  more, 
MONEY  and  in  the  end  the  "yellow  god"  gets  them.  It 

GRUBBING  is  good  to  believe  that  most  of  those  who  make 
money  do  not  start  out  or  continue  in  the  pursuit 
of  mere  gold.  It  is  the  game  of  business  that  allures,  and,  even 
where  riches  do  not  come  to  a  fellow,  the  exercise  of  brain  and 
talents  in  the  pursuit  of  success  is  what  makes  a  man.  Rut  let 
him  once  get  the  greed  for  gold  and  he  becomes  a  yellow  hoard- 
hunter  pure  and  simple.  "Labor  not  to  be  rich."  It's  not  worth 
while.  But  the  labor  is  worth  while,  even  if  a  man  winds  up 
with  the  experience,  "No  foot  of  land  do  I  possess." 

Keep  away  from  the  fellow  who  always  has  his  eye  on  the 
main  chance,  who  can't  talk  of  anything  but  his  profit  and  loss 

account.  It  is  not  every  company  that  can 
THE  stand  the  presence  of  Judas   Iscaiiot  without 

EVIL  EYE       being  tainted  by  his  spirit.    The  man  who  wines 

and  dines  you  under  the  pretence  of  friendship 
doesn't  do  it  for  no'hing,  whether  he  be  traveler  or  neighbor. 
When  you  find  a  man  lurking  around  the  corner  waiting  to  take 
your  arm  it  is  nine  times  out  of  ten  he  gets  you  into  some 
scheme  that  means  profit  to  him.  "Eat  not  thou  the  bread  of 
him  that  hath  an  evil  eye,  neither  desire  thou  his  dainty  meats;, 
for  as  he  thinketh  in  his  heart  so  is  he.  Eat  and  drink  saith 
he  to  thee;  but  his  heart  is  not  with  thee.  The  morsel  which 
thou  hast  eaten  shalt  thou  vomit  up  and  lose  thy  sweet  words." 

Don't  take  advantage  of  the  weak.     It  will  pay  you  ten 
thousand  times  better  to  die  poor  than  make  any  of  your  so- 
called  success  out  of  the  misfortune  or  inno- 
BLOOD  cence  of  those  who  fall  into  your  hands.  There 

MONEY  is  a  reckoning  day  coming  for  the  shysters  who 

in  their  business  deals  say  with  one  financier 
who  is  rated  up  in  the  millions,  "The  public  be  d — d."  The  pub- 
lic may  take  its  medicine  either  patiently  or  rebelliously,  but  the 
day  is  coming  when  you  will  have  to  face  the  fact  that  some  of 
<he  money  you  have  in  the  bank  or  in  securities  is  blood  money. 
"Remove  not  thy  old  landmark ;  and  enter  not  into  the  fields 
of  the  fatherless;  for  their  Redeemer  is  mighty;  He  shall  plead 
their  cause  with  thee." 

!>>n't    be  a  scold  in  the  home,  in  business,  in  church,  or  in 
politics.    There  arc  some  people  who  seem  to  think  that  the 
most  can  be  got  out  of  others  by  fault-finding 
KNOCKING      and  name-calling.     No  more    foolish  mistake 
could  be  made.    Nobody  is  made  better  by  scold- 
ing or  ridicule.    Try  the  opposite  and  measure  the  difference 


in  results.  But  there  are  some  men  who  are  born  to  scolding 
as  the  sparks  fly  upwards,  or  have  at  least  cultivated  the  htfoit 
until  it  has  become  a  disposition.  Everybody  notices  and  com- 
ments upon  the  failing,  and,  instead  of  being  thought  clever, 
they  are  branded  as  silly  weaklings.  It  is  a  weakness  to  scold. 
"The  scorner  is  an  abomination  to  men,"  no  matter  where  he  is 
found.  Instead  of  smashing  things  try  what  patching  them  up 
will  do. 

With  the  number  of  men  all  around  who  are  getting  sudden 
riches  through  schemes  that  seem  as  magical  as  any  Aladdin's 
Lamp,  it  is  no  wonder  that  even  those  in  middle 
ENVY  life  and  beyond,  not  to  speak  of  our  younger 

NOT  business  men,  seem  to  become  impatient  of  the 

slowness  of  the  process  of  ordinary  business 
gain.  Everywhere  one  goes  he  meets  this  spirit  of  unrest  and 
dissatisfaction  that  amounts  practioally  to  envy  of  those  who 
have  in  a  few  brief  years,  by  lucky  moves,  become  stars  of  the 
first  or  second  magnitude  in  the  financial  heavens.  There  seems 
to  foe  more  need  than  ever  for  the  gospel  of  contentment  and 
hard  work  to  be  rigorously  declared,  and  in  many  cases  are 
young  men  to  be  warned,  "Be  not  thou  envious  against  evil 
men,  neither  desire  to  be  with  them." 

Here  is  a  couplet  that  is  not  from  Solomon,  but  it  is  quite 
as  good  as  some  of  the  Wise  Man's  sayings.    The  author  is  un- 
known or  he  would  foe  given  credit  for  his 
GOOD  terse  humility  and  apt  truth : 

ADVICE  Eat  less;  breathe  more. 

Talk  less ;  think  more. 

Ride  less  ;  walk  more. 

Clothe  less;  bathe  more. 

Worry  less;  work  more. 

Waste  less ;  give  more. 

Preach  less ;  practise  more. 
There  are  whole  volumes    of    therapeutics,    morality  and 
theology  in  these  brief  lines.    "Read,  mark,  learn  and  inwardly 
digest." 

There  is  the  law  of  cohesion  in  the  moral  as  well  as  the 
physical  atoms  of  this  universe.    Like  is  drawn  to  like.  Birds 

of  a  feather  flock  together,  whether  they  are 
WHOM  DO  blackbirds  or  jailbirds.  When  you  see  a  man 
YOU  RUN  frequent  the  company  of  gamblers,  drunkards 
WITH?  or  thieves,  it  is  safe  to  assume  that  his  plumage 

harmonizes  with  theirs,  no  matter  how  skil- 
fully he  may  be  disguised  by  the  few  respectable  feathers  he 
flourishes.  Decent  men  have  no  affinity  with  scallawags  and 
vice  versa.  "Show  me  your  company,"  says  an  old  proverb, 
"and  I  will  tell  you  what  you  are."  When  you  see  a  young 
man— or,  for  that  matter,  an  old  man— flocking  with  those  birds 
of  gay  plumage  that  flit  in  and  out  of  the  glittering  side  en- 
trances to  Hell,  it  does  not  take  much  of  a  prophet  to  outline 
his  career  in  advance.  We  have  no  patience  with  little  fellows 
who  chirp  about  the  difficulty  of  leading  a  virtuous  life  and  who 
whine  about  the  temptations  of  city  or  town  life  being  so  great, 
"don't  you  know."  Why  an  angel  from  Heaven  would  be  cor- 
rupted if  he  spent  an  hour  in  the  company  you  were  in  last 
night,  you  poor  little  Devil's  fledgling.  If  you  have  any  ambi- 
tion to  be  anything  but  a  moral  buzzard,  get  up  and  shake  your- 
self free  from  the  company  of  vultures.  "Enter  not  into  the 
path  of  the  wicked,  and  walk  not  in  the  way  of  evil  men." 
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A  Handsome  Shoe  House  With  a  Rest  Room 

J.  C.  Budreo,  of  Toronto,  Adopts  Some  New  Ideas  in  the  Erection  of  His  Fine  Business  Home — The  Value  of  an  Imposing 
Front— How  Neat  and  Pleasant  Environs  Create  a  Favourable  Impression  and  Attract  Trade. 


"The  store  where  your  feet  are  fitted." 

This  is  the  suggestive  slogan  of  J.  C.  Budreo,  shoe  retailer, 
who  has  just  moved  into  one  of  the  handsomest  and  most  imposing 
retail  premises  in  the  Dominion.  For  nine  years  he  did  business 
at  1328  Queen  Street  West,  Toronto,  and  by  disposing  of  dependable 
goods  and  being  satisfied  with  a  reasonable  margin  of  profit,  he  has 
built  up  an  increasingly  growing  trade.  His  old  store  became  too 
crowded ;  it  did  not  afford  him  scope  and  opportunity  to  keep  pace 
with  the  times,  handle  a.s  representative  a  stock  as  he  desired,  or 
embrace  the  latest  methods  in  retailing,  window  displays  or  shop 
appointments. 

The  ambitious  proprietor  had  an  eye  to  the  future,  and  about 
two  years  ago  purchased  a  lot  a  few  doors  to  the  v/est  of  his  old 


tian  marble  and  the  effect  is  decidedly  pleasing.  British  plate 
glass  mirrors  form  the  sides  and  back.  At  the  rear,  walls  and 
ceiling  of  each  window  there  is  white  enamel  grill  work.  At  the 
corner  of  each  panel  overhead  is  an  electric  light,  there  being  thirty- 
three  to  a  window.  Above  the  plate  glass  and  over  the  door  is 
electro  glazed  beveled  plate  transom  glass,  and  in  the  doorway  is  a 
large  gas  lamp.  The  ten  feet  wide  entrance  converges  to  about  four 
feet  at  the  door,  which  is  ten  feet  from  the  sidewalk.  The  door  is 
of  oak  with  oval  bevelled  plate  glass.  The  floor  is  of  mosaic,  set 
in  part  with  luxfer  prisms.  The  bottom  of  the  windows  is  in  white 
to  correspond  with  the  interior  woodwork  but  can  easily  be  removed 
and  another  color  substituted. 

The  building  is  heated  throughout  by  hot  water  and  the  radiat- 
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•  C  .  B  U  D  R  E  O 


The  beautiful  and  artistic  front  of  a  Toronto  shoe  house. 


stand.  This  spring  he  began  the  erection  of  a  solid  and  attractive 
business  home  designed  after  his  own  ideas  of  what  a  thoroughly 
modern  shoe  store  should  be  and  planned  on  a  pretentious  scale. 
He  studied  trade  journals  and  architects'  drawings,  and  visited 
several  centres  in  order  to  secure  pointers  and  gain  knowledge  of 
the  latest  conveniences  and  arrangements. 

The  new  quarters  of  Mr.  Budreo  afford  him  more  than  double 
the  accommodation  that  his  former  place  did.  The  structure  is 
eighty  feet  deep  by  twenty-three  feet  wide,  and  three  storeys  high, 
it  is  constructed  of  buff  Milton  pressed  brick  with  piers  of  Borea 
limestone.  Special  attention  has  been  devoted  to  having  an  invit- 
ing and  impressive  exterior  with  spacious  show  windows.  These 
are  four  feet  wide  at  the  front,  of  show  case  build  and  bent  plate 
clamp  glass.    They  are  ten  feet  in  depth.    The  base  is  of  Lauren- 


ors  are  not  visible.  Two  are  concealed  under  the  windows  and  the 
others  are  located  where  no  valuable  space  is  occupied.  The  store 
ceiling  is  of  a  fancy  metallic  design  and  down  the  full  depth  of  the 
premises  are  three  parallel  rows  of  lights,  the  two  outer  ones  being 
electroliers  and  the  middle  row  gasoliers,  all  of  brush  brass.  The 
store  hardware  in  the  shape  of  locks,  window  fasteners,  casement 
fasteners,  show  case  pulls,  etc.,  is  also  of  brush  brass  to  match  the 
lighting  fixtures. 

The  fixtures  are  of  quarter  cut  oak  surmounted  by  a  massive 
cornice  of  oval  pattern.  The  shelving  consists  of  double  rows 
and  there  are  eight  cartons  to  a  row,  making  sixteen  in  every  section. 
About  three  feet  from  the  oak  floor  there  is  a  ledge,  and  the  shelving 
on  coming  to  the  floor  is  protected  by  a  marble  base.  This  prevents 
the  woodwork  form  being  battered  or  scratched.    Nearly  all  the 
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cartons  can  be  reached  standing  on  the  floor,  and,  when  it  is  neces- 
sary- to  secure  the  higher  ones,  this  is  easily  done  by  means  of  a 


Mr.  Budreo's  inviting  rest  room. 

short  step-ladder.  There  are  eight  quarter-cut  oak  settees — four 
on  each  side — to  correspond  with  the  shelving,  and  three  persons 


can  be  seated  comfortably  on  each.  In  front  are  rich  Wilton  rugs  with 
fitting  stools  and  pedal,  bevelled  plate  mirrors. 

At  the  right  and  left  of  entrance  are  two  silent  salesmen  show 
cases  with  mirrors  at  the  back  and  two  drawers  at  the  bottom.  Ferns 
and  potted  plants  rest  on  each  case  in  which  fancy  and  delicate 
lines  of  footwear  are  displayed  to  decided  advantage.  There  is  a 
marble  strip  at  the  front  to  protect  the  woodwork.  On  the  right 
a  few  feet  from  the  entrance  is  a  small  room  where  Mr.  Budreo 
keeps  his  button  machine  and  surplus  stock  of  findings.  In  the 
centre  of  the  store  is  a  hollow  square  formed  of  silent  salesmen  show 
cases  with  rounded  corners,  marble  base  board  and  interior  mirrors. 
Here  several  choice  lines  of  hosiery,  dressings,  laces,  shoe  ornaments, 
etc.,  are  on  view.  The  young  lady  in  charge  looks  after  the  sales  of 
these,  the  taking  in  of  the  cash,  parcels,  etc. 

At  the  rear  of  the  premises  is  something  unique  in  the  shape  of 
an  attractive,  tasteful  rest  room,  about  nine  feet  square,  with 
beamed  ceiling,  casement  windows  and  furnished  in  Mission.  Every 
convenience  and  comfort  is  afforded,  and  adjoining  is  the  private 
office  of  Mr.  Budreo,  which  is  cosily  fitted  up.  Beyond  these 
apartments  are  the  stock  and  receiving  rooms,  lavatory,  and  other 
appointments.  All  goods  are  deposited  and  opened  at  the  rear  of 
the  store.  Over  the  office  and  rest  room  are  hinged  windows  of 
chipped  glass,  which,  when  opened  with  the  transoms  at  the  front, 
cause  all  foul  air  to  pass  out  without  draft,  chill  or  other  ill  effect 
to  clerks  or  customers.    The  overhead  ventilation  system  is  perfect. 

If  the  energetic  shoeman  who  conceived  and  carried  out  the 
store  to  completion  is  noted  for  one  thing  more  than  another,  it 
is  the  tasty  and  compact  manner  in  which  he  keeps  his  stock.  He 
believes  in  elevating,  sanitary  and  agreeable  surroundings.  His 
establishment  might  well  be  termed  a  shoe  parlor  instead  of  a  store. 
Everything  speaks  of  system,  method  and  order.  Mr.  Budreo  has 
built  up  a  fine  business  in  a  growing  section  of  Toronto  where  he 
manages  to  turn  over  his  stock  three  times  a  year.  He  is  adopting 
uniform  cartons  and  will  adorn  each  with  a  neat  gilt  label. 


The  imposing  interior  of  Mr.  Budreo's  shoe  parlor. 


THE  PRIZE  WINNERS  FOR 
OCTOBER 

1.  W.  H.  Plummer,  Sussex.  N.B. 

2.  Miss  Jessie  Cumming,  Fergus,  Ont. 

3.  J.  H.  Flaherty,  Amherst,  N.S. 

4.  S.  A.  Nantel,  Montreal,  Que. 


PATIENCE,  TACT   AND   PERSUASION  TALLIED. 

W.  H.  Plummer,  Sussex,  N.B. 
I  had  an  experience  the  other  day  with  a  farmer  who  had 
probably  seen  about  sixty  summers.  He  said  that  he  wanted 
a  long  boot  that  would  keep  water  out  and  he  did  not  want 
them  too  heavy.  I  concluded  that  he  wanted  the  'pull-on'  style 
and  showed  him  a  pair  of  cowhide  stock  at  $4.50  and  a  pair 
of  Sydney  grain  a  little  higher  in  the  leg  at  $5.  He  nearly  had 
a  fit  when  I  told  him  the  prices  and  thought  he  ought  to  be 
able  to  get  a  pair  for  $3.  As  the  high-laced  boot  is  rapidly 
taking  the  place  of  the  'pull-on'  style,  there  is  a  very  small 
demand  for  the  latter  style  and  we  only  stock  the  two  lines 
referred  to,  therefore  I  could  not  show  him  one  at  $3.  The 
cheapest  thing  we  had  in  a  high-cut  laced  was  $3.75,  but  as  I 
was  pretty  sure  a  branch  order  had  cleaned  us  out  of  size  8 
(size  asked  for)  I  dared  not  show  him  this  style.  The  next 
price  was  $4.25,  for  a  high-cut  mennonite  grain,  and  as  I 
wanted  to  hold  his  attention,  showed  him  a  pair  of  size  7  while 
I  looked  for  an  8  in  our  sample  stock  upstairs.  I  was  a  little 
timid  at  first  at  showing  him  our  $5  10-inch  chrome  for  fear  it 
might  frighten  him  out,  but  as  we  were  out  of  size  8  in  the 
$4.25  style  I  made  the  venture  and  began  to  think  up  arguments 
in  its  favor.  He  insisted  that  he  would  never  have  time  to 
lace  'them  things'  up  every  morning,  and  they  were  altogether 
too  heavy. 

I  told  him  it  was  only  a  matter  of  a  couple  of  minutes' 
work,  and  he  would  probably  wear  them  all  day,  that  the  stock 
would  not  get  hard  and  would  not  wrinkle  down  over  his 
ankles  like  the  pull-on  style,  and  that  any  lighter  weight  of 
stock  would  not  keep  much  water  out.  I  saw  that  my  argu- 
ments were  making  an  impression  on  him,  and  after  a  little 
persuasion,  he  tried  them  on  and  kept  them  on,  convinced  after 
all  that  they  were  really  what  he  wanted.  I  also  sold  him  a 
pair  of  child's  boots  at  $1.35,  making  $6.35,  which  might  have 
slipped  through  my  fingers  had  I  not. been  patient,  tactful  and 
persuasive. 


EXPLAINING  THE  WORTH   OF   CANADIAN  SHOES. 

Jessie  Cumming,  Fergus,  Ont. 

A  short  time  ago,  while  on  my  return  from  Toronto,  I  hap- 
pened to  share  my  seat  with  a  lady  who  lives  in  Fergus,  but 
who  has  never  been  a  customer  of  our  store  on  account  of 
always  wearing  a  well  known  brand  of  sho,es  made  in  Boston. 

During  our  conversation  the  matter  of  shoes  came  up,  when 
I  explained  to  her  that  on  every  pair  of  shoes  made  in  Boston, 
which  she  had  been  wearing,  she  had  paid  thirty  per  cent,  duty, 
getting  no  value  for  same,  and  perhaps  receiving  an  inferior 
shoe,  as  Canadian  manufacturers  had  so  forged  to  the  front 
in  the  last  few  years  that  they  really  excelled  American  goods. 
My  friend  saw  the  point  of  argument  at  once,  and  I  have  been 
enabled  to  sell  her  shoes,  not  only  for  herself,  but  also  her 
mother  and  sister,  amounting  to  some  $15,  and  also  a  line  of 
hosiery,  which  she  has  found  very  satisfactory.    We  have  thus 


made  new  customers  of  that  whole  family,  whose  trade  pre- 
viously went  out  of  town. 


PROMPT  AND   POLITE   SERVICE  PAYS. 

J.  H.  Flaherty,  Amherst,  N.S. 
A  lady  came  into  the  store  one  day  recently.  I  approached 
her  as  soon  as  she  entered  with  a  polite  "Good  day."  She  gave 
a  rather  unfriendly  gaze  and  somewhat  freezingly  remarked 
that  she  was  looking  for  a  pair  of  shoes.  Now,  I  am  thor- 
oughly acquainted  with  the  stock  that  we  carry,  and  can  place 
my  hand  on  any  line  at  a  moment's  notice.  I  quietly  studied 
the  prospective  customer,  and,  realizing  from  her  actions  that 
to  ask  her,  "What  size,  please?"  would,  in  all  likelihood,  drive 
her  away,  I  directed  her  to  a  chair  in  the  ladies'  department  at 
the  rear.  This  department  is  attractively  fitted  up,  the  floor 
being  covered  with  a  fine  Brussels  carpet.  She  complied  with 
my  request  to  be  seated.  Taking  the  measuring  stick,  I  stepped 
forward,  and,  removing  her  shoe,  I  soon  ascertained  what  size 
she  wore.  After  fitting  on  a  few  pairs  she  decided  on  one — a 
patent  button  with  matt  calf  top — and  left  the  store  with  a  sat- 
isfied mien.  I  learned  later  that  she  had  visited  several  places 
searching  for  shoes,  but  that  she  wanted  to  be  served  without 
much  bother,  fuss  or  questions.  She  was  pleased  with  the 
prompt  and  polite  attention  that  I  gave  her,  and  with  the  fact 
that  she  did  not  have  to  be  asked  about  the  size,  the  kind  of 
footwear  that  she  wanted,  and  other  details.  I  had  carefully 
but  quickly  analyzed  my  customer  and  was,  therefore,  in  a  posi- 
tion to  know  pretty  nearly  what  she  wanted  when  I  showed 
her  the  first  pair  of  shoes." 


A  HAPPY   COMPARISON  WON  THE  DAY. 

S.  A.  Nantel,  Montreal. 
A  man  walked  into  the  store  the  other  day  and  began  look- 
ing around.  He  acted  a  good  deal  like  a  sightseer  or  tourist 
and  I  learned  later  that  he  came  from  a  city  in  the  interior  of 
New  York  State,  where  they  have  some  cold  weather  but  not  a 
great  deal  of  snow.  He  inquired  if  I  could  give  him  a  shoe 
with  a  heavy  waterproof  calf  upper  and  a  single  or  very  light 
sole  for  about  $3.  Now,  the  price  was  low  to  begin  with  and 
his  request  was  rather  odd,  but  he  seemed  very  much  in  earnest. 
I  wanted  to  smile,  but  a  happy  thought  came  to  me.  I  inquired 
pleasantly  if  he  would  think  of  wearing  an  overcoat  and  a  straw 
hat  all  winter. 

"No,"  he  answered,  "that  combination  would  not  go  very 
well,  would  it,  and  it  certainly  would  look  queer." 

I  then  explained  that  such  an  outfit  would  not  look  any 
more  peculiar  than  a  heavy  oil  tanned  top  on  a  single  sole.  I 
advised  him  to  purchase  a  blucher  with  a  full  double  viscolized 
sole,  explaining  its  wearing  points  and  advantages,  how  it  would 
shed  water,  and  telling  him  that  it  would  not  be  necessary  to 
purchase  rubbers.  He  asked  the  price,  and  when  I  said  $6  he 
remarked  that  was  just  double  what  he  expected  to  give,  but 
he  liked  the  looks  and  build  of  the  boots  and  would  take  them. 
Had  I  ridiculed  or  combatted  his  request  when  he  first  came 
in  I  certainly  would  have  lost  the  sale. 
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How  to  Make  the  Best  Use  of  Illustrations 

Some  Introductory  Remarks  on  This  Pertinent  Subject— When  Ads.  Should  Be  Illustrated,  and  How— Showing  the 
Article  Itself  and  When  in  Use— Look  for  Discussion  in  a  Later  Issue. 


Strong  copy  bristling  with  selling  points  is  probably  the 
most  effective  of  the  different  component  parts  of  retail  advertis- 
ing, but  nevertheless,  for  greatest  effectiveness,  it  is,  to  a  certain 
extent,  dependent  upon  other  related  features  for  its  most  suc- 
cessful application. 

The  use  of  illustrations  is  a  case  in  point.  No  matter  how 
strong  and  timely  the  written  message  may  he,  it  can  usually  he 
made  more  forceful  when  used  in  conjunction  with  a  pertinent 
illustration,  the  nature  of  which,  will,  of  course,  vary  according 
to  the  circumstances. 

Illustrations  in  advertisments  perform  a  three-fold  duty. 
They  attract  attention,  they  illustrate  the  article,  and  they  drive 
home  the  selling  argument  by  bringing  out  some  particular  point 
of  merit,  which  perhaps  in  the  very  nature  of  the  case,  cannot 
be  well  handled  in  print.  A  really  effective  illustration  will  con- 
form to  these  three  ends. 

Favorable  Attention  Necessary. 

Looking  at  the  question  from  this  angle,  an  illustration  is, 
to  a  certain  extent,  like  the  heading;  it  must  not  only  attract  at- 
tention, but  that  attention  must  be  favorable.  Let  us,  say,  for 
example,  that  some  sanitary  appliance  is  being  advertised.  An 
illustration  showing  the  cleanly  conditions  that  prevail  because 
of  the  use  of  this  appliance,  would  make  a  strong  appeal  to  the 
class  of  readers  desired  to  be  reached;  but  one  going  to  the 
other  extreme  and  showing  the  negative  conditions  prevalent 
without  its  use,  would  probably  disgust  the  reader  and  render 
the  best  of  copy  of  no  avail,  as  an  overwhelming  adverse  preju- 
dice would  have  been  formed.  This  is  one  reason,  to-day,  why 
much  general  advertising,  and  even  some  retail  advertising,  is 
almost  barren  of  results. 

Almost  any  good-sized  illustration  will  attract  some  atten- 
tion, and  frequently  "eye-catchers"  are  used  for  this  purpose  by 
the  department  stores,  and  stores  of  a  similar  nature.  These 
illustrations  do  not  relate  particularly  to  any  item  in  the  adver- 
tisement, but  serve  merely  to  attract  the  reader's  attention  long 
enough  to  let  the  other  features  of  the  ad.  grip  his  thoughts.  An 
instance  of  this  would  be  a  bathing  scene  in  midsummer,  al- 
though nothing  in  the  ad.  might  refer  thereto. 

Retailer  Should  Avoid  "Eye  Catchers." 

This,  however,  is  a  safe  rule  for  the  retailer  to  follow,  as 
he  cannot  afford  to  use  space  so  lavishly,  and  in  smaller  ads.  he 
can  always  find  some  features  that  admit  of  pertinent  illustration 
and  the  resultant  favorable  attention.  Moreover,  he  usually  is 
not  advertising  in  newspapers  that  require  "eye-catchers"  to  at- 
tract the  reader's  attention  from  the  mass  of  heterogeneous 
matter,  advertising  and  otherwise,  with  which  large  papers  are 
burdened.  An  illustration  must  be  something  more  than  merely 
humorous  or  valuable  pictorially,  as  these  qualities  do  not  bring 
about  any  association  of  ideas  that  help  to  make  sales. 

Should  Ads.  Be  Illustrated? 

This  question  may  be  prominent  in  the  retailer's  mind,  and 
it  can  be  answered  in  this  way;  if  an  illustration  will  attract 
favorable  attention,  describe  the  goods,  or  create  a  desire  for 
their  purchase,  it  should  be  used.  But  if  the  illustration  in  ques- 
tion doe-  not  do  this,  better  than  the  copy  alone  can  do,  leave 
it  out,  as  it  is  occupying  valuable  space  to  little  advantage,  to  say 
nothing  of  the  cost  of  the  illustration  itself.  Ads.  should  sell 
goods;  illustrations  should  do  their  share;  if  better  judgment 
looking  at  it  from  the  customer's  standpoint  insists  that  this  is 
not  the  case,  change  it  for  the  better,  or  get  rid  of  it  ruthlessly. 

Consider  the  character  of  the  merchandise  to  be  advertised, 


the  nature  of  the  copy  to  be  used,  to  what  class  the  ad.  should 
appeal,  and  how  much  space  it  will  occupy.  Sometimes  a  plain 
reproduction  of  the  article  is  the  best  policy;  at  other  times  a 
suggestive  picture  showing  some  use  or  'benefit  to  be  derived  from 
the  article  is  best.  As  a  general  rule,  the  retail  shoeman  can  best 
serve  his  purpose  by  a  good  plain  reproduction  of  the  article. 

Showing  the  Article  in  Use. 

There  are  times  when  an  illustration  of  a  shoe  in  use  will 
prove  a  strong  trade-winner,  such  as  a  horseman  wearing  a  high 
riding  boot,  or  a  tennis  player  wearing  tennis  shoes.  These 
stimulate  desire,  and  appeal  strongly  to  the  readers  who  would 
wear  these.  Also  a  particularly  flexible  sole  can  be  best  illus- 
trated by  showing  the  natural  appearance  on  the  feet  of  the  user, 
and  while  this  class  of  illustrations  costs  more,  they  are  worth 
more  for  their  special  purpose. 

For  the  average  conditions,  however,  it  will  be  more  satis- 
factory and  less  expensive  for  the  shoeman  to  show  the  article 
itself,  illustrated  as  carefully  as  possible.  Such  an  illustration 
should  bring  out  some  point  not  clearly  brought  out  in  the  copy. 
For  example,  in  a  good  line  cut  in  a  newspaper  ad.,  and  especially 
in  a  half-tone  cut  for  catalogue  or  booklet  work,  little  details  can 
be  shown  at  a  glance  that  could  not  be  brought  out  so  well  by 
the  finest  copy.  Such  details  as  stitching,  perforations,  height  of 
toe  and  heel,  eyelets,  and  many  others  can  be  driven  home  at  a 
glance  in  a  good  illustration,  hut  only  laboriously  in  copy,  which 
in  such  cases  must  be  more  general  in  nature.  A  good  policy  to 
follow  is  to  have  the  illustration  feature  some  one  or  more  points 
not  brought  out  in  the  copy.  In  this  way  both  work  together  to 
the  best  advantage. 

In  a  later  issue  of  the  Shoe  and  Leather  Journal  this  dis- 
cussion— which  of  necessity  has  been  general  in  its  initial  stages 
— will  be  continued  in  more  detailed  form,  with  special  references 
to  the  use  of  engraving  processes,  and  the  relation  of  illustrations 
to  correct  display. 


The  Shoeman  and  Souvenirs 

The  time  is  approaching  when  some  shoe  retailers  are 
seriously  considering  what  memento  they  will  give  their  cus- 
tomers during  the  holiday  season.  In  the  past  many  have 
handed  out  attractive  calendars  and  still  adhere  to  the  prac- 
tice. One  man  had  a  plate  made  of  his  store  and  presented  his 
friends  with  a  lithographed  aluminum  match  holder.  This  use- 
ful souvenir  was  preserved  and  the  picture  of  the  store  was  a 
constant  reminder  of  where  shoes  of  the  right  quality  could  be 
bought.  Another  dealer  in  Ontario  gives  away  a  dainty  shoe 
horn  each  Christmas,  while  a  Hamilton  retailer  donates  a  neat 
shoe  brush.  A  Burlington  man  one  year  gave  away  a  long- 
handled  dustpan  and  made  himself  popular  with  the  housewives. 
Many  shoe  dealers  believe  that  it  is  not  necessary  to  present 
patrons  with  any  holiday  souvenirs.  One  merchant  declared: 
"Give  the  people  the  value  in  the  goods  and  they  will  be  satis- 
fied." Human  nature  is,  however,  pretty  much  the  same  the 
world  over,  and,  when  the  period  of  good  cheer  and  gift  giving 
is  at  hand,  patrons  are  often  looking  for  some  little  reminder. 
A  Montreal  shoe  man  presented  his  male  customers  with  a  handy 
pocket  knife,  and  to  the  ladies  he  gave  a  silverplated  buttonhook. 
There  are  many  interesting  souvenirs  which  a  shoe  man  may 
donate  to  his  customers.  Whether  he  finds  it  profitable  or  not 
is  a  question.  Some  declare  they  have  tried  this  means  of 
advertising  and  the  supply  of  souvenirs  having  run  out  before 
all  their  patrons  called,  many  went  away  offended. 


45 


New  Rubber  Selling  Methods  Have  "Made  Good" 

The  Changes  Have  Been  Generally  Endorsed  by  the  Trade  and  Place  the  Marketing  of  Rubber  Footwear  on 
a  Higher  Plane — What  the  Various  Manufacturers  Have  To  Say  Regarding  the  Situation. 


During  the  past  year  radical  changes  have  been  made  in 
the  method  of  conducting  the  rubber  footwear  business,  and  the 
trade  have  been  keenly  interested  in  watching  developments. 

Last  spring  several  new  ideas,  tending  to  place  the  business 
on  a  better  basis  all  around  were  inaugurated  by  the  Canadian 
Consolidated  Rubber  Company,  and  adopted,  to  a  certain  extent, 
by  other  manufacturers.  Abolition  of  the  placing  discount,  guar- 
anteed prices,  prepayment  of  freight  and  cartoning  of  all  brands 
were  features  which  the  Canadian  Consolidated  Rubber  Com- 
pany introduced  for  the  first  time,  and  which  other  manufac- 
turers adopted  fully  or  in  part,  while  the  net  price  system,  as 
first  operated  two  years  ago,  was,  with  one  or  two  exceptions, 
adopted  by  all  manufacturers  this  season. 

,  Theoretically,  these  changes  did  not  seem  feasible  when 
they  were  first  put  into  effect.  They  have  been  tried  out,  and 
the  Shoe  and  Leather  Journal  has  made  extensive  inquiries 
among  retailers,  jobbers  and  manufacturers,  and  finds  that  the 
policy  in  marketing  rubber  footwear,  for  which  Consolidated 
is  responsible,  has  made  good,  and  the  Shoe  and  Leather  Jour- 
nal can  to-day  endorse  these  methods,  which  certainly  have 
placed  the  rubber  footwear  business  on  a  very  high  plane. 

Following  are  the  views  of  the  leading  manufacturers,  which 
will  be  found  interesting : 

Place  Orders  Early. 

"We  are  sorry  that  retailers  have  been  holding  back  this 
season,  and  are  now  sending  in  orders  wanting  the  goods  at 
once,"  said  R.  H.  Greene,  manager  footwear  department  of  The 
Gutta  Percha  and  Rubber  Manufacturing  Co.,  of  Toronto,  Lim- 
ited. 

"They  are  coming  in  every  day,  and  we  are  simply  swamped. 
In  other  years,  when  an  early  placing  discount  was  given  the 
majority  ordered  in  March  or  April,  and  the  factory  knew 
where  it  stood,  enabling  the  management  to  make  necessary 
purchases  of  raw  materials  and  other  arrangements  accordingly. 
It  was  our  custom  to  start  our  fall  run  July  r,  and  some  goods 
could  be  shipped  immediately.  This  has  all  been  changed  by 
the  abolition  of  the  placing  discount.  As  we  sell  our  products 
through  the  jobber  we  might  be  tempted  to  blame  him  for  the 
present  congestion  in  our  factory.  But,  he  replies,  how  could 
I  give  you  my  order  until  my  retail  customers  had  ordered  from 
me?  It  was  only  natural  that  retailers  should  hesitate  to  order 
this  year  when  they  found  the  placing  discount  had  been  abol- 
ished. They  did  not  want  to  tie  themselves  up,  feeling  there 
might  be  a  decrease  in  the  price  of  rubbers.  Besides,  what  did 
they  gain  by  early  placing?  But  this  policy  was  wrong,  and 
they  may  have  to  wait  longer  than  they  anticipated  for  their 
deliveries,  because  they  delayed  in  ordering.  Factories  are  able 
to  turn  out  only  a  certain  quantity  of  goods,  and  cannot  make 
a  year's  supply  in  a  month  or  two.  Personally,  I  have  always 
felt  that  it  was  worth  the  five  per  cent,  discount  for  the  fac- 
tories to  receive  orders  in  March  and  April.  We  did  not  intro- 
duce the  abolishing  of  the  early  placing  inducement,  but  when 
others  did,  we  fell  into  line. 

Retailers  Prefer  Net  Terms. 

"Net  price  lists  and  cartoning  all  first  grade  brands  are 
features  we  consider  good.  I  believe  retailers  generally  prefer 
net  terms  as  being  most  easily  worked  out  and  most  conven- 
ient. Cartoning  all  brands  I  do  not  think  necessary.  Dealers 
do  not  want  their  second  quality  rubbers  in  cartons,  as  they 
occupy  too  much  room,  and,  while  we  may  carton  our  Lion 
Brand  next  season,  we  will  not  box  our  lumbermen's  lines  or 


gum  stock.  Cartoning  all  brands  costs  the  manufacturer  more 
than  the  expense  of  the  cartons,  for  the  cases  are  larger,  and 
not  nearly  the  quantity  of  rubbers  can  be  shipped  in  one  package 
as  when  they  are  packed  in  bulk.  In  second  quality  rubbers 
probably  the  only  grade  we  have  been  asked  to  carton  is  our 
women's  light  line. 

"In  my  opinion,  the  system  of  prepayment  of  freights  is 
not  ideal.  We  think  it  is  enough  for  the  manufacturers  to  give 
the  cases,  but,  of  course,  if  competitors  see  fit  to  inaugurate  this 
system  we  have  no  recourse  but  to  follow.  We  have  always 
been  in  the  front  ranks,  and  will  retain  bur  place. 

"I  notice,"  concluded  Mr.  Greene,  "one  retailer  interviewed 
by  the  Shoe  and  Leather  Journal  suggested  that  manufac- 
turers carry  stocks,  from  which  dealers  could  secure  supplies  as 
needed.  That  proposition  sounds  good,  but  it  would  mean  that 
manufacturers  would  have  to  build  dozens  of  warehouses  to 
accommodate  the  stocks,  which  would  be  heavier  than  they 
could  be  reasonably  expected  to  carry.  We  have  any  amount  of 
warehouse  room  now." 

Considering  Change  of  Policy. 

W.  H.  Miner,  of  the  Miner  Rubber  Company,  Granby,  Que., 
when  asked  what  his  views  were  regarding  the  features  in  sell- 
ing rubbers,  said  that  they  had  just  appointed  a  new  sales  man- 
ager for  Canada,  and  their  future  policy  was  not  fully  decided. 
During  the  past  season  they  allowed  twenty-five  per  cent,  off 
their  price  lists.  They  cartoned  all  first  quality  goods,  but 
shipped  all  other  lines  and  heavy  stock  in  bulk. 

Canadian  Consolidated  Optimistic. 

R.  J.  Younge,  general  salesmanager  of  the  Canadian  Con- 
solidated Rubber  Company,  was  most  optimistic  in  his  review 
of  the  rubber  footwear  situation. 

Asked  what  he  considered  the  most  prominent  feature  of 
the  situation,  he  replied,  the  favorable  position  in  which  the 
retail  buyer  is  placed,  for  which  his  company  was  responsible, 
through  their  introduction  of  advantages  and  new  features. 

Mr.  Younge  was  asked  to  outline  the  advantages  Consol- 
idated had  introduced  during  the  past  season. 

"First  of  all,"  he  remarked,  "I  should  say  the  low  prices 
at  which  the  retail  stores  of  Canada  are  buying  their  rubbers. 
Credit  for  the  prevailing  figures  belongs  to  our  company.  None 
of  the  other  manufacturers  lay  claim  to  credit  for  present 
prices.  Our  lists  were  out  two  weeks  in  advance  of  all  others, 
and  our  competitors  simply  'followed  suit.'  Had  our  new  prices 
been  twenty  per  cent,  higher  than  they  are,  the  prices  of  others 
would  probably  have  been  nineteen  and  three-quarters  per  cent, 
higher  than  they  are.  The  introduction  of  net  prices  has  also 
simplified  the  buying  for  the  retailer.  It  has  done  away  with 
all  intricate  figuring  on  the  buying  prices.  Our  entire  range 
is  sold  to-day  at  net  figures  less  two  per  cent,  cash  discount." 

"Have  you  offered  a  special  discount  for  early  placed 
orders  ?" 

"No.  We  have  not  offered  a  special  discount  as  such,  but 
we  have  really  given  all  our  customers  the  benefit  of  this  dis- 
count, for  it  has  been  taken  off  the  price  of  our  rubbers.  On 
account  of  our  excellent  distributing  facilities,  we  can  supply  the 
retail  stores  of  Canada  through  our  various  branches,  and  save 
them  the  investment  of  a  large  amount  of  capital  in  the  rubber 
business.  With  our  stocks  close  at  their  hand,  they  can  buy 
oftener  in  smaller  quantities  and  keep  their  stock  replenished 
with  new  goods. 

"Another  prominent  feature  in  our  present  campaign  is  the 
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quality  of  our  goods.  Every  brand  has  been  improved.  New 
lasts  and  styles  have  been  introduced,  and  the  tone  of  all  our 
lines  has  been  strengthened  for  both  appearance  and  wear." 

The  Prepayment  of  Freight. 

"Are  you  pleased  with  the  introduction  of  prepaid  freights?" 

"Yes.  "We  have  every  reason  to  believe  that  this  benefit  has 
been  appreciated  by  the  retailer,  and  our  aim  throughout  has 
been  to  so  improve  the  conditions  that  he  might  find  the  rubber 
business  simple,  clean  and  profitable." 

"Is  the  additional  cost  for  prepaid  freights  not  added  to 
the  selling  prices  of  your  footwear?" 

"No.  Had  it  been  added  our  present  prices  would  have 
been  higher  than  they  are.  Prepaid  freights  is  a  distinct  con- 
cession to  the  retailer,  introduced  by  this  company,  and  paid  for 
by  the  manufacturer. 

"Then  we  are  cartoning  almost  all  of  our  lines,  and  I  be- 
lieve that  this  benefit  has  also  been  appreciated  by  the  retailer. 
W'e  wish  to  remove  the  possibility  of  shopworn,  obsolete  stock, 
and  retailers  generally  appreciate  this.  There  may  be  some  pos- 
sible exception,  where  stores  are  overcrowded,  but  the  trade  gen- 
erally recognizes  the  fact  that  the  cartoning  of  all  lines  is  bound 
to  benefit  the  retail  store,  and  means  another  advancement  in 
the  marketing  of  rubber  footwear.  It  is  a  step  in  the  right 
direction. 

"We  have  twenty-five  branch  stocks.  This  fact  also  is 
appreciated  by  the  retailer.  From  some  one  of  those  twenty- 
five  branch  stocks  he  can  order  his  goods  by  telephone  if  he 
wishes,  and  in  many  cases  receive  them  into  his  store  on  the 
same  day.  We  also  have  our  own  travelers  to  the  number  of 
nearly  one  hundred,  calling  directly  on  the  retailers  during  the 
twelve  months  of  the  year,  so  that  we  are  able  to  keep  in  con- 
stant touch  with  him." 

The  Matter  of  Guaranteed  Prices. 

"Another  prominent  feature  which  we  have  introduced, 
which  perhaps  has  not  yet  been  fully  appreciated  by  the  retail 
trade,  is  guaranteed  prices.  Should  we  reduce  the  price  on  any 
of  our  lines  prior  to  December  ist  next,  such  reduction  goes 
into  force  on  the  entire  season's  business  up  to  that  time,  and 
even  those  retailers  who  have  bought  and  paid  for  the  lines 
affected  will  receive  from  us  a  rebate  of  the  difference. 

"There  are  many  other  advantages  which,  through  our  con- 
tact with  the  retail  trade,  we  are  bringing  about  from  day  to 
day.  Perhaps,  however,  nothing  that  we  have  done  is  more 
important  than  the  establishment  of  'one  price  to  all'  from  coast 
to  coast.  A  year  ago  this  was  believed  to  be  an  impossibility  in 
the  rubber  business  in  Canada,  but  we  have  demonstrated  to 
the  surprise  of  almost  everyone  that  it  has  been  possible  to 
wash  away  the  stains  which  for  years  had  soiled  the  rubber 
footwear  industry,  and  to  restore  to  it  the  dignity  and  whole- 
some rectitude  to  which  a  business  of  such  volume  is  properly 
entitled. 

"Judging  from  the  large  number  of  retail  accounts  and  the 
business  already  booked,  I  feel  sure  that  a  large  majority  of 
the  retail  stores— at  least  those  who  keep  closely  in  touch  with 
the  sale  of  rubber  footwear,  appreciate  the  benefits  we  have 
introduced  this  season.  Those  who  have  not  yet  come  to  this 
appreciation  are  bound  to  do  so  when  the  facts  are  put  before 
them." 

Asked  if  their  present  policy  had  been  unfriendly  to  the 
jobber,  he  replied:  "Not  at  all.  Those  jobbers  who  sell  our 
lines  may  offer  to  their  customers  every  benefit  which  we  have 
introduced,  and  they  may  rely  absolutely  on  the  fact  that  we 
offer  our  customers  the  same  terms  which  they  offer  theirs. 
Our  jobbers  know  also  that  although  the  price  of  rubber  foot- 
wear declined  this  season  about  thirty  per  cent.,  that  we  took 
off  their  hands  all  of  their  stocks  which  were  in  good  condition 
at  f-xactly  what  they  had  paid  for  them,  thus  bearing  ourselves  a 
loss,  which  otherwise  they  might  have  been  called  upon  to  bear." 

Touching  upon  the  prospects  for  next  season,  Mr.  Younge 


concluded :  "It  is  perhaps  too  early  to  answer  that  question, 
so  far  as  terms  and  conditions  are  concerned.  But  if  you  refer 
to  the  success  of  our  selling  plan,  I  can  say  without  doubt  or 
hesitation  that  whatever  the  conditions  of  next  season  may  be 
this  company  is  prepared  to  stand  by  the  benefits  which  it  has 
introduced,  to  continue  to  improve  the  quality  and  style  of 
every  brand  we  make,  and  to  give  the  retail  stores  of  Canada 
the  best  service  which  they  have  ever  had." 

Cartoning  Will  Not  Be  General. 

"Our  volume  of  business,"  said  W.  E.  Woelfle,  salesmanager 
of  the  Kaufman  Rubber  Company,  Berlin,  Ont,  "this  year  has 
been  the  largest  in  our  history,  and  we  have  had  to  refuse  a 
great  deal  owing  to  lack  of  capacity,  but,  with  our  increased 
facilities  we  will  be  able,  when  we  complete  the  four-storey  addi- 
tion to  our  factory,  to  take  care  of  demand.  In  regard  to  the 
early  placing  discount,  we  believe  in  it.  It  is  a  special  conces- 
sion for  early  orders.  We  intend  to  pursue  this  policy.  As  for 
net  prices,  I  might  say  it  was  the  Kaufman  Rubber  Company 
that  introduced  net  terms.  It  was  two  years  ago  that  the  old 
discount  plan  of  twenty  per  cent,  and  five  per  cent,  was  dis- 
continued. The  innovation  pleased  the  retailers,  being  simpler 
and  more  practical.  The  five  per  cent,  was  for  placing  orders 
in  March  and  April. 

"Last  year  our  price  was  not  net ;  we  gave  a  ten  per  cent, 
discount.  We  did  this  because  we  issued  our  quotations  very 
early  and  intended  that  the  figures  should  be  net.  Competitors 
quoted  somewhat  lower,  and  we  met  the  figures.  But,  instead 
of  going  to  the  expense  of  printing,  addressing  and  distributing 
new  lists,  we  decided  to  allow  ten  per  cent,  off  list' prices  as  we 
originally  published  them.  Our  list  for  this  spring  will  be  net. 
We  will  continue  to  give  an  early  placing  discount  of  five  per 
cent." 

Endorses  Early  Placing  Discount. 

"We  deem  it  important  and  advantageous  for  the  manu- 
facturer to  know  early  what  business  he  will  have  in  hand,  as 
he  then  knows  where  he  stands  and  can  act  accordingly.  We 
have  no  fault  to  find  with  the  trade  for  not  ordering  early  this 
season;  our  share  of  business  has  been  good.  Some  retailers 
are  now  ordering  and  requesting  immediate  delivery ;  they  will 
simply  have  to  wait  their  turn,  as  our  factory  is  operating  at 
capacity,  and  has  been  for  some  months. 

"Regarding  prepayment  of  freight,  we  adopted  this  policy 
because  others  started  and  made  a  strong  talking  point  of  the 
feature.  In  my  opinion  the  retailer  has  nothing  to  gain  by  it, 
as  the  charges  must  be  figured  somewhere  in  the  selling  cost. 

"As  to  cartoning  all  brands,  we  have  no  intention  of  doing 
this.  Our  first  quality  rubbers  are  cartoned,  but  not  the  second 
quality  of  heavy  goods.  We  have  not  found  a  general  demand 
for  all  rubber  footwear  being  boxed,  as  the  cartons  cost  some- 
thing, and  we  have  been  selling  rubber  shoes  at  very  low  prices. 
Occasionally  we  are  asked  if  we  will  emulate  other  manufac- 
turers, and  carton  our  second  quality.  We  answer  no,  asking 
the  retailer  whether  he  would  find  room  to  store  his  stock  if 
all  his  rubbers  were  cartoned.  He  often  replies  that  he  had  not 
thought  of  that,  nor  considered  that  it  would  take  more  room 
for  heavy  goods  than  if  these  lines  came  in  bulk;  again,  certain 
retailers,  not  requiring  all  goods  in  cartons  would  request  a  spe- 
cial discount,  they  might  think  coming  to  them  because  they 
were  willing  to  receive  a  certain  portion  of  their  order  in  bulk, 
saving  us  the  expense  of  boxing.  We  are  in  the  field  to  stay, 
and  will  meet  any  price  concessions. 

"There  is  one  thing  certain,"  concluded  Mr.  Woelfle,  "while 
we  may  adopt  other  things  inaugurated  by  competitors  we  will 
not  carton  all  brands." 

Independent  Co.  Rushed  With  Work. 

R.  F.  Foote,  manager  of  the  Independent  Rubber  Co.,  Mer- 
riton,  Ont,  reports  that  the  plant,  which  has  been  in  operation 
for  about  five  months,  has  been  rushed  with  work,  and  the  one 
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difficulty  has  been  to  obtain  sufficient  help.  Many  more  hands 
could  be  employed  if  they  could  be  secured. 

"When  we  began  here,  with  few  exceptions,  we  have  had 
to  train  our  help,  and  that  has  been  a  drawback,  but  we  are 
gradually  overcoming  this.  Everything  is  now  working  on  a 
smooth  basis.  The  matter  of  early  orders  or  of  retailers  hang- 
ing back  has  not  troubled  us,  as  we  secured  ample  placing 
orders  to  keep  us  busy,  and  our  goods  are  being  well  received 
by  the  trade." 

Mr.  Foote  reported  that  they  cartoned  both  first  and  second 
quality  goods,  but  not  heavy  stock.  When  a  dealer  preferred 
to  receive  his  shipment  in  bulk  a  rebate  was  allowed.  A  great 
many  retailers  apparently  had  not  the  room  for  cartons  in  cer- 
tain lines  and  asked  that  the  output  be  sent  in  bulk.  The  com- 
pany do  not  prepay  freight,  but  allow  one  per  cent,  on  all 
orders  to  cover  the  charge.  Some  times  this  amounts  to  more 
than  the  freight  would  and  in  others  a  little  less.  It  all  de- 
pends on  the  distance  shipped. 

Output  Sold  Through  Jobbers. 

Regarding  net  price  terms  Mr.  Foote  remarked  that  he  could 
not  speak  as  to  what  measure  of  favor  these  had  been  received, 
as  the  output  of  the  plant  was  all  sold  through  jobbers.  With 
respect  to  the  work  in  the  factory  it  did  not  make  much  differ- 
ence to  the  office  staff,  as  one  system  was  about  as  easily  handled 
as  another.  He  thought  that  for  the  retailer  the  net  terms  plan 
was  preferable  to  the  discount  method,  as  it  was  easier  for  the 
average  man  to  comprehend  and  more  practical.  Mr.  Foote 
added  that  the  outlook  for  the  company  was  of  the  brightest 
character,  and  the  only  difficulty  was  in  the  matter  of  securing 
adequate  and  competent  labor,  but  he  thought  this  would  soon 
be  remedied. 


Buying  Shoes  of  Foreign  Make 

It  has  often  been  contended  that  man  may  spend  his  money 
where  he  pleases,  that  it  is  his  inalienable  right  to  do  so,  but 
is  it  always  wise  or  patriotic  ?  Perhaps  some  day  he  may  repent 
of  his  short-sightedness.  This  applies  to  both  dealer  arid  con- 
sumer in  footwear.  Many  stores  in  the  larger  cities  of  Canada 
think  they  are  attracting  so-called  exclusive  trade  and  giving 
the  people  something  a  little  extra  by  displaying  the  sign,  "Am- 
erican footwear,"  "Best  American  shoes,"  "Specially  imported 
from  Boston,  'Lynn,  Syracuse,  Rochester,  Brockton,  etc."  The 
question  naturally  arises  if  some  retailer  on  the  other  side 
exhibited  the  sign  "Canadian  footwear,"  or  "Specially  made  in 
Montreal,  Toronto,  or  Quebec,"  how  much  business  would  he 
draw,  how  long  would  the  announcement  stay  up?  Would  it 
not  be  jeered  and  ridiculed?  Canadian  shoe  factories  are  to-day 
turning  out  a  product  as  skilled,  finished,  stylish  and  -complete 
as  any  goods  produced  on  the  other  side.  We  need  a  little 
national  education,  a  more  generous  appreciation  of  our  facili- 
ties and  resources  at  home,  a  working  together  and  a  unity  of 
purpose — "'More  reciprocity  among  the  different  provinces,"  as 
the  new  president  of  the  Canadian  Manufacturers'  Association 
expressed  it.  There  is,  he  pointed  out,  work  enough,  profit 
enough,  and  honor  enough  for  all.  The  average  purchaser  of  a 
•five  or  six-dollar  shoe  does  not  perhaps  consider  that  he  or 
she  is  paying  out  one  dollar  and  a  half  to  two  dollars  to  cover 
the  duty  on  such  an  article.  Practically  one-third  of  the  price 
does  not  enter  into  material,  quality,  •workman-ship,  -or  'build,  and 
is  really  a  negligible  quantity.  But  perhaps  some  retailers  are 
not  alone  to  blame.  There  is,  and  always  will  be,  a  certain  class 
who  think  that  they  can  do  better  by  purchasing  away  from 
home  or  buying  supplies  that  smack  of  or  suggest  a  foreign 
flavor.  The  sheen  of  distant  fields  looks  green,  but  upon  closer 
inspection,  is  often  found  to  be  a  mockery.  "Made  in  Can- 
ada" is  surely  a  good  enough  slogan  for  the  loyal,  thoughtful, 
and  fair-minded  Canadian,  whether  in  footwear  or  any  other 
wear.  The  leavening  process  is  going  on  and  it  is  hoped  that 
one  result  of  the  recent  election  may  be  that  this  sentiment  will 


gather  strength  and  open  the  eyes  of  some  who  have  heretofore 
been  indifferent,  selfish  or  unduly  prejudiced. 


Get  Rid  of  Foolish  Dignity 

It  seems  an  awful  trouble  for  some  shoe  clerks  to  sell 
goods.  I  can't  help  having  the  impression  that  they  think  it 
beneath  their  dignity  to  get  right  down  to  brass  tacks,  and 
try  introducing  to  every  customer  other  lines  than  only  those 
asked  for.  As  a  matter  of  fact,  they  seem  to  feel  that  their 
salaries  have  been  well  earned  when  they    confer    upon  their 


A  job  canvassing  from  house  to  house  would  take  a  lot  of 
foolish  dignity  away  from  some  people. 


employers  the  favor  of  their  presence  behind  the  counter. 
Now  it  often,  happens  that  a  young  fellow  of  this  outward  ap- 
pearance has  good  stuff  in  him  and  his  worth  will 
readily  show  up  if  someone  would  just  set  him  on  the  right 
track,  and  keep  him  there  long  enough  to  get  used  to  it.  When 
I  see  a  clerk  of  that  sort,  I  always  think  what  a  pity  it  is  he 
couldn't  be  started  out  selling  something  from  house  to  house 
for  about  six  months.  It  would  be  pretty  hard  medicine  to 
swallow,  no  doubt,  buc  it  would  rid  him  of  a  lot  of  foolish  dig- 
nity and  make  a  man  of  him. 

Cash  vs.  Credit  in  Retailing 

Wannamaker  &  Son,  Brighton,  in  discussing  the  cash  vs. 
credit  system  say  they  do  not  do  a  strictly  cash  business,  and 
consider  that  it  is  an  advantage  to  extend  credit  to  certain  customers'. 
They  have  always  done  more  or  less  of  credit  and  their  losses  have 
been  small,  not  averaging  over  two-thirds  per  cent,  per  year.  They 
have  no  special  plan  of  collecting  accounts  which  are  payable  any 
time,  but  all  accounts  due  must  be  settled  by  January  ist,  by  either 
cash  or  note  with  interest.  The  firm  add,  "We  find  giving  credit 
to  good  reliable  customers  induces  them  to  buy  higher  priced  goods. 
There  is  no  question  about  reduction  in  price  and  they  buy  more 
articles  than  they  would  if  they  were  paying  the  cash." 

The  Regal  Shoe  Store,  of  Winnipeg,  reports  that  it  does  a 
strictly  cash  trade,  and  has  never  lost  any  customers  through 
enforcing  this  regulation.  The  cash  basis  was  started  three  years 
ago,  and  has  worked  out  admirably.  Mr.  Bates,  the  proprietor, 
does  not  consider  it  any  advantage  to  give  credit  to  certain  custo- 
mers, and  believes  in  treating  everyone  alike.  Cash  and  one  price 
win  the  good  will  of  customers,  and  in  business  covers  many  objec- 
tions they  might  raise  regarding  prices,  wear,  etc.  It  leaves  no 
loop-hole  for  misunderstanding  or  unpleasantness  that  may  arise. 
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More  Retailers  Give  Their  Views  on  Rubbers 

They  Think  That  Quality  is  Fully  Equal  to  Last  Year,  and  are  Pleased  With  Prepayment  of  Freight,  Net  Terms  and 
Other  Features  Which  have  Been  Introduced  in  Disposing  of  Rubber  Footgear. 


The  information  relating  to  the  new  features  in  selling  rubber 
footwear  and  how  these  departures  were  received  by  the  trade 
created  much  interest  among  retailers,  and  in  this  issue  the  Shoe 
and  Leather  JOURNAL  presents  a  number  of  additional  views 
which  will  be  found  equally  as  readable.  The  opinions  of  retailers 
are  somewhat  divergent,  but,  on  the  whole,  the  net  terms,  pre- 
payment of  freight,  cartoning  all  brands  and  early  placing  orders 
are  generally  favored. 

John  Kylie,  of  Peterboro,  Ontario,  says  that  he  considers  the 
idea  of  having  all  rubbers  cartoned  a  great  improvement  and  he  likes 
the  idea  of  the  companies  selling  them  to  the  retailer  on  net  terms, 
which  is  certainly  more  convenient  than  the  old  system  of  discounts. 
He  has  not  received  all  his  rubbers  yet  for  this  season  and,  there- 
fore, cannot  speak  as  to  quality. 

Looks  for  Advance  in  Price. 

John  McLeod,  Sudbury,  Ontario,  writes: — "I  will  retail  men's 
and  women's  rubbers  at  the  same  figure  as  last  season  for  I  look  for 
an  advance,  and,  once  down,  it  is  hard  to  get  prices  up  again.  I 
always  stick  to  one  make  of  sporting  goods.  I  prefer  buying  my 
rubbers  in  May  as  I  know  then  just  how  my  stock  is,  and  it  can 
be  properly  assorted  while  you  are  in  touch  with  the  rubber  business. 
I  prefer  the  net  price  terms,  as  the  system  is  quicker  at  arriving 
at  exact  quotations.  The  prepayment  of  freight  will  save  me  about 
one  and  one  quarter  per  cent.  For  my  own  particular  store  I  do 
not  consider  it  an  advantage  to  have  all  grades  of  rubbers  cartoned. 
I  always  carried  second  grades  in  drawers  and  now  they  require 
shelf  room  which  we  have  not.  I  do  not  see  any  improvement  in 
this  year's  rubber  footwear,  further  than  the  additional  last  to  fit 
new  shoes." 

Why  So  Early  Ordering? 

John  Nelligan,  288  James  Street,  Hamilton,  Ontario,  states: — 
"  I  do  not  see  why  it  is  necessary  to  give  placing  orders  so  far  ahead, 
and  I  do  not  think  it  any  benefit  to  have  all  grades  of  rubbers  car- 
toned. I  will  save  the  full  amount  of  freight  by  the  company's 
prepaying  this  charge.  I  like  the  net  terms  of  sale  better  than  the 
old  discount  system.  I  have  always  handled  only  one  brand  of 
sporting  goods  and  consider  it  an  advantage.  I  intend  selling 
rubbers  this  year  at  the  same  price  as  last  season. 

J.  W.  Hilborn,  Paris  Station,  Ontario,  says  that  the  quality 
of  this  year's  rubbers  is  about  the  same  as  last  season,  and  does  not 
believe  that  it  is  necessary  to  box  the  cheaper  grades.  Where  space 
i  s  limited  they  are  better  not  cartoned.  The  prepayment  of  freight 
has  saved  him  $1.23.  Mr.  Hilborn  adds  that  he  has  reduced  the 
prices  on  some  lines  of  goods.  He  considers  it  of  no  advantage  to 
give  an  early  placing  order,  nor  does  he  favor  the  net  terms  system, 
in  preference  to  the  discount  plan.  He  has  always  found  it  an 
advantage  to  handle  only  one  line  of  sporting  goods. 

Will  Reduce  the  Prices. 

Pred.  R.  Foley,  Bowmanville,  reports  that  only  half  his  rubbers 
are  in  for  the  season,  and  he  has  not  had  time  to  determine  quality. 
Personally,  he  thinks  that  second  quality  might  as  well  be  sent  in 
bulk,  and  the  cost  of  the  cartons  put  into  the  goods.  He  says: — 
"We  have  such  stocks  of  rubber  cartons  left  in  the  store  that  I 
use  them  for  shelving  seconds.  The  prepayment  of  freight  I  should 
think  is  equal  to  about  one  per  cent.,  although  I  have  not  figured  it 
out.  I  believe  the  discount  system  is  likely  to  produce  a  more 
uniform  price  for  a  uniform  article  provided,  of  course,  that  sufficient 
discount  is  given  for  retail  profit.  Regarding  early  placing,  I  never 
favor  the  idea  of  a  five  per  cent,  handicap,  and  I  do  not  go  much 
on  the  subsequent  reduction  in  price  proposition,  in  the  event  of 
-  pring  placing.    I  have  never  seen  it  work  out  to  advantage  to  the 


retailer.  I  usually  stock  two  brands  of  sporting  goods  as  it  gives 
a  little  variety  in  shape  and  fitting.  Customers  sometimes  take  a 
dislike  to  a  certain  brand,  and,  if  you  haven't  another,  your  cus- 
tomer is  gone.  We  have  decided  to  reduce  the  price  of  rubbers  this 
year  as  the  public  have  paid  top  notch  prices  long  enough,  and  we 
are  prepared  to  share  in  the  decrease." 

Does  Not  Favor  Early  Placing. 

G.  H.  Wilkinson,  of  Windsor  and  St.  Thomas,  says  that 
this  year's  rubber  footwear  is  fully  as  good  and,  in  many  cases, 
an  improvement  on  that  of  last  season.  He  considers  it  an  ad- 
vantage to  have  all  grades  of  rubbers  cartoned,  and  has  saved 
considerable  money  by  the  prepayment  of  freight.  He  does  not 
think  that  the  net  price  list  system  is  preferable  to  the  method 
of  discount.  Mr.  Wilkinson  adds  that  he  is  not  in  favor  of 
giving  early  placing  orders.  He  finds  it  of  benefit  to  handle  only 
one  line  of  sporting  goods.  He  will  reduce  the  prices  on  sev- 
eral lines  of  rubbers,  as  he  says  the  figures  were  too  high  be- 
fore, and,  in  many  cases,  prohibitory  to  the  poor  or  middle 
classes. 

Suggestion  from  the  West. 

Speaking  of  the  rubber  situation,  W.  F.  Muirhead  &  Co., 
Fernie,  B.C.,  say:  "We  think  it  is  a  benefit  to  the  merchant  to 
have  all  goods  cartoned.  We  like  the  net  price  system,  also  the 
prepayment  of  freight.  We  believe  it  would  be  a  good  thing 
for  the  dealer  to  have  his  own  name  stamped  on  all  early  plac- 
ing rubber  orders  and  having  all  cartons  labeled  the  same  as 
we  do  with  leather  shoes.  In  this  way  the  rubbers  bought  in 
sorting  would  bear  no  brand,  but  the  cartons  would  have  the 
merchant's  name  on,  which  would  be  guarantee  enough  for  the 
customer  as  to  the  grade.  Thus  the  retail  dealer  would  be 
advertising  his  own  rubbers  as  he  now  does  his  shoes.  We  be- 
lieve this  would  do  away  with  a  great  deal  of  the  cutting  of 
prices,  and  the  retailer  handling  only  the  best  grade  of  rubbers 
would  have  no  trouble  getting  a  good  profit." 

Keeps  the  Goods  Shapely. 

F.  Sutherland,  of  St.  Thomas,  says  that  it  is  his  intention  to 
get  last  year's  prices  as  far  as  possible  unless  competitors  re- 
duce the  figure.  He  does  not  think  that  having  three  grades  of 
rubbers  is  a  good  thing  for  the  trade,  and  his  intention  is  to 
handle  only  two  qualities.  He  says  that  cartoning  all  brands  is 
an  asset  in  that  the  goods  are  always  clean  and  shapely.  He  has 
received  only  a  small  portion  of  his  stock  as  yet,  but  so  far  as 
the  quality  is  concerned  believes  it  to  be  all  right.  Net  price 
terms  are  preferable  in  some  ways  if  the  retailer  can  agree  on 
a  uniform  profit.  "No,  I  do  not  think  that  early  placing  is  an 
advantage,  as  you  often  buy  lines  that  you  will  find  that  you 
do  not  want  later  in  the  season.  Handling  only  one  brand  of 
sporting  goods  is  much  more  preferable  than  giving  attention 
to  two  or  three." 

The  Lines  of  Sporting  Shoes. 

Deeves  &  Co.,  Brampton,  Ont,  say  that,  for  a  general  store, 
it  seems  better  to  carry  two  or  more  lines  of  tennis  and  lacrosse 
goods.  Prices  on  rubber  footwear  will  be  lower  this  season. 
The  qualify  seems  to  show  an  improvement,  and  the  prepayment 
of  freight  will  save  the  firm  about  one  per  cent.  Speaking  gen- 
erally, they  say  that  they  consider  it  a  good  feature  to  have 
all  stock  cartoned,  while  the  net  terms  of  selling  also  appeal 
lo  them  favorably,  as  well  as  the  giving  of  orders  early  in  the 
spring. 
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Various  Activities  of  the  Shoe  and  Leather  Trade 

What  Is  Going  On  in  Different  Centres  of  Interest — Personal  Notes  and  News  That  Will  Be  Found 
Instructive  and  Timely — Interesting  News  of  the  Trade  in  Short,  Readable  Shape. 


J.  T.  Allen,  of  Mount  Forest,  Ont,  was 
in  Toronto  last  week. 

J.  O.  Sherry  has  started  business  in  the 
retail  shoe  line  in  Oourtenay,  B.C. 

G.  B.  Green,  boot  and  shoe  merchant,  of 
Winghaim,  Ont.,  has  sold  out  his  business. 

The  Crescent  Shoe  Co.  has  started  busi- 
ness in  Montreal. 

Colin  Campbell  has  opened  a  retail  shoe 
store  in  Redvers,  Sask. 

H.  Taylor  has  started  in  the  retail  shoe 
line  in  Calgary,  Alta. 

Meyers  and  Davidson  have  embarked  in 
the  retail  shoe  business  in  Calgary. 

J.  A.  Desautels  &  Co.,  shoe  manufactur- 
ers, Montreal,  have  recently  registered. 

J.  O.  Gregoire,  shoe  retailer,  of  Labelle, 
Que.,  has  assigned. 

Frank  A.  Slater,  of  the  Eagle  Shoe  Co., 
Montreal,  was  in  Toronto  this  week. 

Mr.  Vice,  of  the  Great  West  Felt  Shoe 
Co.,  Elmira,  Ont.,  has  left  that  company  to 
engage  in  the  foundry  business. 

The  Hereule  Shoe  Co.,  of  Montreal,  has 
gone  into  voluntary  liquidation.  V.  La- 
maire  has  been  appointed  liquidator. 

J.  P.  E.  Gagnon,  Quebec,  has  been  ap- 
pointed curator  of  the  stock  of  Phileas 
Hamel,  shoe  dealer,  of  Roberval. 

The  stock  of  McDonald  &  Co.,  of  Glace 
Bay,  C.B.,  is  being  advertised  by  the  as- 
signee for  sale  by  tender. 

E.  H.  Squire,  940  Bloor  Street  West,  To- 
ronto, is  retiring  from  the  shoe  business, 
and  holding  a  clearing  sale. 

C.  M.  Allen,  shoe  dealer,  of  Castleton, 
Ont,  is  moving  to  Havelock,  Ont.,  where 
he  has  secured  a  good  store. 

J.  J.  Mullins  &  Co.,  shoe  retailers  of  Bed- 
ford, Que.,  are  reported  to  be  retiring  from 
business.  1 

W.  D.  Fleming,  of  Courtland,  Ont,  has 
removed  his  stock  and  business  to  Eden, 
where  he  has  a  well  located  store. 

C.  F.  Hayes,  superintendent  of  the  Ayl- 
mer  Shoe  Co.,  Aylmer,  Ont.,  was  in  To- 
ronto, last  week  on  business. 

J.  E.  Million,  1 140  Queen  Street  West, 
is  removing  his  shoe  stock  to  Bloor  Street 
West,  Toronto. 

John  Perkins,  of  the  Duchaine  Shoe  Co., 
Quebec,  was  in  Toronto  last  week  on  a 
business  trip. 

Jas.  McPherson,  of  the  John  McPherson 
Co.,  Hamilton,  Ont.,  was  in  Toronto  call- 
ing on  the  trade  last  week. 

Gray,  Bernie  &  Co.,  of  Listowel,  Ont., 
have  disposed  of  their  dry  goods  and  boot 
and  shoe  business  to  H.  S.  Alexander. 

The  Crescent  Shoe  Co.  have  registered  in 
the  province  of  Quebec.  They  are  shoe 
manufacturers  in  Montreal. 

P.  I.  Hersey,  chief  controller  of  the 
Regal  iShoe  Co.,  Boston,  was  in  Toronto 
recently  on  a  business  trip. 

The  Champlain  Shoe  Store,  of  Montreal, 
has  recently  been  registered  in  the  province 
of  Quebec. 

Arthur  Johnston,  shoe  man,  1608  Dan- 
forth  Road,  Toronto,  recently  assigned  to 
Osier  Wade. 

The  T.   Sis-man   Shoe   Co.,   of  Aurora, 


Ont.,  are  so  crowded  with  work  that  they 
are  compelled  to  run  three  nights  a  week. 

The  shoe  stock  of  P.  G.  Sutherland, 
Montreal,  will  be  sold  by  auction  on  No- 
vember 3rd. 

The  Montreal  Shoemakers'  Protective 
Association,  dealers  in  wholesale  leather, 
Montreal,  have  registered. 

W.  F.  Martin,  sales  manager  of  the 
Kingsbury  Footwear  Co.,  Montreal,  was  in 
Toronto  last  week  on  business. 

James  Muir,  of  the  James  Muir  Co.,  Que- 
bec, was  in  Toronto  last  week  calling  upon 
the  trade. 

W.  C.  Bartlett  has  opened  a  new  boot 
and  shoe  establishment  at  113  Roncesvalles 
Avenue,  Toronto. 

E.  T.  Jacobi  has  returned  to  Toronto, 
after  a  successful  hunting  expedition  in 
the  Muskoka  district. 

Roome,  Corbett  &  Co.,  shoe  retailers,  of 
London,  Ont.,  have  been  succeeded  by  the 
Roome  Shoe  Co. 

James  Pickles,  superintendent  of  the  S. 
O.  &  C.  Eyelet  Co.,  Ansonia,  Conn.,  is  on 
a  business  trip  to  various  centres  in  Ontario 
and  Quebec. 

H.  B.  Ohrt,  who  has  been  on  an  extended 
trip  to  the  western  provinces  as  far  as 
Vancouver  for  the  Relindo  Shoe  Company, 
has  returned  to  Toronto. 

J.  W.  Williams,  of  Brampton,  Ont,  who 
is  removing  his  shoe  factory  from  Bramp- 
ton to  Milton,  spent  last  week  on  a  trip 
throughout  Western  Ontario. 

Alex  Braid,  foreman  of  the  Goodyear 
welt  department  of  the  John  McPherson 
Co.,  Hamilton,  spent  a  week's  holiday  in 
Toronto  and  other  places  recently. 

W.  A.  Walker,  who  covers  Western  On- 
tario for  the  Walker,  Parker  Co.,  has  re- 
turned to  Toronto,  having  completed  a  suc- 
cessful trip  for  spring  and  summer  lines. 

C.  S.  Corson,  of  the  Regal  Shoe  Co.,  To- 
ronto, has  -been  on  an  extended  business 
trip  to  Winnipeg,  Calgary,  and  other  cities 
in  the  West. 

W.  H.  Grosch,  of  the  Grosch  Felt  Shoe 
Co.,  Milverton,  Ont,  has  gone  on  a  busi- 
ness trip  to  Winnipeg  and  the  West.  He 
is  accompanied  by  his  wife. 

Fred  Jacobi  and  Joseph  Patry,  Toronto, 
have  been  enjoying  a  well  earned  holiday, 
which  they  spent  hunting  in  the  district 
around  Powassan,  Ontario. 

W.  H.  Gait,  manager  of  the  Montreal 
branch  of  the  Gutta  Percha  and  Rubber 
Manufacturing  Co.,  was  in  Toronto  last 
week  on  business. 

C.  F.  Veitch  has  been  appointed  man- 
ager of  the  footwear  department  of  the 
Toronto  office  of  the  Canadian  Consolid- 
ated Rubber  Co.,  and  has  entered  upon  his 
new  duties. 

The  Gideons  (the  Christian  Commercial 
Travelers'  Association  of  Canada),  have 
nlaced  445  BiHes  in  the  bedrooms  of  the 
hotels  of  Guelph. 

The  Amherst  Boot  arc!  Shoe  Co.,  Am- 
herst, N.S.,  have  opened  a  branch  at  Re- 
gina,  Sask.,  and  not  at  Calgary,  as  stated. 
The  new  office  will  look  after  the  growing 
interest  of  the  firm  in  the  West. 

The    many    friends    of    W.  J.  Baggs, 


Western  Ontario  representative  of  the  An- 
glo-Canadian Leather  Co.,  Toronto,  are 
congratulating  him  on  the  advent  of  a  son 
and  heir. 

Edward  L.  Rising,  of  Waterbury  &  Ris- 
ing, St.  John,  N.B.,  called  upon  several 
friends  in  the  trade  in  Montreal  and  To- 
ronto this  week  while  making  a  trip  to 
Boston. 

Eastern  friends  of  A.  B.  Erskine,  man- 
ager of  the  Vancouver  branch  of  Ames- 
Holden-McCready,  Limited,  are  extending 
congratulations  to  him  on  his  recent  mar- 
riage. 

Webster  &  Graham-,  of  London,  shoe  find- 
ings, have  recently  put  in  a  new  front, 
which  adds  much  to  the  attractiveness  of 
their  premises.  They  have  also  added  sev- 
eral lines  of  infants'  shoes,  which  are  tak- 
ing well. 

Numerous  friends  of  John  Brotherton, 
shoe  retailer,  of  Toronto,  are  tend- 
ering him  sympathy  owing  to  the  illness  of 
his  second  daughter,  who  has  been  at- 
tacked with  appendicitis,  but  is  now  making 
progress  toward  recovery. 

In  the  issue  of  Oct.  1st,  the  Cook-Fitz- 
gerald Co.,  Limited,  in  their  advertisement, 
drew  attention  to  their  "Tickler"  last.  The 
illustration  given  under  the  name  was  not 
that  of  the  "Tickler,"  but  the  "Headlight" 
last,  which  was  shown  in  error. 

Gough  &  Co.,  of  Sydney,  C.B.,  intend,  in 
connection  with  their  wool  pulling  business, 
to  ins-tall  some  modern  machinery  for  the 
purpose  of  tanning  and  finishing  boot 
and  shoe  leathers  by  the  chrome  pro-cess. 
A  joint  stock  company  will  be  formed. 

The  Brandon  Shoe  Co.,  of  Brantford, 
Ont,  closed  from  Friday  night  until  Tues- 
day morning,  in  order  to  give  their  em- 
ployes a  holiday  over  Thanksgiving  Day. 
The  company  are  very  busy,  and  this  has 
been  the  only  holiday  extended  during  the 
year. 

A  meeting  of  the  creditors  of  Charles 
Blum,  shoe  retailer  ,of  Preston,  Ont,  was 
held  on  October  23rd.  George  Pepper,  of 
the  Victoria  Shoe  Co..  Toronto,  and  E.  T. 
Getty,  of  Getty  &  Scott,  Gait,  were  ap- 
pointed inspectors.  The  stock  has  not 
yet  been  sold. 

Adolph  Heilbrunn.  of  Golds-chmidt  & 
Loenenick,  slipper  manufacturers,  Frank- 
fort-on-rhe-Main,  Germany,  was  in  Mont- 
real this  week  calling  on  the  firm's  repre- 
sentative, S.  Pollitzer.  Mr.  Heilbrunn 
also  visited  a  number  of  Toronto  shoe 
jobbers. 

The  MeKellar  Shoe  Co.,  Limited,  has 
been  incorporated  with  head  office  in  Ber- 
lin, and  a  capital  of  $40,000.  Among  the 
incorporators  are  Harry  Dales  McKellar 
and  Charles  Greb.  The  company  is  em- 
nowered  to  manufacture,  buy.  sell,  and  deal 
in  all  kinds  of  shoes,  shoe  fittings,  and  shoe 
trimmings. 

The  shoe  stock  of  W.  T.  Thomson,  802 
Dundas  Street,  Toronto,  who  recently  made 
an  assignment  to  N.  L  Martin  &  Co.,  was 
sold  by  auction  this  week.  The  buyer  was 
E.  L.  Ireland,  of  Oshawa.  The  stock 
amounting  to  $1,800  was  disposed  of  at  51 
cents  on  the  dollar,  and  will  be  removed  to 
Oshawa. 

P.  E-  Boivin,  president    of   the  Granby 
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Elastic  Web  Company,  of  Granby,  P.Q., 
has  moved  into  a  fine  new  factory  of  brick 
and  mill  construction,  two  storeys  high,  52 
ft.  by  90  ft.  A  portion  of  this  factory  will 
be  set  aside  for  Featherweight  Ice  Creepers, 
in  which  article  Mr.  Boivin  does  an  ex- 
tensive business. 

A  large  hockey  rink  is  being  completed 
in  Vancouver,  B.C.,  where  artificial  ice  will 
be  made.  Toronto  jobbing  houses  have 
been  delighted  with  large  orders  for  hockey 
boots  and  supplies  which  they  have  recently 
received  from  retailers  at  the  Coast,  who 
expect  to  do  a  big  business  in  this  line 
owing  to  the  interest  developed  in  the 
great  winter  sport. 

Brodie  Bros..  229  Dnndas  Street,  To- 
ronto, have  recently  installed  a  Model  B 
Goodvear  outfit  in  their  repair  department. 
A.  E'  Cudmore,  Gerrard  Street  East.  To- 
ronton.  who  has  just  moved  into  a  large 
new  store  adjoining  his  former  stand,  has 
also  put  in  a  Model  A  oufit  with  stitcher 
to  attend  to  his  constantly  growing  repair 
outfit. 

Among  the  shoe  buyers  who  were  _  in 
Toronto  last  week,  were  George  E.  Wills, 
X  or  wood ;  D.  Ewart,  Cobourg;  E.  Paff, 
Stratford;  A.  Weseloh,  Berlin;  E.  A.  Jaf- 
frav,  Bolton :  W.  D.  Fleming,  Eden ;  W. 
A  Hollidav.  Brooklin  :  D.  E.  Kinzie,  Gait; 
L.  B.  Crothers,  Locust  Hill;  W.  J.  Kid- 
nev,  Hamilton;  Mr.  Deeves,  Brampton. 

The  new  facton-  of  the  New  Hamburg 
Felt  Boot  Co.  is  nearing  completion.  It  is 
a  fine  brick  structure,  three  stories  high, 
thirty  feet  wide,  and  nearly  two  hundred 
feet  long.  Another  section  of  the  en- 
larged premises  will  be  erected  next  sea- 
son, the  new  buildings  replacing  the  pre- 
sent factory,  which  will  be  torn  down.  The 
company  have  had  a  very  prosperous  sea- 
son. 

H.  B.  Ames.  M.P.,  who  is  a  director  of 
Ames-Holden-McCready,  Limited,  Mont- 
real, recently  addressed  the  Montreal  mem- 
bers of  the  Canadian  Manufacturers'  As- 
sociation on  the  Australian  system  of  pro- 
tection. Mr.  Ames  made  a  close  study  of 
the  paternal  tariff  system  which  was  in- 
augurated in  Australia  in  1906,  when  he 
went  there  two  years  ago  to  attend  the 
Congress  of  Chambers  of  Commerce  of 
the  Empire :  and  he  has  since  followed  its 
operations  closely. 

Jacob  Kaufman,  of  the  Kaufman  Rubber 
Co.,  Berlin,  has  been  elected  president  of 
the  Dominion  Wood  &  Lumber  'Co.,  of 
Trout  Creek,  Ont.  The  object  of  the  com- 
pany is  to  build  chemical  plants,  and  other 
necessary  buildings  for  the  distillation  of 
wood  taken  from  limits  in  the  neighborhood 
of  Trout  Creek,  Ont.  A  meeting  will  be 
held  in  the  course  of  a  week  or  two,  to 
confirm  the  appointment  of  officers.  The 
capitalization  of  the  company  is  $250,000. 

Jos.  B.  Hall,  of  Woodstock,  Ont.,  passed 
away  recently.  He  was  born  in  Yarmouth, 
Eng.,  78  years  ago,  and  had  resided  in 
Canada  45  years.  In  his  earlier  career  he 
was  a  clerk  in  the  shoe  store  of  the  late 
D.  C.  Richardson,  of  Woodstock.  He  was 
a  man  of  good  business  habits,  sterling 
character,  and  noted  for  his  integrity  and 
honesty  of  purpose. 

The  Truro  Sun  says :  The  Durkee  Boot 
and  Shoe  Company  have  now  four  repre- 
sentatives on  the  road  under  the  manage- 
ment of  O.  J.  Killam,  general  sales  agent 
for  the  companv.  These  are  D.  M.  Bur- 
chell,  W.  1 1.  Semple,  G.  L.  Cann  and 
Chester  McLure.  Mr.  Killam  has  just  re- 
turned from  a  business  trip  through  West- 
ern Nova  Scotia  and  reports  splendid  busi- 
ness there.    One  of  the  pleasing  things  is 


the  favorable  attitude  displayed  by  the 
dealers  in  Nova  Scotia  towards  Truro's 
new  industry. 


Accepts  a  Responsible  Post. 

George  Cain,  who  for  the  past  fourteen 
years  has  been  prominently  connected  with 
"the  Gutta  Percha  and  Rubber  Manufactur- 
ing Company,  Toronto,  has  been  appointed 
general  sales  manager  for  Canada  of  the 
Miner  Rubber  Co.,  whose  factories  are 
located  at  Granby,  Quebec.  Mr.  Cain  this 
week  entered  upon  his  duties  and  his  num- 
erous friends  in  the  trade  will  wish  him 
every  success  in  his  new  position.  He  was 
for  six  years  assistant  manager  of  the  rub- 
ber footwear  department  of  the  Gutta 
Percha  and  Rubber  Manufacturing  Co.,  and 
established  a  wide  connection,  being  well 
liked  for  his  good  nature,  obliging  disposi- 
tion, and  excellent  business  insight.  It  is 
understood  that  the  Miner  Rubber  Co.  will 
open  a  warehouse  in  Toronto  immediately, 
where  a  full  and  representative  stock  in  all 


George  Cain 
The  newly  appointed  sales  manager  of  the 
Miner  Rubber  Company. 


lines  will  be  carried.  The  company  will  go 
direct  to  the  trade  in  Ontario.  The  fac- 
tories are  now  being  run  at  their  fullest 
capacity  and  the  prospects  for  an  excep- 
tionally busy  season  are  decidedly  bright. 
The  policy  of  the  Miner  Rubber  Company 
with  regard  to  the  other  provinces  of  the 
Dominion  will  be  settled  upon  at  an  early 
date.  Mr.  Cain  has  taken  hold  of  his 
responsible  post  with  characteristic  aggres- 
siveness and  will  soon  have  things  in  com- 
plete working  order.  In  connection  with 
the  Toronto  warehouse  an  efficient  office 
and  sales  staff  will  be  maintained.  Pending 
arrangements  for  the  definite  location  of 
the  Miner  Rubber  Company's  quarters,  Mr. 
Cain  may  be  found  at  his  residence,  135 
Galley  Avenue,  '1  oronto. 


Monument  for  Veteran  Traveler. 

The  city  travelers  and  retail  shoe  mer- 
chants of  Toronto  held  a  meeting  a  few 
days  ago  in  which  it  was  decided  to  take 
some  steps  to  show  appreciation  of  the 
splendid  qualities  and  faithful  service  of 
the  late  Edwin  Davis,  the  veteran  city 
n  presentative  who  died  on  October  9th 
last.  It  was  agreed  that,  as  a  mark  of  re- 
spect and  esteem,  a  suitable  monument  be 
erected  in  Mount  Pleasant  Cemetery.  W. 
Fegan  and  John  Perkins  were  appointed  a 
committee  to  wait  upon  the  members  of 
the  family  of  Mr.  Davis,  which  they  did, 
and  laid  the  matter  before  them.   They  con" 


sented  to  the  move,  and  are  deeply  touched 
at  the  tribute  of  kindness  and  evidence  of 
thoughtfulness  from  the  trade  with  which 
Mr.  Davis  was  long  and  favorably  known. 
Steps  will  now  be  taken  to  select  an  ap- 
propriate memorial  to  mark  the  last  rest- 
ing place  of  a  faithful  and  upright  member 
of  the  shoe  interests  of  Toronto. 

Investigation  Is  Deferred. 

The  investigation  into  the  United  Shoe 
Machinery  Company,  of  Canada,  or- 
dered on  complaint  of  Mayor  Drouin,  of 
Quebec  City,  that  the  company  was  acting 
in  restraint  of  trade,  has  been  held  up  by 
the  new  federal  government,  says  a  de- 
spatch from  Montreal.  Judge  Laurendeau, 
chairman  of  the  (Investigation  Commission, 
was  this  week  notified  to  suspend  all  pro- 
ceedings until  Hon.  C.  J.  Doherty,  the  new- 
Minister  of  Justice,  has  come  to  a  decision 
about  the  case. 

Window  Dressers  Meet. 

The  window  dressers  have  formed  them- 
selves into  an ,  organization  with  the  fol- 
lowing officers :  Hon.  President,  S.  S. 
Moore,  Toronto ;  President,  H.  C.  Mac- 
donald;  Vice-presidents,  F.  Robinson  Ham- 
ilton, and  F.  Kickley,  Guelph ;  Secretary- 
treasurer,  J.  L.  Maude,  Toronto;  Execu- 
tive Committee,  J.  A.  McNabb  and  J.  Mc- 
Nicholl,  Peterboro,  and  W.  Andrews,  St. 
Thomas.  It  was  decided  to  hold  a  conven- 
tion in  Toronto  about  the  second  week  in 
August  next  year,  when  prizes  for  the  best 
work  in  window  decorating  during  the  year 
preceding  will  be  awarded,  and  demonstra- 
tions by  the  foremost  window  men  in 
America  will  be  given. 

Traveler  Sues  Railroad. 

A  libel  action  for  $5,000  was  entered  re- 
cently against  the  Canadian  Northern  Rail- 
way by  Sydney  Levine,  a  Montreal  com- 
mercial traveler.  Last  winter,  it  is  claim- 
ed a  passenger  boarded  a  C.N.R.  train  at 
Winnipeg,  bound  for  Portage  La  Prairie, 
and  made  statements  regarding  his  ticket 
or  excess  baggage,  which  the  conductor 
convinced  himself  were  false,  and  taxing 
the  passenger  with  the  discrepancy  en- 
quired his  name.  It  is  alleged  that  the  lat- 
ter gave  the  name  of  S.  Levine,  and  that 
he  represented  the  Commercial  Travelers' 
Association.  The  railway  sent  a  communi- 
cation to  the  association,  adding  that  the 
name  of  Levine  should  be  struck  from  the 
roll  of  membership.  Mr.  Levine  says  that 
a  mistake  has  been  made  in  regard  to  iden- 
tity, and  that  he  was  not  on  the  train  at 
the  time. 

Fund  for  Mr.  Rousseau. 

Francis  E.  Rousseau,  traveler  for  the 
Relindo  Shoe  Co.,  Toronto,  who  met  with 
such  a  terrible  accident  when  getting  off 
a  train  at  Blyth,  Ont.,  a  few  weeks  ago, 
is  still  in  the  hospital  at  Wingham,  where 
he  is  making  as  good  progress  as  could  be 
expected  under  the  distressing  circum- 
stances of  having  both  limbs  severed.  His 
fellow  travelers  are  doing  all  in  their  power 
to  show  their  sympathy  with  him  in  his 
affliction,  and  hundreds  of  them  are 
contributing  to  a  fund  which  is  growing  to 
large  proportions.  The  movement  was  be- 
gun by  A.  E.  Cornelius,  traveler  for  the 
John  McPherson  Company,  of  Hamilton, 
and  has  been  enthusiastically  taken  up  by 
numerous  road  representatives.  John  E. 
Swarts,  proprietor  of  the  Queen's  Hotel, 
Wingham,  has  also  done  much  in  this  direc- 
tion, and  every  traveling  man  staying  at 
the  hotel  and  many  others,  have  made  do- 
nations. It  is  understood  that  Mr.  Rous- 
seau did  not  have  any  accident  insurance, 
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but  generosity  has  not  been  lacking  on  the 
part  of  the  force  of  commercial  men  who 
cover  Western  Ontario.  He  is  being  well 
looked  after  and  ministered  to,  not  only 
by  the  Relindo  Shoe  'Co.,  who  it  is  under- 
stood, will  give  him  an  office  position  when 
he  is  able  to  leave  the  hostpital,  but  by 
many  friends  throughout  the  province. 

The  Price  of  Leather. 

The  price  of  leather  has  been  fairly  stable 
recently,  but  as  this  is  the  season  for  an 
increased  demand  for  leather,  there  is  a 
probability  of  a  rise  in  price.  The  local 
demand  now  is  considerable,  says  the  Com- 
mercial Review,  of  Vancouver,  B.C.  Firms 
like  the  J.  Leckie  Co.  use  up  large  quan- 
tities. The  business  of  this  firm  is  steadily 
growing,  and  they  have  been  obliged  to 
work  overtime  to  fill  their  orders.  They 
buy  a  good  deal  of  their  leather  from  the 
Fraser  River  Tannery,  but  special  lines  are 
brought  in  from  New  York  and  other 
Eastern  States,  as  well  as  Scotland. 

Eight  Toes  for  Women. 

"American  women  will  have  only  four 
toes  on  each  foot  a  thousand  years  from 
now,  because  they  wear  shoes  too  small  for 
them.  This  in  time  will  pinch  the  little 
toe  of  each  foot  out  of  existence."  This 
was  the  assertion  of  Dr.  Franz  Bergman, 
a  noted  German  physician  of  Berlin,  tour- 
ing the  United  States  to  study  American 
life.  He  has  been  in  America  one  year, 
and  is  about  to  return  to  his  home,  where 
he  will  file  a  report  with  a  board  of  medical 
research. 

Suit  for  Heavy  Damages. 

A  Boston  despatch  says :  A  bill  of  com- 
plaint has  been  filed  in  the  'federal  court 
in  a  suit  for  $2,000,000  against  the  United 
Shoe  Machinery  Company  and  its  officers 
on  account  of  an  alleged  violation  of  the 
Sherman  antd-trust  act.  The  suit  is  brought 
by  Charles  A.  Stroud,  of  Portland,  .Me.,  as 
trustee  for  the  Goddu  Sons  Metal  Fasten- 
ing Company.  The  complaint  alleges  that 
in  violation  of  the  Sherman  Act  the  Shoe 
Machinery  Company  forced  the  complainant 
company  out  of  business,  and  therefore, 
asks  for  damages. 

Activity  in  Fall  Shoes. 

The  slight  falls  of  snow  in  various  parts 
of  the  country  during  the  past  few  '  days 
have  helped  the  retail  shoe  men  in  Toronto 
and  other  centres  throughout  the  province, 
and  given  an  impetus  to  trade.  Rubber 
footwear  is  now  selling  rapidly,  and  all 
heavy  soled  shoes  are  moving  freely.  But- 
ton boots  for  street  use  and  fancy  satin 
slippers  for  evening  wear  are  taking  well 
with  the  ladies.  Toronto  retailers  find 
the  prospects  for  winter  trade  decidedly 
bright.  Sorting  with  the  jobbers  has  been 
brisk,  and  the  hunting  season  has  brought 
forth  a  lively  demand  for  oil  tans  and  elk 
skins.  Felt  goods  are  also  in  active  requi- 
sition. Spring  orders  are  coming  in  much 
more  satisfactorily,  and  the  factories  are 
getting  busy.  The  proprietors  feel  that  they 
have  an  exceptionally  brisk  season  ahead. 
Tanners  report  that  the  price  of  all  leathers 
is  very  firm,  and  stocks  of  hides  are  in 
some  instances  low.  Sole  leather  tanners 
state  that  the  past  month  has  been  good, 
and  the  outlook  is  encouraging.  Contracts 
covering  six  months  ahead  are  being  book- 
ed by  some  firms  at  the  present  figures. 
The  business  prospects  so  far  as  the  leather 
and  shoe  interests  are  concerned  are  most 
promising.  Rubber  footwear  factories  are 
pushed  to  the  limit,  and  scores  of  retailers 
who  delayed  ordering  are  now  sending  in 
requisitions  for  goods  for  instant  delivery. 


It  is  said  that  a  number  will  be  disappoint- 
ed, and  have  to  wait  for  some  time. 

New  Factory  is  Very  Busy. 

Since  the  Regal  Shoe  factory  was  started 
in  Toronto,  five  months  ago,  it  has  had  an 
exceptionally  busy  period  under  .Superin- 
tendent J.  T.  King,  and  the  spring  run  has 
now  icommenced  in  earnest.  The  samples 
that  have  been  turned  out  here  with  Can- 
adian labor,  material  and  workmanship  are 
right  up  to  the  mark.  The  high,  full  toe 
is  shown  on  a  number,  but  the  low  toe 
seems  approaching  in  favor.  The  offerings 
of  the  factory  during  the  coming  season 
will  be  principally  in  gunmetals  and  tans, 
although  there  will  be  a  fair  representation 
of  patents.  Four  shades  of  tan  are  shown 
and  are  generally  lighter  than  last  year. 
Button  boots  are  strong  leaders,  and  will 
he  worn  .by  a  large  number  of  men.  The 
Regal  people  have  not  found,  so  far,  any 
great  call  for  the  button  oxford,  although 
they  are  making  a  number.  Heels  .gener- 
ally, are  a  little  lower  than  last  fall.  The 
bal.  is  coming  back  into  favor  in  the  higher 
priced  lines,  and  it  will  not  be  surprising  to 
find  that  low  toes  on  custom  lasts  in  both 
high  and  low  cuts  will  reign  as  the  prin- 
cipal sellers.  It  is  reported  that  the  rush 
of  orders  has  been  so  heavy  with  the  com- 
pany that  steps  may  be  taken  at  an  early 
date  to  erect  a  large  addition  to  the  Can- 
adian factory  in  order  to  take  care  of  the 
rapidly-expanding  trade. 

The  Shoe  Trade  in  Montreal. 

Everything  denotes  an  unusually  heavy 
spring  run  in  most  of  the  Montreal  shoe 
factories.  Orders  continue  to  come  in  in 
satisfactory  volume,  even  though  many 
travelers  have  now  practically  finished  their 
work.  Sorting  orders  on  fall  lines  are  also 
fairly  good,  indicating  that  retailers  gen- 
erally are  having  a  good  selling  season. 
Retailers  claim  to  be  very  Ibusy,  and  in 
the  majority  of  cases  have  sold  an  unusual 
amount  of  goods,  though  some  claim  that 
the  consistently  fine  weather  has  tempted 
people  to  put  off  buying  until  winter  sets  in 
in  earnest.  Gun  metals  and  patents  have 
the  call  and  tans  are  also  being  sold  in 
various  shades.  Rubbers  and  felts  are  he- 
ginning  to  move,  owing  to  the  inclement 
weather  of  the  last  few  days.  Most  retail- 
ers have  good  stocks  on  hand,  though  many 
put  off  buying  until  a  late  date.  Factories 
are  now  buying  fairly  strong,  as  the 
spring  runs  are  on  in  force.  Tanners  are 
dissatisfied  with  prices  offered,  owing  to 
the  high  prices  of  raw  materials,  claiming 
a  decided  increase  in  leather  quotations  is 
warranted.  Patent  colt  and  dull  calf  are 
going  strong,  sheepskins  and  splits  are  also 
looking  up.  Sole  leather  is  quite  firm,  and 
in  demand,  though  more  bottoming  will  be 
under  way  in  the  near  future  than  at  pre- 
sent. The  prospects  for  the  remainder  of 
the  year  are  very  good,  indeed. 


QUEBEC  CITY  JOTTINGS. 

Talk  of  Technical  School  of  Shoemaking — 
Blouin  Business  in  Levis  Reorganized 
— Gauthier  Business  Extending. 

J.  M.  Muir,  of  the  James  Muir  Company, 
was  in  Toronto  and  the  West  the  middle 
of  October. 

It  is  good  to  learn  that  Mr.  Gauthier 
is  regularly  at  his  post  again.  Fie  is  one 
of  those  hard  workers  who  do  not  like 
to  be  under  doctor's  orders. 

All  the  factories  in  the  city  are  busy, 


starting  into  their  immediate  and  spring 
orders  after  having  taken  their  inventories 
and  from  what  can  be  gleaned  they  all 
expect  to  be  kept  so  all  winter. 

No  failures  have  been  reported  in  the 
city  or  district  in  the  boot  and  shoe  busi- 
ness recently.  Prices  in  leather  and  hides 
remain  pretty  much  the  same  as  they  have 
been  of  late,  though  a  little  increase  in 
some  kinds  of  sole  leather  has  been  re- 
ported. 

C.  E.  McKeen,  although  he  spends  most 
of  his  time  in  the  West,  likes  to  get  back 
to  old  Quebec  once  in  a  while,  and  his 
friends  are  pleased  to  see  him.  He  was  in 
town  this  month,  and  spoke  highly  of  busi- 
ness in  the  West. 

Louis  Gauthier  is  going  to  increase  the 
capacity  of  his  factory  by  1,000  pairs  a 
day  through  the  erection  of  a  new  wing. 
When  it  is  completed,  all  McKay  goods 
will  be  produced  in  the  new  section,  while 
2,000  pairs  Goodyear  can  be  made  daily  in 
the  present  building. 

J.  E.  Blouin,  Limited,  is  to  be  the  name 
of  the  newly  incorporated  firm  which  takes 
over  the  Blouin  factory  in  Levis.  It  will 
be  recalled  that  Cleophas  Blouin  was  re- 
cently appointed  sheriff  of  Quebec,  which 
made  necessary  a  reorganization  of  the 
company.  The  statutes  do  not  permit  a 
man  to  be  sheriff  and  make  shoes  at  one 
and  the  same  time. 

The  Blouin  company  is  capitalized  at 
$50,000,  and  J.  H.  Hamilton  will  be  manag- 
ing director.  The  factory  is  a  good-sized 
one,  and  Mr.  Hamilton  anticipates  turning 
out  125  cases  a  week  pretty  soon.  Men's, 
boys',  and  youths'  lines  in  Goodyear,  stand- 
ard screw  and  peg,  as  well  as  women's  Mc- 
Kay and  standard  screw  will  continue  to 
be  the  product  of  the  factory.  Blouin's 
feature  line  is  a  men's  $3.50  shoe  that  the 
trade  seem  to  like. 

"I  cannot  understand  why  they  will  not 
give  the  manufacturer  a  chance,"  said  a 
prominent  Quebec  shoe  man,  discussing  the 
fashion  in  which  shoes  are  ordered.  "Every- 
body waits  till  the  last  minute,  and  then 
they  overwhelm  the  manufacturer  with 
orders  that  must  be  delivered  at  once.  Of 
course,  style  changes  explain  the  situation, 
we  know  that,  but  just  the  same,  a  good 
deal  is  expected  of  the  man  who  makes 
the  'shoes,  and  if  it  is  impossible  to  change 
the  system  so  as  to  give  the  maker  more 
time  to  turn  out  the  shoes  as  they  should 
be  made,  the  trade  should  at  least  under- 
stand the  predicament  in  which  we  are 
placed." 

There  is  more  or  less  talk  in  Quebec 
City  on  the  subject  of  a  new  department  in 
the  provincial  technical  school  system. 
George  Amyot,  a  prominent  educationalist, 
has  advocated  the  inauguration  of  technical 
classes  to  teach  shoemaking.  The  project 
is  one  that  will  require  some  thought,  for 
such  classes,  to  be  really  useful  in  a  com- 
munity like  Quebec,  must  take  up  the  sub- 
ject in  a  thorough  manner.  One  man  could 
hardly  be  expected  to  teach  all  branches 
of  shoemaking.  Probably  a  chief  instruct- 
or with  capable  assistants  chosen  from 
the  ranks  of  expert  heads  of  different  de- 
partments would  compose  the  staff.  The 
U.  S.  M.  Co.  were  approached  on  the  sub- 
ject through  "Joe"  Rogers,  local  manager, 
and  the  company  promised  co-operation  to 
the  extent  of  loaning  necessary  machinery, 
should  the  idea  be  carried  out.  Classes 
would  likely  be  started  in  Montreal  also, 
if  the  plan  were  effected  in  Quebec.  Such 
classes  are  now  conducted  in  Boston. 
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ORGANIZATION  IS  COMPLETED. 

Montreal  Shoe  Manufacturers  Elect  Officers  • 
and  Adopt  a  Progressive  Constitu- 
tion— Bright  Outlook. 

A  meeting  of  the  Montreal  Boot  and 
Shoe  Section  was  held  on  October  24th  in 
the  Canadian  Manufacturers'  Association 
board  room.  Mr.  J.  Daoust  presided,  and 
the  other  members  present  were :  Raoul 
Lanthier,  Clarence  F.  Smith,  Walter  Smar- 
don,  H.  E.  Moles,  Ralph  Locke,  H.  Ren- 
aurd  (St.  Henri  Shoe  Co.),  O.  Brunei,  J. 
I.  Chouinard,  J.  A.  Cote,  J.  A.  Adams,  A.  P. 
Cimon.  » 

The  chairman  explained  the  business  of 
the  meeting  to  be  the  consideration  of  the 
draft  constitution  and  by-laws  prepared  by 
the  special  committee  appointed,  and  to 
elect  officers. 

The  secretary  read  the  draft  by-laws  ar- 
ticle bv  article,  and  they  were  then  con- 
sidered' in  detail.  A  slight  amendment  was 
made  to  Article  6,  and  the  wording  of 
Article  10  was  altered. 

The  matter  of  paying  special  fees  for  the 
section  was  discussed.  On  motion  of 
Messrs.  Smith  and  Smardon  it  was  decided 
that  there  should  be  no  fees  for  the  first 
year  at  least.  The  by-laws  as  amended 
were  then  adopted. 

Officers  and  Committees. 

A  committee  composed  of  Messrs. 
Locke,  Cote  and  Brunet  was  appointed  to 
prepare  a  list  of  nominees  for  office,  and 
after  a  short  adjournment  they  reported  a 
slate  which  was  as  follows: 

Chairman — J.  Daoust. 

Vice-chairman— Clarence  F.  Smith. 

Reception  and  Membership — Walter 
Smardon,  chairman ;  N.  Tetrault,  A.  Cor- 
beil. 

Transportation  and  Commerce — George 
A.  Slater,  chairman ;  N.  Macfarlane,  J.  I. 
Chouinard. 

Tariff  and  Legislation— Raoul  Lanthier, 
chairman ;  H.    E.  Moles  Alf.  Lambert. 

The  Constitution. 

The  proposed  constitution  and  by-laws  of 
the  Montreal  Boot  and  Shoe  section  of  the 
Canadian  Manufacturers'  Association  are: 

(1)  .  The  name  of  the  section  shall  be 
»he  Montreal  Boot  and  Shoe  section  of  the 
Canadian  Manufacturers'  Association. 

(2)  .  The  section  shall  be  composed  of  all 
l>oot  and  shoe  manufacturers  who  are  now, 
or  who  may  become,  members  of  the  asso- 
ciation ;  and  who  may  apply  for  member- 
ship in  the  section. 

(3)  .  The  purpose  of  this  section  shall  be: 
fa).  To  protect  the  interests  of   the  boot 

and  shoe  industry,  particularly  with  refer- 
ence to  such  matters  as : 

1 — Legislation  affecting  the  industry. 

2.  — The  customs  tariffs  on  boots  and 
shoes,  and  on  the  materials  used  in  their 
manufacture;  and  the  administration  of 
such  tariffs. 

3.  — Freight  and  express  matters. 

(b).  To  procure  uniformity  in  the  cus- 
toms and  usages  of  the  industry,  provided 
always  that  there  shall  be  no  attempt  what- 
ever on  the  part  of  the  section  to  regulate 
the  prices  of  goods  or  the  employment  of 
labor :  or,  in  general  to  make  any  regula- 
tion which  may  place  restrictions  on  any 
member  in  the  operation  of  his  business. 

<>  >.  To  promote  a  more  enlarged  and 
friendly  intercourse  among  the  boot  and 
shoe  manufacturers  of  Canada. 

(4)  .  The  officers  of  the  section  shall 
consist  of  a  chairman,  a  vice-chairman,  and 
a  secretary  Cwho  shall  be  the  secretary  of 
the  Montreal  branch  of  the  association), 


and  also  the  chairman  of  the  three  stand- 
ing committees,  who,  with  the  chairman  and 
vice-chairman,  shall  form  the  executive 
committee  of  the  section.  These  officers 
shall  be  elected  at  the  annual  meeting  of 
the  section  for  a  term  of  one  year. 

(5)  .  The  duties  of  the  chairman,  or  in 
his  absence,  the  vice-chairman,  shall  be  to 
preside  at  all  meetings  of  the  section,  and 
of  the  executive  committee;  to  authorize 
the  calling  of  meetings,  either  in  his  own 
initiative  or  on  request  of  any  two  mem- 
bers of  the  section  or  of  the  executive 
committee,  as  the  case  may  be;  and  to  act 
as  representative  of  the  section  whenever 
circumstances  may  require  it.  The  duties 
of  the  executive  committee  shall  be  to 
carry  out  or  to  supervise  the  carrying  out 
of  the  instructions  of  the  section,  and  to 
work  for  the  advancement  of  the  interests 
of  the  section. 

The  Standing  Committees. 

(6)  .  There  shall  be  three  standing  com- 
mittees, each  to  be  composed  of  three 
members  who  shall  be  elected  at  the  annual 
meeting  each  year.  If  a  vacancy  should  oc- 
cur on  any  of  these  committees,  it  shall 
be  filled  by  appointment  by  the  executive 
committee. 

(a)  .  On  reception  of  membership. 

(b)  .  On  transportation  and  commerce. 

(c)  .  On  tariff  and  legislation. 

(7)  .  The  annual  meeting  shall  be  held 
each  year  at  least  two  weeks  prior  to  the 
annual  meeting  of  the  branch.  Other  gen- 
eral meetings  shall  be  held  regularly  dur- 
ing the  first  week  of  every  second  month, 
unless  the  executive  committee  shall,  for 
good  cause,  decide  otherwise.  Special 
meetings  may  also  be  called  at  any  time  by 
the  chairman  (or  in  his  absence  the  vice- 
chairman),  either  in  his  own  initiative  or 
on  request  of  any  two  members  of  the 
section. 

The  Right  to  Vote. 

(8)  .  Each  individual,  partnership  or 
company  shall  be  entitled  to  be  represented 
and  to  vote  at  meetings  of  the  section,  by 
the  person  representing  that  individual, 
partnership  or  company  in  the  association. 
If,  however,  any  member  shall  be  unable  to 
attend  any  regular  meeting  by  reason  of 
illness  or  absence  from  the  city,  he  may 
by  writing,  delegate  another  active  mem- 
ber of  his  firm  to  be  present  in  his  stead 
and  to  act  for  him. 

The  chairman  shall  vote  in  meetings  of 
the  section  only  when  there  is  equality  of 
votes. 

(9)  .  A  majority  of  the  members  shall 
constitute  a  quorum  at  any  general  meet- 
ing of  the  section  and  a  majority  of  the 
officers  at  any  meetines  of  the  executive 
committee.  Two  members  shall  constitute 
a  quorum  at  a  meeting  of  a  standing  com- 
mittee. 

( ro).  These  by-laws  may  be  altered  or 
amended  at  any  regular  meeting  of  the 
section  by  a  two-thirds  vote  of  the  mem- 
bers present ;  provided  that  the  proposed 
amendment  be  sent  to  the  secretary  in 
writing  at  least  ten  days  before  the  date 
of  such  meeting,  and  a  copy  thereof  be 
sent  bv  him  to  each  member  within  at 
lea  si  six  days  before  the  date  of  the 
meeting. 


Justifies  Button  Machine  Trust. 

In  the  last  issue  of  the  Shoe  and  LeaTh- 
kr  JOURNAL  attention  was  called  to  the 
merger  of  firms  in  the  United  States  who 
manufacture  button-attaching  machines. 
It  was  stated  th**  figure  for  wire  and  pat- 
ent fasteners  had  been  advanced,  and  that 
it  was  expected    supplies  would  increase  50 


per  cent,  in  price.  Wm.  E.  Elliott,  of 
Grand  Rapids,  Mich.,  who  is  at  the  head 
of  the  allied  interests,  was  in  Boston  re 
cently,  and  admitted  that  the  shoe  button 
machine  trust  is  a  monopoly.  He  declares 
that  he  would  welcome  a  government  in- 
vestigation, and  contends  that  the  opera- 
tions of  the  amalgamated  concerns  are 
within  the  pale  of  the  law.  In  the  course 
of  an  interview  he  said  in  part  : 

"Before  our  automatic  machines  were 
perfected  and  placed  on  the  market  shoe 
dealers  paid  $2.50  a  great  gross  for  button 
fasteners,  and  had  a  simple  hand  tool  for 
attaching  them.  Now  we  furnish  them  an 
automatic  machine,  and  the  cost  for  the 
button  fasteners  to  lessees  is  from  $1.03 
to  $1.20  a  great  gross.  It  now  costs  the 
dealers  using  our  machines  less  to  put 
patent  fasteners  on  shoes  than  to  furnish 
shoe  strings. 

"The  small  dealers,  little  retailers  and 
cobblers,  for  instance,  couldn't  afford,  in 
many  instances,  to  pay  $25  for  a  machine, 
but  some  of  the  big  dealers  would  be  glad 
to  pay  $500  for  one  if  they  could  buy  it 
outright,  but  we  won't  sell  the  machines 
to  anybody.  The  big  fellow  and  the  little 
fellow  receive  exactly  the  same  treatment. 
It's  exactly  the  same  system  pursued  by 
the  United  Shoe  Machinery  Company.  They 
lease  machines  to  the  small  manufacturers 
at  the  same  price  they  charge  the  big  fel- 
lows, and  we  do  the  same  thing.  We  have 
$5,000,000  worth  of  our  machinery  in  use 
in  this  country  to-day. 

"We  are  taking  the  same  position  as  the 
International  Harvester  Company.  Our 
books  are  open.  Everything  in  the  metallic 
automatic  shoe  fastener  is  controlled  by 
me.  We  have  36,000  Elliott  machines  in 
use  in  the  United  States,  and  I  have  pat- 
ents on  the  machines  in  all  foreign  coun- 
tries, and  I  also  have  manufactories  abroad. 

"I  am  bringing  to  the  people  two_  points: 
We  have  reduced  the  cost  of  attaching  shoe 
buttons  over  130  per  cent.,  and  our  supply- 
ing the  dealers  with  automatic  time-saving 
machinery  in  which  they  have  no  invest- 
ment, made  it  possible.  The  cost  of  at- 
taching shoe  buttons  with  the  patent  fasten- 
ers is  less  than  furnishing  the  shoe  strings." 


He  Is  As  Good  As  Ever. 


Who  is  Hubert 
Lionel  Geene?  Ask 
anyone  in  Eastern 
Ontario,  and  they 
would  have  to  think 
twice  before  they 
could  "place"  him 
or  his  shoe  route. 
As  "Bert"  Geene 
he  is  known  far  and 
favorably.  After  an 
illness    of  three 


months  he  is  now  able  to  resume  his  duties, 
and  his  former  good  health  is  gradually 
returning.  For  over  fourteen  years  he 
has  been'  with  Garside  &  White,  of  Toron- 
to, and  always  covered  Eastern  Ontario. 
He  began  by  doing  the  towns  "along  the 
front,"  and  has  gradually  drifted  farther 
east,  his  territory  now  being  from  Ganan- 
oque  and  extending  to  Renfrew,  Pem- 
broke, Ottawa  and  all  the  intervening  com- 
munities. "Bert,"  as  he  is  familiarly 
known,  is  one  of  the  most  genial  and  best- 
liked  road  men  in  the  province.  He  is  a 
good  salesman,  an  enthusiastic  shoeman, 
and  a  warm-hearted  associate.  He  resides 
in  Ottawa,  and  has  a  summer  home  at 
Britannia-on-the-Bay,  a  popular  resort  near 
the  capital.  His  numerous  friends  amonsr 
the  retail  trade  are  glad  to  have  him  back 
on  the  route  after  a  long  and  rather  seri- 
ous illness. 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


Established  Over  Half  a  Century 


BERLIN 


ONTARIO 


TANNERS  OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel" — all  as  good  as  ever. 
Grain   Leathers,   Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.     Best  material.  Best 
.  workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


BUSINESS  GOOD  IN  WEST. 

Prairie  Retailers  Are  Making  Store  Im- 
provements and  Are  Looking  Forward 
to  Big  Fall  Footwear  Trade. 

T.  Switzer,  shoe  dealer,  Yorkton,  SasL  , 
is  removing  from  his  present  store  to  larger 
premises.  He  intends  going  into  men's 
wear  extensively,  and  will  have  one  of  the 
most  up-to-date  shoe  and  men's  wear  estab- 
lishments between  Winnipeg  and  the  Coast. 
The  fittings  are  of  golden  oak  and  counter 
.'■how  cases  will  be  used. 

"This  year's  business  has  been  very  sat- 
isfactory," is  what  Mr.  Creelman,  of  Dowl- 
ing  &  Creelman,  Brandon,  reports.  "Col- 
lections are  very  good,  considering  the 
backward  season,  but  then  again  we  give 
as  little  credit  as  possible."  Dowling  and 
Creelman  carry  a  heavy  stock  of  fine  and 
staple  lines  of  boots  and  shoes. 

J.  Nash,  of  the  firm  of  Nash  &  Nott, 
Brandon,  started  in  the  shoe  line  twelve 
years  ago  in  the  present  premises  now  occu- 
pied by  them  at  937  Rosser  Avenue.  Mr. 
Nott  withdrew  some  months  ago.  The 
business  this  year  is  showing  an  advance 
over  1910. 

"We  have  had  an  excellent  year's  busi- 
ness; an  increase  over  last  year,"  is  the 
report  of  Mr.  Creighton,  manager  of  the 
Adams  Shoe  Co.,  Brandon,  Man.  "Our 
city  is  showing  a  substantial  growth,  and 
I  think  trade  in  general  has  been  ahead 
of  last  season." 

Rice  Bros.,  Brandon,  have  been  in  busi- 
ness less  than  a  year,  but  during  that  time 
they  have  been  very  successful.  They  carry 
a  representative  stock  of  men's,  women's, 
and  children's  fine  shoes,  which  are  nicely 
arranged.    Their  store  presents  a  neat  ap- 


pearance, being  fitted  with  handsome  oak 
fixtures. 

To  a  private  in  the  ranks  of  a  volunteer 
regiment  recruited  in  Simcoe  County,  Ont, 
Winnipeg's  pioneer  shoe  store  owes  its 
existence.  Wm.  Wellband  was  a  member 
of  Col.  Scott's  regiment  in  the  trouble  of 
1872,  and  detailed  to  make  boots  for  the 
officers  of  the  corps.  After  serving 
through  the  rebellion,  he  opened  a  shoe 
business  on  the  corner  of  Portage  Ave.  and 
Main  Street,  in  a  store  about  "the  size  of 
two  piano  boxes,"  to  use  the  expression  of 
Mr.  Wellband,  the  senior  member  of  the 
firm  of  Wellband  &  Robertson,  successors 
to  Wm.  Wellband,  who  retired  some  years 
ago.  The  business  has  been  carried  on 
successfully  for  several  years  by  the  pre- 
sent firm  on  Main  Street.  Several  of 
Western  Canada's  largest  jobbers  in  shoes 
received  their  first  training  under  his 
guidance. 


LATE  NEWS  JOTTINGS. 

Alfred  Winn,  of  the  Winn  Company, 
Perth,  is  in  Hamilton  and  Toronto  on  busi- 
ness in  connection  with  spring  and  summer 
samples. 

D.  Lome  McGibbon,  of  Montreal,  who 
is  spending  a  few  days  in  Porcupine,  has 
resigned  from  the  directorate  of  the  Mont- 
real Street  Railway. 

Fire  visited  the  harness  factory  of 
Adams  Bros.,  Toronto,  this  week,  starting 
on  the  top  floor.  The  damage  to  the  build- 
ing and  stock  was  about  $9,000.  The  prem- 
ises from  roof  to  basement  were  drenched 
with  water. 

The  retail  merchants,  to  the  number  of 
about  150,  who  are  members  of  the  To- 
ronto Board  of  Trade,  held  an  enthusias- 
tic meeting  this  week  to  discuss  the  advis- 


ability of  forming  a  retail  merchants  sec- 
tion of  the  Board  of  Trade.  The  sugges- 
tion met  with  hearty  approval. 

H.  E.  Wettlaufer,  traveler  for  Charles  A. 
Ahrens  &  Co.,  shoe  manufacturers,  of  Ber- 
lin, Ont.,  is  likely  to  be  the  new  president 
of  the  Ontario  Hockey  Association,  the 
annual  meeting  of  which  will  be  held  in 
Toronto  on  Nov.  18th.  Mr.  Wettlaufer 
is  one  of  the  best  liked  hockey  men  in  the 
province.  Kenneth  Casse'man,  of  Cassel- 
man  Bros.,  shoe  retailers,  London,  who  has 
always  headed  the  polls  in  the  election  of 
the  executive  committee,  will  doubtless  be- 
come second  vice-president  of  the  Ontario 
Hockey  Association  this  season. 

If  present  indications  in  the  leather  trade 
are  maintained  Great  Britain  will  shortly 
receive  a  sharp  lesson  on  the  subject  of 
tariff  reform.  The  London  Standard  says 
agents  of  American  boot  and  shoe  manu- 
facturers are  secretly  placing  large  orders 
in  the  principal  hide  and  skin  markets  in 
England  and  Scotland,  and,  should  their 
expectations  be  realized,  a  corner  in  leather 
will  result  which  will  send  up  the  prices 
of  footwear  by  leaps  and  bounds,  thereby 
enabling  the  American  manufacturers  to 
pocket  huge  profits  on  boots  and  shoes 
made  by  American  work  people  from  Bri- 
tish hides  and  re-imported  to  this  country 
free  of  duty.  British  workers  meanwhile 
will  be  unemployed,  because  at  the  price 
which  leather  will  have  reached,  British 
manufacturers  will  be  unable  to  compete 
profitably  with  their  rivals. 

MANUFACTURERS'  AGENT  wants  a 
line  of  mitts,  gloves  and  larrig'ans  to 
handle  on  commission,  from  Port  Arthur 
west.  All  correspondence  confidential. 
Address  "Larrigans,"  care  of  Shoe  and 
Leather  Journal,  Toronto. 
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BOX  TOES  THAT  COME  ALIKE 


i 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

722  VISITATION  ST.,  MONTREAL,  QUE. 


The  campaign  which  we  have  been  conducting  on 
GLOSSEE  GOLDEN  BROWN  KID 

has  been  successful  beyond  expectation. 

Hundreds  of  retailers — among  them  some  of  the  biggest 
in  the  country — have  made  displays  of  our  skins  and  ex- 
pressed themselves  as  being  highly  pleased  with  them. 

This  is  bound  to  be  reflected  in  their  orders. 

Are  you  prepared  ? 

"We  can  ship  100  to  1,000  dozen  skins  on  sight. 

THOMAS  A.  KELLEY  <SL  CO., 

LYNN,  Mass.,  U.S.A.. 


Fred.  C.  A.  Mclndoe  &  Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  foi 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


C.  ROCHETTE 

LES  SAULES,  QUE.,  (Near  Quebec.) 

Largest  and  oldest  Shoe  Stock  manufacturers  in 
Canada.    Also  exporters  to  England. 


Counters,  Box  Toes,  Shanks,  Leather 
Board,  Fibre  Board  and  Friction  Boards 


Mills  and  Factories:  LES  SAULES 


F.  G.  CLARKE,  President. 


C.  B.  CLARKE,  Vice-Priss.  andTkeas. 


Established  1852. 


CLARKE  &  CLARKE,  Limited 

Manufacturers  of  SHEEPSKINS  of  all  kinds 

General  Offices  and  Works — Christie  Street,  TnDQlMTQ 
City  Office  and  Warehouse— 52   Bay  Street,     1  w- 
BRANCHES-59  St.  Peter  St.,  MONTREAL.   G.  S.  Hubbell,  Agent  553  St.  VaUer  St.,  QUEBEC.  Rioharp  Frebes,  Agents" 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


HIDE  and  LEATHER. 
FACTORS 


CASH  ADVANCED 

ON  CONSIGNMENTS 


and  at  Kettering,  Northampton 
Frankfort-on-Maine. 


Cable  "HIDES,"  Leicester. 


KANGAROO 

We  ere  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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 Manu.factta.rers  of  


Solid  Leather  vShoes 

All  Lines,  All  Sizes,  from  Children's 
to  Men's 

&   FINE  LINES  OF  SLIPPERS 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  of  introduction  supplied  to 
bona  fide  traveling  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 


CUTTING  DIES 

of  every  Description  for 
Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E  3778 


Bonner  Leather  Co. 

ZXCanufadurers 

GLAZ  ED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:  1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


McKAY 
SEWN 

SHOES  FOR 

WOMEN,  MISSES 
AND  CHILDREN 

Shoes  that  have  STYLE  and 
FINISH— at  the  right  price 
for  the  Jobbers,  who  are  in- 
vited to  see  samples. 

B.  VAILLANCOURT 

40  GROTHE  ST.,  MONTREAL 


DUCL05  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,      Store,  224-  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL. 


/s  


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 
301  Aird  Ave. 
MONTREAL 


Everything  in  bows,  buckles,  beaded  ornaments,  etc.  Latest  French 
and  English  novelties,  from  3c.  doz.  to  $12  a  pair. 

Enquiries  Solicited. 

SOLOMON     CSL  SPIELMANN 

22  St.  John  Street 


MONTREAL 
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All  the  Bag  and 
Trunk  Makers 
want  fancy  leather 
embossed   on  the 

MOENUS 

Altera  Machine 


They  reject  weak 
imitations. 


Write  for  the  prices  on  the 

OENUS 

Machine  Works 

Frankfurt  on  Main 
GERMANY 
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The  Reading  Population 
of  the  U.S.  A. 


knows  things  today  about  shoemaking  which  have  for  generations 
been  a  part  of  the  "Mysterious  Art"  of  making  shoes.  They  know 
how  a  shoe  can  be  made  that  is  perfectly  smooth  inside,  therefore 
comfortable;  made  in  a  manner  that  requires  good  materials, 
therefore  durable.    In  fact, 

The  Whole  Story  of  the 
Goodyear  Welt  Shoe 

has  been  told  in  the  leading  publications  of  the  country,  and  the 
public  interest  has  been  manifested  in  the  flood  of  requests  which 
we  have  received  from  every  section  of  the  world  for  the  interesting 
booklets  we  are  pleased  to  send  to  all  who  desire  them.  The  demand 
for  Goodyear  Welt  Shoes  is  a  perfectly  logical  one;  to  know  them  is 
to  want  them.  You  can't  say  anything  to  your  customers  that  will 
so  strongly  impress  them  with  quality  as  to  say  "Goodyear  Welt," 
and  it  is  as  well  to  say  it  to  them  before  they  say  it  to  you. 


UNITED  SHOE  MACHINERY  COMPANY 

BOSTON,  MASS. 

United  Shoe  Machinery  Company  of  Canada 

Lagauchetiere  and  St.  Monique,  MONTREAL,  QUE. 


TENNIS  SHOES 


Season  1911-1912 

The  Maltese  Cross  Tennis  line 
for  this  year  is  the  most  com- 
plete that  has  ever  been  offered. 

If  you  want  to  make  a  feature  of 
Sporting  Shoes,  you  can  get  help 
from  it.  Wait  and  see  it. 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,   Halifax,   Winnipeg,   Calgary,  Vancouver, 
Branches  :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


NOVEMBER  15th  TORONTO  1911 


J0URN4L 


Holiday  Hints 

in 

Retail 
Advertising 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in*  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft,  ihis 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 


2  Split  Bottom  Buffing  Rolls 
2  Flat  X-Ray  Heel  Scouring  Wheels 
2  "  C"  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require-    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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ARE  YOUR  COUN- 
TERS DURABLE? 

If  not  your  shoe  is  weak.  Not  "How 
cheap,"  but  "How  good,"  should  be  your 
motto  in  ordering  counters. 

Guay's  New  Patent  Counter  is  made  of 
solid  leather,  and  so  well  made  that  it 
will  outwear  any  shoe. 

You  can't  afford  to  take  chances  on  in- 
ferior material  and  workmanship.  Write 
for  full  information. 

WE  MAKE  ALSO  STANDARD 
BOARD  and  UNION  COUNTERS 


Eugene  Guay 


230  St.  Marguerite  St- 
Montreal 


OOOOOOOOOOOOOOOOOOOOOOOOO 
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ON  EVERY  PAIR  o 


Here  is  Easy  Money 
For  Your  Findings  Dept. 


You  can  keep  your  Winter  Find- 
ings sales  equal  to  summer  figures 
by  stocking  my  new 

FEATHERWEIGHT 

ICE  CREEPER 

It  will  sell  like  hot  cakes;  and 
every  pair  gives  you  a  big  profit. 
It  comes  in  Men's  and  Women's 
sizes,  to  fit  any  shoe  or  rubber, 
(note  illustrations). 
Let  me  know  if  your  jobber  can- 
not meet  your  needs.  I  can  do 
so.    Drop  me  a  Line. 

LIGHT.       SIMPLE.  DURABLE. 

P.  E.  BOIVIN 

PATENTEE    AND  MANUFACTURER 

GRANBY,  QUE. 

ALSO  TROY,  N.Y. 


Matter 

Supplied 

Dealers 


Fig  I  2 
Fig  i  shows  creeper  pushed  up  from  heel 
when  not  in  use.    Fig  2  shows  creeper  in  use. 
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AS  a  shoe]merchant  sows  satisfac- 
tion so  shall  he  reap  success. 
The  more  satisfaction  that  is 
sown,  the  more  success  will  be  reaped. 

Now,  it  stands  to  reason  that  if  a 
merchant  is  not  getting  sufficient 
success  from  the  shoes  he  is  selling 
he  will  change  his  base  of  supplies 
until  he  gets  shoes  that  give  a  maxi- 
mum of  satisfaction. 

If  in  this  "  feeling-out  "  process  the 
majority  of  shoe  merchants  come  to 
the  same  conclusion  regarding  who  is 
the  most  satisfactory  jobber  to  deal 
with,  it  is  a  pretty  sure  indication 
that  he  is  the  jobber  you  should 
buy  from. 

It's  a  fact  that  the  great  majority 
of  the  shoe  dealers  of  Canada  buy 
from  me. 

Just  think  that  over  before  giving 
your  next  order. 

JAMES  ROBINSON 
[182-186  McGill  Street,  Montreal 
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CHROME  RUSSIA  No.  22 

A  BEAUTIFUL  TAN  SPRING  CALF 


It  will  not  fade. 

It  is  even  in  color  from  head  to  butt 
and  from  skirt  to  skirt.   Every  skin  ex- 
actly the  same.    No  matching  required. 

It  therefore  cuts  profitably. 

It  is  a  washable  yet  open- grained 
leather.  A  washing  with  castile  soap 
removes  all  trace  of  dirt  or  stain  ac- 
quired while  the  shoe  is  in  the  making. 

Write  now  for  sample  with  price 
ticket  on. 


DAVIS   LEATHER  CO.,  LIMITED 

NEWMARKET,  ONTARIO 
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A  Complete  Traveling  Outfit 

If  properly  displayed,  catches  the  eye  of  the  gift-hunter  who 
wants  to  give  something  useful,  not  merely  ornamental,  and 
this  species  of  giver  is  increasing  yearly.  This  is  your  chance, 
as  a  shoeman,  to  turn  the  spending  spirit  to  your  great  advantage. 

Here  are  shown  only  two  of  a  large  and  varied  range  of  fitted 
bags  and  suitcases  for  both  men  and  women,  made  by  us  with 
this  end  in  view.  They  sell  easily,  as  their  convenience,  elegance 
and  finished  workmanship  are  apparent  at  a  glance.  Fit- 
tings and  leather  are  the  best  that  can  be  procured. 

Both  at  our  factory  and  at  our  various  distributing  depots  we 
have  a  complete  line  of  these  articles  for  the  gift  season 
ready  for  immediate  shipment. 


MONTREAL 

"The  Big  Baggage  Makers'' 


Our  handsome  Christ- 
mas catalogue  is  just  off 
the  press.  It  is  yours 
for  the  asking.  The 
time  is  short.    Drop  us 


Quality  does  it 

The  tremendous  demand  for  our  Tan, 
Gunmetal  and  Patent  Calf  goods,  is  in 
itself  conclusive  evidence  that  they  are 
meeting  with  the  approval  of  the  Trade. 
We  can  conscientiously  advise  the  stock- 
ing of  these  different  lines,  to  be  had  on 
the  most  up-to-date  patterns  and  lasts. 
Their  fitting  qualities  have  been  thor- 
oughly  tested   before   being  approved. 

We  have  already  put  before  you  our 
great  Advertising  Campaign.  What  with 
this  and  the  goods  to  back  it  up  all  that 
is  necessary  is  the  placing  of  your  orders. 
Then  watch  your  sales  grow. 


AMES-HOLDEN-McCREADY 

LIMITED 
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Increased  Business       Better  Profit 

Entire  Satisfaction 

By  Carrying  Macfarlane 
Footwear  for  Children 

To  help  you  we  are  stocking  over  a  hundred  lines  ready  to  ship 

"AT  ONCE" 


1 30— Infants'  Black  Dong.  Butt., 
pat.  tip,  no  heel,  1  to  5    -  75c 

114 — Infants'  Black  Dong.  Blu. 
Bal.,  no  heel,  1   to  5    -  75c 


1  188  College  Girls'  Pat.  Blu.  Bal., 
dull  calf  top,  low  heel,  welt,  2  to  7, 
D  and  E  width      -     -     -  $2.50 


High  Grade 
TURNS 

and 
WELTS 


934— Misses'  Dong.  Butt.  Boot,  pat. 
tip,  low  heel,  welt,  1 1  to  2,  D  and 
E  width  $1.80 

933— Children's  Sizes   8  to  \0\4 
 $1.60 


No.  179— Infants'  Choc.  Dong, 
blu.  bal.,  wedge  heel,  3  to 
7%  85c 

No.  445 — Infants'  Black  Dong, 
blu.  bal.,  wedge  heel,  pat.  tip, 
3  to  7y2  80c 


1164— College  Girls' All  Dongola 
Whole  Fox  Butt.,  pat.  tip,  low  heel, 
welt,  2  to  7,  D  and  E  width  -  $2.25  . 


The  MACFARLANE  SHOE  CO.  LIMITED 

MONTREAL 
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SUNSHINE  KID 

TRADE  MARK 
MADE  AND   SOLD  BY 

CORONA  KID  MFG.  CO., 

BOSTON 
MASS- 


[SUNSHINE  COLT] 

MADE  AND   SOLO  SY 

CORONA  KID  MFC-CO.^ 

BOSTON 
MASS- 


The  Combination 
That  Means  Success 


Satisfying 
Your  Customer 

Every  successful  merchant  aims 
to  always  satisfy  his  customers. 
That's  why  he  is  successful. 

Now,  in  the  matter  of  patent 
leather  shoes,  it  is  admitted  to  be 
impossible  to  satisfy  the  wearer. 

Therefore  it  is  not  conducive  to 
success  to  handle  patent  leathers. 

Neither  is  it  a  necessary  evil  as 
it  once  was. 

For  now  you  can  obtain  shiny 
shoes  made  from  Sunshine  Colt 
or  Kid  that  will  give  satisfaction. 

Sunshine  Colt  and  Sunshine  Kid  are 
won't  crack  or  check  because  they 


Satisfying 
Yourself 

If  your  bank  account  doesn't  grow 
fast  enough  you  won't  be  satis- 
fied, that's  sure. 

And  it  won't  grow  unless  you  sell 
shoes  that  give  good  profits  and 
bring  repeat  orders. 
You   can't   depend   on  patent 
leathers  to  do  that. 
You  don't  need  to  depend  on  them 
for  you  can  specify  and  get  Sun- 
shine Colt  and  Sunshine  Kid  in 
your  shiny  shoes. 
They'll   satisfy  you   and  your 
customer  too. 

better  than  patent  leathers  for  they 
have  a  "  more-than -surf ace  finish. 


CORONA  RID  MFG.  COMPANY 

BOSTON,  MASSACHUSETTS 
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There's  a  Reason 
Mr.  Merchant 


WHY  the  Slater  Shoe  and  the  "SIGN  OF  THE  SLATE" 
will  increase  your  business,  and  add  to  the  prestige 
and  goodwill  of  your  store. 

WHY  the  number  of  Slater  Shoe  dealers  is  increasing  each  day. 

WHY  these  wideawake  merchants  are  tying  up  with  the  Slater  selling  policy 
"  of  standard  price-stamped  shoes. 

WHY  our  600  customers  throughout  Canada  are  upholding  the  Slater  plan  in 
"  such  a  hearty  manner. 

WHY  you   should  write  us  at  once  and  secure  full  particulars  about  the 
'  Slater  contract,  which  is  yours  to  have  exclusively  for  your  town,  if 
not  already  taken  up. 

Just  a  line,  Mr.  Merchant,  will  bring  you  the  answers 
to  these  reasons.    It's  to  your  benefit.    Write  us  to-day. 


The  Slate  Sign  stam- 
ped on  every  pair  of 
genuine  Slater  Shoes. 


The  Slater  Shoe  Co. 


Limited 


Montreal,  Que. 

THE  SLATER  SHOE  IS  GOODYEAR  WELTED 
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"Rattler"  and  "Flirt" 
Did  the  Trick! 

Did  what? 

Sold  the  whole  output  of  the  Tetrault  Shoe 
Manufacturing  Co.,  up  till  May  ist,  1912.  These 
two  lasts  have  so  increased  the  already  widespread 
Tetrault  reputation  as  to  cause  overflow  orders 
in  all  lines. 

That's  going  some  !  We  turn  out  1500  pairs  of 
Goodyear  Welts  each  and  every  day— the  largest 
output  of  Welts   alone  anywhere  in  Canada. 

Our  Madero  Calf 

Is  also  partly  responsible  for  this  Spring  sales 
record.  From  this  new  and  handsome  shade  of 
tan,  all  stain  or  dirt  can  be  washed  off  as  easily 
as  from  marble,  with  absolutely  no  ill  effects 
either  to  color  or  leather. 

A  Word  of  Thanks 

We  take  this  occasion  to  thank  our  customers, 
whether  jobbers  or  retailers,  for  their  very  liberal 
patronage  during  this  Spring  selling  season.  It  is 
a  practical  acknowledgment  of  the  intrinsic  worth 
of  TETRAULT  shoes,  of  every  line— especially 
evident  in  our  Spring,  19 12,  range. 

Tetrault  Shoe  Manufacturing  Co. 

The  Largest  Welt  Makers  in  Canada 

Montreal      -      -      -  Canada 
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UNIONXHSTAMP 


factory 


Mr.  Shoe 
Manufacturer 


Industrial  peace  and  uninterrupted  production  are 
promoted  by  shoe  manufacturers  operating  under  a 
Union  Stamp  Arbitration  Contract. 

The  Union  Stamp  is  a  selling  factor,  the  influence  of 
which  is  equivalent  to  the  work  of  one  or  more  road 
salesmen,  according  to  the  amount  of  territory  covered 
by  the  manufacturer.  Wages  are  fixed  upon  a  com- 
petitive basis;  the  volume  of  output  is  largely  increased 
in  every  Union  Stamp  factory,  thereby  reducing 
manufacturing  fixed  charges  and  giving  employees 
more  weeks  work  in  the  year. 

The  Union  Stamp  is  the  emblem  of  peace,  which 
means  more  business  even  in  dull  times. 

Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


WORKERS  UNION 


ON/ZsTAMP 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.S.A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE,  Sec-Treasurer 


^6t  &sa£^ 
^workers  union 


UNION^HSTAMP 

Factory 
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What  are  you  doing  for 
tired,  aching  feet? 


There  are  a  number  of  men  in  your  locality  whose  feet  are 
tired  of  being  tortured  in  ordinary  shoes.  They  want  foot 
comfort  and  it  is  up  to  you  to  give  it  to  them. 


It  is  an  easy  and  profitable  matter  to  give  foot  comfort  if  you 
know  the  worth  of  the  Professor  Gold  Cross  Shoe. 

Made  of  the  softest  kid  that  yields  readily  to  every  movement  of 
the  foot,  and  shaped  to  correctly  fit  it,  this  shoe  never  makes  a 
corn  or  callous  spot.  It  has  a  special  lining  and  cushionetted,  medicated 
inner  sole  that  gives  a  light,  spring  tread  and  prevents  aches  and 
sore  spots. 

Just  the  shoe  to  appeal  to  those  afflicted  with  tired,  aching  feet. 


THE  TEBBUTT  SHOE  ®  LEATHER  CO.  LIMITED 

THREE  RIVERS,  QUEBEC 
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us/'c 


We  Can 
Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 


Lagauchetiere  and  St.  Monique  Sts. 


MONTREAL,  QUE. 


THE  SHOE  AND  LEATHER  JOURNAL 


A Philosopher  once  said 
that  civilization  would 
beat  a  pathway  to  the 
door  of  the  man  who  made 
an  anchor,  a  plow  or  a  needle 
better  than  another,  though 
he  live  in  a  wilderness. 

Astoria  and  Liberty  Shoes 
put  London  on  the  map. 

There's  a  reason. 
Let  us  show  you. 


COOK-FITZGERALD 

COMPANY 

LIMITED 

LONDON  ONTARIO 
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THE  BEAUTY  IN  A 
DIAMOND  FAST  COLOR  EYELET 

'HILE  everything  else  about  a  shoe  grows  dull  and  unsightly  with  wear  the 
beauty  of  Diamond  Fast  Color  Eyelets  does  not  change ;  they  retain 

the  same  bright,  new  appearance  throughout  the  wear  of  the  shoe;  in  fact 
if  it  were  practicable  to  transfer  them  from  one  shoe  to  another  a  Diamond  Fast 
Color  Eyelet  would  outwear  several  pairs  of  shoes.  As  they  cannot  wear  brassy 
their  bright,  new  appearance  adds  wonderfully  to  the  satisfaction  of  shoe  wearers, 
millions  of  whom  are  learning  every  month  just  what  the  little  Diamond  Tride 
Mark  means,  and  knowing  will  certainly  want  Fast  Color.  They  should  be  in 
every  good  shoe.  It's  for  you  to  say  whether  you  will  have  them  in  yours.  Just 
specify  Diamond  Fast  Color  when  you  order. 

The  United  Shoe  Machinery  Co.  of  Canada 

Office  and  Factory:  Lagauchetiere  and  St.  Monique  Streets,  Montreal 
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Just  a  Little  Ahead 

You'll  never  find  LINTON  Welts  in  the  procession- 
always  a  little  in  advance. 

In  our  Spring,  1912,  lines  this  is  especially  notice- 
able. They  are  leaders  in  style,  in  appearance,  in 
wear.    Profit-winners  for  wide-awake  retailers. 

Therefore  we're  crowded  with  orders — but  not  too 
busy  to  give  you  proper  attention. 

ASK  FOR  OUR  TRAVELER  TO  CALL 


JAS.  LINTON  &  COMPANY 

MONTREAL  -  QUEBEC 
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Get  your  share  of  trade  in 
Leggings,  Moccasins,  and 
other  Heavy  Goods 

It  takes  push  to  sell  an  article.  And  push  can  be 
best  aided  by  quality.  The  more  quality  there  is  in 
the  article  the  less  push  is  required  to  sell  it. 

That's  the  big  reason  why  you  should  handle  Beal 
Bros.'  Leggings,  Moccasins  and  other  heavy  goods. 

There  is  the  quality  there  that  will  aid  you  in  getting 
your  proper  share  of  trade  in  these  profit  bringing 
articles. 

Better  get  your  stock  in  now. 

BEAL  BROS.,  Limited,  52  Wellington  St  E.,  TORONTO 


Fisk  Patent  Leatheik 


Is  a  perfect  leather. 
This  is  literally  true. 
No  checking  or  crack- 
ing; no  trouble  going 
through  your  factory. 


FISK  LIMITED 

6  ST.  HELEN  STREET  MONTREAL 
V.  
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"From  Cradle  to  College  Line" 


CONCERNING  THE  SALE 


"CLASSIC"  SHOES 


The  sale  of  Classic  Shoes  to  the  consumer  is 
not  a  matter  of  minor  importance. 

In  supplying  footwear  to  the  younger  folks, 
the  merchant  must  bear  in  mind  the  fact  that 
he  is  dealing  with  a  growing  generation,  a 
generation  which  will  require  shoes  for  years 
to  come. 

Now  the  great  question  is  "how  to  obtain  the 
confidence  of  the  younger  folks."  There  is  but 
one  way.  It  may  be  done  with  other  makes 
of  shoes  but  it  is  most  surely  and  safely  done 
with  "Classic  Shoes."  "Classic  Shoes"  are 
made  with  that  end  in  view. 

Start  to-day,  Mr.  Merchant,  to  put  "Classic" 
to  the  front.  By  so  doing  you  will  more 
rapidly  reach  that  which  you  are  aiming 
for — success. 


GETTY  &  SCOTT 


GALT         -        -  ONTARIO 


LIMITED 
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Taylor-made  Interchangeable  Window  Fixtures 


$15.00-THE  TRADE  WINNER-$  15.00 

Note  the  Slotted  Card  Holder 


Brighten 
Up 
Your 
Windows 


ADJUSTABLE 
TOP 


ADJUSTABLE. 
TOP 


Show 
Your 
Goods  to 
Advantage 


23  GUARANTEED  FIXTURES  $15.00 

Made  from  selected  genuine  oak,  golden  oak  finish;  ten  individual  stands,  different  heights;  twelve  two- 
position  heel  rests;  will  display  29  single  shoes  or  58  shoes  in  pairs.    Right  for  any  store. 

PROMPT  SHIPMENT 


SEND  US  YOUR  ORDER 


The  Taylor  Manufacturing  Co.     SJfcH  Ontario" 


You  can  take  no  more  chances 
than  your  customer 


Your  customer  doesn't 
buy  blindly.  He  knows 
what  he  wants,  and  it 
is  generally  a  shoe  that 
has  proved  satisfactory 
to  a  friend  —  another 
customer  of  yours.  He 
takes  no  chances,  but 
profits  by  his  friend's 
experience. 


Take  a  leaf  from  your 
customer's  book.  Sell 
shoes  that  will  prove 
satisfactory — shoes  that 
have  already  proven  sat- 
isfactory to  your  friends 
in  the  trade — our  cus- 
tomers. Sell  Surpass 
Shoes  and  take  no 
chances. 


THE    LOUIS   GAUTHIER    COMPANY,    LIMITED,  QUEBEC 
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Here  is  a  Popular  Growing  Girls'  Last 

As  a  strong  seller  for  young  Misses  this  shoe  can't  be  beat.  It  embodies  all  the 
features  that  make  for  style  as  well  as  wear.    Its  use  ensures  valuable  repeat  trade. 


Sole  sewn  by  the  "right 
channel"  process.  This 
obviates  walking  on 
bare  threads  after  a  few 
days'  wear.  A  valuable 
selling  point.      ::  :: 


Half-High-Cut  Button, 
Mackay  Sewn.  Comes 
in  all  leathers.  A  good 
looker,  and  one  that 
will  stand  hard  knocks. 


Sample  No.  1022 


Let  Us  Hear  From  You  Early 

STAR  SHOE,  Limited,  MONTREAL 


Sample  Room :    La  Patrie  Building 


M.  GAUTHIER 


No.   3  "STANDARD"  COMBINED   FINISHING  MACHINE 


A  very  strong  complete  machine  for  Boot 
Makers  and  Repairers,  with  all  the  neces- 
sary tools  for  finishing  a  boot  throughout. 
Two  or  more  men  can  work  on  this 
machine  and  start  and  stop  their  opera- 
tions without  interfering  with  each  other, 
as  the  fast  and  loose  pulleys  render  each 
part  of  the  machine  independent.  Each 
belt  is  moved  to  fast  and  loose  pulley  by  a 
belt  guide.  The  bearings  are  GUN  METAL, 
SELF-OILING. 

DESCRIPTION  OF  PARTS 
i.  Cutter  for  Paring  Foreparts.  2.  Emery 
Stone  for  Grinding  Cutters.  3.  Four  Step 
Iron  for  Settirg  Edges.  4.  Waste  Iron  for 
Setting  Waists.  5.  F'at  Heel  Scourer  Roller 
for  Men's  Heels.  6.  f.cttom  Scourer  Roller, 
5-in.  wide.  7.  Rou::d  Heel  Securer  Roller 
for  Ladies'  Heels.  8.  Naumkeag  Attach- 
ment for  Scouring  Waists  and  Top  Pieces. 
9.  Leather  Polishing  Pad  for  Polishing 
Waists  and  Bottoms.  10.  Leather  Polishing 
Pad  for  Polishing  Heels.  ir.  Black  Heel 
and  Waist  Brush.  12.  Brown  Heel  and 
Waist  Brush.  13.  Inlet  for  taking  Dust 
from  Naumkeag.  14.  Inlet  for  taking  Dust 
from  Heel  and  Forepart  Parilng.  15. 
Inlet  for  taking  Dust  from  Heel  and 
Bottom  Scouring.  16.  Fan  for  removing 
dust  to  Cyclone.  17.  Table  for  Wax,  etc. 
18.  Fast  and  Loose  Pulleys  for  Front 
Shafts.  19.  Fast  and  Loose  Pulleys  for 
Parer  Shaft.  20.  Fast  and  Loose  Pulleys 
for  Countershaft  with  Belt  Guide  for  same. 

'"'WiESigSHESS* 

Price  $200 


(FOR  PCWER) 


I,  Duty  and.Freight  Paid  to'Montreal  J 

Approx.  Weight,  10-cwts.       Space,  5-ft.  9-in.  x  2-ft.       Speed  750.       Pulley,  6-in        Packed,  95  cub.  ft.  EVERY  MACHINE  GUARANTEED 

THE    STANDARD    ENGINEERING   CO.,  LIMITED 

EVINQTON    VALLEY    ROAD                     ...  LEICESTER,  ENGLAND 
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Nearly  everyone  is  talking  about  the 


Ottoman  and  Romaine 

Silk  Pumps 

Made  on  our  67  Last 


These  are  just  a  few  of  the  hot  ones  from  the  home  of 
advanced  shoe  styles  which  our  travelers  are  showing 

in  our  spring  line. 
Why  not  have  a  look  at  the  complete  range? 

A  Card  Will  Bring  one  of  Our  Salesmen 

The  McDermott  Shoe  Co.,  Montreal 


Maple  Leaf  Leather 
comes  through  the 
processes  of  manu- 
facture absolutely 
unharmed  and  un- 
sullied. 


It  is  just  as  strong: 
and  as  smooth  in 
the  shoe  as  it  was 
in  the  hide — some- 
thing: unusual  in 
glazed  leathers. 


A  Glazed  Kid  Leather — like  Maple  Leaf — that  takes  no 
harm  during  manufacture,  is  a  leather  worth  specifying  in 
your  Dongola  Shoes.  You  are  guaranteed  a  shoe  that 
will  he  in   Ai   shape  to  sell  and  to  wear. 

LUCIEN    BORNE,  QUEBEC 

Western  Agents— MALLETTE  &  ROY,  225  Lemoine  Street,  Montreal 
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Inner  Soling 
that  has 
Strength 


It  takes  proper  tanning 
to  make  Inner  Soling 
sufficiently  pliable  and 
yet  of  sufficient  strength. 
But  that  is  what  is  done 
with  Barrie  Goodyear 
Inner  Soling. 

By  a  special  process  it 
becomes  well  and  truly 
tanned  without  losing 
its  original  strength. 
This  is  what  makes 
Barrie  Inner  Soling 
outlast  others. 

The 

Barrie  Tanning 
Company  Limited 

Makers  of  Bookbinder's  Leathers, 
Bag  Leathers,  Colored  Shoe 
Leathers,  Goodyear  Inner  Soling 

FACTORY  AND  HEAD  OFFICE 

BARRIE,  ONTARIO 

WAREHOUSE  AND  SALESROOM 

5  Front  St.  East,  Toronto 


&ffO£ 


In  short,  our  shoes  enable 
the  dealer  to  make  "the 
sale  of  least  resistance" 
— an  advantage  that 
is  well  worth  having. 


Smardon  Shoe  Co, 

533-535  VISITATION  STREET 
MONTREAL 
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Sell  Shoes 

That 
Sell  Shoes 


The  selling  of  shoes  is  not 
merely  the  result  of  good 
salesmanship.  There  must  be 
quality — both  of  leather  and 
workmanship  —  to  back  up 
salesmanship. 

You  see  salesmanship  with- 
out quality  might  succeed 
once,  but  it  would  fail  there- 
after. 

In  other  words,  after  the  first 
sale  it's  mostly  up  to  the 
shoes  to  make  subsequent 
sales. 

My  shoes  back  up  salesman- 
ship. They  engender  in  a 
purchaser  the  "  I'm-going- 
back-f or-more "  idea,  and 
that's  the  idea  that  every 
successful  shoe  dealer  must 
instil  into  the  minds  of  his 
customers. 

Get  your  customers  coming 
back  for  more  Blouin's  Shoes. 
It  will  prove  a  mighty  profit- 
able habit  for  you. 


F.  BLOUIN 

Boots,  Shoes,  Moccasins 

QUEBEC 


PACKARD'S 

"SPECIAL" 

Shoe  Dressings 

IN  ALL  COLORS 

Our  travelers  are  now  on 
the  road.     Now  is  the 
time  to  place  your  early 
§|*  Spring  order. 

1  Have  goods  shipped  now. 

v 

Remember,  Shoe  Dress- 
ings cannot  be  shipped  during 
the  Winter. 


1  ggf^tg} 


O'Sullivan's 

SAFETY  CUSHION 

Rubber  Heels 

THE  OLD  RELIABLE  QUALITY  HEEL 
All  sizes  for  men  and  women 


Overgaiters 
and  Leggings 

If  there  are  any  lines  you  have  not 
placed  your  order  for — NOW  IS 
THE  TIME. 


Shoe  Laces  of  every  description. 
Shoe  Store  Supplies  of  every  kind. 


Have  you  one  of  our  large  illus- 
trated Catalogues?  If  not,  drop 
us  a  postal  and  we  will  be  pleased 
to  send  you  one  by  return  mail. 

L.  H.  Packard  &  Co. 

LIMITED 

MONTREAL 
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Now  is  a  good  time 

to  sell 
them 


The  Fall  and  Winter  season 
with  its  many  outdoor  and  indoor 
games  (Football,  basket-ball,  hockey, 
bowling  etc.)  and  its  many  dances  is 
a  real  harvest  time  for  sellers  of  the 
Lachance  Ankle  Brace.  With  or 
without  protector  this  ankle  strength- 
ener  makes  a  neat,  effective  support 
to  the  ankle  and  prevents  strain  and 
undue  weariness.  Gather  in  some  of 
the  harvest  by  putting  in  a  stock  of 
these  ankle  covers. 

LACHANCE  &  TANGUAY 

Shoe  Manufacturers  QUEBEC 


FIXO 

MEDICATED  CORN  PLASTERS 


Sell  quickly— for  you  know 
nearly  every  one  has  corns. 
Fixo  takes  corns  out  in  twenty- 
four  hours  or  money  back. 
Works  like  magic.  Combined 
mechanical-medicinal  treat- 
ment.  Instant  relief  to  sorest 
corn.  Millions  of  packages 
sold  here  and  abroad.  Order 
Fixo  to-day  from  your  finding 
jobber. 


mm 

'  CORN  PLASTER  - 


Price  10c 
wholesale 
Price  75c 
doz.  pacKages 
on  easel  stand 
Sample  tree ! 


THE  SCHOLL  MFG.  CO.  LIMITED 

Largest  Manufacturers  of  Foot  Specialties  in  the  World. 

472  King  St.  W.,         :    :  TORONTO 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 


We  Have  Moved 

On  account  of  the  large  increase  of  business  we 
have  been  compelled  to  take  larger  quarters. 

OUR  NEW  FACTORY 

is  equipped  with  up-to-date  improved  machinery. 

WE  KNOW 

that  we  can  satisfy  you  in  every  respect  both  as 
to  workmanship  and  quality. 

DROP  US  A  LINE 

and  we  will  be  pleased  to  have  our  salesman  call 
with  samples. 

DON'T  FORGET 

our  new  address  is 

INDEPENDENT  BOX  TOE  COMPANY 

102  Christopher  Columbus  Street 
MONTREAL,  QUE. 


EVERY  Monarch  or  Brandon 
Shoe  for  Spring  is  a  salesgetter. 
It  has  the  style,  the  appearance  of 
comfort  and  the  price  that  appeals 
to  the  majority  of  shoe  buyers. 

Better  be  ready  for  Spring  and 
its  profits. 

Z>/>e 

BRANDON  SHOE  CO.  LIMITED 

BRANTFORD,  ONT. 
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THE    MINER    RUBBER  CO.,  Limited 


S.  H.  C.  MINER 
Pres. 


W.  H.  MINER 
Vice-Pres,  and  General  Manager 


€0 

RUBBER  FOOTWEAR 

"MINER "  and  " SHEFFORD "  Brands 


IMPORTANT 
ANNOUNCEMENT 


We  wish  to  announce  to  the  trade  a  very  important  change 
which  has  been  made  in  the  marketing  of  MINER  RUBBERS. 

Heretofo're  the  requirements  of  the  Ontario  merchants  have 
been  attended  to  by  the  jobber.  In  future  we  will  go  direct  to 
the  trade  in  this  province,  having  established  a  branch  office 
and  warehouse  in  Toronto  for  this  purpose,  which  will  be 
located  in  the  Rae  Building,  93-99  Spadina  Ave.,  and  there  we 
will  carry  a  complete  stock  of  MINER  and  SHEFFORD 
Brands  of  rubber  footwear  for  the  present  assorting  season. 

In  addition  to  this,  stocks  will  be  carried  at  principal  points 
throughout  Canada,  which  will  enable  all  dealers  to  sort  up  on 
short  notice. 

The  entire  selling  organization  of  this  concern  will  be  under 
the  supervision  and  direction  of  Mr.  George  Cain,  who  is  thor- 
oughly conversant  with  the  rubber  footwear  business,  its  needs 
and  requirements,  and  is  well  known  to  a  great  many  of  the 
trade. 

Now,  just  a  word  about  Quality.  MINER  RUBBERS  are 
not  an  experiment.  They  are  produced  in  a  most  modern  plant 
by  skilled  workmen  and  expert  supervision  of  long  years  exper- 
ience in  their  manufacture,  using  nothing  but  the  best  of 
materials. 

We  appreciate  the  business  you  have  given  us  in  the  past, 
and  trust  our  efforts  to  give  you  the  highest  quality  of  Rubber 
Footwear  and  a  still  better  service  will  warrant  a  large  increase 
in  the  volume  of  business  we  receive. 

THE  MINER  RUBBER  CO. 

LIMITED 

Head  Office  and  Factories 

GRANBY       ....  QUEBEC 


ONTARIO  BRANCH 
93-99  Spadina  Ave.       -       -  TORONTO 

(NOT    IN   ANY  TRUST) 
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What  Are  You  Doing  To  Capture  Holiday  Trade? 

Some  General  Suggestions  That  May  Be  Applied— Provide  a  List  of  What  Would  Be  Sixitable  For  Different 
Members  of  the  Family— An  Idea  of  Prices  Is  Essential  to  Secure  the  Best  Results. 


The  harvest  time  for  the  shoe  retailer  is  virtually  at  hand. 
What  does  the  holiday  trade  mean  to  him?  How  can  he  best 
capture  a  generous  portion  of  it,  and  what  means  should  he 
adopt?  These  are  pertinent  queries  with  a  dealer  who  is  anxious 
to  swell  him  annual  turnover  and  close  the  year  with  a  hand- 
some balance  on  the  right  side  of  the  ledger. 


One  of  the  most  effective  means  for  corralling  business  is 
judicious  publicity.  This  is  done  in  a  number  of  ways,  but  pos- 
sibly the  most  remunerative  for  immediate  means  is  a  suitable 
display  advertisement,  catchy  readers  in  the  press  or  the  publi- 
cation of  a  neat  booklet— one  that  is  attractive,  well  illustrated 
and  comprehensive.  The  methods  that  have  been  followed  by 
successful  merchants  in  other  towns  and  cities  may,  to  a  certain 
extent,  be  copied  by  the  shoe  man  in  the  smaller  place.  Of 
course,  somewhat  different  plans  have  to  be  formulated,  and 
these  must  be  largely  determined  by  the  class  of  custom  catered 
to,  the  size  of  the  cummunity  where  a  retailer  is  located,  and 
the  various  means  of  publicity  at  hand. 

Other  accessories  which  serve  the  large  retailer  admirably 
may  not  answer  for  the  man  doing  business  in  a  smaller  sphere, 
who  has  only  a  weekly  paper  at  his  command,  and  who  supplies 
footwear  principally  for  the  rural  trade.  In  any  literature  that 
is  prepared  it  is  well  to  point  out  how  many  shopping  days 
there  are  before  Christmas,  and  how  advisable  and  urgent  it  is 
that  selections  should  be  made  early  before  stocks  are  depleted. 
The  fact  should  be  emphasized  that  a  better  service  and  more 
prompt  attention  can  be  given  at  this  season  than  later  on, 
when  the  rush  and  excitement  set  in. 

Drive  Home  Giving  Serviceable  Gifts. 

Another  argument  that  should  be  featured  is  that  when  only 
one  or  two  presents  can  be  given,  it  is  well  that  the  gifts  should 
be  useful  and  serviceable,  and,  therefore,  a  list  of  articles  fur- 
nishes a  valuable  suggestion.  For  the  ladies,  dwell  upon  what 
you  have  in  the  line  of  warm  house  footwear,  such  as  boudoir, 
cosies,  juliettes,  fancy  slippers  and  pumps  of  pretty  patterns 
with  various  effective  ornaments  for  evening  wear.  Then  it 
would  be  wise  to  emphasize  what  you  have  in  the  line  of  walk- 
ing shoes,  skating  shoes,  tailor-made  gaiters,  etc.  It  is  well  that 
the  special  list  should  be  as  complete  as  possible,  for  all  people 
do  not  have  the  same  taste,  and  what  appeals  to  one  may  prove 
of  no  interest  to  another,  and  vice  versa.  It  is  a  good  plan  to 
quote  prices,  as  most  women  have  a  certain  amount  of  money 
to  spend,  and  if  they  have  a  relative  idea  of  what  a  thing  will 
cost  before  they  enter  an  establishment,  they  will  feel  more  at 


ease,  and  be  able  to  apportion  the  sum  at  their  command  to 
better  advantage. 

In  connection  with  men's  footwear  the  merchant  should 
point  out  how  advisable  it  is  for  a  mother  or  daughter  to  give 
father  a  pair  of  cushion  sole  shoes  or  waterproof  boots,  warm 
overshoes,  opera  slippers,  romeos,  etc.  For  the  brother  a  pair 
of  hockey  boots,  moccasins,  or  something  of  that  character  will 
appeal  to  the  average  youth.  In  any  advertising  it  is  politic  to 
devote  a  portion  of  the  page  to  what  will  strike  the  fancy  of 
the  different  members  of  the  family.  The  time  to  make  that 
appeal  is  now,  and  not  a  few  days  before  Christmas,  when  every- 
one is  so  busy  that  your  announcement  will  possibly  not  get  the 
attention  it  deserves. 

Suggestions  for  the  Family. 

These  suggestions  are  merely  introductory  to  a  rather 
cxtended  article  which  will  appear  in  the  next  number  of  the 
Shoe  and  Leather  Journal,  giving  live  illustrations  of  what 
constitutes  timely  Yule-tide  advertising  on  the  part  of  the 
retailer,  and  dealing  with  the  subject  more  in  detail.  Several 
illustrations  of  imposing  Christmas  windows  will  J-lso  be  pub- 
lished, i 

It  is  well  for  the  average  retailer  to  remember  that  a  strong 
point  in  reaching  the  public  is  to  display  in  the  window  the 
lines  which  he  is  advertising  in  the  press.  He  has  thus  a  double 
leverage,  and  thereby  can  hope  to  achieve  the  best  results.. 

It  is  a  good  idea  for  the  shoe  man  to  clip  his  advertisement 
from  the  newspaper,  paste  it  inside  a  panel  effect  on  a  window 
show  card.  The  wording  of  the  show  card  should  bring  out  the 
main  points  of  the  footwear  displayed  and  the  prices.  The 
coupling  of  press  announcements  and  store  cards  in  this  manner 
should  bring  very  definite  returns.  Suitable  wording  for  a  card 
of  this  nature  in  dealing  with  shoes  selling  at  $3.50  per  pair 
would  be  "As  advertised.  Goodyear  welts,  solid  leather,  com- 
fortable and  stylish.  Satisfaction  goes  with  every  pair.  This 
week,  $3.50." 

The  aggressive  merchant  will  profit  by  his  holiday  experience, 
and  possibly  come  to  the  conclusion  that  the  methods  adopted 
to  stimulate  trade  during  the  Yule-tide  season  may  be  profitably 
followed  at  certain  other  periods  of  the  year,  such  as  Easter, 
Dominion  Day,  Tranksgiving,  etc.  From  each  busy  season  much 
may  be  learned  that  is  of  the  greatest  importance.  It  is  advisable 
to  study  the  announcement  of  merchants  in  other  lines  and  to 
adopt  any  good  features  that  they  may  possess.  Some  retailers 
think  that  it  pays  them  to  give  souvenirs  at  Christmas  time,  but 
whether  these  possess  any  advantage  in  retaining  and  gaining 
patronage  has  been  questioned. 
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The  Retailer's  Side  of  Some  Trade  Questions 

For  Cancellation  and  Like  Evils,  the  Manufacturer  is  Sometimes  to  Blame— More  of  the  Give-and-Take  Spirit 
Necessary— Talking  Frankly  With  the  Retailer  Always  Helps  Both  Sides. 


As  has  been  stated  before  in  these  columns,  there  are  two  sides 
to  the  cancellation  question.  It  is  quite  true  that  very  often 
the  retailer  is  gravely  at  fault  in  this  matter.  He  often  does  buy 
injudiciously — more  than  he  can  hope  to  dispose  of,  except  under 
the  most  favorable  circumstances — when  he  listens  too  long  to  the 
siren  song  of  the  traveler.  He  often  gets  "cold  feet"  and  cancels 
without  reason,  sometimes  when  his  order  is  almost  completed 
in  the  factory.  He  occasionally  orders  simply  to  get  rid  of  the  trav- 
eler— and  cancels  later.  This  latter  class  is  not  numerous,  but  it 
exists  as  a  problem  to  be  dealt  with. 

Where  the  Manufacturer  is  to  Blame. 

While  all  this  is  true,  there  is  the  other  side  of  the  question, 
one  in  which  the  manufacturer  is  altogether  at  fault.  Why,  for 
example,  should  the  latter,  through  his  traveler,  secure  orders  to 
be  delivered  on  a  certain  date,  when  he  knows  that  with  existing 
facilities  nothing  short  of  a  miracle  will  enable  him  to  deliver  by 
that  date.  Of  course,  often  there  is  a  lack  of  co-operation  between 
the  office  and  the  traveler,  and  the  latter  may  not  know  the  actual 
condition  of  affairs  in  the  factory.  This  is  a  frequent  source  of 
trouble. 

Granting  this  fact,  why  then  should  the  manufacturer  accept 
such  an  order  for  a  definite  date,  when  a  little  correspondence  with 
the  retailer,  immediately  on  receipt  of  the  order,  might  result 
in  an  arrangement  satisfactory  to  both  parties?  Even  if  such  a 
result  could  not  be  obtained,  the  dealer  would  respect  the  manufac- 
turer's frankness,  and  mutual  respect  is  a  mighty  good  foundation 
f(  r  future  business.  Very  often,  the  retailer  stipulates  a  date  of 
delivery  that  will  allow  for  possible  delays.  In  such  a  case,  an 
amicable  arrangement  is  easily  arrived  at. 

Goods  Delivered  Below  Grade. 

Again,  why  does  the  manufacturer  attempt  to  work  off  goods 
on  the  retailer  at  times  that  are  away  below  grade — shoes  with 
faulty  workmanship  evident  to  the  veriest  tyro,  not  to  mention 
the  seasoned  retail  shceman?  In  such  case  this  is  probably  the 
result  of  a  hurried  endeavor  to  fill  an  order  by  a  certain  date.  In 
the  ensuing  rush,  expert  workmanship  and  careful  selection  of  raw 
stock  has  to  go  by  the  board.  When  this  happens,  and  especially 
when  the  manufacturer  does  not  comment  upon  it  in  any  way, 
trusting  to  luck  or  the  retailer's  ignorance  to  get  acceptance  of  the 
shoes,  the  retailer  naturally  gets  "hot  under  the  collar!"  Why 
shouldn't  he?  He  looks  on  such  cases  as  a  slight  upon  his  mer- 
chandizing ability,  to  say  nothing  about  the  probable  loss  that  would 
ensue  if  he  accepted  the  goods. 

Making  Draft  Ahead  of  Time. 

Then  there  is  the  manufacturer  who  makes  draft  for  the  amount 
of  the  order  two  weeks  or  so  before  the  goods  arrive.  When  the 
bank  messenger  presents  the  draft,  the  retailer  has  to  turn  it  down. 
This  may  go  on  every  day  till  the  goods  arrive,  and  before  this  hap- 
pens the  shocman  is  thoroughly  "sore."  Does  it  pay  to  antagonize 
him  in  such  small  ways  as  this?  The  retailer  has  as  much  use  for 
the  money  in  the  meantime  as  the  manufacturer  can  possibly 
have,  to  say  nothing  of  the  facts  that  he  wants  to  see  what  he  is 
getting  before  he  pays  for  it. 

More  Co-Operation  Needed. 

The  writer  has  already  touched  briefly  on  the  subject  of  more 
-o-ojjeration  between  the  traveler  and  the  manufacturers'  office 
staff.  A  successful  trade  with  the  retailer  cannot  be  carried  on 
without  this  joint  knowledge  and  effort.  No  one  can  know  the 
retailer  personally  so  well  as  the  traveler  who  has  been  calling 
on  him  for  years.    Therefore,  when  the  home  office  writes  the 


retailer  a  hasty  or  ill-considered  letter,  both  the  traveler  and  the 
house  have  to  pay  the  piper,  but  the  traveler  is  called  to  account 
personally,  not  by  correspondence — a  vastly  different  thing. 

On  the  other  hand  when  the  traveler  promises  concessions 
without  consulting  the  house,  the  retailer  naturally  expects  the  latter 
to  live  up  to  its  promises.  It  takes  a  lot  of  correspondence  to  clear 
up  matters  of  this  kind.  More  co-operation  all  round  would  help 
wonderfully.  Which  means  that  while  the  manufacturer  should  not 
try  to  unload  shoddy  materials  on  the  retailer,  the  latter  should 
not  return  a  6o-pair  lot  because  two  or  three  pairs  are  below  par. 
And  this  is  done  too  often. 

Specific  Cases  Cited. 

A  few  specific  instances  may  not  be  amiss.  Last  spring  a  Montreal 
retailer  placed  a  large  order  with  a  manufacturer  to  be  delivered  by 
August  ist  at  the  latest.  On  Oct.  ist  the  order  had  not  been 
delivered.  Now  that  retailer's  position  is  not  an  enviable  one. 
Of  course  he  cancelled  most  of  the  order — with  perfect  reason. 
But  he  had  lost  hundreds  of  dollars  in  sales  because  he  did  not 
have  those  lines  on  hand.  They  are  much  in  demand.  And  he 
couldn't  get  substitute  lines  in  stock  on  short  notice  from  another 
factory.  Yet  the  manufacturer  in  question  was  quite  wrathy 
when  75  per  cent,  of  the  order  was  cancelled— although  he  never 
wrote  a  line  to  explain  the  reason  for  the  delay,  or  to  give  a  probable 
shipping  date.  A  clear  case  of  selling  beyond  capacity  and  trusting 
to  favorable  chance  to  be  able  to  ship  on  time. 

That  same  retailer — who,  .by  the  way,  only  started  in  business 
a  couple  of  years  ago — ordered  three  6o-pair  cases  of  rubber-soled 
wet  weather  boots.  Practically  all  of  one  case  was  absolutely  shoddy. 
The  material  was  poor,  and  the  workmanship  worse.  The  retailer 
advised  the  firm  that  when  he  first  started  he  might  have  passed 
such  poor  shoes,  but  he  knew  better  now.  And  that  manufacturer 
has  lost  a  customer.    There  is  no  need  for  such  cases. 

Another  retailer  was  presented  with  a  draft  for  the  total  amount 
of  his  order  with  one  firm  fully  three  weeks  before  he  ever  saw  the 
shipment.  Now,  no  sane  man  will  accept  a  draft  in  that  fashion, 
so  what  is  the  use  of  such  office  methods?  Inefficiency  doesn't 
explain  all.  And  this  retailer  naturally  resented  having  the  draft 
presented  daily.  He  felt  like  cancelling  the  order  then  and  there 
— but  being  a  broad-gauge  man,  he  didn't. 

Manufacturers  are  often  incisive  in  their  remarks  upon  the  can- 
cellation and  other  like  evils.  It  is  well  for  them  to  be  absolutely 
sure  that  they  have  given  no  opportunity  to  the  retailer  to  cancel 
his  order.    The  "glass-house"  adage  applies  here. 

Retail  shoemen  are  vitally  interested  in  the  few  problems  dis- 
cussed briefly  here.  While  the  majority  of  the  manufacturers 
seldom  offend  in  such  ways,  a  few  do  so  too  frequently  to  be  alto- 
gether the  result  of  carelessness.  These  little  pin  pricks  cause 
great  friction,  but  they  can  be  avoided  by  the  exercise  of  a  little 
more  of  the  give-and-take  spirit. 


Does  it  pay  to  "knock"  your  competitor?  This  is  no  new 
question;  it  is  as  old  as  competition.  It  has  been  pretty  thor- 
oughly threshed  over  in  all  lines  of  trade,  and  there  is  no  need 
of  rehearsing  the  discussion  at  this  time.  The  backward  abyss 
of  trade  failure  is  pretty  well  strewn  with  wrecks  of  enter- 
prises, from  large  to  small,  which  were  operated  at  some  time 
or  other  on  this  principle  of  getting  business  by  "knocking' 
the  other  fellow.  There  may  be  exceptions  to  the  rule  that 
such  a  practice  does  not  pay;  doubtless  there  are.  But  tlu\ 
are  neither  so  numerous  nor  sufficiently  striking  as  to  nullify 
the  rule.  Honesty  is  the  best  paying  policy  in  the  end.  and  it 
is  hardly  honest  to  attempt  to  blacken  the  character  of  a  com- 
petitor or  his  products  for  the  sake  of  taking  away  his  trade. 
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Clerk  Tells  of  the  Faults  of  Some  Employers 

Regard  Their  Staff  Simply  in  the  Light  of  Footwear  Sellers — Do  Not  Place  Enough  Confidence  in  Their  Judgment  or 
Ability — Reprimanding  an  Employe  Before  His  Associates  is  Too  Common  Practice. 


"I  think  that  our  employers  should  have  more  confidence  in 
us  and  give  us  an  opportunity  to  do  and  learn  something  out- 
side the  mere  selling  of  shoes.  I  mean  by  that  an  ambitious, 
industrious  and  energetic  retail  salesman  looks  forward  to  a 
day  when  he  will  become  a  buyer,  a  manager,  a  traveller,  or 
a  proprietor.  How  is  he  to  gain  the  necessary  knowledge 
and  experience  if  his  boss  does  not  aid  and  co-operate  with 
him  in  this  laudable  aim  and  object.  Perhaps  I  might  give 
some  a  pointer  or  two." 


This  was  the  remark  made  by  a  salesman  in  a  James  Street 
retail  shoe  store  in  Hamilton  the  other  day  when  he  was  dis- 
cussing the  chances  of  promotion  of  the  average  employe.  "I 
have  now  no  complaint  to  make  myself,"  he  went  on,  "but  I 
know  of  many  instances  where  clerks  have  been  kept  back  for 
years.  My  remarks  are  not  to  be  construed  as  a  plea  for  more 
salary,  but  for  a  broader  viewpoint  and  more  opportunities 
from  proprietors. 

"I  know  a  clerk  who  has  been  two  years  with  a  man  in  this 


city,  and  he  is  honest,  reliable  and  trustworthy  in  every  respect. 
His  boss  looks  upon  him  merely  as  a  shoe  salesman,  and  never 
gives  him  an  inkling  as  to  cost,  never  lets  him  have  a  peep  at 
an  invoice,  and  never  discusses  with  him  the  matter  of  profit, 
advertising,  window  decoration,  discounts  or  styles.  He  merely 
regards  the  young  man  as  a  factor  to  make  sales,  and  considers 
that  is  all  he  is  there  for.  Now,  how  can  a  youth  hope  to  reach 
a  higher  and  more  responsible  post  if  he  is  not  consulted,  en- 
couraged or  instructed?  Perhaps  you  say  that  he  should  get 
out  and  seek  another  job.  Well,  it  is  not  always  convenient  to 
change  positions,  and  he  might  strike  a  worse  place. 

"I  have  some  views  on  this  question,  and  I  do  not  mind 
telling  you  what  they  are.  I  have  had  twelve  years  in  the  shoe 
business  now,  and  know  what  I  am  talking  about,  for  I  have 
discussed  this  matter  with  many  clerks.  Our  employers  have  not, 
as  a  rule,  enough  confidence  in  our  judgment  and  selling  ability. 
I  have  known  a  boss  to  break  in  When  I  was  attending  to  a  cus- 
tomer and  if  there  is  anything  that  makes  a  clerk  feel  sore,  it 
is  to  have  another  'butt  in.'  Let  the  salesman  wrestle  with  his 
customer,  and  if  he  fails  to  make  good,  talk  the  matter  over 
afterwards,  but  a  boss  should  not  rush  up  with  an  air  of  superi- 


Impressive  interior  of  the  Regal  shoe  store,  Winnipeg,  owned  by  S.  T.  Bates.     The  store  is  160  feet  deep. 

The  ladies'  department  is  at  the  rear. 
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ority  and  authority  as  if  he  were  the  only  one  in  the  establish- 
ment who  knew  it  all,  and  could  close  the  sale.  If  he  finds  that 
a  clerk  does  not  improve,  he  can  get  rid  of  him. 

"Another  matter  which  I  might  mention  is  lack  of  confi- 
dence. Giving  a  clerk  'a  call'  for  some  error  or  oversight  be- 
fore the  other  members  of  the  staff  is  a  blunder.  It  is  often 
necessary  to  administer  reproof,  but  it  is  not  essential  that  it 
should  be  done  in  public.  It  humiliates  and  arouses  a  feeling 
of  resentment,  for.  after  all,  we  are  only  human.  If  correction, 
admonition  and  reprimands  are  needed,  they  should  be  given 
in  the  private  office,  or  at  a  time  when  others  are  not  around. 
I  know  how  it  vexes  and  mortifies  anyone  to  be  the  subject  of 
a  semi-public  remonstrance,  and  an  employer  gains  nothing  by 
it.  A  staff  must  pull  together  for  the  benefit  and  progress  of 
the  house,  and  if  there  is  any  jealousy  or  ill-feeling,  the  best 
results  are  not  going  to  be  accomplished.  An  energetic,  reliable 
and  thoughtful  young  man  should  be  allowed  to  see  stock  sheets 
and  invoices,  for  in  some  stores  the  cost  price  is  not  marked  on 
the  cartons  or  the  sole  of  the  shoe.  Then  an  employer  who 
takes  his  clerks  into  his  confidence,  asks  their  opinion  and  seeks 
their  advice  on  certain  lines  of  service  and  salesmanship,  can 
often  learn  a  great  deal  himself. 

Let  Clerks  Do  Some  Buying. 

"Take  the  matter  of  buying,  for  instance.  Now,  it  is  a 
compliment  to  the  ability  and  judgment  of  a  salesman  to  be  con- 
sulted, and  he  probably  has  as  good  idea  of  what  the  customers 
want  and  what  they  will  buy  as  the  employer  has.  A  good 
clerk  comes  into  just  as  close  contact  with  the  people  and  ascer- 
tains their  whims,  tastes,  desires  and  'kicks.'  I  asked  a  former 
boss  of  mine  if  he  would  let  me  make  a  few  selections.  I  had 
been  in  the  store  three  years,  and  he  curtly  replied:  'Oh,  you 
would  go  too  heavy,  and  stock  up  with  a  lot  of  freaks  and 
novelties  that  our  patrons  would  never  buy.  Young  man,  I  have 
always  found  it  is  easy  to  give  a  fat,  generous  order,  but  not 
so  easy  to  meet  the  draft  when  it  comes  in.  My  invariable  rule 
is  to  make  the  one  who  does  the  buying  find  the  cash  to  foot  the 
bills,  and  I  am  that  man.    When  you  get  a  store  of  your  own 


you  can  do  as  you  like,  and  stock  up  with  what  you  please,  but  in 
the  meantime,  I  have  the  say  here,  and  am  quite  capable  of  do- 
ing my  own  purchasing.'  I  saw  there  was  no  future  ahead  for 
me  in  that  establishment  with  such  a  prejudiced,  narrow-minded 
and  suspicious  paymaster,  and  it  was  not  long  after  that  I  left. 

Salary  Is  Not  Everything. 

"A  conscientious,  ambitious  clerk,  if  he  takes  himself  and 
his  calling  seriously,  has  a  desire  to  master  all  the  details  of 
the  business,  and  among  the  most  important  in  shoe  retailing 
are  system,  proper  buying,  stock-keeping,  store  management, 
and  efficient  service.  It  is  not  the  few  dollars  a  fellow  draws 
each  week.  The  young  man  who  has  not  a  vision  of  some  day 
being  engaged  in  a  larger  sphere  than  he  is  at  present  will  likely 
remain  at  the  foot  of  the  ladder  all  his  days.  We  hear  a  great 
deal  through  trade  papers  about  the  slovenly  and  inefficient  help 
that  besets  the  retailer  on  all  sides ;  that  young  men  think  more 
of  sport,  the  dance  and  the  theatre  than  they  do  of  their  call- 
ing, but  perhaps  the  blame  or  the  deficiency  is  not  all  on  our 
side.  We  want  to  learn  buying,  stock-keeping  methods,  prices 
and  profits,  and  anything  that  will  tend  to  that  end  is  a  long 
aid  in  boosting  us  on  the  onward  and  upward  path.  I  have  no 
personal  grouch  now,  as  I  am  happily  situated,  but  I  am  speak- 
ing as  a  clerk  for  clerks  generally.  Perhaps  some  of  the  retail- 
ers will  read  these  few  remarks,  and  thus  they  may  have  their 
eyes  opened. 

"I  knew  an  employer  who  never  praised  his  salesmen  no 
matter  how  well  they  had  done  or  how  large  their  sales  were 
at  the  close  of  the  busiest  day.  Asked  his  reason  one  evening 
he  said,  'Why,  it  is  all  a  mistake,  as  if  I  said  that  Brown  did 
exceptionally  well,  and  repeated  the  congratulation  two  or  three 
times,  Brown  would  come  to  the  natural  conclusion  that  he  was 
indispensable  to  the  house,  and  would  ask  for  an  increase  of 
wages  or  usurp  liberties,  such  as  coming  late  in  the  morning  or 
taking  too  long  a  noon  spell.'  Now  that  is  not  the  right  kind 
of  attitude,  and  there  are  many  employes  to-day  in  a  shoe  store 
to  whom  a  word  or  two  of  encouragement  is  an  inspiration  to 
better  and  bigger  things." 
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A  view  of  the  attractive  shoe  department  o£  Begg  &  Shannon,  Hamilton,  Ont. 
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Some  Pointers  On  How  To  Sell  Rubber  Footwear 

Retailers  Have  Already  Started  Price  Cutting  in  Certain  Centres,  Which  Is  a  Mistake— A  Few  Things  That 
Dealers  Should  Know  About  Goloshes— The  Wise  Merchant  Ready  for  Business. 


The  golosh  selling  season  is  in  full  swing.  Retailers  are 
sending  in  urgent  requests  for  the  balance  of  goods  ordered  in 
the  spring,  while  some,  who  neglected  giving  their  business  early 
in  the  season,  are  experiencing  difficulty  in  securing  supplies. 
Already  sorting  business  in  rubber  footwear  has  begun,  and 
much  more  will  come  in  with  the  advent  of  snow  and  rain 
storms. 

Factories  are  all  rushed  to  the  limit,  and  the  various  rubber 
manufacturing  firms  are  doing  their  best  to  catch  up,  but  the 
demand  has  been  very  heavy.  Jobbers  report  that  business  is 
excellent,  and  the  producers  have  no  cause  to  find  fault  with 
the  volume  of  trade  in  hand.  The  number  of  requisitions  for 
gum  stock  and  lumbermen's  goods  has  shown  a  gratifying  in- 
crease over  last  season.  Rubber  footwear  was  sold  this  season 
from  ten  to  twenty-five  per  cent,  less  than  in  previous  years,  and 
many  retailers  have  deemed  it  advisable  to  reduce  prices  ac- 
cordingly. In  some  instances,  cutting  has  started.  There  are 
always  a  few  dealers  who  think  that  it  is  good  merchandizing 
to  slash  prices  and  sell  rubber  shoes  at  a  far  less  margin  of 
profit  than  they  would  ever  dream  of  accepting  on  leather  shoes. 
In  case  the  figure  should  go  up,  then  they  find  it  a  different  mat- 
ter to  elevate  the  selling  figure. 

"Don't  sell  low-heeled  rubbers  for  high-heeled  shoes. 

Some  Advice  to  the  Trade. 

Some  good  advice  regarding  rubber  sales  was  given  a  few 
weeks  ago  before  the  Retail  Shoe  Dealers'  Association  of 
Rochester,  N.Y.,  by  Charles  E.  Young,  head  of  the  Louis  P. 
Ross  rubber  department,  in  which  he  emphasized  the  point  of 
selling  rubbers  in  good  weather.  His  remarks  were  so  timely 
and  instructive  to  retailers  that  they  are  reprinted  here,  at  the 
request  of  a  leading  Canadian  manufacturer,  who  says  that  the 
trade  in  general  may  very  profitably  benefit  by  them,  especially 
while  disposing  of  leather  shoes  during  the  present  month. 

"How  frequently  -men  and  women  when  buying  new  shoes 
change  the  style  of  toe  or  heel  from  the  last  pair.  This  is  an 
opportunity  to  increase  your  sale  by  suggesting  rubbers  to  fit 
the  new  shoes.  This  works  out  in  another  way.  In  many  cases 
where  rubbers  fail  it  is  because  they  have  been  worn  over  dif- 
ferent shoes  from  what  they  were  made  to  fit.  (One  of  the 
secrets  of  success  is  to  learn  how  to  avoid  trouble). 

"It  is  not  so  much  the  fact  that  you  make  a  sale.  Have 
you  done  it  intelligently?  Have  you  been  painstaking  and  courte- 
ous, and  left  your  customer  with  the  feeling  that  he  wants  to 
come  back  and  trade  with  you  again? 

A  Few  Things  to  Remember. 

"Don't  sell  high-heel  rubbers  for  low-heel  shoes. 
"Don't  fit  rubbers  over  dirty  shoes.    Have  facilities  handy 
on  wet  days*  to  clean  off  shoes  before  fitting  on  rubbers. 
"Don't  fit  rubbers  too  short. 

"Don't  fit  narrow-toe  rubbers  on  full-toe  shoes.  They  will 
creep  forward  and  cut  out  at  heel. 

"Don't  fail  to  have  your  rubbers  arranged  handy  for  a 
quick  sale.  Rubber  weather  is  no  time  to  open  cases  and  hunt 
for  sizes. 

"Don't  wait  until  you  are  entirely  out  of  sizes  and  then  find 
fault  with  the  wholesale  dealer  because  he  didn't  know  it,  and 
ask  him  to  work  nights  and  Sundays  just  because  you  thought 
you  had  bought  your  goods,  but  had  forgotten  to  do  so. 

"Don't  forget  it  is  the  wise  merchant  who  gets  ready  to  do 
business.  We  are  all  more  or  less  inclined  to  put  off  the  rubber 
business  until  demand  comes.  It  is  doubtful  if  any  line  ot  mer- 
chandise other  than  shoes  and  rubbers  requires  an  equal  amount 
of  intelligence  in  selling.    Salesmanship  is  necessary,  while  in 


many  lines  of  trade  it  only  requires  order  takers  or  average 
ability  to  do  the  business. 

What  They  Should  Know. 

"A  few  things  every  dealer  and  consumer  should  know 
about  rubbers  beside  those  mentioned: 

"Grease  and  oil  of  any  kind  are  very  injurious  to  rubber. 
Strong  sunlight  or  heat  unbearable  to  the  hand  will  soon  destroy 
the  life  and  wearing  qualities  of  rubber.  Rubbers  tear  easily. 
Few  goods  have  such  tensile  strength  and  yet  tear  as  easily 
after  a  rent  is  made. 

"Manufacturers  will  always  cheerfully  take  back  goods  that 
are  factory  damaged  or  imperfect;  but  it  is  inviting  trouble  when 
you  tell  a  customer  that  you  guarantee  rubbers  (or  any  other 
goods,  for  that  matter). 

"Sell  good  goods  and  recommend  them  as  such,  but  don't 
use  the  word  guarantee. 

"One  other  point  about  selling  rubbers.  Don't  sell  an  in- 
ferior article  with  the  idea  that  the  average  consumer  doesn't 
know  the  difference.  Such  consumer  may  not  appear  to,  but 
if  you  don't  hold  the  trade  it  is  because  the  purchaser  found  an- 
other place  to  trade,  where  dealers  had  standard  goods." 


Are  You  With  Us  or  Against  Us  ? 

"I  would  like  to  draw  your  attention  to  a  serious  grievance 
which  is  making  its  way  into  the  trade  in  Canada,"  writes  a 
leading  shoe  retailer  from  a  city  in  Quebec  to  the  Shoe  and 
Leather  Journal.  "I  refer  to  manufacturers  who  are  opening 
up  retail  shoe  stores.  They  not  only  sell  goods  to  the  trade 
wholesale  but  in  good  centres  open  up  establishments  and  advertise 
as  a  'From  Maker  to  Wearer'  proposition.  These  men  should  not 
be  encouraged  by  independent  shoe  dealers  in  other  cities  and 
towns,  as  soon  or  later  they  may  be  making  their  way  there.  This 
matter  has  been  brought  up  by  several  retail  shoe  associations 
across  the  line  during  the  past  year,  and  the  members  voiced 
their  opinions  of  the  proceeding  in  no  uncertain  tone.  The 
following  resolution,  passed  by  the  Southern  Shoe  Retailers' 
Association,  speaks  for  itself,  and  I  am  of  the  opinion  the  trade 
in  Canada  will  endorse  the  stand  taken-. 

"  'Our  belief  is  that  it  is  time  for  those  shoe  manufacturers 
who  desire  the  patronage  of  the  independent  retail  dealers,  and 
who  do  not  compete  with  the  retail  dealer  in  his  own  branch 
of  the  trade,  to  declare  where  they  stand.  We  believe  that 
there  is  both  equity  and  justice  in  demanding  that  the  manufac- 
turer who  does  want  the  support  of  the  independent  shoe  dealer 
should  not  become  his  competitor  and  endeavor  to  destroy  his 
business,  as  has  happened  time  and  again.  We  believe  that  the 
question,  "Are  you  with  us  or  against  us?"  is  a  fair  question  to 
ask.  We  most  especially  believe  that  retail  dealers  all  over  the 
United  States  should  make  this  their  common  cause. 

"  'Be  it  further  resolved,  That  we  believe  that  all  independent 
American  shoe  dealers  should  sustain  and  co-operate  with  those 
manufacturers  who  do  declare  themselves  content  to  be  manu- 
facturers only,  and  who  are  therefore  most  worthy  of  the  sup- 
port and  confidence  of  the  independent  dealer.' 

"A  similar  resolution  passed  by  the  Ohio  State  Dealers'  Asso- 
ciation some  time  ago  said  in  part : 

""We  believe  it  is  only  exercising  the  natural  right  of  self- 
defense  for  the  independent  shoe  dealers  of  the  United  States 
who  wish  to  maintain  their  independence  to  make  it  their  common 
sense  cause  to  support  only  those  manufacturers  who  are  not 
competitors  of  the  dealer,  but  are  content  to  be  manufacturers 
and  not  retailers!  " 
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Getting  the  Money  Does  Not  Complete  the  Sale 

Shoe  Clerk  Must  Give  Fit,  Comfort  and  Satisfaction— Display  Only  One  Shoe  at  a  Time,  Hold  It  So  That 
It  Appeals,  and  Have  Doubtful  Patrons  Try  On  the  Pair— A  Straight  Talk. 


A  clerk  in  a  Canadian  shoe  store  occupies  a  responsible 
position.  He  represents  his  employer  in  serving  and  pleasing 
each  customer.  His  mistakes,  his  carelessness,  his  behavior  are 
not  only  charged  up  against  him,  but  his  employer  also.  He 
should  realize  his  importance  and  attempt  to  serve  the  best  in- 
terests of  the  proprietor  or  "boss." 

The  clerks  of  to-day  are  the  merchants  of  to-morrow.  A 
good  clerk  begets  a  good  merchant.  A  poor  one  begets  a  poor 
merchant.  It  therefore  behooves  the  salesman  to  put  forth  his 
best  efforts  to  increase  his  knowledge  and  efficiency.  The  desire 
to  learn  more  about  the  goods  handled,  to  increase  his  selling 
ability,  and  to  be  of  real  value  to  his  employer  is  something  to 
be  commended  in  the  salesman.  It  means  a  good  clerk  and 
accordingly  a  future  good  merchant. 

Different  Kinds  of  Clerks. 

Aim  not  to  be  merely  a  clerk,  but  a  salesman.  A  clerk 
does  just  what  is  absolutely  necessary,  serves  customers  when 
they  demand  'it,  and  makes  absolutely  no  attempt  to  sell  over 
and  above  actual  demand.  On  the  other  hand,  the  real  sales- 
man is  continually  endeavoring  to  interest  and  sell  goods  to 
customers,  others  than  those  who  enter  the  store  with  that 
already  in  mind.  There  is  the  person  coming  in  with  a  friend 
who  is  purchasing.  Instead  of  standing  around  watching  the 
minutes  tick  slowly  by  take  advantage  of  the  opportunity  thus 
presented  and  try  to  interest  the  caller.  This,  however,  must 
be  done  tactfully.  Impress  on  the  person  that  you  have  time 
to  spare  and  that  it  is  only  a  pleasure  to  show  what  you  have 
to  offer. 

Learn  to  Size  Them  Up. 

It  is  well  that  the  shoe  clerk  learn  to  size  his  customers  up. 
Aim,  if  possible,  to  be  able  to  judge  a  person's  fancies  or 
thoughts  at  a  glance.  On  the  surface  this  may  appear  a  diffi- 
cult problem,  but  it  is  merely  a  study  of  human  nature  and  can 
be  acquired  in  time.  It  will  save  a  deal  of  trouble  and  wasted 
energy. 

Here  is  a  simple  example.  A  middle-aged  gentleman  en- 
tered our  store  and  asked  to  see  a  pair  of  boots.  One  look  at 
him  convinced  me  that  he  wanted  something  comfortable  and 
that  he  would  be  willing  to  pay  a  fair  price.  I  could  see  by  his 
foot  that  he  would  want  a  wide  toed  boot.  I  knew  without 
waste  of  time  exactly  the  kind  of  shoe  to  show  him. 

Endeavor  not  merely  to  sell  the  goods  but  also  to  fit  the 
foot.  You  have  not  finished  your  work  when  you  have  tied 
up  the  pair  and  received  the  money.  You  must  give  footwear 
comfort  and  satisfaction  to  the  customer.  We  find  the  clerk  at 
times  trying  to  convince  a  customer  that  a  shoe  fits  alnght  when 
he  really  knows  it  does  not,  while  he  should  be  trying  to  make 
sure  that  the  shoe  is  the  exact  fit. 

Only  One  Line  at  a  Time. 

There  are  undoubtedly  methods  to  be  followed  in  making 
sales  that  will  be  more  productive  of  results  than  others.  For 
instance,  when  I  show  a  customer  a  certain  line,  if  it  does  not 
meet  with  approval,  I  replace  it  in  the  carton  and  display  an- 
other. The  idea  in  this  is  to  keep  the  customer's  mind  centred 
on  the  one  shoe.  With  a  large  array,  I  have  often  had  a  sale 
about  completed  when  the  purchaser's  eye  would  light  on  another 
line  I  had  shown  and  he  would  then  stop  to  debate  which  one 
he  preferred.  In  this  way  a  good  deal  of  time  is  taken  up  in 
serving  a  patron.  There  are  also  certain  ways  of  holding  or 
presenting  a  shoe  to  a  customer,  so  that  it  will  appeal.  The 
clerk  should  study  to  acquire  the  very  best  method. 

System  is  an  essential  in  the  shoe  store.    Without  it  there 


will  be  trouble  aplenty.  Not  alone  system  in  the  arrangement  of 
stock  so  that  you  may  be  able  to  lay  your  hand  on  any  line  at 
any  moment,  but  also  in  other  ways.  When  a  sale  has  been 
made  the  stock  should  be  put  back  in  its  proper  place,  and  care 


THE  HOME  OF  A  SHOEMAN 


Handsome  new  block  erected  by  J.  C.  Budreo, 
1344  Queen  Street  W,  Toronto. 


should  be  taken  in  this  regard.  If  shoes  become  mixed  or  stock 
not  properly  arranged,  there  is  sure  to  be  trouble  ahead. 

A  Good  Selling  Plan. 

The  more  shoes  you  can  sell  the  more  valuable  you  are  to 
your  employer.  That  is  a  certainty  and  should  be  kept  in  mind. 
One  of  our  clerks  has  what  I  consider  a  good  selling  plan.  He 
has  a  small  display  stand,  a  very  small  one  too,  adjacent  to  the 
cash  register.  Here,  each  Monday,  he  places  a  few  samples 
which  he  intends  to  specialize  on  during  the  week.  These  are 
the  ones  that  he  brings  to  customers'  notice  during  that  week. 
The  next  week  he  has  some  different  lines  to  show.  The  re- 
sults have  been  very  gratifying. 
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Buying  the  Right  Kind  of  Shoes — How  To  Do  It 

Western  Retailer  Points  Out  Importance  of  Proper  Purchases — Each  Merchant,  If  He  Has  Proper  Stock-Keeping 
System,  Knows  Accurately  the  Requirements  of  His  Own  Trade — Shelf -Warmers  Dear  At  Any  Figure. 


"It  is  to  right  buying  that  I  attribute  my  success,"  remarked 
a  live  suburban  retailer  in  Vancouver  recently  to  a  representative 
of  the  Shoe  and  Leather  Journal.  "You  know  the  old 
age  adage,  'goods  well  bought  are  half  sold.' " 

"What  is  right  buying?"  he  was  asked,  "and  how  do  you 
know  when  you  buy  right?" 

"Well,  that  is  a  hard  question  to  explain  in  words.  Every 
man  has  his  own  ideas  on  the  subject.  You  know  there  is  a 
feeling  in  the  air  that  we  could  always  manage  the  business  of 
some  one  else  better  than  they  are  doing.  A  private  citizen 
thinks  he  knows  how  the  street  railway  service  could  be  im- 
proved, and  the  fellow  who  never  rode  in  an  automobile  can 
give  directions  a-plenty  on  how  to  regulate  the  traffic  and  the 
speed  limit.  The  parents  who  never  brought  up  children  can 
spin  numerous  theories  on  how  to  properly  train  the  young,  and 
the  lady  who  never  married  can  talk  volubly  on  what  a  model 
wife  should  be  or  write  a  thesis  on  'How  to  manage  a  husband,' 
but  in  doing  all  these  things  themselves  the  classes  that  I  have 
referred  to  might  not  succeed  any  better  than  others,  and  fare 
infinitely  worse." 

"Do  not  be  carried  away  by  first  impressions  or  take  as 
gospel  truth  every  word  that  a  traveler  tells  you.  You  may 
listen  to  him  and  secure  valuable  pointers  on  what  the  people 
are  going  to  wear  next  season,  what  will  be  the  rage,  whether 
it  will  be  a  tan  or  white  season,  whether  colonials  will  replace 
pumps,  and  whether  only  button  boots  will  be  sold  to  women. 
What  holds  good  in  one  locality  or  centre  does  not  in  another. 

Deal  With  Few  Firms. 

"In  the  first  place,  I  would  say  I  do  not  believe  in  buying 
from  too  many  firms  or  manufacturers.  No  manufacturer  can 
excel  in  all  lines  of  footwear.  Each  has  his  strong  points,  and 
individuality,  and  factories  are  to-day  specializing  more  and 
more.  Some  excel  on  certain  lines  at  fixed  prices,  and  some  on 
others.  Then  your  own  judgment  will  not  always  tell  what  will 
sell.  How  often  have  we  all  stocked  specific  lines,  which  we 
thought  were  going  to  take  well,  and  in  the  end  found  that  we 
had  three-quarters  of  them  left  on  hand.  You  and  your  staff 
know  what  kind  of  trade  you  are  catering  to.  Do  not  (be  carried 
away  by  first  impressions,  and  do  not  plunge.  You  may  occasion- 
ally be  left  short,  but  it  is  better  to  suffer  loss  through  conserva- 
tiveness  than  through  rashness  or  headlong  leaps.  If  you  have 
a  good  stock-keeping  system  and  keep  close  track  of  the  sizes 
and  quantities  sold,  you  know  exactly  where  you  stand,  and 
what  your  people  will  go  in  for.  I  am  speaking  as  a  retailer 
who  has  returning,  come-back  customers,  a  family  trade,  and 
not  a  catch-as-they-pass  patronage.  If  you  buy  something  that 
will  not  sell  to  your  trade,  what  good  is  it  going  to  do  you? 
It  is  far  better  to  leave  such  lines  alone. 

Hindsight  Can  Teach  Also. 

"In  the  business  world  the  fellow  who  makes  the  money,  it 
is  said,  is  the  one  who  has  nerve  and  foresight.  It  is  claimed 
that  we  all  have  excellent  hindsight.  Well,  sometimes  hindsight 
teaches  us  many  valuable  and  useful  lessons.  Study  closely  the 
wants,  tastes  and  pockets  of  your  trade.  You  know  as  well  as 
I  do  that  certain  patrons  are  always  sane  and  sensible  in  what 
they  buy.  They  will  wear  a  dull  calf  shoe  no  matter  whether 
it  is  a  tan  season,  a  patent  season,  a  dongola  season,  a  green 
season,  or  even  an  ox-blood,  which  prevailed  a  few  years  ago. 
Then  what  proportion  of  your  clientele  stick  bo  broad,  low  toes, 
what  proportion  go  in  for  high  heels  and  extreme  toes,  what 
proportion  for  canvas  goods  and  so  on?  If  you  have  been  in 
business  for  a  few  years  you  will  find  that  the  people  do  not  vary 


so  much  in  their  tendencies  and  desires  as  you  think. 

"  The  younger  element  is,  of  course,  the  one  that  snatches 
up  something  classy  and  unique,  that  is  carried  off  by  some 
freak  or  takes  a  liking  to  novelties.  You  cannot  afford  to  over- 
look or  neglect  this  factor,  but  what  proportion  of  new  style 
creations  did  your  stock  sheets  show  were  disposed  of  last  year? 
It  is  not  likely  that  you  will  have  a  much  greater  run  next  year. 
There  are  certain  standard  lines  on  which  you  can  safely  afford 
to  invest  pretty  heavily.  Scrutinize  the  style  and  character  of  the 
goods  that  appear  in  advance  sheets,  trade  journals  and  other 
mediums  before  the  traveler  arrives,  and  know  what  you  want. 
How  many  three-dollar  shoes  did  you  sell  last  year,  how  many 
four,  how  many  five,  and  how  many  seven?  If  you  have  kept 
proper  tab  on  your  stock,  you  know  exactly  how  many  of  these 
were  button,  how  many  blucher,  how  many  slippers,  how  many 
oxford,  and  how  many  pumps,  how  many  patent  leather,  how 
many  dull,  how  many  colored. 

Gauging  Needs  of  the  Future. 

"By  the  standard  of  the  past  you  must  gauge  the  future. 
If  you  have  few  odds  and  ends  left  over,  if  your  stock  is  clean, 
if  you  have  discovered  that  everything  has  been  saleable,  con- 
tinue in  the  same  path.    Do  not  wander  and  order  everything 

in  sight  or  put  in  a  certain  line  just  because  L,         has  done 

so,  or  B  ■  is  going  strong  on  them.    These  creations  may  be 

suitable  for  their  class  of  trade,  but  the  trade  that  you  have  to 
satisfy  and  cater  to  is  your  own.  Purchase  lines  that  wear  well 
in  preference  to  those  which  have  only  something  to  please  the 
eye  or  tickle  the  fancy  to  commend  them.  Do  not  always  go  in 
for  the  shoes  on  which  you  can  make  the  most  money.  If,  how- 
ever, I  buy  a  line  from  R         at  two-forty,  and  retail  them  at 

three  and  a  half,  and  I  see  that  S— —  has  a  line  which  evidences 
smoother  shoemaking  and  possesses  a  better  finish  and  trim  which 
he  will  sell  me  at  two-sixty,  and  I  can  get  four  dollars  or  more 
I,  of  course,  will  buy  from  S — . 

Regulating  Selling  Prices. 

"It  is  all  folly  to  mark  goods  at  a  certain  fixed  per  cent, 
profit,  as  some  retailers  do,  by  adding  thirty  or  forty  per 
cent,  to  the  cost.  No  hard,  inflexible  rule  of  price  marking  will 
carry  a  dealer  along  the  high  road  to  success  and  increased 
sales.  I  may  be  wrong,  but  I  have  not  found  it  so.  If  you  are 
a  good  shoe  man  you  will  size  up  the  shoe,  its  merit,  style,  build, 
appearance  and  craftsmanship,  and  say,  'Now,  what  will  that 
shoe  sell  at;  what  can  I  get  for  it;  what  is  its  worth  to  the 
purchaser  in  wear  and  comfort  and  fit?'  That  is  the  basis  on 
which  I  mark  goods,  and  in  buying  I  have  to  exercise  discrimin- 
ation regarding  the  value  of  the  sole  leather,  the  insole,  the 
trim,  the  quality,  grain  of  the  upper  stock  and  the  style. 

"Shoes  that  do  not  sell  quickly  and  easily  are  not  bought 
right,  no  matter  what  figure  you  get  them  at.  There  is  some- 
thing wrong  somewhere.  Buying  right  does  not  mean  crowding 
the  traveler  down  in  price,  making  him  split  his  commission, 
getting  a  little  extra  discount  or  a  secret  rebate — thus  securing 
the  footwear  a  few  cents  less  than  a  competitor  on  a  miserable 
ruse  or  doubtful  pretext.  If  the  goods  are  not  right  and  sale- 
able they  are  dear  at  any  figure.  You  may  admire  certain  lines, 
rave  over  them  in  fact,  count  them  good  value,  but  will  your 
customers  do  so?    That  is  the  problem* 

Higher  Figures  For  Novelties. 

"I  am  not  afraid  of  freaks,  innovations  or  'scarecrows'  as 
much  as  some  profess  to  be,  and  a  few  of  these  in  the  window 
give  the  display  tone  and  distinction.  Sell  freaks  while  they  are 
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the  go.  Do  not  hang  on  to  them  for  too  large  a  profit,  and 
know,  from  the  trend  of  the  times  and  the  temper  of  your 
patrons  when  to  cut  them.  Dispose  of  novelty  footwear  at 
prices  higher  than  regular  lines,  and  see  that  the  margin  _  is 
sufficient  to  recoup  and  protect  you.  People  who  go  in  for  in- 
novations are  willing  to  pay  a  good  figure,  generally  speaking, 
and  the  old  saving  is.  'make  hay  while  the  sun  shines.*    If  your 


profits  are  longer,  what  have  you  to  fear?  You  are  perfectly 
justified  in  asking  more  for  novelties  owing  to  the  risk  you 
run,  like  insurance  premiums,  the  greater  the  moral  hazard  the 
stirrer  the  rates.  In  respect  of  handling  and  disposing  of  fancy 
leather  creations  and  shapes,  take  a  lesson  from  the  milliner,  and 
mark  your  selling  prices  accordingly.  Throw  away  all  idea  of 
clearing  only  twenty-five  or  thirty  per  cent." 


GENERAL  TRADE  FEATURES. 

We  are  practically  in  the  middle  of  the  retail  selling  sea- 
son for  fall  goods,  and  there  has  been  a  fairly  good  movement. 
There  was  a  little  snow  in  some  quarters  at  the  beginning  of 
the  month,  sufficient  to  give  a  slight  acceleration,  but  the  absence 
of  regular  cold,  wet  or  snowy  weather  has  been  a  deterrent  to 
business.  Nevertheless,  travelers  report  a  healthy  demand  for 
sorting  lines,  and  say  that  without  doubt  a  little  more  season- 
able weather  will  enliven  matters.  Payments  are  good,  and 
spring  orders  seem  to  be  reaching  a  volume  that  indicates  the 
confidence  everybody  seems  to  have  in  the  future.  A  feature 
is  the  high  price  of  produce  and  the  difficulty  of  securing  ade- 
quate supplies.  Money  is  more  plentiful  with  financial  institu- 
tions than  for  a  long  time  past. 


unknown  three  or  four  decades  ago.  One  manufacturer  stated 
that  he  expected  this  year  to  write  ten  thousand  dollars  off  his 
annual  profits  for  lasts,  and  this  with  prices  as  they  are  on 
shoes  means  a  meagre  return  for  a  heavy  investment.  The 
retailer  must  also  feel  the  effect  of  this  diversity  of  production 
in  the  larger  stock  he  has  to  carry,  and  the  consequent  depreci- 
ation and  menaced  difficulty  in  selling.  It  is  a  pity  some  effort 
cannot  be  inaugurated  and  carried  to  a  successful  issue  that  will 
curb  this  wasteful  extravagance. 


BUSINESS  IN  THE  WEST. 

Business  in  the  Northwest  is  reported  to  be  in  a  prosperous 
but  safe  condition.  Shoe  men  who  have  personally  covered  the 
ground  within  the  past  month  report  their  conviction  that  pros- 
pects out  there  are  undoubtedly  encouraging  in  the  last  degree. 
While  there  is  considerable  speculation  in  land  and  town  pro- 
perty, merchants  are  not  indulging  to  any  dangerous  extent  m 
real  estate  gambling.  Farmers  are  well  satisfied  with  the  results 
of  their  season's  operations,  and  while  the  grain  has  been  for 
the  most  part  threshed,  it  has  not  yet  in  many  cases  been  dis- 
posed of  or  housed.  As  soon  as  the  money  for  grain  begins 
to  circulate  there  will  be  unwonted  activity  in  retail  trade.  ' 


BUYING  FULLY  FOR  SPRING. 

In  shoes  a  good  sorting  trade  is  being  done,  and  orders  for 
spring  lines  are  gradually  passing  the  normal  line.  The  attract- 
iveness of  the  showing  this  season  is  evidenced  by  the  fact  that 
never  have  dealers  bought  as  early  or  as  fully  for  spring  before. 
Notwithstanding  that  already  prices  have  had  to  be  advanced 
a  couple  of  times  on  certain  classes  of  goods,  travelers  report 
the  interest  in  new  samples  unabated.  A  good  deal  of  grumbling 
has  already  occurred  with  regard  to  the  deliveries  of  sorting 
goods,  although  manufacturers  do  not  seem  any  busier  than 
usual.  Trade  is  getting  to  a  point  when  not  only  the  retailer, 
but  the  jobber,  expects  the  manufacturer  to  carry  stock  for  him. 
The  extreme  earliness  of  the  seasons  accounts  in  some  measure 
for  this. 


CANADIANS  HAVE  IDEAS,  TOO. 

A  few  years  ago  it  was  considered  almost  an  impossibility 
to  get  out  a  new  set  of  samples  without  seeing  what  was  "  on  the 
tapis"  across  the  line.  To-day  there  are  concerns  here  which 
get  out  all  their  own  designs,  which  are  quite  as  stylish  and 
■up-to-date  as  anything  emanating  from  outside  sources.  In  fact, 
samples  have  now  to  be  ready  so  early  that  it  would  be  impos- 
sible in  many  cases  to  procure  ideas  from  across  the  border 
where  they  are  now,  as  a  rule,  issued  simultaneously  with  those 
of  our  best  makers  in  Canada.  This  is  another  substantial  evi- 
dence of  the  commercial  development  as  well  as  industrial  inde- 
pendence that  Canada  has  achieved. 


THE  EXPENDITURE  FOR  LASTS. 

One  of  the  most  serious  problems  the  shoe  trade  has  to 
contend  with  to-day,  especially  where  welt  goods  are  concerned, 
is  the  enormous  annual  expense  for  lasts.  With  the  multiplicity 
of  shapes  is  made  necessary  a  variety  of  lasts  that  was  quite 


SOME  RETAILERS  CAUGHT  NAPPING. 

The  snow  flurry  and  accompanying  slush  early  in  the  month 
had  the  effect  of  worrying  the  retail  trade  to  some  extent,  as 
dealers  found  themselves  short  of  stock.  In  many  cases  the  new 
season's  goods  had  not  arrived,  and  the  wires  for  several  days 
were  thus  kept  in  a  state  of  unwonted  warmth.  Manufacturers 
say  retailers  have  themselves  to  blame,  as  they  held  off  with  their 
orders  until  the  last  moment.  At  the  same  time  there  is  no 
gainsaying  the  fact  that  some  of  the  concerns  were  caught  nap- 
ping and  will  have  to  reckon  with  disappointed  customers.  All 
claim  to  have  booked  a  good  season's  business,  and,  while 
admitting  there  is  not  much  money  in  it,  all  are  taking  matters 
philosophically. 


HAMMERING  AT  LEATHER  MAKERS. 

Leather  manufacturers  are  being  hammered  at  continually 
on  the  subject  of  prices,  but  are  seemingly  holding  their  ground. 
Ivong  letters  are  passing  through  the  mails  arguing  the  subject 
pro  and  con.  Tanners  claim  that  they  are  not  making  any  money 
in  the  sense  that  such  risks  as  they  take  should  warrant.  It  is 
only  the  large,  well-equipped  establishments  that  stand  any  chance 
of  coming  out  at  the  right  end  of  the  game.  Stocks  are  so  closely 
run,  manufacturers  who  are  unwilling  to  pay  the  price  have 
difficulty,  and  will  continue  to  experience  more  of  it,  in  getting 
supplies  just  as  they  want  them.  Nevertheless,  large  buyers  insist 
tli at  they  have  kept  covered  and  are  experiencing  no  incon- 
venience. 


The  First  Lesson  In  Color  Work 

This  Is  a  Very  Important  Phase  in  the  Writing  of  Attractive  Store  Cards  and  Warrants 
Special  Study— The  Necessary  Materials,  How  to  Mix  Them,  and  the 
Way  That  the  Various  Shades  Are  Secured— The  Hues 
Should  Harmonize  With  the  Goods. 


«gy  R.  T.  D.  Edwards,  The  Robert  Simpson  Co.,  Toronto. 

(Copyright  by  Acton  Publishing  Company,  Limited.) 

In  order  to  make  possible  the  following  of  this  course  in  the 
right  way,  the  writer  has  outlined  a  plan  which  will  cover  the 
essential  detail  work,  and  do  it  in  an  interesting  manner. 


In  this  lesson  an  important  step  is  to  be  taken— the  firs 
instruction  in  color  work.  It  is  hoped  that  none  of  the  readers 
of  the  Shoe  and  Leather  Journal  have  gone  contrary  to  advice 
in  regard  to  attempting  the  use  of  colors  before  some  knowledge 
of  them  had  been  secured.    As  has  been  previously  stated  in  this 
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Commencing  Color  Work. 

Color  work  is  a  very  important  part  of  a  card  writer's  work, 
and  consequently,  warrants  special  study.  It  is  necessary  to  start 
right,  as  a  step  in  the  wrong  direction  may  have  disastrous 
results. 

Be  careful  not  to  use  colors  that  clash.    There  are  many 
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Fig.  2. 

course,  it  is  necessary  to  get  everything  thorough,  as  the  lessons 
proceed,  because  as  a  rule  he  who  becomes  a  card  writer  in  a 
hurry  will  not  be  able  to  hold  a  position  with  one  who  has  care- 
fully studied  each  step  and  thereby  has  secured  a  quality  of 
knowledge   unattainable   in    a   "be-a-card-writer-quick"  course. 


men  in  the  sign  writing  business  who  have  never  studied  har- 
mony of  color,  and  the  result  is  that  some  very  "  clashy "  com- 
binations are  produced.  Up-to-date  stores  require  cards  embrac- 
ing  only  harmonious  effects.  It  is  also  important  that  the  card 
writer  should  see,  when  colors  are  used  for  shadings,  that  the 
latter  are  not  stronger  than  is  necessary  to  throw  out  the 
lettering. 

All  colors  should  harmonize,  not  only  with  each  other,  but 
also  with  the  goods  to  which  the  cards  call  attention. 

Buying  and  Mixing  Colors. 

The  color  materials  used  for  card  writing  are  quite  inex- 
pensive. Water  colors  in  tubes,  such  as  are  secured  in  an  art 
store,  are  not  necessary.  You  can  secure  most  every  essential 
shade  in  "distemper"  colors,  which  are  just  paint  pigment  ground 
very  finely.  These  are  obtainable  at  paint  shops.  They  usually 
come  in  screw  top  jars  containing  about  a  pound.  To  prepare 
the  paint  for  applying,  mix  with  the  pigment  a  solution  three 
parts  water  and  one  part  mucilage,  to  a  proper  flowing  consist- 
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ency  for  brush  or  pen.  This  same  solution  should  be  used  for 
thinning  it  the  paint  thickens.  A  small' glass  fruit  dish  is  a  suit- 
aide  vessel  in  which  to  mix  the  color.  A  good  practical  ladle 
for  mixing  is  illustrated  herewith.  Tt  can  be  easily  cut  from  a 
piece  of  wood. 

Shadings. 

As  will  be  seen  in  Figs.  I  and  2,  the  shading  of  a  letter  is 
placed  at  an  angle  of  about  45  degrees  from  the  letter,  with  a 
white  space  between.  It  is  not  necessary  that  the  shading  should 
be  absolutely  accurate  as  to  position,  but  so  far  as  possible  this 
is  de-drable.  at  the  same  time  maintaining  a  free  and  easy 
appearing  stroke.  On  curved  lines  it  may  be  necessary  to  extend 
the  shading  somewhat. 

Following  are  some  suitable  colors  for  shading,  with  direc- 
tions as  to  how  they  can  be  made: 

pal0  blue— Mix  -mall  quantity  nf  this  with  white.    Blue  is 


Miladi  and  Her  Prejudices 

"I  had  a  peculiar  case  come  under  my  notice  the  other  day, ' 
said  a  clerk  in  a  Toronto  shoe  store.  "There  is  a  certain  family 
in  the  city.  The  husband  and  father  has  been  in  the  habit  of 
buying  his  shoes  here.  We  have  always  managed  to  fit  him  and 
give  him  perfect  satisfaction.  We  have  also  taken  care  of  the 
children,  but  we  never  sold  the  mother  a  shoe  as  long  as  I  can 
remember,  and  I  have  been  in  this  establishment  four  years 
now.  One  evening  recently  father,  mother  and  two  children 
happened  to  come  in  together.  She  bought  a  pair  of  slipper; 
for  one  of  the  little  ones,  and  the  father  remarked  to  me :  'Now, 
here  is  your  chance.  I  have  always  got  what  I  wanted  here, 
but  my  wife  has  the  impression  that  you  cannot  fit  her.  See 
what  you  can  do.'  The  woman  then  spoke  up  and  asserted  she 
was  sure  we  could  not  suit  her,  as  she  had  a  long,  narrow  foot, 
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and 


very  little  is  required.  Mix 


an  exceedingly  strong  color 
thoroughly. 

Grey— Mix  very  little  black  color  (not  letterine)  with  white 
and  add  a  pinch  of  blue  to  take  the  dead  effect  away  from  it. 
Pale  green— Mix  a  little  yellow  in  white  and  add  small 

quantity  of  blue. 

Fawn— Mix  yellow  and  red  in  small  quantities  with  white. 

Violet— Mix  small  quantities  of  blue  and  red  in  white. 

Pjnk— Mix  small  quantity  of  vermilion  in  white. 

<jream_Mix  small  quantity  of  yellow  in  white  and  add  a 
slight  touch  of  brown. 

The  foregoing  should  provide  an  ample  number  of  shades 
for  ordinary  uses.  ('.rev.  pale  blue  and  pale  green  should  answer 
in  the  majority  of  cases. 

The  Alphabet. 

The  alphabet  shown  in  Fig.  3  is  the  lower  case  of  the  brush 
stroke  block  treated  in  Lesson  No.  4.  and  on  account  of  its  many 
curves  is  difficult  to  execute.  For  practice  work  it  would  be 
well  to  rule  five  guide  lines,  one  each  for  the  top  and  bottom 
of  the  letters,  one  for  the  top  of  long  strokes  as  in  "b."  "f," 
etc..  one  for  the  "t"  and  dots  on  "i"  and  "j,"  and  one  for  the 
bottom  >troke  of  "g."  "j."  "p."  etc.  By  so  doing  you  will  be 
enabled  to  keep  the  letters  in  proper  proportions.  As  in  the 
upper  case,  all  lines  are  made  with  one  stroke  of  the  full  face 
of  the  brush. 


which  was  unusually  thick  at  the  ball.  I  asked  permission  to 
remove  her  shoe,  and  she  reluctantly  consented,  stating  that  there 
was  only  one  shoe  house  in  Toronto  which  could  please  her. 
The  first  shot  I  had  her  try  on  a  gunmetal  bal,  one  of  the  best 
made  lines  that  we  carry.  She  said  it  was  very  comfortable, 
and  asked  the  price.  I  told  her  seven  dollars.  She  said  that  she 
did  not  care  to  go  that  high,  and  I  next  displayed  a  tan  calf 
blucher  with  round  toe  and  rather  low  heel,  which  we  retail  at 
five  dollars.  She  said  that  was  the  figure  she  was  willing  to 
pay  and  she  guessed  I  had  fitted  her  all  right.  I  told  her  that  we 
made  a  special  study  of  the  art,  and,  after  her  purchase,  she 
went  away  satisfied.  Thus  you  see  how  some  persons  are 
blinded  by  prejudice.  They  only  think  that  they  cannot  be  sat- 
isfied and  never  give  the  average  clerk  a  chance  to  demonstrate 
what  he  can  do." 


Every  man  has  within  himself  the  seminal  principle  of  great 
'•xrellence;  he  alone  can  develop  it. 


When  a  man  has  no  better  recommendation  than  the  fact 
thai  he  is  "a  good  fellow,"  he  is  in  a  hard  row  of  stumps,  for 
being  a  "good  fellow"  has  caused  many  a  young  man  to  go 
wrong. 


The  Rush-In  Rush-Out  Buyer 

"The  life  of  a  shoe  salesman  is  not  all  pleasure,"  remarked 
a  Hamilton,  Ontario,  clerk  the  other  day.  "Only  this  week  a 
pert  young  fellow  came  bustling  into  the  store  and  declared 
abruptly,  "Want  a  pair  of  shoes."  He  seemed  very  impatient, 
and  did  not  intimate  what  kind.  I  showed  him  a  snappy  pair, 
which  I  thought  might  be  to  his  liking,  and  he  said  with  some 
acerbity :  'No,  that's  not  the  kind  at  all'  I  pulled  out  another 
line,  and  he  retorted:  'No,  that's  not  the  kind  either.  Guess 
you  haven't  got  anything.'  And,  before  he  offered  another  word 
of  explanation,  or  I  could  get  an  inkling  of  his  ideas  or  tastes, 
he  bounded  out  as  unceremoniously  as  he  had  entered;  and  yet 
some  proprietors  wonder  sometimes  why  we  are  unable  to 
please  callers.  We  get  dozens  of  these  rush-in,  rush-out.  don  t- 
know,  comprehend-me-quick  style  of  people." 
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My  Experience  As  a  Retail  Shoe  Assistant 

How  Daily  Round  of  Duty  May  Be  Brightened  by  Study  of  Character  and  Human  Nature-Vagaries  of  Various  Callers- 
The  Stylish  Lady,  the  Family  Woman,  the  Talkative  Chap,  and  the  Fellow  Who  Is  Hard  to  Fit. 

BY   "  BRITISH  -  CANUCK." 


The  life  of  a  shoe  assistant  is  not  as  monotonous  as  a  num- 
ber of  people  imagine  it  to  'be,  especially  if  the  assistant  be  a 
student  of  character  and  of  ihuman  nature.  'His  daily  round  of 
duty  may  be  made  the  field  of  interesting  observations  while 
studying  the  idiosyncrasies  of  his  various  customers.  Somebody 
has  said  that  "The  proper  study  of  mankind  is  man,"  and  it  is 
certain  that  to  the  lover  of  his  kind,  there  is  no  more  interest- 
ing study. 

My  own  experience  as  manager  of  a  large  shoe  store  has 
caused  me  to  come  to  consider  this  particular  line  to  be  an  ex- 


This  one  takes  himslf  serious- 
ly and  expects  the  sales- 
man to  kneel  to  him. 


Talk  on  religious  sub- 
jects with  this 
prospect. 


cellent  Opportunity  for  calling  forth  an  exhibition  of  most 
people's  particular  vagaries,  often  to  their  own  disadvantage,  if 
they  only  knew  it,  and  greatly  to  the  edification  of  the  observant 
assistant.    The  following  are  a  few  of  my  everyday  experiences. 

Her  Dress  Betokens  Her  Vanity. 

First  comes  the  young  lady,  whose  style  of  dress  betokens 
personal  vanity.  You  may  marvel  what  on  earth  she  has  to  be 
vain  about,  but  there  she  is,  as  proud  in  her  feathers,  ribbons 
and  furs  as  the  otherwise  naked  black  man  who  is  wearing  a 
shirt  and  collar  he  has  found  on  the  beach.  In  sharp  and  frigid 
language  she  tells  you  her  wants;  she  cannot  bear  to  see  any 
wrinkles  in  her  boots  (and  yet  she  will  wear  a  hat  on  her  head 
as  large  as  a  cart  wheel).  After  trying  on  ever  so  many  pairs 
of  your  shoes  she  comes  to  the  conclusion  that  you  have  noth- 
ing to  suit  her.  Now,  if  you  can  only  overcome  your  natural 
feeling  of  annoyance,  here  is  an  interesting  character  study  for 
you.  You  can  see  by  the  style  of  dress  she  affects  that  her  rul- 
ing idea  in  wearing  clothes  is  not  that  of  Robinson  Crusoe— to 
shield  her  body  from  the  elements— but  rather  to  gain  the  envy 
of  her  compeers  for  her  superior  attractions;  just  as  much  if 
not  more  than  the  black  man  referred  to,  the  ruling  idea  being 
appearance  rather  than  comfort,  and  forgetting  that  the  highest 
recommendations  to  esteem  are  affability,  gentleness  and  bright- 
ness of  demeanor  in  preference  to  showy  garments  and  pickle 
vinegar  manners. 

The  Two  Giggling  Girls. 

Then  there  are  the  young  ladies  who  shop  in  couples,  and 
who,  all  the  time  that  you  are  endeavoring  to  supply  their  wants, 
are  carrying  on  a  whispered  conversation,  mixed  with  suppressed 
giggles.  You  catch  them  looking  at  you  sideways  every  now 
and  then,  and  doing  some  more  giggling,  till  you  feel  quite  un- 


comfortable, wonder  if  you  have  smudged  your  face,  or,  in  some 
other  -way,  made  yourself  look  ridiculous.  "Silly  Lassies,"  no 
doubt  the  staid  matron  would  call  them— likewise  the  shopman's 
wife,  if  she  could  see  them— but  probably  they  are  merely  two 
light-hearted,  silly  creatures,  who,  if  the  decorum  of  social  life 
permitted,  would  laugh  as  merrily  in  a  shoe  shop  as  they  would 
at  a  picnic. 

Then  what  a  study  is  afforded  by  mothers  who  bring  their 
children  to  be  fitted  with  shoes?  What  peeps  behind  the  scene 
are  afforded  to  lookers  on!  There  is  the  mother  who  is  sharp 
and  snappish  with  her  children,  calls  them  "little  wretches"  very 
likely.  She  is  almost  sure  to  say  that  the  last  she  bought  turned 
out  "mere  rubbish!"  Then  there  is  the  pleasant-faced,  kindly- 
speaking  mother,  whose  children  look  up  into  her  face  openly 
and  with  affection.  She,  as  a  rule,  will  not  give  much  trouble 
to  the  shop  man. 

Where  the  Wife  Knows  It  All. 

Then  there  is  the  old  lady  who  wants  a  comfortable  boot, 
and  if  you  encourage  her,  will  tell  you  all  about,  "When  my  dear, 
good  husband  was  alive."  Most  amusing  of  all,  perhaps,  is  the 
wife  who  brings  her  husband  to  be  fitted  with  a  pair  of  boots, 
and  who,  apparently,  knows  much  better  than  he  does  what  does. 
and  what  does  not  fit  him. 

Let  retailers  note  the  varied  types  of  character  represented, 
and  follow  in  imagination  the  possessors  to  their  different  homes. 
How  many  phases  of  life  arc  here  exposed  to  view?  Who  can 
complain  of  monotony  when  engaged  in  such  a  fascinating  study? 
There  is  the  man  who  wants  a  pair  of  boots,  but  not  like  he  is 
wearing.  He  talks  little,  but  seems  to  think  a  lot.  You  get  down 
a  pair  his  size  and  he  puts  one  on  and  passes  his  hand  slowly 
down  the  front,  then  up  the  leg,  and  looks  at  the  boot  for  a  while. 
He  takes  it  off  and  gazes  at  the  sole,  and,  still  holding  it  in  his 


Greet  this  one  with  a_  smile 
and  at  the  proper  time 
tell  him  a  joke. 


You  don't  have  to  change  his 
mind  when  this  type 
comes  in. 


hand,  looks  scarchingly  all  round  the  shop.  You  follow  his 
glance  to  try  and  discover  what  he  wants,  and,  at  last,  some- 
how or  other,  you  manage  to  sell  him  a  pair,  with  which  he 
slowly  leaves  the  shop,  scarcely  uttering  a  word.  You  mentally 
wonder  whether  he  is  pleased,  and  if  he  is  likely  to  come  again. 

Served  This  Woman  Three  Hours. 

I  had  a  lady  customer  a  few  days  ago  who  came  into  the 
shop  at  3.30  o'clock  for  a  pair  of  walking  shoes,  and,  after  two 
young  ladies  had  been  attending  to  her  for  three  hours  in  turn, 


/ 
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I  took  the  customer  over  myself  and  finished  serving  her,  and 
then  only  by  absolutely  refusing  lo  show  her  any  more  stuff 
and  telling  her  that  she  might  take  a  pair  of  shoes  home  and  put 
them  on  early  in  the  morning  and  sit  in  them  all  day,  and  then 
if  she  found  they  were  not  comfortable  I  would  change  them  for 
her.  She  eventually  left  the  shop  about  7.30,  having  had  four 
hours'  civil  attention.    This  tequired  patience. 

The  talkative  man  usually  pretends  to  know  something 
about  leather,  but  in  reality  knows  rather  less  than  nothing 
about  it.  He  used  to  buy  his  boots  at  Brown's,  but  the  last 
pair  he  had  turned  out  so  bad  that  he  has  decided  to  give  him 
up;  and  if  you  will  sell  him  a  real  good  pair,  and  he  finds  that 
they  give  him  perfect  satisfaction,  you  may  always  depend  upon 
his  custom,  and.  as  he  has  a  large  circle  of  friends,  it  will  turn 
out  a  fine  thing  for  you.    That  man  is  a  fraud. 

A  Warning  That  Is  An  Apology. 

There  is  the  man  who  warns  you  that  he  is  hard  lo  please, 
and  that  he  has  a  difficult  foot  to  fit.  This  man  will  give  you 
very  little  trouble,  for  his  warning  is  really  an  apology.  There 
is  a  class  of  people  who  seem  to  think  it  necessary  to  apologize 
for  being  alive!  The  man  to  be  feared  is  the  one  who  wants 
a  pair  of  boots  made  and  declares  that  he  has  a  most  easy  foot 
to  fit.  Depend  upon  it.  he  has  worried  a  heap  of  shoemakers 
grey-headed,  and  now  he  has  come  to  give  you  a  turn.  Of 
types  of  customers  in  the  bespoke  line  I  met  a  curious  specimen 
some  time  ago.  lie  had  the  smallest  foot  for  a  grown  man  that 
I  ever  saw,  and  be  was  as  vain  of  it  as  he  could  well  be.  He 
came  in  with.  "Can  you  make  me  a  pair  of  boots  by  Wednes- 
day at  2  o'clock?  Must  be  done,  going  to  a  dinner!"  He  was 
out  of  the  shop  again  in  a  minute.  This  man  never  goes  to  a 
><>cial  gathering  without  a  new  pair  of  boots. 

When  Shoes  Mean  Boots. 

The  average  American  is,  T  think,  the  most  curious  cus- 
tomer  in  an  English  boot  shop.  He  walks  in  and  looks  around 
at  the  stock. 

"Got  a  pair  of  shoes?" 

"Yes.  sir.  plenty.    Will  you  take  a  seat?" 

"No.  1  guess  I'll  see  the  shoes." 

He  won't  sit  down,  but  tells  exactly  what  size  he  takes— 
the  English  a-  a  rule  know  a  thing  about  size.  The  retailer 
brings  down  a  pair  of  shoes,  and,  perhaps,  for  the  first  time, 
he  discovers  that  when  a  Yankee  asks  for  shoes  he  means  boots. 
Then  the  work  of  the  shopman  begins.  This. pair  is  too  short, 
that  too  light,  the  uppers  are  too  thick,  the  toes  are  too  wide 
or  too  narrow.  At  last,  he  gets  something  nearer  to  his  taste, 
and  no;  until  then  will  he  commit  himself  so  far  as  to  take  a 
-eat;  that  is  if  he  does  not  say.  "I'll  call  again  another  day,  I 
am  only  jusi  looking  round."  Whether  that  is  exactly  the  Am- 
erican waj  of  buying  shoes  when  he  is  around  home,  I  do  not 
know,  but  there  is,  generally  speaking,  some  excuse  for  Yankee 
caution  when  buying  ready-made  boots  in  England,  as  their 
tastes  as  well  as  their  style  of  fitting  differ  from  ours  materially, 
or  did  so  a  few  years  ago. 

How  English  Have  Wakened  Up. 

Since  the  American  invasion  the  English  manufacturers  have 
akencd  up  to  the  fact  that,  instead  of  making  six  different 
m  -.  as  they  used  to  do.  now  in  every  up-to-date  English  shop 
you  will  find  the  good  solid  Knglish  leather  and  English  made 
boot  in  sixty-five  different  sizes  and  fittings  in  one  shape,  and 
perhaps  he  keeps  these  in  three  or  four  shapes;  so  you  see  his 
bat  to  be  much  larger  than  before,  when  there  was  jus! 
th(  ordinary  six  sizes.    It  was  these  sizes  and  fittings  that  made 
tin   American  foot/wear  so  popular  for  a  short  time  a  year  or 
back.    \.  regards  the  quality  of  the  American  boots,  the  or- 
dinary American  bootat  sixteen  shillings  or  thereabouts  is  no  bet- 
ter in  quality  and  workmanship  vhan  the  ordinary  English  eight 
.«hiHinff-  and  eleven  pence  boot-    That  i-,  one  redeeming  feature 


about  an  Englishman.  If  he  makes  a  mistake  he  is  not  ashamed 
to  admit  it.  and  sets  to  work  to  rectify  it.  It  is  very  strange 
that,  at  about  the  same  time  as  American  footwear  was  in  de- 
mand in  England,  just  as  great  was  the  demand  in  Yankee-land 
for  English  made  goods.  Just  as  the  coming  season  the  gay 
Parisienne  will  have  the  l'Anglaisc  shoes,  so  will  the  English 
lady  insist  upon  having  the  Parisienne  article. 

My  advice  to  the  shoe  assistant  is,  study  your  customers 
instead  of  treating  them  as  if  they  were  a  bore  to  you. 


Travelers  Up  On  Mountain  Top 

The  accompanying  picture  depicts  a  group,  of  travelers  who 
were  up  among  the  mountains  at  Capilano,  North  Vancouver, 
where  they  happened  to  meet  there  a  few  weeks  ago.  They  had 
just  come  out  of  an  ice  cream  parlor  and  look  happy  and  satis- 


fied. The  first  on  the  right  "in  the  line-up"  is  Oscar  Wettlauf er, 
who  is  on  the  staff  of  Rae  Bros.,  retail  shoe  dealers  in  Vancou- 
ver; the  next  is  W.  E.  Short,  Western  representative  of  the 
Kingsbury  Footwear  Company,  Montreal ;  the  third,  Luke  Stock, 
who  covers  the  West  for  Walker,  Parker  &  Co.,  Toronto;  the 
fourth,  H.  E.  Wettlaufer,  who  looks  after  the  interests  of  Charles 
A.  Ahrens  &  Co.,  of  Berlin,  Ont.,  in  the  prairie  provinces,  and  is 
a  brother  of  the  first  mentioned  gentleman.  The  fifth  person  is 
W.  C.  Sheffield,  of  Toronto,  who  represents  the  Canada  Under- 
skirt Co. 


Keep  Up  Effective  Advertising 

Good  illustrations  will  help  very  much  to  sell  shoes,  hand- 
bags, suitcases  and  other  articles  of  a  like  nature.  When  the 
details  of  an  illustration  stand  out  clearly,  the  prospective  buyer 
or  the  interested  reader  can  get  a  very  good  idea  of  the  main 
characteristics  of  the  article  in  question.  These  patent  details 
can  be  reinforced  by  strong,  pointed  copy,  giving  information 
about  details  that  cannot  be  pictured.  This  is  the  winning  com- 
bination and  this  should  be  the  object  of  every  advertising  shoe 
man  selling  either  shoes  or  trunks. 

There  is  all  the  more  reason,  now  that  the  real  holiday  sea- 
son is  here,  for  the  retailer  to  let  the  public  know  that  be  has 
trunks  and  leather  goods  for  sale.  People  must  have  their 
minds  directed  to  such  things  in  fall  and  winter,  whereas  in 
summer  they  are  often  forced  upon  the  attention  by  necessity 
or  desire.  There  are  joyous  festive  seasons  drawing  near,  and 
leather  goods  of  all  knids  will  be  needed.  You  need  to  adver- 
tise extensively  and  pointedly  and  let  the  people  in  your 
town  know  you  are  up  and  doing,  and  carrying  full  stocks. 
\\  inflows  and  advertising  are  the  means  to  use.  But  on  no 
account,  if  you  esteem  your  cash  sales,  put  your  leather  goods 
department  upstairs  in  an  attic  or  down  in  the  cellar  until  next 
year  for  "moths  and  rust  to  corrupt."   Such  a  course  is  suicidal. 
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Keeping  Track  of  Shoes  Until  They  Are  All  Sold 

Record  From  Time  They  Are  Placed  on  Shelves  Until  Transaction  is  Closed  With  Customer-How  a  Practical 
and  Simple  System  May  Be  Applied  to  Any  Store-A.  E.  Edgar  Concludes  His  Methods  of  Accounting. 


The  first  part  of  a  "Simple  System  of  Stock-keeping  and 
Accounting  for  a  Retail  Shoe  Store"  which  was  published  in  the 
last  issue  of  the  Shoe  and  Leather  Journal,  brought  down  the 
plan  of  stock-keeping  to  the  point  where  every  record  was  made  up 
to  and  including  the  placing  of  the  goods  on  the  shelves.  In  this 
part  we  resume  the  explanation  and  continue  it  from  the  entrance 
of  the  customer  until  the  records  are  finally  closed. 

A  customer  arrives  and  is  seated.  As  soon  as  the  demands  of 
the  customer  are  known  the  clerk  goes  for  the  shoes  that  he  thinks 
will  suit.  He  does  not  bring  a  number  of  boxes  and  pile  them  on 
the  counter.  Instead,  he  selects  one  shoe  from  the  carton,  puts 
the  cover  on  the  bottom  and  replaces  the  carton  on  the  shelf  leaving 


out  to  the  customers  a  day  or  two  after  the  purchase  is  made  thank- 
ing them  for  their  patronage  and  suggesting  an  exchange  if  the  goods 
are  not  entirely  satisfactory,  and  inviting  any  complaint  if  they  do 
not  prove  so.  This  is  a  worthy  feature  of  a  specialty  store  or  one 
handling  only  the  higher  priced  lines. 

Keeping  Record  of  Purchases. 
Other  merchants  not  only  have  a  mailing  list  compiled  from 
these  slips  but  they  use  a  card  index  and  keep  a  record  of  each 
customer's  purchases.  Records  of  this  kind  are  used  in  different 
ways.  After  a  certain  number  of  months  have  elapsed  and  no 
second  purchase  has  been  made  a  gentle  reminder  is  sent  to  the 
customer  suggesting  a  purchase  of  seasonable  lines.  Again,  if  we 
allow,  say,  four  months  as  the  life  of  the  average  shoe,  many  sales 
could  be  made  of  the  same  style  and  kind  if  they  are  in  stock  by 
simply  writing  and  asking  how  they  have  worn,  giving  date  of  the 
last  purchase  and  hinting  that  another  pair  just  like  them  have 
just  come  in. 

A  glance  at  the  sales  slip  (Exhibit  D)  will  find  it  filled  out 
showing  name  and  address  of  customer,  stock  number,  mate  number, 
size,  width,  and  price  of  shoes,  the  amount  of  the  sale,  who  made 
the  'sale  and  whether  cash  was  paid,  or  the  sale  was  on  credit  or  to 
be  sent  out  C.  O.  D.    It  also  shows  the  amount  of  money  the  custo- 


A.  E.  Edgar,  shoe  retailer,  of  Windsor  Ont. 

it  projecting  a  couple  of  inches.  He  does  this  with  each  style 
shown.  This  rule  is  never  to  be  broken.  The  clerk  knows  that 
he  is  never  to  take  down  any  more  styles  than  are  absolutely  neces- 
sary, and  that  he  is  to  replace  as  many  as  he  conveniently  can  during 
the  progress  of  the  sale. 

Keep  Shoes  Off  the  Counters. 

This  prevents  any  accumulation  of  shoes  on  the  counters  or 
tables.  If  two  salesmen  should  have  use  for  the  same  shoe,  when 
there  is  but  one  pair  of  the  size  in  stock,  the  second  clerk  can  pro- 
cure it  from  the  first  if  he  is  not  selling  that  particular  shoe. 

When  the  sale  is  made  the  shoes  may  either  be  wrapped  in  the 
carton,  or  the  carton  may  be  replaced  on  the  shelf,  either  upside 
down  or  with  its  face  towards  the  wall.  The  stock  looks  better 
when  the  shelves  are  all  full;  there  is  a  look  of  a  scanty  stock  when 
a  number  of  vacancies  are  seen. 

Make  Out  a  Sales  Check. 

When  a  sale  is  made  the  clerk  should  make  out  a  sales  check 
in  duplicate.  The  sales  check  shown  in  Exhibit  D  is  one  of  the 
usual  forms  sold  by  any  firm  making  counter  check -books.^  The 
ruling  suggested  here  may  be  changed  to  suit  each  individual's 
needs. 

If  this  form  of  sales  slip  is  used  the  retailer  will  have  a  most 
complete  record  of  the  transaction.  In  one  way,  or  another,  the 
name  and  address  of  the  customer  should  be  secured.  Some  dealers 
offer  the  clerks  a  bonus  of  five  cents  for  every  new  name  and  address 
added  to  the  mailing  list.  Usually  these  firms  use  these  lists  con- 
stantly. 

A  Good  Mailing  List. 

A  mailing  list  that  is  absolutely  correct,  even  if  small  is  more 
valuable  than  one  that  contains  a  number  of  names  that  should 
be  erased  from  it.    Some  firms  have  a  small  card  that  they  mail 
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(c/rv)  -W 

NAM  El  ^^jfe^t  ^^ri^^AZ— 


CZZ0O3 


/o  7A 


3503 


I?. 00 


7 


3-^ 


Exhibit  "D,"  showing  a  modern  sales  check. 

mer  handed  over  to  the  clerk  in  payment  and  the  amount  of  change 
if  any  that  should  be  received  from  the  cashier. 

Duties  of  Wrapper  and  Cashier. 

If  a  cashier  and  wrapper  are  employed  the  wrapper's  table 
should  be  adjacent  to  that  of  the  cashier.  The  checks  in  duplicate, 
the  cash  and  the  shoes  are  sent  to  the  wrapper's  desk.  He  checks 
the  mate  number  and  the  price  and  hands  the  slips  and  cash  to  the 
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cashier.  She  marks  both  and  files  the  original  and  hands  back  the 
duplicate  and  change  to  the  wrapper.  In  the  meantime  he  has 
seen  that  the  shoes  are  properly  mated,  in  perfect  condition  and 
stamps  the  date  on  the  lining  inside  the  right  shoe  well  up  to  the 
top.  He  then  wraps  up  shoes  and  slips  and  returns  them  and  the 
change  to  the  clerk  who  sold  them. 

A  Time  Saving  Device. 

Cash  and  package  carriers  are  a  great  convenience  and  a  time 
saving  contrivance.  Parcel  boys  are  sometimes  employed  for  the 
purpose  of  conveying  shoes  and  cash  back  and  forth,  but  the  carrier 
is  preferable  and  less  costly. 

The  date  is  stamped  in  the  shoe  so  as  to  make  it  easier  and  less 
costly  to  adjust  claims  made  for  poor  service.  People  always 
imagine  they  have  had  the  shoes  that  wear  out  about  half  as  long 
as  they  really  have.  The  stamped  date  is  always  acceptable 
proof  of  the  time  of  purchase. 

When  it  is  a  cash  sale  the  cashier  stamps  the  slips  "paid," 
using  the  newest  style  of  dating  stamp.  If  it  is  a  "charge,"  and 
she  is  satisfied  it  is  O.K.,  or  it  has  been  O.K'd.  by  some  one  duly 
qualified  to  pass  on  charge  accounts,  she  stamps  them  "charge." 
This  is  done  to  prevent  any  charge  check  from  being  mixed  by 
accident  among  the  cash  slips. 

Sending  Out  Goods  C.  O.  D. 

If  the  sale  is  a  C.  O.  D.  instead  of  charge  it  is  so  stamped 
and  given  a  number  and  the  duplicate  slip  is  inserted  in  an  address 
after  they  are  wrapped  for  delivery.    A  C.  O.  D.  book  is  used  where 


pair  being  placed  at  the  top  of  the  slip  and  the  lower  priced  pair 
below  that.  A  line  is  drawn  across  the  "Price  "column  and  the 
amount  of  cash  due  either  party  is  placed  below  the  line.  If  the 
difference  is  in  favor  of  the  customer  the  clerk  marks  it  for  "Refund  " 
or  "Credit"  as  the  case  may  be. 

The  Treatment  of  Rubbers. 

This  concludes  the  transaction  as  far  as  the  customer  is  con- 
cerned, but  it  does  not  by  any  means  complete  the  deal  from  the 
retailer's  standpoint.  In  the  morning,  or  at  any  convenient  time, 
the  records  are  taken  from  these  same  sales  slips.  Supposing 
yesterday's  slips  are  before  us.  First,  we  divide  them  in  separate 
piles  according  to  departments.  The  department  letter  facilitates 
this.  Findings  are  given  a  separate  department  and  may  be  given 
stock  numbers  and  handled  as  shoes.  In  the  average  store  the 
findings  stock  will  hardly  be  large  enough  to  warrant  this.  Rubbers 
however,  should  be  treated  in  the  same  manner  as  shoes  and  should 
have  a  separate  department  of  its  own. 

According  to  the  suggested  arrangement  there  would  be  then 
six  departments  in  all,  four  for  shoes,  one  for  rubbers,  and  another 
for  findings. 

Checking  Off  Each  Pair. 

As  each  slip  contains  the  size  and  width  of  each  pair  of  shoes 
sold  we  have  the  means  of  checking  off  each  pair  that  has  been 
entered  at  the  time  of  sale.  This  is  done  by  making  a  small  circle 
or  "0"  around  the  cross  sign("  — "),  on  the  stock  sheet. 

In  some  systems  a  simple  stroke  is  used  to  indicate  the  number 
of  pairs  of  each  size  purchased.    These  strokes  are  made  in  pencil 
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Exhibit  "E,"  showing  rulings  for  C.O.D.  book. 


there  are  many  of  these  transactions  and  should  be  ruled  off  something 
thing  like  that  shown  in  Exhibit  E. 

When  the  goods  have  been  delivered  and  the  proper  amount 
collected  it  is  handed  with  the  book  to  the  cashier  who  selects  the 
slips  by  number  and  re-stamps  them  "paid,"  and  they  are  then 
treated  in  the  same  manner  as  the  cash  slips. 

Handling  the  Various  Slips. 

The  cashier  has  a  spindle  for  cash  sales  slips,  another  for  charge 
slips,  and  still  another  for  C.  0.  D.  slips.  "On  memo.,"  or  "appro- 
bation" slips  are  handled  with  the  charge  slips  except  in  a  business 
where  there  are  a  great  many  transactions  of  that  nature,  when  a 
spindle  should  be  reserved  especially  for  this  class  of  slips.  As  the 
slips  come  in  the  cashier  enters  the  sales  in  a  blotter  that  is  ruled 
in  such  a  manner  that  there  is  a  column  for  every  salesman.  Each 
clerk's  sales  are  entered  in  his  own  column  and  all  are  totaled  at 
the  close  of  business  for  the  day. 

In  the  Event,  of  Exchange. 

If  an  exchange  is  made  the  sales  slip  shows  which  are  returned 
and  which  are  taken.  If  the  shoes  taken  are  the  same  price  as  those 
taken  in  exchange  the  sales  slip  is  made  out  as  for  a  cash  sale  for 
the  shoes  to  be  taken.  Lower  down  the  word  "Returned"  is 
written  and  below  that  the  sales  slip  is  filled  as  for  a  sale  giving  stock 
number,  mate  number,  size  and  price  of  the  pair  returned.  In  the 
lower  left  hand  corner  in  the  "amount  received"  column  an  "X" 
is  placed  to  indicate  an  "Exchange." 

If  there  is  any  cash  due,  either  to  the  firm  or  to  the  customer, 
[I      ,hown  by  the  simple  method  of  subtraction,  the  higher  priced 


and  as  each  pair  is  sold  a  mark  is  erased.  This,  of  course,  shows 
what  still  remains  on  hand,  but  it  does  not  keep  a  record  of  those 
sold.  It  takes  more  time  to  rub  out  a  mark  than  it  does  to  make 
the  circle. 

As  each  pair  of  shoes  is  checked  off  the  stock  sheet  the  price 
it  was  sold  for  is  compared  with  the  selling  price  and  safeguards 
the  store  from  loss  in  this  way,  whether  intentional  or  caused  by 
carelessness.  The  cost  and  selling  price  of  each  pair  is  entered  on 
a  separate  sheet  of  paper.  When  each  department  has  been  entered 
it  is  then  an  easy  matter  to  tell  what  the  gross  profit  has  been  for 
the  day.  By  adding  the  cost  prices  together  and  deducting  from 
the  selling  price  we  have  this. 

Register  of  Sales  and  Profits. 

For  purposes  of  comparing  business  from  time  to  time,  a  register 
is  kept  of  the  sales  and  profits  in  each  department  by  days,  weeks 
and  months.  A  good-sized  book  should  be  used  and  may  be  ruled 
after  the  manner  shown  in  Exhibit  F. 

When  goods  are  received  from  the  manufacturer  or  wholesaler 
or  are  exchanged  or  returned  they  are  entered  in  the  merchandise 
received  columns.  To  start  off  this  book,  first  enter  the  inventory 
amounts  of  each  department  in  the  columns  indicated  and  then 
daily  or  weekly  enter  the  amounts  of  goods  received.  This  will 
give  us  the  total  amount  of  the  stock  on  hand  and  received  to  date. 
By  deducting  the  profits  from  the  sales  we  find  the  invoice  price 
of  the  goods  sold.  By  deducting  these  sales  at  invoice  prices  from 
the  merchandise  received  we  find  the  actual,  stock  on  hand. 

Expense  should  be  analyzed  and  each  day  entered  in  a  similar 
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register.  Such  a  system  is  very  valuable  but  as  it  has  no  real 
connection  with  the  stock-keeping  system  it  is  omitted  here. 

Important  Points  of  the  System. 

Some  of  the  most  important  points  of  the  system  described 
above   are : — 

First,  we  have  a  perpetual  inventory  showing  the  exact  size 
of  every  shoe  in  stock. 

Second,  we  have  an  exact  record  of  every  shoe  that  is  on  order 
and  the  exact  size. 

Third,  we  always  know  the  sizes  we  are  short  of,  those  we  are 
out  of  entirely  and  those  we  have  a  surplus  of. 

Fourth,  we  know  each  day's  sales  of  men's,  women's,  boys', 
or  girls'  shoes,  rubbers  and  findings.  Knowing  this  we  can  put 
more  energy  into  the  weaker  selling  lines. 

Fifth,  we  know  the  profit  for  each  day  in  each  department. 

The  Salary  of  a  Salesman. 

Sixth,  we  know  the  exact  amount  of  sales  to  the  credit  of  each 
salesman.  (In  some  of  the  large  department  stores  in  the  United 
States  a  salesman's  salary  is  based  on  his  sales.    He  must  sell 


be  counted  out  to  the  customer  so  that  both  customer  and  salesman 
can  see  if  the  amount  is  correct.) 

Simple,  Effective,  Elastic. 

Fourteenth,  this  system  is  simple.  It  is  effective.  It  is  elastic. 
Some  parts  of  it  may  be  dropped  out  and  still  leave  a  good  system 
for  some  stores.  Other  parts  may  be  adapted  to  some  particular 
store's  needs. 

Fifteenth,  we  can  always  tell  whether  goods  are  being  sold  at 
proper  prices,  as  the  wrapper  checks  the  price  of  the  shoes  (marked 
on  the  soles)  and  the  price  marked  on  the  sales  checks.  Even  when 
the  salesman  wraps  his  own  sales  the  sales  slip  shows  the  stock 
number  and  the  price. 

A  Check  on  Dishonesty. 

Sixteenth,  by  checking  stock  sheets  with  sizes  on  the  shelves 
we  soon  find  out  how  the  system  is  being  carried  out.  We  can  also 
see  if  goods  are  being  stolen  as  the  stock  sheet  and  the  goods  should 
agree  exactly  in  the  number  of  pairs.  If  the  sizes  occasionally 
require  adjusting  it  merely  shows  carelessness.  If  the  number 
of  pairs  on  the  shelves  are  less  than  the  stock  sheets  show  it  is  a 
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Exhibit  "F,"  giving  register 

sufficient  shoes  to  earn  six  per  cent,  on  his  sales.  This  cannot  be 
done  in  some  of  the  smaller  stores). 

Seventh,  we  can  at  any  minute  tell  the  value  of  the  stock  on 
hand;   very  handy  in  case  of  fire. 

Eighth,  we  have  a  record  of  each  customer's  purchases  and  can 
circularize  him  at  a  time  when  he  needs  new  footwear. 

Ninth,  we  can  advantageously  adjust  claims  and  complaints 
by  referring  to  the  date  the  goods  are  sold. 

Tenth,  we  can  mate  shoes  rapidly  and  should  eliminate  all 
losses  of  mismated  shoes. 

Eleventh,  we  can  find  shoes  quickly  on  the  shelves.  Even  a 
new  man  can  easily  find  them  and  replace  them  where  they  belong. 

When  Purchase  was  TSlade. 

Twelfth,  we  can  tell  in  what  season  a  shoe  was  purchased  by 
referring  to  the  season  letter.  This  is  a  good  feature  of  any  system 
of  stock-keeping  in  which  it  is  incorporated. 

Thirteenth,  we  avoid  mistakes  in  change  by  having  salesmen 
enter  amount  received  on  the  slip  (after  "calling back"  the  amount 
to  the  customer  as  it  is  handed  over),  using  that  and  the  cashier's 
change  as  a  double  check  on  mistakes.    (The  change  should  always 


of  each  days  sales  and  profits. 

sure  sign  that  someone  is  taking  them.  Goods  cannot  be  stolen  by 
customers  because  only  one  shoe  of  a  line  is  shown  them.  Hence 
the  losses  must  arise  from  dishonest  employes.  If  it  is  known  that 
some  one  is  pilfering  it  should  be  an  easy  matter  to  set  a  watch 
and  catch  the  culprit.    Forewarned  is  forearmed. 

There  are  many  other  good  features  in  this  system  that  might 
be  mentioned  but  any  merchant  who  will  read  it  over  carefully 
will  at  once  recognize  them. 

A  Plan  Readily  Adapted. 

The  system  given  here  can  be  adapted  to  the  smallest  stock 
or  it  can  be  expanded  to  take  in  the  business  that  will  run  towards 
millions  of  dollars  per  annum.  It  can  be  used  in  its  entirety  or  in 
part,  by  the  specialty  shoe  shop  or  store  handling  a  general  line. 

If  any  merchant  has  a  system  in  which  any  of  the  details  seem 
to  him  to  be  more  perfect,  or  preferable  in  any  way  to  the  one  shown 
above,  The  Shoe  and  Leather  Journal  would  like  to  print  it 
for  the  benefit  of  its  readers.    Send  in  your  systems. 

If,  on  the  other  hand,  any  one  has  any  difficulty  in  applying 
the  system  outlined  to  his  own  store,  write  the  editor  of  this  paper, 
who  will  be  glad  to  take  the  matter  up  in  these  columns. 
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The  Events  of  Interest  in  the  Leather  Arena 

What  Is  Going  On  in  Different  Centres  of  Activity— Personal  Notes  and  News  That  Will  Be  Found 
Instructive  and  Timely — Interesting  News  of  the  Trade  in  Short,  Readable  Shape. 


C.  Campbell  has  embarked  in  the  retail 
shoe  line  in  Redvers,  Sask. 

C.  J.  Miller,  tanner,  of  Orillia,  was  in 
Toronto  last  week  on  business. 

The  Champlain  Shoe  Store,  of  Montreal, 
has  recently  registered  in  Quebec. 

The  assets  of  F.  X.  Faucher  &  Co.,  shoe 
dealers,  Grand  Mere,  Que.,  have  been  sold. 

J.  O.  Gregoire,  shoe  retailer,  of  Joliette, 
Que.,  has  made  an  assignment. 

J.  E.  Dumais  &  Frere,  dealers  in  leather, 
Montreal,  have  registered  in  Quebec. 

The  J.  H.  Baker  Shoe  Co.,  of  Victoria, 
B.C.,  have  sold  out  to  Mutrie  &  Son,  who 
have  taken  possession. 

The  Starin  Trunk  Co.  has  bought  out  the 
Leather  Goods  Shop  Limited,  of  Vancou- 
ver, B.C. 

Logee  &  Co..,  shoe  retailers,  who  have 
been  in  business  in  Ingersoll,  Ont,  for 
many  years,  have  sold  out. 

G.  A.  Eastman  &  Co.,  of  Winnipeg,  Man- 
ufacturers of  trunks,  have  sold  out  to  G. 
R.  Taylor. 

C.  F.  Tugman  and  Leslie  Owens,  of  the 
Royal  Shoe  Store,  Toronto,  were  in  Bos- 
ton this  week  on  a  buying  trip. 

R.  J.  Younge,  general  sales  manager  of 
the  Canadian  Consolidated  Rubber  Com- 
pany, Montreal,  was  in  Toronto  last  week 
on  business. 

The  superintendent  of  the  Victoria  In- 
dustrial School,  Mimico,  is  advertising  for 
an  instructor  in  shoemaking. 

John  M.  Stobo,  shoe  manufacturer,  of 
Quebec,  was  in  Toronto,  London,  and  Ham- 
ilton this  week  on  business. 

Robert  Wilson,  shoe  retailer,  Hamilton, 
intends  extending  his  store  and  making  ex- 
tensive  improvements  to  the  interior. 

McCandless  Bros.  &  Cathcart,  of  Vic- 
toria, B.C.,  are  advertising  that  they  are 
retiring  from  the  shoe  business. 

E.  E.  Donovan,  superintendent  of  the 
Cook-Fitzgerald  Co..  London,  was  in  To- 
ronto last  week  on  business. 

N.  MacFarlane,  president  of  the  Mac- 
Farlane  Shoe  Company,  Montreal,  was  in 
Toronto  recently,  calling  upon  the  trade. 

J.  D.  Climie,  of  Hamilton,  was  in  Toron- 
to last  week,  calling  upon  a  number  of 
members  of  the  shoe  trade. 

Charles  Bonnick,  manager  for  Ames, 
Holden,  McCready,  Toronto,  is  spending  a 
few  days  in  Montreal  on  business. 

Charles  Delaney,  of  the  United  Shoe 
Machinery  Co.,  Montreal,  has  been  on  a 
business  trip  to  London  and  other  cities. 

\V.  F.  D.  JarvK  of  C.  S.  Hyman  &  Co., 
London,  was  in  Montreal  and  Toronto  last 
week  on  business. 

John  T.  Lamb,  of  Omemee,  was  in  To- 
ronto this  week  calling  upon  the  leather 
merchants.  He  reports  the  Omemee  tan- 
nery as  1  eing  very  busy. 

David  McKee,  who  covers  Western  Can- 
ada for  the  McDermott  Shoe  Co.,  of 
Montreal,  has  returned  from  a  prosperous 
tour  of  the  West. 

G.  J.  Scott,  Western  representative  of 
McLaren  &  Dallas,  Toronto,  has  returned 
from  a  successful  four  months'  trip 
through  the  prairie  provinces. 


A.  L.  Bartlett  has  leased  a  large  and 
well-appointed  store  at  the  corner  of  Col- 
lege and  Clinton  Streets,  Toronto,  and  is 
now  doing  business  in  his  new  premises. 

F.  P.  Beemer,  Canadian  representative 
of  Hervey  E.  Guptill,  Haverhill,  Mass., 
has  returned  to  Toronto  from  a  prosperous 
business  trip  to  western  Canada. 

David  Morrison,  318  Queen  Street  West, 
Toronto,  is  building  an  extension  to  his 
store,  which  will  greatly  improve  his  fa- 
cilities. 

J.  Heffering,  Toronto  representative  of 
the  Tetrault  Shoe  Manufacturing  Co., 
spent  a  few  days  last  week  in  Montreal  on 
business. 

Extensive  improvements  and  alterations 
to  the  interior  and  exterior  of  the  John- 
ston Big  Shoe  House,  of  New  Westminster, 
B.C.,  will  be  carried  out  at  an  expenditure 
of  $10,000. 

Oscar  Vogt,  manager  of  the  Great  West 
Felt  Co.,  of  Elmira,  Ont.,  returned_  last 
month  from  a  successful  business  trip  to. 
the  West,  where  he  booked  some  big  busi- 
ness. 

A.  J.  Nadeau  has  opened  a  retail  store 
on  St.  Joseph  Street,  Quebec.  He  is  put- 
ting in  nice  window  displays  and  will  un- 
doubtedly get  his  shore  of  the  retail  shoe 
trade  in  the  ancient  city. 

M.  L.  Savage,  representing  the  Tetrault 
Shoe  Manufacturing  Co.,  Montreal,  has  re- 
turned from  a  remunerative  trip  through 
the  Western  provinces.  He  will  spend 
part  of  the  winter  in  Florida. 

Zink  Bros.,  of  Brandon,  Man.,  who  re- 
cently disposed  of  their  retail  shoe_  busi- 
ness to  Downing,  Knowlton  &  McKinnon, 
have  retired  to  private  life  after  many 
years  in  the  trade. 

J.  G.  McDiarrnid,  who  has  been  on  an 
extended  business  trip  to  the  western  pro- 
vinces in  the  interest  of  the  Cook-Fitz- 
gerald Co.,  of  London,  has  returned  to 
Toronto. 

W.  S.  Louson,  general  sales  manager  of 
Ames,  Holden,  McCready,  Limited,  _  Mont- 
real, who  has  been  visiting  all  the  import- 
ant towns  and  cities  in  .the  Canadian  West, 
got  back  to  Montreal  last  week. 

Mr.  Todd,  shoe  dealer,  corner  of  Grant 
Avenue  and  Queen  Street  West,  Toronto, 
has  returned  from  a  trip  through  the 
Canadian  West,  and  is  much  impressed 
with  the  possibilities  of  the  country. 

Goodyear  shoe  repair  outfits  have  recent- 
ly been  installed  by  Charles  Curtis,  of 
Simcoe,  Ont.;  F.  Wilman,  577  King  Street 
East,  Hamilton,  and  Badeau  Bros.,.  365 
John  Street  North,  Hamilton. 

H.  E.  Frank,  of  P.  E.  Frank  &  Co.,  20 
Front  Street  East,  Toronto,  has  been  in 
the  hospital  in  New  York,  where  he  under- 
went an  operation.  His  health  has  been 
poor  for  some  time,  but  he  is  now  im- 
proving. 

T.  Marshall,  882  Queen  Street  West,  has 
removed  to  a  new  siand  near  the  corner 
of  Queen  and  Dunrlas  Streets,  Toronto. 
James  Moore,  who  now  occupies  Mr.  Mar- 
shall's late  premises,  has  added  a  stock  of 
shoes,  and  will  still  carry  on  a  repair  busi- 
ness. 

N.  M.  Ruth  stein,  "the  steel  shoe  man," 


Racine,  Wis.,  was  in  Toronto  last  week  on 
a  visit  to  the  Canadian  factory.  He  re- 
ports that  the  demand  for  Ruthstein's  steel 
shoes  is  steadily  growing  in  Canada.  As  a 
result  of  the  extensive  advertising  cam- 
paign which  has  been  carried  on,  these 
goods  are  becoming  widely  known. 

The  McCall  Shoe  Company  have  just 
enlarged  their  store  at  190  Queen  Street 
West,  Toronto,  by  erecting  an  addition  to 
the  rear,  which  increases  the  depth  of  the 
premises  to  66  feet.  New  electric  lighting 
fixtures  have  been  installed,  and  new  shelv- 
ing. The  heating  system  has  been  changed, 
and  the  store  interior  made  bright  and 
cheerful  by  neat  decorations. 

W.  J.  Thurston,  shoe  dealer,  of  Guelph, 
Ont.,  had  a  check  returned  from  Toronto, 
drawn  out  by  Charles  Foster  in  favor  of 
C.  A.  Barrett,  as  being  forged.  It  was 
passed  on  Mr.  Thurston  by  a  man  whose 
description  tallies  with  that  of  John  Bur- 
ley,  who  absconded  recently  after  cashing 
a  check  of  Tolton  Bros.,  of  Guelph,  for 
$190,  he  being  their  bookkeeper.  The  po- 
lice have  been  notified. 

Shoe  factories  are  not  quite  busy. 
Many  of  them  are  working  to  the  limits  on 
spring  and  summer  orders.  They  all  ex- 
press themselves  as  pleased  with  the 
volume  of  business  in  hand  and  the  only 
complaint  heard,  so  far  as  Toronto  is  con- 
cerned, is  a  scarcity  in  the  fitting  depart- 
ment, where  it  seems  impossible  to  secure 
adequate  help.  There  is  also  reported  a 
paucity  of  competent  hand  lasters. 

The  Regal  Shoe  Company,  of  Boston, 
has  an  effective  window  attraction  at  its 
store  on  Tremont  Street.  In  consists  of 
an  exact  model  of  a  Curtiss  biplane  and  of 
a  Bleriot  monoplane,  made  of  canvas  and 
wire  in  the  former  case  and  of  sheet  zinc 
in  the  latter.  The  propeller  of  each  plane 
is  turned  by  a  miniature  electric  motor  at- 
tached to  the  electric  lighting  circuit.  In 
the  biplane  there  are  four  small  incandes- 
cent, lamps  which  add  further  attraction. 

W.  J.  Sawyers,  of  Toronto,  formerly  of 
Shelburne,  Ont.,  where  he  ran  a  successful 
retail  shoe  establishment  for  nine  years, 
has  gone  to  Paris,  Ontario,  where  he  has 
taken  over  the  management  of  the  Roberts 
and  Van  Lane  retail  shoe  store,  and  be- 
come financially  interested  in  the  business. 
Mr.  Sawyers  resided  in  Toronto  for  three 
years  previous  to  his  recent  removal  to 
Paris.  He  will  conduct  an  up-to-date  re- 
pair shop  in  connection  with  the  business. 

The  new  factory  of  A.  C.  Todd,  of  Mea- 
ford,  Ontario,  who,  for  over  thirty  years 
has  turned  out  oil  tanned  leathers,  is  now 
using  the  output  of  the  tannery  for  the 
making  of  shoepacks,  and  a  good  trade  has 
been  worked  up.  Mr.  Todd  is  employing 
a  number  of  expert  workmen  and  has  in- 
stalled up-to-date  machinery.  He  is  also 
making  larrigans,  leggings,  sheaths,_  etc. 
The  branded  name  of  his  products  is  the 
"Polar  Bear."  Mr.  Todd  introduced  the 
system  of  oil  tanned  leather  many  years 
ago. 

Aid.  James  Robinson,  wholesale  boots 
and  shoes,  Montreal,  was  waited  upon  this 
week  by  a  delegation  of  electors  of  St. 
Lawrence  ward,  and  asked  to  again  accept 
nomination  as  an  alderman  for  the  ward. 
Mr.  Robinson  thanked  the  members  for 
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their  confidence  in  him  and  stated  that  he 
was  glad  to  say  he  had  fully  recovered 
his  health  and  that  was  one  reason  why  he 
was  again  prepared  to  become  their  can- 
didate. 

The  Independent  Box  Toe  Company  re- 
cently removed  to  their  new  quarters,  102 
Christopher  Columbus  Street,  Montreal. 
They  have  bought  the  building  formerly 
occupied  by  the  Caledonian  Biscuit  Com- 
pany, and  have  remodeled  it  for  their 
growing  needs,  and  equipped  it  with  new 
and  improved  machinery.  This  building  is 
30  by  100  feet,  and  two  stories  high.  By 
this  move  they  have  trebled  their  capacity, 
and  can  now  handle  4000  pairs  per  day. 

The  handsome  window  display  of  T. 
Dussault,  of  Montreal,  which  appeared  in 
the  last  issue  of  the  Shoe  and  Leather 
Journal  was  much  appreciated  by  the 
trade.  It  was  the  clever  work  of  Arthur 
Bartiere,  who  is  an  enthusiastic  decorator, 
and  makes  a  careful  study  of  air  displays. 
Mr.  Dussault,  the  proprietor  of  the  store, 
is  president  of  the  Shoe  Retailers'  Associ- 
ation of  Montreal. 

Mr.  Justice  Laurendeau,  of  Montreal,  has 
received  instructions  from  the  new  Min- 
ister of  Labor  to  proceed  with  the  investi- 
gation into  the  case  of  the  United  Shoe 
Machinery  Company,  who  are  alleged  to  be 
operating  in  violation  of  the  Combines  Act. 
Owing  to  the  board  of  enquiry  not  having 
as  yet  been  properly  constituted,  Judge 
Laurendeau  said  it  was  not  likely,  however, 
that  the  case  would  be  proceeded  with  for 
a  few  days  yet. 

Brandon  has  its  first  wholesale  boot  and 
shoe  wholesale  establishment,  which  has 
been  opened  in  a  large  and  spacious  ware- 
house on  Rosser  Avenue,  by  W.  J.  Down- 
ing &  Co.  Mr.  Downing  has  for  many 
years  been  the  representative  of_  eastern 
manufacturers,  with  headquarters  in  Bran- 
don. With  his  wide  knowledge  of  the  West 
and  his  experience  in  distribution,  his 
firm  should  do  a  prosperous  business.  His 
many  eastern  friends  will  wish  him  every 
success  in  his  new  departure. 

W.  C.  Myers,  representing  the  Rideau 
Shoe  Company,  Limited,  of  Montreal,  re- 
turned last  week  from  a  successful  business 
trip  through  western  Canada  as  far  as 
the  coast.  It  was  the  first  time  that  Mr. 
Myers  has  covered  that  ground,  and  he  is 
most  enthusiastic  over  the  West,  where  he 
booked  some  large  spring  orders.  He  has 
been  on  the  road  for  nearly  twenty  years, 
and  previous  to  going  to  the  prairie  pro- 
vinces in  September  last,  looked  after  the 
interests  of  the  Rideau  Shoe  Company  in 
northern  and  western  Ontario. 

In  giving  judgment  at  the  Division  Court 
at  St.  Thomas,  Ont.,  in  the  case  of  Meehan 
&  Regan  v.  Walker,  an  action  to  recover 
from  a  husband  the  amount  of  an  account 
for  boots  and  shoes  contracted  by  his  wife, 
Judge  Ermatinger  held  that  where  the  wife 
is  given  by  the  husband  an  allowance  suf- 
ficient to  .provide  the  necessaries  of -life 
she  cannot  contract  debts  in  his  name. 
Even  in  cases  where  husband  and  wife  are 
living  apart,  if  the  husband  has  not  served 
notice  against  giving  her  credit,  she  can- 
not contract  debts  in  his  name. 
-  H.  B.  Johnston  &  Co.,  Toronto,  are 
building  a  large  extension  to  their  beam 
house,  which  will  result  in  doubling  the  ca- 
pacity of  the  tannery,  which  at  present  is 
about  fifty  dozen  sheepskins  a  day,  and 
over  a  hundred  dozen  calfskins.  The  firm 
went  into  the  tanning  of  calfskins  only  a 
few  months  ago,  and  are  now  rushed  with 
orders.  About  seventy-five  per  cent,  of 
the  sheepskins  are  vegetable  tanned,  and 


the  remainder  chrome.  In  calfskins,  which 
are  turned  out  in  both  shoe  and  fancy 
leathers,  such  as  walrus,  seal,  alligator, 
hippo  and  morocco,  ninety  per  cent,  of  the 
output  is  tanned  by  the  mineral  process, 
and  ten  per  cent,  by  vegetable  tannage. 


Runs  His  Store  on  Original  Lines. 

S.  T.  Bates,  proprietor  of  the  Regal  Shoe 
Store,  Winnipeg,  is  one  of  the  "live  wires" 
in  the  business  in  the  Prairie  Capital.  He 
manages  the  business  on  bold  and  original 
lines  and,  that  he  has  made  a  success  of  his 
plans,  is  well  known  to  the  trade  in  the  West. 
His  store  is  160  x  20  feet,  and  is  admirably 
fitted  up.  At  the  rear  he  has  an  attractive 
woman's  department. 

Here  are  three  rather  startling  facts  which 
an  eastern  dealer  will  find  difficult  to  com- 
prehend.   Mr.  Bates  gives  no  credit,  no 


approbation,  and  holds  no  special  sales.  It 
has  often  been  thought  that  this  trinity  was 
necessary  for  the  well  being  of  any  footwear 
establishment,  but  Mr.  Bates  has  proved  the 
contrary.  He  has  a  very  high  class  trade 
and  sells  women's  shoes  as  high  as  "eighteen 
dollars  a  pair,  while  seven  and  eight  dollars 
purchases  are  as  common  in  the  Regal  store 
as  transactions  at  half  that  price  _  in  an 
eastern  town.  He  also  conducts  a  mail  order 
business  and  has  built  up  a  large  trade  in  this 
branch.  He  issued  20,000  catalogues  some 
time  ago  and  they  were  splendidly  illus- 
trated. 

Uniform  cartons  are  used  throughout 
and  universal  labels.  Special  attention  is 
given  to  fitting,  and  the  staff  of  nine  sales 
people  are,  adepts  in  this  art.  They  take 
infinite  pains  to  see  that  every  one  is  per- 
fectly satisfied  before  leaving  the  premises. 
Slow  selling  lines  are  marked  on  the  cartons 
with  a  blue  pencil,  and  clerks  are  allowed  a 
certain  percentage  on  each  sale  made  in  the 
goods  so  designated.  Mr.  Bates  recently 
had  a  collection  of  odds  and  ends  amounting 
to  three  hundred  and  sixty  pairs,  which  he 
disposed  of  in  a  lot  to  a  dealer  who  buys  up 
snaps  and  slow  selling  stuff.  He  prefers 
to  get  rid  of  shelf  warmers  in  this  way  rather 
than  hold  a  sale.  The  method  has  resulted 
in  retaining  a  uniformly  select  clientele.  A 


special  man  is  employed  to  watch  shoes  that 
are  not  moving  as  freely  as  they  should,  and 
the  result  is  that  everything  in  his  stock  is 
stylish,  marketable  and  seasonable.  No 
room  is  occupied  with  dead  material.  Mr. 
Bates  who  is  a  brother  of  Joseph  H.  and  Edwin 
Bates,  of  the  Regal  Shoe  Store,  Toronto,  re- 
turned last  month  to  Winnipeg  after  visiting 
several  important  shoe  centers  in  Eastern 
Canada  and  the  New  England  states. 

The  Regal  makes  a  practice  of  shining 
shoes  free.  At  the  main  entrance,  curtained 
off,  is  a  men's  stand,  and  in  the  women's 
department,  which  is  at  the  rear,  there  is 
also  a  polishing  stand  for  ladies.  He  makes 
a  specialty  of  high  class  slippers  and  handles 
some  of  the  most  exclusive  and  costly  kinds. 
In  the  basement  of  the  Regal  Shoe  Store  is  a 
complete  repair  department  which  Mr. 
Bates  finds  a  good  investment  and  attracts 
trade  to  the  store.  This  branch  is  given  as 
careful  and  efficient  supervision  as  any  in 
the  establishment. 

Shoe  Firm's  Heavy  Loss. 

In  the  disastrous  fire,  which  visited  the 
business  section  of  London,  Ontario,  on 
November  3rd,  destroying  several  mercan- 
tile houses,  the  large  and  well  stocked  shoe 
store  of  Roome,  Corbett  and  Co.  was  wiped 
completely  out.  The  total  damage  done 
by  the  conflagration  was  $870,000.  The  loss 
sustained  by  the  footwear  firm  was  $40,- 
000 "on  the  stock,  on  which  there  was  an 
insurance  of  $25,000.  The  building  in 
which  Roome,  Corbett  and  Co.  were  located 
was  also  consumed,  but  did  not  belong  to 
them.  The  company  have  secured  other 
premises  temporarily  and  will  continue  in 
the  shoe  line,  having  built  up  one  of  the 
largest  and  most  profitable  "  businesses  in 
Western  Ontario. 

Two  Stores  Unite  Forces. 

The  Slater  Shoe  Store,  Toronto,  of 
which  Charles  C.  Cummings  is  the  propri- 
etor, has  purchased  the  American  Sample 
Shoe  Store,  which  was  opened  some  time 
ago  at  the  corner  of  Yonge  and  College 
Streets,  and  will  change  the  name  of  the 
latter  to  the  Slater  Shoe  Store.  The  union 
of  the  two  establishments  will  give  the 
firm  larger  buying  powers  and  the  advan- 
tage of  closer  prices.  The  Slater  Shoe 
Stores  are  doing  some  live  advertising  _  m 
the  daily  papers,  the  announcements  being 
catchy  and  well  worded.  Peter  Valiquett'c, 
for  four  years  manager  of  the  Hurley  Shoe 
Store,  on  Broadway,  near  34th  Street,  New 
York  City,  has  been  appointed  manager  of 
the  down-town  store  at  117  Yonge  Street, 
and  has  entered  upon  his  duties.  P.  Rowan 
will  manage  the  store  at  the  corner  of 
Yonge  and  College  Streets,  known  as  the 
up-town  one. 


The  Rousseau  Fund  Grows. 

The  fund  which  is  being  raised  by  travel- 
ers for  F.  E.  Rousseau,  who  met  with  such 
a  serious  accident  at  Blyth  a  few  weeks 
ago,  where  he  lost  both  of  his  limbs,  is 
increasing.  Mr.  Rousseau  is  still  in  the 
hospital  at  Wingham,  and  is  making  good 
progress,  although  it  will  be  some  time  yet 
before  he  is  able  to  leave  the  institution. 
So  far  $850  has  been  collected,  and  it  is 
expected  that  the  sum  will  reach  $1,000 
The  donations  have,  been  generous.  Among 
the  shoe  travelers  and  others  who  have 
received  subscriptions  are  I.  T  Frederick 
(J  &  T.  Bell,  Montreal)  ;  Robert  Hawley 
(Getty  &  Scott,  Gait)  ;  Charles  Smith, 
George  Smye,  C.  Glendenning,  Ered  Hull 
(Rideau  Shoe  Co.,  Montreal)  ;  W.  G.  Fal- 
lon (Getty  '&  Scott,  Gait),  John  A.  Val- 
lary  (P.  E.  Frank  &  Co.,  Toronto)  ;  Chas. 
J  Silver  (W.  B.  Hamilton  Shoe  Co.,  To- 
ronto) ;  A.  E.  Cornelius  (The  John  Mc- 
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Pherson  Co..  Hamilton).  Several  persons 
have  expressed  their  willingness  to  con- 
tribute to  the  fund,  but  have  not  yet  been 
seen.  Any  donations  will  be  thankfully 
received  and  acknowledged  by  Charles  J. 
Silver,  50  Walker  Avenue,  Toronto,  or  A. 
E.  Cornelius,  the  John  McPherson  Co., 
Hamilton,  who  are  the  treasurers  of  the 
fund,  and  deposit  all  monies  in  the  bank  in 
their  joint  name.  When  the  amount  desir- 
ed is  gathered  in  it  will  be  handed  over  to 
Mr.  Rousseau,  who  had  no  accident  policy, 
and  is  deeply  touched  by  the  kindness  of 
his  scores  of  friends  in  the  province. 

Company  Files  Demurrer. 

Demurrers  were  filed  by  the  officers  of 
the  United  Shoe  Machinery  Company  in 
the  United  States  Circuit  Court,  in  Bos- 
ton, to  the  indictments  recently  returned 
against  them  for  alleged  violation  of  the 
Sherman  Anti-Trust  Act.  The  defendants 
deny  that  their  business  comes  within  the 
scope  of  the  Sherman  Act,  inasmuch  as 
the  machinery  sold  and  leased  by  the 
United  Company  was  entirely  covered  by 
letters  patent. 

The  Testimonial  to  Mr.  Davis. 

The  committee  of  the  shoe  retailers  and 
city  travelers  who  have  in  hand  the  testi- 
monial to  the  late  Edwin  Davis,  of  To- 
ronto, held  a  meeting  last  week.  Letters 
to  the  business  men  and  others  upon  whom 
Mr.  Davis  was  a  regular  caller  for  a 
quarter  of  a  century  or  more  have  been 
sent  out.  They  say  in  part :  "As  you  are 
no  doubt  aware,  it  is  proposed  to  erect  a 
monument  at  the  grave  of  Mr.  Davis,  as 
a  slight  token  of  the  regard  in  which  he 
was  held  by  his  fellow  business  men.  If 
you  can  see  your  way  clear  to  subscribe 
something  toward  this  fund  kindly  fill  in 
the  amount  in  the  enclosed  form  and  mail 
it  to  W.  T.  Fegan,  Esq.,  chairman  of  the 
fund." 

Another  Hockey  Enthusiast. 

James  T.  Sutherland,  of  Kingston,  trav- 
eler for  the  Cook-Fitzgerald  Co.,  Lon- 
don, is  a  candidate  for  the  executive  com- 
mittee of  the  Ontario  Hockey  Association. 
He  was  a  member  of  the  executive  during 
the  past  year  and  was  also  the  successful 
manager  of  the  Frontenac  Hockey  Club. 
He  was  presented  by  the  citizens  of  King- 
ston with  a  beautiful  five-piece  silver  tea 
service  in  recognition  of  his  splendid  work 
in  landing  the  junior  championship  for  the 
second  consecutive  season.  In  iqio  "Jim" 
was  given  a  gold  watch  by  the  Limestone 
City  residents  as  an  evidence  of  their 
appreciation  in  looking  after  the  winning 
team.  He  is  as  well  liked  in  shoe  circles 
as  he  is  in  hockey,  and  that  is  saying  some- 
thing, for  the  people  of  Kingston  recog- 
nize that  there  is  no  truer,  firmer  friend 
of  the  splendid  winter  pastime  than  Mr. 
Sutherland,  whose  name  is  inseparable 
from  the  sport  in  his  native  city. 

Western  Travelers'  Nominations. 

The  Western  Ontario  Commercial  Trav- 
elers' Association,  at  a  meeting  held  re- 
cently in  London,  elected  a  number  of  offi- 
cers and  received  many  nominations.  The 
elections  will  he  held  on  Saturday,  Decem- 
ber 16th,  when  the  final  meeting  of  the 
year  will  take  place.  Nominations  and  elec- 
tions follow :  President,  Donald  Ferguson, 
and  R.  E.  Davis;  first  vice-president,  H. 
W.  Lind  ("acclamation);  second  vice-presi- 
dent, E.  W.  Hannah  and  H.  W.  Rennie ; 
third  vice-president.  Tohn  Lennox,  Hamil- 
ton Cre-elected).  Directors  for  London 
(seven  to  be  elected),  R.  B.  Wanless,  J. 
C.  English,  A.  E.  Cowley,  Walter  Percival, 
J.  Morley  Adams,  F.  E.  Harley,  C.  Currie, 


J.  H.  Hiscock,  C.  W.  McGuire,  Ren  Mes- 
ser.  A  delegation  to  join  with  the  Toronto 
association  to  interview  the  Ontario  Gov- 
ernment in  regard  to  the  better  accommo- 
dation for  travelers  in  licensed  and  un- 
licensed hotels,  was  named  as  follows :  J. 
M.  Dillon,  Donald  Ferguson  and  H.  W. 
Lind. 

Higher  Prices  for  Button  Machines. 

In  reference  to  the  recent  merger  of 
companies  producing  button  attaching  ma- 
chines, both  hand  and  foot,  Canadian  sell- 
ing agents  have  received  new  price  lists. 
The  advance  on  fasteners  is  considerable. 
Fasteners,  which  formerly  retailed  at  60 
cents  are  now  go  cents  per  thousand. 
Wire  coils  are  also  higher.  The  ma- 
chines themselves  have  gone  up  twenty  - 
five  per  cent.  This  is  not  very  wel- 
come news  to  the  average  Canadian  retail- 
er, as  button  shoes  are  now  in  strong  de- 
mand especially  for  women,  and  those  deal- 
ers who  have  not  a  machine  will  have  to 
pay  the  advance  or  resort  to  the  old  style 
of  attaching  buttons,  which  require  shift- 
ing or  refastening,  by  sewing  them  on  with 
thread. 

Open  New  Rubber  Warehouse. 

The  Miner  Rubber  Company,  of  Granby, 
Que.,  have  leased  the  ground  floor  of  the 
large  establishment  of  A.  E.  Rea  &  Co., 
93  Spadina  Avenue,  Toronto,  and  have 
opened  a  warehouse  there.  Sample  rooms 
will  be  maintained,  and  a  complete  stock 
carried  for  sorting  and  shipping.  The 
warehouse  will  be  in  charge  of  George 
Cain,  the  newly-appointed  general  sales 
manager  for  Canada,  who  has  engaged  a 
traveling  and  office  staff.  W.  H.  Miner, 
vice-president  and  general  manager  of  the 
company,  was  in  Toronto  last  week  in  con- 
nection with  the  opening  of  the  new  On- 
tario branch.  The  company  will  have 
over  9,000  square  feet  of  floor  space,  and 
expect  to.  do  a  big  business.  Already  en- 
couraging results  have  followed  their  pro- 
gressive move. 


QUEBEC  FACTORIES  BUSY. 

All  Quebec  Concerns,  With  Very  Few  Excep- 
tions, Have  Started  Running  to  Their 
Full  Capacity  on  New  Samples. 

The  James  Muir  Company  are  always 
running  to  their  full  capacity  on  their 
welts  and  McKays. 

The  assets  in  the  matter  of  F.  X.  Fau- 
cher,  Grand  Mere,  insolvent,  were  sold  on 
the  10th  inst. 

E.  M.  Geddes,  of  the  Hudson's  Bay 
Company,  Winnipeg,  was  in  town  lately 
buying  for  that  company's  numerous  stores. 

Mr.  Perkins,  of  J.  Spaulding  &  Sons  Co., 
North  Rochester,  was  in  town  last  week 
calling  on  the  trade. 

The  retail  stores  report  trade  good  dur- 
ing the  past  fifteen  days,  particularly  in 
the  heavier  lines  of  footwear. 

Tourigny  &  Marois  are  running  to  their 
full  capacity  making  McKay  sewed  and 
standard  screw  work  in  coarse  and  me- 
dium lines. 

Duchaine  &  Perkins  are  running  full 
time  making  up  their  orders  on  imitation 
Goodyear,  McKay,  standard  screw  and 
pegged  work. 

Wm.  A.  Marsh  &  Co.,  Limited  have 
their  men  working  as  hard  as  they  can. 
Their  specialty  is  men's,  women's,  boys' 
and  youths'  welts  and  McKays. 

O.  Goulet  has  now  started  on  his  orders. 
He  has  added  several  new  lines  to  his 


Goodyears,  McKays,  standard  screw  and 
pegged  work. 

Luc.  Routhier's  work  is  in  standard  screw 
and  McKays.  He  has  again  started,  and 
expects  a  much  better  season  than  last 
year. 

L.  S.  O'Dell,  formerly  of  Quebec,  but 
now  of  Toronto,  was  in  town  last  week. 
His  numerous  friends  are  always  glad 
to  see  him.    He  reports  business  good. 

Ludger  Duchaine  has  put  in  a  new  line 
of  machinery  this  year,  and  is  prepared  to 
handle  a  big  season's  trade.  His  chief  lines 
are  imitation  Goodyear  and  McKay,  while 
he  makes  some  standard  screw. 

J.  B.  Drolet  &  Co.  are  also  putting  in 
new  machinery,  and  are  trying  very  hard 
to  make  their  Goodyear  welts,  already 
very  popular,  second  to  none  in  Canada. 
They  also  make  some  McKay. 

Nothing  further  has  been  made  known 
in  regard  to  the  inauguration  of  classes 
to  teach  shoemaking  in  the  technical  school, 
though  it  is  thought  the  idea  will  be  put 
into  force. 

The  fall  of  snow  we  had  last  week  gave 
a  boom  to  the  rubber  trade.  Rain,  how- 
ever, turned  the  streets  into  wet  and 
muddy  thoroughfares,  which  called  for 
good,  heavy  fall  boots. 

P.  E.  Cote's  stock  at  St.  Paschal,  has 
been  sold  for  the  benefit  of  his  creditors. 
It  is  expected  the  creditors  in  this  matter 
will  realize  a  large  percentage  of  their 
money. 

There  has  been  no  change  in  the  prices 
of  leather  within  the  last  fifteen  days. 
Hides,  however,  have  gone  up  a  few  cents, 
and  this,  it  is  expected,  will  later  raise  the 
price  of  leather.  Trade  in  sole  and  upper 
leather  has  been  very  good  of  late. 

J.  P.  E.  Gagnon,  of  Quebec,  has  been 
appointed  curator  to  the  vacant  estate  of 
Cyr.  Doyon,  Beauceville.  Mr.  Gagnon  has 
also  been  named  curator  in  the  matter  of 
P.  Hamel,  Roberval,  who  is  in  financial 
difficulties. 

J.  M.  Stobo  has  increased  his  floor  space, 
having  acquired  the  building  formerly  oc- 
cupied by  the  Schryburt  factory.  This  was 
necessary  on  account  of  his  increasing 
business  in  Goodyear  welts,  McKays  and 
stnlndard  screw  lines. 

Work  has  started  again  in  the  factory 
of  the  newly  organized  company  of  J.  B. 
Blouin,  Limited.  While  everything  is  not 
completed  in  the  organization  of  the  com- 
pany, it  is  expected  it  will  be  so  within 
eight  or  ten  days. 

The  Chaudiere  Mills  Store  Co.  has  been 
organized,  to  take  over  the  .store  formerly 
run  by  George  Breakey,  Breakeyville.  It 
is  understood  Mr.  Breakey  desired  to  get 
out  of  business,  and  is  the  principal  share- 
holder in  the  above  company,  which  he 
organized. 

The  trade  will  be  sorry  to  learn  that 
things  have  not  been  running  smoothly  of 
late  with  Messrs.  J.  S.  Langlois  &  Co., 
who  are  offering  a  oompromise  to  their 
creditors  of  twenty-five  cents  on  the  dol- 
lar. No  settlement  has  yet  been  reached, 
though  one  is  expected  within  the  next 
few  days. 

The  C.  E.  McKeen  Company  have  put 
in  five  new  machines  in  their  factory,  and 
it  is  now  in  full  swing  making  up  imme- 
diate orders.  The  western  travelers  for  this 
company  have  again  increased  their  yearly 
business  from  their  territory.  The  prin- 
cipal line  made  by  this  firm  is  Goodyear 
welts,  which  they  are  trying  every  year  to 
improve.  They  also  turn  out  imitation 
Goodyear,  McKay  and  standard  screw. 
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The  Presence  of  British  Shoes. 

"You  will  see  more  and  more  English 
shoes  coming  into  Canada,"  remarked  a 
Toronto  retailer  doing  business  on  Yonge 
Street.  "There  is  a  wide  measure  of  favor 
for  them  already  and  I  tell  you  that  the 
English  manufacturers  are  in  a  position  to 
compete  with  the  American  or  Canadian. 
See  that  oair  in  the  window  with  flat  rather 
pointed  toe,  low  broad  heels,  blind  eyelets 
and  made  of  gunmetal  calf?  We  sell  that 
pair  of  men's  for  ten  dollars.  There  is 
another  but  heavier  pair  in  Russia  calf, 
made  in  Nottingham,  for  which  we  get 
twelve  dollars  per  pair.  '  The  men  who 
want  something  conservative,  quiet,  and 
evidencing  the  best  lines  and  ideas  in  shoe 
making  are  beginning  to  buy  English  shoes 
pretty  freely.  Watch  my  prediction.  You 
will  witness  the  Canadian  market  invaded 
more  and  more  by  British  shoe  makers 
than  ever  before." 

A  Traveler  and  His  Stores. 

Now  and  then  a 
traveler  retires  from 
the  road    to  enter 
the  retail  line,  but  it 
is  not  often  that  a 
road  man  continues 
his  connection,  and 
goes  on  opening  up 
businesses     in  his 
own    behalf  wher- 
ever he  sees  a  favor- 
able opportunity. 
James  VV.  Foy  has  been  fourteen  years  on 
the  pike,  and  is  pretty  well  known  to  the 
retailers  of  the  province.    Seven  years  ago 
he  saw  a  chance  to  get  hold  of  a  good  shoe 
business  in  Lindsay,  one  that  offered  pros- 
pects for  development,  and  after  studying 
the  situation  for  some  months,  he  decid- 
ed that  he  would  pick  up  a  partner  and 
run  the  place.    Mr.  Foy  knew  the  possibil- 
ities of  the  town.    The  next  opening  that 
presented  itself  was  in  Parry  Sound,  then 
Sudbury,  next  Port  Arthur,  and  last  spring 
Owen  Sound.    In  Lindsay  the  firm  is  known 
as  the  Foy  Shoe  Company,  M.  Sisson,  lo- 
cal manager.     The    others    are:     the  H. 
D.  Wing  Shoe  Co.,  Parry     Sound,  Mr. 
Wing  being  the  partner  of  Mr.  Foy,  and 
also  local  manager;  in  Sudbury,  the  Foy 
&  Wing  Shoe  Co.,  D.  Fulton,  manager;  in 
Port  Arthur,  the  Eaton   Shoe   Co.,  B.  D. 
Menzies,  manager ;  and  in  Owen  Sound,  the 
United  Shoe  Dealers,  James  Flett,  man- 
ager.   Mr.  Foy  has,  along  with  his  part- 
ner, made  a  success  of  each  of  these  stores, 
and  after  February  ist  next  they  will  all 
do  business  under  the  title  of  the  United 
Shoe  Dealers.    Mr.  Foy  believes  in  having 
attractive   fronts,   and   in   strong  window 
trims.    The  store  in  Owen  Sound  has  re- 
cently had  an  imposing  front  put  in,  and 
in  all  the  windows  of  the  various  houses 
mirrors  play  an  important  part.    In  decor- 
ating, the  central  thought  kept  in  the  mind 
is  shoes,  and  no  other  effects  are  allowed 
to  detract  from  the  fact  that  footwear  is 
the   merchandise   handled.     Mr.   Foy  de- 
votes attention   to  the   organization  and 
financial  arrangements  but  all  the  other  de- 
tails in  connection  with  the  stores  are  left 
to  his  partner,  Mr.  Wing,  and  to  the  local 
managers,  who  are  men  of  experience  and 
insight  into  the  trade.    Mr.  Foy  has  made 
such  a  close  study  of  local  conditions  that 
he  has  been  able  to  gauge  expense  and  the 
volume  of  trade  that  could  be  done,  so 
that  his  estimates  have  in  every  instance 
been  well   founded.     He  began  his  mer- 
cantile  career   in   his   native   town,  Port 
Perry,  in  the  seventies,  and  next  went  to 
Uxbridge,  where  he  was  manager  of  a 
department   for   S.   L    McKinnell   &  Co. 


After  some  years  there  he  removed  to  of  the  Berlin  Musical  Society.  He  is  a 
Markham,  where  he  was  manager  of  a  gen-  skilled  lawn  bowler  and  was  skip  in  the 
eral  store.  Going  to  Shelburne,  Ont,  he  rink  from  Berlin  that  was  runner-up  in 
formed  a  partnership  with  C.  Mason,  un-  the  semi-finals  at  the  Western  Bowling 
der  the  style  of  Foy  &  Mason,  general  mer-  Association  tournament  m  London  last 
chants,  which  lasted  seven  years.  The  next  summer  for  the  Labbatt  Cup.  He  won  the 
few  years  he  dealt  largely  in  bankrupt  Berlin  lawn  bowlers'  trophy  last  season,  fie 
stocks,  and  in  1897  he  started  as  a  shoe  is  also  an  adept  at  golf  and  curling,  and 
traveler  first  >representjin|g  McLalren  &  every  winter  for  a  number  of  years,  has 
Dallas  '  Eleven  years  ago  he  joined  the  refereed  from  fifteen  to  eighteen  games, 
road  force  of  D.  D.  Hawthorne  &  Co.,  Mr.  Wettlaufer  was  a  member  of  the  rink 
Toronto,  with  whom  he  is  still  engaged.  He  that  won  the  Gibson  Cup  in  curling  a  few 
has  made  his  system  of  retail  stores  pay,  years  ago.  He  officiated  as  referee  at  the 
attid  he  is  also  a  successful  man  on  the  road,  great  hockey  games  in  Boston  last  winter 

between  New  York  and  the  St.  Michaels 
"Winnipeg  Shoe  Store  Robbed.  of  Toronto.    He  has  many  trophies  that 

Peter  Madowski,  who  was  arrested  in  he  has  captured  on  the  ice  or  bowling 
Winnipeg  for  robbing  the  shoe  store  of  green.  He  is  a  bachelor  and  a  great 
Tom  Stedman,  Limited,  was  sentenced  deal  Df  his  spare  time  is  occupied  in 
recently  to  three  years  in  the  penitentiary,  furbishing  up  the  cups  that  adorn  his  ap- 
Two  detectives  were  in  the  lane  east  of  artments. 
Main  Street  in  the  rear  of  Stedman's 
store  late  at  night,  when  they  observed  that 
three  boards  had  been  torn  from  the  lower 
part  of  the  window  of  that  establishment. 
The  officers  also  heard  a  noise  inside  the 
store,  and  on  entering  they  surprised  a 
man  engaged  in  making  up  a  pile  of  "swag," 
the  total  value  of  which  is  estimated  at 
$70.  He  had  already  collected  and  tied  up 
in  a  bundle  eighteen  pairs  of  rubbers,  thir- 
teen and  one-half  pairs  of  boots,  six  pairs 
of  gloves,  five  pairs  of  mitts,  and  one  pair 
of  sheep-lined  boots.  The  burglar,  when 
the  officers  approached,  endeavored  to  hide 


Retailer's  Love  of  Hockey.  1* 

Kenneth  W.  Cas- 
selman,  of  London, 
Ont.,  who  has  been 
elected  as  the  second 
vice-president  of  the 
Ontario  Hockey  As- 
sociation, is  a  widely- 
known  shoe  retailer, 
being  junior  member 
of  the  firm  of  Cas- 
selman  Bros.,  of  the 
Forest  City,  who  con- 
behind  a  counter.  He  was  arrested,  and  duxt  one  of  the  finest  footwear  establish- 
gave  his  name  as  Peter  Madowski,  and  ments  in  Western  Ontario.  He  has  always 
said  his  age  was  45  years.  A  further  search  headed  the  polls  as  a  member  of  the  exe- 
in  the  store  showed  that  several  drawers  Cutive  committee.  He  is  an  enthusiastic 
had  been  ransacked,  and  much  goods  up-  admirer  and  supporter  of  the  great  Can- 
set.  The  prisoner  had  also  $3.45  in  his  adian  winter  game,  which  he  knows  as 
possession,  which  he  admitted  to  have  stol-  thoroughly  as  he  does  the  shoe  business, 
en  from  Mr.  Stedman's  cash  drawer.  He  is  president  of  the  London  Hockey 

tt-  t  tt        c     cm.     t*       i  Club,  which  at  its  annual  meeting  held  a 

Hlgh  Honor  for  Shoe  Traveler.  fgw  V      ^  dedded  tQ  enter  tWQ  teams 

The    new    presi-  this  season^in  the  Q.H.A.  series.  London 

dent  of  the  Ontario  willj  therefore,  be  represented  in  both  the 

Hockey  Association  jurnor  an(i  intermediate  competition.  "Ken" 

is  H.  E.  Wettlaufer,  js  an  ardent  lover  of  clean,  manly  sport, 

better     known     as  and  it  is  largely  owing  to  his  influence  and 

"Ed."   He  has  been  encouragement  that  hockey  is  so  well  pat- 

a    member    of    the  ronized  in  London.    His  many  friends  in 

executive  since  1905,  the  shoe  trade  are  confident  that  he  will 

was     second    vice-  make  an  efficient  and  progressive  second 

president  two  years,  vice-president. 

and  filled  the  office 

of  first  vice  for  a 

similar    period,  so 

that  he  was  right  in 

line  for  promotion, 

which  he  has  richly  earned.     "Ed"  is  a 

widely  known  shoe  traveler,  who,  for  many 

years,  has  taken  an    active    interest  in 


Profitable  Leather  Goods  Department. 

Naylor  &  Co.,  Ingersoll,  Ont.,  have  a 
store  of  only  medium  size,  yet  they  not 
only  carry  clothing  and  furnishings,  but 
boots  and  shoes  and  leather  goods.  Not  a 
square  foot  of  space  is  allowed  to  go  to 
waste.  Over  the  clothing  racks,  down  one 
side  of  the  store,  is  a  good  broad  ledge 
clean,  manly  sport.  His  first  job  on  the  which  has  been  given  over  to  trunks  and 
road  was  with  the  Alpha  Chemical  Co.,  valises.  In  this  way  quite  an  imposing 
of  Berlin,  with  whom  he  was  identified  show  can  be  made  without  a  great  deal  of 
seven  years.  He  then  joined  the  staff  of  st0ck.  These  lines  are  so  placed  that  peo- 
Charles  A.  Ahrens  &  Co.,  shoe  manufac-  pie  entering  the  store  can  hardly  fail  to 
turers,  Berlin,  and  is  now  completing  his  see  them.  Besides,  the  staff  lose  no  oppor- 
twelfth  year  of  service  with  them.  He  tunity  to  introduce  them.  Farmers  leav- 
covers  Western  Canada  from  Port  Arthur  jng  for  the  west,  for  instance,  go  to  Nay- 
to  the  Coast  twice  a  year,  and  makes  a  |0^'s  for  cl0thi"ng  and  other  articles  of 
jaunt  from  Toronto  to  Cornwall  semi-  wearing  apparel,  and  in  a  great  many  cases 
annually.  He  started  playing  hockey  away  they  buy  a  trunk,  a  suit  case  or  valise, 
back  in  1890,  and  was  a  most  aggressive  Nayk>r's  find  their  leather  goods  depart- 
stick  handler  for  five  winters.  He  was  ment  qujte  a  profitable  one. 
president  of  the  Western  Ontario  Hockey 

Association  in  1902  and  1903.    His  offices  Edmonton  Has  a  New  Tannery. 

in  sporting  organizations  are  as  numerous  The  campaign  in  Edmonton,  Alberta,,  for 
as  his  line  of  shoe  samples.  Here  is  a  par-  bringing  of  factories  to  that  city  has  al- 
tial  list,  in  addition  to  those  already  men-  ready  borne  fruit,  and  construction  work 
tioned  :  President  of  the  Berlin  Hockey  on  the  building  to  be  occupied  by  the  Great 
Club,  senior  champions  in  1906;  president  Northern  Tannery,  Limited,  has  begun.  The 
of  the  intermediate  team,  champions  in  new  concern,  capitalized  at  $100,000,  is 
1907;  head  of  the  Berlin  intermediate  and  financed  by  Edmonton  and  Calgary  capital- 
junior  O.  H.  A.  teams,  and  vice-president  ists,  and  will  be  the  biggest  establishment 
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of  its  kind  in  western  Canada,  and  the 
only  tannery  for  the  trade  in  Alberta.  The 
building  will  be  three  stories  in  height,  30 
feet  wide,  and  150  feet  deep.  It  will  be 
located  on  the  Canadian  Northern  and 
Grand  Trunk  Pacific  Railways,  and  midway 
between  the  packing  plants  of  the  Swift 
Canadian  company  and  P.  Burns  &  Com- 
pany, from  which  establishments  the  bulk 
of  the  hides  the  tannery  will  treat  will  be 
secured..  It  is  expected  that  building  will 
be  completed  in  a  few  weeks,  and  during 
the  winter  months  fifteen  men  will  be 
employed.  Early  next  summer  additions 
will  he  made,  and  the  names  of  fifty  per- 
sons will  be  on  the  pay  roll.  "The  robe 
and  chrome  sole  leather  departments  will 
be  operated  this  winter,"  said  F.  Long, 
manager  of  the  plant,  "and  after  the  new 
concrete  addition  is  completed  next  spring, 
the  bark  tanning  work  will  begin.  There 
is  now  a  good  inducement  for  a  shoe  fac- 
tory in  Edmonton,  as  practically  all  the 
leather  used  in  that  line  will  be  turned  out 
at  our  place."  Hon.  P.  E.  Lessard  is  pre- 
sident of  the  new  company,  and  Milton 
Martin  is  vice-president. 

Dominion  Travelers  Meet. 

Nominations  of  officers  and  directors  for 
the  ensuing  year  were  received  at  the  quar- 
terly meeting  of  the  Dominion  Commer- 
cial Travelers'  Association,  in  Montreal 
last  week. 

Charles  Gurd  was  elected  president  by 
acclamation,  there  being  no  other  nomina- 
tion. Mr.  Max  Murdock  was  also  elected 
treasurer  without  opposition. 

The  following  nominations  were  received 
for  the  position  of  vice-president :  Messrs. 
H.  A.  Brown,  J.  A.  Dawson,  J.  F.  L. 
Dubreuil,  A.  M.  Ellicott. 

For  the  five  vacancies  on  the  directorate, 
the  following  were  nominated :  Messrs.  J. 
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J.  Bevan  Giles. 
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A.  Beauvais,  J.  Bernier,  C.  M.  Cameron, 
J.  Z.  Letherstone,  G.  Lafolley,  L.  F.  Moore, 
G.  W.  Prescott,  S.  Woods. 

John  Paterson  gave  notive  of  mo- 
tion that  a  first  and  second  vice-president 
should  be  elected.  The  motion  will  be  dis- 
cussed, and  the  elections  will  take  place  at 
the  annual  meeting  on  Monday,  Decem- 
ber 18. 

The  retiring  president,  J.  Bevan  Giles, 
occupied  the  chair  at  the  meeting. 

Retail  Business  Active. 

Retailers  are  doing  a  good  trade,  and 
the  fall  business  has  loomed  up  splendidly. 
Nearly  every  traveler  reports  that  his  cus- 
tomers express  the  utmost  confidence  for  a 
big  rush  between  now  and  Christmas. 
Men's  storm  calf  shoes  and  heavy  water- 
proof goods  are  going  well.  A  number  of 
men's  button  shoes  are  being  sold,  but  the 
run  on  them  is  not  nearly  as  great  as  in 
women's,  where  the  call  in  some  stores  is 
principally  for  button  stock.  The  season 
so  far  has  been  very  fair  for  tans,  but  gun 


metals  seem  to  have  the  largest  call.  The 
sale  of  satin  and  fancy  slippers  in  various 
colors  for  evening  wear  has  been  quite 
satisfactory.  In  button  boots  those  with 
twelve  to  fifteen  buttons  are  the  favorites, 
not  very  many  of  the  exceptionally  high 
cuts  being  in  requisition.  In  the  costlier 
lines  the  people  are  asking  for  the  plain 
flat  toe  on  the  custom  last.  While  high, 
full  toes  will  likely  enjoy  a  generous  mea- 
sure of  appreciation  during  next  season, 
still  the  tendency  of  the  times  appears  to 
he  in  the  direction  of  lower  heels,  lower 
toes  and  straight  lasts.  Some  nice  holiday 
specialties  are  being  presented  for  the 
Christmas  trade.  Juliettes  and  felt  slippers 
are  having  a  good  run,  and  the  sale  of 
boudoir  slippers  is  growing  steadily,  some 
of  the  patterns  and  ornaments  being  very 
attractive.  There  has  lately  been  a  big 
call  for  men's  patent  pumps,  while  gun 
metal  pumps  have  enjoyed  some  sale. 

The  New  President. 

Chas.  Gurd  is  the 
president  and  foun- 
der of  the  firm  of 
Chas.  Gurd  &  Co., 
ginger  ale  and  soda 
water  manufactur- 
ers, Montreal.  Him- 
self a  traveler  for 
many  years  in  his 
younger  days,  he  has 
never  ceased  to 
take  an  active  in- 
terest in  commercial 
travelers,  and  espe- 
cially in  the  Dominion  Commercial  Trav- 
elers' Association.  For  years  he  was  a 
director  of  the  association,  has  served  as 
its  treasurer,  and  has  been  for  a  long  time 
a  member  of  the  educational  committee. 
He  was  one  of  the'  founders  of  the  Do- 
minion Commercial  Travelers'  Mutual 
Benefit  Society,  and  'his  elevation  to  the 
presidency  is  merited  owing  to  his  long 
and  faithful  service. 

Mr.  Gurd  has  always  taken  a  very  active 
interest  in  many  of  Montreal's  leading  char- 
ities) and  is  a  member  of  the  Montreal 
Board  of  Trade. 

Big  Demand  for  Findings. 

Trade  in  the  findings  line  continues  brisk, 
and  large  orders  are  being  filled  for  ankle 
supports,  ankle  protectors,  waterproof  dub- 
bin, viscol,  skate,  straps,  rawhide  laces, 
rubber  heels,  reindeer  hair  insoles,  cork 
insoles,  felt  socks,  etc.  Boudoir  slippers 
are  big  sellers,  and  there  is  good  money  to 
be  made  by  the  retailer  who  will  look  after 
requisites  in  the  line  of  findings  that  have 
a  ready  sale  during  the  cold  months.  The 
demand  for  over  gaiters  and  leggings  is 
good,  and  prospects  for  business  in  the 
findings  line  are  bright. 

Delayed  Delivery  of  Fabrics. 

A  recent  edition  of  the  Shoe  and  Leather 
Record,  of  London,  Eng.,  says: 

Manufacturers  of  fancy  shoes  and  slip- 
pers in  various  parts  of  the  country  are 
being  seriously  inconvenienced  by  the  de- 
layed delivery  of  fancy  fabrics,  such  as 
velvets,  satins,  etc.  Manufacturers  of  these 
materials  are  experiencing  an  unexampled 
period  of  pressure,  and  in  the  velvet  de- 
partment orders  cannot  be  delivered  for 
some  months  to  come.  From  the  Con- 
tinent and  the  United  States  the  demand 
is  equally  urgent,  and  high  prices  are  re- 
ported io  have  been  offered  for  immediate 
deliveries.  In  the  Rossendale  district  of 
Lancashire  the  execution  of  orders  for  vel- 
vet shoes  and  slippers  is  being  delayed  in 
consequence  of  the  inability  of  manufac- 
turers to  secure  supplies  of  materials. 


Travelers  Nominate  Officers. 

A  meeting  of  the  Commercial  Travelers' 
Association  of  Canada,  held  in  Toronto  last 
week,  brought  out  some  criticism  of  the 
licensed  and  unlicensed  hotel  accommoda- 
tion in  the  province  of  Ontario.  Of  local 
option  hotels  it  was  said  some  are  better 
than  when  licensed.  The  suggestion  was 
made  that  the  association  ask  the  govern- 
ment to  appoint  on  nomination  of  the  trav- 
elers, an  official  with  the  needed  authority 
to  bring  about  improvements  in  the  way 
of  fire  escapes,  ventilation  and  other  ac- 
commodation. The  one  inspector,  it  is 
claimed,  has  not  the  time  to  cover  the 
whole  province  and  see  that  the  law  is 
obeyed.  A  notice  of  motion  went  on  paper 
for  the  annual  meeting,  providing  for  the 
appointment  of  a  deputation  to  wait  upon 
the  Ontario  government  to  ask  that  better 
hotel  accommodation  be  demanded  in  the 
province. 

The  members  nominated  officers  and  di- 
rectors for  the  board  of  management  for 
1912. 

Robert  Gemmell,  president;  S.  M.  Ster- 
ling, vfce-president;  James  G.  Cane,  second 
vice-president;  E.  Fielding,  treasurer,  all 
of  whom  were  elected  by  acclamation.  Di- 
rectors for  Toronto  Board — J.  W.  Charles, 
Alex.  Cook,  Charles  Duncan,  Harry  Dodg- 
son,  John  Everett,  J.  E.  Firth,  A.  M.  Gib- 
son, R.  G.  Hector,  John  H.  Kenney,  George 
W.  Moore,  Joseph  Pease,  W.  H.  Scott,  C. 
J.  Silver  and  F.  J.  Zammers.  Nine  to  be 
elected. 

Hamilton  Board — John  Stoneman,  first 
vice-president;  W.  H.  Dean,  second  vice- 
president.  Elected  by  acclamation.  Di- 
rectors Hamilton  Board — W.  J.  Dore,  W. 
W.  Godard,  A.  F.  Hatch  F.  W.  Jarvis,  S. 
Male,  M.  P.  Malone.  C.  C.  Smye,  P.  A. 
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Robert  Gemmell. 



Sommerville,  H.  G.  Wright  and  E.  O. 
Zimmerman.     Six  to  be  elected. 

Berlin  Board— A.  Foster,  W.  J.  Moody. 
Elected  by  acclamation. 

Kingston  Board — W.  H.  Graham,  W. 
S.  R.  Murch  and  John  Wright.  One  to  be 
elected. 

Guelph  oard — Adam  Taylor,  vice-presi- 
dent ;  Alex.  Thomson,  director.  Elected  by 
acclamation. 

Brantford  Board — J.  S.  Hamilton  and  D. 
T.  Waterous.    Elected  by  acclamation. 

Montreal  Board — W.  Williamson,  vice- 
nresident  (elected  by  acclamation)  ;  George 
Dawson  and  William  Evans,  directors.  One 
to  be  elected. 

Winnipeg  Board — H.  Miller,  vice-presi- 
dent ;  A.  C.  Merrett,  director.  Elected  by 
acclamation. 

Ottawa  Board — J.  H.  Laurie,  director. 
Elected  by  acclamation. 

Brockville  Board — M.  Moore,  director. 
Elected  by  acclamation. 

The  annual  meeting  will  be  held  Decem- 
ber 28th. 
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Want  the  Tax  Removed. 

The  Canadian  Manufacturers'  Associ- 
ation, the  Board  of  Trade,  and  the  Cham- 
bre  de  Commerce  waited  on  Sir  Isomer 
Gouin,  Premier  of  Quebec,  recently,  to  ask 
that  the  provincial  tax  of  one:eighth  of  one 
per  cent,  on  the  paid-up  capital  of  all  in- 
corporated companies  he  done  away  with. 
The  premier  asked  in  return  if  they  were 
prepared  to  have  the  campaign  of  education 
stopped,  the  technical  schools  closed,  and 
the  good  roads  movement  held  up.  That, 
he  said,  would  he  the  effect  of  the  tax  be- 
ing canceled.  They  did  not  want  that,  was 
the  reply,  but  they  did  want  freedom  from 
the  tax. 

Military  Heel  Disappearing. 

A  New  York  correspondent  writes  the 
Shoe  and  Leather  Journal  that  owing, 
probably,  to  the  rainy  weather,  so  much  in 
evidence  of  late,  black  shoes  are  now  more 
noticeable  than  the  tan,  though  the  latter 
have  by  no  means  been  abandoned.  Many 
buttoned  shoes  are  in  evidence  among  the 
best-dressed  men.  These  have  six  but- 
tons, with  uppers  of  kid  or  cloth.  Laced 
shoes  have  eight  hooks  and  eyes.  The 
square,  lower  heel  is  in  sharp  contrast  to 
the  military  heel  in  vogue  last  winter.  It 
may  not  be  so  dandified  in  appearance, 
but  it  certainly  yields  more  comfort  and 
assurance  to  the  pedestrian. 

Settle  By  Arbitration. 

A  recent  despatch  from  Lynn,  Mass., 
says:  After  a  session  lasting  for  more  than 
four  hours,  representatives  of  the  shoe 
manufacturers  and  the  executive  board  of 
the  Knights  of  Labor  cutters,  five  hundred 
of  whose  members  were  following  their 
announcement  that  they  would  work  but 
eight  hours  a  dav.  reached  an  agreement 
to  submit  their  differences  to  arbitration. 
To  Mayor  William  Connery  was  delegated 
the  power  to  decide  upon  the  arbitration 
board,  the  cutters  and  manufacturers  being 
unable  to  reach  an  agreement  as  between 
the  State  Board  of  Arbitration  and  a  local 
board.  Pending  a  decision  by  such  board 
as  may  be  selected,  the  men  will  return 
to  work. 

May  Go  On  Tariff  Board. 

Dr.  S.  Morley  Wickett,  managing  direc- 
tor of  the  firm  of  Wickett  &  Craig,  Limited, 
tanners,  of  Toronto,  is  prominently  men- 
tioned in  despatches  from  Ottawa  as  one 
of  the  best  equipped  men  for  a  place  on 
the  new  Dominion  Tariff  Commission, 
which  will  be  created  by  the  federal  gov- 
ernment. Dr.  Wickett  has  an  extensive 
reputation  in  educational  circles  through- 
out America  and  Europe,  and  is  a  recog- 
nized authority  on  political  economy.  He 
is  an  author  of  reputation  on  trade  ques- 
tions, and  is  one  of  the  ablest  members  of 
the  Canadian  Manufacturers'  Association. 
He  was  born  in  the  year  1872,  at  Brooklin, 
Out.,  and  was  educated  at  the  University 
of  Toronto  and  Leipzig.  From  1898  to 
1902  he  was  a  lecturer  in  political  economy 
in  the  University  of  Toronto.  He  is  a 
member  of  the  national  Municipal  League 
of  Canada,  and  a  member  of  the  Toronto 
University  Literary  and  Scientific  Society. 
In  1903  he  was  selected  by  the  Canadian 
Manufacturers'  Association  to  make  spe- 
cial reports  on  trade  conditions  in  the 
Yukon,  and  in  1904  he  was  selected  by  the 
Federal  Government  in  connection  with 
the  preparation  of  its  case  concerning  the 
Alaska  boundaries. 

Workmen's  Compensation. 

The  committee  appointed  by  the  Can- 
adian Manufacturers'  Association  to  deal 
with  the  subject  of  workmen's  compensa- 


tion, held  their  organization  meeting  re- 
cently in  Toronto,  and  appointed  Mr.  P. 
W.  Ellis  as  chairman. 

In  view  of  the  possibility  of  Dominion 
legislation  on  this  question,  as  was  sug- 
gested by  Sir  William  Meredith,  the  as- 
sociation has  so  selected  the  members  of 
this  committee  as  to  include  representa- 
tives of  the  other  provinces.  They  are  as 
follows:  J.  R.  Shaw,  Woodstock;  W.  K. 
McNaught,  Toronto;  A.  E.  Kemp,  Toron- 
to; P.  W.  Ellis,  Toronto;  A.  Fleming,  To- 
ronto; W.  B.  Tindall,  Toronto;  Hon.  E.  J. 
Davis,  Newmarket;  R.  S.  Gourlay,  Toron- 
to; T.  A.  Russell,  Toronto;  George  W. 
Watts,  Toronto;  Alex.  Saunders,  God- 
erich;  S.  J.  Williams,  Berlin;  R.  O.  Mc- 
Culloch,  Gait ;  J.  P.  Murray,  Toronto ;  John 
Firstbrook,  Toronto;  S.  Harris,  Toronto; 
Howard  Murray,  Montreal;  John  Bailhe, 
Montreal;  C.  B.  Gordon,  Montreal;  T.  R. 
Deacon,  Winnipeg;  A.  E.  Kinstry,  Ham- 
ilton; H.  Cockshutt,  Brantford;  C.  R.  Mc- 
Culloch,  Hamilton;  Wm.  Gartshore,  Lon- 
don; Thos.  Findley,  Toronto. 

A  Progressive  Quebec  Retailer. 

J.  B.  Belanger,  a  popular  member  of 
Quebec  city  retail  shoe  fraternity  has_  had 
a  long  experience  in  all  things  pertaining 
to  the  shoe  trade.  For  thirteen  years  he 
served  F.  Schryburt  &  Co.,  of  Quebec,  in 


various  capacities,  as  book-keeper,  fore- 
man and  also  purchasing  agent.  He 
spent  two  years  with  the  firm  of 
J.  H.  Begin,  of  Quebec,  and  in  Jan- 
uary, 1909,  branched  out  for  himself  by 
purchasing  the  business  of  Geo.  L.  Maillett, 
31  St.  Joseph  Street,  Quebec,  and  since 
that  time  has  devoted  attention  to  build- 
ing up  trade  at  this  stand.  He  has  not 
been  too  busy,  however,  to  devote  much 
time  to  the  affairs  of  the  Retailers'  Asso- 
ciation of  Quebec,  of  which  he  is  an  en- 
thusiastic member  and  also  secretary.  He 
has  rendered  valuable  service  to  this  asso- 
ciation and  gives  unsparingly  of  time  and 
efforts  to  further  its  interest.  Last,  but 
not  least,  he  has  spent  twelve  years  of 
happy  married  life,  and  he  thinks  he  has 
the  five  finest  children  in  the  city  of  Que- 
bec. 

The  Trying  on  of  Shoes. 

A  recent  issue  of  the  Shoe  Retailer  con- 
tains the  following  advice  from  a  Balti- 
more shoe  dealer  who  has  an  announce- 
ment posted  in  a  conspicuous  place  in  his 
store  which  reads:  "If  possible,  try  on 
your  shoes  in  the  evening.  The  feet  are 
larger  and  more  sensitive  at  night  because 
of  the  exercise  they  have  had  during  the 
day.  The  muscles  are  also  more  tender 
from  constant  motion  and  the  augmented 


flow  of  blood.  The  weight  of  the  body 
so  seriously  affects  the  circulation  of  the 
blood  that  women  obliged  to  stand  all  day 
suffer  much  from  swollen  feet.  This,  too, 
often  causes  varicose  veins.  When  one  is 
in  good  health  the  feet  return  to  their 
normal  size  after  a  rest.  This  is  because 
they  no  longer  have  to  sustain  the  weight 
of  the  body.  Never  wear  new  shoes  when 
taking  a  long  walk.  Wear  them  first  in 
the  house  for  several  days,  then  on  short 
walks.  In  taking  these  precautions  you 
will  insure  as  much  comfort  in  a  new  pair 
of  shoes  as  in  old  ones." 

U.S.M.  Co.  Welcome  Inquiry. 

A  Montreal  despatch  says:  At  the  open- 
ing of  the  Court  of  Appeals,  T.  Chase  Cas- 
grain,  K.C.,  on  behalf  of  the  United  Shoe 
Machinery  Company,  made  the  following 
statement : 

"After  consultation  with  my  clients,  I 
have  come  to  the  conclusion  to  withdraw 
the  present  petition  for  leave  to  stay  pro- 
ceedings until  the  final  judgment. 

"The  company  welcomes  the  fullest  in- 
quiry, and-  as  soon  as  it  is  convenient  to 
the  parties  concerned  we  wish  the  pro- 
ceedings to  begin."  ». 

Able  to  Buy  Good  Footwear. 

In  spite  of  the  evidences  that  money  is 
being  expended  fairly  freely  in  this  coun- 
try, Bradstreet's,  the  commercial  agency, 
has  computed  the  average  savings  of  the 
people  on  a  basis  of  population  of  eight 
million  at  $82  each. 

Bradstreet's  point  out  that  at  the  end 
of  August  savings  depO'S'its  in  the  various 
chartered  banks  of  Canada  totalled  _$575r 
740,956,  thus  showing  an  increase  since  a 
year  ago  of  about  $30,000,000.  While  _  the 
great  bulk  of  the  readily  available  savings 
of  the  people  is  to  be  found  in  the  char- 
tered banks,  there  were  on  August  30  de- 
posits in  other  financial  institutions  total- 
ling $86,037,166. 

Additional  News  Notes. 

A  meeting  of  the  creditors  of  J.  O. 
Gregoire,  shoe  dealer,  of  Joliette,  Que., 
wa.^  held  this  week. 

Lahaie  &  Beauregard,  shoe  retailers,  of 
Montreal,  have  assigned  to  Vinet  and 
Dufresne. 

The  Guarantee  Shoe  Store  and  A.  E. 
Jones  are  two  retail  firms  which  have  re- 
cently registered  in  Montreal. 

Victoria  Carlotta  Brimacombe,  wife  of 
Fred  R.  Foley,  shoe  retailer,  of  Bowman- 
ville,  Ont,  died  this  week.  She  had  been 
ailing  for  some  time.  Mr.  Foley's  many 
friends  will  extend  deepest  sympathy  to 
him  in  his  bereavement. 

A  number  of  Toronto  wholesale  mer- 
chants have  a  protest  in  hand  in  which  the 
assistance  of  the  Board  of  Trade  is  to  be 
sought.  Conditions  surrounding  the  de- 
livery of  freight  to  city  merchants  has 
reached  a  stage  where  the  Dominion  Rail- 
way Board  will  be  appealed  to. 

Morton  Wilson,  for  some  years  head 
salesman  in  the  retail  department  of  Wat- 
erbury  &  Rising,  St.  Tohn,  N.B.,  and  who 
has  also  been  on  the  road,  intends  opening 
a  large  retail  store  in  Vancouver,  a  few 
doors  from  Rae  Bros.,  at  the  begining  of 
the  year.  His  establishment  will  be  known 
as  the  Wilson  Shoe  Store,  and  he  will 
carry  a  large  and  complete  stock  of  foot- 
wear. 


FOR  SALE  AT  ONCE— A  nice  boot  and 
shoe  business  in  the  city  of  Stratford, 
doing  good  business,  good  reasons  for 
selling.   Address  Box  423,  Stratford,  Ont. 
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Shoemen  All  Report  Good  Fall  Trade 

Jobbers  are  Rushed  at  Present —  Shippers  and  Warehouses  Crowded  With  Business- 
Shoe  Factories  Are  Now  in  Full  Blast — Leather  of  Every  Kind 
Continues  Stiff  in  Price. 


Toronto,  Nov.  15th,  191 1. 
There  is  but  one  report  heard  among 
jobbers  and  retailers,  and  that  is  that  busi- 
ness is  good.  The  sorting  trade  is  par- 
ticularly active  and  the  staffs  of  various 
warehouses  have  been  working  nights  get- 
ting out  the  goods  in  preparation  for  a 
busy  season.  The  rubber  demand  has  been 
brisk  and  the  sale  of  all  heavy  lines  of 
leather  boots  remarkable,  the  hunting  and 
lumbering  season  calling  for  a  large  supply. 
Many  travelers  have  completed  their  trips 
for  spring  and  sumer  offerings,  and  have 
booked  big  orders.  The  situation,  taken 
generally,  was  never  better,  and  things  are 
moving  along  lively.  Felt  goods  have 
been  in  active  demand,  and  the  trade  in 
larrigans.  shoe  packs,  moccasins  and  other 
lines  is  all  that  could  reasonably  be  de- 
sired. Retailers  have  renorts  of  a  con- 
tented nature  to  make,  and  are  looking  for- 
ward to  a  record  holiday  trade.  Pay- 
ments are  promnt  in  Ontario,  but,  from  the 
West,  reports  differ,  as  in  many  cases  the 
wheat  has  not  been  threshed,  and  the  re- 
turns of  the  vield  are  not  definitely  known. 
In  some  sections  the  frost  has  done  much 
damage  to  the  wheat  croi  and  in  others 
the  berry  is  not  gradirg  as  high  as  it  was 
hoped  that  it  would.  Tans  and  gunmetals 
have  a  large  call,  while  the  demand  for 
patent  leathers  is  steady.  The  maiority  of 
jobbers  renort  that  the  volume  of  business 
this  year  is  showing  a  gratifying  gain  over 
that  of  last  season.  Prices  are  well  main- 
tained. 

WOOL. 

Dealers  are  inclined  to  hang  on  to  what 
they  have  for  higher  prices,  and  in  con- 
sequence there  is -not  much  trading  done 
locally.  A  buyer  remarked  that  the  pro- 
duct was  losing  weight  and  costing  holders 
more  than  they  would  get  out  of  it.  It 
would  seem  to  be  a  situation  to  settle 
which  can  hang  out  the  longer.  There  are 
no  changes  in  prices. 

Washed    fleece    19  21 

Unwashed  fleece    13  14 

Rejects   15 

TALLOW. 

A  normal  amount  is  being  offered.  Prices 
are  firm  to  stronger,  and  there  has  been 
a  raise  of  a  quarter  of  a  cent  ner  pound 
in  No.  1  cake  and  in  No.  1  solid  since  the 
last  report.  The  demand  is  good  and  the 
market  active. 

No.  1  cake    6^2  6-34 

No.  2  cake    4^/2  5'A 

No.  1  solid    514  5% 

No.  2  solid    4  s 

HIDES. 

A  good  business  is  being  done  and  prices 
are  firm,  with  a  slight  raise  for  a  few  lines 
of  the  better  quality.  It  is  now  said  that 
present  quotations  are  likely  to  be  main- 
tained for  some  time.  Tanners  are  enter- 
ing the  market  and  Hiving  more  freely. 
Many  of  the  country  hides  are  getting 
long  haired  with  the  cold  weather.  The 
market,  generally,  is  active.  Sheepskins 
are  worth  more  money  and  are  now  riuoted 
at  from  50c.  to  80c.  The  demand  for 
horse  hides  is  good,  and  there  has  been 
a  raise  since  last  report  of  25  cents.  The 
hide  otittook  has  been  strong  for  some 
time,  and  no  immediate  change  is  ex- 
pected. The  offerings  locally  are  heavy, 
owing  to  the  large  number  of  beef  cattle 


being  killed,  and  the  big  receipts  in  the 

stock  yards. 

No.  1  insp.  steers  and  cows..  12J/2 
No  2  insp.  steers  and  cows..  11^ 
No.  3  insp.  steers  and  bulls . .  io^4 
Country  hides  (green)  flat..  ..  io1/. 
Country  hides  (cured)  flat..  11^  12 

Calfskins   12  14 

Sheepskins   55  80 

Horse  hides,  No.  1    3.25 

Horse  hides,  No.  2    2.25 

LEATHER. 

Shoe  factories  in  Ontario  are  now  run- 
ning steadily  on  spring  and  summer  lines, 
and  have  been  buying  leather  more  freely. 
Prices  for  all  kinds  of  calf  skins  and 
chrome  leathers  are  firm,  and  some  tan- 
ners are  making  things  hum.  They  claim, 
however,  that  profits  are  small.  There  is 
no  easing  off  in  sight  for  hide  prices,  and 
stocks  are  in  some  cases  low.  This  is  the 
busiest  time  of  the  year  with  sole  leather 
tanners.  Quotatioins  are  firm,  but  some 
contracts  have  been  placed  for  the  next  six 
months  on  the  present  basis.  Different 
opinions  are  heard  among  shoe  manufac- 
turers, but  the  probabilities  are  that  about 
one-fifth  of  the  shoes  worn  next  season 
will  be  tan.  All  leather  men  seem  well 
satisfied  with  the  outlook  for  next  season's 
business.  Tanners  of  harness  leather  have 
had  one  of  the  best  seasons  on  record. 
LEATHER  WH  ODE  S  ALE. 
No.  1  Spanish  sole  (for  job- 
bing)  27  30 

No.  2  Spanish  sole  (for  job- 
bing)   26  29 

No.  1  Span,  sole  (for  mfg.)  27  28 
No.  2  Span,  sole  (for  mfg.)  26  27 
No.  3  Span,  sole  (for  mfg.)  24  25 

No.  2  oak  sole    31  35 

No.  1  oak  sole  bends    48  53 

No.  1  slaughter  -sole,  heavy..  31  32 
No.  1  slaughter  sole,  medium  31  32 
No.  1  slaughter  sole,  light...  31  32 
Harness  leather — 

No.  1  U.  0  38  39 

Rejected  U.  0  37  38 

No.  2  U.  O   35  37 

Hemlock  Country  Harness — 

No.  1    33  34 

No.  2    32  33 

Upper,  heavy    48  50 

Upper,  light  and  medium  ....  50  55 

Upper,  grained    19  21 

Kip  skins,  French   1.15  1.28 

Calf  skins,  French   1.43  1.55 

Veal  kins,  Canadian    75  80 

Hemlock  calf    75  QO 

Imitation  -calf    85  95 

Splits,  light  and  medium  ...  20  25 

Splits,  heavy    22  24 

Splits,  junior    18  20 

Patent  colt,  per  foot    30  60 

Pat.  chrome  sides,  per  ft          28  31 

Enamel  cow,  per  ft  22  24 

Pebble  grain    17  19 

Colored  sides    20  22 

Russets,  extra  hvy.,  per  doz.  $12  $13 
Shoe  russets,  per  lb   50  60 


Conditions  in  Quebec 

Quebec,  Nov.  15th,  191 1. 
Reports  are  in  the  main  most  satisfac- 
tory, and   the   steady  improvement  noted 
since  a  month  continues.    There  is  activity 


amongst  the  manufacturers,  who  are  now 
operating  to  fill  spring  orders.  The  gen- 
eral feeling  seems  to  be  that  an  increasing 
volume  of  business  will  be  done  this  sea- 
son. Orders  are  coming  in  fairly  well  and 
it  is  expected  a  great  rush  will  be  noted 
in  our  factories  with  the  month  of  De- 
cember. The  activity  still  continues 
amongst  manufacturers,  who  are  yet  do- 
ing sorting  trade.  Travelers  both  for  job- 
bers and  manufacturers  are  working  hard 
and  report  good  business  being  placed.  The 
retail  trade  was  not  up  to  the  mark  these 
last  weeks,  but  is  improving  as  the  season 
advances.  The  changeable  weather  has 
helped  the  rubber  trade  and  good  business 
is  reported.  Prices  are  well  maintained, 
there  being  no  cutting  going  on.  Jobbers' 
trade  is  in  excellent  condition ;  orders  are 
in  good  receipt. 

HIDES. 

The  hide  market  has  continued  to  be 
good.  There  are  not  many  hides  coming 
in,  but  those  which  are  being  offered  are 
of  good  quality.  There  cannot  be  said  to 
be  any  accumulation,  as  only  a  limited 
quantity  of  hides  is  now  received.  Tan- 
ners are  buying  more  freely.  Present  indi- 
cations do  not  favor  weaker  prices,  but 
rather  point  to  still  further  advance. 
There  is  no  change  in  prices  over  figures 
ruling  since  our  last  report,  and  the  latest 
quotations  are : 

Sheepskins  25  75 

Sheep  clip  skins    10  35 

Lambskins   15  50 

City  and  country  hides  quotations.  Prices 
to  butchers : 

No.  1  quoted    13 

No.  2  quoted   12 

No.  3  quoted    11 

Calfskins : 

City  and  country  prices : 

No.  1  quoted    14 

No.  2  quoted    12 

WOOL. 

The  situation  is  unchanged  and  the  wool 
market  is  dull.  Manufacturers  are  reported 
to  have  a  good  supply  in  hand  to  meet  the 
demand  and  they  still  anticipate  that  the 
general  aspect  of  affairs  will  take  a  more 
favorable  color  in  December,  although 
for  the  present  no  change  in  prices  is  noted 
and  sales  of  small  importance  were  made 
during  the  last  weeks. 

Canadian  pulled  wool    22  24 

Washed  fleece    24  28 

Unwashed  fleece    16  18 

Greasy  cape    18  22 

Medium   20  22 

TALLOW. 

The  market  is  dull  and  trade  quiet.  No 
sales  of  consequence  are  reported,  and  we 
quote  extra  tallow  at  6^c.  per  pound. 

LEATHERS. 

A  fair  activity  has  been  registered  in 
leather  circles  during  the  past  weeks. 
Sales  have  increased,  but  prices  have  re- 
mained virtually  unchanged.  The  manu- 
facturers have  been  buying  more  freely 
011  account  of  spring  orders  coming  in. 
The  leather  dealers  speak  hopefully  of 
the  situation  and  regard  business  as  very 
satisfactory  on  the  whole.  Leathers  of  all 
kinds  are  meeting  with  good  sales.  Still 
further  improvement  is  noted  in  harness 
and  fancy  leathers.  Patents,  gunmetals 
and  tan  calf  have  had  increased  sales.  The 
market  is  likely  to  continue  to  be  good. 

TANNERS'  MATERIALS. 

The  market  continues  fairly  steady  with 
unchanged  prices.  The  usual  volume  of 
business  is  reported  and  supply  for  the 
demand  ample. 
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^iP^  A  ^0>s         g%  g%  Anybody  can  cut  the  price,  but  it 

^^mT^^  3k  &^j4F\JIL  takes  brains  to  make  a  better  article- 

J    r  ^^Mr%^&r^y%^&  (Apologies  to  Alice  Hubbard) 

Walpole  Process  is  a  Better  Article 

We  are  prepared  to  coat  your  gem  duck  in  a  manner 
satisfactory  to  you.     Please  note  this  statement. 
Re-covering  and  repairing  crippled  gems  is  an  expense 
that  you  will  not  have  if  you  use  WALPOLE  coated  duck 
(pat.  applied  for). 

We  can  also  show  you  a  more  economical  way  of  cutting 
the  duck  than  that  in  general  use,  and  can  furnish 
complete  outfit  on  short  notice. 

Let  us  quote  you  on: 
Dryfoot  Cork  Soles,  Dryfoot  Welting,  M.C.  Backing 
Cloth,  all  weights.  Box  Toes -Combination,  with 
Waterproof  Centre  (Pat.  App.).  Where  this  box  is  used 
fancv  tips  will  not  be  stained  by  box  toe  gum  Box  Toe 
Shellac,  No.  34,  for  Welt  Shoes,  Box  Toe  Shellac,  No. 
36  for  McKay  Shoes,  Patent  Leather  Softener  No.  37, 
Patent  Leather  Cleaner  No.  38  (Spirit),  Patent  Leather 
Cleaner  No.  41,  Russet  Leather  Cleaner  No.  39, 
Walpole   Liquid   Glue,   Walpole   Insole  Proofing. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

MONTREAL 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


48 


THE  SHOE  AND  LEATHER  JOURNAL 


MARDEN,  ORTH  &  HASTINGS 

Successors  to  QEORQE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

r8-88  Wall  Street,  NEW  YORK,  U.S.A. 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  In  Variety 


^dressing:- 

&fine  shoes  ■ 

■  •no. RESTORES-  .!«'• 

-COLOR/LUSTRE.- 


BLACKEST  COLOR 

-V  L.USTRE1 


■■  "WEAR,  l,0N(;i:i'v  ;- 
WHIlTCMORtBRoTjiCe 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."   Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.  Imparts 

a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity .  Finest  quality .  Polishes  without  rubbing.  Retails25c. 
"BULLY  SHINE."    A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.    Blacks,  polishes,  softens  and 

preserves.  Contain  oils  and  waxes  to  polish  and  preserve  the  leather.  Also  Russet  Bully  Shine  for  tan  leathers.  Large  tin 

boxes.  Boxes  open  with  a  key.  Retails  10c. 
"SUPERB"  fa  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10  c. 

"  DANDY  "  COMBINATION.    For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 
"ELITE"  COMBINATION.    For  those  who  take  pride  in  having  their  shoes  look  Al.     Restores  color  and  lustre  to  all  black 

tea.  Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"BOSTON"  WATERPROOF  POLISH.     A  black  liquid  for  men's  and  boys'  shoes.    Produces  a  patent  leather  shine  without 
brushing.     Retails  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S  A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 

BUY   WHITTEMORE'S  SHOE  POLISHES  IF  YOU   WANT  THE  BEST 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 


Established  Over  Half  a  Century 


BERLIN 


ONTARIO 


TANNERS   OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain  Leathers,  Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR  ORDERS   WILL   BE  APPRECIATED 


Address:  BERLIN,  ©NT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  ML  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 


THE  CIMON  SHOE  IS  SUPREME 

Not~only  in  material  and  workmanship, 
but  also  in  appearance,  wear  and  water 
resisting  qualities  

They  keep  the  feet  dry  under  all  con- 
ditions  

JVe  sell  280  styles  in  Men's  and  Women's 
Welts;  also  a  full  line  of  Women's  Mac- 
Kays.  Among  these  are  styles  you  should 
have  

DROP  US  A  LINE 

The  A.  P.  Cimon  Shoe  Manuf 'g  Co.  Ltd. 

322  PAPINEAU  AVE.,    -    -  MONTREAL 


W.H.StaynesS  Smith, 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


HIDE  and  LEATHER. 
FACTORS 

-  '    and  at  Kettering,  Northampton 

LdCeSter,    ILTig*  Frankfort  on-Maine. 

Cable  "HIDES,"  Leicester. 


"MOENUS"  MEASURING  MACHINE 

is  the  WORLD'S  STANDARD  Machine 

MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 


So 
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LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines — all  kinds  Hardash  Silk  Thread 

aiso  Boot  and  Shoe  Laces  Mohair«  Leather, 

___________________  Mercerized,  Silk. 


FRANK  <&  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


F.  E.  Atteaux  &  Co. 


Boston 


Montreal 


Specialists  to  Tanners 
Dyestuffs  Colors  &  Chemicals 
For  Leather 

EGG  YOLK 


Bonner  Leather  Co. 


■  3XCanufacturersm 


GLAZED  KID 

( Black  and  Colors) 

CHROME  LAMBS 

(Qlazed  and  Dull) 


Salesroom :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


What  does  your  Stationery 
Say  of  Your  Business? 

Your  stationery  will  not  make  a  favorable  im- 
pression unless  it  has  been  handled  effectively  by 
the  printers.  We  make  a  hobby  of  turning  out 
business  stationery  that  speaks  well  of  the  house 
it  represents.    Wrile  for  our  prices. 

ACTON  PUBLISHING  CO.,  LIMITED 

59-61  JOHN  STREET,  -   -    -  TORONTO 


C.  ROCHETTE 

LES  SAULES,  QUE.,  (Near  Quebec.) 

Largest  and  oldest  Shoe  Stock  manufacturers  in 
Canada.    Also  exporters  to  England. 


Counters,  Box  Toes,  Shanks,  Leather 
Board,  Fibre  Board  and  Friction  Boards 

Mills  and  Factories:  LES  SAULES 


McKAY 
SEWN 

SHOES  FOR 

WOMEN,  MISSES 
AND  CHILDREN 

Shoes  that  have  STYLE  and 
FINISH— at  the  right  price 
for  the  Jobbers,  who  are  in- 
vited to  see  samples. 

B.  VAILLANCOURT 

40  GROTHE  ST.,  MONTREAL 


TRAVELER'S  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  books 
will  receive  prompt  attention. 
Letters  of  introduction  supplied  to 
bona  fide  traveling  representatives  of 
pur  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 
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CUTTING  DIES 

of  every  Description  for 

Leather,  Rtibber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

114  Delorimier   Ave.,  Montreal,  Que. 
Phone  E  3778 


DUCL05  ®.  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  ana  Factory,      Store,  224-  Lemoine  St. 
ST.  HYACINTH  ID.  MONTREAL 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery always  kept  in  stock.  Askfor  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 


BOOTS  AND  SHOES  THAT 
STAND  ROUGH  WEAR 


FOR 


PROSPECTORS,  SURVEYORS, 
CRUISERS,  RIVER  DRIVERS 


IN 


STANDARD  SCREW  AND  GOODYEAR  WELTS 

C.  B.  Dayfoot  <SL  Co. 

GEORGETOWN       -        -  ONTARIO 


Co. 

Makers  of 

Men's,  Boys',  Youths'  and 
Little  Gents'  Medium 
and  Staple  Lines 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture   for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given  To  Export  Trade 


TRY 


OUR  NEW  TANNAGE 
BLACK  GLAZED  KID 

It  is  a  perfect  black  with  a  fine  grain 
CHOICE  SELECTIONS 
Let  us  Send  you  a  Sample 

THOS.  A.  KELLEY& COMPANY 

WEST  LYNN.  MASS.,  U.S.A. 


Fred.  C.  A.  Mclndoe  &  Co, 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agtnts  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 
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2  x  7  =  14  Moenus  "Altera"  Embossing 
and  Ironing  Machines 


were  delivered  within 
the  last  few  years  to  two 
large  leather  factories. 

Other  Moenus  Ma- 
chines were  delivered 
in  proportionate  num- 
bers to  the  progressive 
firms  at  home  and 
abroad. 


We  supply  complete  plants 
for  Leather  Factories 


Moenus  Machine  Works,  Frankfurt  on  Main,  Germany 
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WHY  THE  YEAR 

1911 

IS  A  GOOD  YEAR  FOR 

SELLING 

GOODYEAR  WELTS 

In  the  year  that  has  passed  a  campaign  of  education  and  information— 
which  now  extends  throughout  the  -country— was  inaugurated  and  has  been 
continued  and  augmented. 

We  say  "campaign  of  EDUCATION."  for  the  story  of  the  GOODYEAR 
WELT  shoe  is  being  told  to  millions  of  shoe  wearers  in  their  own  homes 
through  their  favorite  magazines,  which  are  read  at  a  time  when  minds  are 
most  receptive  regarding  anything  relating  to  ease  and  comfort. 

We  say  "campaign  of  INFORMATION,"  because  the  detailed  description 
of  the  GOODYEAR  WELT  shoe— its  history  and  the  method  employed  in 
making  it— is  given  interestingly  in  an  attractive  illustrated  booklet  sent  to 
the  homes  of  these  same  readers  at  their  own  request. 

These  readers  WANT  GOODYEAR  WELT  shoes.  THAT  is  why  this 
year  is  a  good  year  for  selling  GOODYEAR  WELT  shoes.  If  you  are  not 
already  familiar  with  all  these  things  yourself,  write  us.  The  story  is  yours 
for  the  asking. 


United  Shoe  Machinery  Co.  of  Canada 

Cor.  Lagauchetiere  and  St.  Monique  Streets 

MONTREAL,  P.Q. 


TENNIS SHOES 


The  Maltese  Cross  Tennis  line 
for  this  year  is  the  most  com- 
plete that  has  ever  been  offered. 

If  you  want  to  make  a  feature  of 
Sporting  Shoes,  you  can  get  help 
from  it.  Wait  and  see  it. 


The  Gutta  Percha  &  Rubber  Manufg  Co. 

of  Toronto,  Limited 


Season  1911-1912 


Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 


Branches : 


Montreal,   Halifax,   Winnipeg,   Calgary,  Vancouver, 
Sydney  and  Melbourne,  Australia 


(  NOT  IN  ANY  TRUST  ) 


DECEMBER  1st  TORONTO  1911 


am  FUHJSHING  COIF™ 

TORONTO  MONIREAL 
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To  the  Shoe  and 
Leather  Trade 

WE  CALL  the  attention  of  the  trade  to 
the  fact  that  we  are  the  original  and 
only  manufacturers  of  Nubuck  Leather.  It 
is  our  invention.  We  spent  our  time  and 
money  perfecting  it,  introducing  it  and  adver- 
tising it  extensively  to  shoe  manufacturer,  shoe 
wholesaler  and  shoe  retailer.  It  has  become 
deservedly  popular  and  well-known  through- 
out the  country,  not  only  because  it  is  a  new 
thing  in  leather,  but  because  of  its  downright 
merit. 

Because  of  its  merit  and  its  popularity  it 
is  necessarily  being  imitated,  but  the  imita- 
tions are  not  Nubuck,  nor  can  they  be  re- 
presented or  sold  as  Nubuck. 

For  the  protection  of  those  who  are  buy- 
ing Nubuck  and  for  our  own  protection  we 
shall  prevent  by  legal  action  the  unlawful  use 
of  this  trade  mark  name,  and  we  warn  the 
trade  accordingly. 

A.  C.  LAWRENCE  LEATHER 

COMPANY 

95  SOUTH  STREET,  BOSTON 

NEW  YORK,  G21  Broadway  ROCHESTER,  605-6  Powers  BIdg. 

GLOVERVILLE,  50  So.  Main  St.       CINCINNATI,  632  Sycamore  St. 
ST.  LOUIS,  705  Lucas  St. 

If  in  doubt  send  sample 
to  our  laboratory  for 
identification 
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It  Takes  Only  a  Small  Amount 
To  Stock  Up  with  My  New 

FEATHERWEIGHT 

Ice  Creeper 

and  to  win  and  hold  the  trade 
of  the  elder  class  of  your  cus- 
tomers, it  will  be  the  best  step 
you  ever  made. 

Moreover  the  profit  is  large. 
Every  pair  sold  represents  not 
only  a  larger  percentage  of  profit, 
but  also  a  probable  sale,  of  shoes 
or  rubbers. 

Made  in  men's  and  women's 
sizes  to  fit  any  rubber  or  shoe 
(note  illustrations). 

If  your  jobber  does  not  handle 
this  line  I  will  fill  your  order 
direct. 

WRITE  ME  TO-DAY 

P.  E.  BOIVIN 

PATENTEE  AND  MANUFACTURER 

GRANBY,  QUE. 

ALSO  TROY,  N.Y. 
Show  Cards  and  Advertising  Matter  Supplied  Dealers 


Fig.  i  Fig.  2 

Fig.  I  shows  creeper  pushed  up  from  heel  when 
not  in  use.    Fig  2  shows  creeper  in  use. 


Shoe  Manufacturers! 

We  are  the 

Exclusive  Makers  for  Canada 

—  of- 

Arnold  (McKay)  Flex 
Welt 

 Our  

Good?  ear  Welt 

is  made  only  from 

Prime  Side  Leather 

And  goes  to  most  of  the  best 
shoe  houses  of  Canada. 

Other  specialties  for  shoe  trade: — 

Tan  Cowhide  Shoe 

Oil  Tan  and  Combination 

Russet  and  black  shoe  leathers 

Oil  Tan  Moccasin 

made  from  select  extra  stout  stock. 
WRITE  FOR  SAMPLES. 

WICKETT  $  CRAIG 

LIMITED 

TORONTO 

Controlling  also  Newton  Tanning  Co.  Limited. 
Elgin  Hills,  Ontario 
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THE  HOLIDAY  SEASON 


is 


130— Infants'  Black  Dong.  Butt., 
pat.  tip,  no  heel,  1  to  5    -  75c 

1 12— Infants'  Choc.  Dong.  Butt, 
no  heel,  1  to  5    -    -    -  75c 

84  — Infants'  Choc.  Dong.  Blu. 
Bal.,  1  to  5      ---    -  75c 


close 

at 
hand 


No.  179— Infants'  Choc.  Dong, 
blu.   bal.,   wedge   heel,   3  to 

1%  »5c 

No.  445— Infants'  Black  Dong, 
blu.  bal.,  wedge  heel,  pat.  tip, 
3  to  ll/2  


80c 


How  about  your  stock  of  Children's  Shoes? 
Are  you  prepared  to  handle  the  rush? 
If  not  let  us  help  you  by  filling  in  the  sizes  you 
are  short  from  our  large  "ready  made  stock." 


WELTS 


TURNS 


1164— College  Girls' All  Dongola 
Whole  Fox  Butt.,  pat.  tip,  low  heel, 
welt,  2  to  7,  D  and  E  width  -  $2.25 


Com  plete 
Assortment 

Infants' 

to 
College 
Girls 


998 —  Little  Gents'  Box  Calf 
Blucher  Bal.,  Heavy  Soles,  8 
to  10^  $1-9° 

999 -  Youths' Slip  Soles,  11  to 
o  $2.10 


The  MACFARLANE  SHOE  CO.  LIMITED 

MONTREAL 
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Tan  Shoes  For  Spring  Can  Be  Made 
With  as  Little  Trouble  As  Blacks 
—If  Chrome  Russia  No.  22  Is  Used 

Because 

the  deep  rich  tan  color  is  even  throughout  the  entire  skin.  Skirt  and 
shoulder,  shank  and  body  are  all  the  same  shade.  Matching  isn't 
necessary.    That  saves  you  labor,  time  and  money. 

Because 

the  color  will  not  fade;  it  is  absolutely  permanent;  it  is  set  by  a  way 
we  know  of.    That  saves  you  loss  of  prestige. 

Because 

all  dirt  and  stains  acquired  by  the  shoe  in  process  of  manufacture  are 
easily  removed  by  a  little  washing  with  castile  soap  and  water.  So 
when  the  shoe  is  ready  for  the  carton  it  is  as  free  from  disfigurement 
as  when  the  leather  first  reaches  you.  Yet  it  is  open-grained  and  cool 
to  wear.    That  safeguards  your  future  trade. 


DAVIS  LEATHER  CO.  LIMITED 

NEWMARKET      -  ONTARIO 
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Put  Worry  Aside 

BUY  the  Shoe  that  gives  satisfaction ; 
that  necessarily  has  both  snap  and  wear 
to  it.  Every  sale  means  more  business 
as  your  customer  is  satisfied  and  will  return 
demanding  the  same  make  of  Shoe.  You 
get  this  in  either  the  AMES-HOLDEN 
or  McCREADY  Shoe. 

Now  is  the  time  to  order.  Get  ready 
for  next  Spring's  business.  Drop  us  a  line 
and  we  will  see  that  one  of  our  representa- 
tives calls  upon  you  immediately  with  a  line  of 
samples  unequalled  as  to  range,  style,  beauty 
and  price. 

The  three  strong  points  in  our  Shoemak- 
ing  are  STYLE,  COMFORT  and  WEAR. 

GRANBY  RUBBERS  carried  in  stock 
at  all  our  warehouses.  We  can  fill  your 
sorting  orders  promptly. 

AMES-HOLDEN-McCREADY 

LIMITED 
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TRAOB  mar*  trade  maR* 


There  is  always  room 
for  "The  Winner" 

It  is  never  too  late  to  put  ' '  The 
Winner  "  Shoe  into  stock,  not  even 
when  you  think  you  have  all  the 
children's  shoes  you  can  handle. 
For  "The  Winner"  is  "different" 
in  such  a  way  that  it  would  com- 
mand attention  in  the  midst  of 
the  biggest  stock  known.  You  will 
find,  as  we  have  found,  that  there 
is  a  sale  for  "The  Winner"  when 
there  is  no  sale  for  other  young 
people's  shoes.    You  try  it. 

THE 

WINN  COMPANY 

LIMITED 

PERTH  ONTARIO 
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.WORKERS  UNION, 


UNI0N>H5TAMP| 

factory 


Mr.  Shoe 
Manufacturer 


Industrial  peace  and  uninterrupted  production  are 
promoted  by  shoe  manufacturers  operating  under  a 
Union  Stamp  Arbitration  Contract. 

The  Union  Stamp  is  a  selling  factor,  the  influence  of 
which  is  equivalent  to  the  work  of  one  or  more  road 
salesmen,  according  to  the  amount  of  territory  covered 
by  the  manufacturer.  Wages  are  fixed  upon  a  com- 
petitive basis;  the  volume  of  output  is  largely  increased 
in  every  Union  Stamp  factory,  thereby  reducing 
manufacturing  fixed  charges  and  giving  employees 
more  weeks  work  in  the  year. 

The  Union  Stamp  is  the  emblem  of  peace,  which 
means  more  business  even  in  dull  times. 

Manufacturers  desiring  further  information  should 
correspond  with  the  undersigned. 


Boot  and  Shoe  Worker's  Union 


WORKERS  UNION, 


UNION/.^STAMP 


Factory 


246  SUMMER  ST.,  BOSTON,  MASS.,  U.S.A. 

JOHN  F.  TOBIN,  President 
CHAS.  L.  BAINE,  Sec-Treasurer 


.WORKERS  UNION 


UNION^gSTAMP 

Factory  , 
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HEADLIGHT 


i 


BUTTONS  were  never  so 
popular  as  now.  If  No 
shoe  calls  for  more  skill 
in  the  manufacture.  ]f  The 
trade  in  general  award  us 
the  palm.  If  We  plead  guil- 
ty.    If  Let  us  show  you. 

COOK  FITZGERALD 
COMPANY  LIMITED 
LONDON 


s 
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"BERESFORD" 
CUSHION-SOLE 
SHOE 


This  shoe  has  been  so  increasing  in  popularity 
that  we  believe,  in  justice  to  ourselves,  and  the 
trade  in  general,  we  should  call  to  it  the  atten- 
tion of  the  merchant  who  is  not  already  benefit- 
ing by  its  production,  that  lie  in  his  turn  may 
put  it  before  the  foot-suffering  public  in  his 
locality,  and  . so — here  it  is. 

The  construction  of  this  Cushion  Insole  is, 
we  are  told,  the  best  used  in  any  cushion  insole 
shoe. 

It  consists  of  an  innersole  of  the  best  piano 
felt,  covered  with  a  fine  kid  covering,  the  whole 
attached  to  the  regular  inner  sole  in  such  a  man- 
ner as  to  prevent  the  bunching  of  the  felt  or  any 
hard  seams  around  the  edge.  Simple — but  the 
result  is  wonderful. 

This  result  is  a  cushion-like  receptacle,  which 
readily  adjusts  itself  to  any  inequality  of  the 
sole  of  the  foot,  caused  by  callouses,  corns,  etc.. 
thus  causing  an  equal  distribution  of  the  weight 
of  the  body  when  placed  thereon. 

Another  feature  of  this  particular  Cushion 
Insolle  is  that  it  can  be  embodied  in  any  shoe 
without  sacrificing  style. 

Such  an  advent  in  the  art  of  shoemaking  is 
a  boon  to  the  foot-tortured  public,  and  means 
much  to  the  merchant  who  makes  an  effort  to 
place  "Beresford"  Cushion  Sole  Shoes  on  the 
feet  of  his  customers. 


MINISTER  -  MYL1 

COR.  PEARL  AND  SIMCOE  STS. 
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REINFORCED 

ARCH 
CONSTRUCTION 


Here  is  another  feature  in  modern  shoemaking 
which  warrants  much  .attention  and  icon  si  deration 
as  it  is  popular  and  valuable  to  the  man  with 
the  weak  arch.  And  if  we  only  knew  it,  there 
are  very  few  arches  not  in  need  of  support. 

Upon  looking  at  the  accompanying  illustra- 
tion, you  will  see  embodied  in  the  construction 
of  the  arch  of  the  shoe,  a  steel  shank.  This 
shank  naturally  strengthens  this  portion  of  the 
shoe,  prevents  its  breaking  down  with  extra 
weight  and  constant  wear,  and  so  keeps  the  foot 
in  its  normal  condition.  At  the  same  time  it 
provides  for  sufficient  resiliency  to  ensure  abso- 
lute comfort. 

This  feature  alone  should  prove  a  valuable 
asset  to  any  shoe,  but  when  used  in  conjunction 
with  the  Beresford  Cushion  Insole,  they  form  a 
combination  that  is  really  wonderful.  Like  the 
Cushion  Insole  it  can  be  embodied  in  .any  style 
of  stiO'C 

Think,  Mr.  Merchant,  think  of  the  opportunity 
you  have  of  becoming  not  only  a  first-class  shoe 
merchant,  but  also  a  constructor  and  preserver 
of  feet.  Think  of  what  your  recognition  as  such 
would  mean  in  solid  and  satisfactory  custom. 

If  you  are  already  handling  these  Beresford 
features  in  shoes,  sell  as  many  as  you  can,  if 
not,  get  in  touch  with  us,  and  have  us  supply  fur- 
ther information. 


[OE   COMPANY  LIMITED 

TORONTO       -      -  ONTARIO 
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"KINGSBURY" 


BRAND 


No.  381 


No.  126 


Natty  styles  in  perfectly 
made  shoes  that  are 
steadily  saleable  at  a 
profit 


Made  by 


Kingsbury  Footwear  Co. 

Specialists  in  Ladies'  Shoes 
MONTREAL 


29  Short  Vamp,  Stage  Last 


No.  388 


"AMERICA'S  BEAUTY'' 


BRAND 
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Linton's  Welts 
Stand  the  Test 


They  stand  the  test  of  wear. 
It  could  not  be  otherwise,  with 
the  superior  quality  of  leather, 
and  the  expert  workmanship 
that  go  into  their  manufacture. 
They  stand  the  test  of  the 
customer's  criticism,  both  as 
to  classy  style  and  handsome 
appearance.  A  first  sale  always 
means  a  new  customer  won. 

DO  YOU  HANDLE  THEM? 


JAS.  LINTON  &  CO 

Makers  of  High-Class  Welts 
MONTREAL 


■ 
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There's  a  Reason 
Mr.  Merchant 


WHY  the  Slater  Shoe  and  the  "SIGN  OF  THE  SLATE" 
•—  w{\\  increase  your  business,  and  add  to  the  prestige 
and  goodwill  of  your  store. 

WHY  the  number  of  Slater  Shoe  dealers  is  increasing  each  day. 

WHY  these  wideawake  merchants  are  tying  up  with  the  Slater  selling  policy 
.      of  standard  price-stamped  shoes. 

WHY  our  600  customers  throughout  Canada  are  upholding  the  Slater  plan  in 
~"~  such  a  hearty  manner. 

WHY  you  should  write  us  at  once  and  secure  full  particulars  about  the 

 Slater  contract,  which  is  yours  to  have  exclusively  for  your  town,  if 

not  already  taken  up. 

Just  a  line,  Mr.  Merchant,  will  bring  you  the  answers 
to  these  reasons.    It's  to  your  benefit.    Write  us  to-day. 


The  Slate  Sign  stamp- 
ed on  every  pair  of 
genuine  Slater  Shoes. 


The  Slater  Shoe  Co. 


Limited 


Montreal,  Que. 


THE  SLATER  SHOE  IS  GOODYEAR  WELTED 
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The  Growth  of 
a  house  depends 
on  the  service 
it  gives 

A  man  can't  build  a  good  busi- 
ness on  "hot  air."  He  must 
"  deliver  the  goods." 

So  it  stands  to  reason  that  I 
have  "delivered  the  goods." 

I  don't  want  to  brag  about  what 
I  have  done  but  I  do  want  to 
give  you  an  idea  of  what  I  can  do. 

My  establishment  has  grown  to 
be  the  largest  shoe  jobbing  house 
in  Canada  simply  because  it  has 
filled  the  requirements  and  met 
the  needs  of  dealers  and  their 
customers. 

The  business  is  still  growing  be- 
cause it  is  still  supplying  shoe 
merchants  with  goods  that  sat- 
isfy their  customers  and  profit 
themselves. 

JAMES  ROBINSON 
182-186   McGill  Street 
MONTREAL 


THE  SHOE  AND  LEATHER  JOURNAL 


THERE  are  no  uncertainties  in  connection  with  the 
handling  of  Doctors  Antiseptic  Shoes.  You  know 
exactly  how  much  profit  you  will  make,  for  you 
never  need  cut  prices  or  carry  stock  over.  You  know 
your  customer  will  be  fully  satisfied,  you  know  he'll  be 
back  for  more.  You  know  the  Doctors  Shoe  is  always 
the  same. 

If  you  feel  that  it's  worth  while  to  feel  sure  of  a  shoe 
write  us  fur  more  particulars  to  all  Wholesale  Shoe  Houses. 

THE  TEBBUTT  SHOE  ®  LEATHER  CO. 

LIMITED 

THREE  RIVERS,  QUEBEC 
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THE 

United  Shoe  Machinery  Co. 

OF  CANADA 


^  The  United  Shoe  Machinery  Company  of  Canada 
co-operates  with  the  shoe  manufacturer. 

q  The  United  Shoe  Mach  inery  Company  of  Canada 
equips  the  manufacturer  with  the  "GOODYEAR 
WELT"  machinery,  the  ONLY  system  of  shoe 
machinery  which  will  turn  out  a  GOOD  welt  shoe  in 
the  minimum  of  time  at  the  minimum  of  cost.  It 
maintains  that  machinery  at  a  surpassing  standard. 

^  The  United  Shoe  Machinery  Company  of  Canada 
assists  the  manufacturer  in  the  marketing  of  his 
product  by  advertising  "Goodyear  Welt"  shoes  to 
millions  of  prospective  purchasers. 


United  Shoe  Machinery  Company 

Canadian  Address 
Lagauchetiere  and  St.  Monique  Sts.,     -      Montreal,  Que. 
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THE  ONLY  WAY 

STRIVING,  as  we  all  are,  to 
reach  a  marked  degree  of 
success  in  our  business  career, 
a  variety  of  methods  to  aid  us 
in  our  efforts,  has  been  originated 
and  adopted.  But  to  attain 
the  highest  degree  of  success, 
there  is  only  one  safe  and  sure 
way — and  that  is  through  con- 
centration on  quality. 

Price  may  even  create  a  sensa- 
tion but  it's  quality  that  makes 
the  lasting  impression. 

In  Children's  shoes,  concentrate 
on  "Classic"  lines — make  an 
effort  to  sell  more  this  season 
than  last.  You  will  be  running 
smoothly  along  the  right  road 
and — you'll  win  out. 

GETTY  &  SCOTT 

LIMITED 

GALT     -      -      -  ONT. 
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Having'  Faith  in  the  Shoes 


When  your  customer  comes  back  for  another  pair  of  shoes  "like  I  got  last 
time  "  you  feel  that  you  have  sold  him  the  right  make  of  shoes. 

That  gives  you  confidence  in  that  particular  brand  of  shoes  and  you'll  sell  more 
of  them  because  you  feel  they'll  give  satisfaction. 

That's  what  is  increasing  the  sales  of  Blouin's  Shoes.  There  is  quality  in  such 
quantity  as  to  make  of  every  buyer  a  permanent  customer. 

If  you  give  them  a  chance  you'll  soon  have  faith  in  Blouin's  Shoes  and 
sell  lots  of  them. 


F.  BLOUIN,   Boots,    Shoes,    Moccasins,  QUEBEC 


You  Sell 


fear  as  to  the 
shape  they 
will  be  in 


If  you  specify  Maple  Leaf  Glazed  Kid  when 
ordering  Dongola  Shoes  you  need  have  no 


sure  of  your 


when  they  LUCIEN  BORNE 

reach  you.  QUEBEC 


For  Maple  Leaf  is  the  leather  that  passes  through 
all  the  process  of  manufacture  without  harm. 
It  looks  just  as  good  in  the  shoe  as  it  did  when 

first  tanned. 


MALLETTE  &  ROY 


Western  Agents 


225  Lemoine  Street    -  MONTREAL 
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THAT  P-V  MULE! 

If  you  cut  "Split"  Gloves  and    Mittens  use  the 
P.  &  V.  Lines. 

Largest   Tanners,    widest    range    of   colors,  most 

uniformly  selected  and  always  soft. 

Also  Tanners  of  Horse  and  Cow  Hides. 

Try  Sample  Dozens. 


jPHSIEi  &  VOGEL  LEAHEt  CO. 

MILWAUKEE      -  WIS. 

Distributors  : 

BOSTON  ST.  LOUIS  SAN  FRANCISCO  LONDON,  England 

NEW  YORK  ST.  PAUL  NEW  ORLEANS  FRANKFURT,  O-M.,  Germany 

CHICAGO  CINCINNATI         GLOVERSVILLE  PARIS,  FRANCE 

Address  all  correspondence  to  Boston  Office,  85-89  South  Street,   BOSTON,  MASS. 


Combination  Leather 

It  is  a  comparatively  new  line  with  us,  but  our  pro- 
duction already  places  us  in  the  veteran  class 

Have  you  tried  Davis'  Combination? 

If  not,  do  so  now.  It  will  compare  favorably  with 
and  cut  to  better  advantage  than  any  on  the  market 

We  can  suppy  it 

Colored  or  Black 
Grained  or  Smooth 

And  in  weights  suitabe  for 
all  lines 

Drop  us  a  line  that  we  may  send  you  samples  or  have  our  representative  call 

A.  DaviS  &  Son  Limited  Kingston,  Canada 
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MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Gambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

78-88  Wall  Street,  NEW  YORK,  U.S.A. 


Guaranteed  Boot  Laces 


Sounds  funny,  doesn't  it  ?  Still  we  do  guarantee  ours  are  better  in 
every  respect  than  other  maker's,  price  for  price.  You  won't  find 
defects  or  imperfections  in  our  braids  because  we  use  the  best  yarns. 
Our  tags  are  "put  on  to  stay  on."  They  do  not  pull  off.  You  won't  cut  your  fingers  on  sharp  ends  of  tags,  because  there  are  none 
— we  carefully  grind  down  tips  to  avoid  this.  You  will  find  our  laces  a  good  fast  color,  the  dyes  used  being  the  very  best. 
They  are  British  made  throughout  to  the  last  dot— regular  "What  we  have  we'll  hold"  shoe  laces. 

Our  laces  come  to  you  under  a  registered  advertised  quality  name  and  design,  our  trade  marks.  We  guarantee  them  to  be 
The  Best  at  the  Price  every  time.  We  guarantee  you  better  profits  selling  boot  or  shoe  laces  when  selling  ours.  They  are  more 
saleable  and  command  better  prices.  The  get  up,  style  and  appearance  of  both  goods  and  packages  are  much  superior  to  any- 
thing yet  produced.  When  customers  see  our  laces  they  like  them.  They  want  them.  They  buy  them.  That  s  all.  Now 
get  them,  at  once.  They  are  wanted.  Order  a  stock  selepted  from  these  qualities.  Your  wholesaler  will  have  them,  or  write 
us  for  information. 

Orient,  Bank,  City,  Universal,  White  Heather,  Royal,  Empire, 
Flag,  Diadem,  Schoolgirl,  Schoolboy 

Don't  forget  to  include  some  very  wide  shoe  ties,  they  are  good  this  spring.    Trilby  and  Orient  silk  finished.    My  Lady 

artificial  silk.  2737  and  2800  Real  Silk.  All  branded 
in  pairs,  some  in  transparent  envelopes  each  pair,  some 
boxed  pairs.  All  nifty,  classy  make  up.  Every  style 
needed  for  boots  and  shoes. 

Manufactured  in  England  by 

Brough,  Nicholson  &  Hall 

LIMITED 

Leek,  Staffs.      112  Wood  Street,  London,  E.C. 

Wholesale  only  supplied.    All  qualities 
now  in  stock  by  Canadian  Agents 

Walter  Williams  &  Co. 

517-525  St.  Paul  Street,  Montreal 

Telephone  Main  2724 

20  Wellington  Street  W„  Toronto 

re  our  goods  are  made,  over  2,000  workers     Every  item  of  finished  Tplpnhnnp  Main  2994 

article  produced  on  our  own  premises.  A  c'cFI,uut 
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Shoes  That  Are  Talked  About 

WHY? 


Styles  are  the  newest 
Materials  are  the  best 
Prices  are  right 
Everything  new  that's 
good  in  Women's  Shoes 


THE  McDERMOTT  SHOE  CO.,  MONTREAL 


NO.  2  "STANDARD"  COMBINED  FINISHING  MACHINE  (for  power 


This  machine  has  a  powerful  fan 
for  removing  the  dust.  The  fan  _  is 
now  fitted  with  a  dust  gate  by  which 
the  fan  can  be  closed  during  the 
polishing  operations  and  the  power 
otherwise  absorbed  saved.  We  also 
supply  a  cyclone  to  receive  the  dust. 
Can  be  driven  by  i-h.p.  motor  or  gas 
engine. 

DESCRIPTION  OF  PARTS 

1.  Cutter  for  Paring  Foreparts. 

2.  Four    Step    Rotary    Edge  Setting 
Iron. 

3.  Pulley  for  Driving  Forepart  Shaft. 

4.  Grinding    Attachment    for  Cutter. 

5.  Bottom  Scouring  Roller,  5  in  wide. 
6. .  Patent    Rotary    Rasp    for  Paring 

Heels. 

7     Round  Heel    Scouring   Roller  for 
Ladies'  Heels. 

8.  Flat    Heel    Scouring    Roller  for 
Men's  Heels. 

9.  Leather  Polishing  Pad  for  Polish- 
ing   Bottoms   and  Waists. 

10.  Leather  Polishing  Pad  for  Polish- 
ing Heels. 

11.  Fast     and     Loose     Pulleys  and 
Double   Pulleys   for  Fan. 

12.  Black  Heel   and  Waist  Brush. 

13.  Brown  Heel  and  Waist  Brush. 

14.  Naumkeag   Attachment   for  Scour- 
ing Waists  and  Top-pieces. 

r'{.    Dust   Trough   for   Catching  Dust 
from  Scouring  Rollers. 

16.  lfan  for  Extracting  Dust. 

17.  Dust    Hood     for    Catching  Dust 
from   Paring  Cutter. 

18.  Table   for    Work,  etc. 

PRICE  (with  VerHca,  Nausea*  AUacH.ent)  »40.  D« -  J-  M*  P.*  GUARANTEED; 
Aoprox    Weight,  7-cwts.  Space,  5  ft.  8  in.  x  3  «•        Speed,   .200.  Pulley,  6  m.  1. 

THE  STANDARD  ENGINEERING  CO.,  LIMITED,  EVINGTON  VALLEY  ROAD,  LEICESTER,  ENG. 
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/•Fisk  Patent  Leather 


Is  a  perfect  leather. 
This  is  literally  true. 
No  checking  or  crack- 
ing; no  trouble  going 
through  your  factory. 


FISK  LIMITED 

6  ST.  HELEN  STREET  MONTREAL 
V   


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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HPHERE  is  satisfac- 
*  tion  in  the 
handling  of  Surpass 
Shoes.  There  is  the 
sure  knowledge  that 
every  pair  stocked  will 
bring  its  profit  and 
that  every  pair  sold 
will  make  you  a 
friend.  Besides,  they 
give  you  a  reputation 
for  fair  and  square 
dealing  that  means 
much  to  you. 

Surpass  Shoes  give 
you  a  good  profit  and 
they  give  you  a  good 
name,  too. 

The  Louis  Gauthier 
Company,  Limited 

QUEBEC 


The  Stamp  of 
Satisfaction 


ST.  HYACINTME, 

CANADA. 


The  Yamaska  stamp 
on  a  shoe  means 
much  to  the  dealer 
because  every  shoe 
that   bears  it  musjt 

first  earn  the  right  to 
do  so. 

It  earns  that  right  by 
passing  an  inspection 
that  allows  of  no 
shoddy  material,  care- 
less workmanship  or 
poor  finish. 

You  may  be  always 
sure  when  you  see  a 
shoe  with  this  stamp 
that  it  will  prove 
entirely  satisfactory 
to   your  customer. 

LA  COMPAGNIE 
J.  A.  (Si  M.  COTE 

ST.    HYACINTH  E,    P.  Q. 
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HIDDEN 


WORTH 


J§  something  that  does 
not  always  get  its 
just  deserts.  In  the  con- 
struction of  the  best  shoe 
there  is  considerable  of 
this  hidden  worth,  the 
elimination  of  which 
would  make  no  difference 
in  its  appearance.  But 
when  it  comes  to  wearing 
qualities,  that's  where  it 
counts. 

And  the  inner  sole  is  not 
the  least  important.  If 
the  shoe  you  hand  out 
to  the  consumer  on  a 
quality  basis  contains 
Barrie  inner  soling  — 
you're  safe  as  far  as  that 
feature  is  concerned,  for 
there  is  no  better  inner 
soling  than  Barrie. 


The 

Barrie  Tanning 
Company  Limited 

Makers  of  Bookbinder's  Leathers, 
Bag  Leathers,  Colored  Shoe 
Leathers,  Goodyear  Inner  Soling 

FACTORY    AND  HEAD  OFFICE 

BARRIE,  ONTARIO 

WAREHOUSE  AND  SALESROOM 

5  Front  St.  East,  Toronto 


Sloppy  Weather 
Shoes 


It  is  in  wet  and 
sloppy  weather  that 
Williams  solid 
leather  shoes  show 
their  superiority 
over '  the  imitators.' 

Being  made  of 
nothing 
but  well 
t  anned 
leather 
and  being 


sewn  with  extra 
care  they  can  and 
do  stand  up  under 
hard  usage  in  bad 
weather. 


THE  WILLIAMS  SHOE  CO. 

BRAMPTON         -         -         -  ONTARIO 
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Get  0  u  ality 
In  Heavy  Goods 


yHE  quality  of  your 
moccasins,  shoe-packs, 
larrigans,  leggings,  and 
other  heavy  goods  will 
have  an  effect,  good  or 
bad  on    your  business. 

Make  certain  that  it  will 
have  a  good  effect  by 
purchasing  these  lines  from 
Beal  Bros.  Limited.  You 
are  assured  of  getting 
carefully  made  goods  from 
the  best  stock  obtainable— 
and  getting  them  at  right 
prices.  : :        : ;        : :        : : 


BEAL  BROS.  Limited 

52  Wellington  Street,  E. 

TORONTO 


Fitting  with  ease  and  grace 
of  manner  characteristic 
of  the  perfect 


woman. 


Smardon  Shoe  Co. 

533-535  VISITATION  STREET 
MONTREAL 


Women's  White  Nubuek,  16  Butt.  Welt 
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Do  You  Want  An 
Everyday  Profit? 


It's  easy  to  get  a  good 
profit  everyday.  Just 
stock  good  shoes — shoes 
that  are  made  right  from 
good  leather — and  priced 
right,  because  of  modern 
methods  of  manufacture 
-Stock  "Everyday" 
Shoes. 


The  Best 


They're  right  anyway 
you  look  at  them.  Leath- 
er, workmanship,  price, 
all  "just  right."  They 
depend  not  on  fancy 
shapes  for  their  sale,  but 
on  good  solid  value — and 
they  sell  at  all  seasons. 

Try  pleasing  your  custo- 
mers with  "Everyday" 
Shoes.  It'll  prove  pro- 
fitable. 


THE 

T.  SISMAN  SHOE  CO. 

LIMITED 

AURORA      -      -  ONTARIO 


Get  the 
Hockey  Players 

Hockey  players  in  your  locality 
will  be  far  better  protected 
against  injury  by  knock  or  strain 
if  provided  with  the  Lachance 
Ankle  Brace  and  Protector.  You 
can  easily  convince  them  of  this 
fact  by  showing  it.  Any  player 
can  readily  see  what  an  advant- 
age it  will  be  to  wear  them. 
Did  you  get  your  free  sample 
pair  yet  ? 

LACHANCE  &  TANGUAY 

QUEBEC  CITY 


Our  Counters  Excel 
In  Two  Points 

They  are  better  and  they  are  cheaper. 
No  other  counter  made  will  stand  com- 
parison with  Guay's  "  New  Patent." 

They  are  made  of  solid  leather,  and  will 
outwear  any  shoe. 

They  cost  only  3)4c.  to  4c.  per  pair. 
Can   you    touch  this  price    elsewhere  ? 

Standard  Board  and  Union  Counters 
also  made.  Send  for  samples. 


EUGENE  GUAY 


230  Marguerite  Street 
MONTREAL 
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Black  Chrome  Sides 

Blue  Back  Waterproof  Stock 

Tan  Chrome  Sides 

Darlc  Brown  Waterproof  Stock 

Pearl  Chrome  Sides 

For  Moccasins 

"Elk  Sides" 

Light  Tan,  Dark  Tan  and  Black 

Chrome  Sole 
Gusset  Splits 

Black,  Tan,  Olive,  Drab 


Leathers  for  High 
Cuts  and  Unlined 
Shoes,  Tanned  so  as 
to  Wear  Well  and 
Stand  Hard  Usage. 


Fraser  River  Tannery,  Limited 

New  Westminster,  British  Columbia 
Exclusive  Selling  Agents: 

CHICAGO  TANNING  CO. 

MONTREAL,  QUE.,  59  St.  Peter  Street 
CHICAGO  NEW  YORK 

130  W.  Michigan  St.  34  Spruce  St. 

BOSTON  MASS         GLOVERSVILLE.  N.  Y.        ST.  LOUIS,  MO. 
128  Summer  St.  1 1  Cayadutta  St.  619  E.  Eighth  St. 


C  Parsons  &  Son 

LIMITED 

TORONTO 

AGENTS   FOR   THE  CELEBRATED 

Carl  Freudenberg 

(C.  F.  Brand) 

WAXED  CALF  AND  KIPS,  PATENT 
CALF,  RUSSIA  CALF,  BLACK  AND 
BROWN  CHROME  CALF. 

Boot  and  shoe  manufacturers,  Upper 
manufacturers  and  custom  shoe  makers 
obtain  best  results  cutting  these  most 
profitable  skins. 

WHOLESALE  SOLE  AGENTS 

C  Parsons  &  Son 

LIMITED 

LEATHER  FINDINGS 

79  Front  St.  East       Toronto,  Ont. 


Scholl's  Bunion  Reducer 

(A  shield  made  to  fit,  of  pure  gum  rubber) 


A 

Big 
Seller 


A  GREAT  IMPROVEMENT 

Over  bunion  pads   and   protectors    because    it  Rives 

immediate  relief  by  taking  off  all  friction  and  pressure. 

Fits  closely  and    snugly  to  the  bunion    or  enlarged 

joint,  and  stocking  is  drawn  over  it. 

Shuts  out  all  air  and  moisture,  thus  arresting  further 

growth  of  the  bunion  by  its  reducing    action    on  the 

tissues. 

No  shifting  or  bulging  after  once  placed  in  position. 
Ladies  can  wear  closest  fitting  shoes  or  lightest  opera 
slippers  without  notice. 

$7  50  PER  DOZEN  PAIRS.  RETAIL  $1.00  PER  PAIR  OR 
*  50  CENTS  EACH 

Order  a  dozen  assorted  sizes  quick. 

THE  SCHOLL  MFG.  CO.,  LIMITED 

Largest  Manufacturers  of  Foot  Specialties  in  the  World 

472  KING  ST.  WEST  -  -  TORONTO 

(5  Manchester  Ave.,  E.C.,  London,  Eng.) 


Where 

Amherst  \ 

t<mt  MAKE 

EXCELS 


1 


"    ALL  0 
O     LEATHER  HEELS  \ 
O 


°  T0U6H  SOLID  LEATHER 
£  OUT  AND  INSOLES 

O 

o 
o 
o 
o 
o 
o 
o 


KM** 


TIPS 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 
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LOOK'  ^e  Poetise  up-to- 
*l-  i  .  date  business  methods.  We 
think  carelessness  the  best  policy.  Our 
Motto:  Dissatisfied  customers  at  any  cost 


9     Our  clerks  P 
Hj     are  untidy  m 
mm  looking. 


.  .  ,  .      ■    mm    3  is 


We  often  make 
mistakes  —  but 
we  don't  care. 
If  you  do,  trade 
elsewhere. 


We  don't  give 
receipts  unless 
we  have  to 

Pay  us  your 
money  and  be 
glad  we  take  it. 


Don't  be  in 
a  hurry. 
We  like  to 
t  ake  our 
time. 


... 


We  sometimes 
charge  you  for 
goods  you  don't 
get.  If  you  kick 
we  will  simply 
apologize. 


-  ■  • 


This  is  BAD  Advertising 


YET  thousands  of  merchants  are  doing  this  very  thing  every  day.  Not  by  sticking  signs 
in  the  window—but  by  their  methods,  by  their  neglect  to  adopt  modern  store  system. 
Actions  speak  louder  than  words,  remember.  You  don't  have  to  tell  people  how  you 
do  business.   You  are  showing  them,  every  day. 

Is  this  the  kind  of  advertising  YOUR  store  is  getting?  This  is  a  very  serious  question  that  every  merchant 
should  carefully  consider.  If  unsatisfactory  conditions  exist  in  your  store  lose  no  time  in  remedying  them  Pre- 
vent mistakes,  avoid  disputes,  stop  all  losses  and  insure  absolute  accuracy  in  all  money  dealings— as  a  million 
other  successful  merchants  have  done— by  getting  a  National  Cash  Register.    Then  "  put  a  receipt  in  every  parcel." 

You  cannot  succeed  without  a  good  system — and  the  better  your  system  the  better  you  will  succeed.  No  store 
system  ever  invented  has  done  so  much  for  so  many  merchants  at  so  little  cost,  as  the  National  Cash  Register. 

Customers  like  to  deal  in  stores  that  have  a  National  Cash  Register.  They  know  it  guarantees  absol- 
ute accuracy,  promotes  efficiency,  and  stands  for  up-to-date  methods  and  good  management.  And  they 
realize  that  good  management  means  better  values. 

There's   a   National   Cash    Register  built   for  you,    and   the  money   it    will   save   you    will    pay    for  it. 

Write  for  further  information  to 

NATIONAL  CASH  REGISTER  CO. 

HEAD  OFFICE  FOR  CANADA  AND  CANADIAN   FACTORY  AT  TORONTO 

F.  E.  MUTTON,  MANAGER  IN  CANADA 


29 


Shoe  and  Leather 


—   Published  Twice  a  Month. 


Journal 


ACTON  PUBLISHING  COMPAQ  Limited  ^  ^ 

Office  of  Publication:  59-6!  John  ^  ^  ^  ^ 

London  Eng.  Office:  85  Fleet  Street,  London,  E.C.,  A.  H.  Clapp,  Manager. 


Vol.  XXV.  No.  23 


TORONTO,  DECEMBER  1st,  1911 


$  1 .00  per  Year 


Swell  Your  Bank  Account  by  Strong  Publicity 

Holiday  Season  the  Reaping  Time  for  the  Wise  Shoeman-Turning  the  Spending  Spirit  to  Advantage-How  Different 
Shoe  Men  Should  Advertise  to  Capture  Trade-Various  Mediums  Useful. 


In  discussing'  this  question  of  holiday  publicity  let  it  be 
understood  that  by  "publicity"  is  meant  not  only  newspaper 
advertising,  but  also  every  form  of  securing  the  public  atten- 
tion which  is  successfully  being  used  to-day.  This  broadens 
the  scope  of  the  discussion  very  decidedly,  and  also  makes  it  of 
more  practical  benefit  to  the  shoe  retailer. 

Different  Classes  of  Shoe  Men. 

To  handle  the  question  intelligently,  however,  retail  adver- 
tisers must  be  divided  into  several  different  classes.  This  must 
be  done  to  a  greater  or  less  extent  arbitrarily,  as  no  two  indi- 
vidual cases  can  be  dealt  with  exactly  alike.  For  convenience, 
therefore,  the  division  may  be  made  as  follows:  First,  the  large 
city  shoe  man,  with  every  advantage  in  his  favor,  and  corre- 
spondingly large  expenses;  second,  the  suburban  city  merchant, 
who  may  be  said  to  be  neither  in  *he  city  nor  the  town;  then 
there  is  the  shoe  man  in  the  small  city,  with  his  own  peculiar 
problems;  the  retailer  in  the  town,  who  has  often  inadequate 
facilities  with  which  to  carry  out  his  views ;  and  the  village  shoe 
man,  who  must  depend  very  largely  on  the  country  trade  for  his 
living.  There  must  also  be  considered  the  by  no  means  infre- 
quent case  of  the  general  merchant  handling  shoes.  Although 
his  problems  are  to  a  great  extent  unique,  to  save  space  he  will 
here  be  considered  as  a  full-fledged  shoe  man,  and  his  shoe  de- 
partment will  be  treated  as  a  complete  shoe  store. 

The  City  Shoe  Man. 

How  can  the  city  shoe  man  take  advantage  of  the  holiday 
season  in  his  advertising?  What  forms  of  publicity  shall  he 
use?  Shall  he  use  the  popular  newspaper  and  back  up  this  ad- 
vertising by  his  window  displays  and  trust  to  this  alone?  Or 
shall  he  also  get  out  booklets  or  folders,  or  even  dodgers? 

It  is  easy  to  propound  these  questions,  but  they  are  not  so 
easily  answered.  Probably  no  two  shoe  men  would  agree  on 
the  precise  mediums  to  be  used  in  their  holiday  publicity  work. 
The  suggestions  here  given  are,  therefore,  culled  from  the  ex- 
periences of  remarkably  successful  shoe  men  in  various  urban 
centres. 

How  to  Use  the  Newspapers. 

There  is  very  little  use  in  the  city  shoe  man  using  the  large 
dailies,  especially  at  this  season  of  the  year,  unless  he  uses  at 
least  5-inch  double-column  space  in  connection  with  some  really 
artistic  cuts  showing  either  the  articles  themselves,  or  in  use. 
At  this  season  the  papers  are  overrun  with  advertisements,  large 
and  small;  the  whole  overshadowed  with  department  store 
•spreads"  of  a  page  or  more.  Therefore,  unless  the  shoe  man 
is  a  steady  advertiser  and  has  a  preferred  position  where  his 


ad.  cannot  but  be  noticed-«»rf  this  means  a  larger  appropria- 
tion than  the  average  retailer  can  rightly  afford— a  small  all-type 
ad.  has  about  as  much  chance  of  being  noticed  as  has  a  needle 
in  a  haystack.  This  is  too  often  forgotten  by  ambitious  adver- 
tisers, who  rush  into  print  willy  nilly,  and  drop  money  uselessly 
by  so  doing. 

It  boils  down  to  the  fact,  therefore,  that  if  the  city  man  ad- 
vertises in  the  dailies  he  must  spend  enough  for  artistic  borders 
and  drawings  to  attract  favorable  attention  to  his  ad.,  and  he 
must  use  a  reasonable  amount  of  space,  to  give  such  illustra- 
tions and  strong  copy  a  fair  show. 

What  Copy  Should  Consist  Of. 

At  this  season  of  the  year  especially,  copy  should  be  free 
from  any  suspicion  of  "hot  air."  Such  phrases  as  "the  best  as- 
sortment of  footwear  in  town,"  "we  defy  competition,"  are  not 
only  usually  untrue,  but  also  wildly  foolish  and  repellent.  On 
the  other  hand,  every  ad.  should  be  specific.  For  example,  ad- 
vertise house  slippers  one  day,  giving  a  good  descriptive  talk 
the  same  as  you  would  do  in  making  a  personal  sale— only  more 
briefly,  naturally.  Tell  why  house  slippers  are  so  suitable  as 
a  Xmas  gift; dilate  upon  the  good  qualities  of  the  slippers  them- 
selves, featuring  the  most  important  selling  points.  Illustrate 
this  by  a  zvell-executed  line  cut,  or,  if  thought  advisable,  by  a 
drawing  showing  such  slippers  in  use  before  a  fireplace  or 
something  of  that  nature.    And  prices  should  be  mentioned. 

Introducing  the  Xmas  Spirit. 

In  every  ad.  the  reader's  thought  should  be  drawn  to  the 
cardinal  fact  that  every  Xmas  present  should  embrace  not  only 
attractiveness  but  usefulness  as  well.  Keep  emphasizing  this 
fact,  as  otherwise  the  shoe  man  has  no  place  in  the  Xmas 
scheme  of  spending  money.  At  this  season  buyers  make  pur- 
chases for  others,  not  for  themselves,  hence  the  shoe  man  must 
explain  the  value  of  his  merchandise  as  gifts. 

Of  course,  it  will  not  do  to  be  extravagant  in  expenditure 
for  drawings  and  cuts.  These  things  come  rather  high.  But 
your  advertising  must  be  effective,  otherwise  it  is  better  omitted. 
One  special  thing,  each  insertion  should  be  well  described  and 
emphasized  for  gift  purposes.  This  is  a  rule  that  brings  suc- 
cess. The  illustrations  shown  give  a  very  good  idea  of  st  ong 
illustrated  holiday  newspaper  publicity. 

The  Use  of  Folders. 

As  well  as  a  judicious  amount  of  newspaper  advertising, 
a  neatly-printed  8  or  10-page  folder,  showing  the  different  ar- 
ticles in  stock  which  would  be  suitable  for  Xmas  presents,  will 
be  very  effective  if  well  illustrated  and  logically  arranged.  In 
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large  cities  it  will  not  pa}-  to  pick  up  a  directory  and  distribute 
a  lot  of  these  folders  broadcast ;  but  every  progressive  shoe 
man  should  have  a  mailing  list  made  up  from  the  names  and 
addresses  of  all  his  customers,  both  regular  and  transient,  to 
whom  a  copy  of  the  folder  can  be  profitably  mailed.  It  will 
be  appreciated,  and  the  suggestions  therein  will  surely  fall  on 
fruitful  ground.  If  he  has  not  such  a  mailing  list,  the  shoe 
man's  chances  of  success  are  lessened,  as  a  broadcast  distribu- 
tion is  of  doubtful  efficiency. 

An  Estimate  of  the  Cost. 

As  to  cost,  this  may  range  anywhere  from  $75  to  $125  per 
10.000,  depending  on  the  style  of  the  booklet  or  folder  and  the 
printing  facilities  afforded  in  that  particular  city.  If  the  cuts 
therefore  must  1  e  made  especially  for  the  folder,  the  cost  will 
be  considerably  increased.  It  should  be  remembered  just  here 
that  we  are  speaking  of  large  cities,  not  towns,  hence  a  print- 
ing of  10,000  will  be  none  too  many  for  a  busy  store's  mailing 
list,  plus  the  number  of  worth  while  prospective  buyers — not 
previously  customers — who  may  be  thus  reached.  Newspaper 
ads.  should  mention  this  booklet  prominently. 

"Dodgers"  should  not  be  used  in  city  campaigns.  Women 
are  daily  pestered  to  distraction  with  ringing  doorbells  and  fly- 
ing dodgers.  To  get  heartily  execrated  and  to  "get  in  wrong" 
generally  dodgers  are  a  capital  medium.  They  are  too  cheap 
for  the  high  class  shoe  man's  use. 

Billboards  may  be  used,  but  with  great  discretion.  For  the 
average  city  shoe  man  their  use  is  rather  expensive.  They  are 
great  "pullers,"  however,  when  properly  used. 

Such  advertising  expenditures  cost  large  sums,  but  they 
will  return  directly  the  money  spent  several  fold,  if  carefully 
planned  and  executed.  As  indirect  boosters,  their  value  is  un- 
doubted, though  not  measurable. 

Window  Displays  and  Show  Cards. 

These  mediums  supplement  each  other,  and  when  carefully 
prepared  and  arranged  will  greatly  increase  the  effectiveness  of 
the  holiday  selling  campaign.  Both  should  be  changed  fre- 
quently, to  keep  in  touch  with  the  newspaper  advertising  and 
supplement  it.  The  numerous  show  card  artists  in  all  large 
cities  render  this  task  easy.  Windotvs  should  not  be  crowded, 
but  symmetrically  arranged  and  "balanced."  As  several  Xmas 
trims  are  shewn  elsewhere  in  this  issue,  the  subject  will  not 
be  dealt  with  further  at  this  time.  The  Xmas  spirit  should  be 
prevalent  in  displays  whether  inside  the  store  or  in  the 
"silent  salesmen,"  and  this  applies  to  the  show  cards  as  well.  . 

One  further  point  'that  should  be  strongly  emphasized  in  all 
advertising  is  the  early  shopping  idea — that  is,  shopping  early  in 
the  season,  as  well  as  early  in  the  day.  Buyers  should  be  shown 
ihe  value  of  having  an  undepleted  stock  to  pick  from,  as  well  as 
the  freedom  from  crowds  and  little  annoyances  that  are  bound 
to  crop  up  during  the  busy  days  just  before  Xmas. 

The  Suburban  Shoe  Man. 

Such  a  retailer  has  problems  of  his  own  to  run  up  against, 
lie  has  not  the  crowded  streets  of  his  downtown  confrere — in 
fact,  during  the  holiday  season  most  of  the  possible  buyers  in  his 
district  are  with  the  Xmas  shopping  crowds  in  the  centre  ot  the 
city.  His  opportunity  to  secure  business  is  greatest  in  the  even- 
ing. One  of  the  main  ideas  he  should  drive  home  in  his  adver- 
tising is  the  fact  that  owing  to  cheaper  rents  and  lesser  general 
expenses,  he  can  sell  the  same  quality  of  shoes  and  specialties 
cheaper  than  his  down-town  competitor.  He  should  also  empha- 
size the  point  that  he  can  give  better  and  more  careful  service 
than  can  be  secured  in  a  crowded  store  when  courtesy  is  very 
likely  to  be  pushed  to  the  wall  by  haste  and  the  strain  attendant 
upon  trying  to  serve  two  or  more  customers  at  once.  This  is  a 
-trong  drawing  card  for  the  suburban  store,  if  both  proprietor 
and  staff  carry  out  the  spirit  of  the  advertising,  and  if  his  stock 
is  comprehensive  enough  to  allow  a  good  selection  for  gift  pur- 
poses. 

He  can  also  specialize  on  skating  boots  and  skates  among 


other  lines,  laying  stress  upon  the  fact  that  he  is  able  to  attach 
skates  to  boots  with  less  delay  than  the  large  down-town  store. 
All  through  his  advertising  should  run  the  intimation  that  he 
is  right  in  the  midst  of  the  suburban  district,  enabling  prompt 
delivery  and  more  careful  attention  to  orders,  as  he  has  no 
floating  customers  to  take  up  his  time  and  attention. 

As  to  mediums*  like  the  down-town  shoeman,  he  should 
taboo  "dodgers."  A  neat  catalogue  or  folder  as  previously  de- 
scribed, though  less  expensive,  can  be  very  effectively  used  if 
mailed  to  every  householder  in  the  surrounding  district.  A  mail- 
ing list  is  not  so  necessary  in  this  instance,  as  presumably  the 
shoe  man  is  quite  familiar  personally  or  otherwise  with  the  vari- 
ous residents  within  his  sphere  of  influence.  However,  if  he 
has  such  a  list  so  much  the  better. 

Newspaper  advertising  will  hardly  pay  him — we  are  speak- 
ing here  of  the  suburban  district  of  a  large  city — as  it  will  be 
too  expensive  for  results  obtained.  But  attractive  windows  and 
neat  show  cards  will  bring  big  results.  If  there  is  a  local  resi- 
dential paper  mainly  for  advertisers — as  is  often  the  case — he 
can  use  this  with  effect,  and  economically. 

The  Small  Retailer. 

Such  a  man  can  effectively  use  all  the  aids  to  publicity  men- 
tioned under  the  head  of  the  large  city  shoe  man  except  bill- 
boards. He  can  use  them  just  as  extensively  or  more  so,  as  the 
cost  of  publicity  will  be  decidedly  less.  He  should  aim  to  reach 
every  possible  resident  of  his  city  with  an  intimation  of  what  he 
has  in  stock  that  will  be  useful  and  popular  for  Xmas  gifts. 
Probably  his  best  asset  in  this  campaign  will  be  the  local  news- 
paper, as  in  small  cities  this  is  generally  read  from  cover  to 
cover  by  people  who  take  time  to  do  it  thoroughly.  Good  line 
cuts,  if  they  can  be  obtained,  will  he  very  helpful  in  attracting 
business.  Where  artist  work  is  necessary  it  will  be  better  to 
send  out  of  town  for  it,  as  it  is  hard  to  obtain  reliable  service 
of  this  kind  in  the  small  city.  This  is  not  always  the  case,  how- 
ever. Good  stock  cuts  are  often  obtainable  that  will  answer  very 
well  for  the  average  small  city  newspaper. 

Good  windows  and  attractive  cards  displaying  the  Xmas 
spirit  will  also  be  a  big  'aid  in  helping  out  the  publicity  cam- 
paign. And  it  should  be  remembered  that  it  takes  time  and  ideas 
to  dress  an  effective  window.  Put  both  into  your  work. 
In  Town  and  Village. 
Conditions  vary  so  much  among  these  classes  of  shoe  men  that 
advice  is  difficult.  The  local  newspaper  will  be  the  chief  pub- 
licity agent,  but  as  it  probably  is  issued  only  weekly,  the  advice 
to  the  City  shoe  man  to  feature  only  one  thing  at  a  time  will  not 
hold  water  here.  Plenty  of  space  should  be  used,  and  every 
item  that  can  be  construed  as  of  a  gift  nature  should  be  drawn 
attention  to.  The  value  of  useful  gifts  must  be  constantly  em- 
phasized. Posters  can  be  used  very  effectively,  as  there  are  few 
of  them  floating  around  in  towns  or  villages.  The  countryside 
can  be  profitably  worked  by  careful  distributors.  This  will  bring 
in  good  business  if  the  matter  is  strong.  And  especially  because 
it  is  unusual  in  such  centres,  a  good  holiday  window  will  be 
a  big  help  in  transferring  spare  spending  money  to  the  shoe 
man's  cash  register. 

With  these  hints  as  a  basis,  and  varied  as  local  circum- 
stances warrant,  every  shoe  man  should  get  a  good  slice  of 
Xmas  "easy  money." 


A  WELCOME  TWICE-A-MONTH  VISITOR. 

The  Shoe  and  Leather  Journal  is  a  welcome 
visitor  to  our  store  twice  a  month,  and  contains 
many  useful  pointers. 

JOHN  HELLYAR. 

Bowmanville,  Ont, 
Nov.  17th,  1911. 
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Some  leading  members  of  'the  Montreal  Boot  and  Shoe  Section  of  the  Canadian  Manufacturers'  Association. 


Are  You  Increasing  Your  Sales  of  Findings? 

No  Large  Investment  Is  Required — Profits^Are  Satisfactory  and  Such  a  Department  is  Easily  Installed — It 
Increases  Trade  and  Helps  to  Bridge  Over  the  Dull  Seasons. 


Do  not  despise  the  small  things.  The  old  Scottish  proverb 
that  "Man)-  a  mickle  mak  a  muckle"  is  as  true  to-day  as  its  more 
colloquial  interpretation,  "Every  little  bit  added  to  what  you  got 
just  makes  a  little  bit  more." 

Mr.  Shoe  Retailer,  what  are  you  doing  to  boost  the  sale 
of  your  findings?  Have  you  increased  your  turnover  in  this 
department  during  the  past  year?  Are  you  still  keeping  your 
limited  stock  in  a  hole  in  the  wall,  a  capacious  drawer,  or  some 
out-of-the-way  place,  and  allowing  your  patrons  to  purchase 
such  supplies  as  they  need  in  the  variety  shops  and  the  five  ,ten 
and  fifteen  cent  stores? 

It  Rightfully  Belongs  To  You. 

This  class  of  trade  rightfully  belongs  to  you,  and  there  is 
a  big  volume  of  business  to  be  done.  The  five  cent  transaction 
should  not  be  treated  lightly.  Do  you  ever  read  the  stock  re- 
ports of  the  daily  papers  and  gaze  in  amazement  at  the  rapidly 
increasing  monthly  receipts  of  the  Toronto,  Montreal,  Winni- 
peg or  Vancouver  street  railway  systems?  You  wish  that  you 
owned  a  small  block  of  the  stock  in  these  remunerative  concerns. 

This  brings  home  a  vivid  illustration  of  how  fortunes  are 
being  made  out  of  the  nimble  nickel — how  the  millions  are  being 
piled  up.  There  has  been  wealth  created  aplenty  in  other  lines 
where  the  product  was  sold  to  the  public  at  a  cent. 

Reverting  to  findings,  the  profits  are  larger  than  you  make 
on  shoes,  running  all  the  way  from  twenty-five  to  one  hundred 
and  fifty  per  cent.  There  is  not  a  shoe  house  in  any  of  the 
■mailer  cities  and  towns  of  Canada  but  might  make  enough 
out  of  its  sale  of  findings,  if  properly  stocked,  featured,  pushed 
and  handled,  to  pay  the  rent.  The  possibilities  in  this  line  are 
tremendous  and  the  goods  can  be  disposed  of  without  any  added 
overhead  expense.  Take  the  matter  of  rubber  heels  alone.  It 
is  estimated  that  over  $250,000  worth  are  disposed  of  in  Can- 
ada alone  during  the  past  year,  while  in  arch  supports  the  sale 
amounted  to  over  100,000  pairs.  These  figures  in  the  aggre- 
gate are  really  startling,  and  yet  rubber  heels  and  arch  supports 
are  only  beginning  to  be  appreciated,  and  the  manufacturers  will 
tell  you  that  every  month  sales  are  increasing  at  a  rapid  ratio. 

How  many  millions  of  shoe  laces  are  bought  annually  by  the 
Canadian  public,  how  many  shoe  trees,  tins  of  polish,  cleaners, 
brushes,  combination  sets,  heel  pads,  ankle  supports,  insoles, 
skate  straps,  leggings,  overgaiters,  shoe  horses,  bunion  protec- 
tors, foot  rites,  corn  plasters,  ice  creepers,  etc.?  These  figures 
are  not  to  hand,  but  the  turnover  would  perhaps  startle  you. 

The  Shoe  Clerk's  Possibilities. 

A  leading  shoe  man  recently  remarked  that  he  thought  if 
proper  methods  were  employed  by  an  energetic  salesman  that 
it  was  possible  to  interest  eight  customers  out  of  every  ten  in 
findings,  and,  while  a  sale  might  not  be  effected  on  the  spot, 
a  good  impression  would  he  created  which  would  in  all  proba- 
bility result  in  purchases  in  the  future.  You  do  not  have  to 
foist  these  things  on  the  caller,  but  by  delicate,  deft  and  polite 
attention  point  out  how  a  shoe  tree  will  add  to  the  life  and 
.vi-11  being  of  a  shoe,  and  result  in  it  retaining  its  shape  and 
outline.  He  can  point  out  how  a  good  pair  will  last  a  lifetime. 
He  may  pleasantly  remark,  "Perhaps  you  would  be  interested 
in  this  superior  polish,  which  is  just  the  thirg  to  preserve  and 
soften  the  particular  leather  in  the  shoes  that  you  have  just 
Ijought." 

The  best  way  to  handle  and  display  findings  is  in  an  attrac- 
tive show  case,  placed  in  a  prominent  position  in  your  store. 
Decorate  the  interior  of  the  case  every  now  and  then  as  you 
would  your  windows.    Specialize  on  something  and  occasionally 


utilize  one  of  your  windows  for  exhibiting  shoe  trees,  arch  sup- 
ports, dressings,  laces,  brushes,  etc.  Have  attractive  cards 
printed  calling  attention  to  the  line  that  you  are  featuring,  and 
you  will  be  surprised  how  business  will  develop. 

Push  Seasonable  Lines. 

Some  successful  stores  allow  their  clerks  a  certain  commis- 
sion or  p.m.  on  findings  that  they  sell  to  shoe  purchasers. 
It  will  prove  an  incentive  to  them  to  think  of  and  push  these 
goods.  Then  perhaps  you  might  devote  your  advertising  space 
once  in  a  while  to  calling  attention  to  some  special  lines.  These 
announcements  should  be  seasonable,  and  just  now  rubber  heels, 
skate  straps,  waterproof  dubbin,  ice  creepers,  leggings,  tailor- 
made  gaiters,  ankle  supports,  lambs'  wool,  hair  and  felt  insoles, 
and  such  timely  articles  may  be  presented.  Other  goods,  such  as 
laces,  arch  supports,  dressings  and  heel  pads  sell  well  all  the 
year  round.  Anything  and  everything  that  has  to  do  with  the 
clothing  or  comfort  of  the  feet  very  properly  comes  under  the 
goods  which  a  shoe  retailer  should  legitimately  handle.  Of 
course,  this  includes  hosiery.  The  sale  of  this  is  being  taken  up 
by  shoe  stores  more  and  more  and  receives  special  attention  in 
many,  of  which  more  will  be  said  in  an  early  issue  of  this  paper. 

One  of  the  strongest  reasons  why  a  shoe  retailer  should  have 
a  complete  findings  department  is  that  with  the  exception  of 
investing  in  a  suitable  and  attractive  show  case,  no  more  rent, 
light,  heat  or  salaries  are  required,  and  it  results  in  drawing 
people  to  the  store.  The  more  persons  you  can  induce  to  come 
inside  your  doors  the  bigger  your  business  will  grow.  A  busy, 
active  establishment  draws  custom.  People  will  do  business 
where  there  is  visible  evidence  that  trading  is  being  done. 

Supplying  Demand  for  Popular  Goods. 

In  a  recent  comprehensive  article  on  "The  Retail  Shoe 
Man's  Opportunity,"  the  following  advantages  were  presented 
by  Shoe  Findings,  in  reference  to  an  exclusive  findings  de- 
partment : 

It  stimulates  new  business  because  it  supplies  the  constantly 
increasing  demand  for  popular  goods. 

It  makes  big  profits  because  the  majority  of  the  articles  it 
handles  yield  anywhere  from  twenty-five  to  one  hundred  and 
fifty  per  cent. 

It  makes  quick  profits  because  the  goods  it  sells  is  that  for 
which  there  is  a  growing  demand. 

It  labels  its  owner  as  a  down-to-date  and  enterprising 
shoe  man. 

It  is  a  money  saver  because  it  greatly  increases  trade  with- 
out increasing  expenditures. 

It  is  a  splendid  advertiser  because  it  attracts  people  to  a 
store  which  they  might  not  otherwise  patronize. 

It  helps  to  bridge  over  the  dull  seasons  and  to  make  trade 
the  whole  year  through. 

It  does  not  tie  up  money  in  long  investments  and  it  there- 
fore enables  the  merchant  easily  to  increase  or  decrease  his  stock 
according  to  the  demands  of  his  trade. 

It  does  not  require  a  large  investment  on  the  part  of  thi 
merchant  and  is,  therefore,  easily  installed. 

It  attracts  new  patrons  and  induces  them  to  become  regular 
customers.    It  makes  the  old  customer  a  better  buyer. 

It  puts  into  a  store  new  life  and  in  ninety-nine  cases  out 
of  a  hundred  will  work  miracles  in  the  way  of  instilling  new  in 
terest  and  new  energy  into  clerks,  proprietors  and  patrons. 

In  short,  many  lines  under  one  roof  diminish  the  ratio  of 
expense  and  greatly  increase  the  net  profit. 
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Two  Attractive 
Holiday  Displays 


THE  accompanying  pictures  show  an  effec- 
tive means  of  treating  windows  during 
the  glad  Yuletide  season.  The  ideas 
seen  here  can  be  carried  out  at  small  expense 
and  with  no  great  amount  of  work.  The  dis- 
plays are  made  by  the  enterprising  shoe  house 
of  Nash  &  Lott,  of  Brandon,  Man.,  who  are 
always  to  the  front  in  artistic  window  trims. 
The  background  effect  is  secured  by  covering 
the  framework  and  pillars  with  white  felt, 
canton  flannel  or  cotton  batting.  The  foliage 
consists  of  evergreen  sprays  with  here  and 
there  a  sprinkling  of  holly  and  mistletoe. 
White  cotton  batting  covers  the  floors.  By 
sprinkling  with  flitter  or  other  kinds  of  arti- 
ficial snow,  a  decidedly  wintry  aspect  is  ob- 


tained.   The  window  at  the  top  is  trimmed 
with  suggestive  Christmas  gifts  for  men  and 
hoys,  and  each  is  set  off  by  a  neatly  printed 
price  card.    There  are  gloves  and  leather  mitts, 
pullman,  romeo,  opera  and  everett  slippers,  with 
a  few  pairs  of  hockey  boots  and  moccasins. 
The   other   window   presents   suitable  dona- 
tions for  the  ladies  and  children.    It  has  an 
imposing  array  of  evening  slippers,  juliettes, 
pumps,  colonials,  oxfords,  etc.,  while  the  front 
row    reveals    infants'  and    children's  foot- 
wear of  dainty  design.    The  stands  and  other 
supports,  on  which  the  holiday  footwear  rests, 
are  covered  with  cotton  batting.    The  show 
cards  exhibited  might  be  more  timely  and  ap- 
pealing by  suggesting  that  the  articles  would 
make  appropriate  and    appreciated  holiday 
gifts.    The  cards  extending  festive  greetings 
could  very  well  be  left  out  until  a  day  or 
two  before  Christmas  or  the  new  year,  as 
the  object  of  all  window  trims  is  to  attract, 
interest  and  create  a  desire  in  the  mind  of 
the  onlooker  for  such  goods.    The  longing 
.    or  impulse  to  purchase  is  aided  materially  by 
a  catchy,  suggestive  invitation  or  a  bright, 
seasonable  hint  on  what  to  buy,  and  to  buy 
now. 
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The  Chinese,  so  they  say,  do  not  know  as  a  people,  the  meaning 
of  the  word  "truth "  as  we  understand  it.  Their  lives  are  given  over 
like  their  language  to  all  manner  of  subterfuge. 
EXALTING  To-day  the  British  are  credited  with  being  the 
PRINCIPLE  most  upright  with  regard  to  business  and  inter- 
national intercourse,  at  least,  of  any .  people  on 
the  face  of  the  globe.  The  Chinese  are  despised,  the  English  are 
honored  wherever  they  go.  "Righteousness  exalteth  a  nation." 
Amongst  people  as  well  as  individuals  character  counts,  and  if  the 
Old  Book  had  never  been  written,  the  truth  of  the  saying  of  the  wise 
man  would  have  been  quite  as  apparent.  But  it  has  been  the  truth 
of  the  "Old  Book"  that  has  made  the  difference  between  the  China- 
man and  the  Englishman,  and  between  China  and  England.  For 
the  whole  is  no  greater  than  its  part. 

You  can't  live  up  to  the  Golden  Rule  and  be  in  business?  Then 
you'd  better  not  be  in  business.    It  is  fashionable  these  days  to 

sneer  at  goodness  and  make  "liberal"  allowance 
SIN  A  JOKE    for  divergence  from  the  straight  and  narrow  path. 

When  you  find  yourself  making  fun  of  the  "goody- 
goody"  and  "peculiar"  put  the  straight-edge  on  your  own  life  and 
see  if  it  is  because  you  are  "waney."  When  a  man  begins  to  make 
light  of  virtue  and  mock  at  sin  he  is  on  a  fair  way  to  become  a  rascal. 
"Fools  make  a  mock  at  sin."  Sin  is  no  joke,  and  the  man  who 
thinks  it  is  has  an  empty  head.  The  man  who  wrote  "Whatsoever 
a  man  soweth  that  shall  he  also  reap,"  put  into  words  the  most 
cold-blooded  worldly  philosophy.  There  is  no  man  with  brains  who 
does  not  admit  its  truth.  The  man  who  makes  light  of  wrong- 
doing proclaims  his  shallowness. 

Keep  a  civil  tongue  in  your  head,  but  if  you  want  to  be  wise 
and  do  good  in  your  day  and  generation,  have  a  tongue  that  is  a 

little  better  than  "civil."  A  kindly  tongue  will 
THE  SOFT  straighten  out  most  of  the  kinks,  and  sweeten 
TONGUE  most  of  the  sourness  of  life.    There  are  people 

who  go  about  dropping  words  like  vitriol  and  who 
wonder  that  things  around  them  seethe  and  foam.  "A  soft  answer 
turneth  away  wrath."  The  next  time  you  smart  and  burn  under 
some  thoughtless  or  brutal  remark  or  action,  try  what  the  "soft 
answer"  will  do.  Some  of  the  best  men  in  the  world  are  apt  to 
give  way  to  passion,  and  anger  is  no  uncertain  failing.  Do  not 
heap  fuel  on  the  fire.  Angry  words  leave  a  sting  that  regret  and 
apology  cannot  always  remove.  Just  as  a  matter  of  policy,  it  pays 
to  develop  the  soft  tongue.  Men  who  are  poor  to-day  would  have 
been  comfortably  off  had  they  learned  the  philosophy  and  wisdom 
of  the  soft  answer. 

"If  thine  enemy  be  hungry  give  him  bread  to  eat."  If  his 
credit  is  suffering  put  in  a  good  word  for  him.    If  you  have  a  chance 

to  send  a  little  trade  his  way  turn  it  over  to  him. 
ROAST  HIM     If  it  is  in  your  power  to  save  him  from  loss,  warn 

him.  Do  it  for  your  own  sake  tho'  he  be  the 
meanest  pimp  that  disgraces  the  name  of  man.  Make  up  your 
mind  that  one  of  the  biggest  things  you  have  to  fight  against  is  that 
mean,  small  self  that  is  trying  to  pull  you  down  to  the  level  of  the 
Devil.  There  is  a  story  told  of  a  parsimonious  fellow  who  became 
converted  and  joined  the  church.  He  was  a  farmer,  and  in  the 
country  districts  the  preacher  is  often  paid  in  kind.  One  morning 
the  minister  called,  and  at  the  conclusion  of  his  visit  the  farmer 
went  to  the  smokehouse  and  got  out  one  of  his  best  hams.  On  his 
way  back  "the  old  man"  asserted  itself  and  he  began  to  argue  with 
himself  that  a  smaller  ham  would  have  done  the  preacher  just  as 
well.  He  put  down  the  ham  and  started  back  to  the  smokehouse 
for  another  and  put  it  alongside  the  first.  "You  are  not  surely 
going  to  give  the  preacher  these  two  beautiful  hams?"  said  his 
tempter.    He  promptly  walked  back  and  got  a  third,  and  when  he 


felt  another  protest  arising  he  turned  and,  addressing  himself 
audibly  to  the  adversary  of  his  soul,  he  said:  "You  mean  old 
devil,  if  you  don't  leave  me  alone  I  will  empty  that  smokehouse  and 
put  the  contents  in  the  preacher's  buggy."  He  had  peace.  He 
won  the  victory  that  is  spoken  of  by  the  Wise  Man  as  greater  than 
that  of  the  man  who  takes  a  city.  "Go  and  do  thou  likewise." 
Get  square  with  that  pin-headed  adviser  that  is  always  trying  to 
get  you  to  "do-up"  your  neighbor.  If  you  want  genuine  fun  just 
try  "overcoming  evil  with  good."  Talk  of  coals  of  fire!  Most 
men  would  rather  be  proded  with  a  red  hot  poker  than  have  the 
man  they  have  wronged  go  out  of  his  way  to  return  good  for  evil. 
The  next  time  you  are  tempted  to  roast  your  rival  in  print  or  with 
your  tongue  try  the  other  tack,  and  as  a  matter  of  mere  philosophical 
fact  note  the  results. 

There  is  money  in  knowing  enough  to  bottle  your  wrath.  The 
fellow  who  allows  his  feelings  to  loosen  his  tongue  or  direct  his  pen 

throws  golden  dollars  into  the  fiery  furnace  of 
FOOLISH  spite.    There  are  men  reading  these  words  who 

ANGER  have  dissipated  fortunes  by  giving  rein  to  passion. 

They  have  let  themselves  be  led  by  the  nose  by 
enmity  and  false  pride.  Men  have  been  driven  into  lawsuits  or 
made  stupid  property  and  business  arrangements  just  to  carry  out 
some  angry  whim.  "He  that  is  soon  angry  dealeth  foolishly." 
A  man  who  lets  his  temper  rule  him  is  not  fit  to  run  a  peanut  stand. 
The  man  in  business  to-day  requires  an  even  mind  and  a  steady 
hand  to  make  a  success  with  the  odds  that  are  against  him.  Don't 
give  your  neighbors,  and  above  all,  your  enemies,  the  weapon  that 
a  cantankerous  disposition  on  your  part  affords  them.  Don't  do 
yourself  the  injustice  that  a  narrow-minded  revengeful  spirit  will 
occasion  in  your  own  life. 

The  fellow  who  knows  and  has  done  better,  and  who  falls  upon 
evil  days  is  one  of  the  most  pitiable  sights  for  men  or  angels.  There 

are  men  making  their  lives  long  lives  of  crooked- 
LOOKING  ness  and  shame,  who  were  once  as  straight  as 
BACKWARD     a  string  in  business,  and  as  innocent  as  a  child 

of  some  of  the  things  they  now  do,  that  would 
have  made  them  blush  ten  years  ago.  Few  men  have  a  real  good 
time  of  sin,  but  the  fellow  who  has  once  run  with  the  good  and  sinks 
into  the  companionship  of  thieves  and  libertines  must  have  a  sorry 
experience.  "The  backslider  in  heart  shall  be  filled  with  his  own 
ways."  Thoughts  of  better  things  and  better  days  must  "get" 
him  fearfully.  No  man  who  has  tasted  the  satisfaction  of  a  clean 
life  can  ever  "backslide"  and  get  any  enjoyment  out  of  either 
his  ways  or  his  company.  If  you  love  walking  in  the  counsel  of  the 
ungodly,  standing  in  the  way  of  sinners  or  sitting  in  the  seat  of  the 
scornful,  when  once  you  walked  the  "narrow"  way,  ask  yourself 
how  it  has  paid. 

A  bad  tongue  is  worse  than  smallpox  or  yellow  fever.    You  can 
isolate  disease,  and  people  have  sense  enough  to  keep  away  from 
bodily  danger.    But  some  of  the  nicest  people 
AN  EVIL  seem  to  have  the  breath  of  the  asp,  and  it  is  hard 

TONGUE  to  keep  the  moral  atmosphere  clear  from  pol- 

lution. We  talk  about  women  gossiping,  but  there 
are  men  who  destroy  more  with  their  tongues  in  a  week  than  the 
worst  harpy  of  society  could  in  a  year.  "A  wholesome  tongue  is 
a  tree  of  life."  The  man  with  a  clean,  wholesome  tongue  ozonifies 
the  moral  atmosphere.  Filth,  meanness,  profanity  and  boasting 
flee  before  a  wholesome  tongue.  It  is  your  fault  if  people  tell 
smutty  stories  or  talk  meanness  or  crookedness  in  your  presence. 
If  your  tongue  rings  true  and  scatters  wholesomeness,  it  will  not 
take  duplicity,  chicanery  and  evil  long  to  hang  their  heads  in  your 
presence.  Have  you  a  wholesome  tongue?  Does  your  conversa- 
tion bring  health  instead  of  moral  disease  where  you  go? 
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Some  Modern  Methods  in  a  Shoe  Store  for  Men 

The  Single  Shelf  Hinged  Garten  System  Prevails  in  the  Owl  Foetwear  Establishment-Selling  Findings  hy  Means 
tf  Salp'le  Cards-Seats  Arranged  in  Chth  Sitting-room  Style-Traveling  Carrier  for  all  Parcels. 


"I  thank  you,  come  again."  A  big  judicious  owl  on  the  glass 
door  bearing  a  scroll  on  which  are  painted  these  words  greets  every 
purchaser  as  he  leaves  the  Owl  Shoe  Store,  123  Yonge  Street,  Toronto 

Right  in  the  heart  of  the  busy  business  district  this  establish- 
ment was  opened  a  few  weeks  ago  by  Edward  Cook,  of  London 
Ontario,  President  of  the  Retail  Shoe  Dealers  Association  m  that 
city  He  was  brought  up  in  the  boot  business,  his^father  Philip 
Cook  having  started  in  that  line  in  the  Forest  City^away  back  m 


into  effect,  arm  chairs  of  fumed  oak  are  scattered  around  very  much 
as  they  would  be  in  a  club  sitting-room,  and  the  floors  are  covered 
with  Oriental  rugs.  The  fitting  stools  are  also  of  fumed  oak,  and 
seated  with  leather  to  correspond  with  the  interior  fittings.  A 
feature  of  the  store  is  the  single  shelf,  uniform  carton  plan.  These 
cartons,  convenient  and  unique,  are  used  only  m  the  J.  P.  Cook 
Co 's  store  in  London,  and  in  the  Owl.  Covered  with  a  neat  brown 
and  white  shepherd  plaid  they  are  large,  but  of  uniform  dimensions. 


I"  OR 
MEN' 


Window  showing  an  artistic  cottage  effect. 


1864  The  firm  is  still  in  business,  the  style  being  changed  to  the 
T  P  Cook  Co.,  in  1886.  Philip  Cook,  jun.,  is  now  the  London 
manager.  Edward  Cook  was  associated  with  the  house  al  his 
life  until  his  removal  to  Toronto.  He  is  the  sole  proprietor  of  the 
new  Owl  Shoe  Store,  a  name  which  he  had  registered.  At  the 
front,  several  specimens  of  the  wise  old  bird  are  seen,  and,  if  a  passer- 
by cannot  find  the  store,  it  must  be  because  he  is  more  blind  than 
the  owl  himself  in  daylight.- 

No  Cartons  Taken  From  Shelves. 
In  the  rearrangement  and  improved  system,  which  have  gone 


In  selling  or  displaying  goods  no  cartons  are  removed  from  the 
shelves,  so  that  they  are  always  in  their  proper  place,  and  the  interior 
of'  the  premises,  no  matter  how  great  the  rush,  never  presents  a 
shabby  or  disarranged  appearance. 

The  Lid  is  on  Hinges. 
About  two-thirds  of  the  way  back  from  the  front  of  the  box 
there  is  a  hin-e.  The  lid  is  raised  and  a  shoe  removed  for  showing 
a  customer.  °The  carton  is  never  pulled  further  forward  on  the 
shelf  than  indicated  by  the  hinge,  and  the  opening  is  sufficiently 
large  to  remove  any  boot  quickly  and  quietly.    In  front  of  each 
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THE  SHOE  AND  LEATHER  JOURNAL 


carton  is  a  small  label  fastened  by  a  clip.  On  the  label  or  coupon 
are  stamped  the  stock  number,  the  size,  the  style  and  other  neces- 
sary data.  These  labels  are  of  different  color  so  that  a  salesman  can 
see  at  a  glance  what  kind  of  shoe  each  carton  contains.  White 
indicates  bals,  or  bluchers;  pink,  button  shoes;  blue,  Oxfords, 
and  so  on.  When  a  sale  is  completed,  the  label  is  removed  and  the 
clerk,  who  has  closed  the  transaction  with  a  patron,  makes  use  of 
a  sales  check  machine,  on  which  he  writes  the  stock  number,  the 
size,  and  the  amount  of  the  sale.  These  machines  give  triplicate 
copies — one  for  the  delivery,  one  for  the  office,  and  one  to  go  with 
the  parcel  of  goods.  The  carton  label,  the  sales  slips,  the  shoes 
and  the  cash  are  then  placed  in  a  basket,  and  a  traveling  Gipe 
carrier  conveys  them  to  the  office  at  the  rear  of  the  store  which  has 
a  thoroughly  up-to-date  cash  register  system. 

Here  the  shoes  are  examined  and  wrapped  up  and  the  sale 
recorded.  The  detachable  label  is  filed  along  with  the  sales  slip 
and  at  the  end  of  the  day  they  are  both  checked,  thus  ensuring 

DOC 


accuracy.  The  label  is  in  the  hands  of  the  cashier  as  a  voucher  for 
the  sales  slip.  The  next  morning  the  coupons  are  taken  by  the 
stock  keeper  who  selects  from  the  reserve  stock  whatever  sizes, 
widths  and  styles  are  required.  The  cartons  are  easily  and  quickly 
refilled,  and  the  stock  on  the  shelves  kept  complete.  From  the 
coupons  a  record  of  each  day's  sales  is  also  kept  on  stock  sheets. 
All  liability  of  error  is  avoided  and  the  system  is  simple.  The 
effect  of  the  uniform  cartons  with  the  hinged  lid  is  pleasing.  Mr. 
Cook  says  that  they  cost  him  about  six  cents  apiece,  being  specially 
made.  When  a  carton  begins  to  show  wear  it  is  replaced  by  another. 
The  Owl  is  the  only  shoe  store  in  Toronto  equipped  with  a  traveling 
basket  carrier. 

How  Findings  Are  Sold. 

Another  method  of  interest  is  that  of  selling  findings.  In  a 
silent  show  case  at  the  front  various  heavier  lines  are  displayed — 
but  in  laces,  polishes,  insoles,  heel  pads,  etc.,  the  plan  is  effective. 
Laces  are  shown  on  a  card  and  numbered.  A  stock  number  of  - 
polishes  is  also  maintained.  When  a  customer  desires  anything  in 
these  lines,  he  is  shown  the  samples,  and,  after  making  a  selection, 
the  clerk  makes  out  a  slip  with  the  number  of  the  article  required, 
which  is  sent  to  the  office.  Here,  in  a  convenient  space  are  kept 
all  these  lines  already  wrapped,  to  return  to  the  purchaser  along 
with  his  change.  All  laces  and  other  small  articles  are  sold  in 
neatly  printed  envelopes  calling  particular  attention  to  the  findings 
departmet  t. 

The  Owl  Shoe  Store  caters  at  present  to  men's  trade,  selling 
$4,  $5  and  ('6  shoes,  but  upstairs  a  room  is  being  attractively  fitted 
up  where  it  is  proposed  to  handle  women's  orthopedic  shoes,  those 
built  on  nat  iral,  comfortable  lines.  There  is  also  on  the  premises 
a  competed  surgeon-chiropodist,  who  attends  to  all  pedal  ailments. 

The  Owl  Shoe  Store  believes  in  effective  window  trims,  and  the 


cut  of  the  premises  shown  represents  a  cottage  scene.  The  coloring 
is  of  red  and  green.  The  upper  back  ground  is  of  green  burlap, 
surrounded  with  a  border  of  red  paper,  the  paintings  are  framed 
in  green.  On  the  ledge  or  moulding  various  kinds  of  findings  are 
invitingly  displayed.  The  doors  are  ajar,  and  the  two  lighting 
fixtures  are  finished  in  bronze,  with  green  paper  representing  glass. 
The  arch  over  the  door  is  entwined  with  green  foliage.  Curtaining 
material  on  the  doors  gives  the  effect  of  colored  glass  and  green  silk 
ribbon  marks  the  divisions.  The  forepart  of  the  flooring  is  of 
white  felt,  and  on  either  side  the  steps  are  of  green  velours.  The 
panels  are  of  red  burlap  with  green  trimming. 


Like  Whiskers,  Styles  Grow  On  One 

"No,  I  do  not  like  that  shoe,  and  I  would  not  wear  it  home," 
remarked  a  rather  sedate  looking  man  as  he  entered  a  Toronto  shoe 
store  the  other  day. 

"Now,  see  here,"  said  the  clerk,  who  read  his  caller  quickly. 
"I  tell  you  why  you  do  not  like  it.  It  is  a  radical  change  from  what 
you  have  been  wearing.  The  toe  is  a  little  higher,  the  vamp  is  a 
little  shorter,  and  the  perforations  are  more  fetching.  You  have 
been  used  to  a  patent.  This  is  a  willow  calf,  with  a  full  double  sole. 
Why  that  shoe  is  just  like  whiskers,  sir,  it  will  grow  on  you." 

"By  jove,  perhaps  that  is  correct,"  remarked  the  caller,  who  was 
quick  to  recognize  the  simile. 

"It  is  this  way,"  went  on  the  shoeman,  "Sometimes  a  new 
style  or  last  appeals  to  you  at  once  and  you  are  perfectly  satisfied. 
In  other  cases  its  reception  has  to  be  cultivated,  so  to  speak.  Very 
few  persons  like  anything  strikingly  different  at  first,  but  when  the 
eye  and  the  mind  become  associated  with  it,  they  take  a  calmer  view. 
The  same  applies  to  a  new  shape  in  a  hat,  a  new  cut  of  vest,  a  new 
type  of  collar,  etc.  Getting  accustomed  to  it  or  seeing  it  on  others 
helps  to  create  a  good  impression.  The  transition  from  old  to  new 
is  often  so  startling,  it  is  no  wonder  people  exclaim  involuntarily 
that  they  do  not  favor  such  and  such  a  thing,  but,  as  soon  as  they 
have  witnessed  it  on  two  or  three  others  and  realize  it  is  the  fashion, 
or  just  the  proper  caper,  how  speedily  the  viewpoint  alters." 


Pass  the  Paper  to  Your  Clerks 

When  you  have  read  your  trade  paper,  pass  it  on  among  your 
sales  force.  Let  them  have  the  benefit  of  the  pointers  and  sugges- 
tions contained  therein.  They  will  read  it  with  interest  and  pleasure 
if  they  are  ambitious  and  earnest  in  their  work.  Each  male  and 
female  assistant  will  see  something  that  will  instruct  and  by  gaining 
knowledge  of  up-to-date  methods,  the  trend  of  styles,  the  activities 
of  the  trade  and  the  goods  that  are  being  sold  in  the  various  centres 
they  will  become  fortified  and  develop  into  more  efficient  salespeople. 

You  must  have  a  bright,  alert  and  progressive  staff  if  you  would 
realize  the  best  results.  One  way  that  this  may  be  done  is  by  placing 
in  their  hands  a  medium  like  the  Shoe  and  Leather  Journal, 
every  issue  of  which  is  filled  with  live,  fresh,  helpful  suggestions  and 
ideas,  which  will  conduce  to  a  better  standard  of  salesmanship, 
the  disposing  of  higher  class  goods  and  the  introduction  of  additional 
lines  to  what  the  customer  had  in  mind  when  entering. 

Personal  salesmanship,  window  dressing,  stock  keeping,  good 
buying,  advertising,  store  arrangement,  proper  classification 
elimination  of  wasteful  methods,  neater  fixtures,  and  many  other 
things  all  have  an  important  bearing  upon  the  volume  of  trade  done 
by  the  retail  shoe  dealer  at  the  end  of  the  year.  Co-operation 
unity  of  purpose,  and  pulling  together  for  the  best  interests  of  the 
house  are  all  essential  factors.  Then  the  wise  retailer  and  his 
associates  study  closely  the  advertising  pages  to  learn  what  is  new 
what  selling  points  are  presented  by  the  makers  of  different  lines  of 
branded  footwear  and  what  the  producers  believe  the  public  will 
buy.  There  is  a  vast  amount  of  reliable  and  edifying  data  in  every 
well  written  advertisement,  and  users  of  display  space  should  neg- 
lect no  opportunity  to  drive  home  both  in  season  and  out  the  reasons 
why  their  goods  should  be  handled,  and  pushed  and  why  the  people 
will  purchase  them  in  preference  to  others. 


37 


Push  Fitted  Bags  As  Suitable  Christmas  Gifts 

A  Profit  Making  Side  Line  That  Will  Transfer  Some  of  the  Jeweler's  Holiday  Sales  To  You-Women  the  Logical 
Customers-Systematic  Publicity  Plus  Careful  Buying  Necessary  to  Success. 


Every  year  during  the  holiday  season  there  are  many  shoe 
men  who  bewail  the  fact  that  although  money  flows  so  freely  at 
that  time,  the  jeweler  or  toy  man  gets  a  good  percentage  of  it, 
while  shoe  men  with  only  a  stock  of  staple  necessities  have  to 
watch  the  buying  public  walk  past  the  door,  laden  with  purchases 
bought  elsewhere.  Are  you  one  of  this  class  of  shoe  men? 
Did  you  ever  think  along  this  strain?    If  so,  why? 

Now  there  is  not  the  slightest  doubt  that  no  shoe  man  need 
lament  lack  of  business  during  the  holiday  period  if  he  te  alive 
to  his  opportunities.  Naturally  people  buy  as  few  shoes  as  pos- 
sible at  that  time,  because  all  the  buying  is  for  others,  and  in 
most  cases  shoes  are  not  thought  of  as  holiday  gifts.  But  if  the 
retailer  .stocks  up  with  a  profitable  and  saleable  side  line,  he 
can  get  his  full  share  of  the  spending  money  circulating  so  freely. 

Their  Usefulness  Strong  Selling  Point. 

There  are  no  articles  so  suitable  for  this  purpose  as  fitted 
bags  and  suit  cases.  The  tendency 
to  purchase  gifts  that  are  not  only 
ornamental  but    useful    as  well 
works  greatly  in  favor    of  these 
articles,  and  this  tendency  is  grow- 
ing in  force    every    year.  Such 
leather  goods  are  also  perfectly  in 
keeping  with  the  rest  of  the  stock, 
and  if  any  remain  over,  they  can 
always  be  sold  at  regular  prices 
later  in  the  year.     It    is  better, 
however,  to  bear  in  mind  that  fitted 
leather  goods  are  best  sold  for 
gifts ;  it  is  rarely  that  such  articles 
are  bought  for  personal  use,  as 
plain  bags  usually  suffice  for  this 
purpose. 


Consult  Your  Traveling  Friends. 

More  shoe  men  are  handling 
these  lines  every  year,  and  with  increasing  success.  The  first 
thing  to  be  done,  if  possible,  is  to  consult  the  traveling- 
salesmen  of  one  or  more  leather  goods  manufacturers.  From 
their  long  acquaintance  with  the  goods  in  question,  with  trade 
conditions,  and  with  the  experiences  of  others  who  have  taken 
the  same  step  you  are  now  contemplating,  they  can  furnish  you 
with  invaluable  advice.  This, 
taken  into  consideration  with  your 
knowledge  of  local  conditions, 
will  enable  you  to  order  wisely 
and  effectively.' 

Study  Catalogues  Carefully. 

In  case  you  cannot  consult  a 
salesman,  by  all  means  send  for 
catalogues  from  several  firms 
m  iking  the  class  of  leather  goods 
you    require.     These  catalogues 

are  usually  not  only  works  of  art 

showing  clearly  the  appearance  of 

every  type    of    article    sold,  but 

they"  are  also  full  of  information 

that  will  enable  you,  no  matter 

how    inexperienced    along  such 

lines,  to  put  up  a  good  selling  talk 

without  fear  of  being  tripp-ed  up 

by  a  customer.     And    a  careful 


study  of  their  contents  will  enable  you  to  come  to  a  fairly  clear 
decision  as  to  what  a,nd  where  to  order,  as  retail  prices  are 
plainly  stated— off  which  a  liberal  trade  discount  is  allowed. 

Delay  a  Big  Handicap. 

Such  catalogues,  however,  should  be  sent  for  at  once,  be- 
cause even  allowing  for  the  fact  that  most  manufacturing 
house's  have  branches  in  different  parts  of  the  country,  fully 
equipped  for  immediate  delivery,  there  is  no  time  to  waste  m 
sending  orders,  as  people  even  now  are  doing  their  Christmas 
gift  buying. 

Aim  at  Women  Buyers. 

When  the  goods  are  received,  the  next  thing  is  to  let  people 
know  you  have  them,  a,nd  a  too  parsimonious  policy  of  publicity 
will  not  get  the  good  results  you  are  aiming  at.  Furthermore, 
you  should  concentrate    your    advertising    ammunition  very 

largely  on  the  women,  as  it  must 
be  remembered  that  a  man  will 
seldom  buy  a  fitted  suit  case  for 
himself,  though  he  may  do  so  for  a 
friend.  But  undoubtedly,  women 
are  the  chief  buyers  of  such  ar- 
ticles, and  they  should  be  espe- 
cially kept  in  mind  when  planning 
your  appeal. 

A  good  way  to  "get  in  right" 
with  women  buyers  is  to  send  by 
mail  a  brief,  classy  announcement 
on  an  engraved  letter  head,  either 
printed  or  in  imitation  hand-writ- 
ten type,  to  every  possible  woman 
purchaser  in  your  town  or  resi- 
dential district.  Being  attractive 
and  to  the  point,  these  will  not  be 
consigned  to  the  waste  paper  bas- 
ket, but  will  receive  careful 
and    undoubtedly    will    result    in  sales. 


Black  bull  sea  lion  grain  fitted  bag 
consideration, 


Newspaper  Ads.  Appeal. 

Publicity  effort  should  not  end  here,  however.  Through  the 
medium  of  the  press  the  public  should  be  acquainted  with  what 
you  are  doing.    Strong  copy  in  moderate  space,  and  accompanied 

by  good  illustrations  is  needed. 
This  should  be  handled  in  or- 
dinary conversational  style,  just 
as  you  would  talk  to  a  customer, 
only  in  briefer  fashion. 

Then  there  is  the  window  dis- 
play. This  can  in  truth  be  made 
a  silent  salesman,  if  properly 
trimmed.  The  fitted  bags  and  suit 
cases  should  be  shown  open,  ready 
for  use,  and  also  surrounded  by 
different  fittings,  so  that  a  com- 
prehensive idea  of  the  value  of  the 
whole  article  may  be  obtained. 
Above  all,  the  window  display 
should  not  be  crowded,  and  should 
contain  as  much  of  the  human  in- 
terest idea  as  possible.  Any  ar- 
rangement that  will  show  the  fitted 
goods  in  use  will  pull  strongly. 
Then  show  cards  should  not  be 


Gentlemen's  deep  club  bag. 
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forgotten.  They  lend  point  to  the  whole  appeal,  especially  if 
brief  and  artistic.  Don't  expect  full  success  from  any  display 
without  these.  The  same  remarks  also  apply  to  price  tickets, 
which  should  be  neat  and  plain. 

Interior  Display. 

As  for  interior  arrangements,  the  stock  of  bags  and  suit- 
cases should  not  be  kept  in  the  garret  with  the  trunks,  or  down 
in  the  cellar,  but  in  a  prominent  place  on  the  main  floor,  easily 
reached  by  both  your  staff  and  purchasers.  You  should  inspire 
the  former  with  your  own  enthusiasm,  and  request  them  to  use 
every  means  in  their  power  to  turn  the  Christmas  gift  spirit  to 
the  firm's  profit. 
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FALL  GOODS  SELLING  WELL. 

The  past  month  has  been  fairly  propitious  for  all  kinds 
of  trade.  There  has  been  enough  seasonable  weather  to  pro- 
mote the  sale  of  fall  goods  and  at  the  same  time  conditions  have 
been  such  as  to  favor  trades  that  as  a  rule  suffer  at  this  season 
from  the  inclemency  of  climate.  The  building  trades  have  been 
able  to  prosecute  their  work  with  practically  unabated  vigor,  and 
that  has  contributed  in  no  small  degree  to  the  continued  activity 
of  lumber,  hardware  and  allied  interests.  In  staple  lines  of 
groceries  and  dry  goods  there  has  been  a  satisfactory  demand, 
while  in  clothing,  shoes  and  other  lines  of  general  wear  there  has 
been  quite  an  acceleration  of  interest.  Money  has  begun  to  flow 
more  freely  and  collections  are  reported  as  rather  beyond  the 
average  for  this  time  of  year. 


BUSY  SEASON  FOR  MANUFACTURERS. 

Spring  season  is  practically  closed,  although  some  orders 
are  still  coming  in.  Most  manufacturers  report  sales  ahead  for 
the  corresponding  period  last  year,  but  a  few  complain  that  they 
have  not  sufficient  in  hand  as  yet  to  command  their  entire 
capacity  for  the  working  season.  Those  who  grumble  are  prin- 
cipally those  who  make  for  jobbers  who  this  season  have  been 
somewhat  dilatory  in  getting  in  their  orders.  It  is  expected, 
however,  that  jobbers'  orders  when  all  the  returns  are  in  will 
leave  the  eastern  factories  with  little  to  complain  of  with  regard 
to  the  volume  of  trade  for  spring  season.  Sorting  trade  has 
been  particularly  good  during  the  past  couple  of  weeks,  which 
has  apparently  made  quite  a  hole  in  fine  and  medium,  as  well 
as  staple  stocks.  Payments  are  reported  as  quite  up  to  the 
average. 


CANADIANS  BUYING  BETTER  SHOES. 

A  marked  indication  of  the  general  prosperity  of  this  coun- 
try is  the  increasing  demand  for  the  better  grades  of  shoes 
amongst  all  classes.  Mechanics  who  a  few  years  ago  would  not 
look  at  a  shoe  that  retailed  for  more  than  two  dollars  and  a 
half  or  three  dollars  a  pair  at  the  outside  for  best  wear,  are  now 
asking  for  Coodycar  welts  that  run  as  high  as  four  dollars  and 
a  half.  Even  in  brogans  and  cheaper  lines,  the  cw-is  for  some- 
thing better.  There  never  was  a  time  in  the  hisfoTy  of  shoe- 
making  in  Canada  when  the  product  was  as  thorough  in  material 
and  workmanship  as  to-day.  Nevertheless,  manufacturers  and 
even  retailers  do  not  appear  to  be  making  any  more  money  than 
w.-i-  made  with  less  output  and  fewer  styles  twenty  or  twenty- 
five  years  ago.    The  cheapening  of  production  through  improved 


Now  is  the  time  to  send  orders  and  make  arrangements,  if 
you  have  not  already  done  so.  Many  shoe  men  are  going  in 
strongly  for  fitted  leather  goods  this  Christmas  season,  and  you 
can  be  one  of  the  successful  ones,  if  you  plan  and  act  now. 
Furthermore,  if  you  should  run  out  of  any  size  or  style  in  cata- 
logue you  can  wire  for  it  at  o.nce,  and  given  a  few  days  to  spare, 
your  customer  will  have  it  in  plenty  of  time  for  gift  purposes. 
This  is  a  strong  selling  point. 

The  Shoe;  and  Leather  Journal  will  be  glad  to  bear  from 
shoe  men  working  along  these  lines  during  the  holiday  season. 
There  should  be  no  unfavorable  reports,  if  this  plan  is  worked 
out  energetically,  carefully — and  nozv. 


methods  and  appliances  has  undoubtedly  gone  largely  to  the 
consuming  public. 


ACTIVITY  IN  THE  LEATHER  TRADE. 

Tanners  claim  that  there  has  been  increased  activity  during 
the  past  fortnight,  and  that  it  has  been  less  difficult  to  maintain 
prices.  Manufacturers  who  have  held  off  for  spring  require- 
ments have  been  in  the  market,  and  in  many  cases  have  had  to 
pay  more  for  stock  than  they  would  have  had  they  placed  orders 
five  or  six  weeks  ago.  Leather  men  seem  confident  that  the  ap- 
proaching spring  season  will  be  the  most  active  the  shoe  trade 
has  witnessed  for  some  years  from  the  interest  taken  in  leather 
so  far:  The  market  is  now  fairly  settled,  although  there  is  some 
talk  of  further  advances  on  special  lines.  On  the  other  hand, 
there  are  rumors  of  a  little  shading  being  done  on  larger  orders, 
both  for  home  and  export  trade. 


KEEP  RUBBER  PRICES  PROFITABLE. 

With  the  retailer  the  season  is  now  practically  on  and  as 
most  of  the  trade  have  now  received  their  full  supply  of  goods, 
everybody  is  in  a  state  of  expectancy.  There  has  been  no  rush 
so  far,  but  no  doubt  the  current  month  will  supply  the  usual 
"boost"  to  the  rubber  footwear  trade.  As  to  prices,  it  is  rather 
early  to  say  much,  as  business  has  not  taken  on  its  regular  swing 
and  it  will  probably  be  January  before  any  decided  tendency  to 
slack  makes  itself  felt.  It  is  to  be  hoped  that  the  thorough  can- 
vassing of  the  subject  in  the  Shoe  and  Leather  Journal  in 
recent  issues  will  have  some  effect  in  curbing  one  of  the  most 
pernicious  and  persistent  evils  in  the  retail  shoe  trade.  There 
is  no  reason  why  this  "rubber  rabies"  should  not  be  stamped  out. 


ARE  MANUFACTURERS  TO  BLAME? 

A  retailer  commenting  upon  the  "last"  question  introduced 
in  last  issue,  indignantly  claims  that  manufacturers  have  none 
but  themselves  to  blame  for  the  phantasmagoria  of  shapes  that 
have  fallen  upon  the  shoe  trade,  and  is  the  occasion  for  so 
much  investment  in  wood  on  the  part  of  shoe  producers.  Un- 
doubtedly competition  and  a  desire  to  outdo  others  in  novelties 
and  diversity  of  shapes  has  much  to  do  with  the  evil,  but  as  it 
costs  retailers  as  well  as  manufacturers  money  to  perpetuate 
extravagance  of  styles  the  latter  should  do  their  best  to  discour- 
age the  multiplying  of  lines  unnecessarily.  In  spite  of  himself  the 
dealer  will  find  his  stock  growing  in  extent  without  a  correspond- 
ing increase  of  saleability. 
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Progressive  Shop  With  Sixty  Years  At  Its  Back 

Historic  Kingston  Concern  Which  Enjoys  the  Pattonage  of  Customers  Who  Know  the  Luxury  of  a  Weil 
Fittttg  Snoe-Seme  Methods  Which  Have  Contributed  to  the  Success  of  the  Estabhshment. 


Some  sixty  odd  years  ago,  in  the  his- 
toric city  of  Kingston,  the  custom  shoe 
manufacturing  concern  of  Alex.  Suther- 
land came  into  existence.  Mr.  Suther- 
land had  a  reputation  for  the  excellence 
of  his  patterns,  workmanship,  and  the 
quality  of  the  goods  produced.  As  his 
business  developed  from  year  to  year  his 
shoes  were  greatly  sought  after  by  a 
large  number  of  the  residents  of  the 
Limestone  City  and  neighboring  towns,  who  were  quick  to 
recognize  the  value  of  his  product. 

Mr  Sutherland  branched  out  on  a  larger  scale  as  time  went 
by  until  he  employed  a  staff  of  some  twenty-five  skilled  workers 
in  the  art  of  St.  Crispin.    With  the  advent  of  the  McKay  and 
Goodyear  welt  machines  the  custom  shoemakers  were  compelled 
to  adapt  themselves  to  the  new  condition,  and  Mr.  Sutherland, 
Sr.,   stocked   his   store   with  a 
splendid  range  of  the  best  fac- 
tory lines  available,  continuing, 
however,  to  keep  his  own  cele- 
brated custom  made  shoes  to  the 
front.    In  this  latter    field  he 
captured  many  honors    for  his 
city,  having  competed  and  won 
first  prize  at  all  the  Canadian 
and  American  fall  fairs,  besides 
being  specially  honored  by  win- 
ning the  gold  medal  offered  by 
H.R.H.  Princess  Louise,  at  Ot- 
tawa in  1879.    Is  it  any  wonder 
that  with  such  a  splendid  repu- 
tation for  goods  of  quality  that, 
as  years  went  by,  and  the  foun- 
der of  the  business  passed  to 
the  great    majority,    his  sons, 
having  the  hereditary  gift  and 
instinct  of  their  father,  should 
carry  on  and  develop  what  is 
considered  "the  store  of  quality" 
in  the  line  of  Kingston's  shoe 
concerns,  and    now    bears  the 
name  of  J.  H.  Sutherland  and 
Brother. 

Being  more  of  a  home  bird 
than  his  other  brothers,  the 
management  of  the  business 
rested  upon  the  shoulders  of  the 
present  proprietor,  John  H. 
Sutherland,  whose  likeness  ap- 
pears on  this  page. 

The  Home  of  Good  Shoes. 

The  present  owner  was  born 
and  educated  in  Kingston,  and 
few  dealers  in  any  community 
enjoy  the  high  standing  and 
number    of    friends    that  this 

quiet,  gentlemanly  merchant  does.  Mr.  Sutherland  calls  h 
store  "The  Home  of  Good  Shoes,"  and  a  more  apt  phrase  could 
hardly  be  adopted.  Nothing  but  the  best  grades  have  ever  been 
sponsored  by  the  name  of  Sutherland.  The  store  is  modern 
in  every  respect.  Its  appointments  are  very  attractive  and  thor- 
oughly up  to  the  minute.    A  staff  of  five  is  kept  constantly  busy 


attending  to  the  wants  of  patrons,  not  a  few  of  whom  have  been 
customers  for  over  a  generation. 

Mr  Sutherland  insists  that  all  shoes  be  fitted  properly,  and 
as  a  consequence  enjoys  the  patronage  of  customers  who  know 
what  a  luxury  a  well  fitting  shoe  is.  He  has  a  well  equipped 
repair  department  at  the  rear  of  the  establishment,  and  still 
continues  to  do  custom  or  "hand-made"  work. 

No  Approbation— Cash  System. 

Some  years  ago  a  member  of  this  firm  originated  the  idea 
of  having  the  dealers  of  Kingston  get  together  and  adopt  the 
"no  approbation"  and  cash  system  of  doing  business.  It  is 
due  to  this  progressive  step  that  the  shoe  retailers  of  that  city 
find  themselves  the  envy  of  many  merchants  in  towns  and 
cities  where  this  svstem  is  not  in  force.  Mr.  Sutherland  is  a 
believer  in  straight  legitimate  newspaper  advertising,  having 
been  a  consistent  contributor  to  the  advertising  space  of  his 

local  papers.  He  allows  nothing 
to  appear  in  any  advertisement 
that  is  not  strictly  in  accord- 
ance with  facts,  and  as  a  natural 
consequence  his  methods  carry 
weight  with  the  reading  public. 

The  late  Alexander  Suther- 
land left  five  sons,  all  of  whom 
have  risen  to  positions  of  prom- 
inence in  the  shoe  business. 

No  Dissatisfied  Patrons. 

It  has  been    said    of  "Jack" 
Sutherland,  as  the  proprietor  is 
intimately  called,  that  he  never 
allows  a  customer  to  leave  his 
store   dissatisfied,    although,  at 
times,    the    person    entering  a 
complaint  has  had  a  "poor  case." 
Such  liberality  in  methods  has 
built  up  one  of   the  best  and 
most    successful    businesses  in 
Eastern     Ontario.      The  firm 
have   on    many   occasions  sent 
their  shoes  to  nearly  all  the  re- 
mote   points    in    Eastern  and 
Western  Canada,  as  well  as  to 
European  points.     Mr.  Suther- 
land is  a  great  lover  of  boating, 
and    his    fast  20-mile-an-hour 
motor  boat,  Minoru,  which  he 
recently  disposed    of,    was  the 
pride  of    the   local    owners  of 
motor   boats.     Mr.  Sutherland 
owns   a   fine  city   residence  as 
well  as  a  handsome  cottage  on 
the  St.  Lawrence  River,  a  few 
miles  below  Kingston.    The  his- 
tory of  this  "old  line"  concern 
is  one  that  should  serve  as  a 
"beacon"   of   encouragement  to 
all  retail  shoe  dealers  who  are  building  their  futures  founded 
on  the  rock  of  honest  square  dealing,  and  tends  to  show  that 
the  way  to  perpetual  success  is  open  to  all  who  adopt  reliable 
methods,  and  seek  to  meet  the  desires  and.  tastes  of  the  public 
with  reliable  goods,  which  are^spo.sed.of  with  the  knowledge 
that  every  purchaser  gets  full  value. 


Exterior  View  of  Historic  Shoe  House. 
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Display  All  Shoe  Lines  in  Show  Cases  Along  Walls 

Original  and  Convenient  Method  of  Retailng  Footwear  Adopted  by  Hamilton  Company  -Advantages  of  the 
"Sample"  System— Every  Style  and  Shape  Seen  at  a  Glance— Other  Novel  Plans. 


The  largest  shoe  store  in  Canada,  and  selling  shoes  from 
samples  contained  in  long  rows  of  showcases  placed  where,  in 
the  ordinary  footwear  establishment  there  is  a  ledge,  are 
features  that  stamp  the  Marshall  Shoe  and  Leather  Co.,  323-327 
King  Street  East,  Hamilton,  as  breaking  into  new  methods 
in     disposing     of     pedal  gear. 

Their  plan  possesses  main' 
unique  and  enterprising  points 
which  may  come  into  general 
favor. 

When  a  retailer  walks  into 
many  manufacturing  or  whole- 
sale establishment  warehouses  in 
Canada  to  do  some  sorting  or 
ordering  he  frequently  finds  that 
the  lines  are  displayed  under 
glass  very  much  like  volumes  are 
contained  in  a  sectional  book  case. 
He  sees  at  a  glance  what  the 
firm  have  to  offer  and  makes  his 
selections  accordingly,  ordering 
so  many  dozen  pairs  of  different 
sizes  and  widths  from  the  samples 
that  he  sees  before  him.  The 
wares  are  not  hidden,  but  are 
kept  clean  and  neat  under  cover. 

The  .Marshall    Co.,    who   have  An  inviting 

been  for  twenty  years  in  the  custom  and  shoe  repairing  line  in 
the  Ambitious  City,  branched  out  about  a  year  and  a  half  ago 
into  the  retail  trade.  They  have  to-day  a  spacious  and  well- 
appointed  home  that  formerly  comprised  three  stores.  Their 
premises  are  120  feet  deep  and  42  wide,  an  addition  being  erect- 
ed this  summer  of  60  by  42  feet  When  they  embarked  in  the 
retail  business  they  showed  initiative,  and  adopted  original  ideas 
which  they  have  found  successful. 

Below  the  long  lines  of  glass  showcases  which  extend  the 
full  depth  on  both  si'les  of  the  store,  are  three  double  rows  of 
cartons  on  shelves,  and  above  the  glass  are  seven  double  rows. 
Seven  cartons  are  placed  in  a  row  on  the  men's  side  and  eight 
on  the-  women's.    A  sample  of  every  line  in  each  sub-section 


is  on  display  in  the  .show  cases.  Thus,  in  the  long  range  of  glass 
are  exhibited  all  the  lines  in  stock  so  that  a  visitor  may  see  at 
a  glance  what  last,  pattern  or  leather  that  he  or  she  prefers. 

On  each  sample  in  the  showcase  is  a  ticket  or  tag  which 
bears  the  stock  number,  the  price,  the  section  and  the  sub-section 

number.  The  entire  store  sec- 
tions are  numbered  consecutively 
from  the  front  to  the  rear.  On 
the  corner  of  each  glass  case  is 
pasted  a  card  showing  on  just 
what  shelf  the  shoe  desired  rests 
in  each  sub-section.  At  a  glance 
anyone  can  tell  whether  the  goods 
desired  are  on  the  first  shelf  be- 
low the  case  or  on  the  third  or 
fourth  above.  Each  shelf  con- 
tains twelve  pairs  of  men's  shoes 
and  fourteen  of  women's,  the  re- 
mainder of  the  lines  are  kept  in 
the  reserve  stock  room.  The 
shoes  are  graded  on  the  shelves 
according  to  prices  and  styles. 

The  advantages  of  this  system 
of  having  a  sample  of  all  goods 
in  full  view  of  every  caller  are 
numerous.  A  clerk  is  enabled  to 
see  the  lines  carried  and  to  lo- 
cate them  at  once.  Styles  that  are  not  going  well  can  easily  be 
kept  track  of.  The  customer  can  see  at  a  glance  all  shapes, 
toes,  heels,  vamps,  materials,  etc.,  without  dozens  of  cartons  be- 
ing opened  or  numerous  questions  asked.  In  case  of  the  store 
being  crowded  to  the  limit  and  all  the  clerks  on  the  hustle,  the 
caller  can  spend  a  few  minutes  in  sizing  up  what  the  firm  have 
to  offer,  as  every  style  in  hand  is  there  in  the  cases  for  in- 
spection. 

After  the  foot  has  been  measured  and  some  idea  gained  of 
the  style  and  price  of  shoe  which  a  customer  wishes,  a  carton 
is  taken  down  and  rests  on  an  oak  tray  over  the  case  which  is 
pulled  out  for  the  purpose.  The  wall  show  cases  have  hinged 
covers,  so  that  a  shoe  can  be  easily  removed  if  desired.    At  the 
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The  spacious  front  of  the  Marshall  shoe  house. 
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end  of  each  shelf  is  either  a  red  or  white  ticket.  The  former 
means  that  all  the  sizes  of  that  line  are  on  the  shelves,  and 
there  is  no  reserve  in  the  stock  room;  a  white  ticket  contains 
a  complete  record  of  all  the  sizes  that  are  in  the  reserve  stock. 
The  record  is  thus  handy  and  up-to-date,  and  orders  may  speed- 
ily be  placed  with  a  traveler  or  a  manufacturer  for  certain  sizes 
that  do  not  happen  to  be  in  hand.  When  more  goods  of  a  cer- 
tain line  arrive  than  are  on  the  shelves  the  red  ticket  gives  way 
to  a  white  one,  which  discloses  how  many  "reserves"  are  in  stock. 

How  Repair  Business  is  Done. 

T.  G.  Marshall  was  a  shoemaker  in  Scotland  before  coming 
to  Canada,  and  for  twenty  years  has  conducted  a  repair  busi- 


floor  is  covered  with  a  rich  Oriental  rug.  Here  a  writing  table 
and  other  conveniences  are  at  hand,  while  pictures  and  paintings 
decorate  the  walls.  All  dress  footwear  for  ladies  is  kept  in  this 
room,  patent  and  kid  pumps,  velvet,  suede  and  satin  slippers,  as 
well  as  silk  hosiery  in  various  colors  to  match  the  slippers. 

Countenance  No  Approbation. 

One  thing  the  firm  do  not  do,  and  that  is  send  goods  on 
approbation.  Some  twenty  thousand  large  illustrated  sheets 
were  recently  issued  and  distributed  showing  by  means  of  fine 
half-tone  engravings  the  interior  and  exterior  of  the  store,  the 
slipper  apartment,  the  repair  and  custom-made  floors,  and  the 
gas  power  room.    In  this  printed  matter  some  frank  statements 


Interior  of  the  Marshall  Shoe  and  Leather  Co.'s  store,  Hamilton. 


ness  in  Hamilton,  doing  custom  work  as  well.    His  sons,  E.  R., 
E.  D.  and  J.  S.,  are  identified  with  the  business.    Some  years 
ago  the  firm  name  was  changed  from  the  E.  R.  Marshall  Co. 
to  the  Marshall  Shoe  and  Leather  Co.    E.  R.  Marshall  is  the 
president  of  the  company.    All  the  boys  know  the  shoe  business 
from  the  practical  end  to  fitting  the  customer's  foot  and  closing 
the  sale.    The  first  Goodyear  lock-stitching  machine  ever  used 
on  the  continent  for  repair  _  purposes  was    employed,    by  the 
Marshall    concern,  and    the    business    done    in    this    line  to- 
day   is    enormous.    The    plant    occupies    the    whole  upper 
floor  of  the    same    dimensions    as    the.   store.      They  have 
made     this     branch  of     the    trade    pay     well,     and  have 
two    wagons    constantly    on  the    road,    which    call    for  and 
deliver  the  goods.    These  wagons  are  an  evidence  of  the  enter- 
prise of  the  firm,  and  advertising  matter  is  shown  from  the 
windows  on  each  side  of  the  cover.    At  the  store  door  is  a 
large  parcel  receptacle  for  any  work  that  may  be  left  before 
or  after  hours.    The  plant  is  complete  and  fitted  with  every  ap- 
pliance for  modern  and  expert  work.    Custom  jobs  are  also  done 
on  the  premises,  and  the  Marshall  shoe,  which  is  their  own 
special  make,  has  won  wide  fav.r  for  its  style  and  excellent 
workmanship.    In  the  basement  of  the  premises  is  the  company's 
own  gas  plant,  supplying  both  power  and  electric  light  for  the 
store  and  for  the  repair  and  custom  departments. 

There  is  at  the  rear  of  the  premises  a  pretty  and  cosy  slipper 
room,  with  an  attractive  brick  fireplace  and  supplied  with 
wicker  and  arm  chairs     The  color  scheme  is  green,  and  the 


were  made,  one  being,  "We  positively  do  not  send  goods  on 
approval.  We  have  found  the  practice  to  be  most  unsatisfactory 
to  both  our  customers  and  ourselves. 

"  In  order  to  insure  a  perfect  fit,  the  foot  should  be  measur- 
ed, and  the  correct  size  and  width  ascertained.  Then  again  there 
is  'the  question  of  style,  shape  of  toe,  height  and  shape  of  heel, 
arch  of  instep,  bunions,  corns,  callouses,  crooked  toes,  etc.,  that 
must  be  taken  care  of.  Some  feet  perspire  so  freely  that  all 
leathers  are  not  suitable  for  them.  The  selection  of  materials 
and  the  grade  and  price  of  the  many  different  lines  must  also 
be  considered.  An  improperly  fitted  shoe  will  not  give  satis- 
faction to  the  customer,  and  he  becomes  a  bad  advertisement  for 
us.  We  would  rather  lose  a  sale  than  not  fit  you  properly. 
Last,  but  not  least,  shoes  that  are  sent  on  approval  often  go 
into  homes  (unknown  to  the  shoe  man)  where  there  has  been 
contagious  disease,  and  are  tried  on  by  convalescents.  These  shoes 
when  returned  to  the  shoe  man,  are  sold  to  some  one  else." 

Tables  Form  the  Window  Floors. 

In  the  centre  of  the  store  are  several  glass  show  cases  where 
findings  of  all  kinds  are  invitingly  displayed  and  hosiery  sold, 
parceling  done,  and  orders  received  for  any  repair  work.  All 
goods  in  the  establishment  are  marked  in  plain  figures,  and  the 
selling  price  is  never  deviated  from.  There  are  sixty-four  oak- 
arm  chairs  set  back  to  back  on  the  main  floor  for  the  comfort 
and  convenience  of  patrons.  The  store  is  brilliantly  lighted  by 
arc  lamps  at  night,  and  by  means  of  generous-sized  glass  win- 
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dows  at  the  front  and  rear.  There  are  double  show  windows  on 
each  side  of  the  main  entrance.  Each  window  is  sixteen  feet 
long  and  seven  feet  deep,  with  opening  panels  of  opaque  glass 
at  the  back.  The  method  of  window  decoration  is  as  novel  and 
original  as  the  manner  of  displaying  and  selling  shoes.  Two 
tables,  each  eight  feet  long  and  seven  wide,  are  used  for  show- 
ing shoes.  Doors  open  at  the  back  of  the  windows,  and  when 
it  is  desired  to  change  the  trim,  the  table  is  withdrawn  from 
the  front  and  the  decoration  arranged  inside  the  store  proper. 
The  decorator  thus  has  the  advantage  of  arranging  his  display 
from  a  position  in  front  of  the  stand  and  not  working  from 
front  to  back  as  is  the  case  where  the  window  flooring  is  per- 
manent. He  can  thus  tell  exactly  how  the  exhibit  of  footwear  is 
going  to  look  from  the  street  before  the  tables,  which  have  glass 
shoes,  are  glided  back  into  position.  Much  time  and  labor  are 
saved  in  this  way,  and  the  store  is  spacious  enough  to  allow  a 
trimmer  to  do  his  task  without  interfering  with  any  of  the 
other  arrangements.  The  shoe  stands  and  mottoes  are  all  laid 
out  before  the  tables  are  replaced.  The  windows  are  so  large 
that  many  ranges  and  patterns  may  be  exhibited  without  giving 
the  iront  a  crowded  and  ill-assorted  look  as  is  oft-times  the 
result  when  too  many  shoes  are  shown  in  a  small  window. 

One  more  feature  of  this  progressive  house  may  be  referred 
to,  and  that  is,  upon  request,  they  will  send  free  to  any  out-of- 
town  customers,  blank  forms  and  directions  for  taking  self- 
measurements  for  shoes,  and  on  receipt  of  measurements  and 
instructions,  will  fill  an  order  for  anything  in  footwear,  either 
custom-made  or  readv-made.  They  guarantee  a  perfect  and 
comfortable  fit  and  your  "money  back  or  a  new  pair  if  the 
shoes  go  wrong." 

E.  R.  Marshall  believes  it  would  be  a  wise  and  progressive 
move  "f  mutual  interest  and  help  if  the  shoe  retailers  of  Ham- 
ilton would  "get  together"  and  form  a  shoe  retailers'  association, 
the  same  as  the  dealer;  in.  London,  Montreal  and  other  cen- 
tre^ have  done.  He  is  of  the  opinion  that  odds  and  ends  of 
s;  >ck  on  which  merchants  individually  suffer  loss  could  be  pro 
fit  ably  disposed  of  by  a  comprehensive  co-operative  plan  of 
handling  or  by  some  clearing  house  method,  and  thus  all  cut 
price  sales  would  be  elr'minated  and  retailing  placed  on  3 
firm,  sound  operating  basis  at  all  seasons  of  the  year. 


One  Salesman's  Good  Counsel. 

"You  see  that  lady  who  went  out  of  the  door  just  now," 
remarked  a  youthful  clerk  in  an  Ottawa  shoe  store.  "Well,  she 
was  so  well  pleased  with  the  service  and  attention  which  I  gave 
her  that  she  handed  me  a  quarter  and  asked  me  to  keep  it.  Here 
i-  the  coin."  Another  salesman  standing  by  rebuked  his  asso- 
ciate for  accepting  the  offer.  "I  hope,"  he  added,  "that  you 
will  not  countenance  such  a  thing  in  future.  I  trust  that  you 
have  a  higher  sense  of  the  importance  and  dignity  of  your  posi- 
tion in  this  house  than  to  accept  a  tip.  You  may  not  view  it  in 
that  light,  but  I  do.  We  are  I  hope,  not  descending  to  the  plam 
of  waiters,  porters  or  messengers.  I  am  not  preaching,  neither 
is  this  a  case  of  sour  grapes,  but  shoe  salesmen  should  check 
any  attempt  on  the  part  of  a  customer  to  be  patronizing  after 
the  too  prevalent  fashion  of  hotel  guests  toward  servants." 

A  Clearing  House  of  Ideas 

The  present  issue  of  the  Shoe  and  Leather  Journal  is 
largely  devoted  to  interviews  setting  forth  in  detail  various 
plans  and  systems  which  certain  successful  retailers  have  adopted 
in  shoe  merchandising.  Methods  that  possess  originality  and 
thought,  save  time,  labor  and  expense  are  what  all  progressive 
footwear  merchants  are  interested  in,  and,  from  the  pointers 
pr<  sen  ted,  much  may  be  learned  that  will  entertain,  benefit  and 
itwruct.  Whether  the  reader  cares  to  adopt  and  apply  any  of 
the  plans  for  handling  stock,  selling  goods  or  displaying  styles, 
which  are  dwelt  upon  at  some  length  on  various  pages,  is  for  him 


to  decide.  He  knows  his  own  capabilities  and  conditions.  These 
references  are  in  no  sense  "write-ups"  or  complimentary 
"puffs,"  as  they  do  not  give  the  establishments  any  free  pub- 
licity or  advertising,  for  the  reason  that  the  Shoe  and  Leather 
Journal  does  not  reach  the  consumer,  but  circulates  among  the 
trade  only  in  every  part  of  Canada.  The  extended  notices  are, 
through  this  medium,  simply  a  clearing  house  for  ideas  and  sug- 
gestions of  what  aggressive  shoe  men  have  found  advantageous 
in  their  respective  spheres.  The  men  referred  to  are  big  and 
broad  enough  not  to  hide  their  light  or  "inventions"  under  a 
bushel,  but  gladly  place  the  information  at  the  disposal  of  others 
if  they  see  fit  to  adopt  or  incorporate  any  of  the  features  out- 
lined. Further  information  on  any  of  the  schemes  presented 
will  be  cheerfully  furnished  if  inquirers  write  the  publishers. 


An  artistic  holiday  window  shown  by  J.  J.  Haines  shoe  house, 
Belleville,  Ont.   The  trim  is  the  work  of  R.  B.  McPherson. 


Believes  in  Bonus  to  Salesman 

The  manager  of  a  well-knowu  shoe  store  said  the  other 
day :  "We  are  doing  everything  possible  to  increase  the  efficiency 
of  our  employes,  to  encourage  the  esprit  de  corps  of  the  force 
and  to  help  our  men  make  more  money  for  themselves.  At  the 
end  of  the  season  we  regularly  consider  each  employe's  services 
in  view  of  recognizing  good  work,  and  have  in  many  cases  vol- 
untarily increased  salaries  in  mid-season  in  order  to  give  the 
employes  their  just  dues.  The  p.m.  system  counts  for  nothing 
in  determining  salaries  with  us.  We  pay  our  salesmen  to  treat 
our  customers  right,  and  we  expect  and  encourage  them  to 
build  up  personal  trade  and  to  win  the  confidence  of  every  cus- 
tomer they  serve.  Every  salesman  is  given  a  handicap  based 
upon  his  salary.  Whenever  his  sales  exceed  the  handicap  a  two 
per  cent,  bonus  is  paid  on  the  amount  in  excess  of  the  handicap. 
Every  week  a  chart  is  made  out  showing  how  each  salesman 
stands.  Lines  drawn  in  red  ink  on  a  printed  diagram  show  the 
relative  standing  of  the  men,  whether  or  not  they  have  exceeded 
their  handicaps,  and  how  much.  These  charts  are  made  up  by 
the  cashier  from  the  daily  records." 
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"No  Loss,  Confusion  or  Delay  in  Selling  Shoes" 

How  a  Niagara  Falls  Retailer  Makes  Effective  Use  of  Mate  Mark  Numbers-Their  Saving  in  Time  and  Labor- 
The  Value  of  an  Imposing  Front— Store  Post  Cards  Presented  to  All  Callers  as  Souvenirs. 


"By  mate  numbers  I  always  know  that  shoes  are  in  the  right 
place,  that  there  is  no  confusion,  that  there  are  no  odd  ones  lying 
about  and  all  the  goods  on  the  shelves  are  readily  identified.  There 
is  no  necessity  to  remove  a  single  carton.  It  is  practically  impos- 
sible to  lose  or  mislay  a  shoe  under  this  system  which  I  have 
adopted."   

The  speaker  was  John  Lynch,  of  Niagara  Falls.  He  is  not  a 
Canadian  but  he  is  dangerously  near  being  one,  only  the  rushing 
waters  of  the  ever  roaring  river  separating  him  from  the  Dominion. 
The  shoe  house  of  "Lynch"  has  been  in  existence  for  sixty-two 
years.  It  was  founded'away  back  in  1849  by  D.  Lynch,  and  since 
his  death  has  been  carried  on  by  his  sons.  John  Lynch  is  the 
head  of  the  progressive  concern  and,  although  he  conducts  business 
in  a.  city  not  as  large  as  Ottawa,  Hamilton,  London,  Calgary 
Quebec,  and  other  smaller  urban 
centres  of  Canada,  he  has  one 
of  the  finest  shoe  establishments 
on  the  North  American  continent, 
with  probably  the  most  imposing 
front.  He  traveled  all  over  in 
search  of  ideas  and  expended  no 
less  than  three  thousand  dollars 
on  a  front,  an  illustration  of  which 
is  presented  on  this  page. 


Own  Your  Store,  if  Possible. 

John  Lynch  owns  the  build- 
ing in  which  he  does  business. 
"I  am  a  great  believer  in  having 
attractive  and  inviting  premises," 
he  remarked  to  the  Shoe  and 
Leather  man.  "I  consider  that 
my  windows,  of  which  I  am 
naturally  proud,  have  repaid  me 
many  times  for  the  outlay  in 
putting  them  in.    I  do  not  wish 

to  boast,  but  I  have  people  from  all  over  Canada,  the  United 
States  and  even  England,  who  visit  the  Falls,  call  to  compliment 
me  on  the  design  and  character  of  the  front.  I  will  tell  you  why 
I"  think  more  shoemen  do  not  have  tasty  exteriors.  The  landlord  will 
not  go  to  the  expense  of  installing  a  front  and  the  tenant,  who 
rarely  can  secure  a  lease  for  a  longer  period  than  five  years,  does 
not  care  to  undertake  any  heavy  expenditure,  as  at  the  end  of  his 
term  he  may  have  to  get  out  or  the  proprietor  may  raise  the  rent 
to  such  a  figure  that  he  is  forced  to  vacate.  The  secret  of  having 
an  impressive  and  commanding  facade  is  to  be  the  owner  of  the 
quarters  in  which  you  are  doing  business.  Then  you  can  make 
such  improvements  and  alterations  to  your  property  as  you  desire, 
or  your  purse  can  stand.  In  my  opinion  every  retailer  should  en- 
deavor to  buy  the  building  he  occupies,  if  the  location  is  suitable, 
and  then,  when  he  makes  a  disbursement  for  renovation,  he  knows 
that  he  is  not  carrying  out  plans  for  the  next  occupant  or  titi- 
vating for  the  landlord." 

A  Front  That  Arrests  Attention. 
A  brief  description  of  the  front  of  the  Lynch  boot  shop  may  not 
here  be  amiss.  The  top  is  the  best  of  prism  glass,  set  in  copper 
frames.  The  plate  glass  is  also  set  in  copper,  and  the  base  is  white 
opelite.  The  ceiling  and  sides  are  bird's  eye  maple,  and  the  panels 
are  trimmed  with  mahogany.  The  floor  is  inlaid  maple,  oak  and 
mahogany.  On  the  back  of  the  top  is  beveled  leaded  glass.  The 
back  sides  are  the  same,  with  name  "Lynch"  ground  in  the  glass. 
These  panels  are  weighted  so  they  lift  up.  The  small  glass  panels 
over  the  door  also  have  the  firm's  name  ground  in  them.  The  store 


number  is  likewise  ground  in  the  transom  glass.  The  doorway  is 
mahogany  with  copper  plate  at  the  bottom,  while  the  entrance  way 
is  opelite  set  in  small  blocks. 

Interiorally  Mr.  Lynch's  footwear  establishment  is  both  spac- 
ious and  beautiful.  At  one  side  is  an  old-fashioned  brick  fire  place, 
cosy  and  comfortable.  No  rubbish,  papers  or  stray  cartons  are 
allowed  to  litter  the  floor,  as  everything  of  this  nature  is  burned 
immediately.  Thus  the  premises  are  kept  bright  and  clean.  Three 
circular  divans  of  leather  form  a  portion  of  the  fixtures.  These  cost 
about  $125.00  each,  and  in  addition  there  are  comfortable  arm 
chairs  for  the  convenience  of  his  patrons.  The  hardwood  floor, 
in  front  of  the  divans  and  seats,  is  covered  with  rich  Oriental  rugs. 
There  is  no  ledge  along  the  walls  and  the  single  shelf  system  prevails, 
all  the  space  between  the  floor  and  the  ceiling  being  filled  with  shoes. 
To  reach  the  cartons  on  topmost  shelves,  bicycle  ladders  are  used. 

Making  Use  of  Mate  Mark 
Numbers. 

One   of   the   most  striking 
features  of  the  Lynch  system  is 
the  use  of  mate  mark  numbers 
on  all  shoes,  which  are  trifling  as 
to  cost,  but  are  great  time  and 
labor  savers,  and  on  a  busy  day 
it  is  claimed,  do  the  work  of,  at 
least,  one  salesman.   These  num- 
bers come  in  booklets  of  gummed 
sheets    which    are    of  different 
colors.    There  are  three  of  the 
same  numbers  in    each  slip,  and 
the  sheets  are  perforated.  Each 
slip   is   about   two   and   a  half 
inches  long  and  nearly  a  quarter 
of  an  inch  wide.    Thus  52  63  : 
5263  :  5263.    The  first  two  num- 
bers are  easily  detached  and  stuck 
on   the  breast    of   the  heel  or 
the  shank  of  the  shoe;  the  third  number  of  the  series  of  three  (5263) 
is  placed  on  a  carton.    The  colors  readily  identify  the  kind  of  shoe 
contained  in  the  carton— black  being  for  calf  skin,  blue  for  kid, 
green  for  patent,  yellow  for  tan,  and  red  for  elastic  footwear  such  as 
congress,  buskins,  etc. 


1975 


1975 


1975 


The  colors  typifying  the  various  kinds  of  leathers  are  quickly 
learned.  A  mate  mark  number  (all  the  series  of  numbers  differing), 
if  placed  on  the  lowest  right  hand  corner  of  the  carton,  signifies  a 
very  low  cut  such  as  a  pump,  colonial  or  slipper.  If  the  little 
piece  of  colored  paper  is  half  way  up  on  the  right  hand  side  of  the 
box  it  stands  for  an  oxford,  and  if  at  the  top  of  the  carton,  means 
a  regular  high  cut  shoe.  If  the  mate  mark  is  in  the  middle  of 
the  carton  and  at  the  top,  just  below  the  cover,  it  represents  an 
extra  high  cut,  such  as  a  Napoleon,  Trooper,  Wellington,  College, 
Storm,  or  Roadster  shoe,  whatever  name  the  manufacturer  gives 
to  this  production.  If  the  number  is  in  a  diagonal  position  it  tells 
that  the  shoe  is  a  button  one.  The  same  method  is  employed  to 
identify  the  various  leathers  in  button  shoes  as  in  lace  only  that 
the  slip  is  on  the  slant.  As  already  mentioned,  the  numbers  are 
placed  in  duplicate  on  each  pair  of  shoes,  and  it  is  contended  that 
they  are  just  as  important  on  the  bottom  of  a  pair  as  the  size  and 
width  are  at  the  end  of  the  carton. 

"There  are  many  advantages  which  I  have  discovered  in  the 
use  of  the  mate  mark  numbers,"  observed  Mr.  Lynch.    "They  are 
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a  bagatelle  as  to  expense,  prevent  loss  and  mix-ups,  save  labor, 
patience  and  time,  and  generally  lighten  the  task  of  the  selling  staff. 
No  odd  shoes  ever  turn  up,  and  every  one  is  in  its  right  place  all  the 
while.  It  is  impossible  to  get  things  tangled,  no  matter  how  great 
the  rush.  A  year  ago  last  Easter  we  had  a  record  day.  This  was 
before  I  made  use  of  the  mate  mark  numbers,  and,  after  we  closed 
the  store  it  took  the  staff  nearly  three  hours  to  clean  up  and  get 
the  stock  that  had  been  shown  back  in  the  proper  cartons  and  re- 
placed on  the  shelves.  Now,  last  Easter  we  sold  over  one  hundred 
dollars  worth  more  of  footwear  than  we  did  on  the  Saturday  pre- 
ceding Easter  the  year  previous,  and  we  were  all  straightened  up 
in  less  than  an  hour  after  the  doors  were  closed  for  the  night.  This 
saving  of  time  I  attribute  to  the  use  of  the  mate  mark  numbers. 
Then,  on  busy  days,  when  we  employ  extra  clerks,  some  of  which 
have  perhaps  not  had  much  experience,  they  learn  in  a  very  few 
minutes  to  identify  each  shoe  by  means  of  the  colored  slip  on  the  box. 
I  admit  that  it  takes  a  little  time,  when  placing  new  stock  on  the 
shelves  in  the  spring  or  fall,  to  place  the  numbers  on  the  shoes  and 
the  cartons,  but  one  man  can  put  three  hundred  on  every  hour 
and  put  the  shoes  back  in  the  boxes. 

Identifying  Goods  by  Color  Slips. 

"Why  I  can  stand  here  and,  within  the  range  of  my  vision, 


tell  you  exactly  what  each  carton  contains.  For  instance,  that  one 
over  there  with  a  green  slip  half  way  up  the  right  side  and  put  on 
diagonally,  is  a  man's  patent  button  oxford,  over  there  with  the 
blue  slip  at  the  top  is  a  woman's  lace  vici  kid,  and,  in  the  next  section 
with  the  yellow  slip  in  the  centre  pasted  in  a  slanting  position,  is 
an  extra  high  tan  button  shoe.  There  is  so  little  to  remember 
that  a  novice,  after  five  minutes  of  explanation,  can  readily  pick 
out  any  shoe  in  the  store.  I  have  found  mate  mark  numbers 
pay  me  in  every  way  and  I  believe  that  they  will  be  adopted  more 
and  more  for  their  simplicity,  economy,  and  facility,  and  as  a  safe- 
guard against  errors,  loss  and  confusion.  You  have  asked  me  for 
my  frank  opinion  and  I  have  given  it  to  you." 

Here  is  Where  I  Buy  My  Shoes. 

Another  plan  of  Mr.  Lynch  is  in  issuing  thousands-  of  picture 
post  cards.  On  one  side  are  fine  photographic  illustrations  of  the 
interior  and  front  of  the  establishment  with  "Lynch"  at  the  top 
and  "shoes"  at  the  bottom  of  the  card.  On  the  reverse  side  is 
space  for  the  address  and  correspondence.  A  line  at  the  top  reads, 
"Established  1849,  D.  Lynch' s  Sons,  Niagara  Falls  N.Y."  At 
the  bottom,  P.S. — "Here  is  where  I  buy  my  shoes."  The  cards 
are  decidedly  attractive  and  are  presented  to  all  customers  and 
callers. 


Is  the  Jobber  Necessary  in  the  Shoe  Trade  ? 

Leading  Wholesalers  Speak  of  the  Advantages  of  the  So-called  "  Middleman" — How  He  Buys  Goods  to  Better 
Advantage  Than  a  Retailer,  Both  as  to  Price  and  Selection — Economy  in  Distributing  Footwear. 


From  time  to  time  the  usefulness  of  the  wholesale  dealer  in 
shoes  has  been  challenged,  although  from  the  increase  in  the 
number  of  these  concerns  and  the  growth  of  their  business  in 
the  past  decade,  one  might  almost  grant  that  the  question  an- 
swers itself.  In  spite  of  the  efforts  in  recent  years  put  forth 
by  marufacturers  who  go  direct  to  the  retail  trade,  and  the  cry 
so  often  raised  that  the  retailer,  and  therefore  the  consumer, 
pays  two  prices  for  footwear,  the  amount  of  business  done  by 
jobbing  houses  is  easily  double  that  done  a  dozen  years  ago. 
About  that  time  an  agitation  was  started  to  do  away  with  shoe 
jobbing  in  the  United  States,  and  the  discussion  naturally  in- 
volved Canada,  but  the  predictions  made  at  the  time  have  sadly 
failed,  and  across  the  line  as  here  the  jobber  is  more  in  evidence 
than  ever. 

It  having  occurred  to  the  Shoe  and  Leather  Journal  to 
put  this  particular  section  of  the  trade  on  trial,  and  on  its  own 
bihalf  to  establish  its  right  to  a  place  in  the  industry  and  imple- 
ment the  defence  by  the  opinions  and  evidence  of  those  most 
vitally  concerned — the  retail  shoe  trade,  a  representative  recently 
called  upon  several  of  the  more  prominent  men  identified  with 
the  wholesale  shoe  trade,  and  herewith  they  are  permitted  to 
speak  for  themselves 

A  member  of  one  of  the  newer,  or  rather  younger  houses, 
l>eing  presented  with  the  indictment  commonly  urged  against  the 
jobber,  was  asked  what  he  had  to  say  against  the  statement 
that  the  retailer  had  to  pay  the  manufacturer's  price  plus  a  hand- 
some percentage  for  handling,  and  why  it  should  not  be  more 
advantageous  to  him  to  purchase  direct  from  the  manufacturer, 
ai  d  so  forth. 

The  Risks  and  the  Losses. 

"First  of  all,"  said  the  jobber  in  question,  "as  to  the  middle- 
man's profit,  a  little  reflection  will  show  you  that  a  jobber  of 
any  standing  can  buy  goods  to  better  advantage  than  a  retailer, 
both  as  to  price  and  selection.  As  to  'handsome  profits'  all  of 
u ->  in  the  jobbing  trade  wish  the  pipe  dream  were  only  true. 
With  the  large  stocks  we  have  to  carry,  the  risks  we  undertake, 
ard  the  losses  we  make,  a  jobbing  concern  has  its  own  time 
keeping  the  margin  on  the  right  side.    It  is  only  by  doing  a 


large  business  on  a  close  margin  that  we  stand  any  chance  to 
pay  dividends.  You  may  be  sure  that  the  retailer  does  not 
buy  from  us  because  we  are  good  looking  or  are  on  the  same 
side  of  politics  or  religion.  It's  a  'show  down'  of  price,  and 
the  other  fellow  is  right  at  our  elbow.  It  is  only  by  our 
methods  of  buying  that  we  get  the  lead  on  the  manufacturer 
selling  the  retail  trade  with  regard  to  price.  We  buy  from 
specialists  in  their  particular  line,  who  ought  to  be  able  to  pro- 
duce the  goods  at  prices  that  cannot  be  touched  by  those  who 
make  everything  they  sell.  The  price  question,  as  I  say,  speaks 
for  itself.  That  we  sell  the  goods  is  the  answer  to  the  ridicu- 
lous claim  that  we  get  unusual  profits. 

What  the  Jobber  Supplies. 

"Now,  as  to  the  advantages  of  the  jobber  over  the  ordinary 
manufaoturer,  let  me  simply  say  that  the  answer  of  the  retail 
trade  is  complete  and  emphatic  in  the  fact  that  two-thirds  of 
the  stocks  you  will  find  in  the  best  shoe  establishments  in  the 
city  as  well  as  the  country  to-day  are  supplied  by  jobbing 
houses.  The  reasons  for  the  preponderance  of  trade  in  this 
direction  are  obvious.  The  jobber  carries  a  more  complete  stock 
and  can  always  'sort  up'  better  than  the  manufacturer,  who 
mostly  sells  only  on  order.  The  shoe  trade  to-day  is  like  the 
millinery  business,  only  more  so.  Styles  change  so  quickly  that 
the  man  who  sells  six  or  eight  months  ahead  is  up  against  it. 
Dealers  will  not  take  any  risk,  and  when  they  see  a  tendency 
in  a  certain  direction  and  want  goods  to  meet  it  they  fall  back 
on  the  jobber.  The  latter  has  to  watch  the  weather  signs  and 
jump  in  when  the  wind  blows  in  a  certain  direction  and  supply 
the  goods  somehow. 

Rush  Along  the  Goods  at  Once. 

"Taking  last  fall  as  an  example,  and  the  same  applies  to 
some  extent  this  season,  you  could  hardly  sell  hockey  boots,  the 
weather  was  so  open,  and  then  when  the  cold  spell  came  every- 
body wanted  this  class  of  goods  on  the  jump.  The  jobbing 
houses,  or  at  least  the  best  of  them,  were  in  a  position  to  meet 
the  demand  and  get  out  after  further  supplies,  while  the  or- 
dinary manufacturer  had  to  take  weeks  instead  of  days  to 
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satisfy  his  customers.  It  was  the  same  with  tan  goods  and 
button  shoes  last  spring.  Retailers  were  afraid  of  them  until 
March  opened  up  and  the  demand  came,  and  it  was  a  grand 
rush  for  this  class  of  stuff,  in  which  again  most  manufacturers 
fell  down,  while  the  jobbing  trade,  who  had  anticipated  the 
situation  somewhat,  were  able  to  meet  it.  The  jobber  to-day 
is  thinking  for  the  retailer  from  six  to  nine  months  ahead.  Has 
it  ever  occurred  to  you  the  advantage  it  must  be  to  a  retailer 
to  have  the  brains  of  fifty  manufacturers  engaged  in  his  ser- 
vice instead  of  three  or  four? 

Knows  Wants  of  the  Trade. 

"The  jobber  visits  the  various  manufacturers  of  special  lines 
and  from  his  knowledge  of  shoes  and  the  requirements  of  his 
customers  is  able  to  pick  out  of  sixty  or  seventy  sets  of  samples 
the  very  best  values  the  market  affords.  These  goods  are 
picked  for  their  selling  qualities,  not  on  account  of  f reakishness, 
and  with  a  view  to  affording  the  retailer  a  profit,  not  to  ex- 
ploit some  manufacturer's  name.  As  an  example,  let  me  say 
that  I  was  in  a  shoe  store  the  other  day  and  picked  up  a  well 
known  shoe  advertised  by  the  maker  and  asked  the  dealer  what 
he  sold  it  for.  I  was  told  he  got  $2.25  for  it  and  paid  the  manu- 
facturer $1.75.  I  picked  up  another,  which  our  concern  sold 
him,  and  which  was  quite  similar  in  style  and  asked  him  what 
he  got  for  it.  He  said  he  sold  it  for  the  same  price  as  the  other, 
although  he  only  paid  $1.50  for  it,  and  he  remarked  at  the  time 
that  he  could  not  keep  the  latter  shoe  in  stock  it  sold  out  so 
quickly.  His  reason  for  selling  the  first  shoe  was  that  he  had 
to  carry  this  line  and  one  or  two  others  because  he  liked  to 
have  a  few  specialties  to  show  fastidious  customers.  You  will 
find  this  the  case  all  along  the  line.  The  dealer  can  make  forty 
or  fifty  per  cent,  on  jobbers'  lines,  while  he  can  only  make 
twenty-five  or  thirty  on  the  specialties  he  buys  from  manufac- 
turers. Besides,  he  keeps  his  originality  in  the  former  case, 
while  he  is  working  for  the  manufacturer  in  the  latter.  The 
money  in  the  shoe  business,  mark  you,  is  in  the  everyday  hues, 
not  in  the  specialties,  and  if  we  jobbers  had  only  sand  enough 
to  keep  clear  of  frills  we  as  well  as  the  retailers  would  male 
more  money. 

His  Relations  to  the  City  Trade. 

"It  is  sometimes  urged  that  the  jobber  is  all  right  for  coun- 
try trade,  but  for  city  and  town  trade  he  is  out  of  it.  This 
would  amuse  some  of  our  city  customers  if  they  heard  it.  Why, 
we  are  selling  some  of  the  best  retailers  here  and  in  other  large 
places  almost  three-fourths  of  their  goods.  You  see  they  can 
buy  free  from  cares,  freight  and  cartage,  and  that  means  a  good 
deal  in  a  place  like  Toronto,  Montreal  or  Winnipeg. 

"Yes,  a  retailer  who  hitches  with  a  good  jobbing  house  has 
everything  in  his  favor.  He  gets  goods  when  he  wants  them 
and  he  wants  them.  His  thinking  as  to  changes  in  modes 
or  shapes  is  done  for  him,  as  I  have  already  said,  and  he  has 
the  satisfaction  of  knowing  that  prices  have  been  hammered 
down  to  the  lowest  point  compatible  with  quality.  This  talk  of 
jobbers  crowding  the  manufacturers  who  make  for  them  on 
quality  is  the  merest  rubbish.  The  jobber  watches  the  game  too 
closely  to  be  fooled  with  any  of  the  tricks  of  the  trade.  He 
hands  over  to  the  dealer  a  guarantee  of  value  when  he  hands  him 
the  goods.  No,  the  jobber  has  become  the  advance  courier  of 
the  retailer." 

Wholesale  Distributor  is  Necessary. 

Said  one  of  the  oldest  members  of  the  jobbing  trade,  when 
asked  for  reasons  why  the  jobber  should  not  "go" :  "Condi- 
tions are  such  to-day  that  the  wholesale  distributor  is  essential 
to  the  retail  trade.  Shoes  to-day  are  bought  with  a  certain 
retail  selling  price  in  view.  The  jobbers'  business  is  to  procure 
the  goods  that  will  yield  the  best  profit  at  this  fixed  price.  For 
instance,  the  dealer  insists  on  a  shoe  to  sell  at  $1.50  and  the 
jobber  must  provide  it  at  a  figure  that  will  give  the  retailer  a 
good  margin.     By  constant  hammering  at  prices  and  picking 


out  the  best  lines,  or  at  least  those  that  certain  manufacturers 
out  of  fifty  or  sixty  can  produce  the  most  effectively  and  econ- 
omically, the  retailer  has  the  benefit  of  prices  and  goods  such 
as  could  not  be  possible  were  he  to  buy  from  two  or  three  manu- 
facturers direct.  Then  with  conditions  as  they  are,  the  whole- 
saler must  carry  large  and  varied  stocks  and  be  prepared  not 
only  to  supply  regular  goods  on  short  notice,  but  to  meet  emer- 
gencies. 

A  Little  Analysis  of  Reports. 

"As  to  the  jobber's  profit,  which  does  not  average  more 
than  fifteen  per  cent,  on  his  selling  price,  at  the  outside,  this 
does  not  begin  to  represent  the  difference  in  cost  of  any  manu- 
facturer who  does  business  in  the  same  way  as  the  jobber. 
There  is  five  per  cent,  for  selling,  for  instance;  another  five 
for  interest,  depreciation  and  warehouse  cost;  and  more  than 
another  five  per  cent  in  the  extra  cost  of  manufacturing  in  small 
lots.  The  manufacturer  who  makes  for  the  jobber  gets  his  or- 
ders in  at  least  sixty  pair  lots,  while  the  ordinary  manufacturer 
puts  through  goods  in  twelve  pair  lots  and  less  as  a  rule.  Will 
anybody  claim  that  in  the  tremendous  increase  in  detail  thus 
involved,  as  well  as  the  changes  from  one  class  of  shoe  to  an- 
other, there  is  not  a  marked  disadvantage.  A  dealer  cannot  buy 
two  or  three  grades  of  the  same  shoe  from  an  ordinary  manu- 
facturer either,  while  through  the  jobber  he  can  vary  his  pur- 
chases almost  ad  libitum.  The  only  manufacturers  who  can 
at  all  compete  with  the  jobber  are  those  which  are  quite  as  much 
jobbers  as  manufacturers. 

"A  curious  condition  of  affairs  is  shown  in  almost  every 
case  of  insolvency  in  the  shoe  trade.  You  will  find  the  stock  in 
hand  consists  largely  of  the  lines  of  individual  manufacturers, 
while  the  general  lines,  such  as  sold  by  jobbers,  are  usually  well 
cleared  out.  This  demonstrates  two  points.  First,  that  the  lines 
sold  by  jobbers  are  the  most  salable  and,  therefore  ,the  most 
profitable,  and  secondly,  that  the  jobber  has,  in  spite  of  all,  to 
bear  an  unwarranted  share  of  the  financial  burden  in  connec- 
tion with  every  retail  shoe  establishment. 

Treatment  Not  Always  Considerate. 

"The  day  for  supply  houses  is  past  and  the  retailer  as  a 
whole  is  more  independent  and  in  fact  in  many  cases  quite  too 
independent.  In  spite  of  the  fact  that  we  practically  carry  stock 
for  him  all  the  year  round  to  an  extent  that  would  not  be 
dreamed  of  thirty  years  ago,  he  .treats  us  often  most  carelessly 
as  to  his  obligations  and  even  as  to  goods.  We  do  not  get  a 
fair  chance  for  all  the  advantages  we  offer.  He  will  give  a 
manufacturer  six  and  nine  months  to  make  up  the  lines  he 
buys  from  him,  and  wants  to  buy  our  goods  in  a  hand-to-mouth 
fashion,  expecting  us  to  be  ready  at  a  moment's  notice  to  step 
in  and  supply  his  needs,  even  when  of  the  most  unreasonable 
nature.  The  jobbing  business  is  a  most  precarious  one,  and 
money  can  only  be  made  in  it  by  the  most  assiduous  attention 
to  details.  For  the  last  fifteen  years  there  has  been  an  aver- 
age of  a  failure  a  year  in  this  section  of  the  trade,  an  indica- 
tion of  the  extreme  difficulty  of  meeting  the  pressure  from  all 
sides  of  modern  wholesale  shoe  selling." 

Can  You  Show  a  Better  Way? 

"The  way  I  look  at  this  question  is  this,"  said  another  of 
the  largest  jobbers  in  the  West :  "If  anyone  can  show  me  a  bet- 
ter and  more  economical  way  of  distributing  shoes  than  through 
the  jobber,  I  will  give  it  my  endorsement.  As  it  is,  the  jobber 
is  the  expert  buyer  for  the  retailer.  How  could  a  retailer  carry 
in  his  mind  all  the  points  of  forty  or  fifty  sets  of  samples  when 
starting  to  buy  if  only  manufacturers  were  available?  The 
jobber  does  all  this  memorizing  and  selecting  for  him.  He  first 
of  all  picks  out  the  lines  he  knows  will  suit  the  retail  trade 
best.  These  are  again  sifted  in  a  conference  of  the  jobber  with 
his  travelers,  and  once  more  the  retailer  is  called  on  to  elimin- 
ate further  'undesirables.'  The  process  of  selection  makes  buy- 
(Continued  on  page  47) 


THE 

PRIZE  WINNERS  FOR 

NOVEMBER 

1. 

E.  H. 

PITTMAN,  Ottawa,  Ont. 

2. 

R.  A. 

SHELLY,  Calgary,  Alta. 

3. 

WM. 

McKENZIE,  Sydney,  C.B. 

4. 

Miss 

ANNIE  C.  YOUNG,  Halifax,  N.S. 

A  CHANCE  REMARK  TURNED  TO  GOOD  ACCOUNT. 

(E.  H.  Pittman.  Ottawa,  Ont.) 
A  man  who  had  been  working  in  one  of  the  factories  about 
the  city  came  in  the  other  evening  shortly  before  six  o'clock. 
He  was  accompanied  by  his  son,  for  whom  he  wanted  stout 
school  boots.  He  bought  a  pair  of  boy's,  size  3,  and  paid  $2.50 
for  them.  The  lad  was  delighted  with  the  shoes,  and  inciden- 
tally remarked  that  his  father  was  going  up  the  Gatineau  to 
spend  the  winter  in  a  lumber  camp,  and  that  he  would  not  see 
him  until  spring.  I  engaged  the  parent  in  conversation  and 
asked  him  how  he  was  provided  with  footwear  for  the  shanties. 
He  said  that  he  intended  getting  larrigans  up  at  Gracefield. 
Xow,  we  handle  a  very  good  line  of  oil  tan,  soft  grain  leather, 
hand-sewn,  with  solid  leather  sole.  I  showed  him  a  shoepack 
with  fourteen-inch  leg,  which  he  did  not  think  was  high  enough. 
Next  I  brought  out  one  with  a  seventeen-inch  leg,  which  I  im- 
pressed upon  him  was  good  value.  It  appealed  to  him,  but  he 
remarked  that  he  thought  he  could  get  the  same  thing  "up  the 
line."  I  said  this  was  a  pack  that  was  warranted  in  every 
particular,  that  it  would  last  him  all  winter,  stand  any  amount 
of  hard,  rough  usage,  and  would  keep  his  feet  dry  and  warm. 
It  was  hand-sewn  throughout  and  warranted  in  every  particu- 
lar. He  inquired  the  price  and  I  told  him  six  dollars.  He  said 
that  was  more  than  he  cared  to  go  and  he  thought  that  four 
dollars  was  enough.  I  again  entered  upon  an  elaboration  of 
the  various  good  points,  and  said  that  we  could  give  him  a 
cheaper  article,  but  that  I  could  not  recommend  it.  He  con- 
sented  to  try  them  on  and  finally  remarked  that  he  guessed 
I  had  won  him  over,  and  that  he  might  as  well  take  the  pair. 
I  next  inquired  about  sox,  and  told  him  that  we  had  a  superior 
line  of  heavy  wool  which  were  selling  at  three  pairs  for  a  dol- 
lar. I  prevailed  upon  him  to  take  half  a  dozen  pairs.  He  then 
left,  after  handing  mc  ten  dollars  and  fifty  cents,  whereas  he 
came  in  merely  to  get  a  pair  of  shoes  for  his  boy.  If  I  had  not 
converted  the  chance  remark  of  the  son  about  "daddy  going 
to  the  woods"  to  good  account,  I  would  have  got  only  $2.50 
from  my  caller. 


A  PERSONAL  INTEREST  IN  FOOT  TROUBLES. 

(R.  A.  Shelly,  Calgary,  Alta.) 

A  farmer,  who  resides  about  ten  miles  out  of  the  city,  and 
whom  I  had  occasionally  seen  on  the  streets,  came  in  the  other 
day  and  asked  for  a  pair  of  shoe  laces.  I  sold  him  a  pair  for 
five  cents.  During  a  conversation  he  informed  me  that  he  had 
trouble  with  his  feet  of  late.  They  appeared  to  be  "giving  out 
on  him,  and  ached  and  pained  him  terribly  at  times."  I  imme- 
diately became  interested  and  asked  if  he  would  mind  removing 
his  shoe,  which  he  did.  I  examined  his  foot  and  found  that 
he  was  evidently  suffering  from  a  broken  down  arch.  I  then 
inquired  why  he  did  not  wear  an  arch  support.  I  told  him 
that  it  would  give  him  great  comfort  and  satisfaction.  He 
said  that  he  did  not  believe  that  would  afford  him  any  relief, 


but  I  told  him  that  others — mentioning  two  or  three  neighbors 
to  whom  we  had  sold  them — had  found  them  excellent.  He 
became  attentive.  I  prevailed  upon  him  to  take  a  pair,  but  I 
first  fitted  them  into  a  strong  kip  working  shoe,  which  we  sell 
at  three  dollars,  telling  him  that  it  would  be  as  well  to  start 
wearing  the  support  in  a  new  boot.  He  agreed  that  it  was  only 
fair  to  give  "that  contrapation,"  as  he  called  it,  a  reasonable 
chance.  I  charged  him  two  dollars  far  the  supports,  and  thus 
secured  $5.05  from  him,  and  yet  he  had  come  in  for  only  a  pair 
of  laces.  Two  weeks  later  he  was  in  the  city  and  again  entered 
the  store.  I  inquired  how  the  supports  were  working,  and  he 
informed  me  that  he  had  had  no  trouble  since.  He  remarked 
khat  he  required  some  "Sunday-go-to-meeting"  shoes,  and  I 
sold  him  a  pair  of  vici  kid  blucher  at  five  dollars.  I  asked  him 
if  he  had  ever  used  a  pair  of  shoe  trees.  He  jocularly  remarked 
that  he  had  plenty  of  firewood  at  home,  but  I  saw  that  he  was 
curious  to  know  just  what  they  were.  I  produced  a  pair  and 
explained  how  they  would  keep  his  Sunday  shoes  in  shape,  that 
they  would  last  him  a  lifetime  and  add  to  the  wear  and  appear- 
ance of  the  shoe,  especially  if  he  happened  to  get  them  wet. 
He  inquired  the  price  and  I  informed  him  one  dollar.  He  said 
that  was  not  much  to  pay  for  a  "thing  that  would  last  for- 
ever," and  to  which  there  was  no  wear-out.  I  thus  secured  six 
dollars  more  from  my  rural  friend.  I  attribute  these  sales  to 
the  fact  that  I  took  a  personal  interest  in  the  pedal  complaint 
of  my  customer  and  won  his  confidence. 


TALK  ON  QUALITY  WON  HIM  BACK. 

(Wm.  McKenzie,  Sydney,  C.B.) 

The  other  night  a  miner  entered  the  store  and  asked  for 
a  pair  of  men's  rubbers.  I  immediately  got  busy  and  displayed 
the  different  styles.  He  asked  the  prices,  and,  on  my  telling  him, 
he  started  for  the  door,  saying  that  they  were  too  high.  "I  can 
buy  them  cheaper  than  that,"  he  added.  I  saw  that  I  had  my 
work  cut  out  if  I  wanted  to  make  a  sale,  so  I  explained  to  him 
the  good  qualities  of  the  rubbers  and  the  splendid  results 
that  we  had  had  from  them.  I  asked  him  to  let  me  fit  him,  and 
I  sold  him  a  pair  at  one  dollar.  Now,  while  I  was  fitting  him 
I  noticed  that  his  boots  were  old  and  that  the  rubbers  would 
not  last  long  over  them.  I  showed  him  a  number  of  pairs,  one 
a  box  kip  at  $2.50.  He  looked  the  boot  over,  tried  it  on,  and 
it  fitted  him  perfectly.  He  decided  to  take  the  pair.  After 
wrapping  the  boots  and  the  rubbers  up,  he  started  for  the  door. 
Near  the  front  of  the  premises  we  had  some  misses'  shoes,  which 
we  were  clearing  out  at  97  cents.  I  explained  that  they  were 
a  special  line  which  we  had  secured  at  a  favorable  reduction, 
and  were  really  fine  value  for  the  money.  He  said,  "I  will 
take  a  pair  for  my  little  girl."  I  inquired  if  he  would  not  like 
a  pair  of  rubbers  to  fit  them,  and  he  said  "Yes,  I  think  that  I 
will."  Altogether  I  disposed  of  goods  to  the  extent  of  over  $5, 
whereas  I  would  have  sold  only  a  pair  of  rubbers  if  I  had  not 
shown  him  the  other  lines  and  used  a  little  selling  talk  and 
foresight. 
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ATTENTION  AND  GOOD  SERVICE  COUNT. 

(Annie  C.  Young,  Halifax,  N.S.) 
I  had  an  experience  yesterday  afternoon  with  an  old  lady. 
She  was  very  stout  and  crippled  with  rheumatism.  I  approached 
her  as  soon  as  she  entered,  with  a  polite  "Good  afternoon." 
She  asked  to  see  some  overshoes  to  go  over  size  6  boot.  I  asked 
her  to  be  seated  while  I  got  the  different  kinds  we  had  in  stock. 
After  trying  them  all  none  would  fit.  She  was  very  fussy,  but  I 
knew  we  must  have  something  to  fit  her  in  the  line.  I  then 
decided  to  try  a  gentleman's  overshoe  on  size  7.  It  fitted  her, 
but  she  said  it  was  a  little  too  heavy-  I  said,  "Yes,  perhaps  it 
is  a  little  too  heavy  with  a  boot,  but  if  you  wore  a  light  slipper 
inside  I  am  sure  you  would  find  it  very  comfortable."  She  did 
not  answer,  but  I  got  a  common  sense  slipper  and  tried  it  on  her. 
It  fitted  to  perfection.  I  then  put  the  overshoe  on,  and  she  was 
so  pleased  that  she  asked  me  to  put  the  other  one  on,  remark- 
ing she  would  wear  them  home.  She  came  in  for  overshoes 
only,  but  I  sold  her  overshoes  and  slippers.  She  asked  me  how 
much  they  were.  I  told  her  three  dollars,  which  she  willingly 
paid.  She  thanked  me  for  my  attention  and  good  service  and 
observed  that  in  some  stores  the  clerks  were  not  very  nice  to 
her.  She  said  that  she  would  be  in  again  and  would  also  tell 
her  sister  to  come.  I  was  more  than  pleased  that  I  had  grati- 
fied her,  and  knew  that  she  would  send  her  friends  to  the 
store. 

Send  Along  Your  Stunts. 

The  salesmanship  contest  among  retail  shoe  clerks,  conducted 
each  month  by  the  Shoe  ane  Leather  Journal,  continues  to 
arouse  much  interest.  The  winners  in  the  November  contest 
are  sales  people  who  previously  have  not  captured  a  prize,  and 
the  examples  of  good  merchandizing  ability,  tact  and  judgment, 
which  they  have  displayed,  should  prove  an  incentive  to  others, 
who  have  not  yet  forwarded  an  experience,  to  do  so.  We  do 
not  ask  for  a  literary  effort,  nor  are  contributors  arbitrarily  lim- 
ited to  so  many  words.  No  doubt  you  have  been  satisfied  or 
highly  pleased  with  some  clever  or  unexpected  footwear  trans- 
action that  you  have  closed,  and  we  especially  invite  those  who 
have  not  yet  carried  off  an  award  to  forward  an  experience. 
The  sale  that  you  have  made  under  trying  conditions,  excep- 
tional circumstances,  or  in  the  face  of  seeming  defeat,  opposi- 
tion or  prejudice— why  not  sit  down  and  tell  us  about  it? 
Others  would  like  to  hear  from  you  and  your  words  may  prove 
a  stimulus  to  those  who  have  like  trials,  but  perhaps  have  not 
succeeded  in  effecting  a  sale. 

The  cash  prizes  are  worth  striving  for:  1st,  $5;  2nd,  $3; 
3rd,  $2;  4th,  $1.50.  In  addition  $1  will  be  paid  for  every  selling 
stunt  that  is  considered  worthy  of  publication.  Those  who 
have  not  yet  won  in  the  competition,  take  a  few  minutes  and 
send  in  your  experiences.  The  December  competition  will  close 
on  the  20th  instant. 


The  Value  of  Coming  Together 

The  shoe  retailers  in  Montreal,  London,  Kingston  and  other 
Canadian  cities  have  lively  local  associations.  They  believe  that 
it  pays  to  "get  together,"  and  good  results  are  being  accomplished. 
It  pays  for  competitors  to  get  well  acquainted.  If  you  do  not 
know  "your  opposition"  personally— and  by  this  is  meant  a  more 
intimate  knowledge  of  him  than  can  be  secured  by  a  mere  speak- 
ing acquaintance— don't  condemn  him  untried  until  you  really 
know  he  has  done  something  underhanded  or  is  wilfully  guilty 
of  breaking  an  agreement. 

Give  him  a  show— the  same  show  you  would  desire  were  the 
conditions  reversed.  Go  to  him  frankly  and  honestly,  and  talk 
the  situation  over  with  him.  If  you  approach  him  in  a  fair  and 
honest  spirit,  he  will  very  likely  reciprocate.  Perhaps  he  has  had 
the  same  prejudiced  view  of  you,  as  is  the  case  vice  versa.  If 
so,  he  will  likely  thaw  out,  and  you  both  will  be  everlasting 


gainers.  Put  your  pride  in  your  pocket  for  once.  If  he  will 
not  reciprocate,  at  least  you  will  have  confirmed  your  suspicions, 
and  that  alone  is  worth  the  effort. 

Two  heads  are  better  than  one,  and  half  a  dozen  heads  are 
better  than  two.  Getting  together  to  talk  over  the  local  shoe 
situation  and  the  problems  relative  thereto,  does  not  mean  the 
giving  away  of  inside  information,  either  of  a  manufacturing, 
accounting  or  selling  nature.  But  it  does  mean  thorough  dis- 
cussion and  an  elimination  of  wasteful  and  unprofitable  methods 
that  are  the  result  of  cut-throat  and  spiteful  competition.  Whe- 
ther this  is  done  through  a  regularly  organized  association  or 
through  informal  action  matters  little.    It  is  results  that  count. 

What  is  the  situation  in  your  town?  When  you  have  care- 
fully thought  it  out,  go  and  talk  it  over  in  a  friendly  manner 
with  your  competitor.    "Get  together." 


They  Think  They  Can  Play  Golf 

Harry  Dale  McKellar,  a  prominent  shoe  manufacturer  of 
Berlin,  is  a  noted  golfer,  and  identified  with  a  number  of  pros- 
perous concerns  in  that  town.  His  companion  on  the  right  is  H. 
E.  Wettlaufer,  traveler  of  Charles  A.  Ahrens  &  Co,  Berlin,  shoe 


manufacturers,  Berlin.  They  are  in  front  of  the  Grand  River 
Country  Club  about  to  sally  forth  as  rivals  on  the  links.  They 
make  a  practice  of  going  around  the  course  now  and  then  to 
reduce  weight,  as  they  are  not  desirous  of  winning  all  the  prizes 
in  every  fat  man's  competition  or  race  and  prefer  to  belong  to 
the  lean  and  hungry  variety  of  mankind. 


Is  the  Jobber  Necessary  in  Shoe  Trade? 

{Continued  page  from  45) 
mg  extremely  simple.  The  jobber  is  more  in  touch  with  selling 
qualities  than  the  individual  retailer  can  possibly  be,  and  his 
assistance  thus  saves  the  retailer  time  and  anxiety  as  well  as 
expense.  The  ability  of  a  jobber  of  standing  to  buy  could  not 
be  touched  in  any  sense  by  even  the  best  retailers,  as  the  former 
buys  in  such  large  quantities.  But  have  you  ever  thought  of 
the  economic  value  of  the  jobber  in  killing  off  freaks  and 
abnormalities  in  footwear?  The  jobber  keeps  in  view  from 
first  to  last  the  selling  points  of  the  shoe,  and  it  is  his  policy, 
in  the  interests  of  the  dealer  as  well  as  his  own,  to  keep  down 
the  number  of  lines  and  keep  out  everything  that  has  any  ten- 
dency towards  hesitancy  in  moving.  The  amount  saved  to  the 
entire  shoe  trade  by  this  weeding  out  process  is  simply  enor- 
mous. The  samples  as  they  are  placed  before  the  retailer  con- 
stitute the  'final  analysis,'  the  'ultimate  efficiency'  of  footwear 
possibilities  for  the  particular  season.  The  question  as  1  see 
it  is:  How  could  the  retail  trade  possibly  do  without  the  jobber 
with  the  conditions  that  obtain  in  the  shoe  trade  to-day?" 
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Some  Things  the  Trade  Like  to  Read  About 

Newsy  Jottings  and  Topics  from  Various  Centres  on  What  the  Shoe  and  Leather  Interests  Have  Been  Doing 

During  the  Past  Two  Weeks — Thoughts  and  Movements. 


The  shoe  stock  of  S.  Milette,  Montreal, 
has  been  sold. 

The  Hercule  Shoe  Company,  of  Mont- 
real, have  dissolved  partnership. 

Desautel,  Annabel  &  Co.,  of  Montreal, 
manufacturers  of  shoes,  have  registered. 

Larose,  Ulis  &  Co.,  Montreal,  dealers  in 
shoes,  have  registered  in  Quebec. 

Barnet  Karasinsky,  of  Montreal,  shoe  re- 
tailer,' is  offering  to  compromise. 

A.  L.  Poirier,  shoe  jobber,  Levis,  Que., 
has  made  an  assignment. 

The  Rock  Shoe  Manufacturing  Co.,  of 
Montreal,  has  been  registered. 

J.  A.  Moore,  of  Souris,  has  sold  his  boot 
and  shoe  business  to  Frank  Stockton  and 
Eli  Collier. 

Wm.  A.  Marsh,  shoe  manufacturer,  ot 
Quebec,  was  in  Toronto  and  Hamilton  las- 
week  on  business. 

Murray  and  Co.,  dealers  in  harness, 
Winnipeg,  have  dissolved.  John  Murray 
is  continuing  the  business. 

J.  B.  Blouin,  Limited,  shoe  manufac- 
turers, Xotre  Dame  de  la  Victoire,  Quebec, 
capital  $100,000,  have  been  incorporated. 

George  G.  Lennox,  wholesale  boot  and 
shoe  jobber,  of  Winnipeg,  was  in  Toronto 
last  week  on  his  way  east. 

E.  E.  Code,  manager  of  the  Ottawa 
branch  of  the  Kaufman  Rubber  Co.,  was  in 
Toronto  and  Berlin  last  week  on  business. 

F.  A.  Guinivan,  of  the  new  Walk-Over 
shoe  store,  Montreal,  wa=  in  Boston  ia> 
week  on  business. 

M.  C.  Mullarky.  manager  for  the  W.  A 
Marsh  Co.,  Western,  Limite.l  Winnipeg, 
was  in  Toronto  last  week  on  business. 

Aid.  James  Robinson,  of  Montreal,  pre- 
sident of  the  Independent  Rubber  Co.,  was 
in  Toronto  last  week  for  several  days  call- 
ing on  his  many  friends  in  the  trade. 

A.  L.  Johnston,  of  Winnipeg,  Western 
manager  for  Ames,  Holden,  McCready, 
Limited,  was  in  Ottawa,  Montreal  and  other 
cities  last  week. 

John  Smith,  representing  D.  D.  Haw- 
thorne &  Co.,  Toronto,  has  returned  from 
a  successful  business  trip  through  the 
prairie  provinces  as  far  as  the  coast. 

Harry  D.  McKellar,  of  the  Berlin  Felt 
Shoe  Company,  Berlin,  has  returned  from 
a  business  trip  to  Winnipeg  and  other 
points  in  the  West. 

H.  Devor,  shoe  merchant,  St.  Cathar- 
ines, has  moved  from  the  east  end  of  St. 
Paul  Street  to  a  more  prominent  stand 
in  the  business  section  of  the  city. 

YY.  G.  Hardie  has  returned  from  a  three- 
months'  trip  throughout  Western  Canada 
in  the  interest  of  the  Minister,  Myles  Shoe 
Co.  of  Toronto. 

Peter  A.  Doig,  of  Kirvan-Doig,  Limited, 
Montreal,  was  in  Toronto  for  a  few  days 
last  week.  He  reports  that  business  with 
his  firm  is  booming. 

George  Cain,  general  sales  manager  for 
the  Miner  Rubber  Co.,  who  recently  estab- 
lished a  branch  office  and  warehouse  at 
93-99  Spadina  Avenue,  Toronto,  spent  a 
few  days  in  Montreal  last  week  on  busi- 
ness. 

Fred  Jones,  an  employe  in  the  J.  W. 


Hewetson  Co.'s  shoe  factory,  Toronto,  quit 
work  one  afternoon  recently,  remarking 
that  he  did  not  feel  well  and  would  go 
home.  While  talking  in  the  kitchen  of  his 
boarding  house,  he  fell  over  and  expired. 

Peter  B.  Wallace  &  Son,  who  have  been 
in  the  leather  and  shoe  findings  business 
for  the  past  two  years,  at  Harriston,  Out., 
have  removed  to  Toronto  and  have  secured 
a  warehouse  at  188  Adelaide  Street  West. 
Both  members  of  the  firm  are  favorably 
known  to  the  trade. 

The  offices  of  the  Relindo  Shoe  Co.,  To- 
ronto, are  being  moved  to  the  sixth  floor 
of  the  present  building  occupied  by  the 
company  at  126  Wellington  Street  West, 
where  they  will  be  adjacent  to  the  factory 
offices.  The  new  quarters  have  an  abun- 
dance of  light  and  are  admirably  fitted  up. 
The  staff  will  be  very  comfortable  in  their 
well  appointed  apartments. 

Geo.  A.  Slater  was  the  host  at  a  most 
enjoyable  hunting  party  in  the  Laurentian 
Mountains  recently.  Among  others  pre- 
sent, were  Geo.  Q.  Clifford,  of  the  Belcher 
Last  Co.,  Boston,  and  Mr.  Eaman,  of  the 
Barnett  Leather  Co.,  of  the  same  place. 
All  report  an  exceedingly  enjoyable  trip, 
though  modesty  forbids  a  mention  of  the 
number  of  wild  animals  that  fell  before 
the  prowess  of  the  huntsmen. 

The  Dominion  Commercial  Travelers' 
Association  will  hold  their  annual  dinner 
at  the  Windsor  Hotel,  Montreal,  on  Mon- 
day evening,  December  18th.  Invitations 
have  been  issued  which  include  His  Royal 
Highness,  the  Governor-General,  Premier 
Borden  and  members  of  his  cabinet,  Rt. 
Hon.  Sir  Wilfrid  Laurier,  Sir  Lomer 
Gouin,  Mr.  Henri  Bourassa,  the  presidents 
of  railways,  the  Board  of  Trade  and  sister 
associations. 

J.  Eveleigh  &  Co.,  Montreal,  issued  an  ex- 
ceedingly handsome  and  artistic  special 
catalogue,  illustrating  and  describing  their 
fitted  bags  and  suitcases,  which  is  of  de- 
cided interest  to  the  trade.  As  this  is  the 
season  of  the  year  when  so  many  of 
these  articles  are  purchased  for  Christmas 
gifts,  every  shoe  man  handling  leather 
goods  should  have  a  copy  of  this  cata- 
logue for  reference.  A  full  description  of 
the  various  lines  of  fitted  goods  carried  by 
the  firm  will  be  found  therein. 

The  Brandon  Shoe  Company,  of  Brant- 
ford,  are  this  week  celebrating  their  second 
anniversary  in  their  present  factory.  The 
first  brick  was  laid  in  the  new  structure 
on  December  6th,  1909,  and  so  rapid  was 
the  progress  that  the  cutting  of  shoes  was 
begun  on  January  15th,  1910,  while  the  first 
shipment  was  made  on  February  25th. 
Since  then  the  factory  has  been  constantly 
busy  and  its  men's  welts  have  found  a 
ready  sale  in  all  the  principal  centres.  The 
output  at  present  is  over  2,100  pairs  a 
week.  Next  spring  it  is  proposed  to  build 
a  two-storey  addition  to  the  premises  in 
order  to  take  care  of  increasing  business. 

Frank  E.  Rousseau,  who  has  been  in  the 
hospital  at  Wingham  ever  since  he  met  with 
a  sad  accident  at  Blyth  some  weeks  ago, 
is  progressing  favorably,  and  expects  to 
be  able  to  leave  the  institution  in  a  few 
days.  He  hopes  to  spend  Christmas  with 
his  mother  in  Hamilton.  Mr.  Rousseau 
expects  to  resume  his  position  on  the  road 


with  the  Relindo  Shoe  Co.,  Toronto,  and 
cover  his  old  ground  in  Western  Ontario 
early  in  the  spring.  It  is  believed 
that  he  will  be  able  to  get  around  with 
cork  limbs,  and  he  is  looking  forward  con- 
fidently to  meeting  his  many  old  friends 
of  the  trade. 

George  R.  Taylor,  of  Crystal  City,  Man., 
wiho  has  for  a  number  of  years  carried  on 
a  hardware  business,  has  purchased  the 
trunk  and  leather  goods  manufacturing  es- 
tablishment formerly  conducted  by  G.  A. 
Eastman,  comer  Young  and  Portage  Ave., 
Winnipeg.  Although  the  sale  took  place 
some  days  ago.  Mr.  Taylor  has  up  to  the 
present  been  busily  engaged  in  the  trans- 
fer of  his  business  in  Crystal  City  to  Mr. 
Steacy,  on  the  completion  of  which  he  will 
devote  his  whole  time  to  the  manufactur- 
ing business  with  which  he  has  now  iden- 
tified himself. 

A  meeting  of  the  creditors  of  H.  M.  Gar- 
vie,  shoe  retailer,  of  Renfrew,  Ont.,  who 
made  an  assignment  a  few  days  ago,  was 
held  on  November  25th.  The  liabilities  are 
about  $7,800,  and  the  assets  $6,200.  A.  W 
Ault,  of  Ottawa,  and  Wm.  Garside,  of  To- 
ronto were  appointed  inspectors,  and  the 
disposition  of  the  estate  is  in  their  hands. 
Tenders  for  the  stock  will  be  received  up 
to  December  8th.  The  assignee  is  Osier 
Wade.  Toronto.  The  principal  creditors 
•aire  Toronto  and  Montreal  jobbing  houses. 
Garvie  ran  a  shoe  repairing  business  for 
.some  years,  and  about  eighteen  months 
ago  embarked  in  the  retail  line. 

John  Ritchie,  of  the  John  Ritchie  Co.  of 
Quebec,  was  in  Toronto  last  week  for  a 
few  days.  He  states  that  shoe  conditions 
are  favorable  in  Quebec,  and  that  the  gen- 
eral relations  of  manufacturers  with  the 
labor  element  are  more  satisfactory  than 
they  have  been  for  some  time  past.  Mr. 
Ritchie,  when  asked  about  the  report  pub- 
lished in  certain  Eastern  papers  that  trouble 
was  brewing,  said  that  so  far  as  he  knew 
the  rumor  was  totally  unfounded.  The 
Board  of  Conciliation  had  done  good  work, 
and  during  the  past  year  only  five  matters 
had  gone  to  arbitration.  In  each  case  the 
award  had  been  abided  by. 

In  the  recent  elections  of  the  executive 
members  of  the  Ontario  Hockey  Associa- 
tion, James  T.  Sutherland,  manager  of 
the  Frontenacs,  the  champion  hockey  aggre- 
gation of  Kingston,  was  successful.  This 
will  make  his  second  year  on  the  execu- 
tive. Mr.  Sutherland  is  a  traveler  for  the 
Cook-Fitzgerald  Co.,  of  London,  and  makes 
an  efficient  representative  on  the  O.  H.  A., 
the  president  of  which  is  H.  E.  Wettlaufer, 
traveler  for  Charles  A.  Ahrens  and  Co., 
of  Berlin,  while  the  second  vice-president 
is  Kenneth  W.  Casselman,  shoe  retailer, 
of  London.  With  three  representatives  of 
the  footwear  trade  so  prominently  iden- 
tified with  the  offices  of  the  organization, 
the  success  of  the  O.  H.  A.  is  this  season 
assured. 

The  annual  regimental  banquet  and 
presentation  of  prizes  of  the  19th  Regi- 
ment, St.  Catharines,  Ontario,  took  place 
last  week.  During  the  past  season  the 
corps  has  reached  the  highest  state  of  effi- 
ciency under  the  command  of  Lt.-Col.  Bur- 
leigh, the  commanding  officer,  who  is  just 
completing  his  first  year's  tenure  of  office. 
A  despatch  from  St.  Catharines  states  that 
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he  has  won  the  hearts  of  all,  and  this  fact 
was  attested  by  the  warm  eulogies  poured 
out  by  every  officer,  whose  voice  was  heard 
at  the  function,  while  the  men  lost  no  op- 
portunity to  second  the  sentiments.  Two 
new  companies  have  recently  been  added 
to  the  regiment.  Col.  Burleigh  is  senior 
partner  of  the  retail  shoe  firm  of  Burleigh 
and  Donnelly,  St.  Catharines,  and  is  a 
successful  business  man.  One  of  the  most 
popular  officers  of  the  corps  is  Major  F. 
C.  McCordick,  who  is  in  the  tanning  busi- 
ness. The  shoe  and  leather  interests  are 
ably  represented  in  the  militia  of  St.  Kitts. 

Only  Paper  Between  the  Soles. 

After  a  trip  from  Russia,  Jan  Ragowsky, 
formerly  an  orderly  in  a  charitable  institu- 
tion, in  New  York,  caused  the  arrest  re- 
cently of  two  men  whom  he  charged  with 
stealing  $400  that  he  supposed  had  been 
sewn  between  the  inner  and  outsole  of 
a  specially-made  shoe,  for  safe  keeping 
when  he  left  New  York  two  months  ago 
to  visit  his  home.  While  the  shoemaker 
was  supposedly  sewing  the  money  between 
the  soles  the  other  man  kept  his  attention 
distracted,  and  when  he  reached  Warsaw 
he  claims  there  was  only  a  wad  of  paper 
in  the  shoe. 

How  to  Button  a  Shoe. 

A  button  shoe  should  never  be  buttoned 
single-handed.  The  button  should  be 
brought  close  to  the  hole  with  the  hook, 
then  the  other  hand  used  to  bring  them 
together  before  the  hook  is  turned,  thus 
relieving  the  strain  on  the  cloth.  Other- 
wise each  buttonhole  is  pried  over  the 
button,  stretching  the  material  and  tearing 
the  hole.  There  is  a  great  deal  of  leverage 
exercised  by  the  button-hook  each  time  the 
hole  is  pulled  over  the  button,  and  the  cloth 
or  satin  top  is  not  strong  enough  Jo  with- 
stand the  strain  without  "giving." 

Inquiry  Will  Open  at  Once. 

Hon.  T.  W.  Crothers,  Canadian  Min- 
ister of  Labor,  has  given  instructions  that 
the  investigation  into  the  operations  of  the 
United  Shoe  Machinery  Manufacturing- 
Company  shall  proceed  in  Montreal  on 
December  4.  It  may  be  remembered  that 
when  Hon.'  Mackenzie  King  instituted  the 
proceedings  under  the  Combines  Investiga- 
tion Act,  the  company  intervened  with  legal 
objections,  which  were  carried  to  the  Judi- 
cial Committee  of  the  Privy  Council,  which 
decided  that  the  law  was  constitutional, 
and  thereupon  the  courts  ordered  the  case 
to  proceed.  The  order  of  the  new  min- 
ister evidences  his  determination  to  make 
his  department  effective.  The  proceed- 
ings will  be  largely  a  test  case,  being  the 
first  under  the  new  Act,  and  may  form  a 
precedent   for   other   similar  actions. 

Good  Season  for  Leggings. 

The  season  for  selling  leggings,  ankle 
supports  and  moccasins,  is  at  hand,  and  the 
prospects  of  dealers  doing  a  heavy  winter 
trade  in  these  lines  are  encouraging.  Beal 
Bros.,  Limited,  whose  factory  is  located  at 
=  ?  Wellington  Street  East,  Toronto,  report 
that  they  are  rushed  to  the  limit  to  meet 
the  demand  for  their  goods.  The  sale  of 
?nkle  supports,  skate  straps,  etc.,  has  kept 
the  firm  on  the  alert  and  taxed  their  fac- 
tory facilities.  Their  leggings,  larrigans 
and  oil  tan  moccasins  have  moved  very 
freely  this  fall.  The  retailer  who  takes 
advantage  of  hockey,  prospecting  and  lum- 
bering reciuisites  is  the  one  who  captures 
much  profitable  patronage. 

Big  Demand  for  Evening  Slippers. 

The  four-days'  visit  of  the  Duke  and 
Duchess  of  Connaught  to  Toronto  not  only 


created  a  stir  socially,  but  as  a  result  of  the 
coming  of  royalty  many  merchants  are 
wearing  a  smile  that  it  would  be  difficult 
to  efface.  The  trade,  which  the  shoe  men 
on  Yonge,  King,  Queen  and  other  streets 
did  in  slippers  and  pumps  was  the  heaviest 
in  years.  The  costliest  footwear  ever  sold 
in  Toronto  was  disposed  of.  Colored  satin 
slippers  to  match  the  shade  of  the  elabor- 
ate gowns  worn  at  the  Royal  Canadian 
Yacht  Club  ball  and  other  functions  were 
much  in  demand.  In  fact,  some  stores  were 
entirely  sold  out  of  sizes  in  evening  foot- 
gear. Bronze,  gold  and  silver  kid  slippers 
also  were  bought  ui  in  a  way  that  made 
the  retailers  think  of  a  record  Christmas 
trade.  Men's  patent  pumps  also  proved  to 
be  lively  movers. 

Ontario  Shoe  Manufacturers  Meet. 

Representatives  of 
jggMMfc^  the   shoe  manufac- 

turers   of  Ontario 
wL         j|  met  in  the  Traders' 

Kg  m    W  p.ank  building,  To- 

ronto, on  Nov.  16th, 
when     the  initial 
steps  were  taken  to 
organize    a  branch 
of  the  trade  in  this 
province  which  will, 
in  all  likelihood,  be 
identified    with  the 
Canadian  Manufacturers'  Association.  Re- 
cently a  boot  and  shoe  section  was  formed 
in  Montreal.    The  aim  of  the  new  organ- 
ization in  that  city  is  to  promote  a  more 
enlarged  and  friendly  intercourse  among 
the  members  of  the  trade.    It  is  felt  that 
a  similar  association  in  Ontario,  for  the 
purpose  of  becoming  better  acquainted  with 
one  another  would  be  a  progressive  step, 
and  another  gathering  will,  in  all  proba- 
bility, be  held  at  a  later  date,  when  officers 
will  be  elected  and  matters  of  mutual  in- 
terest considered.    Alex.  Brandon,  of  the 
Brandon  Shoe  Company,  Brantford,  pre- 
sided at  the  recent  meeting,   which  was 
quite  informal  in  character.  Manufacturers 
were  present  from  Toronto   and  several 
outside  towns  and  cities. 

New  Association  Formed. 

On  Nov.  6th  a  well  attended  meeting  of 
superintendents  and  foremen  of  various 
Montreal  shoe  factories  was  convened.  As 
a  result  an  association  to  be  known  as  the 
Superintendents  and  Foremen's  Association 
was  formed.  Its  object  is  educational,  and 
social,  and  it  is  also  expected  that  by  means 
of  this  association  the  various  members 
will  be  able  to  deal  more  intelligently  with 
employees  under  their  direction. 

Lectures  will  be  held  once  a  month  on 
such  matters  as  factory  management  and 
other  technical  subjects.  As  the  various 
shoe  companies  are,  so  far  as  known, 
heartily  in  favor  of  this  new  departure,  its 
sphere  of  usefulness  can  not  be  overesti- 
mated. The  following  officers  were 
elected:  President,  E.  F.  Leonard,  of  the 
Slater  Shoe  Co.;  vice-president,  C.  E.  Le- 
rine,  of  Kingsbury  Footwear  Co. ;  2nd  vice- 
president,  J.  Halligan,  of  Rideau  Shoe  Co. ; 
treasurer  and  secretary,  A.  O.  Geroux,  of 
Regina  Shoe  Co. 

Send  in  Your  Paragraphs. 

The  Shoe  and  Leather  Journal  has  a 
big  field  to  cover,  and  asks  the  co-operation 
of  every  reader  to  accomplish  the  desired 
result.  We  are  after  more  news  items 
about  your  own  individual  business.  The 
entire  trade  is  interested  in  you  and  your 
business,  whether  you  are  a  dealer  in  a 
large  city  or  small  village.  If  you  open  a 
new  store,  if  you  have  effected  a  sale  that 


has  any  features  of  interest,  tell  us  about.it. 
It's  all  news,  and  the  trade  are  glad  to  hear 
of  it.  If  you  have  any  news  the  trade 
wants  to  know  it,  and  we  are  anxious  tq 
let  them  know.  Write  us  this  time  and  in- 
form us  what  you  are  doing,  and  what  is 
being  done  in  your  neighborhood.  The 
other  fellow  will  write  next  time  and  you 
will  be  glad  to  learn  what  he  has  to  say. 

Will  the  Season  be  Advanced. 

It  has  been  rumored  that  following  the 
American  custom,  one  of  the  leading  rub- 
ber companies  would  issue  new  rubber 
price  lists  early  in  January,  and  start  their 
travelers  on  the  road  for  orders.  It  has 
been  the  practice  in  all  previous  years  not 
to  despatch  rubber  footwear  representa- 
tives to  call  on  the  retail  trade  until  March 
and  April,  when  placing  orders  are  given. 
Asked  if  the  report  was  true,  a  represent- 
ative of  the  company  said  that  he  had  heard 
the  rumour,  but  it  was  newis  to  him.  It  is 
believed  that  January  is  too  early  a  month 
in  Canada  for  the  retail  merchant  to  be  in 
a  position  to  know  what  is  required  or 
what  is  likely  to  sell  in  the  fall,,  and  the 
old  custom  will  probably  be  adhered  to. 


WINNIPEG  TRADE  BUSY. 

Button  Shoes  in  Strong  Demand — Several 
Firms  Branching  Out — Many  Busi- 
ness Changes  After  New  Year. 

W.  A.  Moyer  is  enlarging  his  premises, 
and  also  running  a  big  sale. 

The  Avenue  Shoe  Store,  of  which  George 
C.  Locke  is  the  proprietor,  is  doing  a  big 
business. 

There  are  rumors  of  many  changes  in  the 
shoe  line  in  Winnipeg  after  January  1st  in 
locations,  personnel  of  firms,  etc. 

Mr.  Burt,  who  has  been  with  the  Ryan, 
Devlin  Shoe  Co.,  has  gone  with  W.  A. 
Moyer. 

M.  L.  Savage,  of  the  Tetrault  Shoe 
Manufacturing  Co.,  Montreal,  was  in  Win- 
nipeg last  week. 

Mr.  Murphy,  of  the  J.  &  K  line,  of 
Cincinnati,  was  in  the  city  last  week.  He 
is  popular  among  travelers  of  both  coun- 
tries. 

Winter  business  has  been  extra  good,  so 
every  one  states.  Felts  and  warm  goods 
have  had  a  wonderful  run.  Even  the  re- 
cent soft  spell  has  not  hurt  the  trade  a 
bit. 

L.  W.  Kitely.  who  works  from  Winni- 
peg to  the  coast  for  the  Long  Life  Shoe, 
made  by  J.  B.  Drolet  &  Co.,  of  Quebec,  is 
back,  and  reports  a  big  business  on  his 
maiden  trip. 

The  Rannard  Shoe  Co.  are  rapidly  com- 
ma' to  the  front  as  one  of  the  largest  and 
most  progressive  shoe  concerns  in  the  West. 
They  have  a  very  big  stock  of  high-priced 
lines,  and  carry  all  grades  of  fancy  goods 
from  double  A  to  double  E  width. 

High-cut  button  boots  in  dull  and  tan 
for  ladies  and  children  have  proved  a  boon 
for  those  who  were  lucky  enough  to  stock 
them  in  quantities.  For  men,  heavy  soles 
and  waterproofs  in  tan  and  blucher  have 
had  a  big  run.  Many  button  lines  have 
been  sold. 

The  old  Peterboro  boys  now  residing  in 
Winnipeg,  held  a  reunion  and  dinner  in 
the  Roval  Alexandra  Hotel  recently  at 
which  about  200  were  in  attendance,  in- 
cluding a  number  who  hold  good  posi- 
tions in  Winnipeg  retail  and  wholesale 
shoe  houses. 
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GIVE  THE  MAKERS  A  CHANCE. 

Rubber  Manufacturer  Tells  Retailers  How 
They  May  Greatly  Aid  in  Securing 
Prompt  Deliveries  of  Goods. 

"Yes.,  we  hear  a  great  deal  from  the 
retailers'  Standpoint  in  regard  to  us  not 
sending  them  rubber  shoes  on  time,"  re- 
marked the  sales  manager  of  a  company 
that  is  now  rushed  to  death.  "Yet  some 
of  the  men  who  are  at  present  writing 
abusive  letters  did  not  give  us  their  orders 
until  a  month  or  six  weeks  ago.  It  is  all 
very  well  to  see  this  thing  only  from 
the  dealer's  end,  but  he  should  reverse  his 
position,  and  look  at  matters  from  the 
other  end.  It  is  only  fair  that  the  manu- 
facturers should  have  a  chance.  They  are 
entitled  to  reasonable  consideration.  Last 
year  when  there  was  a  placing  discount  we 
had  fully  seventy-rive  per  cent,  of  our 
orders  in  by  the  end  of  April,  and  could  go 
ahead,  knowing  exactly  where  we  were  at, 
what  lasts  we  had  to  use,  what  toes  were 
desired,  and  how  many  pairs  of  special  or 
standard  lines  to  make  up.  With  this  is  a 
working  basis,  we  knew  pretty  well  where 
we  were  at.  This  year,  by  the  end  of 
April,  we  did  not  have  more  than  twenty- 
per  cent,  of  our  orders  in  hand.  Retailers, 
notwithstanding  that  prices  were  lower  than 
ever  before,  seemed  to  hold  back,  a  few  of 
them  saying  they  were  not  going  to  be 
"tied  up,"  and  would  take  chances.  They 
l  ave  done  so.  many  of  them  to  their  sor- 
row. Last  month  orders  were  sent  asking 
tor  immediate  delivery. 

"Now,"  continued  the  speaker,  "the  de- 
mand for  rubber  shoes  has  been  abnormal 


tor  November.  Rains,  sleet  and  snow  set  in 
throughout  certain  sections  of  the  country. 
The  people  required  rubbers,  and  the  shoe 
man  found  that  he  was  short  several  styles, 
widths  and  sizes.  We  cannot  supply  every- 
body with  just  what  they  want  at  once, 
and  make  up  the  goods  at  a  glance.  Again, 
I  say  the  considerate  and  intelligent  re- 
tailer should  afford  the  manufacturer  a 
chance.  We  kept  our  factory  going  all 
the  time  during  the  earlier  months  of  the 
year,  but  the  "ticket"  could  have  been  much 
"larger  just  as  the  individual  or  firm  can 
rise  to  any  occasion  and  do  a  great  deal 
more  when  circumstances  demand  it.  When 
we  know  in  March,  April  or  May  what 
orders  are  in  hand  we  can  arrange  for 
cartons,  duck,  canvas,  felt,  crude  rubber  to 
far  better  advantage.  Up  to  July  the  em- 
ployes work  better,  there  are  no  holiday 
interruptions,  and  extreme  heat  of  sum- 
mer has  not  arrived  to  drive  the  girls  to 
take  vacations.  We  can  get  better  results 
all  around,  and  the  one  thing  to  remember 
is  that  there  are  more  hours  of_  daylight 
— a  most  important  consideration  in  manu- 
facturing. A  number  of  experienced  hands 
often  leave  in  August  to  take  part  in  the 
harvesting  operations  of  the  West.  The 
result  is  that  green  help  has  to  be  called  in 
and  too  much  is  loaded  on  the  more  ex- 
perienced assistants.  When  we  get  orders 
early  in  the  year  we  can  give  them  prompt 
and  intelligent  attention.  The  retailer 
should  be  reasonable.  He  knows  from 
what  firm  he  got  his  goods  last  season,  and 
vihetber  they  were  satisfactory.  _  He  is 
running  no  chance  in  repeating  his  order, 
a.s  he  will  receive  the  benefit  of  any  re- 
duction in  price  if  made.  Then  the  retail- 
er  would   help   the   manufacturer   if  he 


SHOWING  RUBBERS  TO  ADVANTAGE 
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would  buy  in  case  lots,  for  light  and  heavy 
goods  (there  being  24  and  25  pairs  to  the 
case  in  the  former,  and  12  in  the  latter),  in- 
stead of  ordering  an  odd  number  such  as 
10,  15,  18,  21,  etc.  It  enables  the  carton- 
ing, packing  and  shipping  to  be  done  more 
quickly  on  standard  lines.  Where  orders 
are  assorted  there  are  delays  as  naturally 
regular  cases  get  the  preference.  We  carry 
an  immense  stock  in  our  warehouses,  but 
so  many  lines  and  shapes  are  to-day  de- 
manded that  no  company  can  store  suf- 
ficient goods  to  meet  the  varied  demands 
for  sorting.  Rubber  shoes  are  worth  gold 
dollars  now,  but  when  the  present  rush  is 
over  and  January  sets  in  the  stock  of  the 
manufacturer  will  be  a  dead  weight.  I  am 
sure  that  retailers  will  see  the  justice  and 
fairness  of  -these  contentions  from  the 
manufacturer's  viewpoint,  and  be  more  gen- 
erous minded  in  extending  some  courtesy 
and  'business  consideration,  noting  how  ad- 
visable and  important  it  is  to  give  early 
placing  business.  The  retailer  no  dou1  t 
has  his  troubles  and  problems,  but  manu- 
facturers, with  their  huge  plants  and  in- 
vestments, have  far  more  worries  and  dif- 
ficulties. A  little  more  sympathy  and  co- 
operation would  make  things  far  better  all 
around." 


many  a 
in  some 


Attractive  rubber  display  of  L.  Higgins  &  Co.,  Moncton,  N.B.,  showing 
how  various  styles  may  be  effectively  shown. 


Militiaman,  Shoemaker  and  Traveler. 

This  man  has  had  ^ 

a  rather  remarkable  l&fr 

career.    His  name  is 

Harry  Burton  Mc- 

Gee,  and    he    is  a 

shoe    traveler.  A 

few   years  .ago  he 

was  Quartermaster 

Sergeant  in  the  19th 

Troop,  South  Afric- 
an Constabulary, 

seeing  active  service 
for  two  years.  He  was  in 
skirmish  on  the  veldt,  and 
of  the  engagements  men  were  shot  down 
on  all  sides,  but  Sergt.  McGee  was  lucky 
and  came  through  unscathed.  He  was 
clerking  in  a  general  store  in  Portage  la 
Prairie,  Man.,  when  he  enlisted.  On  re- 
turning to  Canada  in  December,  1902,  he 
spent  a  short  time  in  his  native  town  of 
Iroquois,  Ont.  He  then  went  to  Mont- 
real, where  he  was  employed  with  the 
Slater  Shoe  Co.  He  is  a  practical  shoe 
worker  and  thoroughly  familiar  with  the 
Goodyear  welt  process.  Coming  to  Toron- 
to he  was  engaged  in  the  factory  of  the 
Minister  Myles  Shoe  Co.  for  over  a  year, 
and  in  1908  took  a  position  on  the  travel- 
ing staff.  He  covers  Eastern  and  Northern 
Ontario  and  Quebec,  and  is  a  successful 
salesman,  genial  and  obliging. 

Jobbing  Trade  Kept  on  Move. 

Jobbers  generally  report  a  good  business 
during  the  past  month,  and  shipments  of 
rubbers,  felt  goods,  lumbermen's  supplies 
and  fancy  Christmas  slippers  have  been" 
heavy.  Travelers  report  that  retailers  have 
made  elaborate  preparations  for  a  large 
holiday  trade,  and  havei  gone  in  for  nu- 
merous novelties,  which  will  make  suitable 
gifts.  Orders  for  spring  goods  are  coming- 
in  steadily  and  satisfactorily,  and  pay- 
ments are  reported  to  be  prompt.  Decem- 
ber will  he  a  busy  month  with  tbe_  trade. 
Rubber  shoe  warehouses  and  factories  are 
rushed  to  the  limit,  and  the  sales  by  retail- 
ers have  been  abnormallv  large.  Sorting 
is  lively,  and  packers  of  goods  have  had 
to  work  many  nights  a  week  in  a  vain  ef- 
fort to  get  out  the  stuff  on  time.  Some 
of  the  leather  shoe  manufacturers  nre  now 
putting  through  their  samples  for  fall  and 
winter  lines,  but  these  will  not  be  com- 
pleted for  a  few  weeks  yet. 
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Shoe  Findings  Houses  Form  Association 

The  New  Organization  Starts  with  Bright  Prospects— Energetic  Officers  Elected— 
Standard  of  the  Trade  will  be  Raised— Proposal  to  Hold  a  Dinner 
at  an  Early  Date— Some  Things  That  Will  Be  Corrected. 


The  Wholesale  Leather  and  Findings 
Association  was  formed  in  Toronto  at  an 
enthusiastic  meeting  held  in  the  King  Ed- 
ward Hotel.  Representatives  were  present 
from  all  the  shoe  findings  houses  in  the 
city.  The  object  of  the  new  organization  is 
to  bring  the  trade  together  on  a  friendlier 
basis,  to  become  better  acquainted,  and  co- 
operate in  matters  of  mutual  interest.  The 
association  is  in  no  sense  a  combine,  and 


objectionable  practices  have  of  late  crept 
into  the  findings  business,  and  it  is  with  the 
object  of  eliminating  these  abuses  an  asso- 
ciation has  been  formed.  It  is  expected 
that  the  membership  will  grow  rapidly  and 
will  soon  include  all  the  members  of  the 
trade  throughout  Ganada. 

It  is  believed  that  the  ultimate  end  will 
be  the  formation  of  a  National  Shoe  Find- 
ings Association,  the  same  as  exists    in  the 


All  the  dealers  in  Toronto  were  in  at- 
tendance at  the  organization  meeting,  and 
the  following  officers  were  elected:  Pre- 
sident, W.  G.  Parsons;  secretary-treasurer, 
H.  V.  Tilley ;  executive  committee,  E.  T. 
Taoobi,  Wm.  A.  Beal,  H.  S.  King  and  A. 
E.  Wallace 

The  Executive  at  Work. 

A  meeting  of  the  newly-elected  officers 
was  held  last  week,  and  several  subjects 
of  interest  discussed.  The  following  re- 
presentatives were  present  at  the  organiz- 
ation meeting  on  November  16th:  H.  S. 
King  (Joseph  King,  George  Knight  (E. 
W.  Knight)  ;  H.  V.  Tilley  (C.  Tilley  & 
Son)  ;  Jackson  &  Dow  dell ;  E.  T.  Jacobi 
(P.  Jacobi)  ;  W.  A.  Beal  (Beal  Bros.)  ;  A. 


W.  G.  PARSONS.  President. 


H.  S.  KING,  Executive  Committee. 


H.  V.  TILLEY,  Secretary-Treasurer. 


Lieut.  W.  A.  BEAL,  Executive  Committee. 


E.  T.  JACOBI,  Executive  Committee. 


A.  E.  WALLACE,  Executive  Committee. 


will  not  raise  prices.  An  effort  will  be 
made  to  restore  certain  discounts  to  where 
they  were  a  few  months  ago  before  an  at- 
tempt was  made  to  do  business  in  some 
lines  on  a  non-paying  basis. 

The  members  believe  they  can  accoin- 
plish  more  for  themselves  and  those  with 
whom  they  have  business  relations  by  a 
spirit  of  unity  and  harmony  than  they  can 
by  pulling  apart.  It  may  be  pointed  out 
that  in  tap  soles  some  transactions  have 
recently  been  closed  where  the  dealer's 
profit  has  been  only  three  per  cent.  No 
house  trading  on  such  a  small  margin  can 
long  exist.  There  is  only  one  natural  con- 
clusion as  a  result  of  such  cut-throat  meth- 
od1;, and  that  is  the  ultimate  failure  of  the 
house  or  deterioration  in  the  goods.  Other 


United  States  and  Great  Britain. 

The  Toronto  members  will  hold  regu- 
lar meetings  every  three  months,  at  which 
various  questions  of  importance  and  in- 
terest to  the  trade  in  general  will  be  dis- 
cussed. It  is  also  proposed  to  hold  a  ban- 
quet during  the  coming  winter  to  which 
representatives  from  all  the  leading  firms 
in  Canada  will  be  invited.  According  to 
one  of  the  members  there  is  no  trade  in 
the  Dominion  which  has  been  conducted  in 
such  a  short-sighted  and  non-businesslike 
basis  as  the  findings  establishments.  Or- 
ganization will  do  much  to  obviate  many 
of  the  misunderstandings  and  prejudices 
which  have  arisen  and  existed  in  the  past, 
and  there  is  apparently  a  very  bright  and 
promising  future  for  the  association. 


E  Wallace  (P.  B.  Wallace  &  Son)  ;  W.  A. 
Moore  (Beardmore  &  Co. )  ;  W.  G.  Par- 
sons (C.  Parsons  &  Son)  ;  L,  J.  Brei- 
thaupt  (Breithaupt  Leather  Co.,  Limited)  ; 
W.  J.  Heaven  (Anglo-Canadian  Leather 
Co.)  ;  Eli  Goldin,  E.  Pomeranetz  and 
others. 

A  letter  has  been  addressed  to  all  the 
jobbers  asking  their  support.  The  mem- 
bers of  the  association  -are  all  unanimous 
in  the  step  taken,  and  believe  the  organiza- 
tion has  an  active  and  useful  future.  The 
membership  fee  was  fixed  at  $S.oo,  and  the 
dues  will  be  $2.00  annually.  Any  member 
of  the  trade  is  invited  to  bring  suggestions 
before  the  officers,  and  these  will  be  con- 
sidered by  the  executive,  and  if  necessary, 
a  special  meeting  will  be  called. 
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Doubling  the  Size  of  the  Tin. 

Owing  to 


J 


the 

rapidly  expanding 
business  which  the 
Nugget  Shoe  Pol- 
ish Co.  have  done 
since  they  begin 
selling  their  pro- 
ducts in  Canada, 
the  manufacturers 
have  been  able  to 
secure  raw  ma- 
terial at  a  cheaper 
rate.  As  they  could  not  improve  the  qual- 
ity of  their  black  and  tan  paste  polishes, 
they  have  increased  the  size  of  the  tin. 
The  consumer  will  now  receive  twice  the 
quantity  that  was  formerly  given.  The 
term  Nugget  suggests  a  lasting,  brilliant 
and  easily  applied  polish  that  will  not  in- 
jure the  leather,  but  will  give  it  additional 
life  and  wear.  The  goods  are  sold  by 
leading  retailers  in  every  part  of  the  Do- 
minion who  will  be  interested  in  the  an- 
nouncement of  the  enlarged  tin,  which  will 
he  sold  at  the  same  figure  as  previously. 
W.  F.  McNeill,  of  Toronto,  Canadian 
manager  of  the  company,  left  this  week  for 
Montreal,  Que'ec  and  other  points  on  a 
business  trip  in  connection  with  an  ag- 
gressive campaign  in  boosting  the  already 
heavy  sale  of  Xugget  products.  T.  W. 
Hart  is  covering  the  trade  in  the  lower 
provinces  at  present,  and  will  shortly  de- 
part on  a  trip  throughout  the  West. 

New  Factory  Kept  Rushing. 

Alfred  Winn,  of  the  Winn  Company, 
Perth,  Ontario,  was  in  Toronto  last  week 
with  a  full  and  complete  line  of  spring  and 
summer  samples,  ranging  from  infants' 
to  growing  girls'  and  boys'  in  McKay's  and 
turns.  In  their  new  factory  the  company 
are  very  busy,  and  spring  orders  have  been 
coming  in  generously.  The  lines  revealed 
tine  shoemaking  and  some  pleasing  patterns 
were  shown  in  vici  kid,  patent  colt,  velours 
calf,  gunmetal  calf,  box  calf,  tan  calf, 
chocolate,  and  red  kid.  The  lasts,  for  the 
most  part,  were  of  the  wide  toe  variety, 
the  shoes  being  built  on  the  common  sense 
plan,  with  flat,  square  heels  and  nature 
shape  models.  Some  button  and  lace  high 
cuts  with  patent  collars  were  much  ad- 
mired by  the  trade.    In  infants',  child's, 


girls'  and  misses',  as  well  as  in  little  men's, 
little  gent's,  boys'  and  youths'  the  offerings 
are  all  of  solid  leather.  In  wear,  finish 
and  appearance  the  firm  have  excelled  in 
spring  samples. 

Travelers  Elect  Officers. 

The  annual  meeting  of  the  North-West 
Commercial  Travelers'  Association  was  held 
recently  in  Winnipeg,  with  President  G.  W. 
Barrett  in  the  chair.  The  principal  busi- 
ness was  the  nomination  of  officers  for 
1912,  and  for  the  first  time  in  many  years 
all  the  officers  were  elected  by  acclamation, 
the  result  being  as  follows:  President,  J. 
H.  J.  Murphy ;  vice-president,  Wm.  Stitt ; 
treasurer,  L.  C.  Mclntyre ;  secretary,  Fred. 
T.  C.  Cox;  directors,  G.  W.  Barrett,  J.  H. 
Holland,  Chas.  Holden,  Geo.  Bolton,  J.  M. 
Scott,  E.  H.  Lee,  W.  J.  Litster,  A.  Mc- 
Allister, John  Brockest,  A.  E.  Wayte,  T. 
E.  Elliott:  vice-president  for  Calgary,  S. 
S.  Savage:  vice-president  for  Edmonton, 
J.  C.  Dowsett :  vice-president  for  Saskat- 
chewan, H.  G.  Smith ;  vice-president  for 
Vancouver,  G.  H.  Hewitt;  directors  for 
Vancouver,  A.  Cosens,  R.  W.  Clark;  vice- 
president  for  Victoria,  J.  C.  Pendra ;  direc- 
tor for  Nelson,  G.  W.  McBride. 

Some  Recent  Patents. 

The  following  information  has  been  com- 
piled for  the  Shoe  and  Leather  Journal 
by  Mr.  G.  Hughes,  R.P.A.,  editor  of  "Pat- 
ents," 55-56  Chancery  Lane,  London,  Eng- 
land. 

2535 — L  S.  McGiehan,  London,  Shoe  and 
Heel  Protectors.  This  invention  relates  to 
soles  for  tennis  and  like  shoes,  heels,  pads 
and  tips,  which  are  made  from  a  number 
o.f  layers  of  rubber-treated  woven  fabric 
of  coarse  mesh,  such  as  Egyptian  duck, 
which  are  assembled  in  a  mould  .and  vul- 
canized under  pressure  so  as  to  leave  no 
definite  stratification  of  fabric  and  rubber. 

15303 — A.  Bates,  Leicester,  Trimming 
Boots.  This  invention  has  reference  _  to 
heel  seat  trimming  machines,  and  consists 
in  replacing  the  flexible  knife  and  mechan- 
ism for  conforming  it  to  the  contour  of 
the  shoe  counter  by  a  knife  of  similar 
shape  and  material,  but  which  in  its  norm- 
al position  tends  to  remain  contracted.  This 
knife  is  fastened  by  screws,  etc.,  to  curved 
pivoted  members  similar  to  those  of  the 


prior  machine,  but  which  are  held  closed 
by  the  knife.  To  facilitate  the  entry  of 
the  boot  into  the  knife,  and  to  position  of 
shoe,  two  outwardly  flared  guide  rollers 
are  provided  to  engage  the  rand  crease. 
These  rollers  are  mounted  so  as  to  have 
a  limited  wielding  movement  longitudinally 
on  spindles  which  are  carried  by  levers  piv- 
oted to  brackets  secured  to  the  members ; 
adjusting  screws  held  against  the  members 
by  springs  are  provided  to  position  the 
rollers.  In  a  modified  construction,  the 
spindles  carrying  the  rollers  are  mounted 
directly  in  brackets  fixed  to  the  members. 
Adjustment  is  provided  for  by  making  the 


FOLDING   POCKET  SLIPPERS 


Many  retailers  are  making  a  specialty  of 
handling  lines  like  this  in  fancy  lea- 
thers for  the  Christmas  trade. 


WAY  DOWN  BY  THE  SOUNDING  SEA 
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Interior  of  the  shoe  store  of  C.  Henry  Dimock,  of  Windsor,  N.S  The 
premises  are  70-ft.  deep  and  15-ft.  wide.  The  store  was  established  33 
years  ago  and  is  one  of  the  most  successful  in  the  Maritime  Provinces. 


portion  of  the  spindles  in  the  brackets  ec- 
centric, with  relation  to  the  portions  car- 
rying the  rollers. 

15364 — North  British  Rubber  Co.  and 
S.  F.  Roberts,  Edinburgh,  Overshoes.  A 
"foothold"  or  India  rubber  overshoe,  is 
provided  with  a  continuous  jointless  ankle 
strap  cut  in  one  piece  from  a  sheet  of  rub- 
ber in  the  desired  form.  This  is  then 
stretched  into  shape  and  cemented  to  the 
shank  of  the  overshoe.  The  inner  edge  of 
the  blank  forms  a  watertight  joint  with  the 
boot. 

15019 — J.  H.  Hirst,  Manchester.  To  ren- 
der light  shoes  and  slippers  more  flexible, 
the  centre  portion  of  a  cardboard  insole  is 
cut  away,  and  replaced  by  a  piece  of  felt, 
linoleum,  or  similar  pliable  material,  which 
is  held  in  place  by  dovetailing  and  by  one 
or  more  pieces  of  tape.  Insoles  made  in 
this  way  are  adapted  for  use  in  shoes 
manufactured  as  described  in  Specification 
No.  27067,  1906. 

15494 — C.  A.  Bailey,  London,  Stands  for 
Boots,  etc.  A  portable  or  other  combined 
suit  support  and  boot  rack  comprises,  ac- 
cording to  this  invention,  vertically-adjust- 
able standards  carrying  a  shaped  coat  hang- 
er with  adjustable  shoulder  pieces,  a 
cross  bar  serving  as  a  trousers  hanger,  and 
other  cross  bars  adapted  to  support  boots 
and  shoes. 
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BRANDS 

RUBBER  FOOTWEAR 

OUR  ONTARIO  SERVICE 

SHIPMENT  IS  MADE  THE  SAME 
DAY  THE  ORDER  IS  RECEIVED 


This  is  the  statement  we  are  enabled  to  make  owing ;  to  tj ie  ^ 
lent  facilities  and  the  large  stock  we  carry  at  our  Toronto  Branch 
for  the  assorting  season. 

A  service  like  this,  at  this  particular  season,  when  we  understand, 
many  merchants  are  having  difficulty  in  obtaining  their  require- 
» Zs,  must  mean  a  great  deal  to  the  trade,  ^n^e, 
chant  so  situated,  should  take  into  consideration  the  fact  that  in 

every  pair  of  Miner  Rubbers  is  embodied  a  grade  of  quality  that  is 

on  a  par  with  anything  produced  in  rubber  footwear. 

And  then  don't  overlook  this  feature,  freight  charges  are  prepaid 

on  all  shipments  of  100  pounds  or  over. 

A  service  similar  to  this  will  be  given  by  all  Miner  Agencies,  at 
principal  distributing  points  throughout  Canada. 
The  prices  quoted  in  our  price  list  are  subject  to  a  trade  discount  of 
^  per  cent.  Terms  2  per  cent.  10  days  from  first  of  month  following 
shipment  or  30  days  net. 

If  you  haven't  our  catalogue  and  price  list  let  us  know  at  once  and 
we  will  send  them  to  you  by  first  mail. 


M 
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MINER  RUBBER  COMPANY 

1   LIMITED  


HEAD  OFFICE 
and  FACTORIES 
GRANBY,  P.  Q- 

J.  M.  Humphries 
81  Co'y 

ST.  JOHN,  N.B. 


NOT  IN  ANY  TRUST 

Other  Selling  Agencies: 

Jackson  &  Savage 

78  St.  Peter  St.,  Opp.  B.  of  T.  Building 
MONTREAL 


TORONTO  BRANCH 

REA  BLDG. 
93-99  SPADINA  AVE. 

Dowling  8s  Creelman 
BRANDON,  MAN. 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
TU  shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space, 
ine  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasolene  for  generating  the  steam,  and  operates  automatically 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  attention 
from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following  equipment:— 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2    C  "  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scouring 
operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union  irons 
and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjusted 
bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS  MONTREAL,  QUE. 

244  Adelaide  Street  West  TORONTO  492  St.  Valier  Street,  QUEBEC 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 

BERLIN      -  ONTARIO 

TANNERS  OF   SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"— all  as  good  as  ever. 
Grain  Leathers,  Splits,   Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 

YOUR   ORDERS   WILL   BE  APPRECIATED 


Established  Over  Half  a  Century 


Address:  BERLIN,  ONT. 


LEGGINGS 

We  would  direct  special  attention  to  the  marked  quality  of  our  Leggings. 
There  is  nothing  to  equal  them  upon  the  market.  Best  material.  Best 
workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO.,  Limited 

LINDSAY,  ONT. 

HIDE  and  LEATHER 

W.  H.  Staynes  &  Smith,  factors 


CASH  ADVANCED 

ON  CONSIGNMENTS. 


_       .  -c*         #    and  at  Kettering,  Northampton 

LdCeSter,    Lng.  Frankfort  on-Maine. 

Cable  "HIDES,"  Leicester. 


KANGAROO  I  RICHARD  YOUNG  CO. 


We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

Sheepskins       Skivers      "Ryco"  Matt  Kid 


36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A- 

Branch:  54  South  Street,  BOSTON,  MASS. 


  ■  "  (i        OT.ARKT5  Vice-Pbeb.  and  Treas. 

F  G.  CLARKE,  President  C.  E.  LLAK.b.u<,  v  iob  r-««.o  f 

CLARKE  &  CLARKE,  Limited      *****  mh 

Manufacturers  of  SHEEPSKINS  of  all  kinds 


BRANCHES-59  St.  Peter  St.,  MONTREAL.   G.  S.  Hfbbbll,  Agent 


General  Offices  and  Works— Christie  Street,  TqRONTO 
Citv  Office  and  Warehouse — 52   Bay  Street, 
^uy  a        .      .  0  kks  e+  v«n«  St..  OUEBKC.  Ric 


553  St.  Valier  St.,  QUEBEC  Richabp  Frkres,  Agents. 


^__(  "MOENUS"  MEASURING  MACHINE 

^S^S  is  the  WORLD'S  STANDARD  Machine 

^9^1    MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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A  WATERPROOF 
TAP  SOLE 

That  is  Wear  Proof  as  well  has  been  hard 
to  find.  Here,  however,  you  have  it  in  our 
"Star  Brand."  To  make  our  service  complete 

package  of 


we  enclose  a 
nails  for  each 
which  are  put 
individual 
further,  will 
dealers  that 


pair  of  soles, 
up  in  tasty 
cartons,  and 
supply  all 
handle  these 


WATERPROOF 

soles  a  series  of  electros  with  which  to 
advertise  them. 


THAT  MOONLIGHT 
ON  THE  FARM 

Will  contain  nothing  but 
pleasant  memories  if  dur- 
ing the  days  of  hard  work 
you  have  had 

ABSOLUTELY  DRY 
FEET 


You  can  be  sure  of  comfort  if  you  let 
us  put  a  pair  of  "  Star  Brand  "  Water- 
proof and  Wearproof  Soles  on  those 
worn  shoes  of  yours 

JAMES  SMITH  &  CO. 

DAYTON        -         -  ONTARIO 


We  will  gladly  supply  this  electro  and  series  of  12  ads. 
to  you  if  you  write  in  for  them. 


BEARDMORE  &  COMPANY 


TORONTO 


ACTON 


MONTREAL 


IT  IS  JUST  AS  IMPORTANT  THAT  YOU 
INSIST  ON  A  TRUE  PICTURE,  OF 
YOUR  SHOE  AS  THAT  YOU  DWM> 
INTEGRITY  IN  YOUR  SALESMAN 
SEELING  FROM  SAMPLED  OF 
THE/  kSHOB  ITSELF  YOU  WILL 
ALWAYS  FINb  OUR  ILLUSTRATIONS 
TO  EE  CORRECT  IN  LAST,  PATTERN 

<^PE^PE/£TIVE/ 
THB'SHOBANBLEATHEK'JOURNAL"ARTDEP 
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ABOUT 

EYELETS 


BETWEEN  two  shoe  eyelets  that  present  the  same  appearance  in  the  shoes, 
there  may  be  a  world  of  difference  in  the  wear.  One  can  resist  wear  only  to 
the  extent  of  its  none  too  reliable  coating  of  enamel  ;  underneath  is  the  inevitable 
brass  of  the  brassy  eyelet.  The  other  kind  (if  it  is  a  Fast  Color  eyelet)  is  con- 
structed as  shown  above,  and  by  the  way.  there  is  only  one  kind  of  eyelet  that  is 
Fast  Color.  They  are  all  made  this  way,  with  celluloid  tops  of  solid  color  and 
nickel  non^corroding  barrels.  It  is  impossible  for  them  to  wear  brassy.  They 
preserve  their  bright,  new  appearance  throughout  the  wear  of  the  shoe. 

You  will  readily  realize  the  importance  of  establishing  the  identity  of  these 
two  classes  of  eyelets  and  there  is  a  sure  way. — Fast  Color  eyelets  have  a  small 
diamond  trade  mark  slightly  raised  on  the  surface  of  each  eyelet.  No  others 
do.  Just  fix  this  fact  in  your  mind,  and  you  will  be  able  to  avoid  mistakes.  No 
diamond       trade  mark — no  Fast  Color. 


United  Shoe  Machinery  Co'y  of  Canada 

OFFICE  AND  FACTORY :  Lagauchetiere  and  St.  Monlque  Sts.   •     MONTREAL,  QUE. 
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C.  ROCHETTE 

LES  SAULES,  QUE.,  (Near  Quebec.) 

Largest  and  oldest  Shoe  Stock  manufacturers  in 
Canada.    Also  exporters  to  England. 


Counters,  Box  Toes,  Shanks,  Leather 
Board,  Fibre  Board  and  Friction  Boards 

Mills  and  Factories:  LES  SAULES 


BOX  TOES  THAT  COME  ALIKE 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 

102  Christopher   Columbus  Street  MONTREAL,  QUE. 


Are  Your  Customers 
Satisfied  ? 


The  greatest  assets  of 
the  shoe  merchant — 
satisfied  customers — 
can  only  be  obtained 
through  the  giving  of 
full  value. 

An  Oberholtzer  Shoe, 
whether  for  man,  wo- 
man or  child,  is  always 
full  value. 

Make  a  sure  bid  for 
satisfied  customers  by 
selling  them  Oberholt- 
zer Shoes. 

THE  G.  V.  OBERHOLTZER  CO. 

LIMITED 

BERLIN  -  CANADA 


Thomas  A.  Kelley  &  Company 

GLAZED  KID  MANUFACTURERS 

Q  L,  O  S  S  E  E 

TRADE  MARK 

BROWN  Perfection  Patent  Black  Glazed  KID 
Office  and  Factory,  -  LYNN,  MASS.,  U.S.A. 


SALESROOMS  :  643  Summer  St.,  West  Lynn,  Mass.    104  South 
St.,  Boston,  Mass.    126  Andrew  St.,  Rochester,  N.  Y. 


SELLING  AGENTS : 
TAYLOR  POOLE  &  CO. :  St.  Louis,  Mo.;  Cincinnati,  Ohio. 
SIMON  WEIL;  201  E.  Lake  St.,  Chicago,  111. 


Fred.  C.  A.  Mclndoe  &  Co. 

Leather  Dealers  and 
Commission  Merchants 

Selling  Agents  for 
Breithaupt  Leather  Co.     -  Berlin. 


85  ST.  PETER  ST.,  MONTREAL 


Satisfaction  guaranteed 
by  factories  using- 


Ullath 


orne  s 


ENGLISH-MADE 

Shoe  Thread 


Stocked  by   all    Wholesale  Dealers 
The  Original  HEEL  BALL  Manufacturers 


TRAVELERS'  EDITIONS 

CANADA  REFERENCE  BOOK 

Subscribers  are  reminded  of  the  JULY 
issue.  Orders  for  whole  or  part  Books 
will  receive  prompt  attention. 

Letters  of  introduction  supplied  to 
bona  fide  traveling-  representatives  of 
our  subscribers  without  additional 
charge. 

The  Mercantile  Agency— R.  G.  DUN  &  CO. 
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CUTTING  DIES 

of  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  WorK  Warranted. 

Dominion  Die  Co. 

321  Aird    Ave.,  Montreal,  Que. 
Phone  E,  3778 


(tarfes  A. 

%S    BtRLIN,  ONT. 

 Manufacturers  of  

Solid  Leather  Shoes 

All  Lines,  All  Sizes,  from  Children's 
to  Men's 

je?   FINE  LINES  OF  SLIPPERS  ^ 


/V  As 


McKays 
Only 

When  we  put  all  our  time,  all 
our  energy,  all  our  brains  in- 
to building  McKays  it  stands 
to  reason  we  can  do  it  RIGHT 
doesn't  it  ? 

Wait  for  our  travelers  and 
see  our  splendid  lines  of 
Spring  Samples. 

DUPONT  &  FRERE 

301  Aird  Ave. 
MONTREAL 


TANNING  RESEARCH 
LABORATORY 

H.  C.  REED,  Manager 

Analysis  of  Any  Material 
Employed  in  the  Tannery 

OFFICE,  LABORATORY   AND  SAMPLING  ROOM 

227-229  FULTON  STREET 
NEW  YORK,  N.Y. 


Bonner  Leather  Co. 


■  Manufacturers' 


GLAZ  ED  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Glazed  and  Dull) 


Salesroom  :  214  LEMOINE  ST.  ::  J.  H.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 


DUCLO*  (Si  PAYAN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling-. 


Office  and  Factory,  Stoi 
ST.  HYACINTHE. 


i,  224  Lemoine  St. 
MONTREAL 


Everything  in  bows,  buckles,  beaded  ornaments,  etc.  Latest  French 
and  English  novelties,  from  3c.  doz.  to  $12  a  pair. 

Enquiries  Solicited. 

SOLOMON     (Si    SPIELM  ANN 


22  St.  John  Street 


MONTREAL 


McKAY 
SEWN 

SHOES  FOR 

WOMEN,  MISSES 
AND  CHILDREN 

Shoes  that  have  STYLE  and 
FINISH— at  the  right  price 
for  the  Jobbers,  who  are  in- 
vited to  see  samples. 

B.  VAILLANCOURT 

40  GROTHE  ST.,  MONTREAL 
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AN  UP  TO  DATE  MANUFACTURER 

Cannot  afford  buying:  cheap  machines,  because 
they  are  too  expensive. 


More  than  600  MOENUS  Band  Knife 
Splitting  Machines 

Were  delivered  to  all  parts 
of  the  world.  More  than 
30  machines  were  delivered 
to  America; 

Write  for  our  prices 


Present  Yearly  Output  Over  100  Machines 


OENUS  MACHINE  WORKS 

FRANKFURT-ON-MAIN,  GERMANY 
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SHoe  MacHinery 

For  Every  Department 

FROM 

Lasting  to  Finishing 


TRADE 

v   ^ 

MARK 

GOODYEAR 
WELT  and  TURN 
SYSTEMS 

1 

Consolidated 
HAND  METHOD 
Lasting  Machines 

MODEL=C 
IDEAL  CLICKING 
MACHINES 

RAPID  STANDARD 
SCREW 
MACHINES 

DAVEY 
HORN  PEGGING 
MACHINES 

Heel  Protector,  Driving,  Heel  Compressing,  Load- 
ing and  Attaching  Machines,  Heel  Trimming, 
Breasting,  Scouring,  and  Finishing  Machines,  Loose 
Nailing  and  Slugging  Machines,  Cementing,  Burring 
and  Skiving  Machines,  Gem  Insole  Machines,  Eye- 
letting  Machines,  Eyelets,   Shanks,   Brushes,  Etc. 


UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

Lagauchetiere  and  St.  Monique      -      MONTREAL,  QUE. 


Rushing  Rubber  Shipments 

The  demand  for  "Maltese  Cross"  Rubbers  is 
unprecedented. 

Even  with  our  immense  plant  rnnning  to  full 
capacity  since  January  1st,  we  have  found  it  dif- 
ficult to  turn  out  enough  of  these  High-class 
Rubbers  to  keep  everybody  supplied. 

In  the  meantime  we  are  rushing  shipments 
as  fast  as  possible,  and  also  hurrying  to  com- 
pletion the  large  factory  extension  which,  when 
ready,  will  give  us  a  greatly  increased  output. 

PLACE  YOUR  ORDERS  NEXT  SEASON 
FOR  "MALTESE  CROSS"  RUBBERS 
BEFORE  MAY  1st  AND  BE  HAPPY 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Montreal,  Halifax,  Winnipeg:,  Calgary,  Vancouver, 
Branches  :  Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


DECEMBER  15th 


TORONTO 


1911 


TORONTO  MONTREAL 
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THE 

United  Shoe  Machinery  Co. 

OF  CANADA 


Sf  The  United  Shoe  Machinery  Company  of  Canada 
co-operates  with  the  shoe  manufacturer. 

^  The  United  Shoe  Machinery  Company  of  Canada 
equips  the  manufacturer  with  the  "GOODYEAR 
WELT"  machinery,  the  ONLY  system  of  shoe 
machinery  which  will  turn  out  a  GOOD  welt  shoe  in 
the  minimum  of  time  at  the  minimum  of  cost.  It 
maintains  that  machinery  at  a  surpassing  standard. 

1j  The  United  Shoe  Machinery  Company  of  Canada 
assists  the  manufacturer  in  the  marketing  of  his 
product  by  advertising  "Goodyear  Welt"  shoes  to 
millions  of  prospective  purchasers. 


United  Shoe  Machinery  Company 

Canadian  Address 
Lagauchetiere  and  St.  Monique  Sts.,     -     Montreal,  Que. 
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Would  Not  This  Shoe 
Please  Your  14- 
Year-old  Daughter? 


New  30  last,  dongola 
kid,  patent,  gun  metal, 
tan  calf.  Blucher  and 
button. 


It  is  hard  to  please  the  Growing 
Girl,  but  this  last  will  catch  her 
fancy  because  it  is  chic,  quite  styl- 
ish and  comfortable. 
And  it's  such  a  sensible  shoe  ! 
Note  the  round  toe  and  low  heel. 


This  is  but  one  of  our 
many  trade  winners 


KINGSBURY"  "AMERICA'S  BEAUTY" 

BRAND  BRAND 


Kingsbury  Footwear  Co.  Limited 

Specialists  in  Ladies'  Footwear 
MONTREAL 
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WHEAT 


<I  Style  is  the  watchword  of  the 
day  in  the  world  of  fashion. 
q  Mr.  Retailer,  you  are  commer- 
cially dead  without  it. 
<J  Up  to  the  minute  thoughts  are 
symbolized  in  ASTORIA  and 
LIBERTY  Shoes. 
«I  Let  us  show  you. 

The  Cook-FitzGerald  Company 

LIMITED 

London  Ontario 
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'THE  past  year  has  been  one  of  un- 
*  doubted  success  for  both  the  Doctors 
Anti-Septic  Shoe  and  the  Professor  Gold 
Cross  Shoe  and  our  relations  with  the 
trade  have  been  most  pleasant. 

It  is  gratifying  to  us  to  feel  that  every 
shoe  turned  out  was  right  up  to  standard 
and  to  know  that  this  was  appreciated 
by  the  trade. 

We  thank  the  shoe  merchants  of  Canada 
for  having  made  Nineteen-Eleven  so 
pleasant  a  year  for  us  and  hope  they 
may  have  a  very  Merry  Christmas  and  a 
Happy  and  Prosperous  New  Year. 

THE  TEBBUTT  SHOE  AND 
LEATHER  COMPT,  LIMITED 
Three  Rivers      -      -  Quebec 


PAT.  N.°-  ■  119409 

GOLD  CROSS 
SHOE 
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To  Our 
Friends  in  the 
Trade  We  Extend  the 
Season's  Heartiest 
Greetings 

May  the  successes  of  the  clos- 
ing year  increase  your  joy  this 

Christmas  season  and 
May  the  New  Year  be  brighter 
in  anticipation  of  greater 
things  to  be  accomplished  in 
1912. 


Davis  Leather  Co 
Limited 
Newmarket,  Ont. 
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Children's  Goodyear  Welts 


998 -  Little  Gents'  Box  Calf  933 -Child's  Dongola  Button, 
Blucher  Bal.,  heavy  soles,  Pat-  tiP>  low  heel>  welt> 
8  to  10/z     -    -    -    $1  90  8  to  10^     •    •    -  $160 

999—  Youths'  Slip  Soles,  11  to  934— Misses',  11  to  2,  $1.80 
2  $2.10 


Every  Shoe  Dealer  knows  that  Goodyear  Welts  are 
the  only  shoes,  in  heavy  soles,  to  give  satisfaction. 

If  you  have  never  tried  Macfarlane's  Line  send  in 
a  sample  order  and  you  will  never  be  without  them. 
We  also  carry  "  in  stock "  a  complete  range  of  Chil- 
dren's Turns. 


THE  MACFARLANE  SHOE  CO.  LIMITED 

MONTREAL 
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Linton's  Welts  are 
Easily  Sold 

It  doesn't  take  much  talk  to  sell  our 
Welts  to  an  experienced  shoeman,  when 
he  sees  them.  An  inspection  at  once 
brings  out  their  many  good  points. 
They  have  the  staying  qualities.  They 
will  not  discolor.  Their  style  and  ex- 
clusiveness  make  them  easy  sellers  for 
you. 


J.  LINTON  &  COMPANY 

MONTREAL,   P.  0- 
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No.  3207 

Tan  Calf  Seamless  Button  Boot,  Slip 
Sole.  "D"  Width,  all  Sizes,  Last  14 — 
Our  Leading  Fall  Shape. 


NOW, 


No.  3656 

Patent  Leather  Seamless  Button  Boot, 
Heavy  Single  Sole.  "D"  Width.  Regular 
Sizes,  Last  14 — A  Dressy,  Stylish  Boot. 


No.  1764 


All  Gun  Metal  Calf  Blucher,  Whole 
Quarter  Slip  Sole,  "D"  and  "E"  Widths, 
all  Sizes,  Last  14 — A  Most  Seasonable 
Style. 


Of  the  five  styles 
illustrated  we  have 
a  limited  new  stock 
ready  for 

IMMEDIATE 
SHIPMENT 

These  are  all  popu- 
lar lines  suitable  for 
your  Holiday 
Trade. 


MURRAY 

SHOE  COMPANY 

LIMITED 
LONDON    -  ONT. 


No.  3217 

Tan  Calf  Blucher  Boot,  Straight  Fox, 
Slip  Sole,  "D"  Width,  Regular  Sizes, 
Last  14 — Very  Nobby  Boot. 


No.  1104 


Patent  Leather  Blucher  Boot,  Waved 
Fox,  Perforated  and  Pinked,  Heavy 
Single  Sole,  "D"  Width,  all  Sizes.  Last 
14 — A  Very  Natty  Style. 


GET  BUSY!! 


A  MERRT  CHRISTMAS 

and  a 

HAPPT  NEW  TEAR 
To  Every  Shoe  Dealer  in  Canada 


AMES=HOLDEN=McCREADY 

LIMITED 
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The 

SEASON'S  GREETINGS 

to  the 

SHOE  MERCHANTS 

of  Canada 

»  •< 


•  •  •  I 


IN  looking  back  upon  the  past 
year  I  see  many  things  for 
which  I  feel  very  thankful. 
Especially  is  it  gratifying  to  think 
of  the  large  amount  of  business 
you  have  given  me  and  to  feel  that 
I  have  given  you  satisfaction. 

I  wish  to  thank  all  you  Shoe  Mer- 
chants of  Canada  for  your  unfail- 
ing courtesy  to  me  and  to  my  rep- 
resentatives. I  hope  that  your 
Christmas  will  abound  with  good 
cheer  and  happiness  and  that  your 
New  Year  will  be  full  of  hope  and 
prosperity. 

JAMES  ROBINSON 

182-186  McGill  Street 
MONTREAL 
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WHAT  WE  H 


Not  On  Reputation 

"Royal  and  "Bull  Dog  Brands  n 
Are  Rapidly  Gaining  Favor  h 


The  reputation  of  these  brands  is  in 
the  making,  but  the  consumer  is  rapidly 
becoming  "wise"  to  their  true  value. 

Each  pair  is  made  as  though  the 
reputation  of  the  whole  line  it  represents 
depended  upon  it. 

Your  customers  will  certainly  appre- 
ciate this  extra  value  in  "Royal"  and 
"Bull  Dog"  Rubbers,  and  they'll 
appreciate  the  wide-awake  policy  of  the 
store  that  carries  them. 


Amherst  Boot  S»  Shoe  Co. 

Amherst,  N.  S. 

James  Robinson  ... 

-     Montreal,  P.  Q. 

Garside  ®  White  - 

Toronto,  Ont. 

McLaren  ®.  Dallas 

Toronto,  Ont. 

London  Shoe  Co.  Limited 

London,  Ont. 

Kilgour  Rimer  Co.  Limited 

Winnipeg,  Man. 

INDEPENDENT  R 

MERRITTO 
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t  On  Actual  Quality 

"Kant  KracK  and  "Dainty  Mode" 
Brands  Have  Gained  Favor 

These  two  brands  have  the  reputation 
to  travel  on  if  we  wished  them  to. 
However,  we  prefer  that  each  pair 
should  make  its  own  reputation. 

The  style,  fit  and  quality  which  made 
their  reputation  in  past  years  is  more 
evident  this  season  than  ever  before. 

By  selling  lots  of  "Kant  Krack" 
and  "Dainty  Mode"  Rubbers  you  will 
prove  that  it  pays  to  handle  Brands  of 
reliable  quality. 


IBER  CO.  LIMITED 

ONTARIO 


James  Robinson 
McLaren  ®  Dallas 
London  Shoe  Co.  Limited 
Kilgour  Rimer  Co.  Limited 


Montreal,  P.  Q 
Toronto,  Ont 
London,  Ont 
Winnipeg,  Man 
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AT  this  particular  season  of  the  year 
we  want  to  thank  you  for  the 
part  you  have  taken  in  making 
191 1  the  most  successful  in  the  history 
of  our  business. 

We  appreciate  the  confidence  you 
have  placed  in  us  and  hope  the  cordial 
relations  of  the  past  may  be  extended 
throughout  19 12. 

We  trust  that  our  service  has  been 
of  such  a  satisfactory  character  as  to 
warrant  a  continuance  of  your  patron- 
age and  friendship. 

And  now  we  desire  to  convey  to  every 
one,  our  heartiest  wish  for  a  Christmas, 
brimful  of  joy  and  happiness,  trusting 
that  the  coming  year  may  be  one  of 
increasing  prosperity  for  you  all. 


WHOLESALE  DISTRIBUTERS 

BOOTS      -      SHOES      -  RUBBERS 
30  FRONT  STREET  WEST      -      -  TORONTO 
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As  the  year  draws  to  a  close 
and  we  look  back  upon  the 
pleasant  relations  we  have  had 
with  shoe  merchants  all  over 
this  Dominion,  we  feel  that  we 
would  like  to  thank  each  one 
personally. 

However,  it  is  impossible  to  do 
this,  so  we  must  be  content  to 
thank  you  publicly  and  wish  you 
all 

A  OHjriBtttta0  Ml  of  dooo  CHjm 
ano  IjattflttttBis,  anil  a  'Ntm  U^ar 
full  of  f roapmtu- 


GETTY  &  SCOTT 

LIMITED 

GALT,         -  ONTARIO 
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"  BLACKIT  " 

AND 

"BROWNIT" 

THE 

BRIGHTEST 

AND 

BEST 


CARRES  POLISHES 
"BLACKIT" 


AND 


"  BROWNIT 


Waterproof,  Soften,  Nourish  and  Preserve 
the  leather. 

Have  better  keeping  qualities  than  any 
similar  production. 

Defy  the  weather — a  rub  will  remove  the 
mud  from  any  boot  polished  with  them, 
and  the  brilliancy  remains  without  the  use 
of  further  paste. 

Give  absolute  satisfaction  to  the  user,  and 

pay  the  merchant  a  good  profit. 

Should  you  not  be  handling  these  polishes? 

Manufactured  by  CARR  &  SON,  London,  Eng. 

Makers  of  the  most  complete  line  of  Shoe  Polishes  since  1837 


RIGG  &  COMPANY  LIMITED 

32  CHURCH  SHOE  FINDINGS  ^NA^nA 

STREET  CANADA 

CANADIAN  AGENTS  FOR 

"CARR'S  POLISHES"  and  "REVOLITE"  JUMBO  RUBBER  HEELS 


REVOLITE  JUMBO 
RUBBER  HEELS 

Made  of  the  very  best  materials  obtainable, 
they  will  stand  extraordinary  wear  and 
give  the  wearer  excellent  service  in  every 
way.  In  short,  they  answer  fully  and 
definitely  the  purpose  for  which  rubber 
heels  are  required. 

As  a  merchandising  proposition  this  is  worth 
looking  into. 
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Guarded 


If  the  eyelets  in  the  shoes  you  purchase  have  the  little  diamond-^- 
Trade  Mark  on  the  surface,  as  shown  above,  they  are  the  genuine  Fast  Color, 
the  only  kind  (and  we  want  particularly  to  impress  this  fact)— the  only  kind 
that  can't  grow  brassy,  and  always  look  new. 

None  but  the  genuine  Fast  Color  Eyelets  have  the  diamond  -♦►Trade 
Mark.  They  have  been  placed  there  to  safeguard  the  shoe  wearer  as  well 
as  the  shoe  dealer  from  every  possibility  of  deception.  They  are  one  of  the 
most  prominent  earmarks  of  a  good  shoe.  Millions  of  magazine  readers  are 
learning  each  month  of  Fast  Coloi  Eyelets  and  the  method  of  distinguishing 
them.    We  will  gladly  mail  descriptive  booklet  and  samples  on  request. 


United  Shoe  Machinery 
Company  of  Canada 


Office  and  Factory: 


Lagatichetiere  and  St.  Monique  Streets,  Montreal 
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O.  EATOUGH 
Managing  Director 


SIR  H.  W.  TRICKETT 

To 
Our 
Canadian 
Friends 

GREETING 


J.  S.  ASHWORTH 
Canadian  Manager 


IT  gives  us  the  greatest  pleasure  to  be 
able  to  take  advantage  of  this  season  of 
good  cheer  to  wish  that  each  of  our 
Canadian  Friends  may  find  this  Christmas 
season  of  nineteen  hundred  and  eleven  one 
brimful  of  joy. 

And  may  the  new  year  usher  in  a 
season  of  good  things  unsurpassed  by  any. 

Sir  H.  W.  Trickett,  Limited 

WATERFOOT,  Near  Manchester,  ENGLAND 

CANADIAN  BRANCH: 

Manchester  Building,  Melinda  Street     -  TORONTO 
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Back  up  appearance  with  comfort 

The  comfortable  shoe  is  the  one  that  appeals  most  to  the  wearer. 
Style  and  appearance  may  have  a  great  deal  to  do  with  making 
a  sale,  but  it's  comfort  that  gives  satisfaction  and  brings  the 
customer  back. 

An  inner  sole  cut  from  Barrie  Inner  Soling  will  add  comfort  to  any 
shoe.  It  is  tanned  and  finished  in  such  a  way  as  to  be  always 
smooth  and  hard.  It  will  not  "bunch"  or  wrinkle  but  remains 
even  during  the  entire  life  of  the  shoe. 

THE  BARRIE  TANNING  CO.  LIMITED 

Makers  of  Bookbinders'  Leathers,  Bag  Leathers,  Colored  Shoe  Leathers,   Goodyear  Inner  Soling 
FACTORY  and  HEAD  OFFICE  WAREHOUSE  and  SALESROOM 

BARRIE     -     ONTARIO         51  Front  St.  East,  Toronto 


MARDEN,  ORTH  &  HASTINGS 

Successors  to  GEORGE  H.  LEONARD  &  CO. 

Importers  direct  into  Canada  and  United  States  and  largest  dealers  in 

Tanners'  Supplies 

Degras,  Sod,  Cod,  Sumac, 
Qambier  Extract 


225  Purchase  Street,  BOSTON,  U.S.A.        1030  North  Branch  Street,  CHICAGO,  U.S.A. 

T8-88  Wall  Street,  NEW  YORK,  U.S.A. 
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-SHOE  SPECIALTIES 

FOR  MANUFACTURERS 

Your  especial  attention  is  directed  to  our  range. 
Your  wants  will  be  promptly  attended  to. 

Shoe  Drills     Shoe  Ducks     Sock  Linings     Boot  Webs 


WE  ARE  MAKERS  OF 


Rubber  Cements 
Box  Toe  Gums 
Shoe  Cleaner 
Pasted  Cloth 
Innersoling 


Cork  Filler 

Patent  Leather  Tip  Repair 
Royal  Backing 
Box  Toe  Canvas 
Top  Facings 


Shipment  Prompt 


Box  Toe  Materials 
Backing  Cloth  a  Specialty 

CEMENT  DEPARTMENT 


Prices  Right 


FISK  LIMITED 


MONTREAL 


WHITTEMORE'S  POLISHES 


Finest  in  Quality 
Largest  in  Variety 


-:dressing;- 

-fine  shoes'.? 


1|-color;iustbf-|| 
blackest  color 


WHnilMORt'BRoIi?! 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE."  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL,.  Softens  and  preserves.  Imparts 
a  beautiful  Black  lustre.  Always  ready  to  use.   Largest  quantity .   Finest  quality .     Polishes  without  rubbing.  Retails  25c. 

"BULLY  SHINE."  A  waterproof  paste  polish  for  all  kinds  of  black  shoes  and  old  rubbers.  Blacks,  polishes,  softens  and 
preserves.  Contain  oils  and  waxes  to  polish  and  preserve  the  leather.  Also  Russet  B  ally  Shine  for  tan  leathers.  Large  tin 
boxes.  Boxes  open  with  a  key.  Retails  10c. 

"SUPERB"  (a  paste)  for  polishing  Patent  and  Shiny  Leather  Boots  and  all  Shiny  Leather  Articles.    Boxes  open  with  a 

coin.    Retails  10c. 

"  DANDY"  COMBINATION.  For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles,  bridles, 
etc.    Retails  25c.    "Star"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  Pastes  (5  sizes  of  each  color.) 

"ELITE"  COMBINATION.    For  those  who  take  pride  in  having  their  shoes  look  Al.     Restores  color  and  lustre  to  all  black 

shoes.  Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"BOSTON"  WATERPROOF  POLISH.     A  black  liquid  for  men's  and  boys'  shoes.    Produces  a  patent  leather  shine  without 

brushing.     Retails  25c. 

Send  for  circulars  zi  vine  full  particular*  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada. 

BUY  WHITTEMORE'S  SHOE  POLISHES  IF  YOU   WANT  THE  BEST 
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To  Our  Many  Patrons 

We  extend  our  best  wishes  for  a  very 
Merry  Christmas  and  a  Bright  and 
Happy  New  Year.  At  the  same  time 
we  desire  to  thank  them  for  the  favor 
they  have  shown  us  during  the  past 
year. 

Each  year  we  have  seen  large  increases 
in  our  business,  but  1911  caps  them  all. 
It  is  the  Banner  Year  for  sales  m 
"Monarch,"  "Brandon"  and  "Dr.  Bran- 
don Cushion  Sole"  Shoes,  and  repeat 
orders  have  been  extrordinary. 
The  chief  reason  for  these  yearly  in- 
creases is,  as  our  motto  implies: 

"  Where  Quality  Counts  We  Win  " 

Brandon  Shoe  Co.  Limited 

Brantford   -   -   -   -  Ontario 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


A 

MERRY 
XMAS 
AND 
A 

HAPPY 
NEW  YEAR 
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Shoes  That  Are  Talked  About 

WHY? 


Styles  are  the  newest 
Materials  are  the  best 
Prices  are  right 
Everything  new  that's 
good  in  Women's  Shoes 


THE  McDERMOTT  SHOE  CO.,  MONTREAL 


"ST  AN  LOCK"  STITCHER— Block  giving  Mechanism  of  Head  in  bolder  Detail 

Distinct  Advantages  of  "  STAN  LOCK"  STITCHER  over  any  other  Non-Royalty  Machine 

AWL  AND  NEEDLE.  The  "Stanlock"  Stitcher 
has  distinct  advantages  over  any  other  Non-Roy- 
alty Machine  inasmuch  as  special  attention 
has  been  paid  to  curve  and  length  of  awl  and 
needle,  thus  reducing  the  breakages  by  about 
one-half. 

LOOPER-  The  Looper  has  a  bigger  throw,  and 
gives  more  clearance  underneath.  This  is  a 
great  advantage  when  doing  any  very  close 
Welts,  and  is  as  easy  when  doing  broad  Welts. 
CHANGING  AWLS.  It  is  not  necessary  to  re- 
move the  table  when  changing  the  Awl  as  on 
other  Machines. 
SHUTTLE  LOCK.   The  Shuttle  is  double  locked 

and  is  simplicity  itself. 
LEVERS.    All  levers  are  evenly  balanced.  This 
does   away  with   the   sudden   jerky  movements 
and  adds  to  the  life  of  the  Machine. 
CAMS.     The  Cams  are  made  of  solid  steel,  and 
are  keyed  and  screwed  to  the  main  shaft,  pre- 
venting any  possibility  of  one  movement  over- 
lapping another,  also  making  it  impossible  for 
the  Machine  to  get  out  of  time. 
SHUTTLE-     The   Shuttle  is  very  compact,  but 
holds  as  much  thread  as  any  machine,  and  con- 
sequently takes  a  smaller  loop,   thus  lessening 
the  breaking  strain  of  the  thread. 
ALTERING  LENGTH  OF  STITCH.    It  is  very 
simple  and  easy  for  the  operator  to  alter  the 
length  of  stitch  without  stopping  his  machine. 
This  is  a  great  advantage,  especially  on  welt- 
ing work. 

BOBBINS.  The  Shuttle  is  wound  on  Bobbins 
ensuring  all  thread  being  used,  and  prevents 
waste  of  time  and  material. 
THREAD  LOCK.  Is  adaptable  on  Aloft  and 
Channel  work  alike,  as  there  is  a  perfect 
thread  lock. 

LOOP  DIVIDER.    The  Loop  Divider  is  a  novel 
arrangement  and  is  certain  to  throw  the  thread 
over   the    Shuttle,    preventing   missing  stitches. 
PRICE  $r,ooo.     Duty  and  freight  paid  to  Mont- 
real. 

THE  STANDARD  ENGINEERING  COMPANY,  LIMITED 

EVINQTON  VALLEY  ROAD  ------  LEICESTER,  ENGLAND 
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There's  money  to  be  made  right  now 

With  the  cold  weather  comes  a  big  demand  for  mocca- 
sins, ankle  supports,  skate  straps,  leggings,  sporting 
boots,  etc.    It  is  a  dandy  profitable  business  supplying 

this  demand  if  you  have  the 
right  line  in  stock. 

That  line  is  Beal  Bros.' 
—expertly  tanned,  strongly 
stitched,  carefully  p'ut  togeth- 
er, reasonably  priced. 

Get  in  touch  with  us  to- 
day. 

BEAL  BROS.  LIMITED,  52  Wellington  St.  East,  TORONTO 


Better  Surpass  Shoes  in  1912 

INHERE   is   another   good  year  behind  Surpass  Shoes. 

Jlnother  year  of  experience,  study  and  success. 
Every  year  in  Surpass  history  has  meant  more  value  in 
Surpass  Shoes. 

For  we're  always  striving  to  better  these  shoes,   and  we 
profit  by  experience,  by  study  and  by  success. 

Surpass  Shoes  for  nineteen-twelve  will  be  a  little  better  than  formerly,  because, 
during  the  past  year  we've  learnt  a  little  more  about  shoemaking. 
And  so  each  year  we  learn  a  little  more,   and  each  year  Surpass  Shoes  are  a 
little  better  made. 

THE  LOUIS  GAUTHIER  COMPANY,  Limited 

QUEBEC  CITY 
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Anybody  can  cut  the  price,  but  it 
takes  brains  to  make  a  better  article. 

(Apologies  to  Alice  Hubbard) 

Walpole  Process  is  a  Better  Article 

We  are  prepared  to  coat  your  gem  duck  in  a  manner 
satisfactory  to  you.    Please  note  this  statement. 

Re-covering  and  repairing  crippled  gems  is  an  expense 
that  you  will  not  have  if  you  use  WALPOLE  coated  duck 
(pat.  applied  for). 

We  can  also  show  you  a  more  economical  way  of  cutting 
the  duck  than  that  in  general  use,  and  can  furnish 
complete  outfit  on  short  notice. 

Let  us  quote  you  on: 
Dryfoot  Cork  Soles,  Dryfoot  Welting,  M.C.  Backing 
Cloth,  all  weights.  Box  Toes— Combination,  with 
Waterproof  Centre  (Pat.  App.).  Where  this  box  is  used 
fancy  tips  will  not  be  stained  by  box  toe  gum.  Box  Toe 
Shellac,  No.  34,  for  Welt  Shoes,  Box  Toe  Shellac,  No. 
36  for  McKay  Shoes,  Patent  Leather  Softener  No.  37, 
Patent  Leather  Cleaner  No.  38  (Spirit),  Patent  Leather 
Cleaner  No.  41,  Russet  Leather  Cleaner  No.  39, 
Walpole   Liquid   Glue,   Walpole   Insole  Proofing. 

WALPOLE  RUBBER  COMPANY,  LIMITED 

MONTREAL 


EVERY  BUSINESS 
EVER.  Y  TRADE 
EVERY  LINE  IN 
EVERY  ISSUE 


When  You  Want  to 


You  Will  Want 


How  to  get  a  copy-  of  BRAINS 


BRAINS  Corporation,  Dept.  LA 
Scranton,  Pa. 
I  enclose  25  cents,  for  which  please  send 
me  sample  copies  of  BRAINS. 


Name 


Address  

City   Canada 


Write  an  ad. 

start  a  sale 

dress  a  window 

get    up   a  circular 

lay  out  a  display  ad. 

send   out  form  letters 

build  up  a    mailing'  list 

arrang'e  a  mail  order  plan 

Know  just  what  or  when  or  how  to 

advertise  and  build  your  business 


BRAINS 


The  only  WeeKly  in  the  world 

of,  by  and  for  the  retail  advertiser. 


AGENTS  "WANTED. 
WRITE  FOR  GOOD 
TERRITORY  NOW. 
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It  Takes  Only  a  Small  Amount 
To  Stock  Up  With  My  New 

FEATHERWEIGHT 

Ice  Creeper 

and  to  win  and  hold  the  trade 
of  the  elder  class  of  your  custo- 
mers, it  will  be  the  best  step  you 
ever  made. 

Moreover  the  profit  is  large. 
Every  pair  sold  represents  not 
only  a  larger  percentage  of  profit, 
but  also  a  probable  sale  of  shoes 
or  rubbers. 

Made    in   men's    and  women's 

sizes  to  fit  any  rubber  or  shoe 

(note  illustrations). 

If  your  jobber  does  not  handle 

this  line  I  will  fill  your  order 

direct. 

WRITE  ME  TO-DAY 

P.  E.  BOIVIN 

PATENTEE  AND  MANUFACTURER 

GRANBY,  QUE. 

ALSO  TROY,  N.Y. 

Show  Cards  and  Advertising  Matter  Supplied  Dealers 


Fitting  with  ease  and  grace 
of  manner  characteristic 
of   the  perfect  woman 

SMARDON  SHOE  CO. 

533-535  VISITATION  STREET 
MONTREAL 


Fig.  i  Fi§-  1 

Fig  i  shows  creeper  pushed  up  from  heel  when 
not  in  use.    Fig.  ^  shows  creeper  in  use. 


Women's  White  Nubuck,  16  Butt.  Welt 
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Appearance  is 
not  everything 
There  is  Service 

THE  big  problem  of  the 
shoe  merchant  is  not  so 
much  to  find  a  brand  of  shoes 
that  will  sell  once  on  sight,  as 
to  find  one  that  will  sell  once 
on  sight  and  many  times  on 
service. 

There  are  shoes  that  will  sell 
on  sight  that  will  never  sell  again, 
because  they  fail  to  satisfy  with 
service. 

The  sale  of  Blouin's  shoes  is  in- 
creasing rapidly  because  the  public 
and  the  dealers  are  becoming 
acquainted  with  service-giving 
qualities  that  back  up  good 
appearance.  Customers  always 
come  back  again  for  Blouin's  shoes. 

F.  BLOUIN 

Boots.  Shoei,  Moccasins 

QUEBEC 


Dr.  SCHOLL'S 


Dr.  Scholl's  "BUNION  RIGHT  "is  a  soft,  pliable  device  so  construc- 
ted that  by  placing-  it  between  the  great  and  second  toe,  just  suffi- 
cient outward  pressure  is  produced  to  bring-  the  toe  to  its  natural 
and  true  position. 

All  up-to-date  shoe  dealers  are  handling  this  wonderful  little  device 
which  is  bringing  them  big  profits.    It  is  a  practical  invention  that 
instantly  and  permanently  rights  bunion  trouble. 
Wholesale  $4.00  per  doz.    Retail  50c.each.    Attractive  window  feet 
with  each  doz.    Order  quick. 

Dr.  SCHOLL'S 


For  crooked  over-lapping-  toes  and  soft  corns 
between  the  toes. 

Wholesale  53.00  per  dozen.      Retail  35c.  each. 

Send  for  a  cample  of  Scholl's  Bunion  Reducer,  a  new  rubber 
shield  that  fills  out  the  crooKod  places. 

THE  SCHOLL  MFG.  CO.  Limited 

Largest  Manufacturers  of  Foot  Specialties  in  the  World 
47    KING  ST.  WEST      -  TORONTO 
5  Manchester  Ave.  E.C.,  London,  Eng. 


Our  Counters  Excel 
In  Two  Points 

They  are  better  and  they  are  cheaper. 
No  other  counter  made  will  stand  com- 
parison with  Quay's  "New  Patent." 

They  are  made  of  solid  leather,  and  will 
outwear  any  shoe. 

They  cost  only  3^c.  to  4c.  per  pair. 
Can   you   touch  this  price  elsewhere  ? 

Standard  Board  and  Union  Counters  also 
made.    Send  for  samples. 


EUGENE 

230  Marguerite  St. 


GUAY 

MONTREAL 
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§  Where  \ 


Amherst 


G«°(fSTOC« 


MAKE 


O  T0U6H  SOLID  LEATHER 
°  OUT  AND  INSOLES 

O 
O 

o 
o 
o 

e 

o 


7 POINTS 

OUR  GUARANTEE 
ON  EVERY  PAIR 


THE  Lachance  Ankle  Brace 
with  protector  for  use  in 
strenuous  athletic  sports  or  with- 
out protector  for  use  in  walking, 
running,  dancing,  etc.  Should 
prove  a  great  seller  during  the 
winter  months. 

Get  in  a  stock  and  push  them 
 they're  profitable. 

LACHANCE  &s  TANGUAY 
QUEBEC  CITY 


More  of  it  used 

in 

Dongola  Shoes 

In  the  past  year  Maple  Leaf  Glazed  Kid 
has  gained  mightily  in  favor  with  both 
manufacturer  and  merchant. 

Its  uniformity  of  strength  and  finish 
(due  to  a  special  process)  has  recom- 
mended it  to  the  manufacturer  as  an 
economical  and  reliable  leather.  To  the 
merchant  it  has  become  a  silent  sales- 
man, adding,  as  it  does,  much  to  the 
saleability  of  a  Dongola  Shoe. 

You'll  find  Dongola  Shoes  easier  to 
sell  if  you  specify  Maple  Leaf  Glazed 
Kid. 


LUCIEN  BORNE 

QUEBEC 


Western  Agents 

MALLETTE  &  ROY 

225  Lemoine  Street    -  MONTREAL 
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MINER  &  SHEFFORD 

BRANDS  OF 

RUBBER  FOOTWEAR 


S.  H.  C.  MINER 

PRESIDENT 

W.  H.  MINER 

VICE-PRES.   and  GEN.  MAN. 


M 


INER 
EANS 
ERIT 


This  is  the  season  for  rubber  selling. 
"  When  you  want  goods  you  want  them 
quick. ' '  We  are  ready  in  our  spacious  new 
warehouse  to  meet  all  your  demands 
promptly. 

In  carrying  and  selling  the  Miner 
brand  of  rubber  footwear,  you  obtain  a 
double  satisfaction — a  grade  of  quality 
that  is  unexcelled,  and  a  service  that 
never  disappoints. 

Put  us  to  the  test.  We  prepay  freight 
on  all  shipments  of  one  hundred  pounds 
or  over.  Keep  in  touch  with  us.  We 
are  as  anxious  to  please  as  you  are  to 
handle  goods  that  will  bring  back  the 
customer — for  the  permanent,  constant 
return  patronage  and  family  trade  are 
the  great  factors  that  constitute  the  pro- 
fitable business  of  the  shoe  retailer  of 
to-day. 

"  Miner  means  Merit  "  and  Merit  is 
another  interpretation  of  success  in  rubber 
selling. 


MINER  RUBBER  CO. 


LIMITED 


HEAD  OFFICE  %  FACTORIES 
GRANBY,  P.Q. 


TORONTO  BRANCH 
93-99  SPADINA  AVE. 


Other  Selling  Agencies  : 

JACKSON  &  SAVAGE 
J.  M.  HUMPHRIES  &  CO.     St.  Peter  St.      DOWLING  &  CREELMAN 
ST.  JOHN,  N.B.       MONTREAL         BRANDON,  MAN. 
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Birthday  Greetings  From  All  Parts  Of  Canada 

Shoe  and  Leather  Journal  Celebrates  Its  Silver  Jubilee-Double  Anniversary  Marking  Twenty-fifth  Year  of  Its  Career 
and  First  Annual  Observance  as  Semi-Monthly  Publication-Some  Words  of  Appreciation  and  Good  Cheer. 


With  this  edition  the  SHOE  AND  LEATHER  JOUR- 
NAL celebrates  a  double  anniversary.  It  is  just  twenty- 
five  years  since  the  publication  was  first  issued,  and 
one  year  ago  it  was  converted  from  a  monthly  publication 
to  a  semi-monthly.  That  the  change  has  been  welcomed 
by  the  trade  from  one  end  of  Canada  to  the  other  has  been 
amply  demonstrated.  Perfection  is  a  plant  of  slow 
growth.  Many  plans  are  under  consideration  for  making 
the  paper  of  greater  usefulness  and  benefit  to  the  shoe 
and  leather  interests.  The  earnest  wish  is  to  be  of 
increasing  service  to  every  reader.  On  the  occasion  of 
its  silver  jubilee  the  publishers  desire  to  extend  cordial 
well  wishes  to  all  for  a  Merry  Christmas  and  a  Happy 
and  Prosperous  New  Year. 


Self  is  a  theme  on  which  most  people  can  always  talk  glibly 
but  not  always  wisely  or  well.  It  is  not  often  that  the  Shoe  and 
Leather  Journal  says  a  word  on  its  own  behalf,  but  the  present 
occasion  affords  some  reason  for  a  few  observations  of  appreciation, 
in  view  of  the  generous  patronage  extended  during  the  past,  and  as 
an  expression  of  gratitude  for  the  many  suggestions  and  contribu- 
tions that  have  been  received  from  readers.  _ 

To  the  retailer  in  many  cities,  towns  and  villages,  credit  is  due 
and  acknowledged  for  helpful  hints,  timely  articles  and  ventilation 
of  views  on  topics  of  interest  and  importance  to  the  trade.  To  the 
tanner  the  manufacturer,  the  shoe  findings  houses,  and  the  rubber 
producers  the  same  compliment  may  be  paid.  Canada  is  making 
marvellous  progress  and  the  shoe  trade  has  kept  pace  with  the 
advancement  until  it  now  stands  as  the  sixth  industry  m  importance 
and  in  the  value  of  its  output  in  the  Dominion.  The  achievement 
has  been  marked  in  all  lines— style,  material,  make,  quality, 
finish,  durability,  and  appearance  until  the  product  of  Canadian 
factories  is  equal  to  that  of  any  country  in  the  world. 

Canadian  Shoes  to  the  Forefront. 

A  sense  of  loyalty,  appreciation  and  recognition  should  lead  the 
citizens  of  Canada  to  realize  that  they  can  obtain  as  well  made, 
attractive,  comfortable  and  well  fitting  shoes  right  from  Canadian 
manufacturers  as  any  that  bear  a  foreign  mark.  Some  years  ago 
the  accuracy  of  this  assertion  might  have  been  questioned,  but 
to-day  makers  of  footwear  in  Canada  enjoy  the  benefits  of  well 
equipped  plants,  skilled  workers,  specialization,  and  leathers  that 
will  compare  most  favorably  with  imported  skins.  There  is  always 
a  class  of  persons  who  think  that  something  better  can  be  obtained 


elsewhere  than  at  their  own  doors.  Every  town  has  a  number  of 
such  people  who  imagine  that  there  is  a  distinction,  a  dignity  and  an 
excellence  about  an  article  purchased  away  from  home,  but  fields 
always  bear  a  brighter  sheen  some  distance  off  than  they  do  at  close 
vision.  The  demand  for  American  footwear  is  rapidly  diminishing, 
and  the  largest  retailer  in  Canada  stated  the  other  day  that  in  his 
system  of  stores  he  carried  a  two  hundred  thousand  dollar  stock 
and  practically  all  of  this  was  Canadian  make,  the  finished  product 
of  Canadian  brains,  energy  and  enterprise.  Yet  there  are  some 
lesser  lights  who  vainly  think  they  must  go  abroad  for  the  best 
o-oods.  This  is  an  erroneous  impression  which  time,  education, 
and  the  rapid  strides  made  by  Canadian  factories  will  correct 
and  overcome. 

Tributes  to  Canadian  Industry. 

Much  more  might  be  said  along  this  line,  but  conditions  are 
changing.  The  spirit  of  national  development,  an  appreciation, 
of  our  Canadian  ability,  ingenuity  and  push  is  coming  to  the 
front.  Unity  and  co-operation  are  manifesting  themselves,  and  the 
fruit  is  seen  on  every  side.  On  the  occasion  of  the  crossing  of  its 
twenty-fifth  milestone  of  its  progressive  career,  the  Shoe  and 
Leather  Journal  voices  its  thanks  for  numerous  evidences  of  good 
will  It  is  a  pleasure  to  have  so  many  kind  things  said  of  it  and 
constructive  criticism  is  always  welcomed.  Useful  service  is  the 
object  of  this  publication,  and,  while  it  would  be  unwise  and  untrue 
to  say  that  all  have  been  pleased  with  the  course  and  policy  of  the 
paper  in  the  past,  it  has  not  been  lacking  in  courage,  candour, 
or  outspokenness  on  every  occasion  when  it  was  felt  m  the  best 
interest  and  highest  welfare  of  the  trade  to  speak  out.  Its  mission 
is  a  difficult  one  to  fill.  In  the  elimination  of  the  evils  that  crop 
up  from  time  to  time,  the  exposure  of  abuses,  the  elevation  of  the 
standard  of  retailing,  the  advancement  of  better  and  more  efficient 
salesmanship,  the  cultivation  of  higher  ideals,  more  generous 
and  well  directed  efforts  for  mutual  protection— in  short,  the  making 
of  business  conditions  better,  brighter  and  more  profitable  to  all 
there  is  every  incentive  to  go  ahead. 

"What  Some  Others  Remark. 
The  thoughts  of  others  are  always  interesting.    Here  are  some 
messages  that  have  come  to  hand  telling  what  readers  in  all  branches 
of  the  trade  think  of  the  appearance,  contents,  purpose,  and  progress 
of  the  Journal: — 

"To  compare  the  Shoe  and  Leather  Journal  of  to-day 
with  that  of  twPo  years  ago,  one  would  hardly  ^o^totetoe*™ 
publication,  so  great  are  the  changes,  and  so  marked  the _  su Priority 
of  treatment  of  the  different  subjects.  Not  only  tins  but  sub- 
scribers are  being  given  over  double  the  value  for  th e  dollar  they 
spend,  as  they  receive  twice  the  number  of  ^Pies  as  forme rly  o  a 
much  superior  article.  The  salesmanship  contest  and  othe :  similar 
expedients,  used  to  stimulate  interest  and  pride  in  the  work  ot 
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selling,  I  consider  an  excellent  departure.  What  better  service 
could  you  render  the  shoe  merchant  of  Canada  to-day  than  to 
wake  up  and  enthuse  his  clerks  and  cause  them  thorough  pride  in  their 
work  to  sell  more  shoes  and  better  shoes?  I  believe  thata  similar 
contest  for  window  dressers  each  month,  for  a  period,  with  prizes 
similar  to  the  present  contest,  and  competitors  to  forward  photos 
of  their  best  efforts  in  this  line,  in  good  time  to  be  published  in 
the  15th  of  month  issue,  would  enliven  interest  and  certainly  help 
in  the  work  of  progress  in  our  profession." — A.  L.  Wright  (Morris 
&  Co.),  Glace  Bay,  N.S. 


"I  am  very  much  pleased  with  the  work  of  the  Shoe  and  Lea- 
ther Journal.  It  supplies  the  shoe  trade  with  a  good  reliable 
source  from  which  much  needful  information  can  be  obtained. 
The  articles  are  excellently  treated  and  are  particularly  interesting 
and  instructive.  May  you  have  twenty-five  years  more  of  pros- 
perity."— F.  P.  Carney,  Belleville,  Ont. 


"The  Shoe  and  Leather  Journal  is  a  bright  and  interesting 
publication  and  contains  many  valuable  pointers." — W.  B.  Hamil- 
ton Shoe  Co.,  Toronto. 


"I  am  sure  you  are  to  be  congratulated  upon  the  improvement 
in  the  reading  matter  and  appearance  of  your  Journal  of  late. 
Publishing  it  twice  a  month  gives  us  more  up-to-date  news  and 
makes  it  of  more  value  to  the  shoeman.  The  different  topics 
discussed  are  of  interest  to  shoemen,  and  "Stray  Shots"  would  do 
credit  to  anv  paper.  I  find  your  Journal  of  great  interest." — 
B.  B.  Blacks  Amherst  Boot  &  Shoe  Co.,  Amherst,  N.S. 

"The  Shoe  and  Leather  Journal  we  could  not  be  without. 
We  look  forward  to  its  coming  as  we  do  no  other  journal." — M.  A. 
Nickersox,  Clark's  Harbor,  N.S. 


"I  run  across  some  very  good  points  in  the  Journal  in  regard 
to  shoes  and  leather  that  come  very  valuable  to  one  who  handles 
boots  and  shoes." — Carl  J.  Braren,  Claresholm,  Alta. 

"We  have  been  receiving  the  Shoe  and  Leather  Journal 
for  only  a  few  months,  but  we  already  realize  that  it  is  a  great 
help  to  our  Boot  and  Shoe  Department — in  fact,  it  fills  a  long  felt 
want  in  that  department,  as  we  had  previously  no  publication  in 
the  interest  of  the  boot  and  shoe  trade." — Browns',  Limited, 
Portage  La  Prairie.  Man. 


"You  people  put  up  a  great  Journal.  I  would  not  be  without 
it." — L.  E.  Chamberlain,  Sherbrooke,  Que. 


"I  would  not  be  without  it  for  five  times  the  price  of  the 
subscription.  It  is  the  best  book  ever  published  for  the  shoe  man." 
— R.  K.  Helyar,  Kemptville,  Ont. 

"I  wish  to  say  that  I  find  the  Shoe  and  Leather  Journal 
a  great  help  in  keeping  in  touch  with  what  is  going  on  in  the  shoe 
trade.  It  offers  many  helpful  suggestions  to  our  clerks,  and  keeps 
them  posted  in  the  changes  that  are  made  in  the  styles  of  footwear 
from  season  to  season.  As  regards  any  improvement  that  I  could 
suggest  in  the  paper,  I  frankly  state  that  I  have  none  to  offer,  but 
find  the  Journal  quite  up  to  the  standard  of  any  shoe  journal 
that  I  read."— S.  H.  Murphy,  Slater  Shoe  Store,  Halifax,  N.S. 

"  Enclosed  please  find  Si. 00  covering  my  renewal  for  your  paper. 
We  are  very  glad  to  see  the  Journal  growing  in  size  and  interest, 
and  wish  you  all  the  success  that  you  deserve." — W.  E.  Tait  &  Co., 
Kamloops,  B.C. 

"Some  fine  information  to  be  had  out  of  the  Shoe  and  Lea- 
ther Journal." — J.  S.  Hickman,  Oxford,  N.S. 

"We  take  great  pleasure  in  the  Shoe  and  Leather  Journal, 
and  recommend  it  to  any  one  in  the  shoe  business.  We  find  it  a 
v;ry  valuable  paper  and  would  not  do  without  it." — The  2  Macs 
Ltd.,  Ottawa,  per  J.  Howard  Carkner,  manager  Fitwell  Shoe  Dept. 

"I  would  not  be  without  it  if  it  were  twice  the  price." — A.  W. 
Keddkn  &  Co.,  Glace  Bay,  N.S. 


"I  like  the  Shoe  and  Leather  Journal  very  much  indeed. 
It  brightens  one  up  to  keep  in  touch  with  what  the  other  fellow  is 
doing.  There  was  a  time  when  I  thought  you  favored  the  wholesaler 
at  the  expense  of  the  retailer,  but  you  have  been  doing  better 
lately.  The  retailer  could  often  a  tale  unfold  about  the  substitu- 
tion of  styles  or  sizes  on  the  part  of  the  wholesaler  which  would 


be  ample  justification  for  the  return  of  goods  such  as  used  to  be 
complained  of  in  the  Journal.  Besides  that,  there  was  often  a 
great  disparity  between  the  quality  of  the  sample  shown  and  goods 
delivered,  but  this  evil  is  not  so  great  now  as  it  used  to  be.  I  think 
we  are  growing  better." — Jas.  Nicol,  Chatham,  N.B. 


"I  consider  that  article  on  shoe  card  writing  very  good,  that  is 
just  what  shoe  men  want,  also  that  article  on  hosiery." — Main 
Shoe  Store,  186  St.  Lawrence,  Montreal,  Que. 


"We  feel  and  have  always  felt  that  the  Shoe  and  Leather 
Journal,  whether  issued  monthly  or  semi-monthly,  has  always 
been  a  very  distinct  credit  both  to  yourselves  as  publishers  and  the 
shoe  and  leather  trade  of  Canada.  Your  publication  is  a  very 
creditable  one." — A.  Davis  &  Son,  Limited,  Kingston,  Ont. 


"I  have  become  much  interested  in  the  Journal.  Your 
semi-monthly  issue  is  a  decided  improvement  on  the  monthly, 
and  topics  and  discussions  relative  to  the  shoe  trade  are  both  in- 
teresting and  instructive.  It  is  only  occasionally  we  meet  with 
shoe  men  who  know  it  all  and,  to  them,  the  issue  may  not  be  very 
important,  but  to  any  one  in  the  shoe  business  wishing  to  keep 
in  touch  with  affairs,  the  Journal  is  no  doubt  a  boon,  and  I  wish 
you  every  success." — R.  J.  Kidd  (Robt.  Neill),  Peterboro,  Ont. 


"Business  Boosters  and  Stray  Shots  are  fine." — A.  Birker, 
1256  Papineau  Ave.,  Montreal,  Que. 


"I  admire  the  Shoe  and  Leather  Journal  very  much.  It  is 
certainly  a  credit  to  the  trade  and  an  educator  to  amateurs  in  the 
boot  and  shoe  line.  Some  of  the  topics  discussed  are  very  inter- 
esting and  helpful." — R.  J.  Drysdale,  Hensall,  Ont. 


"Would  not  be  without  your  paper  as  we  find  lots  of  information 
in  it." — Alley  &  Co.,  Charlottetown,  P.E.I. 


"I  am  delighted  with  the  Shoe  and  Leather  Journal.  It 
is  just  the  thing  for  us." —  Bonneville  &  Gagnon  Co.,  St.  Remi, 
Que. 


"Your  Journal  is  a  good  one  for  the  trade  and  keeps  us  posted 
on  a  great  many  things  that  are  of  much  interest.  We  look  for 
each  issue  and  read  it  thoroughly.  We  think  no  shoe  business 
should  be  without  it." — J.  T.  Stenson  &  Sons,  Peterboro,  Ont. 


"One  can  get  some  fine  information  out  of  your  paper.  The 
Business  Boosters  are  fine." — E.  C.  Henderson,  New  Glasgow,  N.S. 


"In  regard  to  the  Shoe  and  Leather  Journal  would  say  I 
have  found  it  a  very  valuable  paper  and  look  forward  to  and  read 
it  very  closely.  I  think  the  article  about  '  Buying^  in  September  1st 
issue  was  good  and  would  like  to  hear  what  plan  some  of  the  dealers 
have  in  their  buying.  I  certainly  have  profited  by  reading  how 
others  have  done,  and  would  like  to  hear  more  on  that  very  im- 
portant subject  of   'buying.'" — W.  J.  Trott,  Leamington.  Ont. 

"That  article  on  rubber  was  fine,  and  your  Journal  is  doing 
a  good  work." — J.  A.  Morin,  64  St.  Joseph  St.,  Quebec. 

"After  reading  through  the  current  (Sept.)  number  of  the 
Journal  (for  I  find  it  profitable  to  read  practically  all  of  it)  I  feel 
that  I  must  congratulate  you  on  what  you  have  attained  in  issuing 
a  magazine  of  such  a  class  twice  a  month.  I  hope  you  will  keep 
at  it  on  the  same  lines — "Stray  Shots,"  Selling  and  Advertising 
Hints,  and  all  the  rest.  Your  article  on  "Buying"  in  your  last 
was  especially  good." — Rowland  Hill,  London,  Ont. 


"As  a  representative  of  the  Minister-Myles  Shoe  Co.,  I  might 
say  that  I  find  the  Shoe  Journal  a  great  help  to  myself  and  also 
a  knowledge  finder  to  many  of  the  shoe  merchants  that  I  call  on." 
— H.  B.  McGee,  Toronto,  Ont. 


"We  appreciate  very  much  your  splendid  effort  in  presenting 
a  semi  monthly  edition  of  the  Shoe  and  Leather  Journal.  It 
certainly  places  you  in  closer  touch  with  the  trade." — A.  E.  Cum- 
ming,  Lyn,  Ont. 

"The  Shoe  and  Leather  Journal  in  the  past  was  a  great 
help  to  the  shoe  trade  in  general,  in  its  monthly  issues;  now,  in  its 
semi-monthly  publication  it  will  add  a  great  deal  to  the  trade 
throughout  Canada." — D.  C.  McDonald,  Antigonish,  N.S. 
{Continued  on  page  45) 
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An  Imposing  Shoe  Store  Front  That  Cost  $3,000 

The  Burns  Co    of  Oshawa,  Believe  In  Artistic  and  Impressive  Windows-Heavy  Investment  Is  Paymg 
The  V"™^^  gto;e  That  SeUg  Hockey  Skates  and  is  a  Show  Place  of  the  Town 


"I  maintain  that  a  shoe  dealer  has  the  right  to  sell  everything 
for  the  feet  except  soap  and  water.  That  is  the  reason  I  have 
laid  in  a  stock  of  hockey  skates,  skate  straps,  etc.  A  retailer  should 
be  able  to  make  as  much  money  as  a  hardware  store  or  dry  goods 
house  and  yet  how  many  do  it?  The  reason  is  easily  explamed. 
The  hardware  man  carries  far  more  selling  lines  than  the  footwear 


W.  J.  Burns,  Oshawa,  Ont. 

merchant  and  the  dry  goods  establishment  covers  a  wider  range 
of  goods.  I  see  no  cause  why  the  shoeman  should  not  branch  out 
into  hosiery,  skates  and  other  lines  that  have  to  do  with  the  feet 
wtLh  he  is' supposed  to  clothe  and  equip^  That  u .  the .  reason 
I  have  placed  skates  in  stock  this  season.  Some  of  the  hardwa 
men  have  objected  to  the  innovation  and  have  even  threaten^ to 
put  in  boots  and  shoes.  They  can  do  so  if  they  ^ 
It  will  not  change  my  conviction  that  a  shoe  store  should  have  the 
privilege  of  selling  skates,  or  anything  else  for  the  feet. 

The  speaker  was  W.  J.Burns,  of  Oshawa,  Ontario.    He  is  an 


enthusiastic  and  thoroughly  experienced  shoeman.  He  began 
nis  business  career  as  a  banker  and  considers  the  training  which 
he  received  in  several  financial  institutions  has  served  him  m  good 
Jtead  Twenty  years  ago  in  the  flourishing 
tackled  the  trade  in  which  he  is  engaged  to-day.  He  began  m  a 
maU  way  but,  by  strict  attention  to  details,  good  buying  and 
idling  reliable  goods  he  has  built  up  one  of  the  largest  connec- 
tions of  any  retailer  in  his  line  between  Toronto  and  Kingston 

There  are  four  prominent  corner  stands  in  Oshawa  where 
Simcoe  and  King  Streets  intersect.  Banks  are  located  on  three 
o  these  but  in  the  biggest  block  of  the  thriving  town,  which  is 
owned  by  Mr.  Burns,  he  has  his  shoe  shop.  The  front  extends 
Jreet  along  Simcoe  Street  and  33  feet  on  King  Street,  a  frontage 
of  88  feet  in  all. 

A  Front  That  Cost  $3,000. 

During  the  past  summer  he  decided  that  such  extensive  display 
space  should  be  put  to  better  advantage  than  it  had  commanded. 
To-day  he  has  probably  the  most  artistic  and  striking  windows 
of  any  shoe  dealer  in  any  of  the  smaller  centres  of  the  Dominion 
The  accompanying  illustration  affords  some  conception  of  its 
magnificence  and  extent.  , 
There  are  two  main  entrances  with  floors  of  encaustic  tile  and 
the  windows  themselves  are  so  spacious  as  to  attract  favorable 
cement  from  every    visitor.    These  are  of  the  show  case  yp 
and  the  British  plate  glass  is  the  finest  obtainable.    The  glass  is 
held  in  position  by  polished  brass  dividing  bars  wit ;  caps  and 
bases     Each  window  is  five  feet  and  a  half  deep  and  at  the  back 
and  s'ides  are  white  enameled  panels  glazed  with  expensive  mirrors. 
Wirel  glass  admits  light  to  the  basement     The  flooring  m ^the 
windows  is  of  pattern  design  in  quarter  cut  oak  and Jerry  .Heavy 
steel  girders  resting  on  steel  posts  support  the  building  overhead^ 
The  massive  square  corner  post  is  of  Laurentian    marble  and 
decidedly  pleasing  in  its  bold  effect. 

Removing  the  old  front  and  erecting  the  new  one  cos  Mr 
Burns  three  thousand  dollars  and  occupied  about  four  months,  yet  he 
considers  the  money  well  expended  and  has  no  cause  to  regret 


The  impressive  display  windows  of  an  Oshawa  shoe  house. 
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the  outlay.  He  employed  competent  architects  to  carry  out  the 
renovation.  While  the  work  was  proceeding  temporary  board 
walls  were  put  up  inside  and  although  there  were  carpenters,  glaziers, 
structural  steel  and  other  artisans  employed,  and  customers  had 
to  wade  through  considerable  dust  and  obstruction,  trade  fell  off 
very  little  during  that  period.  Since  the  job  was  completed  business 
has  regained  its  old  proportions  and  greatly  increased.  The  windows 
afford  him  about  four  hundred  square  feet  of  display  room  so  that 
shoes  may  be  exhibited  in  graceful  groupings  while  lines  that  the 
ordinary  buyer  likes  to  look  at  and  wears,  can  also  be  shown  to 
advantage. 

Believes  in  Imposing  Exteriors. 

"I  am  a  firm  believer  in  effective  trims  and  showing  a  wide 
range  of  shoes  in  my  windows,"  remarked  Mr.  Burns.  "This  is 
the  principal  business  corner  in  the  town  and  I  have  taken  the  full 


The  Burns  block  before  its  renovation. 


benefit  of  it.  I  consider  that  my  expenditure  well  repays  me.  I 
employ  a  window  dresser  and  give  him  full  control  of  the  windows." 

All  the  latest  accessories  in  the  way  of  shoe  stands,  store  cards, 
and  color  effects  are  employed  in  the  decorative  schemes  of  the 
establishment.  Inviting  and  imposing  windows  will  sell  goods. 
Experience  impresses  this  fact  and  the  Burns  Co.  are  alive  to  it. 

Inside  the  store  there  are  several  silent  salesmen  show  cases, 
a  wrapping  and  cash  desk,  comfortable  chairs  and  good  fitting 
stools  all  being  valuable  trade  adjuncts  in  every  progressive  foot- 
wear house. 

Young  People  Like  Smart  Shoes. 

"Yes,  this  is  a  factory  town  and  nearly  every  young  man 
and  woman  finds  employment  in  some  of  our  numerous  establish- 
ments," he  continued,  "but  they  all  buy  good  footwear — in  fact  much 
better  than  they  did  a  few  years  ago.  I  do  not  consider  there 
are  too  many  styles  at  the  present  day — at  least,  not  for  here. 
Snappy,  trappy  shoes  that  attract  the  young  sell  well  and  the  wage 
earners,  who  get  in  their  pay  envelopes  double  and  triple  of  what 
they  did  a  few  years  ago,  demand  something  distinctive  and  nobby. 
They  have  the  money  to  spend  and  we  afford  them  a  wide  selec- 
tion." 

Approbation  Given  to  Old  Patrons. 

The  bulk  of  the  trade  at  the  Burns  store  is  cash — in  fact  two 
hundred  dollars  would  cover  the  outstanding  amount  on  the  books 
f.i  the  shop  at  any  time.    Old  and  well  known  citizens,  who  desire 


approbation  are  extended  this  privilege.  Contrary  to  the  experience 
in  other  places  Mr.  Burns  says  that  he  has  never  found  goods  re- 
turned in  a  soiled  or  untidy  condition.  The  name  and  fame  of  an 
old  established  and  dependable  house  is  a  bulwark  in  business — 
a  hard  barrier  to  break  through.  People  have  been  buying  their 
shoes  at  this  stand  for  almost  a  generation  and  continue  to  do  so. 
On  Saturday  nights,  so  great  is  the  crush,  that  forty  and  fifty 
persons  are  often  in  the  store  at  once  and  extra  help  is  always  em- 
ployed. If  old  patrons  then  come  in  and  want  shoes  sent  on  ap- 
proval the  firm  is  only  too  glad  to  accommodate  them  and  allow  them 
to  depart  and  make  room  for  others  who  are  clamoring  to  be  fitted. 

Quick  Returns— Good  Buying. 

The  store  does  not  conduct  a  repair  branch  but  sends  any  work 
that  comes  in  outside  to  be  attended  to.  The  stock  is  turned  over 
three  times  a  year  and  rarely  are  sales  held.  All  lines  are  closely 
watched.  Of  course,  in  January  and  July,  when  business  is  rather 
quiet,  there  are  special  offerings.  No  premiums  or  other  like 
plans  are  followed.  Large  profits  are  not  demanded  and  the  secret 
of  the  firm's  success  is  to  sell  at  a  fair  margin,  keep  things  on  the  move 
and  see  that  each  customer  is  satisfied  and  properly  fitted.  All 
shoes  that  come  in  are  carefully  examined  and  payment  made 
at  the  end  of  every  month.  Close  and  careful  buying,  stocking 
only  what  patrons  will  purchase,  and  never  knowingly  misrepre- 
senting any  shoe  have  resulted  in  the  expansion  of  the  business  to 
its  present  large  volume.  All  goods  are  marked  in  plain  figures 
and  one  price  is  strictly  adhered  to. 

Should  Have  Leather  Sock  Linings. 

"If  there  is  one  thing  that  I  would  correct  in  the  make  of 
footwear  it  would  be  to  insist  that  every  McKay  sewn,  pegged 
or  nailed  shoe  should  have  a  leather  sock  lining.  There  is  too  much 
rough  work  on  the  inside  of  many  shoes  which  are  not  welts.  Lasting 
tacks,  nails,  etc. ,  are  left  in.  A  cotton  sock  lining  on  a  child's  shoe,  for 
instance,  soon  curls  up,  or  if  it  gets  wet,  it  becomes  hard  and  wrinkled 
and  the  feet,  which  are  tender,  are  made  sore  or  the  boot  is  uncom- 
fortable. More  attention  should  be  given  by  certain  manufac- 
turers to  the  interior  of  a  shoe.  Better  insoles  and  more  durable 
and  comfortable  linings  on  the  cheaper  lines  would  add  much  to  the 
enjoyment  of  their  wear.  I  am  speaking  more  particularly," 
concluded  Mr.  Burns,  "of  school  and  working  boots." 

"A  shoe  that  does  not  give  ease  is  not  a  good  advertisement 
for  the  maker,  the  seller  or  the  consumer." 


Why  Apologise  For  Your  Feet? 

"A  strange  phase  of  human  nature  is  that  many  persons  want 
to  look  a  shoe  over  thoroughly  before  trying  it  on,"  remarked  an 
eastern  Ontario  shoe  dealer  this  week.  "Men  and  women  are  the 
same  in  many  respects.  They  will  ask  for  such  and  such  a  size. 
You  get  it  down  and  then  they  will  inquire  if  you  have  it  a  couple 
of  sizes  larger  which  is  what  they  really  wear,  but  some — how  they 
are  backward  in  regard  to  inquiring  for  the  exact  size  when  they- 
first  come  in.  A  man  will  very  often  inquire  for  a  seven  when  he 
knows  that  nothing  less  than  a  nine  will  fit  him,  and  a  women  will 
talk  about  three  and  a  half,  and,  before  she  leaves,  will  probably 
have  to  fit  on  a  five.  Then  she  will  quite  innocently  remark, 
after  she  has  put  you  to  all  sorts  of  trouble,  '  I  really  did  not  think 
it  would  require  that  size  to  fit  me.  Why  I  used  to  wear  a  three 
and  a  half  quite  comfortably.' 

"There  is  altogether  too  much  diffidence  and  dishonesty  re- 
garding the  size  of  one's  pedal  extremities.  I  do  not  see  why  people 
love  to  say  they  can  wear  small  sizes.  Large  feet  are  no  disgrace. 
You  do  not  hear  people  always  apologizing  for  the  color  of  their 
hair  or  eyes,  the  build  of  their  nose,  the  dimensions  of  their  neck, 
or  the  size  of  their  head,  but,  when  it  comes  to  the  feet,  all  kinds  of 
excuses  are  forthcoming." 


You  may  have  to  have  some  rule  about  the  day  when  you  wash 
the  inside  of  your  windows,  but  the  time  to  wash  them  on  the  outside 
is  when  they  are  dirty. 


Making  Use  of  'Knock-out'  Alphabet 

This  Style  of  Lettering  May  Be  Executed  Quickly  for  Rush  Work-Developing 
a  Type  That  Is  Original— Making  Stock  Cards  in  Spare  Hours— They 
Should  Be  Placed  in  a  Suitable  Cabinet— Keep  All  Materials 
in  First-class  Shape— The  Seventh  Lesson. 


Sij  R.  T.  D.  Edwards,  The  Robert  Simpson  Co.,  Toronto. 

(Copyright  by  Acton  Publishing  Company,  Limited.) 


Now  that  one  of  the  busiest  seasons  of  the  year  is  approaching, 
it  has  been  deemed  advisable  to  acquaint  the  readers  of  this  course 
with  a  style  of  lettering  which  may  be  very  quickly  executed.  It 
is  termed  "knockout"  work,  and  with  a  considerable  amount  of 
practice  it  can  be  done  almost  as  quickly  as  writing  with  an  or- 
dinary pen. 

The  Alphabet 

A  glance  at  Figs.  1,  2,  and  3,  will  reveal  the  general  principles 
of  the  alphabet  and  its  construction.  It  cannot  be  said  to  have 
evolved  from  any  one  style  of  lettering.  It  is  several  different 
kinds  put  together  in  a  manner  which  makes  great  speed  m  for- 
mation possible.  All  card  writers  sooner  or  later  develop  a  type 
which  is  more  or  less  original,  for  rush  work.  A  careful  study  of 
this  lesson  will  enable  the  student  to  adopt  a  style  which  will  suit 
his  own  tastes  and  requirements.  .  ■  u  <x 

Observation  will  reveal  that  no  attempt  is  made  to  finish  on 
the  ends  of  the  strokes  by  means  of  spurs,  or  as  in  the  brush 
stroke  block  alphabet.  While  no  unusual  care  is  taken  with  the 
ends  of  the  strokes,  endeavor  to  keep  the  tops  and  bottoms  of  the 
letters  in  a  straight  line. 

Practise  Work 

To  begin  practise  work  on  the  alphabet,  draw  guide  lines  as  in 
former  lessons.  Draw  your  brush  with  a  free  arm  movement  m  the 
direction  indicated  by  the  arrows.  The  fine  strokes  across  the 
letters  indicate  the  places  where  the  strokes  begin  and  end.  The 


student  will  find  it  advisable  to  practise  the  different  styles  of 
each  letter  thoroughly  before  going  on  with  the  next,  and  the  upper 
case  should  be  mastered  before  the  lower  one  is  attempted.  There 
is  a  large  number  of  curves  that  may  be  introduced  into  this  alphabet, 


Fig.  2. 

the  variety  of  which  depends  on  the  ingenuity  of  the  cardwriter- 
It  would  be  well  for  the  present,  however,  to  confine  our  efforts 
to  the  letters  as  they  are  illustrated  herewith.  After  they  have  been 
perfected,  original  curves  may  be  added.  Keep  ever  m  mind, 
though,  that  the  main  purpose  of  this  style  is  to  supply  a  type 
which  will  be  useful  where  rush  work  is  required. 

Care  of  Materials 

The  student  is  warned  against  an  impression,  which  some 
card  writers  get,  that  it  is  not  necessary  to  have  the  materials 


Fie  1. 
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in  first-class  shape  for  rush  work.  An  opposite  view  is  correct.  For 
rush  work  brushes  will  have  to  be  in  better  shape  and  the  paint 


Fig.  3.  executed  in  48  sees. 


will  have  to  flow  more  readily  than  usual  or  speed  will  be  unattain- 
able. 

The  work  illustrated  in  Figure  3  is  a  sample  of  "knock- 


out" work.  Attention  is  drawn  to  the  time  which  was  taken 
to  execute  the  work.  It  demonstrates  the  speed  which  may  be 
attained  on  an  alphabet  of  this  nature. 

If  you  are  accustomed  to  using  paper  window  posters  for  ad- 
vertising specials,  the  "knock-out"  alphabet  will  be  found  very 
valuable.  If  these  posters  are  exposed  to  the  weather  the  use  of 
color  ground  in  Japan  instead  of  water  color,  would,  because  it  is 
waterproof,  be  preferable.  This  material  may  be  secured  in  all 
wanted  colors  from  most  paint  shops.  Thin  it  with  turpentine 
to  a  nice  working  consistency.  It  will  be  necessary  to  have  a 
brush  which  may  be  used  only  for  this  purpose,  as  it  will  not  work 
well  in  water  color  after  being  used  in  oil  without  putting  it  through 
a  very  thorough  cleaning  process. 

Making  Spare  Moments  Valuable 

Card  writing,  the  same  as  other  occupations,  has  its  dull 


seasons  as  well  as  busy  ones,  and  the  spare  time  in  the  slacker 
seasons  may  be  utilized  in  many  ways  which  will  be  of  assistance 
when  the  rush  comes.  We  purpose  dealing  with  several  points 
of  interest  along  this  line,  but  will  in  this  lesson  talk  about  stock 
arrangement. 

It  is  advisable  for  every  card-writer  to  carry  a  stock  of  price 
tickets,  and  in  large  stores  this  stock  is  kept  up  as  well  as  stocks 
of  merchandise.  It  is  necessary,  however,  to  have  a  suitable  place 
to  keep  such  a  stock  before  it  is  made,  otherwise  you  will  have 
tickets  and  will  not  be  able  to  find  them.  It  is  necessary  to  have 
something  which  will  keep  the  cards  so  that  they  may  be  easily 
found  and  so  they  will  be  away  from  the  dust  and  the  dirt.  In  the 
accompanying  illustration  a  suitable  cabinet,  which  will  be  useful 
for  keeping  tickets  as  well  as  cardboard  paints,  etc.,  is  shown. 

A  cabinet  of  the  following  dimensions  is  suggested:  two  feet 
and  nine  inches  deep,  three  feet  high,  and  five  feet  in  length.  The 
interior  may  be  divided  into  sections  suitable  for  keeping  the  sizes 
of  cards  used  in  your  particular  store.    The  stock  must  be  made 


to  suit  your  especial  needs  also.  There  are  certain  prices  that 
your  store  will  constantly  be  using,  the  cards  for  these  prices  can 
always  be  written  ahead  and  kept  in  stock.  Classify  your  stock 
cards  as  to  size  and  price. 


ij  ! 

1 

Cabinet  for  keeping  cardboard  and  tickets  which  will  be 
found  very  useful  to  the  cardwriter. 


Attractive  store  cards,  by  H.  M.  Turcotte,  Vancouver,  B.C. 


"How  I  Manage  To  Keep  Tab  On  My  Stock" 

A  System  Tha,  Is  Both  Simple  and  Practice-Hew  the  Baiance  is  Shown  Every  Day  or  Week-Effective  Use  of 
A  system  Tha.^  ^  ^P^  ^  ^  ^  ^  ^  ^  Goods  Haye  Been  on  Hand. 

CLARK. 


By  A.  C. 

This  is  an  outline  of  the  way  I  keep  my  stock.  I  think,  perhaps 
there  may  be  plenty  of  systems  of  buying  and  stock-keeping  better 
but  I  have  found  this  one  very  useful  and  the  bug-bear  of  the 
commission  traveler. 

With  this  system  you  have  one  or  two  things  you  must  con- 
form to  in  order  to  make  it  of  use.    One  is  to  be  able  to  say  No. 
It  does  not  matter  how  good  the  line  is  you  are  offered,  how  cheap 


aline  when  it  arrives— check  sizes  off  by  copy  of  order  and  invoice, 
then  on  sole  of  shoe  I  mark  my  own  number  on  the  toe  of  the  shoe, 
and  across  the  ball  of  the  shoe  I  mark  thus,  "xx"— A— $1.25. 
The  left  is  the  cost,  on  the  right  the  selling  price,  and  the  letter  m 
the  centre  is  the  year  in  which  I  bought  the  shoe,  therefore,  if  I 
have  two  pairs  of  shoes  in  the  fitting,  one  marked  "A"  and  the  other 
marked  "  B,"  "A"  has  to  go  first,  if  possible,  and  so  on.    Each  year 


XiXX 


1 


4) 


it  is,  or  how  much  a  bargain,  if  your  book  says  you  do  not  want  it 
well,  you  must  do  as  it  tells  you.    Never  buy  a  line  of  any  kind 

^thM\rtImbe°°of  buying  you  enter  the  maker,  name  and  number 
(see  sketch),  and  always  insist  upon  a  copy  of  the  order,  and  check 
order  in  from  copy,  then  enter  sizes  in  book.    This  is  how  I  deal  with 


I  am  open  will  get  another  letter,  therefore,  m  the  year  19 14  any 
shoes  received  will  be  marked  "  D  »  and  by  this  time  there  will  not 
be  a  single  pair  of  "A"  in  the  store.  I  believe  three  years  is  quite 
long  enough  to  lodge  any  shoe.  The  first  loss  is  the  best,  and  I 
never  think  I  have  lost  50  cents  if  I  sell  a  shoe  that  cost  me  $2  00 
for  $1  50     I  think  many  small  men  lose  more  by  keeping  a  shoe 
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costing  them  $2.00  on  the  shelf  for  eight  or  nine  years  and  then  sell 
it  and  get  their  price.  What  they  have  lost  in  interest  I  have  gained 
in  advertisement.  It  does  not  matter  to  me  how  good  the  shoe  is, 
when  I  am  in  year  "C"  all  "A"  goods  will  be  sold  in  Annual  Sale 
at  a  price  that  will  be  an  advertisement  to  my  store.  Of  course 
there  may  be  lines  that  I  treat  in  the  same  way  during  the  year 
of  their  birth. 

Using  Red  Labels 

I  have  also  small  gum  labels  with  the  letter  on,  to  go  on  front 
of  the  carton,  which  points  out  to  the  assistant,  if  I  get  any  oddments 
from  any  cause  whatever,  say  through  knocking  out  a  line  and 
taking  up  another,  those  then  become  what  I  call,  irregulars.  For 
these  I  have  a  gum  label  like  the  others,  but  with  an  '  'e"  printed 
in  red.    This  goes  on  any  end  of  a  line  of  jobs. 

This  system  of  keeping  stock  is  simple  and  unlike  many  others, 
it  does  not  require  a  book-keeper  to  keep  it  up.  The  biggest  job  is 
the  starting,  but  when  you  have  got  going  you  soon  begin  to  save 
time. 

You  will  see  my  numbers  run  2,  4,  and  so  on,  not  1,  2,  3,  4. 
This  provides  for  a  line  you  may  have  to  put  in,  for  instance  you 
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might  find  your  trade  called  for  another  line  of  Pat.  Button  at 
S3. 50,  this  would  then  become  No.  3,  but  keep  the  odd  numbers 
down  and  you  will  not  get  over  stocked. 

Selling  What  You  Sold. 

For  a  Stock  Book  I  usually  get  a  roll  book,  which  I  space  out 
to  take  two  lines.  Every  class  of  shoes  is  dealt  with  in  its  class 
and  comes  in  the  fitting  in  store  in  the  same  order  as  the  book 
What  I  mean  by  class  is,  making  men's  boots,  I  class  Pat.  Button 
as  Class  1,  Pat.  Bluchers  as  Class  2,  Vici  Button  as  Class  3,  Vici 
Bluchers  Class  4,  Velour  and  Box  Calf  Button  Class  5,  Velour 
and  Box  Calf  Bluchers  Class  6,  and  so  on.  For  illustration  of  book, 
we  will  take  class  1.  You  will  see  number  on  right  hand  side  of 
book,  this  is  my  number  for  this  price  boot,  and  it  does  not  matter 
if  I  buy  a  S3, 50  Pat.  Button  of  two  or  three  different  makers  if  it 
is  to  take  the  place  of  this  shoe,  it  will  bear  this  number  on  the  toe 
of  the  shoe.  The  dots  represent  sizes  in  stock,  the  figures  are  goods 
ordered  for  fall,  or  bought  for  immediate  delivery,  as  the  case  may 
be.  I  am  now  sending  you  the  same  page  one  year  later,  you  are 
ordering  for  your  spring  trade.  You  think  you  sold  a  lot  of  Pat. 
Button  shoes  at  $4.00.  You  look  at  your  book,  count  the  figures 
on  top  line,  and  the  figures  in  the  succeeding  lines,  and  deduct 
what  you  have  under  the  line  shows  you  have  sold  only  18  pairs. 
Well,  you  can't  order  30  pairs  of  that  line  for  your  spring  trade. 
Also  you  will  find  these  little  dots  tell  you  a  lot.  For  instance, 
you  have  a  traveler  in  your  store  pressing  for  an  order,  and  you 
take  compassion  on  him  and  take  your  sizes,  or  get  your  assistant 
to  do  so.  You  compare  dots  below  the  line  with  dots  above  (your 
previous  stock-taking)  and  find  he  has  omitted  to  take  the  12  or 
15  pair  down  in  the  cellar.  If  by  any  chance  they  are  not  there, 
you  can  immediately  refer  to  your  cash  book  and  find  out  how  many 


you  have  sold  of  this  line  since  last  stock-taking. 

My  Stock  Balance,  is  shown  every  day  or  week,  for  instance, 
every  invoice  is  numbered  and  entered  in  stock  book,  and  every 
customer's  check  bears  the  number  of  the  shoe  (our  number),  the 
cost  and  selling  price,  and  this  is  entered  from  check  to  cash  book, 
showing  exact  profit  each  day,  and  the  cost  is  deducted  in  stock 
book  together  with  credits  from  any  other  cause,  leaving  balance 
of  stock  on  hand  to  date. 

My  system  may  seem  very  insignificant  to  a  lot  of  systems 
I  have  come  across,  but,  of  course,  the  best  of  them  require  a  book- 
keeper, and  I  take  it  it  is  the  "little  feller"  who  does  his  own  book- 
keeping you  want  to  assist. 


Taking  The  Bitter  With  The  Sweet 

"I  had  a  good  clerk  in  my  store,  but  I  had  to  let  him  go  the 
other  day,"  remarked  an  Ottawa  shoe  dealer,  and  all  because  of  one 
fault.  He  would  show  customers  only  two  or  three  shoes,  and, 
then  if  they  did  not  find  some  thing  that  suited  them,  he  would 
change  manner.  If  the  selection  was  not  made  with  the  next  two 
or  three  pairs  he  began  to  grow  indifferent,  and  at  times  to  cast 
reflections  or  insinuations.  Now  that  sort  of  thing  does  not  go 
nowadays.  Customers  make  their  money  and  are  supposed  to  have 
a  voice  in  its  expenditure.  We  do  not  know  how  hard  they  have 
worked  to  earn  the  cash,  and  they  are  anxious  to  get  the  best  value 
possible,  combined  with  the  greatest  wearing  qualities.  It  is  the 
duty  of  the  clerk  to  assist  them.  I  told  that  young  fellow  he  would 
have  to  cultivate  tolerance  and  patience  and  to  recognize  that 
people  are  differently  constituted.  Some  make  a  selection  of  foot- 
wear quickly;  others  take  a  great  many  minutes,  and  in  rare  cases 
an  hour  or  more.  It  is  the  duty  of  the  salesman  to  satisfy  them  if 
possible." 

"While  we  are  in  business  we  have  to  take  the  bitter  with  the 
sweet.  It  would  be  an  ideal  state  of  affairs  if  every  man  or  woman, 
who  comes  into  this  store  would  complete  their  purchase  within 
five  or  ten  minutes  and  pick  on  the  second  or  third  pair  of  shoes  that 
we  took  out  of  the  cartons.  We  have  not  yet  reached  the  millennium 
and  the  clerk  who  would  be  a  success  must  learn  to  have  patience, 
tact,  diplomacy  and  forebearance,  and  not  seek  to  make  people  wear 
what  he  thinks  they  should,  or  grow  impertinent  if  they  ask  questions 
or  their  views  differ  from  the  generality  of  callers.  It  takes  all  kinds 
of  people  to  make  a  world  and  a  retail  trade  is  built  of  varied  wearers 
of  footwear.  No  two  buyers  are  exactly  the  same  in  temper,  out- 
look, disposition,  characteristic  or  deportment.  Like  the  successful 
politician,  the  salesman  that  would  win  favor  and  confidence  must 
in  a  measure  be  'a  good  mixer.'  He  must  study  the  likes  and  dis- 
likes of  his  customers,  the  plaints  and  prejudices  of  his  patrons." 


Imposing  on  the  Retailer 

"A  young  man  came  into  the  store  the  other  morning  and 
bought  a  pair  of  three-fifty  shoes,"  remarked  a  Brampton  mer- 
chant. "In  a  week  or  so  he  was  back  with  one  of  them  broken 
at  the  shank.  He  attributed  the  defect  to  the  shoe,  which  I  ex- 
amined and  found  that  he  had  been  riding  a  bicycle.  In  going 
up  a  hill  he  had  pushed  too  heavily  on  the  pedal  of  the  wheel, 
with  the  result  that  hie  broke  the  sole  leather.  He  said  the 
fault  was  mine  and  wanted  me  to  give  him  a  new  pair.  He 
was  most  persistent,  and  I  finally  compromised  by  agreeing  to 
pay  for  the  putting  on  of  a  new  outsole.  Some  people  subject 
footwear  to  all  sorts  of  strain  and  stress  and  expect  the  retailer 
to  make  good." 


Success  in  business  is  in  a  direct  ratio  to  the  amount  of 
money  left  at  the  end  of  the  month  when  all  the  bills  are  paid. 


It  is  a  benefit  in  some  cases  to  grant  a  favor  and  in  some 
cases  to  deny ;  therefore,  rather  consider  the  advantage  than 
the  desire  of  the  petitioner. 


37 


How  One  Shoeman  Captures  Good  Holiday  Trade 

St.  Catharines  Retailer  Prepares  for  Gift  Giving  Season  With  Attractive  Lines-Protection  Against  Dead  Ends  in 
Stock— No  Satisfactory  Results  from  Cheap  Souvenirs— Not  Afraid  to  Stock  Novelty  Footwear. 


"How  did  1  happen  to  be  in  the  shoe 
business  Weill !  I  guess  it  is  bred  in  the 
blood,"  remarked  James  Dillon  of  the  firm 
of  Dillon  &  Moore,  St.  Catharines,  Ont. 
"My  father  ran  a  store  in  this  city  many 
years  ago.  I  have  been  here  myself  over 
thirty  years?' 

Mr.  Dillon  first  entered  the  employ  of 
Varley  &  Oliver,  wholesalers  and  manu- 
facturers, Toronto,  who,  away  back  in  the 
seventies,  ran  a  system  of  retail  stores  in  various  towns  and 
cities  of  the  province,  which  they  eventually  disposed  of.  He 
worked  for  a  while  in  the  Toronto  warehouse,  and  then  was  for 
some  time  in  Hamilton  and  London.  Going  to  St.  Catharines, 
he  was  for  three  years  in  partnership  with  H.  B.  Dewsbury. 
He  later  entered  into  business  with  the  late  C.  K.  Moore,  which 
union  continued  for  fifteen  years,  until  the  death  of  Mr.  Moore 
about  twelve  or  thirteen  years  ago.  Since  then  Mr.  Dillon  has 
continued  under  the  old  name,  and  the  store  is  one  of  the  longest 
established  in  Ontario. 

The  premises  are  about  60  x  40  feet,  with  a  basement  and 
floor  overhead,  all  well 
stocked  with  reserve  goods. 
In  fact,  the  state  of  affairs 
has  become  so  crowded  that 
an  addition  of  forty  feet  will 
be  built  in  the  spring  to  pro- 
vide much  needed  accommo- 
dation. The  store  has  a 
handsome  front  with  show 
case  windows  which  are 
artistically  mirrored  and  en- 
cased in  golden  oak  frames. 
Above  the  windows  are 
prism  lights. 


Preparing  for  Festive  Season 

"We  feature  window 
displays,"  remarked  Mr. 
Moore,  and  believe  that  any 

attention  paid  to  this  line  well  repays  our  efforts.  You  will 
notice  that  we  handle  everything  from  mackinaw  socks  to  a 
baby's  cack.  At  Christmas  time  we  always  carry  special  lines 
of  fancy  slippers  and  house  shoes  suitable  for  holiday  presents. 
The  shoeman  is  in  a  position  to  capture  a  large  share  of  gift- 
giving  trade  if  he  will  only  look  ahead  and  secure  something 
pleasing,  pretty  and  out-of-the-ordinary.  We  go  in  for  novelty 
footwear  and  some  extremes  in  fashion.  We  have  to  keep  up- 
to-date  in  St.  Catharines.  We  are  located  near  the  border  and 
must  offer  all  the  best  and  latest  that  is  going.  The  people 
in  this  city  buy  expensive  footwear." 

Timely  Publicity  Talks. 

Dillon  &  Moore  believe  in  the  use  of  printers'  ink,  and  their 
talks  in  public  print  generally  consist  of  advice  on  styles  and 
what  is  readily  selling.  A  range  of  prices  is  quoted.  At  times 
neat  booklets  are  sent  out  to  customers.  No  souvenirs  are  given 
away  except  at  Christmas,  and  then  the  menento  usually  par- 
takes of  the  nature  of  a  calendar,  unique  and  distinctive.  Some 
of  these  cost  as  much  as  twenty-five  cents  each.  The  firm  be- 
lieve that  if  you  honor  patrons  with  a  souvenir  it  should  be  one 
well  worth  preserving.  A  cheap  or  tawdry  article  is  soon  thrown 
aside  and  any  resultant  benefit  lost.  No  calendars  are  handed 
out  until  after  Christmas  Day,  so  that  the  Yule-tide  trade  will 


not  be  interfered  with.    After  the  holiday  all  adult  persons,  who 
call,  are  presented  with  one. 

Handling  Findings  and  Traveling  Goods. 

"Yes !  we  devote  special  attention  to  findings  and  believe 
that  it  pays  us  well  to  do  so,"  continued  Mr.  Moore.  "The  profits 
are  satisfactory  and  the  little  things  disposed  of  frequently  lead 
to  larger  sales."  A  handsome,  mirrored  show  case  is  attrac- 
tively dressed  and  occupies  a  commanding  position  in  the  store. 
Two  more  are  being  added,  one  for  children's  slippers  and  the 
other  for  ladies'  satin  pumps,  slippers,  ornaments,  etc.  Foot 
mirrors  are  used  in  fitting  and  create  a  good  impression.  A  lady 
often  wants  to  get  a  front  view  of  the  shoe  that  she  is  trying  on 
and  sales  are  closed  in  this  way  which  might  at  times  be  lost. 

The  firm  have  only  one  price  and  mark  all  goods  in  plain 
figures.  Trunks,  fitted  bags  and  valises  have  been  handled  for 
many  years  and  a  good  trade  has  been  developed.  Over  the 
show  case  windows,  space  that  might  not  otherwise  be  occupied, 
is  employed  to  good  advantage  with  traveling  goods.  In  the 
summer  time,  when  the  excursion  season  is  at  its  highest,  spe- 
cial displays  are  made  of  all  sojourning  requisites  and  featured 

in  window  trims. 

Amusing  Ruses  in  Appro- 
bation. 

There  are  things  in  the 
shoe  business  in  St.  Catha- 
rines which  confront  dealers 
elsewhere.     One  is  the  ap- 
probation practice.    "It  seems 
to  have  grown  up  with  the 
place,"  added  Mr.  Dillon.  "I 
wish  we  could  get  rid  of  it. 
Shoes  will  come  back  soiled, 
improperly  placed  in  the  car- 
tons and  very  often  with  the 
laces  taken  out.    We  exer- 
cise care  regarding  whom  we 
extend  approbation,  which  is 
often  a  polite  means  of  ob- 
taining credit.    In  any  event,  we  always  call  for  the  shoes  the 
next  morning,  and,  if  the  parties  are  doubtful  pay,  we  send  up 
a  messenger  with  instructions  to  wait  until  the  boots  are  tried 
on,  and  instruct  him  to  come  back  with  the  money  or  the  goods. 
I  could  tell  you  many  interesting  experiences  we  have  had  with 
approbation.    I  have  in  mind  a  woman  who,  when  she  wanted 
a  pair  of  laces,  would  dome  into  the  store  and  request  that  two 
or  three  pairs  of  oxfords  be  delivered  at  her  house  on  approval. 
They  all  came  back  with  the  laces  missing.    When  she  wanted 
to  stock  up  again  with  shoe  strings  she  would  make  a  similar 
request.    It  did  not  take  us  long  to  get  onto  her  scheme  and 
the  next  time  we  flatly  refused  her." 

Some  Consideration  of  Profits. 

"In  the  matter  of  repairs  we  have  not  a  shop  on  the  premises 
and  sent  the  work  out.  Naturally,  a  repairer  will  attend  to  his 
own  jobs  first,  and  afterwards  those  that  are  sent  by  the  store. 
We  often  cannot  get  the  work  when  promised,  and  persons  will 
now  and  then  not  call  for  the  shoes  they  have  left.  We  have  to 
pay  the  outside  man  for  the  repairs  just  the  same.  This  problem 
and  the  approbation  practice  are  not  pleasant  things  about  the 
shoe  business.  Another  drawback  is  the  multiplicity  of  styles 
and  the  rapid  changes,  which  require  the  retailer  to  carry  too 
numerous  lines  and  comprehensive  ranges.    A  dealer,  in  order 
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to  make  money  in  these  days  of  keen  competition  when  the  cost 
of  doing  business  is  high  and  wages  are  going  up  all  the  time, 
has  to  be  alert  and  keep  things  moving.  He  cannot  afford  to 
have  dead  goods  on  his  shelves,  and  he  should  turn  his  stock 
over  at  least  three  times  a  year.  I  wiould  say  that  his  profits 
should  average  thirty-five  per  cent,  on  the  cost  price.  It  means 
all  the  way  from  fifteen  to  twenty  per  cent,  to  do  business  at 
the  present  period." 

Look  Out  for  the  Fag  Ends. 

"\Ye  have  two  special  sales  a  year— January  and  July— and 
by  this  means  reduce  stock  considerably.  We  always  watch  any 
footwear  that  does  not  move  as  freely  as  it  should  and  allow 


our  sales  people  a  commission  to  get  rid  of  it.  The  shoe  busi- 
ness is  different  perhaps  from  any  other  line  of  merchandise, 
If  I  buy  two  dozen  shovels  or  a  dozen  pick  axes  they  can  be 
sold  to  the  last  one,  but  in  the  shoe  trade  there  is  invariably  a 
dribble,  or  a  fag  end— a  few  pair  left  on  your  hands.  They  are 
not  the  right  size  or  width,  or  styles  have  altered,  and,  so  you 
have  to  have  a  good  profit  in  order  to  protect  yourself  from 
the  left  overs.  Sugar,  rice  or  tea  you  can  sell  down  prac- 
ticaly  to  the  last  pound.  Not  so  here.  This  is  one  of  the 
peculiarities  of  the  shoe  trade  and  must  always  be  taken  into 
account  in  the  marking  and  marketing  of  goods.  Stock,  that  is 
not  saleable,  is  dear  at  any  cost,  and,  therefore,  in  buying,  care 
and  discrimination  have  to  be  exercised!  at  all  times." 


■  □□□ 

Some  Stray  Shots  from     Solomon  g 
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Don't  listen  to  every  blatherskite  that  proffers  advice.  You 
can  put  it  down  that  the  fellow  who  is  anxious  to  tell  all  he 
knows  hasn't  much  worth  telling.    You  have  to 
WIDE  pump  the  man  who  has  knowledge  worth  lm- 

MOUTHS  parting,  not  because  he  thinks  he  has  what  is 
worth  while,  but  for  the  reason  that  be 
is  averse  to  handing  out  ideas.  "He  that  hath  knowledge  spareth 
his  words."  It  would  vex  the  soul  of  Job  to  hear  the  tornadoes 
of  wind  that  some  people  get  off  to  thrash  out  a  few  shrivelled 
ears  of  fact.  Spare  your  words  if  you  want  to  be  counted  among 
the  wise.  Pay  little  attention  to  the  fellow  whose  ideas  are  al- 
ways on  tap.    A  wide  mouth  spigot  is  suited  for  molasses. 

A  glad  hand  is  better  than  a  sour  face  even  though  the  glad- 
ness be  no  more  than  from  the  wrist  outwards.    But  a  friendly 
face  and  hand  together  make  the  rough  places 
THE  GLAD      smooth  and  the  crooked  straight   in   this  old 
HAND  world.    People  say  "business  is  business,"  but 

ninety  times  out  of  a  hundred  it  is  friendship 
that  counts.  Nobody  will  go  to  a  shop  or  seek  business  from  a 
churl  if  he  can  be  as  well  suited  elsewhere.  The  reason  some 
men  make  no  headway  in  business  or  social  life  is  that  they  make 
no  friends,  and  a  good  friend  is  an  asset  that  can't  be  counted 
in  dollars.  "A  man  that  hath  friends  must  show  himself  friend- 
ly." Get  busy  if  you  have  been  turning  your  back  on  friendship 
and  try  the  spirit  of  friendliness. 

The  reason  people  listen  to  lies  is  mostly  because  they  want 
to.    You  never  saw  a  crooked  man  who  didn't  want  to  believe 
that  every  man  he  met  carried  a  "jimmy"  under 
BELIEVING    his  vest.    "A  wicked  doer  giveth  heed  to  false 
Lies  Hps."    Somebody  tells  him  a  lie  he  wants  to 

believe,  and  he  goes  out  and  gets  even  by  doing 
some  mean,  crooked  thing.  A  man  who  is  straight  as  a  plummet 
hesitates  before  he  accepts  a  statement  that  he  does  not  wish  to 
be  true.  Take  the  spirit  of  "faith"  out  of  the  world  and  what 
would  it  become?  A  man  might  better  make  for  an  uninhabited 
island  and  take  his  chances  with  the  beasts  of  the  field.  When 
you  find  a  man  ready  to  listen  to  false  lips  look  out  for  him.  He 
"has  the  Devil's  hall  mark.  He  will  filch  your  pocket-book  or  cut 
your  throat  when  he  gets  you  in  the  right  spot. 

You  may  pride  yourself  on  your  clean  tongue  and  tell  of 
your  wordy  conquests,  but  all  the  while  people  know,  if  you  don't, 
that  the  same  tongue  is  your  weak  spot  and 
A  CLEAN  your  worst  enemy.  You  have  heard  people 
TONGUE  laugh  and  chuckle  over  some  man's  ready  tongue 
and  the  very  people  who  seem  to  enjoy  the  cuts 
and  thrusts  at  the  other  fellow-didn't  exactly  take  the  speaker  to 
their  bosoms.  "He  that  hath  a  perverse  tongue  falleth  into  mis- 
chief."   The  enemy  will  get  you  into  a  hole  some  day  that  you 


will  find  it  hard  to  climb  out  of  and  then  you  will  find  that  those 
who.  seemed  to  enjoy  what  you  though  was  wit  or  repartee  will 
nudge  each  other  and  say,  "He  got  what  was  coming  to  him." 
The  tongue,  like  a  horse,  is  made  for  control,  and  the  fellow  who 
lets  it  get  away  from  him  may  expect  broken  bones  or  worse. 

Christmas  is  made  anything  but  merry  by  some  of  the  cus- 
toms that  have  become  engrafted  upon  it.    The  Lord  and  every- 
body else  "loveth  a  cheerful  giver,"  and  it  is 
MAKE  not  mean  pessimism  to  say  that  the  variety  is 

IT  MERRY  scarce  at  the  festive  season.  The  custom  of  gift- 
giving  is  all  right,  but  as  a  mere  custom  it  be- 
comes worse  than  a  yoke  of  misery  with  those  who  think  they 
have  to  give  because  they  expect  to  get.  If  you  can't  give  with 
a  merry  heart  an>d  a  cheerful  hand,,  don't.  The  thing  that 
counts  at  Christmas  and  all  through  the  year  is  a  "merry  heart." 
You  can  give  people  what  is  more  valuable  to  them  than  a  price- 
less gift— a  lift  over  a  rough  or  unpleasant  spot  through  a 
cheerful  spirit.  "A  merry  heart  doeth  good  like  a  medicine." 
Take  your  medicine  bag  and  get  around  a  little  amongst  those 
who  need  it. 

It  is  bad  enough  to  return  evil  for  evil,  but  the  fellow  who 
gives  bad  far  good  is  the  Devil's  own.   There  are  men  who  laugh 

at  the  softness  and  gullibility  of  those  who  do 
EVIL  them  a  kindness  and  proceed  to  take  immediate 

FOR  GOOD      advantage  of  the  opening  to  serve  their  own  ends. 

It  is  fortunate  they  are  few,  but  they  live  and 
appear  to  thrive.  But  a  man  of  this  kind  comes  to  a  bad  end, 
"Whoso  rewardeth  evil  for  good,  evil  shall  not  depart  from  his 
house."  There  is  philosophy  in  that  or  the  world  would  be 
topsy-turvy  in  no  time.  You  can't  go  on  handing  out  counter- 
feit coin  for  money  of  the  realm  and  never  have  it  get  back  to 
you.  The  confidence  man  always  gets  his  own.  The  people 
whose  goodness  you  have  sneered  at  and  of  whose  kindness 
and  trust  you  have  taken  advantage  will  live  and  be  loved  when 
your  name  will  rot  amongst  those  whom  society  has  to  put  be- 
hind bars  or  kick  into  the  middle  of  the  street. 

'A  good  name  is  rather  to  be  chosen  than  great  riches,  and 
loving  favor  rather  than  silver  or  gold."    We  nod  our  heads  and 

endorse  the  sentiment,  but  how  many  are  ready 
DO  YOU  to  let  the  "great  riches"  slip  by  when  it  is  a 
BELIEVE  IT?  question  of  some  little  turn  of  the  hand  that 

may  involve  a  question  of  absolute  integrity:1 
Is  it  true  to-day  that  it  is  better  to  have  a  good  name  than  a  big 
bank  account,  and  the  love  of  those  around  one  than  to  own  a 
Cobalt  mine?  Prom  the  feverish  chase  after  money  that  is  go- 
ing on  all  around  us,  the  furor  of  mergers,  real  estate  deals,  and 
business  speculation,  one  might  easily  be  led  to  believe  that  man's 
chief  end  was  not  to  glorify  God  but  to  get-rich-quick. 
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Figure  Your  Shoe  Profits  On  The  Selling  Price 

How  a  Retailer  Who  Thought  He  Was  Making  32  Per  Cent.  Lost  $1,125  in  a  Year  on  an  Aggregate 
Turnover  of  $40,600-He  Had  Figured  Things  Out  on  the  Cost  Basis  Only. 

By  W.  E.  LEEVER. 


"Let  well  enough  alone,"  has  a  very  comfortable  sound,  but 
there  is  nothing  in  it,  which  enables  a  man  to  get  ahead 

Most  shoe  retailers  are  satisfied  with  their  methods.  They 
think  they  are  making  money.  But  here  is  a  letter  which  suggests 
a  reason  for  the  many  failures  among  these  same  satisfied  retailers. 
The  story  was  told  in  a  letter  to  the  service  department  of  a  large 
manufacturer  of  store  equipment.  _ 

This  paper  has  often  tried  to  point  out  the  necessity  for  figur- 
ing profits  on  the  selling  price,  but  the  story  so  strongly  illustrates 
the  point  that  we  print  it  for  what  it  is  worth. 

The  retailer,  whose  name  we  cannot  give  because  it  might 
affect  his  credit,  is  in  business  in  the  West.  He  thought  until  a  week 
or  so  ago  that  he  was  going  to  make  a  good  profit  this  year  m .  addit- 
ion to  his  salary,  but  he  has  discovered  that  he  has  actually  lost 
$1,125. 

Started  Off  Well  Enough. 

"I  started  the  year,"  he  said,  "with  $1,100  in  the  bank  and  a 
stock  inventory  of  $3,450.  Doing  a  cash  business,  I  had  no  out- 
standing accounts,  and  my  accounts  payable  amounted  to  only 
$550.    Assets,  $4,550.    Liabilities,  $550. 

"My  business  for  the  year  aggregated  $40,600.  My  stock 
inventory  at  the  end  of  the  year  is  $3,250.  My  bank  balance  is 
$600.    Accounts  payable,  against  me,  aggregate  $975.    I  have  drawn 


nothing  from  the  business,  except  my  salary  of  $100  a  month 
Assets,  $3,850.    Liabilities,  $975.  , 

"I  found  that  my  cost  of  doing  business  was  22%,  including 
my  salary.  I  figured  that  I  should  make  a  profit  of  10%  and 
marked  all  my  goods  for  that  profit. 

"I  made  my  purchases  carefully  so  that  my  stock  did  not  pile 
up.  I  handled  only  such  goods  as  I  was  able  to  move  and  could 
make  the  10%  profit  on. 

"But  I  find  my  inventory  smaller,  my  bank  balance  smaller, 
and  my  debts  bigger  at  the  end  of  the  year. 

How  the  Matter  Ended. 

"I  expected  a  profit  above  expenses  of  $2,500.  I  thought  I 
had  that  profit,  but  my  year-end  statement  shows  that  I  have 

lost  $1,125. 

"Can  you  tell  me  the  answer  to  this  puzzle.-' 
His  mistake  was  this:    He  took  his  cost  of  doing  business 
from  the  cost  price.    He  should  have  taken  both  from  the  selling 

PnCHe  has  less  money  in  the  bank.  He  owes  more.  He  has  less 
stock.  He  has  not  made  10%-that  is  plain.  Instead,  he  has  lost 
the  amount  of  the  decrease  in  stock  and  cash  and  the  amount  of 
the  increase  in  debts. 

Why?    The  service  department  of  the  manufacturer  to  whom 


An  appealing  Yuletide  window  of  The  Regal  Shoe  Store  Toronto  (for  description  see  page  49). 
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he  wrote,  figured  out  the  problem  for  him.  He  thought  he  was  adding 
10%  for  profit,  but  in  reality  he  did  not  add  anything  for  profit. 

Suppose  an  article  cost  him  $2.25.  Suppose  his  cost  of  doing 
business  was  22%  and  it  was  desired  to  fix  a  price  that  would  allow 
10%  profit.  He  added  32%  to  the  cost  price  of  $2.25,  and  thought 
he  was  adding  10  per  cent,  for  profit. 

Where  the  Error  Crept  in. 

He  had  estimated  his  cost  of  doing  business,  of  course,  as 
22%  on  his  gross  business,  or  on  the  selling  price  of  the  article. 
Instead  of  allowing  22%  on  the  selling  price  for  cost  of  doing 
business,  he  added  49.5  cents  to  the  cost  price.  Instead  of  allowing 
10%  on  the  selling  price  for  profit,  he  added  22.5  cents  to  the  cost 


price.  It  really  cost  him  almost  73  cents  to  sell  the  article,  one 
cent  more  than  both  the  amounts  he  added. 

Here  is  the  difference:  the  article  was  sold  for  $2.97,  or  prob- 
ably $3,  when  it  had  to  be  sold  at  $3.31  to  get  10%  profit.  He 
needed  a  gross  business  of  over  $50,000  on  the  same  wholesale 
cost  to  make  his  10%  profit. 

Putting  Figures  to  the  Test. 

Prove  the  figures:  22%  on  $3.31  is  nearly  73  cents.  10%  on 
$3.31  is  a  little  over  33  cents.  Adding  73  and  33  gives  $1.06. 
Adding  this  to  $2.25  gives  us  $3.31. 

The  whole  problem  hinges  here:  Figure  your  percentages 
on  the  selling  price. 
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The  Editorial  View  Point 
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WHY  ARE  HIDES  SO  HIGH? 

No  one  seems  to  know  just  why  hides  should  remain  so  high  as 
they  are.  With  conditions  in  the  leather  trade  across  the  line  as 
slack  as  they  have  been  for  some  months,  it  might  be  expected  that 
the  hide  market  should  evidence  the  effect  in  an  easier  tone,  but 
quotations  still  remain  considerably  higher  than  they  were  at  the 
beginning  of  the  season,  and  even  at  the  figures  asked  leather  pro- 
ducers do  not  seem  to  be  able  to  get  the  selections  they  require. 
The  leather  market  consequently  manifests  a  strength  that  is  more 
or  less  of  a  serious  problem  to  leather  buyers.  Most  lines  of  calf 
have  advanced  a  couple  of  cents  during  the  month,  and  all  desirable 
tannages  of  upper  stock  show  a  corresponding  enhancement.  With 
the  increased  demand  occasioned  by  spring  manufacturing,  the 
situation  has  become  more  acute.  Fairly  good  lots  of  stock,  both 
upper  and  sole  are  changing  hands  at  revised  quotations,  although 
manufacturers  seem  to  be  only  buying  in  a  hand  to  mouth  manner 

WHERE  THE  MAKER  COMES  SHY. 

Following  the  strong  leather  market,  radical  changes  have  had 
to  be  made  in  prices  of  some  lines  of  footwear.  In  medium  and 
high  grade  shoes  manufacturers  cannot  get  out  and  maintain  the 
lists  with  v.hich  they  began  the  season,  unless,  as  with  a  very  few, 
they  were  covered  with  sufficient  supplies  before  they  made  their 
prices.  In  welt  goods  the  situation  is  particularly  pressing.  There 
are  shoes  being  put  on  the  market  to-day,  that  cannot  possibly 
realize  a  profit  to  their  makers.  Taking  a  man's  Russia  tan  good- 
year  welt  at  three  dollars,  how  is  a  manufacturer  going  to  get  his 
own  out  of  it?  The  same  applies  to  women's  high  class  lines.  At 
the  figures  at  which  most  of  them  are  sold  to-day  somebody  is  going 
to  come  out  at  the  small  end  of  the  horn.  In  some  cases,  of  course, 
attempts  are  being  made  to  get  part  of  the  cost  out  of  the  shoe  by 
substituting  inferior  stock  or  findings,  but  this  is  a  difficult  as  well 
as  hazardous  process  to-day.  In  spite  of  the  good  times  and  in 
face  of  the  fact  that  there  has  been  a  vastly  increased  cost  of  material, 
labor  and  administration,  shoes  are  being  sold  to-day  at  what  they 
brought  ten  years  ago.  There  is  probably  no  other  industry  in  the 
country  that  has  failed  so  absolutely  to  profit  by  the  trend  of  events 
and  circumstances  as  the  shoe  trade,  both  wholesale  and  retail. 

SOME  DEALERS  HAVE  HELD  BACK. 

Business  is  fairly  good  amongst  manufacturers,  although  some 
in  the  East  complain  that  their  orders  are  considerably  behind  the 
average  at  this  period  of  the  year.  In  fact,  some  of  the  larger 
manufacturers  have  recently  visited  the  West  more  than  once  to 
endeavor  to  stir  up  matters.  Jobbers  claim  that  in  spite  of  the 
early  date  at  which  manufacturers  showed  their  samples  this  year, 
it  was  impossible  to  get  the  retail  trade  to  make  an  early  start  on 
account  of  the  uncertainty  with  regard  to  fall  trade  through  weather 
C&oditions,  and,  in  addition  to  the  fear  that  some  of  the  innovations 
in  material  and  style  might  not  take.    It  is  also  said  that  some  of 


the  manufacturers  East  did  not  make  sufficient  changes  in  their 
lasts  on  their  first  showing  to  incite  any  enthusiasm  in  their  lines. 

SOME  RELIEF  IN  RUBBER  SHOES. 

The  past  month  has  seen  some  relief  in  the  rubber  situation 
as  far  as  supplies  are  concerned.  When  the  first  real  winter  weather 
put  in  its  appearance  there  were  some  lively  seances  between  re- 
tailers and  those  who  had  sold  their  rubber  stocks.  In  spite  of  the 
fact  that  dealers  held  off  to  some  extent  on  account  of  prospective 
cuts,  there  can  be  no  doubt  that  manufacturers  were  not  forward 
to  the  extent  they  ought  to  have  been  with  even  the  placing  of 
orders  they  had  on  hand.  Even  the  plea  of  much  larger  business 
and  the  fact  of  its  not  being  anticipated  does  not  account  for  a 
seeming  lack  of  organization  or  administration  hn  the  part  of  some 
of  the  rubber  concerns.  Goods  are  now  moving  along  fairly  well, 
although  a  few  dealers  claim  that  there  are  abundant  evidences 
of  "hurry"  up  the  goods  as  well  as  in  transportation. 

SHOES  AS  APPROPRIATE  HOLIDAY  GIFTS. 

Christmas  means  much  more  to  the  retail  shoe  dealer  than  it 
did  a  generation  ago.  Comparatively  seldom  were  shoes  used  as 
holiday  gifts,  and  then  the  idea  seemed  confined  largely  to  fancy 
slippers  and  such  specialties.  To-day  a  pair  of  fine  shoes  is  regarded 
as  a  gift  quite  as  suitable  in  its  appropriateness  as  in  its  utility, 
and  Santa  Claus,  patronage  of  the  shoe  store  has  become  no  mere 
fancy.  On  this  account  the  displays  and  advertisements  of  shoe 
stores  at  this  period  constitute  an  important  feature  of  the  holiday 
season.  There  are  still,  however,  some  upon  whom  the  idea  does 
not  seem  to  take  a  sufficiently  strong  hold,  and  who  are  content 
to  let  others  reap  while  they  look  on.  It  is  not  too  late  yet  to  get 
into  the  holiday  game.  If  you  have  not  already  put  your  best 
shoe  forward,  make  haste  to  thrust  it  forth. 

THE  WAGE  EARNER  AND  PROFITS. 

The  attitude  of  the  average  man,  even  the  employer,  is  that 
of  a  desire  to  see  the  wage  earner  participate  as  far  as  possible  in 
the  profits  of  production.  So  long  as  the  selling  price  permits  of 
a  fair  remuneration  to  the  operator,  no  progressive  shoe  manu- 
facturer grudges  paying  a  fair  wage  to  operators.  The  thing  that 
does  labor  harm  is  its  resort  to  unfair  tactics  in  securing  what  it 
seeks,  and  particularly  the  effort  that  so  often  obtains  amongst 
workmen  of  keeping  down  efficiency.  A  shoe  manufacturer  the 
other  day  instanced  a  case  of  this  kind  where  he  discovered  a  tacit 
understanding  amongst  cutters  in  his  shop  to  limit  the  output  of 
each  man  to  so  many  pairs  a  day.  Although  they  could  easily 
turn  out  sixty-five  pairs  they  were,  to  a  man,  only  producing  fifty, 
and  he  discovered  the  fact  only  when  it  leaked  out  through  trouble 
trying  to  pull  down  a  new  man  to  the  accepted  level.  The  manu- 
facturer promptly  put  in  cutting  machines,  and  then,  to  use  his 
own  expression— "  You  should  see  them  scratch  gravel." 
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Do  Your  Customers  Bathe  Their  Feet  Every  Day? 

Why  Should  the  Human  Foot  Be  So  Abused?-Practically  All  Its  Ills  Caused  by  Too  Narrow  or 
Too  Short  Shoes-Friction  and  Pressure  Create  Many  Ailments  of  Present  Day. 
By  Dr.  W.  A.  WING,  Surgeon  Chiropodist  of  Owl  Shoe  Store,  Toronto. 


Nearly  all  foot  trouble  may  be  traced  to  ill-fitting  shoes. 
Pedal  ailments  are  caused  by  either  friction  or  pressure  on  some 
part  of  the  foot.  Probably  ninety  per  cent,  of  those  who  wear 
shoes  suffer  from  some  complaint.  One  of  the  chief  is  perspir- 
ing feet.  They  sweat  freely  and  to  excess.  The  feet  are  more 
used  and  at  the  same  time  more  abused  than  any  other  part  of 
the  tody.  What  would  be  thought  of  the  person  who  did  not  wash 
his  or  her  hands  and  face  several  times  during  the  day,  yet  the 
feet,  which  should  be  cleansed  once  a  day,  are  often  neglected. 
Sometimes  they  are  washed  every  three  days,  and  a  large  num- 
ber of  persons  only  bathe  them  once  a  week,  and,  in  some  cases, 
once  a  month.  The  result  of  this  inattention  is  that  the  pores 
become  weak  and  diseased,  causing  them  to  throw  an  odor  that 
in  many  instances  is  offensive.  I  have  seen  people  come  to  me 
for  treatment  whose  hose  were  as  wet  as  if  they  had  stepped 
in  a  pool  of  water.  Perspiring  pores  are  cured  by  a  preparation 
to  cleanse  and  strengthen  them. 

Another  trouble,  more  common  among  women  than  men, 
is  a  broken  or  weak  arch.  This  may  be  attributed  to  wearing 
shoes  with  a  very  high  heel,  which  cause  too  much  pressure  and 
vibration  on  the  planter  arch. 

Cultivation  of  Corn  Crop 

Corns  are  a  prolific  cause  of  pain.  There  are  three  varieties, 
hard,  soft  and  vascular.  The  latter  forms  on  the  ball  or  heel 
of  the  foot.  They  are  caused  generally  by  wrinkles  in  the  sock 
lining,  a  rough  surface  inside  of  the  shoe,  a  nail  or  tack,  or  by 
the  foot  being  wider  than  the  insole  and  in  consequence  being 
squeezed  into  an  unnatural  position.  The  consequence  is  that 
the  bottom  of  the  foot  becomes  calloused  and  vascular  corns  are 
bred.  They  resemble  a  wart,  being  studded  with  minute  blood 
vessels.  These  are  the  most  painful  of  all  corns  and  communi- 
cate directly  with  the  nerves  of  the  foot.  A  too  narrow  shoe 
or  too  short  a  forepart  is  one  of  the  contributing  agencies  to 
this  form  of  pedal  trouble.  Vascular  corns  feel  like  a  boil  on 
the  sole  of  the  foot.  When  under  treatment  blood  will  spurt 
from  such  corns.  For  their  alleviation  the  remedy  is  to  dry  up  the 
blood  vessels.  Hard  corns  form  anywhere  on  the  toes  and  are  the 
result  of  pressure  or  friction  from  narrow  or  too  .short  shoes. 
Soft  corns  are  those  which  grow  between  the  toes  and  are  pro- 
duced from  much  the  same  cause.  The  perspiration  of  the  foot 
causes  them  to  be  soft.  They  are  always  found  at  a  joint  of 
the  toe  or  opposite  another  joint. 

Have  You  Any  of  These? 

Other  ills  or  deformities  from  which  people  suffer  are  en- 
larged and  dislocated  joints  and  bunion  proper.  Not  sufficient 
width  is  allowed  for  the  ease  and  comfort  of  the  wearer.  Ex- 
treme high  heels  are  also  a  factor;  the  average  man  or  woman 
not  being  a  ballet  dancer  enlarged  joints  are  the  outcome. 
Bunions  are  created  by  the  inflammation  of  the  bursa,  owing 
to  shoes  of  insufficient  ball  room.  The  bursa  is  the  little  sack 
that  contains  the  glary  fluid  that  lubricates  the  joints.  When 
the  bursa  is  inflamed  it  forms  into  a  hard  or  soft  lump,  and 
that  is  termed  bunion  proper. 

I  have  never  known  many  pedal  ailments  to  result  from 
wearing  too  loose  a  shoe  except  callosities.  The  trouble  is 
with  too  tight  fitting  boots,  where  the  foot  and  toes  do  not 
have  sufficient  play  and  free  movement.  On  the  other  hand,  it 
is  not  advisable  to  have  a  boot  as  loose  as  a  bag  would  be  on 
the  foot. 

A  club  nail  is  caused  either  from  a  bruise  or  a  constant 


rubbing  from  the  shoe.  The  nail  becomes  thickened  until  it 
resembles  a  horse's  hoof.  We  first  step  on  the  major  toe  in 
putting  the  foot  on  the  ground.    When  the  limb  is  cramped  at 

the  toes  the  pressure  is  around'  the  slides  and  edges  of  the  great 
toe.  Ingrowing  toe  nails  are  caused  by  paring  the  nail  too  close 
at  the  corner  and  the  proud  flesh  creeps  over  the  horny  scale. 
The  remedy  is  to  pad  the  nail  and  force  it  to  grow  as  nature 
intended. 

Remove  the  Cause  of  Pedal  Trouble 

The  only  permanent  cure  for  foot  ills  is  to  remove  the 
cause.  The  shoe  should  always  be  fitted  to  the  foot  and  not 
the  foot  to  the  shoe.  There  should  be  no  pinching,  as  we  are 
on  our  feet  from  sixteen  to  eighteen  hours  daily,  and  should  . 
give  them  every  attention  and  consideration.  Hammer  toes  are 
also  the  outcome  of  crowding  the  foot  into  a  shoe  where  there 
is  only  space  for  three  toes  instead  of  five,  and  forcing  one  or 
more  of  them  out  of  their  normal  bed.  Too  short  or  narrow 
a  boot  will  do  this.  If  you  want  to  know  the  natural  position 
of  the  foot  step  out  of  a  bath  tub  on  to  a  bare  floor  and  study 
the  impression. 

Give  Your  Feet  Some  Room 

Too  narrow  shoes  always  cause  too  much  lateral  pressure  at 
the  ball  of  the  foot.  As  already  referred  to,  broken  or  distorted 
arches  result  from  a  shoe  not  fitting  properly  under  the  instep,, 
causing  a  constant  strain  on  the  plantar  arch.  The  natural,  easy 
tread  is  the  only  one  that  gives  real  comfort  and  satisfaction. 
The  weight  of  the  body  should  be  evenly  distributed  instead  of 
being  thrown  out  of  place.  To  avoid  irritation,  inflammation 
and  other  accompanying  ailments,  which  I  have  very  briefly  out- 
lined, the  normal  regular  position  is  the  proper  one.  Do  not 
go  in  for  eccentric  styles  or  shapes,  which,  while  they  may  de- 
light the  eye,  only  torture  the  foot. 


A  Salesman  Should  Use  Tact 

"A  shoe  clerk  should  use  judgment  and  intelligence  in  serving 
customers,"  remarked  a  merchant  the  other  day.  "Now  I  have  a 
youth  in  my  store  and  he  thought  that  he  could  sell  a  certain  high- 
grade  shoe  to  a  man  who  dropped  in  and  was  evidently  looking  for 
a  boot  that  could  be  bought  for  about  three  dollars.  He  showed  him 
a  snappy,  rather  fancy  creation  in  the  shape  of  a  patent  leather 
blucher.  The  man  liked  the  shoe  and  inquired  the  price.  When 
told  it  was  five  dollars,  he  declared  that  it  was  too  much  and  he 
offered  three.  The  clerk  tried  to  interest  him  in  other  lines  that  retail 
at  this  figure,  but  the  fellow,  who  came  of  a  race  that  always  wants 
to  beat  a  dealer  down  in  price,  would  look  at  no  other  boot  m  the 
shop.  He  said  that  was  the  one  he  wanted,  and  the  only  thing 
that  he  would  be  satisfied  with.  Just  then  I  came  in  and  the  custo- 
mer was  still  haggling  trying  to  induce  the  clerk  to  take  four  dollars 
for  the  shoe,  having  come  up  a  dollar.  Now,  we  have  one  price  to 
all,  and  the  man  finally  went  out  without  buying.  I  immediately 
told  the  salesman  if  he  had  offered  the  fellow  a  three  dollar  shoe  at 
first,  and  not  showed  the  costlier  one  he  would  have  made  a  sale. 
He  did  not  use  good  judgment  or  tact  in  this  instance." 


It  is  not  the  amount  of  goods  you  have  in  the  window  that  makes 
is  a  success  or  a  failure.  It  is  the  way  in  which  they  are  arranged. 
Sometimes  one  shoe,  one  can  of  peas,  one  chair,  will  make  a  better 
display  than  a  gross. 
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A  Unique  System  Of  Fitting  The  Foot 

How  the  Walk-Over  Boot  Shop,  Montreal,  Fits  Every  Shape  of  Foot  Accurately  —  A  Splendid  Stock-keeeping  System 
Also  Dovetails  In  With  the  Work  of  Fitting  and  Obviates  All  Mischance  or  Guesswork. 


Fitting  shoes  properly  is  a  stumbling-block  to  many  shoe 
men.  More  dissatisfaction  is  caused  by  incorrect  fitting  tha4  by 
any  other  one  fault  in  shoe  merchandising.  A  man  with  a  tender 
corn  or  the  rudiments  of  an  ugly  bunion  has  his  foot  forced  into 
a  narrow  last  suited  only  for  a  person  with  a  very  straight, 
narrow  foot.  Or  he  is  given  a  high-heeled  shoe  that  pushes 
his  toot  forward  and  increases  the  pressure  on  that  portion  of 
his  limb  where  it  should  be  lessened.  He  is  told  upon  protest- 
ing that  the  leather  will  stretch  to  the  proper  shape,  and  be  per- 
fectly comfortable  after  a  little  "breaking  in,"  when  perhaps  the 
leather  is  one  of  a  weight  and  texture  that  will  admit  of  very 
little,  if  any,  stretching.  It  often  looks  to  the  customer  after- 
ward like  taking  money  under  false  pretences. 

These  are  only  a  few  of  the  many  pitfalls  in  the  path  of 


men  have  been  concentrated  upon  the  acknowledged  difficulties 
of  the  fitting  problem. 

How  the  Chart  Is  Used 

This  chart  is  used  in  the  following  way.  The  customer's 
shoe  is  removed,  and  the  foot  placed  on  a  stool  in  the  usual 
way.  But  right  here  is  the  first  difference  from  ordinary  fitting 
methods.  The  top  of  the  slanting  portion  of  the  stool  next  the 
customer,  slides  up  after  the  fashion  of  a  roll-top  desk,  and 
beneath  it  is  seen  a  space  like  that  represented  in  the  upper 
right  hand  corner  of  the  cut.  In  this  space,  between  slightly 
raised  sides,  which  prevent  the  foot  from  slipping,  are  a  number 
of  these  charts,  which  just  fit  into  the  space. 

With  the  instep  of  the  foot  firmly  in  position  against  either 
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WALK-OVER  FOOT  MEASURING  SYSTEM 

The  numbers  and  lines  on  this  Chart  indicate  the  length  and  width  of 
lasts  in  Walk-Over  Shoes  for  Men  and  Women.  By  following  Instruc- 
tions we  are  enabled  to  ftt  your  feet  as  correctly  as  if  the  shoes  were 
made  to  your  individual  measure.  This  system  is  part  of  our- high  grade 
service.  It  will  save  you  time  and  annoyance  In  having  your  shoes  fitted. 
With  this  record  we  can  promptly  and  accurately  fill  Mail  Orders. 
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WALK-OVER  BOOT  SHOP 

^WALK-OVER"  SHOES 

FOR   MEN   AND  WOMEN 

521  St  Catherine  Street  West  4  ^.Vs**.'.'  MONTREAL 

P.  A.  GUINIVAN 


INSTRUCTIONS 

To  get  your  correct  size,  place  this  Record 
Sheet  Id  a  box  large  enough  to  hold  it  flat,  then 
place  your  stocking  foot  lightly  upon  it  with  ball 
of  foot  on  outside  of  Record.  With  pencil  closely 
outline  foot.  See  diagram  "A"  Supplementary 
measurements  about  Instep,  waist  and  ball  ot 
foot  makes  a  perfect  guide  to  an  absolute  fit. 
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the  retail  shoe  man  who  has  to  fit  many  and  varied  pairs  of 
feet  every  day.  And  another  source  of  trouble  is  due  to  the 
fact  that  when  a  pair  of  feet  are  successfully  fitted,  no  record 
is  kept  of  the  name  and  address  of  the  person,  as  well  as  the 
full  details  of  the  shoes  sold.  In  many  cases,  carelessness  Is  at 
the  bottom  of  this  want  of  system;  in  others,  it  is  because  the 
forms  used  for  recording  these  facts  are  not  suited  to  the  work. 
They  are  frequently  cards  which  are  readily  mislaid,  and  upon 
which  sufficient  information  cannot  be  placed  to  be  of  much  use 
six  months  or  a  year  afterward. 

An  Accurate  Fitting  Record 

For  completeness  and  simplicity,  the  foot-measuring  chart 
reproduced  herewith,  and  used  only  in  Canada  by  the  newly- 
opened  Walk-Over  Bootshop,  Montreal,  is  absolutely  unique. 
While  this  system  is  patented,  and  hence  can  be  acquired  only 
with  the  agency  for  Walk-Over  Shoes  in  any  town  in  Canada 
—which  agencies  will  be  established  later,  undoubtedly — it  shows 
very  clearly  how  the  thoughts  of  practical  and  competent  shoe 


the  right  or  left  side  of  the  ohart — depending  on  whether  the 
left  foot  or  the  right  foot  is  to  be  measured,  the  salesman  care- 
fully and  lightly  traces  with  his  pencil  the  outline  of  the  foot 
right  back  to  the  heel.  The  salesman  can  then  tell  just  what 
size  and  width  of  shoe  is  required,  and  he  is  in.  a  position  to 
fit  the  customer  fully  as  well  as  if  the  shoes  were  made  to  in- 
dividual measure. 

This  Chart  Worth  Careful  Note 

It  will  be  noted  that  instead  of  the  numbers  usually  stamped 
on  the  soles  of  shoes  indicating  sizes,  the  French  system  of 
measurement  is  used  on  each  side  of  the  record.  These  num- 
bers correspond  to  those  used  by  every  manufacturer  on  the 
inner  side  of  the  upper  near  the  top,  to  indicate  measurements. 

In  the  sample  chart  reproduced,  for  example,  it  is  seen  that 
the  end  of  the  toe  is  at  40,  which  means  No.  8  shoe.  A  No.  4 
width  is  required.  And  from  the  record  can  also  be  obtained, 
as  shown  in  the  small  drawing  in  the  upper  corner,  the  numbers 
corresponding  to  the  position  of  the  ball,  waist,  instep  and  heel 
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of  the  foot.  The  lines  at  the  lower  right-hand  side  give  the 
heel  widths,  and  the  long  slanting  lines,  i,  2,  3,  4.  5,  6,  give  in- 
step measurements.  The  numbers  2  to  11  on  the  top  and  bot- 
tom give  the  measurements  at  the  rear  side  of  the  ball,  and  at 
the  waist.  In  case  of  any  bunion  or  other  abnormality  in  one 
particular  place,  that  makes  the  contour  line  extend  beyond  the 
normal,  an  average  is  taken,  and  a  mean  width  shoe  is  tried  on 
the  customer. 

Directions  for  Use  are  Explicit 

As  will  be  noted,  full  directions  are  printed  on  the  chart  in 
red  so  that  the  customer,  when  the  chart  is  handed  to  or  sent 
him  is  in  possession  of  full  information  in  case  he  wishes  to 
forward  a  repeat  order  by  mail  or  telephone  at  a  future  date. 
As  the  firm  are  already  in  possession  of  this  in  formation,  it  is 
not  the  least  trouble  to  fill  the  order  in  any  style  or  leather,  both 
quickly  and  satisfactorily.  For  telephone  or  mail  order  business 
such  a  chart  is  especially  valuable. 

A  further  thing  about  this  chart  is  the  very  narrow  widths 
allowed  for  in  its  use.  Beside  the  five  regular  widths,  there  are 
the  abnormally  narrow  ones,  called  in  trade  parlance,  "double, 
triple  or  quadruple  A."  Thus  the  narrowest  feminine  pedal 
extremities  is  provided  for. 

An  Accurate  Stock  System 
But  a  splendid  fitting  system  is  of  little  value  if  the  shoes 
called  for  so  accurately  on  this  record  are  not  on  the  shelves 
when  wanted.  And  here  again  the  Walk-Over  Bootshop  has 
scored  a  hit.  Reproduced  herewith  is  a  sheet  from  the  loose- 
leaf  stock  system  used  by  them.  For  stock-keeping  purposes, 
four  loose-leaf  books  are  kept,  one  for  men's  shoes  othe,r  than 
oxfords;  one  for  men's  oxfords;  one  for  women's  balmorals 
and  bluchers,  and  the  other  for  women's  oxfords.  These  stock 
books  are  under  the  special  charge  of  one  salesman,  and  it  is 
his  duty  to  enter  up  stock  received  therein,  showing  the  date 
and  number  of  pairs  received,  the  numbers  and  sizes  of  these 
shoes  A  sheet  in  the  proper  book  is  taken  for  each  line  of 
shoes  as  it  comes  in,  and  full  details  are  entered  on  the  sheet 


as  shown.    Of  course  these  numbers  are  merely  given  as  ex- 
amples, and  are  not  copied  from  any  original  sheet. 

After  the  cashier  has  checked  up  the  salesmen's  cash  slips 
every  day,  these  are  taken  in  hand  by  this  particular  salesman, 
who  through  his  intimate  knowledge  of  the  stock,  is  much  better 
able  to  do  this  work  accurately  than  is  the  cashier.  From  these 
sales  reports  the  salesman  enters- the  information  as  to  sizes, 
styles,  widths  and  leathers  from  the  spaces  .provided  therefor 
on  the  sales  slips.  When  a  pair  of  shoes  is  sold,  he  draws  a  mark 
through  the  proper  number  on  the  proper  sheet,  or  if  more  than 
one  pair  is  shown  as  in  stock,  be  makes  a  notation  enabling  him 
to  tell  at  a  glance  jus.t  how  the  stock  in  this  size,  style  and  width 
stands. 

Constant  Supervision  Necessary 

This  necessitates  going  through  each  of  the  four  books 
daily— a  short  procedure,  when  thoroughly  familiar  with  the 
stock— and  he  gets  to  'know  at  a  glance  just  what  parts  of  the 
stock  are  selling  poorly,  and  what  styles,  sizes  and  widths  seem 
to  be  in  demand.  If  there  has  been  too  heavy  purchasing  m 
certain  styles  or  sizes,  this  shows  up  at  once.  For  example^  if 
he  should  find  that  six  pairs  of  a  pertain  style  and  width  which 
were  entered  into  stock  on  September  18th  are  still  all  unsold 
by  December  15th  he  at  once  either  institutes  an  enquiry  him- 
self or  notifies  the  manager  or  head  salesman.  This  always  re- 
sults in  a  prompt  remedy  being  put  into  effect.  Such  a  method 
keeps  the  salesmen  from  getting  into  a  rut,  and  every  portion  of 
the  stock  gets  fair  play.  With  such  careful  and  accurate  check- 
ing, sacrifice  sales  should  not  be  required. 

How  It  Simplifies  Buying 

When  the  manager  goes  on  a  buying  trip,  it  is  not  neces- 
sary to  spend  much  time  beforehand  pouring  over  these  books 
and  jotting  down  a  jumble  of  data  therefrom.  He  simply  puts 
all  four  stock  books  into  his  pocket— they  are  of  a  convenient 
size-and  takes  them  along.  He  then  has  all  the  information 
he  wants  when  he  wants  it,  and  can  hardly  buy  erroneously  with 
that  to  guide  him.  When  he  returns,  all  arrears  of  sales  in- 
formation are  at  once  posted  in  the  proper  places. 
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Should  January  Shoe  Sales  Be  Necessary? 

Some  Reasons  for  the  Prevalence  of  the  January  Sale  Idea  —  Getting  Rid  of  Dead  Stock  Without  This  Means  Good 
Buying  and  Excellent  Stock-Keeping — Avoid  General  Cut-Rate  Sales. 


By  many  retailers  January,  and  sometimes  February  as  well, 
seems  to  be  devoted  to  the  sacrifice  sale.  In  fact,  so  universal 
is  this  practice  that  many  people  purposely  arrange  to  buy  their 
yearly  supply  of  shoes  when  they  can  take  advantage  of  cut- 
rate  prices.  And  therein  lies  one  of  the  great  evils  of  this 
practice.  For  it  shoe  men  have  only  themselves  to  blame,  as 
many  of  them  foster  this  idea  by  every  sensational  means  in 
their  power.  It's  a  case  of  "Barkis  is  willin'  "  with  the  public, 
who  cheerfully  acquiesce,  and  pocket  the  profits  the  shoe  men 
should  have. 

Why  the  January  Sale 

Various  reasons  are  advanced  in  justification  of  this  time- 
honored  procedure.  Some  merchants  seem  to  be  continually  "up 
against  it"  for  ready  cash,  and  hence  the  frequent  necessity  for 
turning  over  stock  to  meet  current  obligations.  This  need  for 
ready  money  at  certain  intervals  is  one  of  the  great  incentives 
for  these  special  sales. 

Clearing  out  unseasonable  stock  is  another  reason  given  by 
many  retailers — and  a  fairly  legitimate  one.  As  one  shoe  man 
expressed  it:  "In  spite  of  the  most  careful  buying,  'stickers' 
will  get  on  the  shelves.  Certain  lines  at  the  beginning  of  the 
season  will  appeal  to  the  retailer  as  probable  excellent  sellers, 
and,  basing  his  buying  upon  this  judgment,  he  will  load  up 
fairly  heavily  with  these  styles,  only  to  find  at  the  end  of  the 
season  that  his  judgment  was  at  fault.  Or  he  may  have  bought 
too  heavily  of  certain  sizes,  and  thus  a  lot  of  odds  and  ends 
are  left  on  the  shelves.  In  such  cases  be  can  either  carry  these 
over  to  the  next  season — generally  a  fatal  manoeuvre — or  place 
them  on  sale  at  a  sacrifice  then  and  there.  He  generally 
chooses  to  pocket  his  loss  at  once,  and  get  rid  of  all  dead  stock." 

Making  Room  for  New  Stock 

Another  retailer  stated  that  very  often  the  reason  for  such 
sales  was  the  necessity  of  making  room  for  new  stock.  By 
January  little  more  demand  can  be  expected  for  fall  and  winter 
footwear,  as  the  public  are  pretty  well  stocked  up.  If  too'  much 
fall  stock  is  left  on  the  shelves  at  that  time  there  will  not  be 
room  enough  for  the  spring  stock  ordered  for  a  little  later  on, 
and  there  will  be  too  much  money  tied  up  to  leave  the  retailer 
with  enough  working  capital. 

Competition  is  also  another  cause  of  price-cutting  in  Jan- 
uary and  at  other  periods.  "Cut-throat  rivalry  in  trade"  is  the 
only  way  to  describe  it.  Sam  Smith  will  deliberately  set  out  to 
hurt  John  Jones,  around  the  corner,  all  he  can,  purely  through 
business  jealousy  or  fear.  This  accusation  is  not  in  the  slightest 
degree  overdrawn.  It  is  going  on  in  nearly  every  town  all  the 
time,  and  the  ultimate  result  can  only  be  disaster  for  one  or  more 
of  the  firms  indulging  in  such  childish  tactics.  The  public  like 
it,  but  the  shoeman  is  in  business  to  make  money,  rather  than 
to  furnish  bargains  for  economical  buyers.  Jealousy  and  hard 
headed  business  sense  do  not  mix  any  better  than  oil  and  water, 
and  jealousy  or  personal  dislike  has  no  place  in  the  w:de-awake 
shoe  man's  business  plans. 

Are  Cut  Prices  Necessary? 

When  all  is  said  and  done,  however,  are  there  not  various 
methods  of  overcoming  these  incentives  toward  sacrificing  shoes, 
even  though  some  of  tbem  may  seem  justifiable?  "Faulty  buy- 
ing is  often  at  the  root  of  some  merchants'  chronic  shortage  of 
working  capital,"  said  another  retailer.  "Many  shoe  men  seem 
have  a  sort  of  sixth  sense,  perhaps  a  compound  between  a 
know!- 'h"  of  trade  conditions  past  and  present,  judgment  and 
intuition  as  to  future  successful  =tvles:  and  they  are  guided  1y 
thi<  characteristic  when  buying.v*NY>  persuasion  can  stir  them 


against  their  better  judgment.  But  many  others  have  not  this 
'balance-wheel'  sense,  hence  they  buy  too  much  of  some  lines, 
not  enough  of  others,  and  are  frequently  away  off  in  their  judg- 
ment as  to  the  probable  saleability  of  the  different  sizes.  If 
selling  requires  careful  attention  and  constant  common  sense, 
buying  is  even  more  important,  as  goods  well  bought  are  half- 
sold.  Regulate  the  buying  more  carefully,  and  there  will  be 
less  reason  for  January  or  other  sales." 

Better  Stock-Keeping  Pays. 

To  buy  intelligently  the  retail  shoe  man  should  be  able  to 
tell  at  a  few  minutes'  notice  how  much  stock  he  has  on  hand 
and  what  it  is  composed  of.  If  he  knows  what  sizes  or  styles 
are  hard  to  move  from  the  shelves,  by  the  date  any  portion  of 
his  stock  was  received,  and  the  balance  remaining  after  any  in- 
terval, be  can  make  special  arrangements  for  pushing  these 
styles  in  the  regular  way  at  regular  prices.  A  simple  yet  intelli- 
gible system  of  keeping  stock — such  as  is  discussed  elsewhere  in 
this  issue — will  enable  him  to  put  his  finger  on  any  weak  spots. 
To  further  audi  a  system  each  salesman  should  be  given  charge 
of  a  certain  portion  of  stock,  and  made  responsible  for  getting 
this  off  the  shelves  as  evenly  as  possible.  Then  there  will  be 
little  temptation  to  push  certain  popular  styles  or  sizes  to  the 
detriment  of  other  perhaps  equally  good  stock.  If  this  plan 
were  followed  more  frequently  sacrifice  sales  would  soon  be 
a  thing  of  the  past. 

If  Dead  Stock  Must  Be  Cleared 

If,  however,  whether  precautions  are  taken  to  avoid  it  or 
not,  there  remains  a  certain  amount  of  unseasonable  and  hitherto 
unsaleable  stock  on  the  shelves  on  January  1st,  what  steps 
should  be  taken  to  get  rid  of  it?  There  is  a  ibig  difference  of 
opinion  re  means  and  methods  among  shoe  retailers.  Some  be 
lieve  that  open  sacrifice  at  any  price  is  advisable,  and  will 
frankly  feature  all  odds  and  ends  of  dead  stock  at  less  than  cost 
prices.  Such  procedure  always  brings  fair  results  if  the  shoe 
man  is  frank  in  stating  that  the  stock  is  shopworn  but  ctill  per- 
fectly good,  and  excellent  value  at  the  price  asked. 

Others  are  emphatic  in  the  belief  that  such  sacrifice  sales 
are  a  drawback  to  the  prestige  of  a  store.  One  shoe  man  stated 
that  he  never  had  had  a  cheap  sale,  and  never  would.  If 
"stickers"  got  on  his  shelves,  in  spite  of  vigilance,  he  ships  them 
to  an  auction  room,  rather  than  have  his  name  associated  with 
such  sales.  "This  coming  January  I  will  have  a  little  dead 
stock,  for  the  first  time  in  two  years,  owing  to  a  few  extreme 
styles  I  bought  last  year,  but  early  in  January  they  will  go  to 
an  auction  room  to  bring  what  they  may.  My  loss  on  them  will 
be  more  than  covered  by  my  ample  profit  on  regular  lines.  I 
never  cut  price's,"  was  the  way  he  put  it. 

Never  Reduce  Prices  on  Good  Sellers 

This  man,  among  others,  was  emphatic  in  his  declaration 
that  a  discount  sale  covering  everything  in  a  store  is  not  only 
bad  policy,  but  absolutely  silly.  He  said,  "What  is  the  use  in 
cutting  prices  on  shoes  that  are  popular,  and  that  people  will 
buy  anyway,  sooner  or  later?  There  is  something  radically 
wrong  with  a  merchant  or  his  methods  when  lack  of  funds  leads 
him  to' take  such  a  drastic  step  to  recoup  his  finances.  It  hurts 
the  trade  generally  and  costs  him  much  future  business  at  profit- 
able figures,  for  many  people  buy  enough  for  a  year  at  such 
sales.  No  man  can  sell  shoes  at  20  p.c.  off  a  reasonable  profit- 
making  figure,  and  come  out  even,  when  one  adds  other  inci- 
dental expenses  to  the  original  cost  of  the  shoes.  If  a  man  has 
to  reduce  stock,  by  all  means  get  rid  of  the  slow-moving  styles 
in  some  way,  but  never  sacrifice  perfectly  good  selling  stock." 
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This  is  very  good  advice,  but  it  is  doubtful  whether  more 
retailers  than  usual  will  follow  it  this  coming  January.  Rather 
than  reduce  good  stock  or  sacrifice  it  by  such  reckless  methods, 
it  would  be  better  to  allow  for  a  liberal  depreciation  on  shop- 
worn shoes  when  taking  the  usual  New  Year's  inventory,  and 
then  get  rid  of  them  either  by  the  auction  room,  as  stated  above, 
or  by  little,  quiet,  personal  selling-talks,  explaining  the  reason 
for  the  reduced  prices,  judging  the  customer's  probable  status 
before  so  doing,  of  course. 

The  Shoe  and  Leather  Journal  will  be  very  glad  to  'hear 
how  any  of  its  readers  are  handling  the  January  sale  problem 
this  coming  January.  Just  here,  in  connection  with  the  general 
sale  idea,  it  should  be  noted  that  while  much  perfectly  good 
stock  is  thereby  sold,  the  stock  of  shop-worn  shoes  is  usually 
but  little  reduced,  because  the  public  do  not  want  them,  nor 
will  the  salesmen  push  them  energetically.  Hence  such  a  sale 
really  fails  of  its  main  object. 


Birthday  Greetings  from  All  Over  Canada 

(Continued  from  page  30) 
"I  am  on  the  road  a  great  deal,  having  represented  Garside 
&  White  for  some  fifteen  years.  I  am  much  interested  in  the 
Shoe  and  Leather  Journal,  and  find  it  wed  spoken  of  by  all 
retailers  on  whom  I  call  as  a  travelling  man.  I  discover  m  its  pages 
much  that  is  bright  and  instructive  to  the  boys  on  the  road.  — 
H.  L.  Geene,  Ottawa,  Ont. 

"The  Shoe  and  Leather  Journal  is  a  worthy  publication. 
I  enioy  reading  every  bit  of  it,  and  gather  a  lot  of  useful  information 
from  its  pages.  I  think  that  publishing  it.  twice  a  month  is  a 
decided  advantage,  as  it  keeps  the  readers,  m  much  closer  touch 
with  trade  conditions  and  the  latest  happenings  of  interest.— S.  b,. 
Mitchell  (Ames,  Holden,  McCready,  Limited),  St.  John,  JN.B. 

"Your  Tournal  is  a  good  one  and  I  shall  continue  to  take  it 
while  in  business."— J.  G.  Downston,  Church  Ave.,  Montreal. 

"We  wish  our  customers  always  felt  as  kindly  towards  us  as 
we  do  towards  the  Canadian  Shoe  and  Leather  Journal.  We 
think  you  are  publishing  a  Progressive  dean,  unprejudiced  useful 
trade  journal,  which  everyone  in  the  shoe  business  m  Canada  can 
well  afford  to  patronize  for  his.  benefit  We  believe  your ^  trade 
journal  will  compare  favorably  with  any  shoe  tra de  journal  P^bl1  Jed 
on  the  North  American  continent,  and  we  really  think  that  the  pub- 
Ushers  of  some  journals  in  the  United  States,  after  perusing ^any -of 
vour  issues,  might  well  believe  in  Reciprocity  and  would  be  envious 
of  having  on  their  staff  the  intelligence  and  ability  which  your  pages 
always  snow."— The  Murray  Shoe  Co.,  Limited,  London,  Ont. 

"I  like  your  retail  advertising  department  and  window  dress- 
ing.   Business  Boosters  are  fine."— J.  P.  Gorman,  Antigomsh,  N.S. 

"I  have  taken  the  Shoe  and  Leather  Journal  for  past  five 
years,  and  must  say  you  have  greatly  improved  the  publication 
in  that  time.  I  think  issuing  the  paper  semi-monthly  is  a  step 
n  the  right  direction.  I  find  many  helpful  hints  m  ^s  columns. 
Congratulations  on  your  silver  jubilee."-GEo.  Taylor,  Blenheim, 
Ont.   

"I  wish  to  sav  that  I  find  the  Journal  is  indispensable  to 
anyone  who  desires' to  keep  up  with  the  times.  I  know  of  pother 
paoer  of  a  like  nature  that  gives  so  much  for  so  little.  In  tact, 
as'soon  as  I  receive  it,  I  feel  I  must  at  once  look  it  over  and  see  the 
nSat^ToritVeontents;then  read  it  carefully  **  **** 

I  get  I  think  you  made  a  wise  move  m  publishing  the  Journal 
twice  a  month.  At  present  I  fail  to  see  where  you  could  improve 
your  paper." — F.  W.  Atkins,  Cardston,  Alta. 

"One  can  get  some  good  ideas  and  the  ads.  are  useful."— 
W.  C.  Burt,  Sydney,  N.S. 

"Am  glad  to  see  your  book  improving'  Business  Boosters 
are  fine."— Porter  &  Robins,  Yarmouth,  N.S. 


the  steady  growth  of  your  publication."— P.  Gauthier  (Jackson  & 
Savage),  Montreal,  Que. 

"Since  the  organization  of  the  Shoe  and  Leather  Journal 
some  twenty-five  years  ago,  we  have  witnessed  many  strides  m 
all  lines  of  leather  and  kindred  trades.  We  think  your  medium 
has  kept  pace  with  the  times  and  has  always  been  alert  to  promote 
the  welfare  of  the  shoe  and  leather  interests  of  the  Dominion. 
—J.  Sinclair  (Barrie  Tanning  Co.),  Barrie,  Ont. 

"I  think  your  book  has  improved  very  much."— M.  S.  Rob- 
ertson, Shelburne,  N.S. 

"I  find  all  my  retail  customers  that  I  call  upon  between  Peter- 
boro  and  Montreal  speak  highly  about  the  subject  matter  m  the 
Shoe  and  Leather  Journal.  They  realize  that  it  is  good  material 
for  Canadians  and  is  gathered  in  this  country.  The  sales  people 
employed  in  the  shoe  stores  say  that  they  find  a  number  of  pointers 
that  come  in  useful  which  they  turn  to  the  benefit  of  their  employers. 
I  congratulate  you  on  the  up-to-date  character  of  your  paper. 
— S.  J.  Edmondson  (John  Lennox  &  Co.),  Ottawa,  Ont. 

"I  am  glad  to  see  the  book  improving.  I  find  it  very  useful." 
— J.  Edwards,  Sherbrooke,  Que. 


"We  value  your  publication  very  highly  as  a  means  of  giving 
the  latest  information  regarding  both  raw  and  manufactured  goods. 
Issuing  the  Shoe  Journal  twice  a  month  keeps  the  different  sub- 
jects before  the  reader  better  than  when  it  was  a  monthly  publi- 
cation.—E.  A.  Dagg  (Ames,  Holden,  McCready,  Limited),  Calgary, 
Alta. 

"I  have  taken  the  Shoe  Journal  ever  since  its  publication 
—now  a  quarter  of  a  century— this  is  a  pretty  fair  indication  that 
I  am  pretty  well  pleased  with  your  publication.  _  I  am  glad  to  say 
that  each  issue  appears  to  be  brighter  and  better."— J.  A.  Taylor, 
Petrolia,  Ont. 


"In  my  estimation  the  Shoe  and  Leather  Journal  is  without 
a  doubt  the  best  advertising  medium  in  its  line,  an  dm  appearance 
it  is  attractive  and  tasty.  Most  important  is  th ;  f^*  that  it  should 
be  found  not  only  on  every  shoe  merchant  s  desk  but  every  trav- 
eler's grip  should  contain  the  latest  number.    I  am  pleased  to  witness 


The  Chances  of  the  Shoe  Worker. 

Dr.  Orison  Swett  Marden,  the  noted  American  writer  on 
"Self  Help,"  recently  published  an  article  in  a  Toronto  paper 
entitled  "Who  Holds  You  Down?  "  in  which  he  stated  that  a  young 
man  could,  in  spite  of  all  set-backs  and  handicaps,  rise  by  his  own 
ability,  perserverance,  and  concentrated  effort  to  any  position  that 
he  desired.    "Anti-Humbug"  writing  to  the  sarne  paper,  vigor- 
ously attacks  Dr.  Marden's  contentions,  and  says  that  the  chances 
for  success  are  only  for  the  few.    He  takes  the  case  of  a  worker  in 
a  modern  shoe  factory  as  an  illustration,  and  adds:— "Dr.  Marden 
says  progressive  employers  are  always  looking  for  exceptional 
ability.    Now,   exceptional   ability  implies  comparative  inferior 
ability.    Let  us  see  this  exceptional  ability  in  actual  practice.  Take 
a  large  shoe  factory.    If  you  go  to  that  factory  as  a  man  having 
exceptional  ability  in  making  shoes  it's  ten  chances  to  one  you  will 
not  get  a  job.    It  will  not  be  a  man  of  exceptional  ability  they  want. 
What  they  very  likely  want  will  be  a  man  who  has  become  an  expert 
in  running  a  machine,  which  is  only  one  in  about  thirteen  that  are 
required  to  make  a  pair  of  shoes.    Improvements  in  the  machinery 
in  the  manufacture  of  shoes  have  resulted  in  the  subdivision  of  labor 
again  and  again.    The  result  is  that  thousands  of  employes  through 
the  continual  doing  of  one  thing  (and  only  one)  become  more  or  less 
experts  at  their  own  particular  job.    Just  for  argument's  sake  we  ' 
will  say  that  one  of  these  men,  having  Dr.  Marden's  exceptional 
ability,  is  taken  and  given  a  position  as  manager  with  a  large  salary. 
In  the  first  place  that  exceptional  ability  will  not  be  in  the  manu- 
facture of  shoes,  but  to  systematise  the  work  so  as  to  increase  and 
improve  the  output  and  to  be  able  to  drive  the  rest  of  the  employes 
to  the  limit  of  their  endurance.    Here  we  have  an  example  of  the 
chances  men  and  women  have  of  rising  to  the  heights  of  success. 
One  in  a  thousand,  and  it  is  self-evident  that  the  humble  position 
those  thousands  fill  have  to  be  filled  by  somebody,  else  there  would 
be  no  production  and  no  requirements  for  exceptional  ability. 

What  prevails  in  the  shoe  factory  prevails  in  all  other  lines 
of  industry,  with  the  result  that  hundreds  of  thousands  of  human 
beings  are  nothing  more  than  part  of  or  a  cog  in  the  wheel  of 
the  machine  they  operate.  It  is  not  true  that  this  country  is  packed 
with  chances,  and  as  the  economic  development  of  this  country 
moves  on  the  chances  of  being  anything  more  than  an  automaton 
are  becoming  less  and  less,"  , 
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Some  Queer  Claims  Made  On  Shoe  Manufacturers 

Leading  Canadian  Maker  Asks  How  Far  Should  These  Exactions  Be  Honored— Traveler  Who  Failed  To  Get 
$3,000  Order  Blames  the  House  and  Hands  Some  Advice — Different  View  Points. 


"How  far  should  a  shoe  manufacturer  honor  the  unreas- 
onable claims  of  customers  or  humor  their  whims?  Perhaps 
this  may  sound  like  a  peculiar  proposition,"  remarked  a  Mont- 
real manufacturer  to  a  representative  of  tlhe  Shoe  and  Leather 
Journal  the  other  day.  "It  is  a  topic  that  will,  at  least,  bear 
discussion,  and  one  which  you  might  profitably  and  wiith  in- 
terest discuss  in  the  columns  of  your  paper. 

"One  of  our  trawlers  is  a  partner  in  the  firm  anld  he  covers 
Western  Canada.  This  year  when  he  went  in  to  see  an  old 
patron  for  a  spring  placing  order  the  fellow  received  him  in 
an  icy  manner  and  told  our  man  that  he  was  not  going  to  give 
him  any  more  business. 

'"What's  the  matter,  John?'  asked  the  road  representative. 
'Goods  not  up  to  samples,  faulty  slhoemaking,  poor  service,  de- 
layed shipments,  careless  work,  or  what?' 

"  'No,  your  shoes  are  all  right,'  he  grunted,  'hut  you  refused 
to  honor  a  claim  of  mine.  I  sent  down  two  pairs  and  was  not 
given  a  credit  note  for  them,  by  the  firm.    I  had)  to  pay.' 

Two  Pairs  Were  Sent  Back 

"He  would  offer  no  further  explanation,  anld  the  traveler, 
who,  on  has  previous  trip  for  spring  stuff,  had  received  am  order 
amounting  to  about  three  thousand  dollars,  dropped  the  busi- 
ness. When  he  got  back  here  he  was  sore  and  wanted  an  ex- 
planation. One  of  the  pairs  returned  to  the  house  were  shoes 
that  this  retailer  did  not  get  from  us  at  all,  although  perhaps  he 
thought  he  had.  We  had  no  such  sample  number  in  the  factory 
and  did  not  make  the  style  of  tan  iblucher  with  slip  sole  and 
triangular  perforations  on  the  tip  and  quarters.  We  wrote  the 
merchant  to  that  effect  and  got  no  reply.  The  other  pair— well 
I  wish  you  could  have  seen  them.  The  soles  had  been  burned 
almost  to  a  crisp.  In  fact,  the  leather  cracked  When  handled. 
They  were  also  seared  almost  through  on  one  side  of  the  vamp. 
They  had  evidently  been  bought  hy  some  customer  and  returned, 
or  the  dealer  had  permitted  the  footwear  to  get  too  near  the 
stove,  which  roasted  the  calfskin.  We  could  not  accept  them 
in  that  condition,  as  it  was  clearly  a  fault  that  was  not  ours. 
We  sent  a  courteous  note  to  that  effect,  but  received  no 
acknowledgment.  In  fact,  the  traveler  was  in  the  office  when 
both  of  these  pairs  of  which  I  speak  came  in,  and  he  never 
uttered  a  word  of  protest.  He  had  evidently  forgotten  about 
it,  and  here  the  story  comes. 

"As  soon  as  he  got  back  from  that  trip  he  argued  that  we. 
should  have  accepted  the  shoes,  replaced  them,  or  allowed  the 
man  a  credit  note.  'Look,'  he  went  on,  'we  have  lost  his  account 
by  our  short-sighted  and  picayune  policy.  Three  thousand  dol- 
lars less  in  orders  from  that  town.  I  maintain  that  the  house 
should  allow  every  claim.  There  are  many  honest  retailers,  and 
very  few  will  take  advantage  of  you.  It  pays  to  make  good  any 
claim,  even  like  the  one  which  came  in  from   . 

Electricity  Roasted  the  Leather 

"Here  is  another  instance.  A  man,  who  runs  a  small  shoe 
shop  a  few  miles  out  of  the  city,  called  tlhe  other  day  and 
got  a  few  dozen  pairs  of  sorting  stuff.  He  could  scarcely  carry 
the  goods,  they  were  so  bulky,  as  he  departed.  Now,  in  his 
anxiety  to  save  freight  or  express,  he  got  on  a  city  car  and 
went  out  to  where  he  takes  a  suburban  line.  The  car  was 
crowded,  and  I  suppose  the  conductor  told  him  to  take  his  huge 
parcel  out  of  the  aisle,  which  it  was  blocking.  He  put  the  goods 
under  the  seat.  The  bundle  came  in  contact  with  an  electric 
heater,  and  when  the  shoe  man  got  home  he  found  that  the 
vamp  on  a  pair  of  men's  gunmetal  button  had  been  toasted  so 
that  it  was  pretty  nearly  as  crisp  as  toast.    A  few  days  later  he 


came  in  bearing  the  shoe.    'Here,'  he  said,  'take  and  look  at  this.' 

It's  No  Good  To  Me,  Sir 

"  'What's  the  matter  with  it  ?'  I  .inquired.  'He  admitted  it 
was  not  our  fault  that  the  shoe  was  in  such  a  shape,  but  he 
insisted  that  wie  keep  it,  as  it  was  of  no  use  to.  him. 

"  'No,  we  don't  want  it,'  I  answered.  'You  do  not  expect 
us  to  make  that  good,  doi  you?' 

"  'Well,  it  is  of  no  value  to  me,"  he  parried',  'and  you  may 
as  well  have  it.'  I  suppose  if  I  had  said  :  'You  have  hard  luck. 
I  tell  you  what  we  will  do  ;  we  will  split  the  difference,'  he  would 
have  said,  'All  right.'  But  why  we  should  lose  a  dollar  and  a 
half  or  more  on  the  pair  I  could  not  see,  and  yet,  according  to 
the  philosophy  and  argument  of  the  traveler  of  whom  I  speak, 
we  should  have  accepted  the  returned  shoe  and  given  the  fellow 
credit  for  it. 

"I  could  give  you  dozens  of  similar  cases  which  come  under 
our  notice  every  year.  I  am  not  speaking  of  regular  cancella'- 
tiious  for  just  and  sufficient  cause,  mind  you,  but  such  instances 
or  rather  impositions  as  I  have  mentioned.  I  suppose  if  we 
recognized  the  claim  of  every  kind  that  came  along,  rto  matter 
how  outrageous,  we  could  reoeive  them  by  the  score,  and  per- 
haps the  retailer  would  laugh  up  his  sleeve. 

Expected  Factory  to  Make  Good 

"We  sold  several  dozen  pairs  of  vici  kid  foals  to  another  re- 
tailer not  long  ago.  He  lives  in  Manitoba,  and  one  of  his  cus- 
tomers bought  a  pair.  The  wearer  was  pushing  a  heavy  obstacle 
off  the  verandah  with  his  foot  one  day  and  the  shoe  was  cracked 
or  split  at  the  shank.  Back  came  the  customer  to  that  retailer, 
and,  in  angry  tones,  told  him  that  the  shoe  was  no  good,  that 
he  had  only  had  it  a  week  and  it  was  broken  at  the  shank.  He 
demanded  a  new  pair,  'and  the  dealer,  hieing  an  agreeable  and 
peace-loving  fellow,  was  easy  and  gave  the  man  a  mew  pair.  He 
then  sent  the  shoe  to  us  and  said  he  thought  has  claim  should 
be  honored.  We  learned  the  circumstances  and  declined.  Yet, 
according  to  the  theory  advanced  Iby  the  salesman.,  whom  I  have 
in  mind,  and  who,  by  tlhe  way,  is  no  duib  in  the  selling  game,  his 
sales  last  year  totalling  over  one  hundred  thousand  dollars,  we 
should  have  humored  'this  man  and  all  others  when  footwear  is 
returned  that  has  not  been  ruined  or  shattered  through  no  fault 
of  ours.  The  reason  I  point  this  out  ils  that  this  traveler  holds 
shares  in  the  firm.  He  ha®  unbounded  confidence  that  we  would 
not  be  imposed  upon  very  often,  that  we  should  grant  every  re- 
quest for  the  sake  of  holding  all  accounts  and1  pacifying  every 
kicker. 

Where  Would  The  Thing  End 

"Now,  here  is  my  version  of  the  affair  in  a  nutshell.  If 
we  once  started  in  to  please  and  appease  the  people  who  send 
goods  'back  on  all  sorts  of  flimsy  pretexts  we  might  as  well  close 
up  the  factory.  Another  traveler  of  ours,  when  we  pressed  a 
man  for  payment  who  has  been  habitually  slow  and  behind  in 
meeting  his  paper,  yet  still  goes  on  sending  in  big  sorting  orders, 
adding  to  the  amount  of  his  account,  drafts  having  come  back 
with  no  explanation,  remarked :  'Oh,  do  not  goad  that  chap.  He 
will  pay  all  right,  I  have  his  word  for  it.'  Now,  all  the  forces 
of  an  establishment  should  work  together  in  unity  and  harmony. 
They  should  co-operate  .on  every  matter,  and  the  firm  has  to  make 
money  or  else  the  place  will  close  up.  The  management  cannot 
do  this  if  it  does  not  look  sharply  after  collections.  Neither 
will  it  make  ends  meet  if  it  honors  every  unreasonable  trade 
claim  or  humors  every  whim..  In  my  opinion  a  manufacturer 
might  as  well  go  out  of  business,  as,  if  he  pursued  such  a  course, 
he  would  be  driven  out  in  time. 
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What  The  Trade  Is  Doing  These  Days 

The  Thoughts,  Sayings,  Doings  and  Movements  of  the  Men  Who  Make,  Market  and  Manipulate  Goods  Into  the 
Construction  of  Which  Leather  Plays  the  Most  Important  and  Essential  Part. 


Mrs.  Cook  has  opened  a  retail  shoe  store 
at  576  College  St.,  Toronto. 

A.  C.  Gardner  is  a  new  shoe  retailer  in 
Winnipeg. 

J.  Poole  has  embarked  in  the  shoe  busi- 
ness in  Edmonton,  Alberta. 

P.  Alix,  shoe  retailer,  Montreal,  assign- 
ed to  V.  Latnake  a  few  days  ago. 

J.  W.  Bruce,  shoe  retailer  of  Minnedosa, 
Man.,  passed  away  last  week. 

The  shoe  and  leather  industry  of  Chili 
gives   employment   to    12,195  persons. 

D.  D.  Hawthorne,  Toronto.,  was  in  Mon- 
treal last  week  on  business. 

The  shoe  stock  of  Philias  Alis,  Mon- 
treal, has  been  sold. 

La  Parisienne  Shoe  Co.  of  Montreal  have 
registered  in  Quebec. 

The  Hugh  Carson  Co.,  Limited,  Ottawa, 
has  been  incorporated,  with  $500,000  capi- 
tal. 

Arthur  Grayson,  45  Barton  St.,  Hamil- 
ton, has  put  in  a  McKay  stitcher  and  a 
channeling  machine  in  his  repair  shop. 

C.  Hurlbut  of  the  Hurlbut  Co.,  Preston, 
Ont.,  was  in  Montreal  last  week  on  busi- 
ness. 

Williams  &  Son,  shoe  manufacturers,  are 
now  occupying  their  new  factory  in  Mil- 
ton, and  report  business  as  brisk. 

Tuckwell  Bros,  of  Montreal,  have  re- 
gistered in  the  Province  of  Quebec  as  rub- 
ber workers. 

H.  J.  Brisbin,  shoe  retailer  of  Midland, 
has  assigned  to  S.  B.  Pocock  of  the  London 
Shoe  Co.,  London. 

R.  N.  England,  of  Israel  England  & 
Sons,  hemlock  sole  and  lace  tanners,  of 
Knowlton,  Quebec,  died  recently. 

H.  Rol'land  &  Son,  shoe  dealers,  Mont- 
real, made  a  .voluntary  assignment  a  few 
days  ago. 

W.  F.  Martin,  sales  manager  of  the 
Kingsbury  Footwear  Co.,  Montreal,  was  in 
Toronto  last  week  on  a  business  trip. 

George  Cain,  of  Toronto.,  sales  manager 
of  the  Miner  Rubber  Co.,  is  on  a  business 
trip  to  Winnipeg. 

Shipments  of  spring  goods  have  already 
been  made  to  several  retailers  by  a  number 
of  Toronto  jobbers. 

C.  S.  Corson  of  the  Regal  Shoe  Com- 
pany, Toronto,  was  in  Boston,  last  week  on 
business. 

John  Dunbar,  representing  the  Slater 
Shoe  Co.,  Montreal,  was  in  Toronto  last 
week  for  a  few  days. 

Side  Matthews,  shoeman  of  Chatham, 
Ont.,  has  made  an  assignment  to  J.  H. 
Gemmell. 

W.  C.  Myers,  Western  Canada  repre- 
sentative of  the  Rideau  Shoe  Co.,  Mon- 
treal, is  seriously  ill  at  his  home  m  To- 
ronto. 

The  Victoria  Shoe  Co.,  Toronto,  which 
went  out  of  business  some  months  ago, 
have  been  advertising  their  lasts  and  shoe 
racks  for  sale. 

Ernest  Bonnick  of  Red  Deer,  Alta.,  is 
visiting  his  father,  Charles  Bonnick  of  To- 
ronto, manager  for  Ames,  Holden,  Mc- 
Cready,  Limited. 

The  Regal  Shoe  Company,  Toronto,  have 


added  a  dozen  new  machines  to  their  stitch- 
ing department.  The  factory  has  been 
working  overtime  for  some  weeks. 

The  assets  of  H.  M.  Garvie,  shoe  re- 
tailer, Renfrew,  were  sold  by  the  assignee, 
Osier  Wade  of  Toronto,  on  Saturday,  to 
J.  H.  Laishley  of  Ottawa,  at  58  cents  on 
the  dollar.  The  stock  and  fixtures  amount- 
ed to  about  $6,500. 

The  United  Shoe  Machinery  Co.  of  Can- 
ada have  issued  a  neat  and  artistic  new 
catalogue  of  their  Goodyear  repairing  sys- 
tem and  shoe  store  supplies. 

W.  J.  Baggs  of  the  Anglo-Canadian 
Leather  Co.,  Toronto,  has  returned  from  a 
trip  to  Detroit,  Buffalo,  Toledo  and 
Rochester. 

Charles  Fogelbcrg,  superintendent  of  the 
Getty  &  Scott  factory,  Gait,  Ont.,  has  re- 
turned from  a  trip  to  Rochester,  Cincin- 
nati and  other  points. 

L.  M.  Switzer  of  Sutton;  Charles  P. 
Brown  of  Colborne,  and  Mr.  Pearce  of 
Norwood,  were  in  Toronto  this  week  call- 
ing on  the  trade. 

A.  E.  Aherns  of  Charles  A.  Ahrens  & 
Co.,  Berlin,  Ont.,  was  in  Toronto  last  week 
on  business.  The  firm  have  recently  added 
a  McKay  sewer  and  other  machines. 

W.  G.  Darner,  who  has  been  on  an  ex- 
tended business  trip  to  Vancouver,  in  the 
interest  of  the  Weston  Shoe  Company  of 
Campbellford,  Ont,  has  returned  to  To- 
ronto. 

Charles  E.  Stevens,  who  has  opened  a  re- 
pair business  on  Richmond  St.,  London, 
known  as  the  Advanced  Rapid  Shoe  Re- 
pair Co.,  has  installed  a  twenty-two  foot 
Goodyear  outfit. 

Alfred  Minister,  of  the  Minister,  Myles 
Shoe  Company,  Toronto-,  was  in  Boston, 
Lynn,  Brockton  and  other  centres  last 
week  picking  up  the  latest  ideas  and  styles 
in  fall  and  winter  lines  for  1912. 

A  dividend, of  one  and  three-quarters  per 
cent,  upon  the  preferred  capital  stock  of 
the  Ames,  Holden,  McCready  Limited, 
Montreal,  has  been  declared  for  the  past 
quarter. 

L.  S.  McKindsey  of  Hamilton  and  W. 
H.  Jardine  of  Toronto,  who  have  been  on 
an  extended  tour  of  the  Canadian  West  in 
the  interest  of  the  W.  B.  Hamilton  Shoe 
Co.,  Toronto,  have  returned  home. 

One  of  Luoknow's  oldest  residents  died 
on  December  5tih,  in  the  person  of  Joseph 
Little.  Mr.  Little  came  to  Lucknow  with 
his  family  from  Port  Hope  in  1869,  and 
for  many  years  carried  on  a  successful 
boot  and  shoe  business. 

William  H.  Grosch,  of  Miilverton,  Ont., 
was  in  Toronto  last  week  on  business.  S. 
J.  Grosch,  who  recently  returned  from 
Winnipeg,  was  in  Montreal  and  other 
points  last  week  An  the  interest  of  the  felt 
shoe  factory. 

J.  S.  Langlois  &  Co.,  shoe  manufactur- 
ers, Quebec,  have  made  a  voluntary  as- 
signment. The  firm  made  fine  and  me- 
dium McKays  and  welts  for  men,  women 
and  children,  and  also  felt  goods.  They 
sold  their  product  through  jobbers. 

E.  O.  Zimmerman,  representing  the  F. 
F.  Dalley  Co.  of  Hamilton  is  a  candidate 
for  the  Toronto  Board  of  Directors  of  the 
Commercial  Travelers'  Association,  and  is 


receiving  strong  support.  The  result  of  the 
balloting  now  going  on  will  be  known  on 
December  28th. 

The  Canadian  Manufacturers'  Associa- 
tion have  decided  to  take  the  first  oppor- 
tunity to  test  the  constitutionality  of  the 
extra-provincial  license  scheme  of  British 
Columbia,  and  will  carry  the  case  to  the 
Privy  Council. 

One  of  the  newest  things  in  the  way  of 
ankle  supports  is  a  black,  chrome  tan, 
sheepskin  which  has  been  turned  out  by 
Beal  Bros.,  Toronto.  There  are  many  ankle 
supports  of  sheepskin,  but  they  have  not 
stood  the  strain.  This  leather  is  soft,  pli- 
able and  tough,  while  the  support  fits  and 
wears  well. 

The  shareholders  of  the  Great  Northern 
Tannery  at  Edmonton,  which  plant  is  now 
in  course  of  erection  in  North  Edmonton, 
have  elected  the  following  officers :  Presi- 
dent, Hon.  P.  E.  Lessard;  Vice-President, 
D.  R.  Fraser;  Secretary,  Dr.  W.  Harold 
Brown;  managing  director,  F.  Long. 

The  Sisman  Shoe  Factory  of  Aurora, 
Ont.,  is  being  extended  in  order  to  take 
care  of  the  large  amount  of  business.  The 
addition  is  nearly  100  feet  long  and  three 
storeys  high,  and  will  be  used  as  a  stock- 
room, fitting  department,  and  other  pur- 
poses. 

Miss  L.  Foy,  daughter  of  J.  W.  Foy, 
president  of  United  Shoe  Dealers.,  had 
the  honor  to  sing  before  the  Duke  and 
Duchess  of  Connaught  at  Loretto  Academy 
Toronto,  on  the  occasion  of  the  recent 
royal  visit.  Her  vocalism  was  highly 
praised. 

The  Davis  Leather  Co.,  tanners  of  New- 
market, Ont.,  are  not  building  a  shoe  fac- 
tory, as  reported  in  certain  papers,  and 
have  no  intention  of  doing  so.  _  They  are, 
however,  enlarging  their  plant  in  order  to 
facilitate  a  larger  output  "for  their  chrome, 
Russia  calf,  patent  colt  and  other  lines, 
which  are  very  popular  with  the  trade. 

O.  Eatough,  managing  director  of  Sir 
H.  W.  Trickett,  Limited,  Waterfoot,  Eng., 
the  noted  slipper  manufacturer,  is  on  his 
way  to  Canada  on  a  business  trip.  Mr. 
Eatough  will  spend  several  days  with  J.  S. 
Ashworth,  the  Canadian  representative  of 
the  firm,  who  have  their  offices  in  the 
Manchester  Building,  Toronto. 

Williams  &  Harlock  are  now  occupying 
the  factory  lately  vacated  by  Williams  & 
Son  in  Brampton,  Ont.,  and  are  manufac- 
turing many  novelties  in  felt  and  sheep 
skin  footwear.  Fred  Williams  was  former- 
ly employed  as  a  pattern-maker  with  the 
Williams  Shoe  Co.,  and  was  more  recent- 
ly with  the  Kimmel  Felt  Co.  at  Berlin. 
His  partner  was  a  cutter  with  the  Williams 
peoplie  and  was  lately  identified  with 
Tobey,  Limited,  leather  manufacturers  of 
Toronto.  The  new  firm  report  a  large 
number  of  orders  on  hand. 

The  Camrose,  Alta.,  Tannery  Co.  which 
has  been  operating  for  some  time  past,  has 
now  been  taken  over  and  will  be  conducted 
in  future  under  the  old  name,  by  Francis 
Adam  of  Camrose.  The  tannery  cost  some 
$24,000  to  build  and  equip.  Since  acquiring 
the  concern,  Mr.  Adam  has  had  all  the 
vats  altered  and  put  in  in  concrete.  He 
also  paid  a  visit  some  time  ago  to  On- 
tario for  the  purpose  of  studying  the  work- 
ing methods  used  in  the  tanneries.  He 
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brought  back  with  him  a  staff  of  skilled 
tanners  and  is  now  rushed  with  work. 

The  Robson  Leather  Co.,  of  Oshawa, 
have  been  granted  permission  to  increase 
their  capital  from  $200,000  to  $750,000.  The 
new  issue  will  be  ddvided  into  5,500  shares 
of  $100  each,  of  which  500  shares  shall 
be  preferred. 

A  unique  slipper  was  on  exhibition  in 
the  ladies'  window  of  the  H.  &  C.  Blach- 
ford  shoe  store,  Toronto.  It  was  a  red 
felt  boudoir  slipper,  size  about  20,  with 
sheepskin  sole,  cushion  heel  and  adorned 
with  a  huge  pink  pom-pon.  It  was  made 
by  the  Daniel  Green  Felt  Shoe  and  Slip- 
per Co.  of  Dolgeville,  N.Y.,  for  "show 
purposes  only,"  and  its  abnormal  dimensions 
certainly  attracted  attention. 

The  Gait  Opera  House  Company,  Lim- 
ited, with  a  share  capital  of  $40,000,  has 
been  formed,  to  carry  on  a  theatrical  busi- 
ness. Among  the  prominent  shareholders 
are  F.  S.  Scott  and  E.  J.  Getty,  shoe  manu- 
facturers of  Gait,  Ontario,  and  Wra.  H. 
Chamberlain,  traveler  for  the  firm  of 
Getty  &  Scott. 

The  Starin  Trunk  Factory  is  a  new  in- 
dustry recently  started  in  Vancouver.  They 
have  a  factory  in  the  East  End  for  the 
manufacture  of  all  kinds  of  trunks,  and  a 
retail  store  at  615  Hastings  Street,  Van- 
couver. They  have  also  bought  out  the 
stock  and  machinery  of  Fessor  Bros., 
Vancouver,  and  will  manufacture  all  kinds 
of  leather  goods. 

At  the  recent  session  of  the  National 
Federation  of  Trades  and  Labor  in  Que- 
bec, the  fraud  which  certain  merchants 
perpetuate  on  tanners  was  discussed.  Mr. 
Breton,  of  Quebec,  said  that  laborers 
should  protect  the  tannery  manufacturers 
against  merchants  who  sell  them  skins 
which  have  been  preserved  in  sand,  some 
of  which  adheres  to  the  fur,  and  materially 
increases  the  weight. 

An  exchange  says  that  colored  shoes  are 
all  the  rage  next  year,  and  they  threaten 
to  run  the  spectrum  close  in  its  variety  of 
colors.  One  firm  shows  no  fewer  than 
three  hundred  tints  of  leather.  That  will 
afford  the  wealthy  consumer  a  rare  op- 
portunity to  sport  different  colored  foot- 
wear nearly  every  day  in  the  week,  Sun- 
days excepted. 

The  R.  M.  Beai  Leather  Co.,  of  Lindsay, 
On  r'rio,  have  erected  a  large  addition  to 
their  tannery,  and  made  other  improvements 
in  order  to  keep  up  with  orders.  The  firm 
are  employing  more  hands,  and  will  double 
the  staff  of  tfhe  larrigan  department  as 
;oi  1  as  they  can  secure  the  right  kind  of 
help  required.  The  business  of  the  com- 
pany has  been  growing  rapidly.  The  new 
addition  is  about  a  quarter  of  the  size 
of  the  present  structure. 

James  Edwards  and  Company,  Limited, 
have  been  incorporated  with  head  offices  in 
Toronto  and  a  share  capital  of  $50,000  to 
manufacture  and  deal  in  leather  goods  and 
to  take  over  the  assets  and  continue  the 
business  now  carried  on  by  James  Edwards 
&  Company  as  leather  goods  manufactur- 
ers. Among  the  incorporators  are  James 
Edwards,  Jr.,  George  Jones  and  S.  F. 
McMorran. 

Jobbers  have  been  very  busy  during  the 
flays  just  previous  to  the  holiday  trade 
shipping  hockey  boots,  larrigans,  oil.  tans, 
bufk-kin  and  sheepskin  moccasins,  leather 
and  cloth  leggings,  lace  and  long  felt 
socks,  knitted  socks,  prospectors'  and  lum- 
bermen's boots,  Christmas  slippers,  felt 
slippers,  and  other  goods,  as  well  as  rub- 
ber footwear  of  all  kinds.  The  demand 
from  many  parts  of  the  country  has  been 
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brisk,  and  in  some  of  the  wholesale  houses 
there  has  been  work  going  on  at  night  in 
order  to  get  out  the  goods  promptly. 

The  Great  Northern  Tannery  Company, 
of  Edmonton,  has  applied  to  the  city  for 
water  connections  to  the  plant  on  block  23, 
Santa  Rosa,  and  also  to  make  necessary 
connections  to  supply  the  plant  with  elec- 
tric power  to  the  extent  of  twenty  horse- 
power. Electric  light  is  also  asked,  so  as 
to  supply  forty  horse-power.  Phones,  too. 
are  requested.  The  requests  have  been  re- 
ferred to  the  different  superintendents. 

There  has  been  some  cutting  of  prices 
in  sporting  goods  for  next  season.  The 
first  lists  issued  were  about  ten  per  cent, 
lower  than  a  year  ago.  Now,  another  com- 
pany has  come  out  with  quotations  from  10 
to  15  cents  cheaper  on  each  shoe  and  ox- 
ford. It  is  thought  the  others  will  follow 
suit.  It  now  looks  as  if  the  retailer  may 
be  able  to  buy  his  corrugated  rubber-soled 
footwear  from  20  to  30  per  cent,  lower 
than  last  season. 

Mr.  Silver's  Effective  Work 

Charles  J.  Silver, 
who  for  the  past 
six  years  has  been 
on  the  traveling 
staff  of  .the  W.  B. 
I     I  Hamilton  Shoe 

L  Company,  Toronto. 

I^"^^^.  is  a  candidate  for 
at  H  the  Toronto  Board 
'aB  I  °f  Directors  of  the 
£  H  Commercial  Travel- 
ers' Association  of 
Canada.  His  chances  of  election  are 
bright,  as  he  has  been  prominently  identi- 
fied with  the  shoe  trade  for  twenty- seven 
years.  He  began  his  experience  with  his 
brother,  William  Silver,  Jr.,  when  tlhe  lat- 
ter was  engaged  in  the  shoe  manufacturing 
business  in  Hamilton.  Later  he  was  with 
J  Whitham  of  Montreal.  He  was  on  the 
road  for  tlhe  J.  D.  King  Co.  for  six 
years,  and  for  a  like  period  has  been  with 
the  house  that  he  now  so  ably  upholds  m 
western  Ontario.  When  Frank  E.  Rous- 
seau met  with  such  a  distressing  accident 
at  Blytlh  some  weeks  ago,  Mr.  Silver  at 
once  undertook  to  see  that  a  fund  _  was 
raised  for  the  assistance  of  tlhe  injured 
traveler,  as  the  latter  had  no  accident  in- 
surance, and  was  largely  instrumental  _  in 
Retting  other  road-men  to  take  an  active 
interest  in  it.  The  result  of  the  splendid 
effort  has  been  that  about  fifteen  hundred 
dollars  has  been  raised  and  will  be  handed 
over  to  Mr.  Rousseau,  who  is  still  m  the 
hospital  at  Wingham.  Mr.  Silver  is  a 
worker  in  anything  that  he  goes  at,  and 
deserves  every  credit  for  his  sympathy  and 
untiring  interest  in  connection  with  the 
Rousseau  subscriptions,  having  personally 
collected  several  hundred  dollars.  He  is 
one  of  the  solid  progressive  salesmen 
whose  friends  are  numerous  in  all  ranks. 
He  resides  in  Toronto  at  453  Ontario  St. 


Thirty-three  Years  With  One  Boss 

.  James  Williams, 
manager  for  J.  D. 
Climie,  shoe  dealer, 
30  King  St.  West, 
Hamilton,  Ont,  is  a 
young  man  yet,  but 
he  holds  a  unique 
record  as  a  retail 
shoe  salesman.  This 
Yuletide  he  will 
I  celebrate  his  thirty- 
third  Christmas 
with  his  present  em- 
ployer.   He  has  the  honor  of  being  with 


a  shoe  house  longer  than  any  other  man 
in  Canada.  If  there  is  another  who  has 
a  history  with  one  firm  as  long  as  Mr. 
Williams,  the  Shoe  and  Leather  Journal 
would  like  to  learn  of  the  fact.  He  en- 
tered the  service  of  Mr.  Climie  as  a  mes- 
senger boy  in  knickerbockers,  and  it  was 
not  many  month's  until  he  was  promoted  to 
a  position  on  the  floor.  He  rose,  step  by 
step,  until  he  was  made  manager  of  the 
business.  He  has  been  faithful,  reliant 
and  progressive,  and  his  employer  speaks 
of  his  many  years  of  service  in  the  highest 
terms.  Mr.  Williams  is  an  enthusiastic 
Hamiltonian  and  also  an  ardent  shoe  man. 
He  is  possessed  of  up-to-date  ideas,  and 
as  a  salesman  has  few  equals.  Thirty- 
tibree  years  with  one  retailer  is  a  record 
that  any  person  may  review  with  pride. 

Travelers'  Benefit  Society 

All  the  officers  of  the  Commercial 
Travelers'  Mutual  Benefit  Society  were  de- 
clared elected  by  acclamation  when  the 
nominations  took  place  in  Toronto.  The 
officers  are  as  follows:  President,  Joseph 
Oliver;  Vice-President,  Robert  Maxwell; 
Treasurer,  H.  Goodman;  Secretary,  E.  M. 
Rowley;  Superintendent  of  Agencies, 
Richard  Ivens ;  Toronto  Trustees,  S.  R. 
Wickett,  John  Burns,  C.  S.  Parsons, 
Robert  Forbes,  S.  M.  Sterling,  John  Gib- 
son, A.  J.  Tipping,  R.  G.  Hector,  W.  S. 
B.  Lawrie;  Medical  Referee,  Dr.  Norman 
Allen  ;  Solicitors,  MacdonelL  McMaster  and 
Geary.  The  annual  report  showed  that 
the  society  had  a  good  year. 

Western  Travelers'  Officers 

A  London,  Ont.,  despatch  says:  Donald 
Ferguson  was  elected  president  of  the 
Western  Ontario  Travelers'  Association 
over  R.  E.  Davis  after  a  six  weeks'  cam- 
paign, which  brought  out  over  1,331  votes. 
H.  H.  Rennie,  defeated  E.  N.  Hanna  for 
second  vice-president,  while  the  other  offi- 
cers were :  1st  Vice-President,  H.  W.  Lind 
(acclamation)  ;  Directors,  C.  W.  McGuire, 
R.  Bruce  Wanless,  G.  Morley  Adams,  J. 
H.  Hiscocks,  A.  E.  Cowley,  M.  M.  Messer 
and  Colin  Currie.  Mr.  Glen  Wilson  won 
from  A.  E.  Ferte  in  the  election  for  vice- 
presidency  of  the  Travelers'  Mutual  Benefit 
Association. 

Dominion  Travelers  Meet 

Reports  read  at  the  thirty-seventh  an- 
nual meeting  of  the  Dominion  Commercial 
Travelers'  Association  in  Montreal,  indi- 
cated a  large  increase  in  membership  and 
a  greatly  increased  net  surplus.  J.  Bevan 
Giles,  the  retiring  president,  commented  on 
the  ever-increasing  prosperity  of  the  asso- 
ciation. Figures  presented  by  the  secre- 
tary, H.  W.  Wadsworth,  showed  that  the 
membership  had  increased  during  the  year 
from  7.007  to  7,450,  while  the  statistics  of 
the  treasurer,  M.  Murdock,  showed  a  net 
surplus  of  $410,500,  as  against  $367,806  at 
the  conclusion  of  last  year.  As  against 
the  increased  surplus,  however,  death  lia- 
bilities were  increasing  with  the  increased 
membership.  The  meeting  provided  for  the 
office  of  2nd  vice-president,  and  notice  of 
motion  was  given  to  provide  that  amend- 
ments to  by-laws  should  be  voted  on  by 
ballot  by  all  the  members,  instead  of  only 
by  those  attending  the  annual  meeting,  as 
only  some  two  to  six  per  cent,  of  the  mem- 
bers were  ever  able  to  be  in  attendance. 

The  new  officers  are:  President,  Charles 
Gurd  (acclamation)  ;  Vice-President,  J.  F. 
L.  Dupres;  Directors,  C.  Cameron,  V.  E. 
Beauvais,  T.  F.  Featherstone,  J.  A.  Bernier, 
Luke  F.  Moore. 

A  meeting  of  the  Dominion  Commercial 
Travelers'  Mutual  Benefit  Society  follow- 
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ed  Reports  showed  that  147  new  mem- 
bers had  been  added  during  the  year,  bring- 
ing the  total  membership  to  1,509  and  $16,- 
000  had  been  paid  out  in  death  benefits 

The  new  officers  are:  President,  b.  b. 
Cote.  Vice-President,  John  Paterson ; 
Treasurer,  Charles  Gurd;  Secretary  Reg. 
W  Graham;  Trustees,  Chas  Roberts,  J. 
B.  Giles,  W.  N.  Ahearn,  M.  Salomon  and 
Richard  Booth. 

Only  One  Holiday  For  Him 

The  "dean"  of  the 
traveling    force  of 
McLaren   &  Dallas 
of    Toronto   is  W. 
E.  Armstrong.  He 
has  been   with  the 
house  for  about  fif- 
teen years.  He  first 
started  on  the  road 
for  Orr,  Harvey  & 
Co.    of  Hamilton, 
and  when  they  re- 
moved to  Toronto  as  Harvey,  VanNorman 
&  Co   he  continued  with  them.    In  com- 
pany with  B.  F.  Morley,  he  subsequently 
embarked  in  the  jobbing  business,  the  firm 
being    known    as  Morley    &  Armstrong. 
Later,  they  both  joined  the  staff  of  J.  A. 
McLaren.    Mr.  Morley  passed  away  a  few 
years  ago.      Mr.    Armstrong   covers  the 
Jorth-wlstern  section  of  Ontario    and  is 
known  as  "Billy."    He  is  a  North  of  Ire- 
W  man.    Speaking  of  him  the  other _  day 
a  fellow  traveler  remarked:    Yes    he  is 
just  as  much  of  an  Orangemen  as  he  is  an 
Irishman,  and  as  much  of  a  Conservative 
as  he  is  of  either."    The  story  goes  that 
when  "Billy"  engaged  with  Mr  McLaren 
he  made  only  one  stipulation,  and  that  was: 
"I  will  work  every  day,  rain  or  shine,  sum- 
mer or  winter,  and  do  not  care  if  you  never 
give  me  a  vacation,  but,  Tenth™,  I  will 
not  work  on  the  12th  of  July.    I  want  to 
make    that    perfectly  clear  at  the  start, 
"nd  he TaS  had  his  way.    Mr,  Armstrong 
has  never  called    on    a    retailer    on  the 
Twelfth.    He  is  a  good  salesman,  a  genial 
companion,  and  well  liked  by  a  large  circle 
of  friends. 


dollars  In  the  window  were  shown  a  fine 
range  of  Christmas  slippers  for  women 
and  pumps,  and  other  dainty  creations  m 
footwear.  The  men's  window  was  similar- 
ly treated  and  adorned  with  a  line  of  shoes 
for  brothers,  lovers  and  husbands.  _  lhe 
artistic  and  striking  trim  and  admirable 
arrangement  of  the  shoes  was  the  work 
of  W.  Ignatius  Smith. 

Low  Heels  For  Women 

"Now  watch  women's  shoes  of  the  very 
best  style  and  class,"  remarked  a  leading 
Ottawa  retailer  when  talking  of  what 
would  be  worn  most  during  the  coming 
summer.  "Here  is  a  good  one.  Much 
lower  heels,  longer  vamps,  broad,  wide  and 
rounding  toe,  and  generally  plain,  but 
effective  Bals  will  also  come  m  strongly. 
The  button  shoe  will,  of  course,  be  largely 
worn.  I  look  for  a  big  run  on  strapless 
pumps  and  for  tans.  White  goods  should 
also  go  well.  The  day  of  high  or  extreme 
toes  is  disappearing.  We  are  afraid  of 
them  here." 


An  Attractive  Yuletide  Window 

One  of  the  handsomest  holiday  windows 
seen  in  Toronto  for  a  long  time  is  that 
of  the  Regal  Shoe  Store,  Yonge  St  The 
windows  are  triangular  in  shape  and  lend 
themselves  to  effective  dressing.  The  floor- 
ing and  space  above  the  mirrors  were  cov- 
ered with  white  felt,  the  pillars  and  cross 
pieces  on  the  mirrors   forming  a  frame 
covered  with  the  same  material.    A  row  ot 
autumn  foliage  ran  along  close  to  the  plate 
elass     The  vine  effects  were  made  with 
poinsettia,   their   scarlet  leaf   like  bracts 
surrounding    the    small    greenish  yellow 
flower  heads,  adding  much  to  the  bright 
color  scheme.    Sprigs  of  holly  were  strewn 
among  the  brass  shoe  stands.    Two  or 
three  cartons  wrapped  suitably  as  Christ- 
mas gifts  in  paper  bearing  a  wreath  ot 
holly  and  tied  with  red  satin  baby  ribbon 
were  placed  in  each  window. 

An  electric  light  over  the  mirrors  is 
hidden  in  colored  paper  leaves,  giving  the 
appearance  of  a  poppy.  Greeting  cards, 
with  a  picture  of  Santa  Claus,  were  back 
of  the  scene.  At  the  front  of  the  window 
was  a  card  bearing  a  question  regarding 
the  size  desired  in  case  of  the  presenta- 
tion of  footwear  which  always  makes  an 
acceptable  (Christinas  gift,  and  on  its  face 
was  a  printed  order  slip  which  could  be 
sent  out  in  case  the  size  was  not  known. 
The  order  was  to  the  effect  that  the  store 
would  please  give  goods  to  the  bearer 
  on  presentation  to  the  value  ot  


The  Next  National  Market  Fair 

The  Jacobsen  Publishing  Company  an- 
nounce that  the  Sixth  National  Shoe  and 
Leather  Market-Fair  wil  be  held  m  Me- 
chanics' Building,  Boston,  July  10-17,  1912. 
The  announcement  booklet  which  has  been 
mailed  to  the  trade,  states  that  it  will  be 
practically  the   same   in   conduct   as  last 
year     No  change  has  been  made  m  the 
cost  of  exhibition  space  and  the  managers 
will  continue  their  policy  of  issuing  free 
admission  tickets  to  the  trade.    We  also 
understand  that  the  low  round-trip  rates 
on  all  rail  and  steamship  lines  will  be  m 
force  during  next  July.    The  directors  of 
the  New  England  Shoe  and  Leather  Asso- 
ciation have  voted  to  recommend  the  ob- 
servance  of   another   National   Shoe  and 
Leather  Week  in  Boston,  July  10-17,  1912, 
these  dates  concurring  with  those  of  the 
Market-Fair.     Secretary  Thomas   F.  An- 
derson reports  that  the  event  last  year  was 
a  great  success  and  it  is  planned  to  make 
the  week  this  year  an  even  greater  one. 

Sold  Her  Hair  To  Buy  Shoes 

The  other  night  a  husband  went  home 
and  found  his  wife  in  a  state  of  nervous 
collapse.  In  a  moment  of  mental  weakness 
she  had  shorn  off  part  of  her  long,  lovely 
hair  Which  he  had  admired,  and  had  been 
the  envy  of  her  lady  friends.  Recovering 
later    from  the    neurotic    affection  from 
which  she  had  suffered,  the  lady  thought 
she  might  as  well  dispose  of  her  former 
hirsute  adornment  for  which  she  received 
five  dollars  from  a  Toronto  hair  dresser. 
Then  she  wended  her  way  across  the  street 
and  bought  a  pair  of    gunmetal  shoes, 
with  knob   toe,    fancy   foxing,  slant  top, 
and  high  heel.    On  her  return  to  the  house 
she  displayed  her  natty  footwear  and  en- 
quired, "Now,-  what  do  you  think  of  my 
investment?   Did  I  not  show  good  business 
acumen  ?    Look  at  what  I  obtained  for  the 
price  of  my  hair."    "Oh,  that  is  ail  very 
well,"  replied  the  meek  and  modest  bread 
winner.    "No  great  business  ability  there, 
so  fair  as  I  can  see.   You  have  .simply  taken 
it  off  at  one  end  and  put  it  on  at  the  other 
And  the  lady  still  fails  to  see  the  point  ot 
the  joke. 


to  going  into  the  footwear  line  Bradley 
Brothers  were  engaged  in  the  hardware 
trade  They  have  a  neat  and  attractive 
shoe  house,  and  fine  display  windows  with 
removable  oak  table  flooring  which  afford 
every  facility  in  artistic  dressing.  the 
uniform  cartons  and  labels  impart  an  in- 
viting appearance  to  the  interior  of  their 
premises,  the  cartons  being  of  an  olive 
shade.  Set  in  either  wall  under  the  ledge 
are  large  plate  glass  mirrors,  which  enable 
all  persons  trying  on  shoes  to  see  them 
from  a  front  view.  As  a  side  line,  Ed.  and 
Howard  Bradley  are  selling  agents  for  a 
well-known  Canadian  piano,  and  have  re- 
presentatives on  the  road  in  the  interest  of 
this  branch. 

How  a  Bachelor  Holds  a  Babe 

"What  is  John  A.  Vallary  doing  with 
that  baby  and  he  a  confirmed  bachelor  ! 
Well  the  situation  is  easily  explained.  John 
went  over  one  Sunday  afternoon  a  tew 
weeks  ago  to  call  on  his  bosom  friend,  Har- 
vey E.  Graham,  42  Dalton  Road,  Toronto, 
who  'covers  western  Ontario  f  or  the  Hartt 
Boot  and  Shoe  Co.,  of  Fredericton,  N.B. 
He  was  asked  to  hold  the  wee  one  a  min- 
ute. Then  Harvey,  who  is  a  clever  ama- 
teur   photographer,     stepped    back  and 


Shoemen  Own  Hockey  Rink 

Bradley  Brothers,  shoe  retailers,  of  Osh- 
awa,  Ontario,  have  for  some  years  owned 
and  operated  the  ice  and  roller  skating  rink 
in  that  town,  and  are  the  mainstay  and 
support  of  two  energetic  hockey  teams,  ibis 
vear  they  will  have  a  junior  and  interme- 
diate team  in  the  O.H.A.  series.  Previous 


"snapped"  John  in  the  act.  You  can  tell 
by  the  way  he  grasps  the  healthy  child  that 
he  is  a  trifle  new  at  the  job. 

There  are  few  commercial  men  m  west- 
ern Ontario  better  known  or  better  liked 
than  Mr  Vallary.   He  has  been  identified 
with  the  shoe  trade  for  a  number  of  years. 
How  many  it  would  perhaps  not  be  wise 
to  tell,  as  that  would  be  giving  the  attract- 
ive daughter  of  some  retail  footwear  mer- 
chant a  line  on  his  age.    He  began  his  car- 
eer in  the  wholesale  house  of  Cooper  & 
Smith,  when  they  were  in  business  m  1  o- 
ronito.    He  later  joined  the  traveling  force 
of  McLaren  &  Dallas,  and  then  was  with 
the  Victoria  Shoe  Company,  until  that  firm 
ceased  operations.    He  has  been with  P 
E  Frank  &  Co.,  20  Front  Street  East,  lo- 
ronto,  for  some  time  now,  and  represents 
them  in  western  Ontario.  Among  shoe  deal- 
ers he  has  many  friends,  and  he  is  equally 
well  itihought  of  by  his  confreres  on  the 
road     He  is  a  successful    salesman  and 
combines  the  qualities  of  energy,  industry 
and  geniality. 

Quebec  As  a  Factory  Centre 

Speaking  recently  on  the  possibilities  of 
Quebec  becoming  a  great  manufacturing 
city,  Frank  W.  iv.cKeen,  of  the  firm  of 
C  E  McKeen  &  Co.,  wholesale  shoe  manu- 
facturers, said  that  he  found  Quebec  as 
o-ood  a  manufacturing  town  as  any  place, 
and  if  he  were  going  to  start  a  factory 
he  would  start  it  here.  Labor  was  good, 
but  as  was  generally  complained  of  the 
rates  of  the  help  were  rather  high  Speak- 
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ing  of  power,  Mr.  McKeen  said  that  he  had 
no  reason  to  complain,  for  in  his  factory 
they  made  their  own  power,  and  he  con- 
sidered that  the  price  of  fuel  in  Quebec 
was  as  low  as  in  any  other  city.  He  found 
no  reason  to  complain  of  the  shipping  con- 
ditions, and  thought  that  manufacturers 
were  better  situated  in  Quebec  than  in 
Montreal,  for  goods  shipped  from  Quebec 
to  Montreal  were  delivered  promptly,  while 
goods  coming  from  Montreal  to  Quebec 
were  sometimes  delayed  a  week,  and  he 
knew  of  repeated  cases  when  goods  arriv- 
ed as  quickly  from  Boston  as  from  Mont- 
real. Quebec  was  to-day  manufacturing  a 
much  better  class  of  shoe  than  formerly, 
and  he  had  great  hopes  in  the  future  of 
the  shoe  trade  in  Quebec. 

A  Road  Man  Who  Can  Sing 

J J.  E.  Firth,  who 
I  is  a  candidate  for 
1  the  Toronto  Board 
of  Directors  of  the 
Jl  Commercial  Travel- 
/  ers'  Association  of 
Canada,  resides  in 
L  Peterborough.  He 
jj^^  represents  a  large 
portion  of  Eastern 
■  Ontario  for  the  W. 
B.  Hamilton  Shoe 
Co.  of  Toronto,  with  whom  he  has  been  iden- 
tified for  about  sixteen  or  seventeen  years. 
He  has  a  sample-room  on  Water  St.,  Peter- 
borough, and  is  a  sterling  fellow  through 
and  through.  He  is  a  plain,  earnest,  thor- 
oughly conscientious  traveler,  who  has 
made  good.  He  is  "on  the  job"  all  the  time 
and  has  the  confidence  of  his  customers 
to  a  marked  degree.  Before  his  connection 
with  the  firm  which  he  now  so  well  up- 
holds, he  was  with  Charles  A.  Ahrens  & 
Co.  of  Berlin.  Mr.  Firth  is  a  fine  tenor 
singer  and  has  done  good  work  in  church 
choirs  of  Peterborough  where  he  has  re- 
sided for  the  past  five  or  six  years.  He 
began  his  business  career  as  a  baker,  but 
drifted  into  the  shoe  line  many  years  ago. 

Credit  Men  Organize 

The  credit  men  of  Ontario  have  fallen 
into  line,  and  formed  a  strong  organization 
to  look  after  the  interests  of  their  business. 
An  association  on  these  'lines  has  been 
working  for  the  past  eighteen  months  in 
Winnipeg  and  the  West,  and  last  week  the 
president,  H.  H.  Pigott,  and  the  secretary, 
Mr.  Henry  Detchon,  explained  to  an  audi- 
ence of  about  a  hundred  credit  men  of  To- 
ronto and  Ontario  how  they  had  succeeded. 
Mr.  Pigott  outlined  the  work  which  the 
Winnipeg  association  had  done  in  collecting 
and  tabulating  ledger  information  about 
retailers,  and  circulating  warning  against 
'"crooks."  Progress,  he  said,  had  been 
made  in  legislation  to  prevent  fraudulent 
failures  through  the  bulk  sales  act,  and 
in  other  ways. 

S.  G.  Malcolm,  of  Gordon,  MacKay  & 
Company  was  chairman,  and  a  nominating 
committee  consisting  of  himself,  with  Her- 
bert Langiois,  Douglas  Eby,  J.  A.  Mc- 
Laren, F.  L.  Moneypenmy,  W.  H.  Lamont, 
James  A.  Catto  and  J.  B.  Ratcliff,  was  ap- 
pointed to  suggest  a  list  of  officers.  L.  J. 
Hall  was  appointed  secretary,  with  offices 
at  58  Front  Street  West,  Toronto. 

Early  Placing  Necessary 

Sorting  orders  in  rubbers  and  felt  have 
been  unusually  heavy  this  season,  and 
many  of  the  mills  are  running  night  and 
day  in  an  endeavor  to  catch  up  with  or- 
ders. Retailers  neglecting  to  place  early 
in  the  spring  are  now  earnestly  requesting 
manufacturers  to  do  something  that  is  im- 


passible—fill orders  at  once.  The  manufac- 
turers are  doing  the  best  they  can.  Many 
merchants  have  lost  considerable  sales  al- 
ready owing  to  their  not  having  stock  on 
hand  when  the  early  cold  weather  set  in. 
Early  placing  may  have  its  faults,  but  the 
retailer  who  orders  early  receives  has  sup- 
plies early. 

Traveler  Had  To  Make  Good 

Here  is  a  warning  to  traveling  men  which 
a  representative  of  an  Eastern  States 
firm  had  in  Detroit.  This  salesman  secur- 
ed an  order  for  $1,000  worth  of  shoes  from 
a  Detroit  shoe  store.  He  sent  in  the  or- 
der, but  his  firm  wirote  back  thalt  they, 
would  not  ship  the  order,  because  the  De- 
troit firm's  financial  rating  was  not  what  it 
should  be.  The  salesman  then  foolishly 
wrote  to  his  firm  and  said  that  he  knew  the 
Detroit  house  was  all  right,  and  that  he 
would  personally  guarantee  the  bill.  The 
firm  then  shipped  the  goods.  The  store 
which  received  the  .stuff  went  into  bank- 
ruptcy a  few  days  ago,  and  the  creditors 
will  get  about  35  cents  on  the  dollar.  The 
shoe  salesman  managed  to  get  about  $200 
on  the  order,  but  is  stung  to  the  tune  of 
$800. 

Why  Do  Shoemen  Do  It? 

"It  all  depends  on  education,"  remarked 
a  Brantford  shoe  retailer  last  week.  "That 
lady  who  just  went  out  after  buying  a  pair 
of  walking  shoes  for  three  dollars,  asked 
me  if  I  would  not  give  her  another  pair 
of  laces,  and  I  did  so.  We  often  have  such 
requests.  Now,  let  a  woman  go  into  a 
dry  goods  house  and  purchase  material 
and  linings  for  a  dress  coming  to,  say,  eight 
dollars.  She  then  asks  for  a  spool 
of  thread,  and  the  cash  slip  is  made  out 
for  eight  dollars  and  four  cents.  Does  she 
get  the  thread  free?  Not  by  any  means, 
and  yet  her  purchase  is  double,  or  even 
triple,  of  what  that  pair  of  shoes  cost.  It 
is  all  a  matter  of  education  and  practice. 
The  shoeman  has  let  his,  customer  think 
that  he  must  throw  in  an  extra  pair  of 
laces,  a  button-hook,  a  shoe-horn,  insoles 
and  other  incidentals,  all  of  which  cost 
him  more  money  perhaps  than  that  spool 
of  thread.  The  dry  goods  people  charge 
patrons  for  everything  in  the  way  of  small 
supplies  that  a  woman  asks  for  but  the 
footwear  dealer  hands  these  over  gratis 
and  smiles." 

Alleged  "American"  Shoes  in  Canada 

The  annual  election  dinner  of  the  Shoe 
and  Leather  Association  of  Chicago  was 
held  on  December  4th.  The  principal 
speaker  was  Thomas  F.  Anderson,  secre- 
tary of  the  New  England  Shoe  and  Leather 
Association,  of  the  Boston  Boot  and  Shoe 
Club,  and  of  the  New  England  Wholesal- 
ers' Association  of  Boston.  He  is  a  former 
Canadian,  having  been  for  some  years  in 
newspaper  work  in  Halifax.  In  the  course 
of  his  remarks  he  said:: 

"The  Dominion  of  Canada,  which  also 
has  an  excess  of  lawyers  in  its  parlia- 
ment— there  are  75  of  them — wants  a  tariff 
board  after  the  same  model.  If  it  gets 
one,  I  hope  its  first  move  will  be  to  find 
out  how  many  pairs  of  shoes  made  in 
Canadian  factories  are  retailed  in  that 
country  as  "American"  shoes — the  product 
of  factories  in  the  United  States.  A  re- 
putable advertising  concern  in  Toronto, 
whose  circular  I  recently  received,  makes 
the  unqualified  statement  that  fully  $5,000,- 
000  worth  of  shoes  were  sold  in  the  Dom- 
inion last  year  as  American  shoes,  which 
were  actually  made  in  Canada.  This  is  a 
kind  of  "reciprocity"  that  our  manufac- 
turers here  can  hardly  be  expected  to  re- 


lish, unless,  of  course,  they  happen  to  make 
these  shoes  in  their  own  Canadian  branch 
of  factories.  This  matter  looks  so  serious 
to  the  Brockton,  Mass.,  Chamber  of  Com- 
merce, that  it  has  recently  taken  the  sub- 
ject up  officially.  With  the  threatened  re- 
moval of  his  tariff  protection  on  the  one 
hand,  and  the  "pirating"  of  his  name  and 
styles  in  foreign  countries  on  the  other, 
the  Yankee  shoe  manufacturer  is  surely 
'up  against  it.'  To  sum  up  the  tariff  situa- 
tion as  it  looks  to-day :  the  shoe  and 
leather  trade  of  the  United  States  has,  so 
to  speak,  cleared  the  decks  for  action  and 
is  ready  at  a  minute's  notice,  to  call  two 
big  and  representative  national  meetings 
of  protest  on  the  part  of  the  shoe  and 
leather  trades  respectively,  if  conditions  at 
Washington  appear  to  warrant  such  a 
course." 

A  Button  Shoe  With  a  History 

The  accompanying  cut  affords  an  illus- 
tration of  the  style  in  feminine  footwear 
some  thirty-five  years  ago.  The  shoe  was 
made  by  Grey  Bros.,  Manufacturing  Co. 
(now  the  Syracuse  Shoe  Manufacturing 
Co.)  at  their  factory  in  Syracuse,  N.Y., 
and  was  one  of  a  special  collection  exhibit- 
ed at  the  Centennial  Exposition  in  1876  in 
the  historic  city  of  Philadelphia.  This  was 
long  before  the  days  of  the  Goodyear  welt 
process  had  come  into  existence.  The 
hand-work  on  this  shoe,  which  was  pre- 


sented to  J.  D.  Climie  of  Hamilton,  Ont., 
some  years  ago,  is  not  only  expert,  but 
beautiful.  The  shoe  has  many  odd  fea- 
tures. It  is  made  of  genuine  French  kid 
with  sateen  lining  and  white  kid  facings, 
the  back  stay  and  button  stay  being  of  the 
same  material.  The  top  and  button  fly  are 
scolloped.  There  are  twelve  buttons.  The 
shoe  is  a  genuine  welt  and  a  magnifying 
glass  reveals  fifty-two  hand-sewn  stitches 
to  the  inch.  The  sole  is  very  thin  and  flexi- 
ble. The  plain  toe  is  square  and  there  is 
no  box  as  at  the  present  day.  The  boot 
is  almost  as  wide  at  the  toe  as  at  the  ball. 
The  shank  is  ridged.  The  upper  is  7J4 
inches  high  and  the  vamp  2}4  inches  long. 
The  heel  is  iy2  inches  in  height  and  of 
concave  type.  Around  the  outer  edge  of 
the  top  lift  are  scores  of  tiny  brass  wire 
nails  all  driven  by  hand. 

How  One  Firms  Views  "Sales" 

Rather  than  turn  regular  customers  into 
mere  bargain-hunters,  and  in  order  to  pre- 
serve the  high  class  character  of  their 
trade,  a  Toronto  retail  firm  recently  dis- 
posed of  $1,200  worth  of  "stickers"  and 
shelf-warmers  to     buyer,  who  is  always  on 
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THE  BREITHAUPT  LEATHER  CO.  LIMITED 

BERLIN      -  ONTARIO 

TANNERS  OF  SOLE  LEATHER 

"Penetang,"  "Eagle"  and  "Listowel"-all  as  good  as  ever. 
Grain  Leathers,  Splits,  Etc.     Cut  Soles. 
Moulded,  and  Flat,  Counters. 
YOUR  ORDERS  WILL  BE  APPRECIATED 


Established  Over  Half  a  Century 


Address:  BERLIN,  ONT. 


LEGGINGS 

workmanship.    Best  service. 

OUR  PRICES  ARE  RIGHT.    ORDER  NOW 

THE  R.  M.  BEAL  LEATHER  CO,  Limited 

LINDSAY,  ONT. 


The  John  Ritchie  Co.  Ltd. 

QUEBEC 

Manufacture  for  the  Jobbing  Trade 

GOODYEAR  WELTS  on 

Up-To-Date  Lasts  a  Specialty 
Makers  of  "Ideal  Quality"  Shoes 

Special  Attention  Given  To  Export  Trade 


TANNING  RESEARCH 
LABORATORY 

H.  C.  REED,  Manager 

Analysis  of  Any  Material 
Employed  in  the  Tannery 

OFFICE,  LABORATORY  AND  SAMPLING  ROOM 

227-229  FULTON  STREET 
NEW  YORK,  N.Y. 


W.H.Staynes&  Smith 


CASH  ADVANCED 

ON  CONSIGNMENTS 


HIDE  and  LEATHER 
FACTORS 

rr         '    and  at  Kettering,  Northampton 
Leicester,    l£r*g*  Frankfort-on-Maine. 

Cable  "HIDES,"  Leicester. 


"MOENUS"  MEASURING  MACHINE 

1         is  the  WORLD'S  STANDARD  Machine 

I    MOENUS  MACHINE  WORKS,  Ltd.  Frankfort  o/M,  Germany 
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the  look-out  for  "jobs"  for  $120.  Some 
of  the  lines  originally  cost  as  high  as  $4, 
and,  in  this  instance,  were  disposed  of  as 
low  as  35  cents  per  pair.  This  may  seem 
like  a  heavy  come-down,  but  the  manage- 
ment do  not  believe  in  "clearing"  or  "sacri- 
fice" sales,  and  contend  that  their  excellent 
trade  has  been  built  up  by  retailing  de- 
pendable high-class  and  stylish  footwear  at 
prices  that  represent  good  value  and  a  fair 
profit.  They  think  in  their  case  that  it  is 
better  to  dispose  of  an  accumulation  of 
slow-selling,  out-of-date  goods,  getting 
what  they  can  for  them  in  one  big  lot, 
than  demoralize  their  trade  and  convert 
regular  patrons  into  "seekers  of  snaps." 
lose  the  profit  they  would  make  on  a 
modern,  well-built  and  superior  shoe,  and 
possibly  missing  the  sale  of  an  expensive 
boot  for  a  patron,  if  he  or  she  secures  "a 
bargain"  is  not  going  to  turn  round  and 
immediately  purchase  a  new  pair.  The 
sale  of  a  high-class  shoe  is  thereby  lost  as 
well  as  the  profit  on  it  where  something 
else  has  been  disposed  of.  All  the  annoy- 
ance, interruption,  disorganizing  the  sell- 
ing plans  and  profit  averages  which  are  in- 
cidental to  a  special  sale  are  escaped  when 
all  dead  stock  is  cleaned  out  in  a  batch  and 
only  live,  fresh  and  attractive  lines  left, 
which  represent  living  profits,  reliable 
goods  and  satisfaction  to  customers  who 
are  willing  to  pay  a  liberal  figure  for  a 
worthy  article.  This  latter  class  of  shoe 
buyers  is  growing  more  numerous  in  Can- 
ada every  day,  particularly  in  the  bigger 
cities  and  towns. 

Joins  Ranks  of  Benedicts 

William  B.  Johnston,  president  of  the 
Johnston  Shoe  Company,  and  manager  of 
the  company's  branch  at  New  Westmin- 
ster. B.C.,  was  married  recently  to  Miss 
Annie  Dalglish.  The  ceremony  was  per- 
formed by  Rev.  J.  S.  Henderson,  pastor  of 
St.  Andrew's  Presbyterian  Church,  New 
Westminster.  Alfred  Johnston  supported 
the  groom  and  Miss  Margaret  Turnbull 
was  bridesmaid.  Mr.  and  Mrs.  Johnston 
left  for  Southern  California  and  Mexico, 
where  they  will  spend  a  honeymoon.  On 
their  return,  they  will  reside  in  their  new 
home  in  New  Westminster.  Mr.  Johnston's 
many  friends  in  the  retail  shoe  trade  will 
extend  congratulations. 

A  Suggestion  for  Advertisers 

Fred  C.  Taylor,  shoe  retailer  of  Ottawa, 
says:  "I  think  the  Shoe  and  Leather 
Journal  is  indispensable  to  all  shoe  mer- 
chants, for  the  many  subjects  taken  up 
from  time  to  time  and  treated  in  its 
columns  are  instructive.  I  find  it  helpful 
to  me  in  my  own  business,  and  I  consider 
it  superior  to  many  of  the  trade  journals 
received  by  me.  Publishing  it  twice  a 
month  is  a  good  move,  and  is  no  doubt 
appreciated  by  the  merchants  generally.  As 
a  suggestion,  the  carrying  out  of  which 
rests  with  the  advertisers,  is  the  quoting 
of  wore  prices  on  the  various  lines  adver- 
tised. For  instance,  a  manufacturer  or  a 
wholesaler  shows  a  few  lines  and  gives  a 
g<  od  strong  talk  on  their  style  and  other 
good  qualities,  and  while  they  may  impress 
the  reader  in  this,  yet  he  is  left  in  the  dark 
as  to  the  price,  which  is  the  principal  point, 
I  consider,  in  bringing  out  one's  line.  The 
American  papers  are  strong  on  this — the 
advertisers  drawing  attention  to  their  par- 
ticular line  at  such  a  price,  and  repeatedly 
sample  pairs  are  sent  for,  which  is  gener- 
ally the  introduction  with  a  man's  stock 
of  American  shoes,  which  otherwise  might 
hav  gone  to  a  Canadian  dealer  if  such 
particulars  as  I  speak  of  were  shown.  As 
a  dealer,  I  notice  this  more  than  you  would, 


but  as  a  suggestion  I  think  would  work  to 
advantage  of  all  who  carried  it  out,  and 
they  would  I  am  sure  pick  up  considerable 
business.  They  would  possibly  gain  more 
faith  in  advertising  as  their  ads.  would  be 
bringing  results  which  they  would  never 
have  otherwise  known.  I  speak  from  ex- 
perience, as  I  have  several  lines  in  stock 
taken  from  the  Shoe  and  Leather  Journal 
through  the  price  being  quoted,  and  I  sort 
up  regularly  with  this  firm." 

What  a  Former  Retailer  Thinks 

A  former  shoe  dealer  who  says  that  he 
lost  nearly  $3,000  in  the  retail  business, 
and  that  was  "his  entire  finish,"  writes  the 
Shoe  and  Leather  Journal  as  follows: 


capital.  The  other  end  expect  their  money 
and  so  I  do  not  advise  too  strongly  an  ad- 
dition to  stock.  It  is  all  O.K.  if  you  have 
the  capital.  Each  man  should  carefully 
study  local  conditions  and  demands,  trade 
possibilities  and  the  amount  of  cash  that 
he  can  command." 

Weather  Hurts  the  Shoe  Trade 

The  business  during  the  first  two  weeks 
of  December  has  not  been  as  good  as  it 
might  have  been  with  a  large  number  of 
retailers  throughout  Ontario  as  the  warm, 
unseasonable  weather  resulted  in  a  con- 
siderable falling  off  of  trade,  while  the 
roads  in  many  parts  were  almost  impass- 
able, and  the  people  did  not  come  in  to  do 


0        -  l/Oy*^  Uxs^vnT 


"I  read  your  articles  with  much  interest, 
and  see  that  you  advise  shoe  retailers  to 
handle  hosiery,  traveling  goods  and  other 
lines.  I  do  not  dispute  the  force  and  logic 
of  your  arguments,  but  do  you  not  think 
a  merchant  may  overstep  the  mark  and  ac- 
quire more  liabilities  than  his  capital  can 
carry.  The  average  shoe  dealer,  who  is  in 
a  city,  must  necessarily  carry  from  10,000 
•to  12,000  pairs  of  shoes.  Now,  if  he  has 
only  $4,000  to  carry  this  stock,  how  is  he 
going  to  add  many  other  lines?  Is  it  any 
wonder  that  he  assumes  more  than  he  can 
handle.  I  have  returned  recently  from 
Alberta  and  Saskatchewan — grand  country 
for  young  men  who  can  'rough  it,'  but  the 
temptation  in  business  seems  to  be  to  get 
into  all  lines.    Again,  I  say,  beware  of  your 


their  shopping.  November  was  an  excep- 
tionally good  month,  the  early  fall  of  snow 
and  the  wet  weather  resulting  in  big  busi- 
ness. Holiday  goods  have  been  moving 
rather  slowly  and  shoemen  have  been  hop- 
ing for  colder  weather.  One  effect  of  the 
nice  days  was  to  give  the  rubber  manu- 
facturing companies  an  opportunity  to 
catch  up  with  orders.  Things  in  that  line 
have  been  placed  on  a  much  better  basis 
than  they  were  two  weeks  ago. 

Jobbers  report  that,  in  spite  of  the  de- 
cline in  sorting' in  many  parts  of  the  coun- 
try, they  have  been  busy.  There  has  been 
a  heavy  demand  for  felt  slippers.  Hockey 
and  skating  boots  have  also  had  a  large 
run  as  well  as  heavier  goods.  Payments 
have;  been  very  good. 
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LINEN  THREADS 


For  All  Kinds 
of  Manufactures 


COTTON  THREADS 


STANDARD  QUALITY  BEST  VALUE 

Twines— all  kinds  Hardash  Silk  Thread 


a.so  Boot  and  Shoe  Laces 


FRANK  &  BRYCE,  Limited 


MONTREAL 

TORONTO 

QUEBEC 


F.  E.  Atteaux  &  Co. 

:-:  Montreal 


Boston 


Specialists  to  Tanners 
Dyestuffs  Colors  &  Chemicals 
For  Leather 

EGG  YOLK 


C.  ROCHETTE 

LES  SAULES,  QUE.,  (Near  Quebec.) 

Largest  and  oldest  Shoe  Stock  manufacturers  in 
Canada.    Also  exporters  to  England. 

Counters,  Box  Toes,  Shanks,  Leather 
Board,  Fibre  Board  and  Friction  Boards 

Mills  and  Factories:  LES  SAULES 


TRY 


OUR  NEW  TANNAGE 
BLACK  GLAZED  KIP 

It  is  a  perfect  black  with  a  fine  grain. 
CHOICE  SELECTIONS 
Let  us  Send  you  a  Sample. 

THOS.  A.  KELLEY  &  COMPANY 

WEST  LYNN,  MASS,  U.  S.  A. 


BOOTS  AND  SHOES  THAT 
STAND  ROUGH  WEAR 


FOR 


PROSPECTORS,  SURVEYORS, 
CRUISERS,  RIVER  DRIVERS 


IN 


STANDARD  SCREW  AND  GOODYEAR  WELTS 

C.  B.  Dayfoot  <EL  Co. 

GEORGETOWN        -         -  ONTARIO 


Makers  of 

Men's,  Boys',  Youths'  and 
Little  Gents'  Medium 
and  Staple  Lines 


Bonner  Leather  Co. 


•^Manufacturers- 


GL  AZ  E-  D  KID 

(Black  and  Colors) 

CHROME  LAMBS 

(Qlazed  and  Dull) 


Salesroom:  214  LEMOINE  ST.  ::  J.  li.  GOYER,  Rep. 
Office:   1060  NOTRE  DAME  ST.  WEST,  MONTREAL. 
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BOX  TOES  THAT  COME  ALIKE 


4 


i 


Made  in 
Cork, 

Waterproof 
Felt, 

Combination 
Leather 
and  Canvas 

SEND 
TRIAL 
ORDER 


INDEPENDENT  BOX  TOE  COMPANY 


102  Christopher  Columbus  Street 


MONTREAL.  QUE. 


ESTABLISHED  IN  1869 

Oldest  Shoe  Machinery  Firm 
In  Canada. 

KIEFFER  BROS. 

Dealers  and  manufacturers  in 
Non  Royalty  Shoe  Machinery. 

Duplicate  parts  for  all  kinds  of  shoe  mach- 
inery alwayskeptin  stock.  Ask  for  prices  on 
Shoe  Racks  and  dieing  out  Blocks. 


McKay  Sewing 
Machine 


96  Prince  St., 


Montreal. 


CUTTING  DIES 

o/~  every  Description  for 

Leather,  Rubber,  Paper,  Cloth, 

ETC. 

Honest  Values  at  Honest  Prices. 
All  Work  Warranted. 

Dominion  Die  Co. 

321  Aird   Ave.,  Montreal,  Que. 
Phone  E,  3778 


DUCL05  ®.  PAY  AN 

Manufacturers  of  Shoe  Leather 

Fine  Box  Chrome  Sides,  Chrome 
Sole,  Heavy  Chrome  Sides  and 
Mennonite  Grain,  Wax  Splits 
Boot  and  Shoe  Counters  and 
lnnersoling. 

Office  and  Factory,      Store,  224  Lemoine  St. 
ST.  HYACINTHE.  MONTREAL 


IT  IS  JUST  AS  IMPORTANT  THAT  YOU 
INSIST  ON  A  TRUE/  PICTURE.  OF 
YOUR  SHOE  AS  THAT  YOU  LEVANT* 
INTEGRITY  IN  YOUR  SALESMAN 
SELLING  FROM  SAMPLED  OF 
THE/  >SH0E  ITSELF  YOU  WILL 
ALWAYS  F\W>  OUR  ILLUSTRATIONS 
TO  EE  CORRECT  IN  LAST,  PATTERN 
J^PE/Tl-SPftCTIVE/ 

THE' 
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22-FOOT  GOODYEAR  SHOE  REPAIRING  OUTFIT 


MODEL  N 

THIS  Outfit  represents  the  highest  ^elopmen,  in  sh oe  ^ffi  £552^ 
T   demand  of  modern  shoe  repairmg,  It  emb^ma"  maende  efficiency  in  the  minimum  space. 

shoes  from  old  ones,  giving  the  maximum  of  equipment  anc ^emcic ^  y     includin8  a  new  style 
The  Out  t  has  the  Goodyear  Stitching  Mtcta~  ^  ^'^^^^1™  and  operates  automatica Uy 

*^ta*5S& is  at,ached  direct,y  ,0 '  mam 

arrangement  gives  better  resu  s  w  th  less power  the  fol,„wing  equipment:- 

The  Buffing  and  Scouring  Machme  as  a  shaft  to  I      ^  ^ 

1  |£fx~  eefscourin g  Wheels   ^   ,      1  Wh  Wheel  Pad  complete 
%ii  A  »  shaoe  X-Ray  Heel  Scouring  Wheels 

2  C    Shape  A  Kay  trimming,  buffing  and  scouring 
A  powerful  Blower  System  «movw  the  du^ 

operations,  and  is  designed  to  overcome  certain  obiectioname  equipment  for  black 

The  Finishing  Machine  has  a  78  inches  shaft  which  has  all  the  necessary 
russet  work:— 

2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrupted  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Koii 

2  Shank  and  Bottom  Brushes 


or 


2  Heel  Brushes 
1  Stitch  Cleaning  Brush 
1  Levelling  Roll 
1  Bead  and  Wheel 


At  ,he  rr  r ^j^WMe^ fi,,ed  wi,h  union  irons 

t0  usEeaoC„.y  those  machines  which  the  operator  may  ~    ™*  ^  eMly  adlusted 

bearmrso  S»M^  in  every  way  most  efficent. 

"     '  Full  information  furnished  promptly  on  request. 

UNITED  SHOE  MACHINERY  COMPANY 

OF  CANADA 
.  mo„tc  MONTREAL,  QUE. 

LAGAUCHETIERE  AND  ST.  MONIQUE  STREETS         -  ^  QUEBEC 

244  Adelaide  Street  West  TORONTO 
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Robinson,  James   10 
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Scholl  Mfg.  Co  26 

Smardon  Shoe  Co  25 

Standard  Engineering  Co  22 

Staynes,  W.  H,  &  Smith  51 
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Trickett,  Sir  H.  W,  Limited  18 

United    Shoe    Machinery    Co,  of 

Canada  17,  55     Inside  Front 

Cover    and    Inside    Back  Cover 


Nuggett  Polish  Co,  Limited  n     Walpole  Rubber  Co  24 

Whittmore   ,  2o 

Quaker  Shoe  Co  53     Wood-Milne  Co,  Limited  21 


If  you  wish  a  deep  and  bold  embossing 
effect  and  a  fast  working 
Machine,  take  the 


Moenus  "Altera 

TYPE  1910 

Beware  of  weak  imitations. 
I  Yearly  Output  200  Altera  Machines. 


Write  for  the  prices  to  the 

MOENUS  MACHINE  WORKS 

FRANKFURT  ON  MAIN,  GERMANY 
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t£^C 


We  Can 


Supply  Anything 

From  a  Tack 
to  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Co.  of  Canada 

Lagauchetiere  and  St.  Monique  Sts.     .....      MONTREAL,  QUE. 


Rushing  Rubber  Shipments 

The  demand  for  "Maltese  Cross"  Rubbers  is 
unprecedented. 

Even  with  our  immense  plant  running  to  full 
capacity  since  January  1st,  we  have  found  it  dif- 
ficult to  turn  out  enough  of  these  High-class 
Rubbers  to  keep  everybody  supplied. 

In  the  meantime  we  are  rushing-  shipments 
as  fast  as  possible,  and  also  hurrying  to  com- 
pletion the  large  factory  extension  which,  when 
ready,  will  give  us  a  greatly  increased  output. 

PLACE  YOUR  ORDERS  NEXT  SEASON 
FOR  "MALTESE  CROSS"  RUBBER8 
BEFORE  MAY  1st  AND  BE  HAPPY 

The  Gutta  Percha  &  Rubber  Manuf'g  Co. 

of  Toronto,  Limited 

Head  Offices:  47  Yonge  Street 
TORONTO,  CANADA 

Branches  :   Montreal,  Halifax,  Winnipeg,  Calgary,  Vancouver, 

Sydney  and  Melbourne,  Australia 

(  NOT  IN  ANY  TRUST  ) 


